

[image: ]	Solicitation B 26-165
TENDER INSIGHT BY SYBRID
Solicitation B 26-165
STEM/STEAM Robotics and Industrial Technology - Electronic Curriculum Materials, Parts & Supplies
Sachem Central School District, Suffolk County, New York
Bid Due: May 20, 2026, at 10:00 AM EDT
Prepared: May 7, 2026, Confidential Pre-Bid Use Only


Section 1: Procurement Office Intelligence
Sachem's purchasing office runs a by-the-book process with no shortcuts tolerated. The 13-item bid checklist is the clearest signal: every form is listed, every notarization is called out, and the General T&C opens with the statement that any bid lacking completely required documents will be rejected as non-responsive. This is not boilerplate - this is institutional memory. Each requirement on that list exists because a prior bidder did not comply. The purchasing office has organized its solicitation to eliminate every workaround vendors have historically tried.
The decision-making structure matters: bids are opened publicly on May 20, but awards require Board of Education approval. The Board has a 45-day window from bid opening to make an award. That means the contract could be awarded as late as early July - after the stated July 1 contract start date. Vendors should plan for the possibility that the first purchase orders do not arrive until late July 2026 even with a July 1 contract start, because the Board must approve before the Purchasing Agent can act.
What the evaluation structure reveals about their priorities: this is a lowest-responsible-bidder procurement with no scoring matrix, no technical evaluation points, and no narrative evaluation. The decision is almost entirely about discount percentage and catalog coverage. Sachem is not buying expertise; they are buying access to a well-stocked catalog at the best price they can get. A vendor who invests heavily in writing a compelling company narrative in the bid forms is spending effort on something that does not move the award decision. Put that effort into the pricing.
The piggybacking authorization in Specification Section IX signals that Sachem is trying to create a broadly useful contract vehicle. They are effectively marketing this contract to neighboring municipalities on your behalf. For a vendor who wants to build a regional school district supply relationship, winning B 26-165 and actively honoring piggyback requests could generate substantially more revenue than the Sachem-direct spend alone. This is a strategic opportunity most bidders will not think about.
The question of competitive field: based on the abstract download activity, approximately 31 organizations pulled bid documents. Of those, based on the nature of their operations, roughly 10 to 15 are likely to submit a competing bid. Strongest competition comes from specialty STEM supply distributors with established school district relationships. The vendors from national distribution backgrounds (those with Tennessee, California, Idaho, and Illinois presence) represent the most price-competitive threat; they have high-volume catalogs and can offer steep discounts on commodity items.
Section 2: Strategic Read of This Solicitation
Analyst assessment: Sachem issued this as a broad, multi-section discount contract rather than a specific product list bid for a deliberate reason. A product-specific bid would require Sachem to know exactly what their teachers will order for the year - and STEM program supply needs are notoriously unpredictable. A new FIRST Robotics team might need components that nobody anticipated in May. A teacher in October might shift their Python curriculum and need different materials. The discount contract model lets Sachem purchase whatever they actually need without returning to bid for each item. The tradeoff for vendors: uncertain volume but a full-year commitment on pricing.
The 16-day window from publication to bid deadline is tight by school district procurement standards. Most districts give 20 to 30 days for an open-market supply bid. The compressed timeline here reads as one of two things: the District has an existing vendor whose contract is expiring July 1 and they need a replacement in place before summer, or they are confident the market is competitive enough that a short window does not disadvantage potential bidders. Either interpretation points toward urgency on the District's side. Vendors who can act quickly and submit a clean package on a short turnaround have an advantage over larger competitors who require multiple approval layers internally.
The multi-vendor award structure is a critical strategic variable. The specification says awards 'may be granted to one or more vendors based upon ability to supply materials.' This means Sachem is not committed to a single-vendor approach. If you cannot credibly cover all four sections, it is better to bid competitively on the sections you own than to bid thinly across all sections to avoid a 'No Bid' on any line. A vendor who wins Sections A and D with strong discounts may generate more revenue than one who wins all four sections with marginal discounts.
The renewal option is the real prize. The base year establishes your catalog relationship with Sachem's department heads and teachers. If you fulfill orders accurately and on time through the first year, the renewal conversation is straightforward. Two additional years of this contract at consistent pricing means predictable revenue and an entrenched relationship that is hard for a new vendor to displace in a subsequent re-bid. Treat the year one performance as an audition for years two and three.
Section 3: Legal Framework - Clause-by-Clause Intelligence
3.1 Governing Law and Jurisdiction
New York State law. Suffolk County, New York courts. The District is a public entity - any litigation requires compliance with NYS GML notice of claim requirements before filing. Practical implication: disputes are resolved slowly in the New York State judicial system. The more important protection is contract performance, not litigation rights. Keep clean records, communicate problems early, and avoid situations that require legal resolution.
3.2 Contract Clause Intelligence
	Sec
	Clause
	What It Says
	The Risk If You Ignore It

	T&C 3
	Instructions / Forms
	All forms must be complete, signed, notarized where indicated; no cross-outs without initials; no pencil
	A single missing notarization makes the entire bid non-responsive. The District has no obligation to contact you for a cure. Your bid is rejected, and you are out of the competition.

