
AMENDMENT NO. 1 
TO 

INTERLOCAL AGREEMENT 
BETWEEN SOURCEWELL 
AND THE CITY OF AUSTIN 

This amendment is dated August 7, 2018, and is between the City of Austin (the "City") 
and the National Joint Powers Alliance ("NJPA"), now doing business as Sourcewell 
("Sourcewell"). 

On March 27, 2015, the City and NJPA entered into an interlocal agreement for cooperative 
purchasing (the "Agreement"). 

NJPA changed its name to Sourcewell, effective June 6, 2018. 

Sourcewell warrants that it has authority to enter into this amendment as it is the same 
entity as NJPA and all rights and responsibilities ofNJPA now belong under the name Sourcewell. 

The parties desire to continue operating under the Agreement under its existing terms and 
conditions and, for the avoidance of confusion, to record an amendment reflecting the NJPA name 
change to Sourcewell. 

Therefore, the Agreement is hereby amended as follows: 

1. Every instance of the name "the National Joint Powers Alliance" or "NJPA" in the 
Agreement is hereby deleted and replaced with the name "Sourcewell." 

Except as expressly amended above, all terms and conditions as stated in the Agreement 
remain the same. 

This amendment will become effective when all parties have signed it. The date of this 
amendment will be the date it is signed by the last party to sign it, as indicated by the date 
associated with that party's signature. 

CITY OF AUSTIN 

James Scarboro 
Printed Name of Authorized Person 

Signature 

Purchasing Officer 

Title: Title: 

Date: Date: 
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ORDINANCE NO. 155 - 2018 

AUTHORIZING AN AGREEMENT WITH SOURCEWELL RELATIVE TO 
COOPERATIVE GROUP PURCHASING SERVICES FOR THE DEPARTMENT 
OF PUBLIC SERVICE, AND DECLARING AN EMERGENCY. 

SECTION 1. The Mayor and the Municipal Clerk be, and they hereby are, a_uthorized and 

instructed to enter into an agreement with Sourcewell, Staples, MN, for membership for the 

procurement of goods and services for in-state and out-of-state public agencies to engage in 

cooperative group purchasing, in accordance with the attached "Exhibit A." 

SECTION 2. It is hereby found and determined that all formal actions of this Council concerning 

and relating to the passage of this Ordinance were adopted in an open meeting of this Council, and that 

all deliberations of this Council and any of its committees that resulted in such formal action, were in 

meetings open to the public, !n cor:npliance with all legal requirements, including Section 121.22 of the 

Revised Code of Ohio. 

SECTION 3. This Ordinance is hereby declared to be an emergency measure and shall take 

effect and be in force immediately from and after its passage. The reason for the emergency lies in the 

fact that this Ordinance is necessary for the immediate preservation of the public peace, health and 

safety in order to take advantage of discounted rates. 

Vote on emergency clause: Yeas _7 _Nays ___Q_. 
Passed as an emergency measure: August 6, 2018. 

Approved as to form by: 
Law Director. 



 

Bullchase  Contract 1  
 

CONTRACT BETWEEN THE CITY OF AUSTIN (“City”) 
AND 

Bullchase, Inc. (“Contractor”) 
for 

Maintenance, Repair and Operations (MRO) Supplies and Related Services 
MA 7400-GC170000015 

 
 
This Contract is between Bullchase, Inc. having offices at 201 S. Lakeline Blvd. Ste. #503 Cedar Park, 
TX 78613 and the City, a home-rule municipality incorporated by the State of Texas, and is effective on 
07/25/17. Solicitation requirements are met by using Contractor’s National Joint Powers Alliance (NJPA) 
Cooperative Contract No. 091214-WWG. 

1.1 This Contract is composed of the following documents: 

1.1.1 Exhibit A, National Joint Powers Alliance (NJPA) Cooperative Contract No. 091214-WWG 

1.1.2 This Contract  

1.1.3 Exhibit B, Supplemental Purchase Provisions (Section 0400)  

1.1.4 Exhibit C, Bullchase/Grainger Master Seller Agreement  

1.1.5 Exhibit D, the City’s Non-Discrimination Certification 

1.1.6 Exhibit E, the City’s Non-Suspension & Debarment Certification 

1.1.7 Exhibit F, the City’s Standard Purchase Terms and Conditions (Section 0300) 

1.1.8 Exhibit G, Workflow Statement for Bullchase/Grainger 

1.2 Order of Precedence.  Any inconsistency or conflict in the Contract documents shall be resolved 
by giving precedence in the following order: 

 
1.2.1 Exhibit A as referenced in Section 1.1.1 

1.2.2 This Contract  

1.2.3 Exhibit B as referenced in Section 1.1.3 

1.2.4 Exhibit C as referenced in Section 1.1.4  

1.2.5 Exhibit D as referenced in Section 1.1.5 

1.2.6 Exhibit E as referenced in Section 1.1.6 

1.2.7 Exhibit F as referenced in Section 1.1.7 

1.2.8 Exhibit G as referenced in Section 1.1.8 

1.3 Designation of Key Personnel. The Contractor’s Contract Manager shall be Marianne Galea; 
Phone: (888) 558-2855; Email: Marianne@bullchase.com.  The City’s Contract Manager shall be 
Claudia Rodriquez; Phone: 512-974-2959; Email: ClaudiaR.Rodriquez@austintexas.gov. 
 

1.4 Quantity.  There is no guaranteed quantity of goods for the period of the Contract. Goods are 
ordered on an as-needed basis as specified by the City in each purchase order/online order. The 
Contractor shall provide next day delivery for all orders received the previous day. All orders are 
shipped F.O.B. Destination, with inside delivery to all departments and facility location. 

   
1.5 Term of Contract.  The Contract shall be in effect for an initial term of 15 months and may be 

extended thereafter for up to one 12 month extension option(s), subject to the extension of the 
cooperative contract (as referenced in Section 1.1.1 above), approval of the Contractor and the City 
Purchasing Officer or his designee.   



1.6 Compensation. The Contractor shall be paid a total Not-to-Exceed amount of $50,000 for the 
initial Contract term and $50,000 for each extension option for a total amount Not-to-Exceed 
$100,000. 

This Contract (including any Exhibits) constitutes the entire agreement of the parties regarding the 
subject matter of this Contract and supersedes all prior and contemporaneous agreements and 
understandings, whether written or oral, relating to such subject matter. This Contract may be altered, 
amended, or modified only by a written instrument signed by the duly authorized representatives of both 
parties. 

In witness whereof, the City has caused a duly authorized representative to execute this Contract on the 
date set forth below. 

BULLCHASE, INC. CITY OF AUSTIN 

Marianne Galea Claudia Rodriquez 
Printed Name of Authorized Person Printed Name of Authorized Person 

Signature 

President Procurement Specialist IV 
Title: Title: 

Date: Date: 

Exhibit A-National Joint Powers Alliance (NJPA) Cooperative Contract No. 091214-WWG 
Exhibit B-Supplemental Purchase Provisions (Section 0400) 
Exhibit C-Bullchase/Grainger Master Seller Agreement 
Exhibit D- Non-Discrimination Certification 
Exhibit E- Non-Suspension & Debarment Certification 
Exhibit F- Standard Purchase Terms and Conditions (Section 0300) 
Exhibit G-Workflow Statement 
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NJPA VENDOR CONTRACT SUMMARY – GRAINGER  

 

  
NJPA INFORMATION 

 

National Joint Powers Alliance®                                                                                           Contract Purchasing Department 

DATE  

October 21 , 2014  
RFP #  

091214 

AWARDED CONTRACT NUMBER 

091214-WWG 
NJPA RFP TITLE & CATEGORY 

Facilities Maintenance, Repair and Operating Supplies  

CONTRACT PERIOD 

October 21, 2014 – October 21, 2018 
PRICING MODEL 

Line Item pricing with NJPA discount, discounted Hot 
List pricing 

DESCRIPTION 

Contract offers law enforcement, firefighting, and emergency medical services products, plus an array of services and 
solutions that help members manage their inventory. The contract includes brands like 5.11 Tactical, Hurst Jaws of 
Life, Fire Dex, Blackhawk!, Pelican, Mustang Survival, Elkhart Brass, and many others. 

VENDOR NAME AND ADDRESS 

WW Grainger Inc. 
100 Grainger Parkway 
Lake Forest IL 60045 

VENDOR CONTACT  

Jeff MacNeil 
804-357-3158 
Jeff.MacNeil@grainger.com 

NJPA CONTRACTS CONSIST OF THE FOLLOWING 
DOCUMENTS 

“Contract” as used herein shall mean cumulative 
documentation consisting of this RFP, an entire Proposers 
response, and a fully executed “Acceptance and Award” 
pursuant to this RFP. 

 Request for Propoasl (RFP)  
 Bid Acceptance & Award  

 
 

 

RELATED CONTRACT DOCUMENTATION 
  
 

 Bid Comment & Review  
 Affidavit of Advertisement  
 Bid Evaluation  
 Bid Opening Witness Page  

 

DOCUMENTATION OF CONTRACT MAINTENANCE 

 

ADDITIONAL INFORMATION: 

NJPA CONTACT 

Tom Perttula 
TITLE 

Contract Manager 

 PHONE 

218-895-4115 
EMAIL 

Tom.Perttula@njpacoop.org 
ADDRESS 

202 12th Street NE,  P.O. Box 219, Staples, MN 
56479 

WEBSITE 

www.njpacoop.org 

http://www.njpacoop.org/index.php/download_file/9843/4180/
http://www.njpacoop.org/index.php/download_file/9844/4180/
http://www.njpacoop.org/index.php/download_file/9845/4180/
http://www.njpacoop.org/index.php/download_file/9846/4180/
http://www.njpacoop.org/index.php/download_file/9857/4180/
http://www.njpacoop.org/index.php/download_file/9860/4180/


Overview

Contract Documentation

Pricing

Marketing Materials

NJPA Contact Information

Vendor Contact Info
Jeffrey MacNeil
Direct Phone: 804-357-3158
jeff.macneil@grainger.com 
www.grainger.com

W.W. Grainger, Inc. 
Contract#: 091214­WWG
Category: Facility, Maintenance, Repair and Operations
Description: Facility & Maintenance, Repair, Operations
Maturity Date: 10/21/2018

The Grainger contract entitles NJPA Members to access contract pricing discounts on facilities maintenance 
products, plus an array of services and solutions for your facilities. This includes all products in the Grainger 
catalog and online at Grainger.com. Through this contract you'll realize cost savings, not only on your MRO 
purchases, but also items for your state and local initiatives, such as Sustainability and Emergency 
Preparedness. Call us for those hard-to-find, infrequently used products. We can help you find other brands 
beyond the Grainger catalog. www.grainger.com/findmro

Grainger Affiliation Form

Home > National Cooperative Contract Solutions >Contracts - General >Facility, Maintenance, Repair and Operations >  W.W. Grainger, Inc.

Page 1 of 1National Joint Powers Alliance :: W.W. Grainger, Inc.

2/10/2015http://www.njpacoop.org/national-cooperative-contract-solutions/contracts-general/facility...



 

 

Regular Meeting & Retreat Minutes of the 
NATIONAL JOINT POWERS ALLIANCE® 

Board of Directors  
Tuesday, October 21, 2014 
Executive Conference Room 

 
 
Chair Wolden called the Regular Board meeting to order at 5:53 p.m. with the following members 
present:  Brian Lehman, Mike Wilson, Wayne Wolden, Randy Pepin, and Barb Neprud.  Also present 
were George Weber, Ex-Officio; Jamie Faye, Eide Bailly; Chad Coauette, Susan Nanik, Paul Drange, 
Diana Pihlaja, Misty Myers, Anna Gruber, David Jessop, Dave Duhn, and Deb Cervantez, NJPA staff.   
 
Mr. Wilson moved, seconded by Ms. Neprud to accept the agenda as amended. Motion carried. 
 
Ms. Neprud moved, seconded by Mr. Wilson to accept the minutes of the Regular Board Meeting held 
on September 16, 2014.  Motion carried. 
 
Ms. Faye presented the Auditors Report for FY 2013-2014. 
 
Mr. Pepin moved, seconded by Mr. Lehman to approve the Auditors Report FY 2013-2014 as 
presented.  Motion carried. 
 
Mr. Jessop gave an update on HITA and the Health Insurance Renewal process. 
 
Ms. Pihlaja presented the monthly Financial Reports. 
 
Mr. Pepin moved, seconded by Ms. Neprud to approve the check register and Treasurer’s Report of 
Cash, Revenues, and Expenditures and to pay all vendor disbursements #82761 to #82997.  Motion 
carried. 
 
Mr. Pepin moved, seconded by Mr. Lehman to approve all Wire Transfers #083 to #110.  Motion 
carried. 
 
Ms. Neprud moved, seconded by Mr. Wilson to accept the Consent Agenda as follows: 

 Updated Membership Agreements Members added September 1-30, 2014 
 Approve Authorization to Bid: 

o Pre-engineered Buildings, Including Related Supplies, Materials, Site Preparation, 
Installation, and Ancillary Services 

 Approve Authorization to Re-Bid 
o Paint and Wall Coverings to Include Architectural Finishes with Related Supplies, 

Equipment, and Services  
 Approve Bid Evaluation Committee’s Recommendation to Award RFP #080114 for Snow and Ice 

Handling Equipment with Related Accessories, Services, and Supplies to: 
o Kennametal, Inc. 
o Cargill, Inc. Deicing Technology B.U. 
o J.A. Larue, Inc. 
o Epoke North America, Inc. 
o Monroe Truck Equipment, Inc. 
o M-B Companies, Inc. 



 

 

o Henderson Products, Inc. 
o Accu Steel, Inc. 
o Wausau Equipment Company 
o Tenco Industries, Inc. 
o R.P.M. Tech, Inc. 
o Winter Equipment Co. 
o Ironhawk Industrial Distribution, LLC 
o Viking-Cives Midwest, Inc. 

 Approve Bid Evaluation Committee’s Recommendation to Award RFP #091214 for Facilities 
Maintenance, Repair and Operating Supplies to: 

o W.W. Grainger, Inc. 
 Approve Bid Evaluation Committee’s Recommendation to Award RFP #090414 for Food 

Products and Distribution and Related Products and Services to: 
o Multi-Unit Group 
o US Foods 

 Approve Renewal of Agreements with: 
o Best Buy Stores, LP    081311 
o Access Information Systems, Inc.    080913 
o Polaris Industries, Inc.    090512 
o VT Hackney, Inc.    090512 
o FuelEducation    101713 
o Automotive Rentals, Inc.    080212 
o Caterpillar, Inc.    080613 
o Staples Contract & Commercial, Inc.    111010 

Motion carried. 
 
Mr. Drange and Ms. Gruber reported on regional programs. 
 
Mr. Lehman moved, seconded by Mr. Wolden to fully fund projects 1-5 of the Cities/Counties 
Innovation Funding prioritized list as presented.  Motion carried. 
 
Mr. Lehman moved, seconded by Mr. Wilson to approve the Broadband Funding Request as presented.  
Motion carried. 
 
Mr. Duhn gave an update on the NJPA Cooperative Health initiative status. 
 
Mr. Wilson moved, seconded by Mr. Pepin to call for Annual Election of Board Members in Sub Regions 
I and II and appoint Susan Nanik and Deb Cervantez as Election Judges.  Motion carried. 
 
Ms. Nanik presented the 2014-2015 Membership Roster for Continuing Education/Re-licensure.  
 
Ms. Neprud moved, seconded by Mr. Wilson to approve the Revenue Share Agreement with Alberta 
Association of Municipal Districts and Counties (AAMDC).  Motion carried. 
 
Mr. Wilson moved, seconded by Mr. Pepin to approve the Part-Time Receptionist position description 
and open the position.  Motion carried. 
 
 
 



 

 

Mr. Lehman moved, seconded by Ms. Neprud to approve hiring: 

 Hannah Weishalla, Contract Manager II, effective November 10, 2014 
 Jamie Case, Administrative Specialist; Contract Purchasing, effective October 27, 2014 

Motion carried. 
 
Ms. Nanik gave an update on current staffing efforts. 
 
Dr. Coauette reported on current Revenue Share agreements, the Metrics Quarterly Review, and staff 
travel concerns. 
 
Mr. Wolden reported on the upcoming Grand Opening of the Wadena Wellness Center on December 6, 
2014 and the donor event scheduled for December 4, 2014. 
 
Mr. Lehman moved, seconded by Mr. Pepin to adjourn the meeting at 8:17 p.m.  Motion carried. 
 
  
 



FORMD 

Contract Award 
RFP091214 

Formal Offering of Proposal 
(To be completed Only by Proposer) 

FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES 
In compliance with the Request for Proposal (RFP) for FACILITIES MAINTENANCE, REPAIR AND OPERATING 
SUPPLIES the undersigned warrants that I/we have examined thjs RFP and, being familiar with all of the instructions, 
terms and conditions, general specifications, expectations, technical specifications, service expectations and any special terms, 
do hereby propose, fully commit and agree to furnish the defined equipment/products and related services in full compliance 
with all terms, conditions of this RFP, any applicable amendments of this RFP, and all Proposer's Response documentation. 
Proposer further understands they accept the full responsibility as the sole source of responsibility of the proposed response 
herein and that the performance of any sub-contractors employed by the Proposer in fulfillment ofthis proposal is the sole 
responsibility of the Proposer. 

Company Name: W.W. Grainger. Inc. 

Company Address: 1 00 Grainger Parkway 

City: Lake Forest 

Contact Person: Jeffre MacNeil 

Authorized Signature (ink only): 

Date: September 12, 2014 

State: ...:.I=L ___ Zip: 60045-5201 

Senior Government Sales Manager 

(Name printed or typed) 

40 



Form& 

Contract Acteptanc:t and Awud 

(To be c:omplcttd only by NJPA) 

NJPA oqpa.a N FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES 

W.W. GRAINGER. INC. 

Proposer's full legal namt 

Your proposal is hereby accepted and awarded. As an awarded Proposer, you are now bound to provide the defined 
producllequipment and services contained in your proposal offering according to all tenns, conditions, and pricing set forth 
in this RFP, any amendments to this RFP, your Response, and any exceptions accepted or rejected by NJPA on Fonn C. 

--l...a....~:....s:::;o...J._--liZ,.::....:...\ __ , 20 I'± and continue for four years 
'-~~t,fth year renewal option nt the discretion of NJPA. 

National Joint Powers Allla 

NIP A Authorized signature: ----~::::::=:::::!~::::=--­
NIP A Executive Director 

Awarded this a\~ dayof (J-~f' ,20 \ L\ 
(Name printed or typed) 

NJPA Contract Number OCJllt ... WWG 

NJPA Authorized signature: ..,~ Sco\t \)ero (~{\ 
.'$ ~rd Member (Name printed or typed) 

Executed this~ day of l:t*o\JQ.r . 20_ ...... I_G\-+-- NJPA Contract Number 091214-W\\"G 

:~:·:::y acw:zct ~i~i a~ed· exceptions and NJPA clarifications identified on FORM C. 

