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CUT THROUGH THE RED TAPE:

PIGGYBACK
CONTRACTS FOR
DEVICE BUYBACK

Why Districts Are Choosing Convenience and
Partnership Over Complex RFPs




WHILE YOU'RE WRITING RFPS, SMART
DISTRICTS ARE ALREADY GETTING STARTED

There are districts that never write RFPs for Apple device buyback. Ever.
They use something called piggyback contracts to skip straight to the good part—working with
vetted vendors on transparent pricing while their devices hold maximum value.

No months of vendor management. No procurement headaches. No waiting for budget cycles to
align with bureaucratic timelines.

Want to know how they do it?

What Are Piggyback Contracts? (And Why Should You Care?)

Think of piggyback contracts as the education equivalent of group buying power. Another government
entity has already done the heavy lifting of competitive procurement, due diligence, and contract
negotiation. You get to "piggyback" on their work and access the same competitive terms without
starting from scratch.

1. A fellow schools or districts conducts a full competitive RFP process

2. They negotiate comprehensive terms and pricing

3. The resulting contract includes provisions for other agencies to participate
4. Your district can access these pre-negotiated terms immediately.

The beauty? You get all the benefits of competitive procurement with none of the administrative hassle.
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FOUR KEY ADVANTAGES FOR
APPLE DEVICE BUYBACK
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Immediate Access Pre-Vetted Partners Maximum Convenience Easy Implementation
No waiting months for RFP The original contracting Contrgct terms are ' You can adapt the
completion. You can begin entity has already established and available contract terms to your
the buyback process when conducted due for revigw, eliminating the spe'cifiF: peeds while '
timing makes sense for diligence on vendor uncgr'galnty‘and malntaln!ng the benefl't§
your refresh cycle and qualifications, pricing admlmstra.tl.ve burden of the original gompet|t|ve
budget planning. competitiveness, and of cqmpetltlve pr.oF;urement with

service standards. bidding processes. minimal effort.
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COMMON QUESTIONS
(AND HONEST ANSWERS)
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Q: Won't we pay more without
our own competitive bidding?

A: Actually, no. Piggyback
contracts are built on
competitive procurements
conducted by other
government entities. You're
accessing the same
competitive pricing they
secured, often with additional
negotiating power due to
combined volume.
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Q: What if the vendor doesn't
understand our specific needs?

A: This is where vendor
selection matters. Look for
partners who specialize in
education and understand the
unique challenges schools
face. The contract provides
the framework, but the right
vendor adapts their service
delivery to meet your
operational requirements.
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Q: How do we maintain accountability
without our own contract terms?

A: Quality piggyback
contracts include
comprehensive service level
requirements and
performance standards.
Additionally, you maintain
complete control over
whether to utilize the contract
and how to structure your
specific engagement.
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HOW SECOND LIFE MAC MAKES
PIGGYBACK CONTRACTS WORK

We've built our entire approach around transparency and partnership. When you're considering
a piggyback contract for Apple device buyback, here's exactly what we provide:

|||| Complete Documentation é Transparent Pricing

All required paperwork for contract utilization, Detailed breakdowns showing exactly how
including compliance verification and device values are determined, what services
governmental notifications. We handle the are included, and any additional costs. No
administrative details so you can focus on hidden fees, no surprise deductions, no fine

strategic decisions. print gotchas.

Budget Collaboration ||| Educational Expertise

Rather than simply providing a quote and We understand education procurement
walking away, we work with your team to requirements because it's all we do.
understand budget constraints and timeline Insurance certificates, compliance
requirements. If our standard pricing doesn't verification, service level documentation—we
align with your current budget reality, we'll know what you need before you ask.

explore options to make the partnership work.

YOU NEED BEFORE YOU ASK.
THE REAL-WORLD IMPACT

Consider two districts, both needing to refresh 1,500 iPads:

District A District B

Chose the traditional RFP route. Six months Utilized a piggyback contract. Within two
later, after countless hours of vendor weeks, they had transparent pricing, a clear
management and proposal evaluation, they service plan, and were able to time their
finally selected a partner. During that time, buyback for maximum device value. The

their devices depreciated significantly, and the streamlined process allowed their IT team to
winning vendor's "competitive" pricing focus on planning the new device deployment
included several hidden fees that weren't rather than managing vendor paperwork.

apparent during the bidding process.

The difference wasn't just time and convenience—it was measurable financial impact.
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FIVE STRATEGIC CONSIDERATIONS
FOR YOUR SUCCESS

, RESEARCH THE BASE Ensure it was competitively procured
I(%%J CONTRACT and includes service levels
% THOROUGHLY appropriate for your district's needs.

Even with pre-approved vendors, confirm
gy EVALUATE VENDOR their specific experience with Apple
57 EDUCATION EXPERTISE device buyback and understanding of

education market requirements.

The best vendors adapt their

L 041 CONFIRM SERVICE service delivery to meet your
r CUSTOMIZATION CAPABILITIES district's operational requirements

within the contract framework.

Seek partners who offer strategic
(') LOOK BEYOND THE planning support and long-term
= -] TRANSACTION partnership benefits, not just

device processing.

Know what mechanisms exist
UNDERSTAND PERFORMANCE for ensuring service level

&j ACCOUNTABILITY compliance and addressing any
performance issues.

WHY THIS MATTERS NOW

Education technology is evolving rapidly. Your students need reliable access to current devices,
your budget needs predictable planning tools, and your staff needs to focus on educational
outcomes rather than vendor management.
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Piggyback contracts don't mean settling for less—they mean accessing competitive pricing and
vetted vendors without the administrative overhead that delays important decisions.

For Apple device buyback specifically, this approach often delivers superior results because you

can act when device values and budget timing align rather than waiting for procurement
processes to conclude.

THE PARTNERSHIP PROMISE
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At Second Life Mac, we believe procurement should enable strategic partnerships, not create
administrative burdens. Our approach to piggyback contracts reflects this philosophy: complete
transparency in pricing and process, collaboration to meet your budget requirements, and
handling all compliance details so you can focus on strategic decisions.

Most importantly, we view every contract as the foundation for a long-term partnership focused
on maximizing value for your students and your budget. Because the best procurement process
is the one that gets you to the right partnership with the least administrative burden and
maximum convenience for your team.

READY TO CUT THROUGH THE RED TAPE?

We're here to walk you through available contract G ET STARTE D

options, provide transparent pricing information,
and work with you to ensure any partnership fits
your budget and operational requirements.
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READY TO CUT THROUGH THE RED TAPE?

We're here to walk you through available contract options, provide transparent pricing
information, and work with you to ensure any partnership fits your budget and
operational requirements.
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