	T&C 6
	Financial Status
	District may demand financial statement within 8 days of bid opening before awarding
	If you cannot produce a financial statement on 8 days notice, you risk losing the award even if your pricing is the lowest. Prepare this document before bid day.

	T&C 7
	Insurance / Additional Insured
	District named as Additional Insured; per-project aggregate; specific form requirements for Workers Comp; 10 days to file COI post-award
	Missing the 10-day COI deadline means you cannot legally begin deliveries. A purchase order arrives July 5, you have not filed the COI - you cannot ship. The District is not obligated to wait.

	T&C 8
	Indemnification
	Vendor indemnifies District for all claims arising from vendor acts or omissions, including attorney fees
	A delivery driver who leaves a heavy box in a hallway and a student trips over it - that is your liability, attorney fees and all. Ensure your CGL policy covers this and that delivery personnel are trained on safe delivery practices in school environments.

	T&C 19
	No Assignment Without Consent
	No subcontracting, use of brokers, or third-party fulfillment without prior written District consent; 30-day advance request required
	Using a fulfillment house to ship orders without Sachem's written approval is a contract breach. If your business model involves dropshipping from distributors, you need prior written approval from the Purchasing Agent. Get this in writing before any such arrangement begins.

	T&C 25
	Cancellation
	Non-performance is grounds for termination; District can terminate for any reason on 30 days notice; cancellation can result in removal from bidder list
	Poor performance in year one costs you both this contract and future Sachem bid opportunities. The bidder list removal consequence means underperforming here has multi-contract implications.

	T&C 28
	Rights Reserved
	District can reject any bid, make partial awards, increase or decrease quantities, purchase from other sources at any time
	Sachem can supplement this contract with State, County, or other government contract sources if they find lower prices. Maintain competitive pricing throughout the year or risk losing volume to alternative purchasing channels.


3.5 NDA and Confidentiality for Offshore Teams
The General T&C does not contain an explicit NDA provision. However, the non-collusion certification (required under NYS GML Section 103-d) means that the bid pricing and strategy you develop must not be shared with competitors or used to coordinate pricing. Any offshore team member with access to your pricing strategy is subject to this constraint. The US Prime's signing of the non-collusion certification creates liability for anyone in the chain who shares pricing information improperly.
Practical NDA requirement: The subcontract or work agreement between the US Prime and any offshore team must cover: confidentiality of bid pricing and strategy; prohibition on contact with Sachem directly; prohibition on sharing any solicitation analysis or bid materials with any other vendor or competitor; and return/destruction of all bid materials post-submission. This is not Sachem's requirement - it is the US Prime's legal protection under the non-collusion framework.
3.6 Protest Risk
Grounds for a competitor protest: if Sachem awards to a bidder who submitted a non-compliant form (e.g., missing notarization that Sachem waived as a 'minor defect'), a competing bidder could protest on non-responsive grounds. If Sachem awards on price only but ignores a responsive bidder's superior catalog coverage, the lower-price bidder may protest on responsibility grounds. To minimize protest exposure: submit a technically perfect bid package with every form complete and notarized, price competitively, and do not give competitors any procedural ammunition.
Section 4: Master Compliance Checklist
Use this table as a final submission review before uploading or sealing your bid package. Every item must be checked off.
	#
	Requirement
	Source
	P/F or Scored
	Action

	1
	Bid Proposal Form - all vendor info, signature in ink, notarized
	Bid Doc p.8
	Pass/Fail
	Complete all fields; original ink signature; notarize

	2
	Section A (FIRST Robotics) - discount % and shipping per line item
	Bid Proposal p.9
	Pass/Fail if blank
	Fill all 5 lines or write 'No Bid'; declare shipping

	3
	Section B (Lego Education) - catalog/website, discount %, shipping
	Bid Proposal p.10
	Pass/Fail if blank
	Fill or write 'No Bid'; include catalog URL

	4
	Section C (Python Coding) - catalog/website, discount %, shipping
	Bid Proposal p.10
	Pass/Fail if blank
	Fill or write 'No Bid'; include catalog URL

	5
	Section D (STEM/Industrial Tech) - all 18 line items, discount % and shipping each
	Bid Proposal p.11-12
	Pass/Fail if blank
	Fill all 18 lines or 'No Bid'; declare shipping per item or section

	6
	W-9 submitted with response
	Solicitation Notice
	Pass/Fail
	Include current W-9 in bid package

	7
	Contractor Notification Form (asbestos awareness) - print name, sign, date
	Bid Doc p.13
	Pass/Fail
	Sign and date; fill vendor name at bottom

	8
	Vendor Reference Form - 3 references, none from Sachem
	Bid Doc p.14
	Pass/Fail
	Three complete references with contact info and contract dates

	9
	Non-Collusive Bidding Certification - signed and notarized
	Bid Doc p.15
	Pass/Fail
	All vendor info, ink signature, notarize

	10
	Affidavit of Compliance - officer disclosure, signed in INK, notarized
	Bid Doc p.16
	Pass/Fail
	Disclose all required relationships; ink only; notarize