VendorAuthorizedsignature: 1t::= J:/t.ey /lac ;(e
1
·1 

T I r /' c ~ (Name printed or typed) 
lt e: ve n '01C 00 ve.cn (Y) en I ,p, fqs !.!.!aho.ye c 

Executed this ;) 7 f J... day of Ociob e v , 20 I L.l NJP c 
-1- A ontract Number 0912)4-\V\\'G 

41 
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Tab 1 

Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

Compapy Information & Fjpapcjal Strength 

1) Why did you respond to this RFP? 

GRAINGER 
II I IJMZ.t •·:JJ·' "' *'·*·h•·•.J.t 9 

Grainger is responding to this RFP for several reasons. First and foremost, we are providing and can continue to 
provide all products and services the National Joint Power Alliance (herein NJPA) and NJPA Members are 
requesting in the RFP. Secondly, we want to conrinue our incumbent and successful relationship with NJPA and 
NJPA Members and to build a stronger relationship over the next several years. Grainger has been a contract holder 
witl1 NJPA and NJPA Members since 2008, proving our ability to perfonn the product and service requirements of 
the NJPA Contract. We are providing MRO supplies to 1,247 Members throughout 45 states and we have a deep 
understanding of the goals and needs ofNJPA and NJPA Members. TI1rough the relationships Grainger has 
developed over the lost seven years with NJPA and NJPA Members, Grainger has demonstrated its value by 
providing unparalleled service and cost saving solution,; for fncilitks maintenance, repair and operation (MRO) 
products. Grainger is dedicated to understanding each Member's specific needs, and working with our Catalog 
manufacturers and suppliers to assist each Member with achieving its individual gouts. 

Grainger truly values the NJPA alliance, which continues to gain tractioll and synergy "to go where we ore not.' ' 
Tins relationship continues to afford Grainger the opportunity to ensure we are meeting the needs of NJPA Members 
to provide cutting edge, relevant solutions to help them work more intelligently and efficiently. 

Our response to this RFP will allow Grainger to demonstrate how \vc ure uniquely positioned to support NJPA 's 

Members with the product breadth and depth necessary to support their needs for facility maintenance supplies and 
the need to save Lime, space and money. Grainger continues to grow the business and over the last five years has 
demonstrated how we will support the NJ PA contract through continuous expnnsiou of our product line and addition 
of value added and fee based services. Based on our current contract, the following infonnation portrays our 
approximaie sales wirh NJPA since 2008: 

• 2008- $7.5 million 
• 2009- $7.9 million 
• March 20 l 0- February 2011 $22.5 million and 275 members 
• Febntary 2011 -January 2012 $36.9 million and 674 members 
• February 2012- January 2013 S44.4 million and 848 members 
• Februt~ry 2013 -January 2104 $62.8 million and 1085 members 
• February 2014 Year to Dute - $ 30.17 million and 1247 members 

We have proven our ability to mnke relevant changes, ndding product solutions to meet the current market trends. 
Grainger also takes pride in our ability to adapt to fast paced technological adv<~nces and is ready for fuLure 
endeavors engineered to accommodate public sector 11eeds. 

3 



Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
, II IIMJ.(.II:JJ·fll' l:$:t·'·'·'''+' II 

With the nght solutions nnd the riglll resources in the right place nt the; right time to meet your Member's business 
needs, Grninger offers: 

• A wide array of products and business solutions 

• A national foot print allowing coverage to meet public sector needs 
• Ability to leverage our market slrengths to expand our current offeting 

• Technological advances to meet the needs of the ever changing market place, displaying the value of 
leveraging strfltegic partnerships 

• Clcal', concise and aggressive growth strategy to help NJPA in the market place 

• Partnership that supports transparent busines~ strategies for increased market penetration 

ln addition, NJPA 's vision and mission align directly with Grainger's vision and mission 

NJPA 

"Our Vision: The Notional Joint Powers Alliance provides member-cenrered solutions that enable Go .. emmcm. 
Educ:~tion, and Non-Profit agencies to work more efficiently and leverages its resources to effectively re-mvest 
in the communities we serve as on invaluable Service Cooperative partner." 
(hllp://www.njpncoop.org/files/8613/8316/0353/aboutus.pdf) 

"Our Mission: To build valued relationships, deltver innovative solutions with integnty, and e.\ceecl the 
expectattons of our members." (http://www.njpacoon.org/tilesl8613/8316/0353 aboultls.pdO 

Grainger 

Our Vision: Grainger's \ ision is to be the customer's first choice each and every time through: 

• Providing the right products, services and solutions 

• Providing e.'tceptionnl customer experiences 

• Innovation 
• An expanded reach 

• Leveraging our size 
• Continuous improvements 

• Saving our customers time and money 

Our Mission: Grainger's mission is to help professionals keep their operations runn1ng and their people safe 
while providing an environment where hnrd-working and talented team members thrive. Every day our 23,700 
team members get it done for our customers, suppliers and communities. Their global spirit of service fi1els the 
~ompany's commitment to making a positive ditference everywhere we opemte. 

Grainger is committed to helping NJPA follow through with its nussion "to provide efficient public service through 
our national controct purchasing program ... as we face the budget and purchasing challenges in the fi.Jture together •· 
Olltp://www.njpocoop.org/tiles/8613/S3 t6/0J53/nboutus.pdt) 
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Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

2) What are your company's expectations in the event of an award? 

GRAINGER 
II lfi*Z.' a,:ti .nt• .:t·'d•"'·'·' '' 

Grainger expects to provide an expansive and growing product offering !hat adapts to changes in the market. 
Grainger will discuss the products and services we of.Ter NJ PA, including· 

• Vendor Managed Inventory 

• Adjusting to market changes 
• A continuously expanding Green SKUs count 

Grainger also expects to continue to align with NJPA in order to offer '"a high qunlity selection of nationally 
leveraged, competitively bid contract solutions to help meet the ever challenging needs of our current and future 
member agencies." (http://www.njpncoop.org/files/R613/8316/0353/aboutus.pdf) 

Grainger's key business objective is to listen and understand NJPA and NJPA Members busmess challenges and to 
provide solutions to satisfy their evolving facilities supply needs. To do so, Grainger invests in growth drivers such 
as; contistued producr li11e expansion, efticient management of a $1 .1 Billion tnventory, sales force development, and 
eCommerce enhancements and global growth initiatives. lmesting in these ~:,rrowth drivers allows Grainger to best 
position ourselves for success in a competitive marketplace, build strength in core competencies and drive share gain. 
It's part of a commitment to deliver outstanding service to NJPA and NJPA Members and outpace the competition 
for years to come. 

In addition, the success of the NJPA MRO contract has been directly attributed to Grainger's focused nnd dedicated 
comract implementation process. The results speak for themselves; Grainger hns grown the NJPA contract sales from 
approximately $7.5 million in 2008 to approximately $62.8 million in 2013 and $30.17 for 2014 year to dare and 
expects to continue to grow sales for years to come. As successful as Grainger has been for the pasr five years , we 

recognize a new award requires special focus on both existing and new participating Members and a focused, 
calculated approach to implementation. A fonnulated implementation plan to contitlue to dtive contract awareness 
upon award will fuel adclitionnl organic growth. 

3) Provide the full legal name, address, tax identifications number, and telephone number for your business. 

W.W. Grainger, lnc. 
I 00 Grainger Parkway 
I oke l·orest, 1L 62045 

I ederul Tax ID:

Phone: 800-GRAJNGER 

4) Demonstrate your financial strength and stability. 

Grainger was cstnblished in 1927 and incorporated in 1928. As a publicly Lradeu company since 1967 and largest 
MRO Supplier in North America, Grainger has the tinnndnl stability to support NJPA in providing MRO goods and 
services. 

5 



Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
I II I J+J+'W#-1 'I '1ii·*·U'·' ·Hi'' 

As a Fortune 500 publicly traded company, Gntinger takes its corporate responsibility very seriously. Becnuse the 
SEC places very stringent requests on publicly lrnded companies NJPA can be assured that Grainger's financial 
condition is strong, w1th a DUNS credit rnting of 5A I Grainger understands the importance ofNJPA ·s request to 
partner with a company holding a consistently strong financial position. Corporute responsibility is of utmost 
importance to Grainger. To thut end, we have available various disclosure and audit controls and procedures which 
have been implemented to ensure the inregrity of financial infonnntion reported by Grainger. Grainger has 
documentation certifytng the accuracy of lhe finnncial infonnation contained in Grainger's most recently filed annual 
repo11 (a copy of which is included with this proposal as Exhibit A 2013 Grainger Annual Report). 

As attached and enclosed for NJPA to review, Grainger's annual financial report represeJlts the level of detail we 
make publicly nvailable regarding our business performance, Grainger continues to invest in and expand the 
infrastniCture nnd services dwt make us valuable to customers like NJPA. We believe this exceptional service IS the 
reason why our customer satisfaction level continues 10 perfom1 at an all-time high. 

5) Are you now, or have you ever been the subject of a bankruptcy action? Please explain. 

Grainger is not and has never been the subject of a bankmptcy action. 

6) Provide a brief history of your company that includes your company's core values and business philosophy. 

History of Organization 
Founded in 1927 by William W. (Bill) Grainger and incorporated in the State of Illinois in J 928, W. W. Grainger, 
lnc. (''Grainger"), with 2013 sales of $9.4 billion, is the leading North American provider of mnintenance, repair, and 
operating (MRO) supplies and related infonnation 10 businesses and institutions. Grainger is a publicly held Fortune 
500 company with shnres traded on the New York and Chicago stock exchanges. He established the company to 
provide an effic1ent solution for customers to nccess a consistent supply of motors. 

The business was incorporated as W. \V. Grainger, Inc., in 1918. Sales in the early dnys were generated primarily 
through mail order via post cards nnd n catalog. The MotorBook, as the cntalog was originally called, was the basis 
for today's Grainger catalog. To improve customer service, Bill Grainger opened a branch 111 Philndelphin in 1933 
and then three additional branches the following year. By 1936, there were l5 branches in opemtion. It wns evident 
that loco I brunch service would be an integral part of the company's future growth. 

In 1967, Grainger become a public company, und 1ts stock was traded in the over-the-counter mnrket. Today, 
Grainger stock is sold under the GWW symbol on the New York and Chicago stock exchanges. 

To remain the lender in the industry, Grninger seized technology opportunities early. In 1976, Grainger became the 
first in the industry to implement optical character recognition equipment. Gramger continued to advance its systems 
throughout the 1980s by installing a national satellite-based digital communicatjon network. rn I 991, Grainger 
introduced the first comprehensive electronic MRO catalog on CD·ROM. Grainger launched the corporate Web site 
in 1995 and began taking orders onlin7 in 1996. In 2012, Grninger posted $2.7 billion in eCommcrce snlcs, 
representing 30 percent of total company snlcs and an incrense of 23 percent versus the prior year. 
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Over thl! ye:~rs, Grainger's product I me has expanded to more than I million products and repair parts. The Grainger 
branch network has grown steadily, and today there nre more than 700 Grainger branches, rnoking the company 
North America's leading broad-line supplier of mamtenance, repmr and opt:ruting products, with expanding globi.1l 
operations. The fnmous Grainger catalog is published annually, and is available online at Grainger.corn and through 
its mobile npp. 

Core Vulues 
Grainger's cor·l'orate core values include the company's commitments to operating responsibly, valuing our people, 
serving our communities and making sustninability a priomy. These commitments shape the company's focus on 
corporate citizenship and its uri' e to continually expand its positive impact today and in the future. 

Operating with the highest level ofetlucs and inte!:,'Tity ts the foundation for the wny Grainger does business 
everywhere, every day. It's a commitment that dates back to the company's founding and a commitment Grainger 
reinforces regularly through di:llogue wilh team members, suppliers, customers and stakeholders. In 2013, Grainger 
worked closely witJ\ its 23,700 team members around the world to ensure compliance with the company's Business 
Conduct Guidelines. Grainger developed a Supplier Code of Ethics to help make sure the company's products are 
manufactured and delivered with the highest ethical standards. Grainger also worked proactively to provide a safe 
and fair workplace. No matter where Grainger operates around the world, the company 1s steadfost in its dedicntion 
to serving customers with the utmost integrity. 

Business Philosophy 
Grainger's business plulosophy is to remain the leader in the industry by seizing technology opportunities early. In 
1976, Grainger became the first in the industry to implement optical character recognition equipment. Grainger 
continued to advance its systems throughout the 1980s by installing a national satellite-based digital contmunicntion 
network. In 199\, Grainger introduced the first comprehensive electronic MRO catalog on CD-ROM. Grainger 
launched the corporate website in 1995 and begnn taking orders online in 1996. 

Over the years. Gramgds product line has expanded to more than 1 million products and repair parts. The Grainger 
branch network has grown steadily, and todoy there are more thnn 700 Grainger branches, making the company 
North America's leading broad-line supplier of maintenance, repair and operating products, with expanding global 
opert~tions. The famous Grainger catalog is published annually, and is nvailable online at Grninger.com and through 
its mobile application. 

7) How long has your company been in the FACILITIES MAlNTENANCE, REPAIR AND OPERATING 
SUPPLIES industry? 

Grainger has been providing maintenance, repair and operation (MRO) supplies for R7 years. 

8) Is your organization best described as a manufacturer or a distributor/dealcr/re-seller for a manufacturer of 
the products/equipment and related services being proposed? 

Grainger is a distributor of MRO products. 
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a) If the Proposer is best described as a re-seller, manufacturer aggregate, or distributor, please provide evidence 
of your authorization as a dealer/re-seller/manufacturer aggregate for the manufacturer oft he products/equipment 
and 
related services you are proposing. 

Grainger is an authorized distributor for all of the products described in Gminger' sprinted and electronic 
catalogs. Grainger has contractual relationships with all of the suppliers included in its General Catalog and as 
such is authorized to include such suppliers· products in its General Catalog offering. 

Grainger.com contains more thnn 1.1 million products from more thnn 4,800 manufacturers and suppliers. 
Grainger's nationwide inventory is valued nt approximately $1.2 billion. AU products illustrated in Grainger 
Catalogs clearly state the name of the product manufacturer and the manufacturer model number. 

b) [f the Proposer is best described as a manufacturer. please describe your relationship with your sales/service 
force and/or Dealer Network in delivering the products/equipment and related services proposed. 

Grainger is a distributor and does not manufacture product . 

c) Are these individuals your employees, or the employees of a third party'? 

Not Applicnble 

d) If applicable, is the Dealer Network independent or company owned? 

Not Applicnble 

9) Please provide your bond rating, and/or a credit reference from your bank. 

Grainger's DUNS number is 005-10-3494 and rating is SA I. 

10) Provide a detailed explanation outlining the licenses and certifications that are both required to be held, and 
actually held by your organization in pursuit of the commerce and business contemplated by this RFP. 

Grainger, as a nationwide distributor of Maintenance, Repair and Operations products, currently holds all licenses 
and certifications required for the distribution of such products in the stoles and localities in which we do business. 
Further detail regarding such licenses and certifications is available upon request. 

11) Provide a detailed explanation outlining licenses and certifications both required to be held, and actually held, by 
third parties and sub-contractors to your organization in pursuit of U1c commerce contemplated by this RFP. If not 
applicable, please respond with "Not Applicable." 

Any third parties and/or subcontractors to whom nny perfonnance pursuant tCl the awarded contract is delegated by 
Grainger shall be properly licensed and certified in their respective fields. Further detail regarding such licenses and 
certifications shall be available from such third parties and/or subcontractors upon request. 
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12) Provide all "Suspension or Disbannent" infonnation as defined and required herein. 

Grainger hus not been suspended or disbarred. 

GRAINGER 

13) In addition to the $1.5 million in General Liability and/or in conjunction with umbrella insurance coverage, what 

level of automobile and workers compensation insurance does your organization currently have? If none, please 

explain. 

Grainger has an Automobile Liability policy with combined sing!~:: coverage of $2 Million. Grainger also has 

Workers' Compensation insurance coverage within s tatutory limits and Employer's Liability coverage of$1 Million. 

Please see Exhibit B 2014 Grainger Memorandum of Lnsurance 

14) Within the RFP category there is potential to be several different sub-categories of solutions: list sub category 

title/s that best describe your equipment/products, services and supplies. 

Please refer to Exhibit C- Grainger.com Category and SubCategories 
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lnd tntry Begujrements &Marketplace Success 

15) List and document recent industry awards and recognition. 

Gr ningea· Industry Awu rds und Recognitions 

2014 Year to Date 

• Fortune 500 2014 (#295) 
• Internet Retailer: Social 500 list (#470) 

• Internet Retniler: 15th largest e-retniler in the US and Canada 

• lntemet Retailer: Mobile Hot I 0 
• Chicago 1 ribune: 2013 Top Workplaces (#II, Large Companies) 

2013 
• Grainger named to the 2013 FORTUNE I 00 Best Companies to Work For® list (Jnnuary) 

• Grainger recognized by /ustilllfional i llvesf()r Mf1guti11e ns having the top IR team in the capitnl 
goodslindustrials sector, as voted by the sell-side (March) 

• Senior Director of Investor Relations William D. Chapman recognized by lnslitutiomrl bm!!>'/tlr 

Mnga'dne as the top lR professional in the capital goods/industrials sector, as voted by the self-side 
(March) 

• Internet Retailer: Sociul 500 lisl (#470) 

• Internet Retmler: 15th largest e-retailer in the U.S. and Canada 

• Internet Retaikr: Mobile Hot tO 
• Chicago Tribune 2013 Top Workplaces (#II, Large Companies) 

• Ranked No. 99, FORTUNE I 00 Best Companies to Work for 
• Ranked #213, Information Week 500- lnl'onnation Week (2012) 

• Ranked #6, Chicago Tribune Top Workplaces 2012 - Chicago Tribune (November) 

• Winner, Canada's 10 Most Admired Cultures award (November) 

• Ranked #I, Wholesalers, Diversified, FORTUNE Most Admired Companies- FORTUNE® 
Mogozlnc (2012) 

• Ranked No.2, MOM's 2012 Industrial Distributors Market Leaders- Modern Distribution 
Management (June) 

• Ranked No.9, MOM's Electrical Distributors Market Lenders- Modern Distribution Management 
(June) 

• Grainger Power Transmission Products ranked No.8, MOM's Power Transmission & Bearin!! 
Distributors Market Leaders - Modern Distribution Management {June) 

• Ron Jadin, named one of the I 00 Most Influential People in Finance- Treasury & Rislt 1\lngazinc 
(June) 

• #61 on 2012 Best Places to Work in IT- Computer\\ orld (June) 

• 2012 CIO 100 Award- CIO Magazine (June) 

• Rnnked No. 73, Barron's 500 , Barron's Magazine (June) 
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• Ranked #23, Super Empresa 2012 Company- E:ipnnsion Maguzinc (May) 
• Wiuner, Heritage Award, American Red Cross of Greater Chicago (April) 

GRAINGER 
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• Senior Director of Investor Relations William D. Chapman Amenca's 2012 Top IR Professional in the 
C'.npital Goods lndustry -lnstitutiouallm•estor Magt1zi11e (March) 

• 2012 Number IS Internet Retailer- Internet Retailor.com (February) 
• Ranked #34, Top 50 companies creating Shareholder Value Chief E\.ecutive Magazine January 
• Rnnked No. 2, Chicago Tribune Top Workplaces 2011 (November) 
• 20 II Corporate Citizen Award for Best Partnership (with American Red Cross)- U.S. Chamber of 

Commerce Business Civic Leadership Center (November) 
• Grainger named oneofthe Best Places to Work in Infonnation Technology- Computcrworld (June) 
• Grainger Recognized for Outstanding Partnership with 2010 Supplier Perfonnance Award and 

Corporate Business Achievement Award by United States Postal Service (March) 
• Gruinger's innovative applications recognized in 2011 Navigator Awards, by Endecn Technologies. 

