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CONTRACT OF SERVICES
(CLOUD-BASED CUSTOMER RELATIONS MANAGEMENT SYSTEM)

KNOW ALL MEN BY THESE PRESENTS:
This Agreament, made and enterad into by and between:

The CENTER FOR INTERNATIONAL TRADE EXPOSITIONS AND MISSIONS, a aovernment
instrumentality attached to the Department of Trade and Industry, with office address at the Golden Shell
Pavilion, Roxas Boulevard, cor. Gil 1. Puyat Avenue, Pasay City, represented in this act by its Executive
Director, PAULINA SUACO-JUAN, hersinafter referred to as "PROCURING ENTITY",

~and-

THIRD PILLAR BUSINESS APPLICATIONS, INC., a domestic corporation duly organized and validly
existing under and by virtue of the laws of the Republic of the Philippines with business address at 3/F
Corinthian Plaza, 121 Paseo de Roxas, Legazpi Village, 1226 Makati City, represented herein by its President
and CEQ, MA, CRISTINA JENNIFER 5. LIGONES, and hereinafter raferred to as “CRM";

WITNESSETH:

WHEREAS, the Center for International Trade Expositions and Missions (CITEM), created under the E.0Q,
989 series of 1984, s the axport promotion arm of the Philippine Department of Trade and Industry (DTT),
committed to developing, nurturing, and promaoting globally-competitive small and medium enterprises
(SMEs), exporters, and manufacturers in the food and sustainability solutions sector by implementing an
integrated approach to export marketing in partnership with other government and private entities. With
such commitment, the agency organizes its signature events, Manlla FAME and IFEX Philippines NXT FOOD
Asia to better service itz stakeholders

WHEREAS, Manila FAME supports local small- and medium-scale enterprises and artisan communities by
working with local designers to create new product collections and providing 8 professionally managed
platform to presant export products (o the global market,

WHEREAS, IFEX Philippines NXT FOOD Asia is CITEM's banner food svent for Asian and Philippine food
champions to showcase a wide and diversified array of food and ingradients uniquely Asian and a8 one-stop
business to business (828) platform for leading Buyers and top grocers around the world aiming to opbimize
their sourting experience,

WHEREAS, the axpos and trade show industry continues w perform strongly In 2018, with 99% of
exhibitors finding unigue value on attending trade shows compared to opportunities being offered by other
marketing platforms, where for exhibitors, a majority find trade shows and expos benefidal to promote
thelr companies and brands, obtain new buyers and prospects, and connect with existing clients; while for
buyers, trede shows and expos provide opportunities on new products and services. Decislon makers,
particularly, are able to find at lsast one supplier on the show they attended, filling a gap In the supply
chain cycle that |s important in any business sactor,

WHEREAS, CITEM was looking forward to augment its physical trade shows with the anticipated launch of
Manila FAME DTCP in October 2020. This platform will be the initial of several DTCPs that CITEM would
be adopting for its other projects {e.g. IFEX Philippines NXT FOOD Asia, etc.).

WHEREAS, The Manila FAME DTCP will serve as an online dossier of design and lifestyle pieces where the
halistic experiencs for buyers and visitors of Manila FAME emanates, IL alims o form an online community
where exhibitors, trade buyers, and Manila FAME champiens can come together to transact, promote their
business, shara product reviews, gain business and design Insights, communicate with sach other, form
business alliances, and be inspired with a wealth of Information on Filipino craftsmanship—all under ang
hub.

WHEREAS, the digital marketplace shall suppart multiple users in & collaborative contént-generation

environment, with content support for text, embedded graphics, photos, videes, and other multimedia files.
It is more than a website—the new www.manilafame.com |s a portfolio of Philippine design trends and a

platform to facilitate digital trade.
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WHEREAS, CITEM is locking forward to transforming (ts trade promations capabilities into a strategic and
bolder revenue driver through deployment of 3 collaborative Customer Relationship Management (CRM)
into its infrastructure, to enhance its marketing functions that would eventually benefits Its customers or
stakeholders.

WHEREAS, to attain efficiency and synchronicity in its function as the country’s trade export promotion
arm, subscription to @ CRM from & highly respected provider is essentlal and critical to bullding digital lovalty
and create meaningful sngagement with CITEM's stakeholders and their respective customers or
beneficiaries.

WHEREAS, the uncertainty and unrest caused by the SARS-COVZ responsible for the Corona- virus
ar COVID-19 pandemic accalerated the nesd for CITEM to embrace digitization In its activities. The
pandem|c imperiled the staging of physical trade shows and expos, causing potential losses to micre, small
and medium enterprises (MSMEs) = who are CITTEM s core stakeholdars

WHEREAS, good foresight though has put CITEM a step ahead In mitigating huge economic costs in
the absence of a physical event and the safety risks of face-to-face |Interaction brought on by the
COVID-18 situation. The agency’s Manila FAME DTCP is the first step to filling the void left by the
cancellation of physical trade shows and expos, Come October 2020, CITEM will launch a virtual trade fair
to be participatad In by top exporters in the home, design, and lifestyle sectors. Buyer campaign is also
ongaing to ensure Flliping exhibitors will continue to sell their products to the world,