	11
	Sexual Harassment Prevention Certification - policy implemented, training completed
	Bid Doc p.17
	Pass/Fail
	Certify under penalty of perjury; ink signature; notarize

	12
	Iran Divestment Act - Form 1 (certifying compliance) OR Form 2 (if non-compliant) - one form required
	Bid Doc p.18-19
	Pass/Fail
	Complete Form 1 if compliant; Form 2 if not; ink signature; notarize

	13
	Statement of Bidder's Qualifications - all 20 questions answered
	Bid Doc p.20-22
	Pass/Fail
	Answer every question yes/no with explanation where required; sign and date

	14
	Bid Proposal Checklist - fill vendor name at bottom
	Bid Doc p.23
	Required
	Fill vendor name; include in package

	15
	Vendor price list / catalog reference included
	T&C Section 2
	Required
	Include current catalog URL or catalog reference number on each section

	16
	All pricing in ink or typed; no pencil; no cross-outs without initials
	T&C Section 30
	Pass/Fail
	Review every pricing line; initial and date any corrections

	17
	Sealed envelope with bid label, vendor name, bid number, opening date - OR electronic upload
	Bid Doc p.25
	Pass/Fail
	Use envelope labels provided; mark properly if physical submission


Section 5: Technical Strategy
5.1 Requirement-by-Requirement Analysis
FIRST Robotics (Section A): The five line items (sensors, motors, hardware, raw materials, miscellaneous) map to the major cost categories in a FIRST competition build. Motors and sensors are the high-dollar items; hardware and raw materials are consumable. A vendor who can offer a meaningful discount (15% or more) on sensors and motors from a recognized robotics supplier like AndyMark, REV Robotics, or VEX has a strong competitive position. Vendors from the general electronics distribution space often cannot match specialist robotics suppliers on product authenticity or FIRST-legal compliance.
Lego Education (Section B): This is effectively a sole-source product line. Sachem wants Lego Education products, not generic building kits. A vendor who is a Lego Education authorized reseller and can offer 5% to 15% off the official Lego Education catalog is in a strong position. A vendor who tries to substitute generic STEM kits misses the point of this section entirely.
Python Coding Curriculum (Section C): The market for structured Python coding curriculum is narrower than the general STEM supply market. Vendors like STEMfinity, CEV Multimedia, and similar curriculum specialists are in the field. A vendor with an established coding curriculum catalog and a 10%+ discount has a clear path to winning this section.
STEM/Industrial Technology (Section D, 18 items): This is where the volume is. Electronic components, education kits, test equipment, and classroom supplies generate recurring orders throughout the school year. Electronics distributors like Digi-Key, Mouser, or resellers of those catalogs can offer meaningful discounts (20% to 40%) on commodity electronic components. The specialized items - OZOBOT, SPHERO, rocketry materials - have narrower discount margins due to limited distribution. Structure your discount percentages to maximize value on the high-frequency items (electronic components, hardware, education kits) while being honest about tighter margins on the specialty items.
5.2 What-If Scenarios
	Scenario
	Likelihood
	Risk Level
	Recommended Action

	Addendum issued changing bid deadline or specifications before May 20
	Medium
	High
	Monitor Sachem's procurement channels and the address in the bid. Check for addenda daily starting May 14. An addendum missed means you may bid on superseded specifications.

	Sachem awards to multiple vendors, splitting sections
	High
	Medium
	This is explicitly anticipated in the award language. Structure your bid to win your strongest sections cleanly rather than spreading thinly across all four. A split award is still an award.

	Sachem requests financial statement within 8 days of bid opening
	Medium - likely for unfamiliar vendors
	High if unprepared
	Prepare your financial statement (assets, liabilities, net worth, bank reference) now, before May 20. Having it ready to deliver within 48 hours protects the award.

	Your catalog prices increase mid-contract year
	High - electronic components markets are volatile in 2026
	Low - favorable
	A catalog price increase means your discount percentage generates more revenue per unit. This works in your favor. Document all catalog price changes throughout the year.

	A line item on a purchase order is out of stock or discontinued
	High over 12-month period
	Medium
	Notify the District immediately at time of order receipt. Offer an approved alternate through the established alternate bid process. Do not ship a substitute without prior approval or it will be rejected.

	Sachem activates piggyback purchasing by another municipality
	Medium
	Low - opportunity, not risk
	Prepare a simple acknowledgment letter confirming your willingness to honor piggyback requests. Define any logistics requirements for additional delivery locations in advance.