Inc., a search and business intelligence company. (March) 
• World's Most Admired Company, Diversified Wholesalers- Forttmc (March) 
• Grainger named to 2011 Toduys Facility Manager Readers' Choice Awards (February) 
• Grainger named to the 20 It FORTUNE I 00 Best Companies to Work For list (January) 
• Ron Jadin, 2011 All-America Temn, Best CFO, Capital Goods-Industrials/ Business. Education & 

Professional Services sector, 1n!ititutioual Jm•est01·'s (January) 
• Grainger Investor Relations Team, 1011 All-America Team, Top 3 IR Companies, Capital Goods­

Industrials/ Business, Education & Professional Services sector, lmtitutinnallnvestnr's (January) 

2012 

• Ulinois Governor's Susrninability Award (November 20 I 0) 
• Ranked No. IS on the Most Admired Companies for HR- Human Resource Executive Magazine 
• Ranked No.6 among large companies on the Chicago Tribune's Top Wol'kplnce.~ 2010 list 

• Named one of Lhe Best Places to Work in lnfonnation Technology- Computcrworld 
• No. l, America's Most Admired Compnny, Diversified Wholesalers- Fortune (March 201 0) 

16) Supply three references/testimonials from customers of like status to NJPA Members to include Government 
and Education agencies. Please include the customer's name, contact, and phone number. 

1. Charles Compton 

Sr. Buyer/Supervisor 

Fairfax County Public Schools 

5025 Sideburn Road 

Fairfax, VA 22032 

Email: charles.compton@fcps.edu 

Phone: (703) 764-2522. 

*Best form of communication ls email 
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2. Amy Simpson 

Director of Purchasing 

City of Oklanoma City 

100 Ill Walker 

Oklahoma City, 01< 73102 

Email: amy.slmpson@okc.org 

Phone: (405)-297-3959 

3. Allen Hunsberger 

Purchasing Manager 

County of San Diego 

5560 Overland Ave., Suite 270 

San Diego, CA 92123 

Email: allen.hunsberger@sdcounty.ca.gov 

Phone: (858)505-6362 

GRAIHGBR 
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17) Provide a list of your top 5 Government and/or Education customers (entity name is optional) including: entity type, 
NJPA the entity is located in, scope of the projectls, size of trnnsaction/s and dollar volumes from the past 3 fiscal 
years. 

Grainger's sales to its govennnent customers. inclusi\ t! of Grninger's education customer base, is represented as 13° ') 
of Gminger's 2013 sales of$9.4 billion. Grainger serves customers that represent education, state and local 
government and non-profit entities. 

As Grainger defines education customers, Orninger currently services lhou~auds of Uni versities, colleges, 
community colleges and primary educational institutions. 

Grainger will provide names and location of our top govemments and/or education customers upon contract nwnrd 
nnd after pennission is received from such customers to release this infomlnt1on . 

18) What percentages of your current (within the past three (3) fiscal years) national sales are to the government 
and education verticals? Indicate govenunent and education verticals individually. 

As Grainger defines government sales, whlch includes education customers and non-profit agencies, sales for the 
past 3 years are shown as a percentage of overall sales below. This information can also be accessed online under 
our investor relations website at: http://invest.grainger.com/phoenix.zhtml'lc 76754&p=irol-IRHome. 

• 2013 Sales Government Sales 13% of overall Grainger sales of$9.4 billion. 

• 2012 Sales Govemmcnt Sales 15% of overall Grainger sales of S9 billion. 

• 2011 Sales Government Sales of 15% of overnll Grainger sales of $8.1 billion 
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19) Please describe your company sales force in terms of numbers, geographic dispersion, and the proportion of 
their attention focused on the sale and services of the equipment/products contemplated in this RfP? 

Grainger has more than 4,400 sales team members located across the US who are passionate about hel ping customers 
get the products they need to get their jobs done. The branch network has approximately 4,700 employees who 
primarily fulfill counter nnrl will-call product purchases and provide customer service. The sales force consists uf 
Marl-.et Managers, Account Managers, Government Account Managers, Territory Sales Representatives nnd Onsite 
Service Consultants. 

Account Management: Oedicatcd Sales Staff 
Grainger has a dedicated focus for nil of its Government, Commercial nnd Institutional customers. These internal 
cross-functional teams suppot1 our customers around the country. 

Jn addition to the Commercial and Institutional local Account Managers employed by Grainger, we maintain a 
support staff 674 dedicated Account Managers for Government Accounts, inclusive of Higher Education customers. 
These Com111ercial and Government Sales Directors, District Sales Managers, local Account Managers, Account 
Relationship Manngers, and branch support team members are strategically located across the United States By 
utilizing our National Sales team, Grainger has the ability and capability to make face to face contact with all 
participating NJPA Member locations. Please note that oil individuals are Grainger employees and not employees of 
any third pnrly. 

Please see E~hibit D for Grainger Nntionnl Government Sales Organization Chart. 

20) Please describe your dedicated dealer network and number of individual sales force within your dealer network in 
terms of numbers, geographic dispersion, and the proportion of their anention focused on the sales distribution and 
delivery of your equipment/products and related services contemplated in thts RFP? 

As a distributor, Grainger is not considered, nor employs, a dealer network. To dehver products to our customers, 
Grainger transports product through a robust transportation network of numerous carriers throughout the U.S. Due 
to the high number of shipments processed on a daily basis, Grai11ger is one of UPS's top customers on a global 
basis. UPS's 2013 actual nationwide on-time perfonnance fot' Grainger wns 99Qo (representing the percent of 
shipments which met the UPS committed transit time for standard shipments). 1l1e vast majority of shipments are 
canied by UPS. We also enjoy a prefeJTed customer relationship with global provider fedEx. Due to our strong 
pannerships with UPS and FedEx, we hnve significant leverage to secure competitive rates ami large capacities 
even in emergency situations. 

In addition to Grain~er's standard freight at no cost to NJPA Members, Grainger offers vnlue added dynam1c 
delivery Clption:; Your Public Sector Account Management team will worlc closely witJ1 NJPA Members to insure all 
deliveries are efficiently bandied to ml!el the demands of thnt locatton. 
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To continue to help NJPA reduce costs, Grainger will work with customers to install our KeepStock Inventory 
Management Solutions* (desclibcd in detail in Tab 6, Question 4R). 

*Please note: EligibiliO' for Grainger's KeepStock solwions is .wbjl'CI to certain qualifying criteria, and may requirl! 
w1 011-site (lssessment at customer site Ia be conducted by Gruinger 's Consulting Services group. Mlllual agreemc:111 
011 rite hours of wcek(F use of Grainger personnel is a condition of KeepS rock OnSite implemenlarion. Customer 
ac:cepwnce of licensing terms is requi1wl in regard to sofiware-/;asecl solutions am/ a written se/1'ice agreement is 
required for Kel!pStock solutions. 

For further eligibility criteria and keys to understanding Grainger's KeepStock solution:>, pleosc refer to Exhibit L -
Grainger's KeepStock Solutions: Key Understandings. 

21) Please describe your dedicated company service force or dedicnted network in tenns of numbers, geographic 
dispersion, and the proportion of their attention focused on the sale of the equipment/products and related services 
contemplated in this RFP? 

Today Groingcr scrv~:s nnd provides maJonty of products next day to over two million customers across the United 
States through a world class distribution network of over 360 branches in all 50 states, which are supported by 13 
distribution centers (OCs), shown in Figure I -Grainger Distribution Centets. Grainger" s world class distribution 
network artd supply chain starts wirh over 4,800 supplier partnerships that provide Grainger access to over 1.1 
million unique products across 31 broad product categories. 410,000 of these items are actively stocked in 
Grainger· s U.S. branch a11d DC network. Grainger has mvested overS 1.1 btllion in inventory that is strategically 
located in our U.S. network. This industry leading inventory position is designed to ensure we consistently get our 
customers the right product, to the right place, at the right time. 

Complete Listing of Current US Grainger Distribution Centers (DCs} and Master Brancheli 

Distribution Centers 

Name of Facility 
Location Approximate Approximate 

(City and State) Number ofSKUs Square Footage 
Los Angeles DC Mira Loma. CA 129,000 335,000 
Sun Francisco DC Patterson, CA 219,000 820,000 
Dallas DC Dnllas, TX 136,000 550,000 
Greenville DC Fountain Inn, SC 280,000 1,200,000 
Jnckson~·iUe DC Jacksonville, FL 113,000 230,000 
Kansas City OC Kansas City, MO 135,000 1,300,000 
Cleveland DC Macedonia, OH 132,000 380,000 
Minooka OC Mmooka, IL 400,000 1,100,000 
New Jersey DC Robbinsville, NJ 143,000 430,000 
Southaven DC Southaven, MS 108,000 230,000 
Den"cr Master Branch Denver, CO 74,000 45,000 
Plymouth Master Branch Plymouth, MN 90,000 35,000 
Seattle Master Branch Seattle, WA 81,000 56,000 

(Figure 1 Gramger D'1stnbu1wn Centers) 
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GRAINGER 

At each of Grainger's 360 branches nationwide, I mined Customer Service Associates (CSAs) nssist customers in 
identifying and filling their product needs. These services are nvnilnble from 8:00am to 5:00pm Monday- Friday. 
Account Managers nre assigned to work closely with specific NJPA Members to identify product and service needs. 
These needs are varied but include identification of product alternatives for cost savings, product standardizatiOn, 
vendor consolidation, and the exploration of cost savings opportunities through energy and hghting audits. In 
addition, Grainger will supporl NJPA Membct's with nsststnncc in product application and selection ns well as 
product training. In addition, Grainger also has Regional Contact Centers providing 2417 Customer Service. 

Lu the event thel'e is a problem wtth any order plnced by an NJPA Member, Grainger will promptly respond and work 
with the NJPA Member to take appropriate corrective action to resolve the situation 

All of these individuals are employees of Grainger and are focused on servicing Grainger's NJPA Members. With 
more than 23,700 knowledgeable employees, the Grainger sales teams and customer service teams are focused on 
providing NJPA Members with relevant solutions to meet their initiatives. Grainger's employees serve more than two 
million customers daily, which are inclusive of NJPA Members, through multiple channels. 

22) Please describe your dedicated dealer service force or network in tenns of numbers geographic dispersion, and 
the proportion of their attention focused on the sale of tbe equipment/products and related services contemplated 
in this RFP? Additionally, please describe any applicable road service and do they offer the ability to service 
customers at the customer's location? 

Grainger does not have such a dealer servi<.:e network and. instead engages our suppliers and manufacturers to 
provide such service through their respective items. Information regarding the availability and geographic 
dispersion of such services can be requested from our suppliers. 

Key Suppliers 
Grainger hns nlllltiple manufacturel's and suppliers classified as Key Suppliers. Grainger has fonned a strategic 
relationship with ench oflhese suppliers. Most or our Key Supphers have manufacturer's representnttves who are 
dedicated to serving Grainger's customers. 

As a distributor, Grainger relies on its manufacturers and suppliers to provide us with hig.h quality finished goods 
Therefore, Grainger's manufacturer and supplier selection and evaluation process is criticnl to Grainger's success. 
Grainger's Product Management Department is responsible for selecting and evaluating quality suppliers and 
communicating Grainger's expectations to them. 

We evaluate our Grainger General Catalog manufacturers ond suppliers usmg u quantitutive-based performance 
Scorecard which compares the entire General Catalog supplic1· population and also provides direction oo high-impact 
improvement opportunities. 

Additionally, tJle Grainger supply chnin team is responsible for driving continuous improvement and overall cost 
reduction initiatives. 
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23) Describe in detail your customer service program regarding process and procedure. Please include, where 
appropriate, response time capabilities and commitments as a part of this RFP response and awarded contract. 

At Grainger, customer service tenm members represent employees who tnke the time to learn about each customer's 
business needs and goals. Grainger's employees apply their knowledge and focus on each customer's individual 
needs to help save ttme and money. 

At each branch location, trained Customer Service Associr11es (CSAs) 11ssist every customer in identd)ring their 
product needs. Generally, order entry into Grainger's computerized order/inventory system occurs as the CSA takes 
the order from the customer. The branches also accept faxed and mailed orders. In addition, Orainger.com allows 
customers to order online 24 hours per day with full access to branch inventory and services. 

Customer Ser\'ice Toll-Free Help Desk 
Graiogcr maintains a toll-free customer service number ( 1-800-GRA!NGER) to provide assistance to NJPA 
Members us needed. These customers can call from 8:00AM to 5:00PM EST on business days and talk to a 
tenured customer service representative and/or technical support. NJPA Members con also call the Grainger.com 
Customer Service team 24 hours a day, 7 days a week or e-mail the team for assistance. 

The Customer Service team, consisting of highly trained and experienced employees, is encouraged and 
empowered to go above and beyond to serve NJPA and NJPA Members. 

All Customer Service team members nre able to provide infonnation, answer questiOns, place orders and address 
customer concems or issues, such as: 

• Information on order stah.ts and deliveries 
• Backorder infonnation 

[tem price infom1ation based on contruct 
• Product availability 
• Detailed product tnfonnation 
• Helping Customer locate product for spectfic npplicahons and finding products wT1tch meet certam tecbmcal 

reqmrements 
• Providlllg dedicnted mnoufncturer and technical support resources 

Helpmg Customers selecting alternate products to complete purchases 
• Placing and managing emergency orders 
• Generating product quotations and assisting with order placement 

In addilion, NJPA will be supported by a Senior Govenunent Sales Manager, who fncilitates the contract education, 
implementation and rnanngemenT ofthe NJPA contract.. Post award, the Senior Govcmmenl Sales Manager will 
implement and transition the new contract's features and benefits, identify additionnl cost savtngs opportumties nnd 
work to ensure contract compliance w1th the dedicated Grainger Sales team. 

NJPA Members will also be supported by additional Grainger resources {described in figure 2 below), solutions 
and activities, whether they are standard day in and day out functions or tailored to specitic NJPA needs. See the 
chart below and rhe buileted narrarive for more detail regarding everyday support and additional support (Figure 2). 
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(Figure 2- NJPA S11pporting Organi:ations) 

Everyday Support (Local): 

GRAINGER 
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• The Senior Government Sales Manager will coordinate the efforts of the local Government Account 

Management teams, each consisting of o District Sales Manager, Govemment Account Relationship 

Managers, as well as a regional Public Safety and Emergency Management Program Managers. Our 

Government l~nm has many years of experience serving govennnent nnd education customers. This team 

will continue to bring its experience and expertise to help NJPA Members perform efticiently, manage their 

inventory needs, ensure compliance to the contract tenns and, ultimately achieve incremental cost sa\ ings. 

• Grainger's Customer Service team members, led by the Market Managers for each branch location, will also 

continue to bring their expertise and assistance with exceptional customer service, essential infonnation and 

solutions. 

Additional Support Options (National): To the extent applicable, Grainger has the following: 

Grainger brings its proven eCommerce punch-out functionality options to NJPA. The Grainger eCommercc 

Operations team members include Business-to-Business (13213) Implementation Managers, eServices 

Specialists, System Analysts and a fully staffed Customer Care Team. 

Grainger's Onsite Services Consultants (OSSC) assists by bringingjust-in-time product solutions to help 

optimize inventory, streamline ordedng and restocking critical customer inventory as determined through 

mutually ngrced upou stocking levels und customer approval. OSSC's are engaged when a Customer is 

leveraging one of Grainger's Onsite Vendor Managed Inventory (KeepStock't;) programs. 

Groinger also brings extensive experience in nssisting customers when emergencies arise, including ellicient 

and effectiYe Emergency Operations Center Support assistance 24/7, 
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Grainger's Risk Mitigation plans are already prepared and in place in several states. They are tocused on 
ensuring the First Responders and First Receivers bave the products they need when responding to nn 
emergency, from natural disasters to other events. Grainger's emergency response teams work directly with 
Federal, State nnd local first rcspomler and emergency management agencies to help restore order and public 
services after and during disasters; for example, forest fires and floods in Colorado, Hurricane Sandy, 
devastatmg forest fires Califomin and the BP Gulf Coast Oil Spill. 

After Hour Emergencies 
This service provides emergency product fulfillment service to all customers after normal branch business hours. A 
Grainger Call Center provides 2417 service for calls to our 1-800-CALL-WWG service line. Once a request ts 
received, the call center representative can immediately check local inventory and will contact a local Branch 
representative to open the branch location. A local Grainger field representative is commiltt!d to contacting the 
customer within 60 minutes ofthe initial cnll to help solve the customer's problem. The fcc fot• the emergency 
sel'Vice is waived and proYided at no cost to NJPA and NJPA Members. 

Tecbnicul Support 
Grainger has on in-house Technical Product Support Department thnt is the source for answers to product-related 
questions, which is offered on un as needed basis at no cost to NJPA Members. NJPA Members will have easy 
access 10 technical support durmg standard business hours simply by contacting the local branch and requesting 
technicnl support. l.n Grainger's key suppher programs, mam1facrurers' dedicated field resources work solely'' ith 
Grainger's field representatives 

Our industry-leading Technical Product Support Specialists have the hands-on experience and training to assist you 
with the following: 

• Product selection 
• Application assistance 

• I nstalla 1 ion 
Troubleshooting 
Perfonnance data 

• Maintenance 

• General technical guidnnce 

NJPA Members can <tlso email a product question directly to Grainger vi.a our Graingt::r.com web-site. The 
questions are forwarded by email to the appropnnte subject matter expert who, in 1\lm, responds directly to the end­
user. 

"LheChat w1th Photo'', i~> n new feature orthe Gramger.com mobiie app lor the iPhone. Customers can send or 
attach a photo of n product to a Grainger Customer Service represemntive during a live chat to get adclitionnl 
product related support. 
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Grainger is dedicated to customer satisfaction, as well us driving cost out of our customers' businesses. To 
accomplish this, Grninger will conduct quarterly business meetings with NJPA and members of Grainger's 
Government Sates team led by the Senior Government Sales Manager. At this meeting we will review current 
NJPA customers' satisfaction as well ns future goals in order to proactively make any changes and enhancements to 
ensure sntisf.'1ction. Also during these meetings, we will look for (lther opportunities for cost savings solutions such 
as reviewing NJPA ·s purchases and focus on those Items most frequently purchased, as an example. In addition, we 
will review new iniriatives of NJPA Members to see what solutions Grainger could bring to ensure customer 
satisfaction and to drive additional cost savings. 