WHEREAS, the 24/7, 360 days activities anticipated in a DTCP are expected to change how Manila FAME
Project Team interact with both buyers and exhibitors and vice versa. Such continuing
conversation requires the deploymeant of an enterprise level Customer Relalions Management (CRM)
systam that facilitate the journey of important stakeholders: the exhibitors, the Manils FAME Exhibitor
Team, the buyers, and the Manlla FAME Buyer Team,

WHEREAS, the CITEM through Its Bids and Awards Committae (CITEM-BAC) has conducted Public Bidding
In accordance with Sec. 10 of RA 9184 to invite contractors, company providers for the Premium claod-
based CRM, which among the invited bidders who took interest to participate in the bidding, only one (1)
submitted It= bid, ——Third Pillar Business Applications, Inc., was declared as the Single Calculated Bidder
(SCB);

WHEREAS, the BAC designated a Technical Working Group (TWG) to conduct a post qualification of the
above requirement, and upon careful examination, assessment and evaluation of the eligibility
requirements, the BAC found and declared Third Plllar Business Applications, Inc,, as the Single Calculated
and Responsive Bidder substantially compliant for the above-mentioned reguiremeant;

WHEREAS, Third Pillar Business Applications, Inc,, Is willing and capable to execute the contract as the
Company that Provides a Premium Cloud-Based Custorner Relstions Management System for the Digital
Trade Community Platform (DTCP) and its signature event;
NOW THEREFORE, for and in consideration of the foregoing premises, the Parties hereby execute this
Caontract of Sarvices outlining the responsibilities for the implementation, delivery, provision and execution
of Premium Cloud-Based Customer Relations Management System, as follows:

Article 1, Scope of Services

1.1 The Contractor shall provide services and abide with the specifications stated hersunder:

Premium Cloud-Based Customer Relations Management System
PHP Php 13,988,000.00

Festures Valuations {in Peso)
1 YEAR SUBSCRIPTION Marketing Automation System PHP 3,640,000,00
1 YEAR SUBSCRIPTION Social Media Marketing Tool 3,640.000.00
Implementation Services 5,028.000.00
Application Management Support Services 1,680,000.00
{Inciusive of taxes) TOTAL PHP 13,988,000.00
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1.2 Scope of Work

The CRM shall be in charge of the following undertakings:

DELIVER MARKETING AUTOMATION SYSTEM (1 YEAR SUBSCRIFTION)

L. This powesful Marketing Automation System will help the agency develop and manage its

marketing relationships and campaigns with various stakeholders.

2. This platform will further equip CITEM with valuable data across numerous sources to have a
holistic understanding of what |ts stakehalders want,

3. Through this CRM, CITEM can listen and deduct its stakeholders’ intent; allowing the project
officers and intemnal stakeholders as well to craft a customized messaging and Improve buyer
engagement eventually.

Expected Output: Marketing Automation System Is Implemented

EXPECTED OUTPUT

Up Business Unit
ministration Settings

Markating Marketing Usars are created with
Automation Automation ®  Account Settings designated roles and access
i
Implementation | Setup o Headers & Footars
®  Usars (almaost 50)
&  Security Settings
Marketing Storage avallability for
Email Marketin !
?r:g:maﬁnn ' Setin 8 create Data Bxte =y IS d!;::;achbfe and Nan- Sendable
. Setup Contact Builder
Markatin Single view of all data with
nummatf':m Audience Builder ® Create Attribute Group | rejationship can be accessed
Implementation | Setup ® (Create Populations
[Set-up FTP Aczount Data storage for file transfer is
[Marketing Create credentials factive
Automation Emall Markating ‘Validate FTP connectivity
Implementation  |System Setup
Upload Content files for Email
Creation
Marketing 8 Image
Automation Email Markating Storage of all assets for email
Implementation | Systam Setup ® Video content
L1 Audia
e (Code
&  Texi
Automastion of Import of data
%:Imntaum g:’fup At ICraate Import Definitions to lists & data extensions
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Verify customer activity

CRM Email Marketin
Implementation | System Setup 9 |validate Sends Tracking for-email interaction
CRM Emall Marketing Additional FROM |abel for
Implementation | System Setup |- oot Jender Profiles email sending
URL on emails expires after
CRM Email Marketing  [Setup URL expiration for emails
1mp ton | System Setup p the specified URL expiration
Emall Marketing : Reusaki
; Creata Email e email and emall
:i:tr::_g;% g System Setup 2 tamplates far sending-out
18! i
Implementation g_:;“m i_'.'rgﬂ”“ Create Email Sends Definltions to customers
Marketing Sat fo [ d Emails prior send out requires
Automation Approvals u_:p1 ‘an pfossss for caaeNing and ). o undergo  an  approval
Implementation o @ Warous aljids process,
Marketing Additional fifter for
A ; Email Marketing :
; T:L:;rnatmn s, | Sisbim St Create Messures sent/undelivered email criteria
Marketi .
Autm‘n;tiﬁ:m Email Marketing  |-razte Data Filters Data filter for sent/undelivered
Implementation | SYstem Setup emails
Marketing 4 interactions for
Automation g::.-r{s] Journey Eﬁadr.; 4 Interactions in Journay srgialbad aiblomier
Implementation up axperignce
Create Automations
Automation for data
e SQL Query management
e Fil
Mariating Automation =
Automation Setu L] Import File
Implementation P
. File Transfar
L] Data Extract
CITEM will automatically have
access (o all standard reparts
N‘!H‘Wﬁ Reports Automation for reports available In Marketing
Builder Automation
CITEM will have knowledge of
Explanation of how to configure how to configure the
Knowledge Marketing Marketing Automation (at least 25 | Marketing Automation, and
Transfer Autamation training hours) what campalgns are best
suited to sach
type of use case,