5.3 Evaluator Mindset
The Sachem evaluator reviewing B 26-165 bids is not reading technical narratives. They are reviewing the bid checklist, confirming all required forms are present and complete, then comparing discount percentages across sections. A bid that scores well does three things: it is complete (all forms, all signatures, all notarizations), it offers competitive discount percentages on the sections the vendor can legitimately supply, and it presents a catalog that clearly covers the items Sachem needs.
What impresses this evaluator: a clean package where every line has a number (no blanks), discount percentages are clearly stated, shipping terms are explicitly zero or clearly defined, and the catalog URL is current and accessible. What reads as weak: vague catalog references, shipping charges listed as 'TBD,' discount percentages that are clearly too low to be real (0% everywhere), and forms that are partially filled or signed in pencil.
5.4 Recommended Bid Structure
1. Cover page: Bid Proposal Form with all vendor information and authorized signature.
2. Bid Proposal Pages: Sections A through D with all pricing completed. Present Section D on a clean, fully filled form with each of the 18 line items addressed.
3. Catalog references: Include website URL for each section's pricing basis. If you are using a printed catalog, include the catalog number and date.
4. Required forms in order: W-9, Contractor Notification, Vendor References, Non-Collusive Certification, Affidavit of Compliance, Sexual Harassment Certification, Iran Divestment Form 1, Statement of Qualifications, Bid Checklist.
5. No cover letter, no marketing materials, no company brochure. This is a lowest-responsible-bidder competition. Marketing content does not help.
5.5 Technical Do's and Don'ts
	#
	Area
	Do
	Don't

	1
	Lego Education (Sec B)
	Reference official Lego Education catalog; confirm authorized reseller status; offer best available discount
	Do not substitute generic building kits for official Lego Education products - Sachem specified the brand by name

	2
	FIRST Robotics (Sec A)
	Confirm items align with current FIRST season requirements; reference FIRST approved parts list
	Do not supply non-FIRST-approved components for competition use without explicit disclosure

	3
	Pricing Lines (all sections)
	Fill every line with a number or explicit 'No Bid'; declare shipping on every section
	Do not leave any pricing line blank; do not use ditto marks or arrows under any circumstances

	4
	Section D Line Items
	Research realistic catalog pricing for electronic components before setting discount - your discount applies to catalog price, so know the base
	Do not set a 0% discount if you can offer any discount at all - a 0% across all 18 lines signals you are not competitive

	5
	Alternates
	Disclose alternates in the Alternate Bid Column with full brand/model/catalog/deviation explanation
	Do not silently substitute - any undisclosed substitution discovered at delivery is grounds for return at your expense


Section 6: Pricing Strategy - Full Guidance
6.1 Pricing Model Required
This is a catalog discount contract. You do not quote a per-item price. You quote a percentage off your current catalog or website price for each section or line item. The District orders at your catalog price minus your stated discount. Section A requires five separate discount percentages (one per line item). Section B requires one percentage for the entire Lego Education section. Section C requires one percentage. Section D requires eighteen separate discount percentages, one per line item.
Shipping must be declared separately for each section. Options: zero (included in pricing), a flat percentage of order amount, or calculated per website. Any formula you use must be clearly stated. Sachem will not pay undeclared shipping costs.
6.2 Budget Intelligence
No budget has been stated. The analyst estimate for annual spend: $40,000 to $150,000 based on Sachem's program breadth (FIRST Robotics at competitive level, K-12 Lego Education, Python coding, and a 18-category industrial technology program). The actual spend depends heavily on what programs are actively funded in the 2026-27 school year. Budget the upper end of this range for planning purposes; any revenue above the lower end is performance above minimum expectations.
Price-to-win on a discount contract: the vendor with the highest discount percentage per section wins that section, assuming they are a responsible bidder. There is no technical score to offset a lower discount. The only variable is the discount. For each section you intend to win, set your discount at the maximum you can sustain profitably across the estimated annual volume.
6.3 Discount Strategy by Section
	Section
	Category
	Typical Market Range
	Competitive Threshold
	Strategic Notes

	Section A - Sensors
	FIRST Robotics
	0-15%
	10%+
	Sensors carry the highest unit cost in FIRST builds; meaningful discount here is noticed

	Section A - Motors
	FIRST Robotics
	0-15%
	10%+
	Motors are the highest-spend item in competition robotics; maximize here

	Section A - Hardware/Raw/Misc
	FIRST Robotics
	5-20%
	10-15%
	Commodity items; offer standard distributor discount

	Section B - Lego Education
	Curriculum
	5-15%
	8%+
	Lego Education authorized resellers have limited discount flexibility; 8-12% is realistic

	Section C - Python Coding
	Curriculum
	10-25%
	15%+
	Wider margin availability from curriculum publishers; 15-20% is achievable and competitive

	Section D - Electronic Components
	Components
	15-40%
	20%+
	High-volume, commodity market; distributors can offer 25-40% off list on standard components

	Section D - Edu Kits
	Curriculum
	10-25%
	15%+
	Both elementary and secondary kits; standard curriculum distributor margins apply

	Section D - OZOBOT/SPHERO
	Robotics
	5-15%
	8%+
	Limited distribution channels; smaller discount margin but high unit price means margin is still meaningful

	Section D - Test Equipment
	Equipment
	10-30%
	15%+
	Strong distributor competition in test equipment; a competitive discount here differentiates