Problem Resolution Procedures 
In the event of any problems or challenges, our Senior Government Sales Mnnnger and local sales tenm members 
will collaborate with NJPA Members to gain a full understanding of the issue. They will assist the Member in 
identifying available product options and will usc available resources to assisr the Member in an immediate 
resolution. lfthc problem cannot be resolved right away, the Grainger Senior Government Sales Manager, District 
Sales Manager or Account Mannger will elevate the issue to the nppropriate Sales or Service Director for additional 
intemal support, 

At Grainger, it is our goal to minimize problems or tssues from occurring in the first place. We have built a culture 
of Continuous Improvement (Cf) as the foundation of our Quality Assurance Plan. This set of concepts, principles 
and tools is used to create and deliver the most value to our customers whtle consuming the fewest resources. A 
critical port of Cl at Grainger is the use of a deliberate and iterntive cycle of Plan, Do, Check and Adjust (POCA) 
activities to dlive quality. 

• Plan: In the planning phase we will establish processes that meet the objectives and goals that NJPA has 
established in the Rf.P 

• Do (Execute): during this phase we will implement the plan and execute identified the processes 
• Check: we will study the actual results and measure those against the expected results NJPA has outlined to 

identify any variation. Through the use of data analysis, Grainger will identify deviations !Tom the 
implementation plan to ensun: we have the proper infom1ation for the next phase in the cycle. We will use 
specific reporting 10 check our perfom1ance against NJPA's goals 

• Adjust: Grainger will rake corrective nction on differences between our actual nnd planned results, We will 
analyze the ditTerences to detennine their root causes using Cl methods and identitY where we need to 
apply changes that will improve the process to drive the de:;ired outcomes 

One~: the adjustments are acted upon, the POCA cycle will begin again. This comprehensive program of PDCA 
nllows us to constantly measure our perfonnnnce against the standards that N.IPA has set. This process also allows 
Grainger the nexibtlity to quickly implemem process improvements to eliminate issues thtll may arise. 

24) Identify any geographic areas or NJ PA market segments of the United States you will NOT be fully serving through 
the proposed contract. 

Grainger willmnke the contract available and provide all MRO supplies requested in the proposed contract to all 
NJPA Members and market segments. 
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25) Identify any of NJPA Member segments or defined NJPA verticals you will NOT be offering and promoting an 
awarded contract to? (Government, Education, Non-profit) 

Grainger will make availnble an tl\\ arded contract to all NJPA Member segments and delin~:tl NJPA verncnls. 

26) Define any specific requirements or restrictions as it applies to our members located off shores such as and 
Alaska and the US Islands. Address your off shore shipping program on the Pricing form P of this document. 

Title transfers to NJPA and Participating Public Agencies ot time of delivery, FOB De~tination. Other tenns apply 
to Alaska, Hawaii, export orders, and for orders placed for Sourced Products. Any extra charges incurred for 
additional sen'lces, such as expedited delivery, carrier or special handling by the carrier, must be paid by Member. 

In addition, any and all U.S. export restrictions and regulations shall apply to export shipments. 
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Marketlmr Plan 

27) Describe your contract sales training program to your sales management, dealer nerwork and/or direct sales 
teams relating to a NJPA awarded contract. 

Grainger will train and educate our national public sec1or sales force and the NJPA team on the features and benefits 
of our new Master Agreement. The training plan includes four mnin phases, as detailed here: 

Step 1: 

Step 2: 

Step 3: 

Step 4: 

Starting with the training materials Grainger and NJPA worked together to develop and which were 
used with the existing agreement, Grainger will work with the NJPA team to update those tnuning 
materials to incorporate changes, enhancements and benefits prO\ ided under the new Master 
Agreement. 

Grainger will enhance the online training materials to allow lor delivery through a Web-Ex fonnat 
which will then be presented on n regional basis lo the national audience. The training objectives are to 
provide a complete overview of the new Master Agreement and how Grainger team members can 
continue to deliver great service, solutions and contrnct compliance under and with the new Master 
Agreement. 

The training will be rolled out regionally, wtth endorsement from Grainger executh e leadership, to all 
customer-facing employees and phone associates. Our eCommerce customer service representatives 
will also go through the training to ensure consistency of experience in deli\et ing the e-Commcrce 
solutions. 

All training will be tracked to ensure that all national sales einployees have successfutly completed the 
training and have a full understanding of how to bring the new prOb'Tam under the Master Agreement to 
market for our mutual cus1omers. 

l8) Describe bow you would market/promote an NJPA Contract nationally to ensure success. 

Gramger's NJ PA specific marketing plan will incorporate cooperation with NJPA mnrkeung and sales leadership. 
This marketing plan nctiva1es a nationwide coverage targeting all NJPA Members and potential new Member:; 
through all of Graing<:r sales and mnrkeling chan11.els (including, but not limited to: Snles Force, Branches, General 
Catalog and eCommerce pla1fon11s). All products, services and solutions will be offered to all current and potential 
ne\'·1 NJPA Members. Grainger will also utilize webinars, Lradc publlcntions, direct mail, uHemet-based advertising 
and trnde shows as an opportunity to further market the NJPA Contract. 
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29) Describe your marketing material, and overall marketing ability, relating to promoting this type of partnership and 
contract opportunity. Please send a few representative samples of your marketing materials in electronic fonnat. 

Consolidated Grainger- NJPA Mnrketin~ Plan: 

Ed~rnal Marketing Plun Key Elements: 

Grainger's NJPA specific marketing plan (elements previously listed in above sections) will require joint cooperation 
with NJPA marketing and sales leadership. This marketing plan activates n nationwide coverage targeting all NJPA 
Members and potential new Members through all of Grainger sales and mnrketmg channels (Snles force. Branches, 
Catalog, eCommerce, Resellers). All products, services und solutions will be offered to all current and potential new 
NJPA Members. 

• Primary Go-To-Market Channels: 

o Government Sales Force: More than 674 sales professionals serving all 50 United States, wtth 
emphasis on the metro markets. Communication nnd training for all sellers, with additional emphasis 
for those target areas where there is significant growth opportunities. We will defend the NJPA 
Conlrnct with exjsting Members/Customers. We will also focus on new Members to gain additional 
sales and service opportunities. Key marketing components: lntrnncr infonnation. sell sheets, fact 
sheets, tnrge1 lists. 

b eCommerce Channel: Over $1 .1 billion in sales is conducted each yenr through Grainger's 
eCommerce channel. NJPA landing page created for Members. When Members log into 
grainger.com, they are directed ton landing pnge that highlights the NJPA Contract and the value that 
Grainger brings to the Members. Grainger can also provide Member specific "punch ()Ut" integration 
with e-procurement systems. 

o Branches (Grainger Stores): Over 360 stores/branches located throughout all 50 United States. All 
customer service associates irt the branches and government call centers will be able to posltion the 
value of the NJPA Contract. 

o General Catalog: Hard copies of catalogs are printed and provided directly tu customers. NJPA 
Members receive the Grainger catalog, with the product offering tied directly to the NJPA Contract 
and value offering. Grainger '~ill continue to target NJPA Member locations with lhe Grainger 
cntnlog. 

o Supplier Diversity (Small, Disadvantaged, Woman Owned, Veteran Owned Businesses): NJPA 
Members who have set-aside funds targeted for these types of businesses have the nbility lO meet rhose 
targets through Grainger's supplier diversity opportunities Our Distributor Alliance team will be 
communicated and !mined on the NJPA Contract and the value rhat it drives for Members and for their 
businesses 

Pub1icntions: Grainger hns the ability to product' and maintain color tiles for print advertisement in full page, half 
page and qunrter pnge formats. Thes~ ads will be used to coordinate with existing NJPA Catalog and other 

promotional media. 
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.Public Relations Plan: Grainger's NJPA marketing plan will include aPR schedule and plan. Thts will focus on 
nrticles tnrgetmg local periodical and industry trnde publications. As Gn11nger's PR plan is executed, \Ve will look 
for opportunities to promote and recognize the NJPA relationship and how value is delivered to Members. A press 
release will be issued upon awar~ with NJPA, announcing our ongoing relationship b.:tween Grainger and NJI'A, and 
the ve~lue that is provided to Members. 

Grainger's primary marl..eting channel for NJPA is our sales force, with direct contact with Member decision makers. 
There are targeted advertising opportunities, however, that will be identified. 

Tradcshows: Grainger actively porticipates in a vancty of key nationaltradeshows that target our public sector 
customers in the stnte, local, and education markets. Examples of those we have attended Include the National 
Institute of Government Purchnsing (N lOP), National Association of Education Procurement (NAEP), and 
Jntemational Association of School Business Officials (I·ASBO). Grainger evaluates our tradeshow participation 
annually to detennine which shows most closely align to our initiatives and budget. In addition to national 
trndeshows1 Grainger may participate in a variety of regional/local trndeshows throughout the United Stutes targeting 
our state, local, and education customers. Attendance at these shows may offer additional opportunities for Grainger 
to actively promote the NJPA contract and how we deliver value to Members. 

Grainger will continue to work in cot~iunction with NJPA on the successful marketing and promotional efforts that 
have been implemented over the tenn of our current contract. Grainger is also comnutled to developing new material 
that would benefit all parties, including NJPA Members. Such efforts may consist of case studies, co!lnteral pieces 
and presentations. 

Please see Exhibits F. I, P.2, F.J and F.4- Grainger"s NJPA Marketing Material Examples. 

30) Describe your use of technology and the internet to provide marketing and ensure national contract awareness. 

By selecting a distributor who already knowl> whnt to do, how to do it and is already doing it, NJPA can be sure the 
t!fficiencies it 3chieves today will continue, unintem1p1ed. With Grainger and through the use of a customized 
catalog, Grainger will provide marketing and ensure nationnl conttact awareness. 

Graingcr.com Landing Page 
Grainger has developed an NJ PA landing page for NJ PA Members on Grainger.com (Figure 3 and Figure 4 below), 
which cun be accessed via the following link: 

http:/l w\vw.grainger.com,content/njpacoop 

This landing page features new products, a contract overview and live links to solutions to assist NJPt\ Members in 
driving cost out of their facilities (i.e. lm·entory SolutiOns, Site Audits). The landing page infonnation may be used 
to communicate and create nwar~lless of the contract benetits to NJPA Members, including info11nation regarding 
products available through the existing NJPA ·Grainger contracts 
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31) Describe your perception ofNJPA's role in marketing the contract and your contracted products/equipment and related 
services. 

NJPA can help position the benefits of the NJPA - Gra1nger contracts with NJPA Members by continuing to provide 
tradeshows, newsletters and educational training opporrunities. Through these marketing tools, NJPA Members Will 
be able to recognize the benefits of utilizing the NJPA cooperative contract versus each individual Member agency 
conducting their own rFBs. Contracts benefits tnclude, but are not limited to: 

• Time and resource savings in purchasing processes 

• Lnrge volume pricing 

• Access to Grainger's inventory of nenrly $1 I bJIIion natiOnwide 

• Access to lending manufacruters and suppliers 

32) Describe in detail any unique marketing techniques and methods as a part of your proposal that would separate you 
from other companies in your industry. 

As the incumbent, Grainger is r1ble to directly market the NJPA Contract. NJPA Members abo have dire<:t access to 
key Grninger pc!rsonnel today. Grainger is nlso able to employ powerful marketing techniques, as NJPA Members 
have strong visibility to the cunent Contract. Grainger will continue to utilize our Brand team members who are 
focused on driving strategy in Public Sector accounts and team members who are focused m Marketing 
Communication and driving effective marketing campaigns. In additions, Grainer has the nbihty to custonme web 

interfaces to drive comphnncc on contract spend. 

33) Describe your company's Senior Management level commitment with regards to embracement, promoting, supporting 
and managing a resultant NJPA awarded contract 

Upon nward and renewal of our current partnership, Grainger will circulate e-mail notifications, vo1cc messages nod 
company intranet messages to all involved Grainger team members annouuc1ng the continuation of our successful 
partnership and the new Master Agreement. These messages will endorse the new Master Agreement as n viable 
option for Participnting Public Agencies and will highlight some of the key changes and benefits of the new 
contract. They will also highlight the value I hat this contract brings so that sellers, in pnnicular nre immediately 
equipped with information to position the new Moster Agreement with our current customers and potential new 
customers to ensure the success of our relationship continues and grows. A specific call to action will also be 
developed and communicated with the Public Sector Leadership team explaining implementation strategies and 
plans for the new Master Agreement. 

J4) Do you view your products/equipment applicable to an E-procurement ordering process? 
_K_Yes __ No 
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n) If yes, describe examples of E-procurement system/s or electronic marketplace solutions that your 
products/equipment was available through. Demonstrate the success of government and educations customers 
to ordering through E-procurement. 

Grainger generates approximately $3 billion in online sales and, measured by revenue, is the 15th largest 
cConunerce provider in the U.S. At Grainger, eProcurement supports over 54,000 active accounts. When 
Members log into grainger.com, they 11re directed to a lnnding page that highlights the NJPA Contract and the 
vnlue that Gminger brings to the Members. Grainger can ulso provide Member specific "punch oul'' inteb'Tation 
with e-procurement systems. 

Our eProcurementteam hus more than 200 years of combined experience integrating customers across more than 
I 00 third party providers to implement eProcurement punch-out solutiOns through direct connect soft ware. [n 
2013, we processed more than 2,000,000 eProcurement orders and completed more than 280 new eProcurement 
integrations. We currently add approximately one new connectio11 per day and continue to refine our processes to 
expedite the delivery of our integrated solutions. 

Grainger's punch-out catalog allows for direct communication between the eProcurement System nnd a 
supplier"s Enterprise Resource Planning system via eCommercc Extensible Markup Language (cXML) 1.0 or I .I 
standards. 

Grainger' s eProcurement system supports more than I 00 828 Platfonns and Markel Sites includmg Ariba, 
Oracle, PeopleSoll, Global Healthcnre Exchange, and SAP. Grainger's cProcurement Punch-Out catnlog 
functionality includes the features of our Grainger.com site as well as. 

• Gminger's on-line catalog with up-to-date Contract pricmg and real-time availability 
eQuotes provides NJPA Members with the ability to recetve electronic quotations directly upon 
eProcurement punch-out 
Requisition rerumed to customer eProcurement system approval and order generation 
Order Confinm1lion (Estimated Ship Dare, Items Ordered, Quantity and Price) 

• eProcurement punch-out customers who place an order with Grainger will receive an email notification 
when the order has shipped 

• Electronic und Paper Invoice 
EFT, P-Card and Ghost P-Card 

Given our existing presence with NJPA, we are confident th:ll, b) selecting Grainger as the supplier, NJPA 
Members will e.'(perience 11 streamlined implementation process, a reduced implementation timeline and a 
minimal learning curve. 

35) Please describe how you will communicate your NJPA pricing and pricing strategy to your sales force nationally? 

Grainger will continue to educate its sule force on pr·icing and pricing .strategies of the NJPA contracting process as 
well as the benefits of the NJPA Membership. 
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Grainger requires rhat the Public Sector sales team members ha\ e knowledge, at a minimum, of each of the 
[()!lowing: 

i. Competitive Market pricing 
ii. Contract tenns and conditions 

111. No cost to participate 
iv. Non-exclusive contract 

Grainger will continue to conduct weekly calls with our aligned NJPA Contract Manager regarding business topics 
such as leads, targets and membership needs pertaining to lhe Master Agreement. 1t is Grainger's expectation that 
both Grainger and NJPA personnel continue to participate actively during these calls to move our mutual business 
forward. 
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36) Describe your level of experience with national, state and local cooperative contracts. 
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Grainger utilizes various existing contracts to meet the unique purchasing needs of its customers. Gramger's 
successful relationships with various national cooperntivc agreements are bosed on Grainger's commitment to 
provide choice and vnlue to its customers. I 

Government Organi1.ation 
Grainger's government and healthcnre business in 2013 totaleu $1.3 billion, including sales to our state. local, 
education and federal customers. The breadth nnd extent of this business is vast, comprised of contracts with 47 
states, thousands of local government entities and the federal government. Grainger's government sales organization, 
which is supported by approximately 674 professional Account Managers, is solely dedicated to servicing these 
government sector customers. Our govemment sales organization allows Grainger to focus on the unique needs of 
the government customer while gaining insight into and expertise in government procurement. All government team 
members receive nnnual compliance troining to ensure that they know and understand our government customers' 
requirements and can meet our customers' ethical standnrds for procuremen!. 

37) What is the annual dollar sales volume generated through each ofthecontract(s) identified in your answer to the previous 
question. 

Grainger's sales to its government customers, contract-based and inclusive of Grainger's education customer baM:. 
represented 13% of Grainger's 2013 sales of $9.4 billion. 

38) Identify any GSA Contracts held or utilized by the Proposer. 

Grainger holds a GSA Contract (#GS-06F-0007J) under the 51Y- Super Hardware Stores Schedule along with other 
Blanket Purchase Agreements with GSA. 

39) What is the annual combined dollar sales volume for each of these contracts? 

Grainger's sales to its government customers, contract-based and inclusive of Grainger's education customer buse, 
represented 13% of Grainger's 2013 sales of$9.4 billion. 

40) If you are awarded the NJPA contract, are there any market segments or verticals (e.g., higher education, K-12 locul 
governments, non-profits etc.) or geographical markets where the NJPA contract will not be your primary contract 
purchasing vehicle? If so, please identify those markets and which cooperative purchasing agreement will be your 
primary vehicle. 

Grninger will support and mnke the NJPA Facilities Maintenance, Repair and Operating Supplies Contract avmlable 
to all NJPA Members who choose to access our broad product lint:. 
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Grainger does hold contracts with other cooperative business partners. NJPA is positioned as one of our primary 
cooperative contracts for Local Government and Primary Education market segments. However, as stated above, 
Grainger will support the NJPA cooperative contract in nil market segments related to state, local, primary 
~ducation tmd higher education, based on the customer's decision to utilize the NJPA contract. 

Upon award, ex.isting Grainger customers that nre purchasing products under the existing NJPA conrrnct will 
trans limn over to the new Master Agreement from the first day the tenus and conditions of this contract take effect. 
All nl'W public agency customers that would like to use the NJPA Master agreement and its tenns will execute the 
standard affilintion declarntioo process that is in place today under our ex.isting agreement. Affiliation declaration can 
be done electronically through www.grainger.com/content/njpacoop or via hard copy. A sample of the nffiliation 
document has been submitted with this proposal. 

Please refer to Exhibit G- Participating Member Affiliation Document. 

41} How would you leverage an NJPA awarded contract in your sales process? 

Grainger will support ull customers who choose to access our broad product line through the NJPA Contract. 
Grainger will support the NJPA Contract in all market se&'T11ents related to state, local, primary education and higher 
education, based upon the customer's decision to utilize the NJPA Master Agreement. 

42) IdentifY a proposed administrative fee payable to NJPA for facilitation, management and promotion of the NJPA 
contract, should you be awarded. This fee is typically calculated as a percentage of Contract sales and not a line item 
addition to the customers cost of goods. 