DELIVER SOCIAL MEDIA MARKETING TOOL

1. This tool must have the capability to listen from any digital piatform sources (up to 18 CITEM
digital social <hanneis) to obtain what the fans and the concerned industry are saying about
CITEM and its brands.

2. This tool must allow CITEM and its brands to respond to posts on its social channels, manage

respective communities, and dellver customer support In the process,

3. This tool must allow CITEM and its brands to create and publish content across netwarks and

accounts.
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4, This tool must allow officers rasponsible for CITEM and its brands to axtract insightful reports at
the same time see live displays of activities on sodial platforms. Such monitoring capability can
be dons using one Interfacs.

Expected Output: Implementation of Social Media Marketing Tool

EXPECTED OUTPUT

Implementation

Social Media Soclal Accounts Social Accounts are avallable
Marketing Tool Setup Configure all Social Media Account for use for different
Implementation workspaces

Soclal Media Configure macros for easy tagoing :

Marketing Tool E:cg:gesn;f:; land assignmant of posts for each user Uﬁﬁpu;g'tge uﬁ..b:_ :1:;'5';”
Implementation
(Creation and setup of required Users:
User Setup Adrrinistrator and users will
- + Administrator have ta the Social Madia
Social Media :
Marketing Tool % SuperUsers Marketing System
Implementation acrass hasrﬁﬂon givan
¥ Full Users :
%+ Basic Users
Setup of Topic Profiles for broad Broad listening profiles
listening: will be capturing
Topic Profile = Up to four [4) profi branded conversation
Social Media Setup P SO AR L B e outside of officlal social
Marketing Tool +  Upto (6) Keyword channels.
Implementation Group par profile
Ensure that broad listening
Dats Validation  Validation of data capture by topic prafiles are capturing desirad
profiles. data.
(Addition of multiple websltes (blogs,
forums, mainstream news) for: Manlitoring of Speggc
Marketing Tool Source Group 7 Manitoring entire socls! medka Is captured
Implementation Setup page; and
2 Extluding pagas from
selected websites
Eeywords added will have
) Model Management for: diffarent sentiment
Social Media SCores
Marketing Tool | Sentiment Moda o lndjusltnmt of
Setu ncoming posts
Implementation P tHaL 5SS &
specific language
Sdcial Media Orasnisation . All users will have

organization
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configuration

Set up of required Workspaces

Workspaces will be

Sacial Media Wokspace available to sagment
Harkttmﬂ Tool EEtI.Ip up ta four {4} Wﬂrupﬂm users, ﬁrﬂflhﬁ. and
Implemeantation social accounts by

different criteria.
CITEM will have up ta 1000 ussrs
User will have full/limited
User Workspace ' aaak access within a workspace
Seftings - Contributor based on their roles

Social Media -

Marketing Tool o Limited Member

Implementation

Social Workspace | inking of Integrated Sacial Accounts _SOCHu Sccdiils e
Settings - fic W;‘!;ts-j:aces assigned to workspaces
Topic Profile Taopic profiles are
Workspaces p"'elﬂfﬁ?: ﬂm;“'c Profites to assignad to
Sattings workspaces
; Engagemant
Social Media L'
Macros nking of crested Engagement -
Markating Tool Engagement Macros are
Implementation | ‘g, ey A i o assigned to workspaces
New users within a
Craation of templates for use of workspace will

Social Media Template dlifferent users within a workspace autormatically have a tab or
Marketing Toof Warkspace users are able o use
Implementation Settings t=mplates for easy creation

of tabs
within Engage component
Craation of tabs and columns for:
< Manitoring of
Personal Socigl
Mesha focourts Usars can manitor
- Monitoring of brand- ;

Social Media Engage relsted web posts diﬁwen:émal media
Marketing Tool Workspace outside of your own k anf:"' mh'afedal on bl
Implementation Settings social media actounts EWI " -"rl hf"“' o IE

%+ Manitoring TEpHY L paisey 8 S0cs
orhpetitoP’s posts Media account for post s
and pages integrated
4 Monitoring of
Industry-
relsted posts
| Analyza Pashboard creation for:

Social Madia wmﬂ + Social Madis Accouns Summary of reports for
Marketing Tool Sattinge Social Media Engagernent
Implementation & Topic Profiles and Keywaords provided

Social Media Reparts Reports are generated wia
Marketing Tosl Warkspace  jAutomation for reports generated CSV and/or PDF file on &
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Implementation Settings specified timea
automatically
Explanation of Social Media
[Marketing System Setup and data .
onfiatiration: CITEM will havg knowledge
Knowledge Social Media oA af how Social Media
Transfer Marketing * Workspace Marketing System |s
System A configured, and how
. Saclal Accounts changes can be mada:
£ Topic Profiles

*For the Marketing Automation System and Social Media Marketing Tool, CITEM will provide Winning

Bidder with an application programming interface to allow the CRM to capture data from different digital
platforms the agency is using now.