6.4 Specific Pricing Mistakes for This RFQ
Mistake 1: Setting a 0% discount on high-competition line items (electronic components, hardware). This signals you either cannot compete on those items or did not research the market. Write 'No Bid' instead of 0% if you truly cannot offer a discount.
Mistake 2: Leaving shipping undeclared or vague. Sachem will not assume free shipping if you write 'prepaid' or 'standard.' Write the number: zero, or 3%, or whatever it actually is.
Mistake 3: Bidding Section B without Lego Education authorization. If you cannot legally access the Lego Education catalog at the authorized price point, your discount will be negative or meaningless. Mark it 'No Bid.'
Mistake 4: Pricing your discounts based on the list prices you see today without checking whether those prices change. If your catalog updates in September 2026 and prices increase 15%, your 20% discount now nets Sachem 15% less than before, but your cost basis changes too. Know your supply chain pricing dynamics.
Mistake 5: Ignoring Section D line items 16 (OZOBOT) and 17 (SPHERO) because they seem niche. These are the highest per-unit price items in Section D. A vendor who can offer any discount on OZOBOT and SPHERO wins those items by default if competitors write 'No Bid.'
6.5 Profit and Margin Guidance
For a catalog discount contract, your margin is the difference between your cost to procure (your own distributor or manufacturer price) and the discount you offer off catalog (your cost is catalog price minus your discount). A vendor who buys from Digi-Key at 35% below list and offers Sachem 25% off list retains a 10-point spread. A vendor who buys at 20% below list and offers 20% off breaks even. Know your actual procurement costs per category before setting your discount percentages. The winning discount is not the highest possible number - it is the highest discount that still preserves a meaningful margin at the volume you expect.
Section 7: Evaluation Criteria Master Analysis
Sachem uses a lowest-responsible-bidder evaluation, not a weighted scoring matrix. There are no published evaluation weights. The decision framework is: (1) Is the bid responsive? (all required forms, complete, no modifications to T&C); (2) Is the bidder responsible? (qualifications, references, financial stability); (3) What is the price? (highest discount per section/line item wins that section).
	Factor
	Weight
	What the Evaluator Looks For
	Winning vs. Losing Proposal

	Bid Responsiveness
	Pass/Fail (eliminates)
	All 13 forms present, complete, signed, notarized where required; no modifications to T&C; all pricing lines filled or 'No Bid'
	Winner: complete package, every box checked. Loser: any missing form, any pencil signature, any blank pricing line.

	Price/Discount
	Primary determinant after responsiveness
	Highest percentage discount per section or line item vs. other responsive bids; shipping terms declared
	Winner: highest discount on competitive sections. Loser: 0% discounts or undeclared shipping.

	Catalog Coverage
	Assessed for ability to supply
	Does the submitted catalog/website actually contain the items Sachem needs? Sachem states they evaluate catalogs for required item coverage.
	Winner: broad, documented catalog with clear coverage of all bid sections. Loser: vague catalog reference with unclear product range.

	Bidder Responsibility
	Evaluated via qualifications form and references
	Answers to all 20 qualification questions; three solid references; no disqualifying history (OSHA violations, contract terminations, criminal indictments)
	Winner: clean history, strong references. Loser: undisclosed issues discovered post-award trigger award cancellation.

	Accessibility Preference
	Preference factor per T&C 28(g)
	Ability to supply instructional materials in accessible format for disabled students per NYCRR 200.2(b)(10)
	Winner who can document accessible formats gets preference in tiebreakers. Most vendors will not address this at all.