On:1inger is pleased to offer NJPA on odministrnt1ve fee, please see our response in Exhibit H- Pricing Summory 
Offer. 
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43) If applicable, describe any product/equipment trainmg programs available as options for NJPA members. If 
applicable. do you offer equipment operator training as well as maintenance training? X Yes _No 

Yes. Grainger offers vorious tmining programs ~epending on the specific needs of the Members end user. In the 
event NJPA Members require training on the use of the vanous ordering channels or product solutions, such 
training is available upon request. 

Grainger will provide access to training or seminars to Members under au uwarded contract, mcluding mutually 
ngreed upon content, locations and method of delivery that best fit the needs of the end user. Grainger will also 
nmify pmential users when seminars are available. Please note that all of Grainger's seminars are scheduled upon 
request and, without the knowledge of authot•ized user requirements, we nr~ uuable to provide content specifics 
within the scope ol' the proposal. The number of seminars will be based on the number of participants as 
applicoblc 

Examples of availnble seminars include: effective inventory managemen1 practices, Gramger.com training, 
manufacturer lt:nd product/ safety training and more. Grninger offers a free On the Job Webinnr Series nl 
Graingcr.com, which provides current industry infonnntion and helpful updates. Industry l!xpens nnd 
knowledgeable Grninger staff work together on relevant solutions for key business issues including: 

• Safety 
• OSHA Regulation> 
• Productivity 
• Procurement & ln\'entory Management 
• Green Solutions 
• Emergency Preparedness 

End users are able to register and ullend free online Webinars nnd vi¢w past webinar recordings, which are all 
uv<~ilable online. 

Grainger has also fanned srrategic relationships with key suppliers in many commodities. Most of these supphers 
have manufacturer's representatives who are dedicated to serving Grainger's customers. For example, as one of our 
key Safety suppliers, Brody maintains a team dedicated to serving only Grainger's customers In add1tion, 
Grainger works w1th Acnro, Miller, UVEX, MSA, 3M and North Safety, among. others, for facility and product 
surveys. Groinger·s strong relationship with our suppliers enables our sire spec1fic Account Managers to Leam with 
suppher rcprescntati\·es to provide access to sem111ars and training for eligible end usl!rs. 

Grainger will work with NJPA end users to identify products and product categories for which they would like 
additionaltraming. Grc~ingcr will work with our General C~talog manufacturers and s1.1rpliers to develop training 
programs, as required per NJPA 's net!ds. 
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Some examples of progrmns that we cutTently provide access to include: 

DeW nit Power Tools- Customer safety presentation 
• Hands on demonstration of safe operating pracli~es for power tools 
• Joint presentation by Grainger Account Manager and DeWalt representntive 
• Generally perfonned at customer location 

GRAINGER 
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GE Lighting Site analysis of t•cqulrcmcnts- Detailed evaluntion of current usage and typc:s of lamps used 
• Recommendations based upon most energy efficient and cost effective available products 
• Performed jointly by Grainger Account Mnnager and GE Snles Representative 
• Perfom1ed at customer locution 

Proto Tools lland tool safety seminar- Demonstration of correct method of toolttsoge 
• Joint sales presentation by Proto and Grainger representatives 
• Certificate issued upon completior1 of class 
• Generally conducted at customer site locations 

Brady Manufacturing Lock Outffug Out Cl:~ ss- Training for correct methods to apply lock out/tag out devices 
for compliance to OSHA 

• Film presentation and hands on demonstration of different devices 
• Joim prcsentntion by Grainger Account Manager and Brady Representative at the customer location 
• Note: Fee-based seminar 

Safety Sign anti Pipe Marking Survey- This survey consists oftoking a facility tour during which the Brady 
representative notes any areas that mny require additional signage or pipe markers. 

• There is a short meeting ofter the tour to discuss the findings and to show possible solutions 
• PerfonHed jointly by Grainger Account Manager and Brady Representative at the customer location 

Green lnitluth•c Updates and 1'1·uining- Grainger's green products cun·ently exceed 33,000 SKU's, therefor we 
will provide product training on reducing energy, reducing water waste and improvmg mdoor air quality at 
Customer sites. 

*Note: Product-specific training ll'ill be mutual~v detemrin('d through the post-t/ll'lll'd fnrplement(l{iun process t111d 
on-going as end user requi1·ements are identified. At.:ce.H to rhird-Jwrry-ojJeJ·ed training may require separate 
ugreement directly wlrh third-party provider. 

44) Is thjs training standard as a part of a purchase or optional? 

All training offered through Grning~r is optional. 
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45) Describe current technological advances your proposed equipment/products und related services offer. 

Since Grainger's inception, the core belief of the organization focused on bringing value lo every customer, nlong 
with pro\'iding best in class customer service. Grainger's unique core value proposition is grounded in providing 
curting edge so)Uiions that save customers time, money and space by providing the best nvailable pricing, fast and 
efficient delivery . . regardless of the location, dynamic reporting capabilities, a robust online ordering system and 
more. 

By focusing on innovation and continuous improvement as a core pillar, Grainger stays on the cutting edge of 
customer issues and makes it easy to conduct business. Grainger understands the importance to NJPA of providing 
innovative solutions that go above and beyond NJPA 's goals and nlso provides the best value to NJPA.. Our appronch 
is world clnss and we will continue to strive to exceed Customers' t:xpectations. We believe ow· future gonls will 
separale us from the competitors and are integrated from the concept of reporting to eCommerce, to distribution 
~nter operation, to KeepStock (Grninger's Inventory Management solutions). 

Exnmples of solutions thn! cnn provide automation and technologicnl advances include, but are not limited to, our 
Inventory Solutions Programs (described in detnil in the Tub 6, Question 52), Consulting Services (described 

in this section below), nnd nddltlon:tl programs tlt<\t arc focused on Sustainability and Surety (described iu this 
Tab 6, Question 46 and SO). 

Consulting Services 
Grainger's Consulting Services team of experts is the bnckbone for helping customel's take costs out of their 
business. Grainger Consulting Services has been providing dients with solutions for over 20 yenrs. The starting point 
is reviewing past purcbnses and use history, assessing current inventory positions and pertonning a baseline annlysis 
designed to identify opponunities for cost savings. 

The Consulting Services team's gonl is to identify the customer's current state and provide customized strategies 
custOilliZed to help drive costs out. This innovative solution helps customer achieve their goals by: 

• Optimizing inventoty levels and reducing excess product stock and stock-outs 
Improving control and organization of inventory 
[ncrensing productivity and efficiency with a strenmlined purchasing process and/or the requisition­
through-payment-process 
Reducing procurement costs for frequently purchased MRO item$ 

Depending on cun·ent state, reductions of20%-30% from the bnseline could be possible. This team focuses on areas 
to drive consistent and repeatable savings year over ye:lr. The following provides an overview of our typical client 
engagement including examples of a project proposal, findings and recommendations and business cases based on 
our work. A final scope of work is developed ist conjunction with rhe client at the time of initial discovery meeting. 

Grainger Consuhing Services engages with customers to evaluate their MRO Supply Chnin. This evaluation utilizes 
a strategic framework of identified cost drivers to benchmnrk nnd provide ideal nnd cost effective solutions. 
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I his strnte~ric lrnmework of cost drivers focuses on 

• Process 

• lnvenrory 

• Supplier 

• Product 

• Technology 

from Inventory 
Investments to 
stockroom layouts 

from Purcha~ing procusa~ 
to technology utillllation 

from Product cholca~ to 
sustainabilltyprog,..m• 

(Figure 5 Grai11gcr Pttrchasi11g Solutions) 
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The engagement utilizes a proven methodology made up of Basel me Annlys1s, Strategy Development and Solution 
Execution. The Baseline Analysis identifies the behaviors displayed in the procurement and retention of MRO 
supphes including but not limited to interaction of current processes and systems, inventory and spend dynamics, and 
product mix and usage pnllems. This Baseline Analysis becomes the foundation for establishing a Continuous 
Improvement program. 

A typical scope of work involves the following: 

• Process mapping of identified currem MRO Suppl} Chain processes. A key point here JS the focus on the 
whole MRO Supply Chain process from the time a need is identified by n maintenance tech through 
payment. Some examples of rhese processes are spot buy and I or inventoried purchases 

• Ann lysis of inwntory dynnmics such as value, aging, activity, ~o:riticality, nnd location 
• Ann lysis of spend dynamics identifying supplier utiliztltion, procurement pnymcnlmethods, and product 

mix 
• Assessments hnsed on specific customer objectives. Examples are energy, safety, and clenning 

. ._......._ ......... 

Continuovs /mprowment 

(Figure 6- Grai11ger Pun:lrasing Sulution:O 
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Based on tlus unalysi!;, strutegy and recommendations are developed. These recommendations focus on purchasing 
proc~ss improvement, stockroom and inventory management, and total cost savings programs Once the Baseline 
Analysis and ProJects are Ji\Utually agreed upon, Solution Execution begins 

Based on project prioritization, a master plan identifying sub proJects is developed. Speci fie sub pi'Oject plans are 
created identifying milestones, stakeholders, and project dependent specific steps. In Solution Execution, projects 
are managed to completion with an identified handoff of ownership to the client for conti1\uous improvement. 
Contract and Project pcrfonnance are reviewed on a mutually ngreed upon schedule. Grainger utilizes a quarterly 
business review process (QBR) to mom tor perfonnance and continuous improvement initiatives. The frequency of 

the business review can be modified based on the needs of the cusromer. The loco I S11les and Services Team will 
conduct these reviews with support from appropriate Grainger resources representing their projects, including but not 
limned to, Grainger Consulting Services. 

Additional expertise and insights provided by Grainger Consulting Services· 

Change Management the Grainger Consulting Services teum is trained in the principuls of Change Management 
and Grainger fac ilitates ongoing training and education for our consultants. Additionally we can make available 
Change Management workshops lor clients as new programs nnd/or processes are implemented Ill n clien(s 
environment. 

Susta1nnbility Workshop- Grainger Consulting Services C!ln facilitate a sustninnbility workshop, providing the client 
both leadership and direction in developing and achieving sustainnbility targets. We work with the customer to 
identify targeted impacts on People, Profit and/or Planet. Our LEED-accredited consultants have provided guidance 
with all levels of sustamnbility expe1ience and maturity of programs. 

Customer Satisfaction 
Grainger is dedicated to Customer satisfaction, as well as driving cost out of our customers' businesses. 1 o 
accomplish this Grainger will conduct qumterly business meetings with NJPA and members of Grainger's 
Government Sale's team led by our Senior Government Sales Maunger. At this meeting we will review NJPA 's 
cun·ent Customers' satisfaction, as well as future gonls in order to proactively make any changes and 
enhancements to ensure satisfaction. Also during this meeting, we will look for other opportw1ities for cost 
saving solutions such as product standardization as an example. ln add1tion, we will review new mitiatives of 
NJPA Members to see what solutions Grainger could bring to ensure customer satisfaction and to drive 
additional cost savings. 

Grainger Customer Senicc Quality Progr nm 
fn addition to customer feedback and quatterly business reviews, Grainger's bns1c operating model is based on 
great customer service. Grainger's Customer Service Qunlily Program is centered on delivering rhe best 
customer experience. Grainger's Customer Service Associates (CSA) work to respond to each and every inquiry 
in a timely manner. 
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Gromger's strategy in relation to customer support is to become the NJPA 's 1 sL choice for maintenance, repair 

nud operations (MRO) supplies and services. To that end, Grainger' s Customer Senrice quality processes are 
des1gned to monitor and measure the progress toward this primary goal. Throughout every level of the 
Customer· Service organization, service level and customer satisfaction are the objectives, and each and every 

team member is responsible tor driving results. 

Internally, metrics toward our specific Customer Service quality goab are provided weekly, monthly, quurterly, 

and atmually and affect our decisions and actions. 

In addition to our internal metrics, Grainger has two programs that measure and monitor how well we are 

servicing our customers- Customer Satisfaction Tracking (CSAT) and Seller Effectiveness. Both programs are 

designed to coni inually work to improve the way we interact and service all of our customers 

Customer Sntisfnction (CSA T) 
For the transactional customer sallsfaction program, pclformance goals are applied annually to motivate 

continued excellence in customer experience. While customer satisfaction surveys are conducted every 
business day of the year, resuhs are reported quarterly to senior· management, channel owners and the brnnch 
district network. Seller effectiveness results are reported annually (as 11 is an annual study). 

• Surveys conducted nearly every business day of the year 
o Designed to mensure customer satisfaction based 011 most recent trnnsaction (past 3-4 days) 

o Appmximately 500 surveys per branch dtstnct per quarter 

o Scores arc reported as the% of customers who rated a '10 ' on a 10-pt satisfaction scale(unless noted 
otherwise) 

o Metrics collected and monitored include: 

• Overall satisfaction with recent purchase 
• Overall expectations 

• Customer effort 

• Overall ordt:r origination channel satisfaction 
• Detailed order origination channel diagnostics 

• Overnll order fulfillment channel satisfaction 
• Detailed on.ler fulfillment channel satisfaction 

• Multi-channel unpact on satisfaction (how satisfaction d1ffers by what resource they used to 
research order prior to placing the order) 

• Loyalty (composite index) 

• Lost Sales. due to either product assortment, availability or price (reported as percent of 
customers who stntcd they didn' t not something additional due to one of these three) 

o Results are reported quarterly to senior management including the Chief Executive Ofticer, President 
of Grainger U.S. Business, Regional Branch District Managers, Regional Brnnch Vice Presidents, 

Contact Center Vice President, Contact Center Senior Directors and Contact Ctnler Senior Manager, 

District Sales Managers and Regional Sales Vice Presidents 
o The results of this survey are used to create annual perfomumce goals. 
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• Surveys conducted one wave, unnually, among assigned customers being serviced by Account 
Managers, Account Relationship Managers, Territory Sales Representatives and Territory Sales 
Associates 

• Designed to measure assigned customer satisfaction based on performance by the assigned seller during 
the past year 

• Approximately 1 ,800 surveys in total, split across each funct1onal srdes group 

• Scores are reported as the percent of customers who rated a ' 10' on a 10-pt satisfaction scale (unless 
noted otherwise) 

• Metrics collected and monitored include: 
o Overall satisfaction with Grainger 
o Overall satisfaction with seller 
o Detailed seller diagnostic satisfaction 
o Amount of contact as well as preferences for contact (in person, phone, email, etc.) (actual values, not 

satisfaction ratings) 
o Results are reported aru1ually to sales leadership lHld management. 

46) Describe your "Green" program as it relates to your company, your products/equipment, and your recycling 
program, including a list of all green products accompanied by the certifying agency for each (if applicable). 

Grainger currently has over 30,000 environmentally preferable products (EPP) thai will help NJPA meet their 
sustainobility objecti\'es. Grainger understands the importance of operating sustainably wherever practicable nnd 
economically feasible. Grainger has n broad offering of environmentally responsible programs, products 
procurement practices nnd solutions that support NJPA ' s goal of being environmentally responsible and proactive to 
mitigate or avoid .uegntive environmental impacts. Groinger has defined four key pillars to its Susrainabillty 
Program/offering which are: 

• Energy Management- Measure use, control effectiveness&. output, & reduce consumption of energy in 
categories such as: Electrical, Lighting & Controls, HVAC/R, Steam and Compressed Air 

• Conserve \Vater- Monitor use, filter impurities, recycle & reduce consumptton at point of use, behind the 
wall, and outdoors in categories such as: Pumps, Valves, Fillings, Meters, Fixtures, Plumbing Equipment 
and Filters 

• Reduce Wustc- Facilitate recycling & decrease landfill expansion through bimiebrradable & recycled 
content 111 cntegl1ries such as: Recycling Equipment, Paper & Packaging, Sorbents, Biodegradable nnd 
Chemical Free 

• Indoor Air Quality- Create cleaner oir within facilities through lower VOCs, tiltration, & natural 
products in categories such ns: Clc:wers, Air Filters, Cleaning Equipment, Office Products, Low/No VOC 
and Paints Coatings 
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Grainger's online Green Resource Center at http. ' www.grainger.com/comentlgreen-resources can 
assist NJPA in identifying, navigating and comparing "Green'' products in certified and non-certified 
categones. "Green'' products appearing on Grainger.com are marked with a "Green·· icon for easy 
identification. This allows customers to easily detennine "hich products have the "Green" 
characteristics that meet the criteria they are looking for. 

On1inger makes it easier for purchasers to buy green products through the following online options\tools: 
• "Green" filler rhat allows customer to search and' 1ew all environmentally preferable products 
• Tips for Searching (;Green" Products 
• Top Sustninability Categories 

• Sustainability fndustry Resources 
• Related Sustainability Articles 
• Grainger's Corporate Social Responsibility website 

• Third-Party ''Green" certified logos (Figure 7): 

~ 
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(Figure 7- Third-Party "Green" certified logos} 

To help further support the goals ofNJPA, Grainger can provide significant value-added solutions at no cost to 
help NJPA operate in a more sustainable manner and identify innovative ways to implement its policies, including: 

• "Green'' Reporting - Accountability and compliance can be significant bnrriers to implementing a 
sustainability initiative. To help, Grainger has the ability to review past purchases made by NJPA to nssist 
in detennining what products purchased can be categorized ns "Green." Using historical data, Grainger 
will assist NJPA in selling and measuring progress towards (Environmentally Preferabl.e Purchasitlg (EPP) 
goals. 

• ''Green" Cross Referencing Services To assist in meeting EPP goals, Grninger will cross-reference 
historical purchases, as well as those made through other vendors. to Jocnte greener product alternatives at 
no additional costs to NJPA. 

• Supplier Assessments- Several of Grainger's supplier partners ofl"er more than 20 assessment services at 
no additionnl cost; fiom power quality audits to green cleaning training to waste reduction services. These 
services will be coordinated locally through Grainger Sales Representatives. 
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• Sustainability Consulting 1l1rough our own experiences with sustainability, Grmnger has developed a 
high level of expertise in sustainable operations. Grainger's Consuhing Services division, at no cost, works 
with customers to identify nreas of opportunity focused around four key environmental savings categones: 
Energy, Water, Waste and Air. 

Hazardous Recycling Scn•iccs 

Grainger can assist NJPA in solving the disposal challenges for environmentally hazardous bulbs, dry-type 
batteries and ballasts with Grainger Hazardous Recycling Services. Grainger offers Call2Recycle recycling 
services. The customer will receive a certificate of reclamation that documents the products that have beert 
recycled. With our hazardous recycling services, end users will be guaranteed that the products they recycle 
through Ca112Recycle are disposed of with adhereoce to environmental regulations on materials containing 
mercury and lead and other applicable hamlful materials as described in the Ca112Recycle program description. 

Recycling Kits 

Grainger provides a turnkey service for an all-inclusive price. Customers can find in-stock kits at their local 
branch, including: 

• UN/DOT-approved container 
• Preprinted label with instructions 
• Toll-free number for pick-11p 
• Certificate of reclamation 
• Transportation from your site to the recycler 

Bulk Pickup 
Grainger may be able to provide certnin customized programs for larger volume needs- mcluding lamps, ballasts, 
batteries, electronics and mercury and also have containers delivered on-site. for more infonnation, please contact 
the NJPA Senior Government Sales Manager. 