PROJECT MILESTONE/IMPLMENTATION AND PAYMENT TABLE
This praject will be delivered in small time-bound cycles so it will be clear what value CITEM
will receive for specific time/cost Investments.

Pl N Ity Mol 5-10
Wi W2 W3]k wiwiwlwﬂﬁwﬂiw Wi in WAl

Eparmenit Seheddule and Doibecabler |

Proiect Stage 0 Froject Plarning -
Sabeilinicn Licatisn Betlisdion

Fyocusing Entity fo send CFIM & comiiimanion leter on
kil chate 10 gvbise Salerioace lenses e Soeil
Shuls w0 Bl M stmg spememe, A confinmoaton
T vl B 10T 10 Proguring Endily when beentes are
setiuated Thewt wiltnd. CEPA IS b o inwcscs 1of the
licatupas ardl Procusing Entn Shan pay CFM FIVE
MILLION PESOS ONLY [FhpS,000,000.08)
wilhbls B dagd upon reosipd of tha eaice

Baris of paymesnd Contimm sbass somall o e weilvatian
of Balersbonme lusnred o Sooial PMedias Mutaing sl
Email Packwling epstwirin

Fropect Seepe | Faguiremarni i
GErarng

Faopot Srage 2 Solution
Dt zighDesign Fhase

Fropect Stage 3 Bulld Pluss

Frocusing Enting b sphioe the BIRG Sign Offs fo
Beocbal Mooy Polak et aevd Ermad M stang syatems
TR o irrus o IS 1o e appeoved BRD Sign
O arvd Prixoorig Entity shs pag TRV the st o
FIVE MILLION PESOS ONLY
[Phip5, 000, 000.00) wikr 15 diyz upoe teoegd of ihe)
Heedine

T Aobisrrabibeon < b BIRO Sags O cheall washde
Pt quinsrmenty Gathaing and miy vl with
usitrdng sothiles Bolution Design ang
Cutaignat st aned Dersdopmant.

Goor Ll oo Sondl Mgdla M i #ireg Fpitem aller orm
ol oF appron i o8 IR Sin D e Soelld Msdls
ML ring mziem

Blanix of pagmest; BRE Sig) Ok for Secial Media

Mk atirg anid Emal Wateling sqstem
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Prosuiing Entity ard TR chsll combies Syinsm
Il sy el Ligwe 5 Acceptancs Tertmg [JAT)

The clbgectige oof thi (uiapect STage b 1o comau
Sqacem Invegranon Tetting and Ut Accepshoe
Teztineg fod all e dasiubosperd crdnpinainl 4 Thisl will be
roded ool et e aerd o vihis prosest.

Tisnrglinouleage Transs
Tiws gt Of Ghal Pt FEage 13 1o pucoite #ned-
tuven Bralreng of the TF8A apphestion A bsining session |

Froject Stage & Sgrtemn itie {minirmam of 24 dadicsted tainng hors| vl haip
Trstang I:Bil?l.ndl.hwl m-:r CITER irben s besrm e yilhing abeniat e CFIW
Testing [UAT)

E Freasiutitg Enliy shall appezee the LIAT Sige O
aoturrepiet Wil TR phall irpas an inveses on he
e LIAT Sign 0 HMWEMMHIW
it aricunt of TWITE MILLION FIVE HUNMDRED
THERISAND PESOS DMLY

[PhpZ 500,000 00] witkin S dagi ugon pecaipt ol i)
L=

Basks of pagrment. Appicresd LA T Slign Ol

Progeot Stage 5§ Trwmirg

G- L Diaplenameers ot Emadl Matbwtrsg Sostem
This ctsfuieciies ot frogeot cisge o 1o (ke the Project
W e U S W Pece

Plocumsng Ervms shiall sgeoves the Go-Live Deplopmens
“Segr T wancd FI sl a0 i ) et hor e spbedeed
GerLave Deployrmers S Siegrs (8. Fresziairg Eniiy shal
IMMIhmﬂ‘m MELLION FOLR
HUNDRED EXGHTY-ENGHT THOUSAND PESES
MY |Php 1,488,000, 001 withir, 75 days upon iscsim

ol (e i
::::ﬁlp! Gl Dhepicetrrent Bingsz of pasmain: Appeored Tor Livw Durpsicmewene Sign OH

Frte Suage - Post irgpiamend sk

CFM will pronide off-ste suppon Heeng sl pesnom smang
s thu o KT} g sapon compietion of Go-Live sage s
st Piocuirg Eraws § o ereisioned e the [P0 wil
Conerd Stace T Porr-nplsimiped wion deicare # wart 300 ruppon heurs dusing & T-marsh

| Suppen peend e Paturre) Erars

Each stage s considered complete when the Deliverable Materials for 2ach stage ars deliversy 1o CITEM,

1. PROJECT STAGE 0 - Project Planning

This stage further clarifies the project’s objectives and plans gl the activities necessary in order to mest
the project abjectives and scope.

