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REQUEST FOR CLARIFICATIONS N. 1

One of the participants to the call has requested the following clarifications:
Question 1:
 

Is there any lower limit in the number of subfields we can apply for in a specific field? For example can we apply for one subfield only in any given field? 
 

Answer 1:
 

There is no lower limit in the number of subfields. You may apply for one or more subfields in any given field.

 

Question 2:
 

We sell licenses, customise and support RDBMS and Data Integration platforms as well as a series of Application Development Tools. Which subfield(s) do these Commercial (off-the-shelf) Applications fit in (if you consider them as COTS applications)? “F.1 Business Software” or “F.3 System software packages”? 
 

Answer 2:
 

Both subfields can be used for the type of software indicated in this question.  It is a good idea for the tenderers to name the software products they sell and categorise them to either the one field (F.1) the second field (F.3). If they consider that it fits both descriptions, they should list them under both fields.

 

Question 3:
 

We sell licenses, customise and support Asset Management and Configuration Management software. Could you please confirm that this software is categorised under “H. Hardware Assets Management”? 
 

Answer 3:
 

The assumption for this category of software is correct, being (H.)

 

Question 4:
 

For many of the Commercial (off-the-shelf) Applications we sell (e.g. Application Development Tools), providing relevant projects is not applicable. Would the provision of statements proving our reseller status suffice? 
 

Answer 4:
 

If it is a matter of only selling licenses without support and maintenance, then the project description is not as relevant. It is possible to indicate the number of licenses sold and the number of companies involved in the acquisitions.  Also if you indicate the type of "partnership" agreements with the software houses, it will give a good picture of your status with the supplier. 

 

Questions 2 and 3 are relevant to projects and if you have such customers, you should mention the relevant activities.

CEDEFOP - European centre for development of vocational training Head office: Europe 123, GR-57001 Thessaloniki  •  Postal address: PO Box 22427, GR-55102 Thessaloniki  •  Τel. (30) 23 10 49 01 11  •  Fax (30) 23 10 49 00 49  Brussels office: c/o European Commission, DG Education and Culture,Tour Madou, 4th floor, office 67-68, B-1049, Brussels •  Tel. (32-2) 299 10 93  •  Fax (32-2) 292 18 91   •  E-mail: info@cedefop.europa.eu

Internet: www.cedefop.europa.eu, www.trainingvillage.gr  •  Generic e-mail: info@cedefop.europa.eu
PAGE  
2