Section 8: Submission Requirements
CRITICAL DEADLINE
BID DUE: May 20, 2026 at 10:00 AM EDT
Physical delivery: Sachem Central School District, Purchasing Office, 51 School Street, Lake Ronkonkoma, NY 11779
Electronic: Upload through District's designated system
Email responses: NOT ACCEPTED under any circumstances
Late bids: Will not be considered; returned unopened
If District is closed May 20: Bid opens next business day the Purchasing Office is open
8.2 Required Documents Checklist
These 13 items must all be in your submission: (1) Bid Proposal Form; (2) Bid Proposal Pages Sections A-D with all pricing; (3) W-9; (4) Contractor Notification Form (asbestos awareness); (5) Vendor Reference Form (3 references, not Sachem); (6) Non-Collusive Bidding Certification (notarized); (7) Affidavit of Compliance (notarized, ink only); (8) Sexual Harassment Prevention Certification (notarized, ink only); (9) Iran Divestment Act Form 1 or Form 2 (one required, not both, notarized); (10) Statement of Bidder's Qualifications (all 20 questions, signed); (11) Bid Proposal Checklist; (12) Current catalog, price sheet, or website URL references; (13) Technical/descriptive literature as appropriate per T&C Section 3.
8.3 Formatting Rules
All forms must be typed or written in ink. No pencil. No cross-outs without initials and date on each instance. No white-out on pricing pages. No ditto marks, no arrows. No modifications to the General Terms and Conditions - any attempt to modify voids the bid. Vendor name must be filled in on the bottom of each bid document page.
8.4 Amendment Tracking
Contact Sachem's Purchasing Office at ahull@sachem.edu to confirm you are on the registered bidder list, which ensures addenda are sent to you. Check directly with the Purchasing Office by phone (631-471-1330) for any issued addenda between now and May 19. If an addendum is issued and you miss it, your bid may be non-responsive to the updated specifications. Addendum acknowledgment may be required as an additional form in a revised bid package.
8.5 Pre-Bid Questions Worth Submitting
Question 1: Does Sachem intend to make a single-vendor award for all sections, or is a multi-vendor award anticipated? (Answer affects your decision to bid all sections vs. your strongest sections only.)
Question 2: Is the Lego Education section (Section B) intended for official Lego Education catalog products specifically, or will alternate educational building system products be considered? (Answer determines whether Lego Education authorized reseller status is required.)
Question 3: Will the piggybacking clause be actively communicated to other Suffolk County municipalities, or is it available passively upon request? (Answer affects volume planning and pricing strategy.)
Question 4: Is a catalog in print form acceptable, or should all catalog references be provided via active website URL? (Answer affects what catalog documentation to include.)
Deadline note: Submit these questions to ahull@sachem.edu as promptly as possible. The solicitation does not state a formal Q&A deadline, but given the May 20 bid due date, Sachem needs time to issue any addenda containing answers. Questions submitted May 14 or later may not receive a response in time to affect your bid.
Section 9: Winning Proposal Strategy
9.1 Recommended Proposal Architecture
Page 1: Bid Proposal Form (cover). Pages 2-5: All four bid proposal pages with pricing. Page 6: W-9. Pages 7 onwards: All required certification forms in checklist order. Final pages: Catalog reference documentation (URLs, catalog numbers, dates).
9.2 What Wins the Award
This is a numbers competition, not a narrative competition. The winning bid has three qualities: it is procedurally perfect (every form complete, every signature in place, every notarization done), it offers the highest discount percentages on the sections that matter most to Sachem (Section D electronic components and education kits will generate the most orders), and it declares zero shipping charges or the lowest possible shipping formula.
9.3 What Wins the Cost Section
Set your Section D electronic components discount at the maximum your supply relationship supports. Electronic components from established distributors carry standard discount schedules - you are not setting a custom price, you are passing through your buy-side discount minus your margin. A 25% discount where your cost is 30% below list gives you a 5-point spread. At scale, this is a profitable position. At a 20% discount where your cost is 25% below list, you have a similar spread. Know your actual buy-side number before you set the sell-side discount.
9.4 Three Most Important Things to Get Right
1. Complete every form correctly. A single missing notarization eliminates you. The three weakest points in a school district bid package are always the notarization, the Iran Divestment Act form selection, and the Affidavit of Compliance disclosure requirements. Review each of these documents twice before sealing.
2. Price Section D competitively across all 18 line items. Section D is where most of Sachem's purchasing will occur. A vendor who wins Section D with a strong discount wins the revenue relationship.
3. Include a current, accessible catalog URL. Sachem evaluates catalogs to determine if they contain the required items. A dead URL or a catalog that does not clearly show the relevant product categories undermines your bid even if your pricing is competitive.
9.5 Three Most Common Reasons Proposals Lose
1. Non-responsive bid: missing a notarized form, leaving pricing lines blank, or attempting to modify the General Terms and Conditions. Any of these results in automatic rejection without review.
2. Uncompetitive discount on Section D: electronic components and education kits are the highest-volume categories. A vendor who bids 0% to 5% discount across Section D while a competitor bids 20%+ will lose all 18 Section D line items regardless of performance on other sections.
3. Inadequate catalog coverage: A vendor whose catalog URL is vague, outdated, or does not clearly cover the listed categories invites the District to question their ability to supply. 'We carry everything' without a clear catalog reference is not credible in a competitive bid.
9.6 Discriminators
Discriminator 1: Lego Education authorized reseller status. If you are an authorized reseller and your competitor is not, you win Section B by default. Competitors cannot offer the official Lego Education product line without authorization.
Discriminator 2: Shipping at zero. Any competitor who charges shipping - even a small percentage - loses to a vendor who includes shipping in their pricing. The specification calls out 'no charges in excess of those quoted' and specifically prohibits fuel surcharges. A vendor who absorbs shipping into their discount pricing removes a friction point that Sachem explicitly dislikes.
Discriminator 3: Documented FIRST Robotics supply expertise. A vendor who can reference active supply relationships with FIRST competition teams (through the reference form or catalog documentation) signals credibility that generic distributors cannot easily match.
9.7 Offshore Team Split
US Prime owns: all form signatures and notarizations; review and approval of all pricing before submission; catalog accuracy verification; submission logistics; post-award COI filing; all direct communication with Sachem.
Offshore team executes: full solicitation analysis and compliance mapping (this document); pricing research and discount benchmarking by section; draft completion of all bid forms (unsigned); catalog URL documentation and coverage mapping; competitor research from public sources; bid package assembly and quality review before US Prime final review and signature.
Section 10: Offshore Provider - Legal and Operational Framework
10.1 Legal Basis
Pre-award proposal preparation work is not restricted. The General T&C Section 19 applies to post-award contract performance, not to the process of preparing and submitting a bid. The US Prime prepares and submits the bid. Offshore team assistance in preparing the bid documents, researching pricing, and assembling the package is a legitimate business practice not prohibited by Sachem's terms. The US Prime signs all certifications and takes full responsibility for the accuracy of every statement in the bid.
10.2 Hard Limits
Post-award: no fulfillment by offshore or third-party entities without Sachem's prior written consent. T&C Section 19 is explicit: no subcontracting, no brokers, no assignment without written approval requested 30 days in advance.
Pre-award: no direct contact between offshore team members and Sachem staff. All communication flows through the US Prime. Any offshore team member who contacts ahull@sachem.edu or any Sachem employee directly creates a breach of internal protocol and potentially compromises the bid under non-collusion principles.
10.3 NDA Requirements for This Engagement
The NDA between US Prime and offshore team must cover: confidentiality of all bid pricing and discount strategy for the entire solicitation period; prohibition on sharing any bid materials with any competitor, reseller, or third party; prohibition on direct contact with Sachem; return or certified destruction of all solicitation documents and analysis materials within 14 days of bid submission; and a non-circumvention clause preventing the offshore team from independently pursuing the Sachem contract or any identified related opportunity.
10.4 Data Classification
	Data Type
	Offshore OK?
	US Prime Only
	Handling Requirement
	Basis