CRM Responsibilities:

The main activities within this stage are:

« Review the SOW (Statement of Waork) which Identifies and assigns tasks, scope, dellverables,
assumptions, majar milestones,; and the estimated dates on which they occur,

= FPrepare an integrated Project Plan and review the procedural standards and contractual
responsibilities of both parties with CITEM Project ﬂanaqer.

= Coordinate the establishment of the project environment.

s Prepare the project team’s work plan showing the work breakdown structure with scheduie.



= Establish documentation standards for Deliverable Matarials.

» Prepare and conduct the Project Kickoff for project arientation with the project team and
stakehaoldars.

s Activate Salesforce licenses for both Social Media Marketing and Emall Marketing systems.

CITEM Responsibllities:

To ensure timely and effective completion of this stage, CRM requirss that CITEM would eammit to the
following:

s Work with CRM Profect Manager on the schadules of user groups and Milestones Completionsign-off
process.

Review and accept the deliverable materials under this stage.

= Ensure availability of key participants In the Project KickofT session.

Payment af Saiesforce licenses activation as specified on the table above.

Deliverable Materiaks:

The deliverables for this staoe are:
= Project Kickoff Presentation

« Project Plan

s High-Leval Work Plan

2. PROJECT STAGE 1 - Requirements Gathering

The objective of this project stage is to get the more detailed information about the ralevant process,
setup, and requirernents of the users In relation to the project scope.

CRM Responsibilities:

The main activities within this stage are:

. Cugu:t interviews within CITEM to finalize requirements, current processes and business/validation
ruies.

= Analyze the data sources and identify necessary tables and fields needed as part of dataintagration.

» Analyze and document the business/functional requirements, including use cases, data flow, data
size/volume, data model, data integration points, and user interfaces.

» Conduct Business Requirement Dacument (BRD) review befare sign-off.
[ssue Invele of approved BRD Sign OfF.

CITEM Responsibilities:

To ensure timely and effective completion of this stage, CRM reguires that CITEM would commit Lo the

following:

= Identify and assign relevant / key CITEM personnal to actively participate in intarview sesston(s),

» Ensure the availability of the interviewees and create schadule that is aligned with the agread Project
Schedule.

= Provide all relevant and reguired Information, Including but not limited to functional documentations,
sample reports, etc. for CRM to collect and understand the current process.

= Allocate meating room and facilities for interviews including LCD projectors, white-board, papers and
others within CITEM premisss.

» Validate the gathered requirements and ensure timely sign-off of the Business Requirement
Document.

» Payment as specified on the table above:

Deliverable Materials:
The deliverables for this stage are:
» Business Requirement Document (BRD)

3. PROJECT STAGE 2 - Solution Design

The objectlve of this project stage is to design the process flow described In the Project Scope section
based on the agresd BRD prepared In Requirements Gathering stage and map them into the overall
solution.

CRM Responsibilities:
The main activities within this stage are:

“’?’——



» Determine the design constraint based on transaction data valume stated In the BRD.
* LCreate a high-level solution design that visualizes the system and data fiow,

= Go Live of Social Media Marketing system.

CITEM Responsibllities:

To ensure timely and effective completion of this stage, CRM requires that CITEM would commit to the
following:

* Provide Contractor with Super User access to Marketing Cloud and Social Studio org,

= Review and ensure timely sign-off of the High-Level Design Document.

Deliverable Materials:
The dellvarables for this stage are:
= High-Level Design Document {HLD)

4. PROJECT STAGE 3 - Configuration and Development

The objactive of this project stage is to build each of the companents described in the Project Scope
section based on the design document pregared In Salution Design stage:

CRM Responsibilities:

The main activities within this stage are:

= Develop and configure the Salesforce cloud platform based on CRM solution requirement described in
the Profect Scope section.

s Load client's test data,

s Conduct unit testing of all the configured and developed components.

CITEM Responsibilities:

To ensure timaly and effective completion of this stage, CRM requires that CITEM would commit to the
following:

» Prepare test data as per the format given by CRM.

» Responsible for fixing all data issues in sourcefiie.

Deliverable Materials:
The dellverables for this stage are:
= Unit-lested CRM components

5. PROJECT STAGE 4 - SIT and UAT

The objective of this project stage is to conduct System Integration Testing (S1T) and Users Accaptance
Testing (UAT) for all the developed components that will be rolled out at the end of this project.