Grccn/Sustainubility Program 

Grainger currently has sound environmental and sustainnbility practices in place. We read often about the focus today 
on sustainability nnd "greening" the environment This 1~ ofien rosed in the context of aspirations but what really 
matters is what companies are doing to bring the aspiraiion~ to fruition. At Grainger, the commitment to ensuring that 
we not only talk the talk but wnlk the walk starts at the lop 

"Corporate' commitment to em•iromnental stell'ardship is esfential to the qua/if) oj lifejor ourfntlln 

generations. Gminger looks at su.\tainabilliJ in terms of People, Plmret & Pe1jornuuu.:e and luJII ro best 

balance tiiC!.'ie priorities i11 tlte operation of 011r business Our people are our munbet· Ollf! resourcl. ll'e 

are cnnstantly looking for 1vnys lo 11se resource~ ll'isely ami reduce our impac:t 011 the environment and II'C' 

help uur customers do the same by c~!Jerillf! them a growing nwnber of greener products and .\et-rice.\ " 

.lames T. Ryau 
Chairman. Presid<'llf and 

Chit!( Executrvc Officer. Grainger 
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As indicated above, ste\\ nrdship for the environment and managll\g our business processes and facilities consistent 
with sustainable prt~ctices is n key priority for Grainger. Our Web site, Grainger.com/sustainability, provides the 
detail on how we are meeting our commitments along with our policies. 13elow are some examples of how we have 
and are nddressing and meeting our commitments. 

In 2012, Grninger publicly disclosed for the first time its carbon footprint, a mensure of greenhouse gas emtssions. 
Grainger is among 3,000 organizations in 60 countries that disclose their greenhouse gas emassions and climnte 
change strategies to the Cnrbon Disclosure Project (CDP). The rcpmiing by the CDP provades transparency into an 
organizaiion 's sustainability practices and identities risks that affect employees, customers, investors and ultimately, 
business perfonnance. Reporting carbon emissions is a growing trend for companies nnd an indicator of41 
commitment to sustainability. 

Grainger received a score of 73 on a I 00-point scale. whach exceeds the average score of 70 for S&r 500 companies 
tlmt participated in the project. Grainger is the lirst MRO distributor to publicly disclose its carbon footprint \~n the 
CDP. another demonstration of its commitment to leadership in the industry, 

The majority of Grainger's cnrbon footprint is comprised of energy consumed in distribution centers> branches nnd 
corporate offices. Grainger invests in energy-efficient facilities, which then have a direct effect on the cmbon 
footprint. 

For example, Acklands-Grainger has initiated a lighting efficaency program. updating more than 100 facilities in the 
last four years. The U.S. operation conducts a similar program that resulted inn 15 percent decrease in energy 
consumption ot 50 upgraded facilities during the same time period. 

For 20 I 3, Grainger will set corbon emissions reduction targets that halance the growth of the organization with 
investments tl1at aim to increase efficiency in operations and result in a henlthier future for the organization and the 
plnnel. 

lt's important to Grninger that team members connect to the issue of sustainability. Grainger launched a proJ:,rram 
aimed at educating team members about whnt sustninnbility means to the business and encouraged them to interact 
and share their ideas. 

Grainger's "Right lden·· initiative provided team members with the opportunity to share best practices with others 
across the network. 

• Grainger offers more than 33,000 green products on Grainger.com 

• Grainger sold more than 380,000 LED lamps and fixtures in 2012. 

• Grainger Lighting ScrvicesSM, which provid~s lighLing nnd lighting controls retrofit services, has saved 
customers 209 million kilowntt hours and $22 million on electric bills since 2010. That's enough energy to 

power more rhnn 17,500 homes for a year "' 
• In 2012, Grainger diMribution centers in the United States recycled 303 tons of cardboard and 22 tons of 

plastic wrnp per facility for a total recycling rate of72 percent. 

• Sourt:l!' EPA Clean Energy Calculations and References Guide. The calculations and information are estimates ba~ed on certa111 

assumt>tion!' and do not coustiture n guarantee of future savings. All calculntions based on estimated 15-year life from the 
installation of energy efficient measures identified for a given project. 
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It is clear that LEED initiatives have found support and a following in both the public and private sectors. 45 states, 
14 federal agencies or departments, and numerous counties nnd municipalities have embraced LEED initiatives 
(source: USGBC.org). Grainger is determined to set a new MRO standard for sustainable, environmentally safe 
operations. From adopting Leadership in Energy and Environmental Design (LLFD) standards for new branch 
construction, to participating in numerous recycling programs, to working with the U.S. Green Building Council, the 
company is helping to preserve the natural resources within the communities where it does business. Grainger is the 
first industrial distributor to have LEED certified facilities. Grainger currently operates O\er 3.5 million square feet of 
LEED ccrllfied space. LEED certified facilities are not only more environmentally responsible, but also reduce 
energy costs by 30° o, water usage by 3 5 to 50%, and overall waste by as much as 90°•o 

Most recently, Grainger added two new distribution centers in Minooka, IL and Patterson, CA. Both locatiOns are 
LEED certifie<t, achieving LEED-Commercial {CI) Platinum nnd LEED-New Construction (NC) Gold respectively. 
With lhe additions of the two distribution centers, Grainger now operates 14 LEED certified facilities. The Minooka 
l~tcility is the largest LEED Cl Platinum facility in the wot·ld and features sustainable technologies including a solar 
wall panel. 

Smurt\VuySM Transport Purtncr 

Another significant step towards opernting n more sustainuble organization occurred in August 2009 when Grninger 
became the first and oniJ major industrial distributor to be recognized as an EPA SmartWaysi\t Transport Partner. 

Grainger has joined an elite group of only I 70 corporations to recetve this recognition, and is the only major 
Maintenance, Repnir, and Operating supplies distributor among them. Not only can Gminger deliver to the majority 
of our customers next day, we're doing it through n partnership with our Smart\VayS)1 certified carriers, actively 
reducing carbon emissions with every mile. 

The EPA's voluntary Smart \Val·'' program includes carriers, shippers, logistics companies, and lruck stops that are 
commirted to reducing transportation-related emissions to improve air quality for the future. Since launching in 2004, 
SmartWajl~ 1 partners have saved neurly 1.5 billion gallons of diesel fuel and prevented the: fonnation of 14.7 mil !ton 
mel!ic tons of cm·bon dioxide (C02) nnd other emissions that contribute to climate change. By continuing to exnmine 
Grainger's freight operations, as well as working with cnn·iers who are SmartWa/" certified, Grainger wilt continue 
to experience even leaner distribution and reduce its carbon footprint. 

Additionnllnitiatives 
• Over the past 4 years, Grainger hns completed over 50 lighting retrofits 1ll its own fnctlities thnl huve resulted 

in an averoge energy nnd cost reduction of I 5%. 
• In 2011, Grainger Distribution Centers recycled an average of236 tons of cardbourd, und I 6 tons of plastic 

wrap for a total diversion rate of 72% across the DC networl... 

• In 20 II, Grainger and Alliance Energy Solutions (AES) saved customers 94.679 million kilowntt hours and 
$11.2 million on electric bills. 

• Grainger partners with Cai12Recycle by providi11g rechargeable battery drop-offs ut all of our branch 
locations. Since 2007, Grainger customers have recycled over 63 tons of rechargeable bal!eries, equivalent to 
keep 13 schools buses out of landfills. 

• 100% of Grainger electronic equipment waste ts either remarkcted or recycled and kept out of lnndfills. 
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• Since 20 I 0, lOO~o of Grainger's catalogs hove been pnnted on paper certifted by the rarest Stewardship 
Council (fSC). By using FSC certified paper, Grainger supports environmentally nppropriate forest 
management and ensures that the harvest of timber and non-timber products maintains the forest's 
biodiversity, productivity, and ecological processes. 

• The ENERGY STAR products that Grainger sold tn 2009 will save 110 million kWh of electricity a year, 2 
million therms of natural gus u year and I ,700 gallons of heating oil annually. That means thnt 201 million 
pounds of C02 pollution will be avoided that 1s equi\ alent to taking 17.000 cars off the road for a yenr. 
Grainger's customers will also save $15.4 million annually on their utility bills. 

• ln 20 I 0, Gramger transitioned our monthly employee newsletter online. This change saves approximately one 
million sheets of paper and diverts live tons of paper out of a landfill each yt!ar. The change is nlso equivalent 
to preserving 120 trees nnd pulling J.6 mid-sized cars off the road annually. 

• Recent recognition by the USDOE as a Lighting Facts partner. This recognition was awarded to companies 
who, in the words oftJte DOE, ''have gone above and beyond to integrate Lighting Facts into their everyday 
busines.c; practices, demonstrating their ongoing commitment to the progrom nnd Lo product evaluntton." For 
more mfom1ntion, please click on this link: http://www.lightingfacts.com/default.aspx?cp=contentrrecognition 

• In October 2010, Grningerwus presented with the Illinois Governor's Sustainability Award. The lllinots 
Sustainable Technology Cenlt:r (ISTC), in cooperation with rhe 

• Office of the Govemor, has honored organizations for their efforts in sustainability nnd pollution prevention 
since 1987. Grainger was recognized for its' commitment to sustainability in our home State of Ill mots. 

• Grainger is committed co ensuring thnl green labeling meets cun·ent and developing standards in the industry. 
Grainger has commissioned UnderwriJers Lab-Environmental (UL-Environmental) to assist us in ensuring that 
auy green claims in our catalogs meet the currt:nl standards. 

47) Describe any Women or Minority Business Entity (WMBE) or Small Business Entity (SBE) accreditations and 
the general minority and small business program of your organization as it relates to a Contract resulting from this 
RFP. 

Diversity Program: Distributor Alliance Program- Tier 1 

Grainger's Distributor Alliance program utilizes small, diverse, disadvamaged, veteran, service disabled veteran, and 
women owned businesses to bnng its offeting directly to more customers, while promottng socio-economic growth. 
Distributor Alliance, launched in 2006, has diverse business (DBE) partners ucross the country and is managed by a 
team whose function is to align, manage, and improve the company's Tier I program. Th is includes dedicated 
regional business managers who mentor the diverse DBE partners and act as a liaison between Grainger, the End 
Customer, and the DBE. The DBE provides products nnd services to customers across federal. state, and locul 
government agencies with set-aside mandates, as well as companies within the private sector thnt are committed to 
the development of small business. 

llow the Distr ibutor AIUancc Program Works 

• Contractual tenns 
o Each DBE is nligned, under contract, to a specific end customer. EucJt contract clearly outlines te1111s 

which ensure the authenticity of small business credit 
• The DBE rakes title of the product ordered on behalf of the End Customer 
• The DBE is provided n credir limit based on u,cir financial strength 
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• 1 he contract spells out additional services as required by the end customer, such us killing, 
labeling, storage, delivery, or inventory management 

o Mentorship and support 
• Grainger offers operational support to its DBEs enabling them to focus on processing orders 

and ensuring on-time delivery. 
• Mentorship includes: 

• Assigned regional business manager is an advocate for the DBE, and provides 
assistance in goal-sening, forecasting, marketing, nnd customer service process 
improvement 

• Grainger's regional small business advocate and smnll business leom members 
collaborate to develop small business growth 

• Training on policies ond procedures 
• Quarterly Business Reviews 

• Product Training 

• Grainger Value Advantage training 

• Interaction with Grainger's sales and operations staff aligned to participating 
locations 

• Grninger does not offer any financial support to the DBE through investment in inn·astructure 
Grainger maintnins a clear separation to preserve the integrity of the progrnm. 

• While Gminger continues to manage product content and pricing. DBE"s l>Uild thetr own E­
commerce platfonns to receive and process end customer orders. 

• The Disttibutor Alliance progmm is scalable nnd can be implemented at muhtple locntions. 

for more infonnution about our Dtstributor Alliance program, please visit us online at: 

http://www.grainger.com/contentldistributoralliance 

Supplier Divel'sit) Program- Tier 11 
Grainger ts deeply committed to Supplier Divcrs11y Gminger atfords h.isturically under-represented businesses the 
muximum practicable opportunity to do business with Grainger. We have a vinble Supplier Diversity Program, which is a 
corporate initiative. PenodicaUy we conduct Product Lme Reviews to see where we can be inclusive of 
MBEIWBENBEILGBT finns. As a pnrt of e:~ch Pt•oduct Line Review conducted, we search the following databases for 
certified MBE/WBE firms: 

• NatJOnal Mmonty Supplier Development Council (NMSDC) 

• Women's Business Enterprise Nmionol Council (WBENC) 
• Small Business Administration/PRO-Net (SBA) 

• National Gay & Lesbian Chamber of Commerce (NGLCC) 

• Grainger's Jntemal Supplier Registration Portal hosted by SupplierGATEWAY 
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Diversuy made products are tdentiiied within the Grainger camlog nnd on our website with the Supplier Diversity symbol 
shown below. Reporting of your purchases of dive{Sity products is available upon request. These reports, which can be 
genemted monthly or qum1erly, identify dollars spent with certi tied diversity supplier. 

For more infonnation about our progrnm, please visit us onhne at: 
lttrp://www.grainger.coJn/Grninger/static.jsp'?page=fos suppl1erdivcrsitv.html 

The Grningcr Model 
By distributing. products made by certified minority, woman, veteran and LGBT -owned businesses, Grainger helps to create 
an inclusive supply chain for customers. 11te model is truly n win/win because diverse manufacturers can concentrate on 
whRl they do best nnd leave the logistics and disllibution of their products to Grainger. Grainger's customer benefits from 
one~stop shopping, and receives detailed reports upon request. The economic impact of this program continues to increase. 
The more than 130 diverse manufacturers in the 2014 Grainger catalog employ over 6,500 individuals. 

Grainger is proud to be a member of the NMSDC. fn addition, we also hold seats on four NMSDC Reg10nal Counc1ls. We 
are corporate members of the Woman's Business Enterprise National Coundl. Our Manager of Supplier Diversity, Nnncy 
Conner, holds a sent nnd cha1rs n committee on the Nntionnl Board of Directors of this organizntion. Grai11g~r ~mne a 
member ofNGLCC in 2014. 

Good Fuith Efforts 
Supplier recruitment continues to ben pnority for Grainger. \Vc continuously seck opportunities to mcel diverse suppliers at 
Business Opportunity Fa1rs and other events that support M/WBE businesses. At these events, we feature products from our 
diversity suppliers and imite these suppliers to exhibit in the Grainger booth. 

To increasee.xposure of our current suppliers, we host a NatiOnal Sales and Services Meeting each year. At this event 
suppliers have an opportunity to meet Grninger sellers and customers. thereby increasing the exposure of their products. We 
feature our diversity suppliers with special signage and ofter discmmted participation rates to many di\ ersiry suppliers each 
year. 

To keep diverse suppliers H1 our catalog, we monitor perfonnnncc w1th a monthly bnlanced scorecard, provide feedback and 
offer assistance in any perfonnnnce ureas where improvement is needed. 

48) Identity any other umque or custom value added attributes of your company or your products/equipment or 
related services. What makes your proposed solutions unique in your industry as it applies to NJPA members'' 

cCommcn:c Ovcrvic" 
Grainger generales approximately $3 billion Ill onhne sales and, measured in revenue, is the 15th largest eC'ommerce 
provider in the U.S. At Grainger, eProcurement supports over 54,0QO active accounts. 

Our eProcurement team has more thnn 200 years of combined experience integrntmg customers across more than 100 
third party providers to implement eProcurement punch-out solutions through d1rect connect soflware. In 2013. we 
processed more than 2,000,000 eProcurement orders and completed more than 280 new eProcurernent integrations. 
We cun·enlly add approximately one ne'\ connection per day and continue to refine our processes 10 expedite the 
delivt:ry of our integrated solutions. 
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Grainger is capable of offering a wide range of standard reports and we are extremely proud of this capability. 
r:!xnmples of reporting are as follows, but limited to: 

• Green Products Purchases 
• Cost Savings Ann lysis 
• Item Purchase History (by both sales dollar and item quunttty) 

• eCommerce Utilization Sales 
• Inventory Management 
• Key Supplier 
• Product Line Distribution 
• Supplier Diversity 
• Purchases By Account Number 
• Procurement Tendency 
• Customer focused Quality Report Curd 

The Cusromer-Focused Quality Report Card is n detailed breakdown of the following information: 

• Delivery method 

• Order completeness 

• Credit memos 

• Service level 

• Number of orders 

• Number of lines 

• Order type (ship, will call/counter) 

• Total purchase dollars 

• Average order dollars 

• Average number of lines per order 

• Split shipments 

Grainger will provide standardized reporting on a quarterly or ns-needed basis during quarterly business reviews. 

Additional Repot·ting Capabilities 
Procurement Tendencies Reporting 
The Procurement Tendency Report examines your purchnsing behavior with Grainger throughout the year. -l11e data 
points summarized in the analytics include the following: SKU purchnse frequency, repeat items purchased, items 
purchased across sites, manufacturer spend, commodity spend, account number spend and order size. This rype of 
analysis will help NJPA nnd NJPA Members fully understand the MRO supplies being purchased and frequency in 
order to assist in demnnd management 
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An Order History Report is n valuable feoture that gives NJPA and NJPA Members the ability to download and 
analyze your purchosing history, and beller manage and trnck purchasing trends. Order History Reports provide detail 
descriptions of all previously purchased Jtems, dmes items were purchased, qu:tfltity and the price paid. With Order 
History Reports, you can search by item, order number, conlirnlation number, PO number, PO Release number and 
Project number. When downloading order history, you mny choose from multiple opt1oos, including text and XML 
fonnat. 

Green Reporting 
Accountability and compliance can be signilicnnt barriers to implementing a sustainability initiative. To help, 

Grninger has the ability to review past purchases made by NJPA and NJPA Members to assist in dctennining what 

products purchased can be categorized as "green." Using historical data, Grainger will assist NJ PA and NJPA 
Members in setting and tnl!asuring your progress towards EPP goals. 

Inventory Management Reporting 
KeepStock Scan (Grainger's Vendor Inventory Management solutions are reit:rreJ to as KeepStock solutions) 
provides online reporting where you can quickly access your purchase order bistory to help you understand what 
items you're buying over a given period of lime. This data will enable you to better decide which inventory you 
need to keep on hand. · 
KeepStock Trnck alerts you to low and out-of-stock inventory items. It helps you identify inventory usuge and 
trends\\ hile providing qut~ntiliable asset valuatiOn for your physical on-hand inventory. 

KeepStock Secure is a managed inventory solution which provides customized automated dispensing machines to 
control usage and reduce theft or consumable maintenance, repair nnd operations (MRO) items and provide detailed 
reporting of consumption of such items. This reporting also includes department, job and employee dnta, as well as 
which items are coming "' and going out, so you can easily track the value of your inventory and measure purchasing 
accuracy. 

