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This amendment is raised to delete Part 5 – Questions to Industry and Insert the revised version below. 
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PART 5 – QUESTIONS TO INDUSTRY 

Question 1 
Do you anticipate any issues regarding compliance to any of the Terms and Conditions of the Request for 
Standing Offer (RFSO)? 
 
Answer 1 
 
Yes:   ______ 
 
No:   ______ 
 
 
If yes, please provide additional information related to the issues. 
 
Question 2 
Canada’s proposed pricing strategy is to request firm prices for the period of the standing offer. Should a 
multiyear Standing Offer be considered, what duration would you recommend? 
 

1. One year (no option) 
2. Two years (including an option period) 
3. Three years (including the option periods) 
4. Others 
 

Answer 2 
Please provide rational for the selected option including the advantages and disadvantages of your 
selection 
 
 
 
 
 
Question 3 
What pricing strategy would you recommend for the extended period? 
 
Option 1: firm prices for the initial and extended period; 
Option 2:  Percentage of increase of the firm prices for the initial and extended period; 
Option 3:  firm discount for the initial and extended period with the possibility to update the retail 

price on an annual basis; 
Option 4: Others 
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Answer 3 
Please rank the propose options with 1 being the preferred one. 
 
Option 1: ______________ 
 
Option 2: ______________ 
 
Option 3: ______________ 
 
Option 4: ______________ 
 
 
Question 4 
The standing offer may be used to order large quantities of tires and Canada would like to benefit from 
these orders by securing better prices or discounts. What would be the best pricing strategy that would 
enable Canada to obtain better prices or discount for large quantities orders?  
 
Answer 4 
Please provide comments on our proposed strategy, including the most advantageous price ranges, or 
your proposed strategy along with relevant information. 
 

 
 
 
Question 5 
Canada is considering a one-on-one consultation after the closing date of the RFI in order to exchange 
and clarify any points with industry before the publication of the formal RFSO.  The the one-on-one 
consultations would be held with interested suppliers. 
 
Answer 5 
Please indicate if you would be interested in a one-on-one consultations.  
 
Interested:  _____ 
 
Not Interested:  _____ 
 
 
 
Question 6 
As mentioned in Part 1, paragraph 1.3 of the draft Request for Standing Offer, Canada may choose to 
make use of an electronic procurement solution or other electronic tools to manage the Standing Offer 
and associated ordering processes. 

Question 6a 
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Do you currently have electronic procurement tools or solutions with other clients for order processing? 

Answer 6a 

Yes:   ______ 

 

No:   ______ 

 

 

Question 6b 

Will the requirement to migrate to an electronic procurement tool or solution impose any challenges? 

Answer 6b 

Yes:   ______ 

 

No:   ______ 

 

If yes, please identify the challenges and propose ways to manage or offset these challenges. 

 

Question 6c 

Will the use of credit cards for payment of invoices up to $10 000 impose any challenges?  
 

Answer 6c 

Yes:   ______ 

 

No:   ______ 

 

If yes, please identify the challenges and propose ways to manage or offset these challenges. 
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Question 6d 

Are you already supplying online or electronic catalogues to other clients? 

 

Answer 6d 

Yes:   ______ 

 

No:   ______ 

 

Question 6e 

If the answer to question 6d is no, will the requirement to provide online or electronic catalogues impose 
any challenges? 

Answer 6e 

Yes:   ______ 

 

No:   ______ 

 

If yes, please identify the challenges and propose ways to manage or offset these challenges. 

 

Question 6f 

Currently Canada agrees to provide the Offeror with no less than three months notice to allow for the 
migration to any electronic procurement solution. How much time would be require for Industry to migrate 
to an electronic procurement solution? And if more than three months, what would be the challenges? 
 
Answer 6f 
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Question 7 
Could other services, such as installation, storage and retread by included in the Standing Offer? 
 
Yes:   ______ 
 
No:   ______ 
 
 
If yes, please indicate which one. 
 
Answer 7 
 
 
 
 
 
 
Question 8 
If other services were to be included in the Standing Offer, what pricing strategy would be recommended 
for these services? 
 
Answer 8 
 
 
 
 
 
Question 9 
The Government of Canada (GC) is currently working with the provincial and territorial levels of 
government, including Municipal, Academic Institutions, Schools and Hospitals sector (MASH) to provide 
them with access to GC procurement instruments. 
 
Do you anticipate any concerns or issues if Canadian provinces or territories (including Municipal, 
Academic Institutions, Schools and Hospitals sector) were allowed to use the standings offers.  
 
Answer 9 
Yes:  _______ 
 
No:  _______ 
 
If yes, please provide additional information related to your concerns and /or issues. 
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Question 10 

As mentioned in Part 6A, paragraph 6.3.2 Standing Offer Reporting, Offerors will need to compile and 
maintain records, on the provision of goods under contracts resulting from the Standing Offer. This will 
require offerors to include in the reports the usage by the provincial and territorial levels of government. 

 

This also means identifying in your reports to which government (federal, provincial or territory) and 
department/ministry the sale was made, even if an acquisition card such as ARI is used for payment. 

 

Question 10a 

Does the reporting requirement impose any challenges? 
 

Answer 10a 

Yes:   ______ 

 

No:   ______ 

 

If yes, please identify the challenges and propose ways to manage or offset these challenges. 

 

Question 10b 

Does the identification, on the report, to which government (federal, provincial or territory) and 
department/ministry the sale was made impose any challenges? 
 

Answer 10b 

Yes:   ______ 

No:   ______ 

If yes, please identify the challenges and propose ways to manage or offset these challenges. 
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Please provide any additional comments, remarks or suggestions 
 