CRM Responsibilities;
The main actlvities within this stage are:
= Frepare an environment for UAT.
Conduct SIT and resolve any issues.
Prepare a UAT Plan.
Frepare UAT test scripts.
Administer the UAT and resalve any [ssues,
Provide UAT Issues Reglster to track Identified |ssues.
Invoice of appraved UAT Sign Off,

CITEM Responsibilities:
Te ensure tirnely and effective completion of this stage, CAM reguires that CITEM would commit to the
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following:
» Prepare UAT test cases/scenarios.

s Provide Testing loalstics such as:
o Laptop/desktop for testers
Venua/mom
Stable Internet connection (via LAN/wIfi)
Projector
Whiteboard f fipcharts and markers
Condlict UAT themselves with CRM support.
Ensure timely sign-off upon completion of users’ testing within the given timaline.
Adhers o Project Change Reguest process (only when applicable),
Work with CRM Project Manager on the test schedules of user groups.
Payment as specified on the table above.

o a 2 4

Deliverable Materials:
The deliverables for this stage are:

. ur.?t'L rl‘;lan to docurment the agreed schedule per User groups, test cases/scenarios, and testexit
c a

® UAT Test Scripts
» LUAT Issues Registar
= LUAT-passed CAM components

6. PROJECT STAGE 5 - Tralning/Knowledge Transfer
The objective of this project stage Is to provide end-user training of the CRM application.

CRM Responsibilities:

The main activities within this stage are;

= Conduct one (1) session of Train-the-Trainer End User Training, with a maximum of ten (10)
participants; aimed to equip the project core team with the knowladae to conduct training to all the
end-usars within CITEM,

= Conduct one (1) session of Administration Turn-over Orientation (cllent-specific configuration) aimead
to equip CITEM's designated System Administrator.

« Prepare Knowledge Transfer (KT) Materials as the “users/admin manuals® document (Salesforce.com
provides on-line help-and training materials on the platfarm, such as user guide, training videos, stc).

CITEM Responsibllities:
To ensure timely and effective completion of this stage, CRM require that CITEM would commit to the
following:
»  Assign a maximum of ten (10) participants for the Train-the=Traimer End User Training.
» Ensure availabllity of the System Administrator and training participants.
s Pravide Training logistics such as:
v Laptop/desktop for tralness
o Venueroom
o Stable internet connection (via LAN/wifi)
o Projector
o Whiteboard / fipcharts and markers
s Ensure timely sign-off upon completion of knowledge transfer sessions.

Deliverable Materials:
The deliverables for this stage are:
s Training/KT Material

7. PROJECT STAGE 6 - Go-Live Deployment

The abjective of this project stage is to finalize the Praject and transition to operation mode.
CRM Responsibilities:

The main activities within this stage are:

e Handover org to client.

» Involce Go Live Deployment of Email Marketing System.




CITEM Responsibilities:

To ensure timely and effective completion of this stage, CRM require that CITEM would commit to the
following:

» Sign off on Go Live documents

= Payment as specified on the table sbove.

Deliverable Materials:

The dellverables for this stage are:
» Pre-deployment Checklist

» Post-deployment Checklist

= Detailed Design Document

8. PROJECT STAGE 7 - Post-implementation Support

CRM will provide off-site support, fixing all system errors within thirty (30) davs upon completion of Go-
Live stage to assist CITEM. '

CRM Responsibilities:

CRM will provide the following assistance services:

o Identify problems or defects with the Salesforce solution (Out-of-the-box) and provide
recommendations for problem resclution.

s Off-site troubleshooting and/or problem Identification relatad to Software.

s Work sessions to review and plan for problem prevention for the CITEM's enviranmant,

CITEM Responsibilities:
E ensure timely and effective completion of this stage, CRM requires that CITEM would commit to the
lowing:

» Designate a single named individual to serve as the Primary Contact in CITEM's organization who will
be responsible for the receipt and dissemination of Incident infarmation, updates and fixes.

» Provide CRM with all relevant and available diagnostic information pertaining to problams far which the
Client requests assistance under this SOW.

= Provide all information and materlals reasonably required to enable CRM to provide the post-
implementation services, If any. CITEM agrees that all Information disclosed or to be disclosad to CRM
i5 and will be true, accurats and not misleading in any material respect.

= Be responsible for the implementation of any preventative or corrective actions recommended by CRM
to resolve a problem.

= Be responsible for the daily infrastructure operation and management of the solution delivered by CRM,
and any service level delivery to CITEM's End-Users,

= Ensure timely sign-off upon completion of Project Completion Certificate (PCC).

Assumptions:

The assumptions specific for this stage are:

¢« CRM will not provide Sarvices in any of the following instances: (1) CITEM is not using the Salesforce
solution in accordance with the applicable Master Services Agreemant; (2) CITEM has not fully paid for
the Services; (1) CRM determines that the cause of the eror or other Incident reported 5 the
malfunctioning or fallure of any software not furnished by CRM.