	Solicitation documents (public)
	Yes
	No
	Standard document security; no sharing with competitors
	T&C Non-Collusion

	Proposed pricing/discount percentages
	Yes - internal use only
	Prime reviews and approves
	Treat as confidential; do not disclose to any third party before bid opening
	GML 103-d Non-Collusion

	Sachem staff contact information
	Reference only
	All communication
	Offshore team uses contact info for research only; no direct contact
	Internal protocol

	Signed bid certifications
	No - US Prime only
	Yes
	US Prime prepares and signs all certifications personally; no offshore handling of signed originals
	T&C Sections 3, 8, 9

	Post-award purchase orders and delivery data
	Conditional
	Default
	Only with Sachem's written consent per T&C Section 19; request 30 days in advance
	T&C Section 19


10.5 Offshore Pre-Bid Work Package
Work Package 1: Solicitation Analysis (this document set) - COMPLETE
Work Package 2: Catalog Coverage Map - identify vendor's catalog against all 23 line items across Sections A-D; flag gaps where no product exists; note alternate products for disclosure; deliver as annotated table
Work Package 3: Discount Benchmarking Report - research market discount rates for each section; identify competitive threshold by section; recommend specific discount percentages for each of the 23 pricing lines; deliver as pricing recommendation memo
Work Package 4: Bid Form Draft Package - complete all bid proposal pages with pricing placeholders; complete all 13 required forms except signatures/notarizations; prepare envelope labels per p.25 of bid document; deliver as draft package ready for US Prime review
Work Package 5: Compliance Final Review - cross-check completed bid package against the 17-item Master Compliance Checklist in Section 4; flag any missing or deficient items; deliver as annotated checklist with status for each item
10.6 Offshore Proposal Writing Package
Section B (Lego Education) catalog URL documentation: Research and document the official Lego Education catalog URL and current catalog date. Note authorized reseller requirements. Flag if vendor does not have authorized reseller status.
Section D pricing research: Pull current catalog pricing for representative items in each of the 18 categories (electronic components, test equipment, OZOBOT, SPHERO, rocketry, etc.) from public distributor catalogs. Build a discount recommendation table. Internal deadline: May 13 to allow US Prime review before May 18 final submission preparation.
Forms assembly: Complete all unsigned forms per the checklist. Flag every signature line and notarization requirement in the package. Deliver to US Prime by May 16 for review, corrections, and final ink signatures and notarizations before May 19 sealing/upload.
Section 11: Post-Award Operational Guide
Day 1 to Day 10 post-award: File Certificate of Insurance with Sachem's Business Office. Confirm your catalog URL is active and current. Brief your delivery team on Sachem's delivery rules: Monday-Friday 8 AM to 3:30 PM, inside delivery, PO required before shipment.
First purchase orders: Do not ship until you have a written, signed PO from Alyssa Hull (Purchasing Agent). Keep every PO on file. Match every invoice to the PO exactly.
Ongoing performance: Track your 10-business-day delivery clock from PO receipt. If an item will be delayed, notify Sachem proactively. Surprises create friction. Early notification gives the District time to source a substitute and protects your relationship.
Invoicing: Submit one original invoice per delivery. Match the catalog price at time of order minus your discount percentage exactly. Do not include tax (Sachem is exempt). Do not include fuel surcharges. Do not include unquoted shipping charges.
Year-end renewal discussion: Performance in the first 6 months determines whether you have a strong renewal conversation. If you are averaging 8-day deliveries, zero returns, and invoice accuracy, you have a compelling case for renewal. If you have had order shortfalls or shipping disputes, address them proactively with the Purchasing Agent before the renewal decision period.
Section 12: Risk Register
	#
	Risk Description
	Category
	Likelihood
	Impact
	Mitigation
	Owner

	1
	Non-responsive bid due to missing notarization or incomplete form
	Bid Risk
	Medium
	Critical
	Complete compliance checklist (Section 4) twice before sealing bid; have a second person verify every notarization
	US Prime