Custom and Ad Hoc Reporting Capabilities 
As noted above, Grainger hos standnrd reports that can provide you with significant infonnation and the list and 
range of standard reportUlg limits the need for custom r~orting. That said, Grainger's robust data warehouse is the 
source for providing customized and ad hoc reporting to NJPA nnd NJPA Members Grainger will work directly 
with NJPA and NJPA Members to detem1ine what type of customized and ad hoc reporting is required and will have 
the report within 30 days of the request from lhe coordinators. Once the report is developed, Grninger cnn produce 
these reports on whatever timdine you require and on whatever frequency. 

Repo1·t Confidentiality 
Grainger's reportmg capability represents an enonnous investment in proprietary technology. This infonnation 
assists us in assessing our customer's ongoing and changing needs. Our data allows detailed evaluation of technical 
and logistic demands. We use th1s information to work with our customer to chart a path to best meet your 
requirements. As a result, this process and data differentiates Grainger from our competition. 
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D1sclo~ure of repons, anc.lthe infonnation contained therein, would put Grainger at a competitive disadvantage if 
provided to our competitors either as a result oftbird party request or due to release to the general public. Grainger's 
reports provide information derived from a signjficant investment in our system and processes. If released, these 
reports would provide a road map to competitors, identifying not only who is purchasing, but what they are 
purchasing and Grainger's corresponding contract price. We ask that this valuable information be protected by 
NJPA and NJPA Membe~·s from those unwilling to make a comparable investment. 

'TI1e information contained in Grainger reports should be handled as proprietary, privileged and confidential and, 
accordingly, the reports we create shall be labeled as such. 

Emergency Management 
At Grainger. we take emer1,rency planning and response very seriously. We have created standnrd pracltces and 
service capabilities to 11ddress any emergent needs ofNJPA. With our broad-scope product line and focus on safety, 
emergency response, and recovery related products, we are uniquely qualified to support NJPA in the event of an 
emergency scenario. 

After Hour Emergencies 
This scn'ice provides emergency produc1 fultilhtH::nt service to all customers after nonnal branch business hours. A 
Grainger Call Center provides 2417 service for calls to our 1-ROO-CALL-WWG service line. Once a request as 
received, the call center representative catl immediately check local inventory and \'<ill contact a local Branch 
representative lo open the bronch location. 
A local Grainger field representntive is committed to contacting the customer within 60 minutes of the imtinl call to 
help solve the customer's problem. The fee for the emergency service is waived and provided ot no cost to NJPA. 

Emergency Response & Recovery 
During and after nn emergency, Grainger provides special services to our customers and their communities. 

• Extended hours and personnel 
During major emergencies, Grainger brunches stay open 24 hours (unles·s curfews are imposed by local 
authorities). Additional personnel ore brought in to take orders, assist customers at the counter, and load 
trucks. Our Call Centers are able to accept phone orders 24 hours a day. 

• Emergency support teams 
When an emergency unfolds, we have a plan in place that quick!~ mobilizes intemal and cxtcmnl resources 
to nssist troubled communities. 

• Essentinl produclavuilability 
Within hours of an emergency, trailers containing critical producls are dispatched to support the relief effort. 
Contingency plans with our suppliers allow us to provide additional e4uipmcnt quickly 

Emergencies and Natural Disasters 
ln the event of a natural disaster, Grainger hns redundant systems an place to ullow for contmuarion of service by 
utilizing non-affected parts of the country to nssist customers. Grainger's supply chain network deploys trailers of 
needed items to the affected areas as necessary. 
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Granger is uniquely positioned to respond to emergency situaltons. As noted, Grainger's networJ.. of 360 plus 
branches is supported by 13 strategically located disttibution centers across the U.S. Grainger can pull from andre­
locate its extensive inventory to areas ot need quickly and ertictently. We have extensive experience in leveraging 
our logistics networks 10 gel the right products in the right place to address the situation. In the event of an 
unforeseen emergency or disaster, our network capabilities ensure that constant product replenishment is nearby and 
easily accessible to nil NJPA locations. 

In the event of a damaged or destroyed branch, our expansive network allows us to continue to service customers 
under the most extreme conditions, including severe events. l-or example, during Hurricane Katrina, one of our two 
New Orleans branches was lost completely. ln response, Grainger opened a temporary branch until the damaged 
branch reopened. 

Grainger's dedicated support staff is 11 valuable resource in times of emergl!ncy. Customers can contact their local 
Marker Manager, District Sales Manager or Government Account Manager in emergency situnttOns. After Hours 
Emergency Service, as described above is always nvoitnblc and, depending on the situation or the nature of the 
emergency, Grainger branches will extend hours to best serve our NJPA Members. 

Crisi!i Munagement Team 
In an emergency sinullion. we have a pre-determined, experienced, cross-functional national team that leads the 
efforts to respond to the situation. Our emergency response team assesses the needs of the Ol'ea and coordinates with 
emergency management agencies, firsl responders and first receivers to develop plnns and brmg needed solUtions to 
the affected areas. 

This team is prepared for emergencies; they hnve ready access to over a dozen, documented, emergency response 
plans outlining processes and procedures for dealing with issues ranging from hurricanes to wild fires to acts of 
tcn·or. Each one of these functions as the starting point in developing n spedfic plnn for the emergency situation. 
The prescribed plans allow for consistent execution even where the nature of the emergency differs. 

Crisis Management Team Chart 

( Fig11re 8- Crisis t\lunflgemt<nl Team) 
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I . Ensure the safety of Grainger employees. Are they safe? Did their home sustain damage? Are they 
able to work? 

2. Assess potential damage to the Grainger branch(es) Once snfl!, a detemlination is also mode os to 
whether additional employees (from neighboring mnrkcts) arc needed. 

3. Inventory assessment is conducted. Depending on the nature of the emergency, n pre-detenmned 
product list is used to move needed items into the affected market. If additional products nrc needed, 
arrangements arc made to move those products to the aiTected area from regional Distribution Centers, 
neighboring branches or directly from product suppliers. 

4. Operationalize the facility by re-routing phone lines and restoJing (or using emergency) power. 

Enterprise System Continuit) Plun 
The other maw component of Grainger's Business Continutty Plan IS providing disnster recovery cctpabiltties for our 
IT systems both by services of third party experts and internally managed recovery sites. This approach helps keep 
our systems up and running and able to support our Crisis Management Team and our customers. ln order to keep 
Grainger's IT plntfonn available during any emergency, Grainger has developed a robust Business Continutty Plan to 
support system integrity and functtonality during an emergency. Grainger has built redundancy into the system ond 
tests the disaster recovery procedures regularly. 

Product Prioritization 
Lostly, Grninger ts cogni?ant of the need to ensure the health and safety of the public. Ln severe emergency 
situations, product is prioritized for First Responders/Ftrst Recetvers and other Government organizations. Local 
leadership works wiU1 the Crisis Management Tenm and emergency management agenctes, local law enforcement, 
first responders and (in;t rece1vers, along with others to ensure nppropriate and fair distribution to those prioritized 
entities. Grainger has demonstrated its capability to meet some of the most demanding needs in New York City 
during 9/11, for the Gulf Coast region's responders during Hurricnncs Katrina nnd Ritn, during the tom ado in Joplin, 
Missouri and rcccmly for Superstom1 Sandy. A more detailed oulline or Grainger's support during those 
emergencies can be provided upon request. 

Recent Emergency Exnmplcs: 
Supcl'Storm Sundy - October 2012: 
Within hours, cntical supplies & equipment were routed to Grainger branches located in affected communities in 
New York, New Jersey & Connecttcut. Dozens of employee volunteers from across the US were brought in to ass1st 
multiple tirst responder and lirst receiver <~gtmcies including FEMA, New York City Office of Emergency 
Management as well as the NY -NJ Port Authority Grainger commiUed $100,000 to the American Red Cross 
Hurricanes 2012 Disaster Relief Fund Grainger Reac~v When Time Comc•s volunteers were deployed to aid re<:overy 
efforts in affected areas including Queens, NY. Grrunger been me the not tonal lnunch sponsor of the A.meric11n Red 
Cross Volunteer Connection system in 1012, n next-generation volunteer management system which was utili?ed 
following the devostatton of Superstoml Sandy. 
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EMPLOYEE ASSISTANCE PROGRAM 

Alliance Work Partners 

This benefit provides short-term confidential counseling to help you and your family deal with life's 

stresses and problems. This is a City-paid benefit. 

Contact Alliance Work Partners at 328-1144, or 24 hours a day at 1-800-343-3822. 

Toll free Teen Helpline 1-800-334-8336. 

Alliance Work Partners can help you with: 

Marital/Family Problems 

WorkNocation 

Issues 

Crisis 

Management 

Adolescence 

Legal issues 

Substance 

Abuse/Dependency 

If your EAP counselor makes a referral for additional assistance, you are responsible for the cost. However, when making 

the referral, your counselor will consider your resources, including applicable medical coverage. 

As an added feature of the EAP, counselors can assist you with such work-life issues as: 

Financial Planning 

Adoption Education/Coordination 

Consumer Product Information 

Child/Elder Care 

Referral 

Academic Services 

Travel Information/Referral 

Law Access - 30 Minutes 

Free 

Alliance Work Partners has joined with Safe Ride to offer reimbursement for a cab ride, up to 30 miles one way, when you 

or a family member is impaired by alcohol or drugs. 

For additional information contact the Employee Benefits Division at 974-3284. 

http://cityspace.ci.austin.tx.us/departmentslhrro/employee-benefits/eap/employee-assistance-program 4/ 1/2015 
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Wtlhin days following the Tomado that struck the city of Joplin. MO on May 22nd, 2011 Grainger opened n 

temporary branch within I mile of the impacted area to streumline the supply chain for first responders, first receivers 
and affected businesses in the area. Within hour~> trailer:. containing critical supplies were routed to the Joplin 
area. When the State Office of Emergency Management agency contacted Grainger over the weekend lo obtain 
criticnl supplies needed to control access to the disaster zone, Grainger employees quickly located the inventory 
needed and arranged for overnight delivery. Grainger employees quickly established communications with Mercy 
Health to provide communications equipment and emergency lighting solutions needed at St. John's Regional 
Medical Center wh.ich was destroyed by the Tomodo. Grainger delivered a check for $52,000 to the Greater Ozark 
Regional Chnpter of the Amen can Red Cross to assist relief efforts in Joplin and neighboring communities. 

Please refer to Exhibit l - Grainger Disaster Recovery for additional information. 

49) Other than what you have already demonstrated or described, what separates your company, your 
products/equipment and related services from your competition? 

Grainger feels that our (i) vertical stntcture, (ii) govenunent sales experience and its independence from our other 
sules force teoms , (tii) ability to tailor our sales force to our customers' needs, (iv) our sales force certiiicatious nnd 
(v) alignment of our Cooperatives ore nil factors chat separote us from the competition. 

Grainger's Government Sales Experience 
Grainger's Public Sector Sales personnel and technicians experience is extensive. Groinger·s government team 
members receive annual compliance trnimng to ensure that they know and understand our customers· requirements 
and can meet our customers' ethical standards. Grainger takes its commitments with all of its customers seriously 
and its dedicated government sales organization allows Gminger to ensure our Government Customers that they 
can count on Grainger to tneet the promises we make. Grainger takes great pride in being a partner with 
Government Customers. One area of focus is the training and certification of our team members on Government 
Procurement nnd Ethics. Ln addition to Grainger's Business Code of Conduct, Grainger has a separate Code of 
Ethics that specifically applies to team members servicing our Government Customers. This Code of Ethics and 
related training includes our No Gift Policy, Procurement Integrity and Grainger's internal processes to ensure 
compliance to the commiunents we make with our Government Customers. 

Exrlusi\'e Brands 
Grainger offers "Private Line·• products, which Grainger labels as Exclusive Brand products as shown in Figure 9 
below. These products are available through Grainger's standard offering and allow for high quahty, lower cost 
alternatives to national brands. Grainger's Exclusive Brands will allow NJPA the opportunity to leverage additional 
quulity products nt a highly competitive price. 

For Grainger, quality is critical whether the product is n National Brand or an Exclusive Brand. Every Exclusive 
Brand product must meet the same rigid standards and specifications as those applied to product from our National 
Brand suppliers. The Groinger engineering nnd Quality team developed a process for introducing new product to the 
Exclusive Brantls line involving severul pre·production steps including: 

• Rigorous supplier selection 
• Factory audits !hot identify and verify quality 
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• An Engineenng Scope and Test plan identifying what the product specificallons should be and .,erifylllg its 
complinnce with national standards 

• A rev1ew of Federal and State regulations- such as the EPA or FDA- and Industry stilndan.ls hkt: OSHA 
and ANSI to be sure manufncrured products are compliant 

• Once a product is created, each is evaluated to verify its perfomumce and attributes for accuracy 

• Building of technical specifications, testing and documentntion 
• Rnndom production sampling nnd inspection 

• • 
• 
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(Figure 9 Graingc•r Exclusive Brand\') 

Within our pricing offer, Grainger's Exclusive Brand Line has a strong presence. Due to the lower cost and high 
quality nature of these lines, NJPA will realize even greater cost savings. 

lmplcmcntntion (Day 1 - Da) 90) 
Phase 1: Starting with the training materials Grninger und NJPA will work together to develop and updnte existing 
agreement, to updute Lhose training materials to incoqmrate any changes, enhancements and benefits provided under 
the new Master Agreement 
NJPA MRO Supplies Contract Kickoff: 

• Conference call announcing awllrd to Grninger"s Sales Force and Customer Service/Brnnch organization 
outlining tina I details of the contract 

• Communicate new contract tenns to Grainger's sales force and branch staff 
o Review Pricing and Programs available under the new contract 
o Communication tnrgeting potential current and potential NJPA Members 
o Communication targeting participating Agency/poly -subs 

• Conference call announcing award to Gminger Executives and outlimng final details of contract 

• E-mail notifications to current participating NJPA customers notifying them of the new award Ahb'll current 
pat1icipating NJPA accounts to new contract 

• Begin creating marketing collntemlto promote NJPA MRO Supplies 
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• Position the new NJPA MRO Supplies (insert contract here) Grainger Contract with all participating 
customers as well as selected targeted potential Agency and poly-subs affiliations 

• Present the Grainger Core Value Proposition 

• Gain a more thorough understanding of each of the partictpntmg nnd potential customers overall procurement 
goals and initiatives 

• Engage with existing or potential procurement personnel to understand their needs nnd current procurement 
vehicles 

Step 2- Days 30-60 Gl'aingcr strategy and proposnl bused on (Ustomer needs 
• Develop Agency and poly-subs 2014/2015 strategy bnsed on customer inttiatives 

• Engage resources for implementation of programs 

• Affiliate relevant Agency/poly-subs/Higher Education by communicating contract benefits 
o Target relevant, key locnttons 
o NJPA Grainger Contract [mroduction 
o Affiliation Process 

Step 3- Days 60~90 Implement ngreed upon strategy and continue to levnagc the strengths of the NJPA 

MRO- Grllinger contruct 

• Implement Agency and poly-subs 2014/2015 programs 

• Engage all resources needed to execute upon strategy 

• Continue ro drive and grow revenue 

Phase 2: Grainger will enhance the online training materials to nllow for delivery through n Web-Ex fonnot which 
will then be presented on a regional basis to the national audience. The training objectives are to provide a complete 
overview of the new Master Agreement and how Grainger team members can continue to deliver great Service. 
solutions and contract compliance under and with the new Masrer Agreement. 

Phase 3: The training will bt! rolled out regionally, with endorsement from Grainger executi\e lendershtp, to all 
customer-facing employees and phone assocllltes. Our eCommerce customer service representatives will also go 
through the tmining to ensure consistency of experience in delivering thee-Commerce solutions. 

Phnse 4: All training will be tracked to ensure that all national sales employees have successf1.11ly completed the 

training and haven full understanding of how to bring the new prO!,>ram under the Mnstcr Agreement to market tor 
our mu1unl customers. 

ln addition, please refer to Exhibit J - Grainger's Draft Implementation Plan Example. 

50) Identify and describe any service contract options included in the proposal, or offered as a proposed option, for 
the products/equipment being offered. 

Safety Solutions to Solve Your Safety Business Chn1lcngcs 
For years Grainger has been helping customers with their safety prognuns. Here is whnt we know about how 
customers think about safety; 

56 



Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
I I I ll*l·''ml·' 1.1 t?*·'%"·'·t.IIII 

Ftrst, customers think about and mnnnge the1r safety programs in two main categories: ( l) How to keep their people 
safe and healthy- sending them home from work the snme way they arrived. and (2) how to operate safer facilities­
minimizing the hazards within the facility that could hann individuals. 

Second, there ore four drivers for organizational safety programs: 
• /\void iNJURIES, because when you reduce injwics your people feel safer on the job and are more effective 

i11 their jobs. 
• Stny COMPLIANT with regulations that affect your orgnmzution, because you want t0 avoid the potential 

tines and bad publicity associated with citations and fines 
• Minimize your safety RISKS, because one of the ways to mnnnge safety risk is through Workers 

Compensation and an effective safety program can help you to keep those costs as low as possible 

• Increase your PRODUCTIVITY through your safety programs, been use if you don't have effective sofcty 
programs your productivity will suffer through shut downs or work stoppage when injuries occur. 

As a result, Grningcr is uniquely positioned to help NJPA and NJPA Members manage and operate your safety 

prot,.rrams. We understand your safety business challenges nnd have buill our s:tfety capnbilities nnd solutions 
specifically for NJPA and NJPA Members' organizarion's safety programs. 

Grainger's People Sufcty Solutions help keep NJPA and NJPA Members employees and guests safe and healthy 
from hnzards indi\'iduals are exposed to on the jobsite. Here are brief descriptions of each solution designed to 
protect a person from head to toe. 
Each sohuion consists of products, resources and services to aid your busy safety professionals or those in safety 

responsible roles so those snfety leaders are more effective in nn111ing your People Sately progrums: 

• Personal Protective Equipment capabilities that help protect individuals from he11d, face, eyes, ears, body, 
hand. feet, respiratory, and fnll work hazards 

• Medical & First Aid products to help heal employees and guests should they gel injured at work 

• Temperature Sn·ess Hnzard solutions that help employees work in extreme temperotures cond11ions 

• Ergonomics products and resources to help engineer out employee exposure to Museu lor Skeletnl D1sorders 
like sprains and strains while on the job 

• Occupational Health Hazards products identifies work environment monitoring or cngmecring controls that 
could help avoid injuries 

Grainger's Facility Snfety solutions help your business opcl'ate :lnd mai ntain its racilities and worksiteo; safely. 
Today, NJPA and NJPA Members' Safety Professionals operate and maintain plants, Institutions and facilihes with 
products lor many \mporlanl areas like Maintenance, Production, and Electrical, to name a few. Rely on a proven 
safety partner like Gra;nger to provide safety expertise and knowledge to help NJPA and NJPA Members becom~ 

more effect1ve Ill operatmg your facility safety programs in the following important 1ueas: 
• Elect1ical Safety products. services and resource solutions needed within a facility to pro' ide protection to 

employees from electrical hazards such as nrc flash 
• Confined Spaces solutions include the proper equipment and services to keep employees sufe while working 

in pcnnit-required confined spaces 
• Signs & Communications promote the appropriate safety infonnalion within II rncility or worksile about 

hazurds 
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• Slip. Trip or Fall solution!) help pre\enl employees and guests from nn injury due to a hazard 1r1 a facility or 
worksitc 

• Lockoutffagout solutions used to support processes dunng maintenance procedures 
• Environmental Safety Hat:nrds safely control and handle mc1dents/huzards such ns chemical storage and spills 
• Exits & Fire Protection products and resources provide help with exits & fire protection within 11 facility or 

worksite 
• Machine Guarding equipment and services used on rutd around machines to keep employees safe from injury 

while working 
• Security products and resources help keep the workplace safe and secure during operations nncl after hours 

Grainger's "Safety First" Philosophy 
Grainger te11m members know they are part of something bigger than just their jobs. Every day, they serve those who 
keep facilities runoing and the people in those facilities safe. Team members are motivated to bring their whole self 
including their own ideas, experiences and differences -to work every day and, in tum Grainger is dedicnted to 
ensuring team member safety and well-being. In 2013, Grainger continued to invest in its team members by fostering 
an environment of empowcnncnt, inclusion and professional development, whtle keeping workplace sa(l;:ty 
paramount. 