« If on-site work is required, CRM resource(s) will worlk In local regular business hours unless the parties
hawve mutually agreed in writing in advance to other arrangemeants,

Deliverable Materials:

The deliverable materials for this stage are:
= Project Completion Certificate (PCC)

= Support Log



Article 2. Contract Price

1. For services rendered, CITEM obligates to pay THIRD PILLAR BUSINESS APPLICATIONS, INC., the
amount of Thirteen Million Nine Hundred Eighty Eight Thousand Pesos Only (P13,588,000.00)
inclusive of taxes, schedule of payment are as follows:

Article 3. General Conditions

L CRM hereby undertakes to deliver information technology services, su pport, and functions as further described
in the Scope of Work {SOW) that may be proposed and approved by the Parties n writing. Any such approved
S0W shall be signed by the duly-authorized representatives of the parties, and shall specifically reference thiv
Agreement and expressly indicate that It is subject to the terms hereof. Thereafter, sich SOW shall be
Incorporated hereln by reference (the services and functions described In any SOW are hereafter referred to 36
the "Services®). In the event that the scope of the Services is oxpanded, revised, or modified, for any SOW
incarporsted hereln, the parties shall prepare and sign an amended or new SOW (or change order), which likewise
shall be attached hereto and Incorparated hereln by reference.

Z It & horeby apreed that this Cantract of Services does not concede any arilstic or exploftation rights on the
creatiois contained In the reference materials that are shared by CAM with CITEM and/or the companies
cohcermd.

3 CRM agrees that CITEM may enter into 2 separate agreament with companies on copyrights and develop parsonal
collaborations between and among the companies

4, CRM shall hold CITEM and Its agent/s officers free fram-any and all liabilities, suits actions, demands
or damaages resulting from incidents/causes beyond its control or in connection with the services
under this agreameant.

5 The CRM agrees, to indemnify protect and defand at its own expense CITEM and its Officers/
agents from and against all actions, claims and labilities arising out of acts done by its personnet/
representatives In the parformance of the serviges.

6. CRM hereby warrants that It has nat given nor promised to give any amount of manay, gift
or favors to any CITEM official or employees and other third parties in order to secure this
agrasment.

7 Any amendment, modification, or alteration to this contract shall ba in writing and signed by both
partles,

NON-DISCLOSURE AND CONFIDENTIAL INFORMATION

L The Winning Bidder shall treat as confidential all Information provided by CITEM related to the
agreement that will arise from this Terms of Reference, including but not limited to its business
operations. All confidential information provided by CITEM shall be used by the Winning Bidder solaly
for the purposes of rendering services pursuant to the agresment signed by both parties,

2 CRM acknowledges that all materials introduced and used for the Cloud-Based Ralations Management System shall
remain exclusively for use and purpase by CITEM. Hence, CAM shall not do any act inconsistent with such usage
and purpese.

1 CRM agress to treat all data and Information shared by CITEM as proprietary, and, therefore. the prohibition lin
diselosing such data and Information ta ather clients and the online/offline publicapplies
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CONTRACT DURATION

The contract shall take effect upon the Winning Bidder's actual receipt of the Notice of Award (NOA) and
shall remain in force and in effact for a period of twelve (12) months.

1,

PEMALTY FOR DELAY /8REACH

It Is hereby understood that should the authorized representative of the PROCURING ENTITY refuse
to accept delivery fram the CONTRACTOR for any unjustified reason to be detsrmined by tha
arbitrators, the dellvary, for purpeses of the payment and the computation of delay, shall reckon from
the data the CONTRACTOR actually deliverad the ltems 3t the subject office.

If the CONTRACTOR falls to deliver any or all of the Goods or perform the services within the pariod
specified in Schedule of Requirement, the PROCURING ENTITY, upon written notice and without
prejudice to other remadies provided under this Contract, shall daduct from the Contract Price, as
liquidated damages, a sum equivalent to ONE TENTH OF ONE PERCENT (0.19) of the total value
Including handling charges) of the delayed Goods or the unperformed portion for aach day of delay
until actual defivery/pedformance. The maximum amount of liguidatad damages shall not excead Ten
percent (10%) of the total Contract Price, in which event the PROCURING ENTITY shall
automatically terminate the Contract and impose appropriate sanctions over and above theliguidated
damages to be pald.

TERMINATION OF THE CONTRACT

The PROCURING ENTITY may terminate this Contract If the CONTRACTOR does not show satisfactory
performance in the delivery of services with acceptable quality based on the Specifications and
standards, after previous written waming/notice, PROVIDED that such termination shall not be
construed as waiver of the CONTRACTOR's liabilities and the PROCURING ENTITY's right to recover
the value of payments plus damages under thisContract.

1.1, TERMINATION FOR DEFAULT

The PROCURING ENTITY, without prejudice to any other remady for braach of Contract, by written
notice of default sent to the CONTRACTOR, may terminate this Contract in whole or in part:

n If the CONTRACTOR fails to deliver any or all of the Goods or perform the services within the
period(s) specified in the Contract, or within any extension thereof granted by the PROCURING
ENTITY; or

b 1f the CONTRACTOR fails to perform any other obligation(s) under the Contract;

¢ If the CONTRACTOR, in the judgment of the PROCURING ENTITY, has engaged in corrupt
or fraudulent practices in completing for or in executing the Contract.

For the purpose of this paragraph;

“Corrupt practice” means the offering, giving, recelving, or scliciting of anything of value to
influance the action of a public official in the procurement process or in contract execution.