	2
	Addendum issued before May 20 that changes specifications or pricing structure
	Bid Risk
	Medium
	High
	Contact Sachem Purchasing Office to confirm you are on the registered bidder list; check daily May 14-19 for any addenda
	US Prime

	3
	Competitor offers higher discount on Section D electronic components and wins those line items
	Bid Risk
	High
	High
	Research your actual buy-side cost before setting Section D discounts; maximize discount to the margin limit; accept that specialized distributors may beat you on commodity lines
	US Prime

	4
	Lego Education authorized reseller status absent, preventing competitive bid on Section B
	Compliance
	Vendor-specific
	High if applies
	Verify reseller status now; if not authorized, mark Section B as 'No Bid' rather than bid with alternate products; investigate fast-track reseller authorization before May 20
	US Prime

	5
	Certificate of Insurance not filed within 10 days of award; delivery authorization delayed
	Compliance
	Medium
	High
	Notify your insurance broker today that a school district COI may be required in late May/June; have broker prepare a draft COI naming Sachem CSD as Additional Insured, ready to issue within 48 hours of award notification
	US Prime

	6
	10-business-day delivery commitment exceeded due to supply chain delays
	Performance
	Medium-High over 12 months
	Medium
	Identify backup suppliers for high-demand categories before contract start; build a safety stock protocol for most frequent Sachem order categories; communicate delays proactively, not reactively
	US Prime

	7
	Sachem requests financial statement within 8 days of bid opening and vendor is unprepared
	Compliance
	Medium
	High
	Prepare a clean assets/liabilities summary and bank reference letter before May 20; have it ready to deliver within 24 hours of any request
	US Prime

	8
	Offshore team member makes direct contact with Sachem staff during pre-award period
	Offshore Risk
	Low if briefed
	High
	Brief offshore team explicitly: all Sachem communication through US Prime only; no exceptions; include in NDA
	US Prime

	9
	Catalog prices increase mid-year, narrowing effective margin on existing discounts
	Financial
	Medium - volatile electronics market in 2026
	Low to Medium
	Build a 5-10% buffer into your discount calculation to absorb moderate price increases; monitor your distributor pricing quarterly
	US Prime

	10
	District does not renew after year one due to under-performance or budget cuts
	Strategic
	Medium
	High
	Exceed delivery SLA targets in first 6 months; maintain 100% invoice accuracy; build a relationship with program teachers and coordinators; document your performance metrics for the renewal conversation
	US Prime

	11
	Competitor wins piggyback purchasing relationships that the winning vendor does not actively pursue
	Strategic
	Medium
	Medium
	Proactively notify neighboring Suffolk County districts of piggybacking availability once contract is awarded; include contact information and ordering instructions
	US Prime

	12
	A FIRST Robotics item on a purchase order is no longer FIRST-approved for the current competition season
	Performance
	Medium - FIRST updates approved lists annually
	High for affected programs
	Subscribe to FIRST season updates; verify your Section A catalog against the current FIRST approved parts list before each school year; flag any changes to Sachem's program coordinators proactively
	US Prime


Section 13 (M-LOG): Supply Chain Win Strategy
The supply chain risk in this contract is entirely on the vendor. FOB Destination means goods are at your risk until Sachem's receiving personnel accept them at each facility. A damaged shipment is your cost, your replacement, your relationship problem. The mitigation: use trackable carriers, require signature on delivery for high-value orders, and document every delivery with a signed delivery ticket.
The 10-business-day delivery requirement is tight for items sourced internationally or from low-inventory specialty suppliers. Build your fulfillment model around domestic stocking distributors for the highest-frequency categories (electronic components, hardware, education kits). For specialty items like OZOBOT and SPHERO, identify lead times before contract start and communicate them transparently at time of order.
For the piggybacking scenario: if other municipalities order under this contract, your delivery obligation (10 business days) and pricing obligation (same discount) extend to those orders. Ensure your fulfillment model scales across multiple delivery locations in Suffolk County without degrading service levels at Sachem-direct locations.
Section 14 (M-TRAIN): Education Curriculum Win Strategy
The curriculum sections (B and C) represent a recurring annual opportunity. Teachers who use a Python coding curriculum or Lego Education system in 2026-27 will order replacement kits, additional components, and updated materials in subsequent years. A vendor who builds a relationship with Sachem's STEM program coordinators during year one - not just with the Purchasing Office - creates a renewal dynamic that is difficult for competitors to displace. The Purchasing Agent awards the contract; the program teachers drive the purchase order volume.
Curriculum accessibility is an underutilized differentiator. Section 28(g) of the General T&C grants preference to vendors who can supply materials 'in a usable format to disabled students.' Most competing vendors will not address this at all. If your curriculum products exist in accessible digital formats, audio formats, or large print versions, document this explicitly in your catalog materials and reference it in the qualifications form. This preference factor can break a tie.
For Python coding curriculum specifically: if your catalog includes curriculum aligned to current NYS Computer Science standards, mention this explicitly. Sachem is a New York State district subject to NYS learning standards requirements. Curriculum that is already aligned to state standards reduces the District's implementation burden and differentiates your offering from generic Python coding kits.
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