“Fraudulent practice™ means a misrepresentation of facts in order to influence a procurement
process or the execution of a contract to the detriment of the PROCURING ENTITY, and includes
collusive practice among Bidders (prior to or after bid submission) designed to establish bid prices
at artificial non-competitive levels and to depriva the PROCURING ENTITY of the benefits of fres
and open competition.

. "—,F,'



In the event the PROCURING ENTITY terminates the Contract in whole or In part, the
PROCURING ENTITY may procure, upan such tarms and in such manner as it deems appropriats,
Goods or Services similar to these undelivered, and the CONTRACTOR shall be liable to the
PROCURING ENTITY for any excess costs for such similar Goods and Services. However, the
CONTRACTOR shall continue performance of the Contract to the extent not terminatad.

1.2. TERMINATION FOR INSQLVENCY

The PROCURING ENTITY may at any time lerminate the Contract by giving writt=n potice to the
CONTRACTOR if the CONTRACTOR becomes bankrupt or otherwise insolvent. In this event,
termination shall be without compensation to the CONTRACTOR, provided that such termination will
not prejudice or affect any right of action or remedy which has accrued or will accrue thereafter to the
PROCURING ENTITY.

13. FORCE MAJEURE

W

Notwithstanding the provisions of Article 13 of GCC, the CONTRACTOR shall not be liable for
forfelture of its Performance Security Liquidated Damages or Termination for Default if the delays
in perfarmance or fallure to parform its abligations under the Contract s the result of Forca Ma jeure.

For purposes of this section, “Force Majeure” means an avent beyond the control of the
CONTRACTOR and not Involving the CONTRACTOR's fault or negligence. Such events may
include, but are not restricted to, wars and revolutions, firss, fiood, epldemics, guarantine
restrictions and freight embargoes.

if a Force Majeure arises, the CONTRACTOR shall promptly notify the PROCURING ENTITY in
writing of such condition and the cause thereof. Unless otherwiss directed by the PROCURING
ENTITY in writing, the CONTRACTOR shall continue to perform its obligations under the Contract
as far as reasonably practical, and shall seek all reasonable alternative means of performance not
preventad by Force Majeurs.

ARBITRATION
In case of a dispute between the PROCURING ENTITY and the CONTRACTOR, the dispute shall

be resolved in accordance with Republic Act 3285 ("R.A, 9285"), otherwise known as the "A lternative
Dispute Resolution Act of 2004,

ADDITIONAL PROVISIONS
There shall be no escalation of rates during the duration of the Contract.
This contract shall be governed by and construed in accordance with the laws of theFPhilippines.
In the event any of the partles is compelled to institute any judicial proceadings to enforce any of
the terms and conditions of this contract, the parties hereby agread that any such proceedings shall
be brought exclusively in the proper courts of Pasay City.

No amendment In or modification of the terms of this Contract shall be made except by written
agreament signed by the parties.
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IN WITNESS WHEREOF, the parties have affixed their signatureson this
of October 2020, hereat Pasay City, Metre Manlla.

CENTER FOR INTERNATIONAL TRADE THIRD PILLAR BUSINESS APPLICATIONS, INC.,
EXPOSITIONS AND MISSIONS
By: By

[

(¥
UNDE RETARY ABDULGANMI M. MACATOMAN MA, mmES
Trade and”Investment Pramations Group dahit and CEQ

PAULIMA SUA JUAN
Executive Director

Signed in the
wolittnss.. 7 el st

Deputy Executive Director Sr. Key Accounts Manager

Certified Funds Available:

Chief-Controliership Div.

ACKNOWLEDGMENT

REPUBLIC OF THE PHILIPPINES)
CITY OF PASAY )55

OCT 2 @ 2020
BEFORE ME, a Notary Public for and in the City of Pasay, on this day of October 2020 persanally
appeared the following!

Name Competent Evidence Issued at/on
of Identity

UNDERSECRETARY ABDULGANI M. MACATOMAN
PAULINA SUACO-JUAN
MA. CRISTINA JENNIFER LIGONES Passport No. P17397338 DFA NCR Souith/May 27, 2019

known to me and to me known to be the same persons who executed the foregoing instrument and
acknowledged to me that the same is their free and voluntary act and deed as wall as the free and volun tary
act and deed of the entities they represent.

This instrument, which refers to a Contract of Services consisting of sixteen (16) pages Including this pige

whergon this acknowladgment is written, has been signed by the parties and their Instrumental witnesses
en aach and every page.

1



WITNESS MY HAND AND SEAL on the place and date first-writien above.

Doc. No.
Page MNo.
Book Na.
Series of 202

NOTARY .
r&
MA. . JAImE
NOTARY PI¥LIC

UNTIl DECEMOER 21 202)
COMMISSION HO. 20-04
POLL ND. 27802

PTRNO.PC 7017532 FASAY CIT y-vgrau,

IEP ND.ARIOVE 1562 (0 Lve/20m
MCLE COMPL. N G230
'SSUED ON SEPTEMBER i3 2008
ADDRESS-STALL 21, UNIT 54 ARNAIZ
RVENUE, PASAY CTY.MM.