Safety First 
Products, equipment nnd teom members arc constantly in mot ton nt Gramger branches and dts!nbutton centers. 
Ensuring a safe wmking environment requires a comprehensive approach that includes specialized trnining, regular 
snfety drills, ongoing maintenance and specially desig11cd equipment. Team members at Grainger's distribution 
centers participate in\\ eekly safety trainings as well as longer monthly sessions. From daily stretching exercises to 
inspection of protectivt: gear at distributil)n centers, Ora i"gcr takes seriously irs role as North America's largest 
distributor of safety supplies. 

Safety Around the World 
In 2013, Grainger introduced the Safety Around the World initiattvc including the roll-out of a new web-enabled 
Environmental, Health and Safery (EH&S) management system that hamtonizes global implementation of the 
lntcrn:uional Organization for Standardization (TSO) 14001 and Occupntionnl Health and Safety Assessmem Serie:; 
(OHSAS) 1800 I requirements. The system will improve Grainger's ability to consistently commuoica!t: and mannge 
EH&S principles on a global scale. In 2013, Grainger implemented the system in its US Facilities, achieving I 00 
percent adoption by managers and supervisors at the company's distribution centers and branches. 

Grainger has now begun implementing S<1fety Around the World in Cnnndn. During the first quarter of2014. 6;% of 
managers ofCanndian distnbulion centers had already registered to use the system. The multtlinguol system will be 
implemented throughout the facilities in Mexico nnd Europe in 2014. 

Safety Around the World also includes a web-based program that teaches safety through fast and fun games to 
promote learning and retention. The functionality keeps players motivated and promotes healthy competition. 

Snfetv Community 
Snfety Cnmmunity i~ connecting with o1hcr safety professionals through nssociations meetings with organizations 
like the Nntional Safety Council and American Society of Safery Engineers. 
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\\ e make sure safely is a core personal value to our employees. We want employees to not only be snfe at work but 
also when they go home. We encourage Grainger team members to practice the same s~1fety procedures at home that 
we have at work. 

"We are focused on building n culture where it is everyone's responsibility to keep themselves and the folks around 
them safe. Safety is about going home nt the end of the day to your loved ones in the same condition you came to 
work that morning."- Michael fearing, Area EH&S Manager, Jacksonville DC 

Safety Initiative 
Due to our ongoing dedication to safety, Grnioger has had zero incidences of employee fatalities in the last five (4i) 
years nncl a very low rate of OSHA inctdents-

• OSHA fnddent Rute (RAI) - Compuny 1009-2013 U\'Crage: 2.2 
• Experience Modification Rntc (EMR)- Company 2009-2013 :wcrnge: 0.83 

Snfety Pt·oduct Category Selection 
As a full line distributor of safety products, Grainger carries more thnn 134,000 snfety products from 600 industry­
leading safety manufacturers to fit all of NJPA and NJPA Members· people and facility safety items to keep your 
workers protected and your workplace compliant with safety regulations. Grainger's nationwide network. of 
distribution centers and brnnch locations gives NJ PA and NJPA Members fast, ensy access to a brond selection of 
products to help operate n safer facility, making sure every NJPA and NJPA Members employee returns home safely 
at the end of the day. 

Personal Protective Equipment cupnbilitles help organizations keep individuals safe b) providing products focused 
on protecting them from hazards while they are working, participating in, or visiting n fncihty or'' orkstte. 

• llcad Protection products that provide head protection to individuals' hands 

• Face Protection and Eye Protection and Accessories products that provide eye and face protectton 

• Hearing Protection products that provide hearing protection 
• Workwear products that provide protection to individuals' body 

o Fire Fighting Clothing and Accc~sories 
o Flame Resistant and Arc Flash Clothing 
o Disposable :utd Chemical Resistant Clothing 
o Rainwear 

• C loves and Hand Protection products thnt provide hand protection to tndividunls ' hitnds 

• Footwear and Footwear Accessories products that provide foot protection 

• Respira tory products that provide respiratory protection 
• Fall Protection products that help organizations keep individuals safe by providing f11ll protection 

Medical & First Aid cupubilities enables individuals to provide medical first aid or npply itijury prevention 
procedures while at a facility or worksite which helps heal employees and guests should they gel injured nt work 

• First Aid products that provide site-specific First Aid to individuals 

• AED products reqUired to provide a location with an automated emergency defibrillator 

• Emergency Eyewash nnd Shower Equipment products thnt provide n system for eye flushing or body 
dowsing 
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• Blood Borne Pathogens products needed to protect indiVIdUals who may be 10 contact Wllh blood nome 
pathogens or other potentially infections body fluids 

Temperature Stress Hnzard capabilities help organizations keep individuals safe and productive when they work or 
participate in conditions where the temperatures are excessively hot or cold. 

• Cold Stress protect individuals during e.memt! cold working environments and cold stress 
• It eat Stress protect ind1vidunls during excessive heat working conditions and heal stress 

Ergonomics capabilities help organizations identify ergonomic risk factors and minimize those workplace hazards 
associated with Muscular Skeletal Disorders like sprains and strains while on the job. 

• Rcpctith·c Motion I Vibration products that help to identify and resolve repetitive tasks or motion that could 
lead to strains in muscles or ligaments 

• Lifting!Cnrrying products that help to identify nne! resolve issues with lifting heavy iten1s in a h11istiog or 
awkward motion 

• Pushing/Pulling products that help to idcmify nnd resolve issues with pushing and pulling lnrge or heavy 
items 

• Extended Standing I SitHng products to identify and resolve continuous standing, leaning, bending, kneeling 
01 squatting fatigue or strains 

OccupatiOnal Health Hazards capabililies helps organizations thot need to uo motttroring and implementing of 
controls that safety professionals and industrial hygienists use to evaluate und ussess facilities and worksites for 
occupational health hazards that could help avoid injuries 

• Environment Monitoring products thot help to monitor air quality, noise levels or chemical exposures in a 
facility or worksite 

• Enyironmcnt Controls products Lhat help with controls that are put in place ti improve a1r quality, noise 
levels or chemical exposures in a facility or worksite 

Electrical Safety capabilities to help organi?.ations protect mdividunls from eleclrical safety issues and hazards that 
are found witltin their facility or worksite 

• Temporary Power & Lighting products that are needed with temporary power or lighting is required 
• Working on Live Electricity products that nre used with individuals neecl to work on live electricity 

components 
• Potentialli:lcctrical Hazard products thnt are used 111 potentinlly hazardous electrical areas 
• Arc flush Protection products used with an ore Onsh event could occur thnt would hnnn individuals nnd 

equipment. 

Con lined Spaces capabilities tbnt help organizations when they have penn it required con lined space enlry work 
needing to be done 

• Confined Space Entry products used to comply with entry Md working requirements for .Permit-Required 
confined space entry 

• Extt'action nnd Rescue products used to retrieve nn individual should they become incapacitated while in a 
pem1it-required confined space 
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Sufety Communica11ons capabilities help organiations keep the1r facilities safer by proVIding safety signs, 
mess-aging, and co!llmunications in poreQtially hazardous nreos within o facility or worksitc about hazards 

• Signs & Tags products that communicate safety messages or infonnation 
• Traffic Signs & Crowd Control produc1s used to help with traffic control signs or crowd control 
• Huznrd Communications products used to communicate potential hazards with harmful chemicals and gases 

I hat could put individuals at risk including the new Globally Hannonized System (GHS) 
• Facility Communication products used to help with long dtstance communications or loud environments 

Slip. Trip or Foil capabilities helps organizations prevent mdiv1duals frolll slips, !Tips and falls hazards within their 
facility or worksite 

• Wnlking/Working Surfaces products that help with providing safer walking and working surfaces within a 
facility or worksite 

• Guarded Floor & Wall Openings products that help with providing a safer environment for work around 
noor and wall openings 

• LaddcJ'S & Scaffolding Snfcty products that help with providing safer scaffolding and ladder safety progrnms 
and policies 

• Fnll Protection products thnt help keep employees safe from fall hazards by providing fall protection 
solutions for their facilities and worksites 

Lockoutffagout capabilities help orgnnizations that need to maintain powered equipment with Lockoutfragout 
processes and procedures without exposing individuals' energized ha7ards 

• Electrical and other Hazardous Enel'gy products that lockout and Tagout components of machines that need 
to be turned off and elcctTicnlly de-energized so it cun be worked on safely 

Environmental Safety Hazards capabilities thnt help organizations when they have chemicals at their facility or 
worksite and need to prevent or manage spills from chemicals or other environmental safety hazards 

• Chemical Storage products that provide proper nnd safe storuge of chemicals in a facility or worksite to 
prevent sptlls 

• Spill Containment prorlucts thot help orgamznllons contain nnd clean up chemical spills and other hazardous 
liquids 

• Combustible Dust products that help organizations prevent combustible dust hozards 

Exits & Fire Protection capabilities that help organizations with their exits and fire emergencies within their facility 
or worksite 

• Exit Routes products that provide proper exit routes and means of evacuation within a facility or worksite so 
th:lf individuals can safely exit 

• Fire Protection Equipment products thnt help with the suppression or extinguishing of smaJI fires thut m:cur 
witf1in a structure 

• Emergency Plans product!! that help provide a plan of evacuation for individuals in a facility or worksite 

Machine GuardiM capabililies that help organizntions when they need to gunrd their machines from injuring 
intltviduals while the machines are operated or maintained 

• Protecting Employees products thal help organizations guard individuals from machine hazards 
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• Protecting Equipmrnt products that help orgnnizatrons guard their machines or property from dnmuge due to 
individuaJs contacting it 

Security capnbtblics that help orgnmzations keep their facility safe and secure dunng nonnnl operntion as well ns 
after hours 

• Operations Se.curity products that help otgnnizations with their security concems throughout the facility like 
closed circUit TV systems and accessories and access baniers and crowd control 

• Office Security products that help organizations individuals keep safe within the office or guest area with key 

control and identification and security alarms and wamings 

• Workplace Communications products that help organizations communicate within thetr facilities over long 
distances or in loud environments 

Additional Safety capabilities from Grainger includ~:: 

• Water Safety products for employees working 1n or around water 

Condor\ a Grainuer Exclusive Safety Brand 
NJPA and NJPA Members can take advantage of Grainger "'Exclusive Brnnd" products, a lo\\ er-cost altemative to 
more recognized product brands. For our Safety customers, Condor personal protecti\e equipment offers a wide 
range of high-quality gear made to meet or exceed relevant ANSI safety standards. Protect workers with products 
that consistently perfonn and help you comply with OSHA safety regulations. Condor exclusive brand products 
deliver a reliable cotnbmation ofperfonnance and durability that can help NJPA and NJPA Members run ~dfer 
f<1cilities, while snvin~ money and improving the bottom line. Choose trom over 3,300 Condor products available 
exclusively from Grninger. 

Grainger Safety Resources 
Not just products. NJPA and NJPA Members can count on Grainger's field-tested team of safety specialists when 
you need help selecting products, complying with complex safety regulations or implementing new safety initiative!., 
rely on our team of safely specialists. They have the education, training and hands-on tield experience to answer your 
snfety questions. 

Field-Tested Team of Safety Professionals 
Our safety professionals hold degrees in safety, safely engint:ering, industrial hygiene, industrial technology. 
chemistry and related fields. Trained 111 OSHA's 30-Hour General Industry safety course, they have authored papers 
for safety trade journals unci presented seminars nlnntional training events. In the field, on the phone or online, 
Grainger's tested temn of safety specHtlists can help you identify, control and prevent workplace safety and health 
hazards. Email them at safetysuppor1@erninl!er.com 

Online Snfety Resources 
Get 24/7 access to hundreds of safety resot1rces at the click of a button from your computer or mobile through 
Grainger lNFO Library. Stay on lop of the hues! safety news, trends and regulatory issues free of charge to help 
protect your employees and site visitors. Grainger rNFO Library can provide. 

S\1 
• Quick Tips T~clUlical Resources 

,,.; 

• Safety On the Job Webinar Series 
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Please go online to grainl!er.com/content/infolibrnry to help you identify, control and prevent workplace safety and 
health hazards. 

In-Field Safety Specialist Resources: 
• Grainger's OSHA-30 hour I QSSP certified field resources are strategically positioned locally across the 

cotttllt'y. Our growing team of Safety Specialists brings practical safety knowledge to (TNSERT 
CUSTOMERS NAME) facilities and Joca1ions. In addition, this field based safety team, provides expertise 
solving safety business issue challenges, cost-savings proposals, and program standardization strntegies. 

• Your nssigned in-field Safety Specialist nnd I or Safety Program Manager will align the right Supplier 
Representotives and additional safety technical resources to meet your facilities selection of appropnate 
product use and subsequent training. Use of the in-field Safety Program Manager team helps drive proper 
product selection based and contract compliance through use of on-site surveys. product use analysis and 
product standardization. 

• Grainger has over 600 Safety Suppliers whose representntive resources are dedicated to Grainger's customers 
in order to help bring additional technical, service, and resources to help you with your Snfety pro1,orams. 

For Grninger's Safety Service Selection, please see Exhibrt K. 

Grainger will price avmlable servtces as rellected on www.grainger.com ntllme of transaction ("'Li~t Price'') As 
Grainger adds new services to www.Grninger.com anti that service has !t List Price, Grainger will offer those 
services. Grainger will advise NJPJ\ of any new scrvice(s) to be made available under the Master Agreement by 
providing an emnil to the Contract Administralor and describing the new service(s). These services will be included 
nsynrt of the Master Agreement and no wlilten amendment is necessary to include them unde1 the Master 
Agreement 

51) Identify your ability and willingness to offer an awarded contract to qualifying member agencies in Canada 
specifically and internationally in general. 

Please note: Mexico and Canndn hnvc full sen ice locntions, but operate on a separate platfonn with different 
product and pricing designed to suit locnl markets and would be contracted under separate agreements. Gramger 
Industrial Supply is happy to assist in engaging resources at Acklands-Grninger and Grainger S.A. de C.V. (Mexico) 
to meet with NJPA representatiYcs to discuss the possibility of a separate agreement coverrng NJPA Members· 
Canadian and/or Mexico facilities 

Canada: Acklands-Grainger, Inc., ncqUlred in 1996, is Canada ·s leading broad-line distributor of industrial, tleet and 
safety prod\lcts. Acklands-Grninger operates more lhaJI 170 branches and six distribution centers across Canada. 
Offenng more than 180,000 in-stock itcllls to more than 51,000 customers in Canada, Acklandc;-Grainger provides its 
customers access to products online ar acklandsgrainger.com and through a customized catalog, in English and 
French. Acklnnds-Grainger employs over 325 sales representatives throughout Canada. 
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Our customers value extensive product lines and relinble delivery no matter where their fudlit1es are located, 
Understnnding this, Grainger provides quality service ro customers throughout the world. 

Local On-the-Ground Support 
Grainger operates physical locations outside of the United States- in Puerto Rico, Mexi.;o, Canada. and now in 
Chinn. 

Puerto Rico: Grninger established its first branch in Puerto R1co m 1993. It was the first brunch locnuon set tlp 

outside of the United States. Operating as Grainger Caribe. Inc., there are 2 Grainger branches in Puerto Rico -
Catano (near San Juan) and Mnyagiiez (located on the western part of the Is lund). The· Catano location," ith more 
than 20,000 products in stock, nets ns the lslnnd's distribution and customer service center; it is composed of a 67,000 

square foot warehouse, counter/will call area, office and meeting space. The satellite location in Mayngilc? features a 
coul\ter/will call area . 

Mexico: Grainger, S.A. deC V., a wholly owned subs1dtary of W.W. Grainger, Inc., is the leading clistributor of 
facilities mnintenance products in Mexico. The distribution center, composed of an 84,000 square foot warehouse, 
counter/will call area, and office space, became fully operational and opened to the public on October 14, 1996. The 
Grand Opening event was held in February 1997.ln addttion to the distribution center located in Apodaca, Nuevo 
Leotl , Grainger operates 21 branches in Mexico: Customers also have access to more thun 35,000 products through n 

Spanish-lnt,guage catalog, which is customized to the local marketplace and online at grainger.com.rnx. Grainger, 
S.A. d~ C.V. has its own sales force operating throughout Mexico and uses 1ts own direct mail and telesales 
Initiatives. 

Chinn: Grainger China Lf C opened its facility in Shanghai, China in Juty 2006. Tl1e Master Branch located in the 
Shanghai suburb of Mmhilng, srocks approximately 20,000 products in several cntt!gories ltlcluding welding, 
electrical. fighting, material handling, pumps nnd safety. Guaranteed availability of products makes it easy nnd 
convenient for customers to get the right solution when they need it. Grainger China also offers a Chinese language 
catalog, 24 hours phone service. I 000 squnre meter showroom and n web site. www.grainger.com.cn. allowing 
customers in China lo lind and order everything they need from one source. Grainger Chinn also maintains a satellite 
location in downtown Shsnghui for customer ordering and order pickup. 

Europe: ln August 20 II, Grningcr announced its acqUJsttion of Fabory Group, a Europe-based fastener distributor 
servicing customers in Belg~um, Czech Republic. France, Hungary, The Netherlands, Poland, Portugal, Romanio, 
Slovakia, and the Umted Kingdom. This busineo;s is enabling Groinger to nccelerate its growth in both mature 
(Western Europe) and emerging (Central and Enstem Europe) markets, while gau1ing more scale and relevance in 
fastener pnrchasing and distribution. Serving over I 00,000 customers, Fabory Group maintains 137 branch locations 
across Europe, and 2 strategically located distribution centers. By offering 89,000+ products, Fnbory Group is well 
equipped to meet the needs of European customers. Value added services like VMI make Fabory Group capable of 
close and continuous interaction with its customers. 
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Worldwide Export Services 
Grainger International Export Team focuses on servin~ customers in more than 125 countries nround the world. 
Grainger brings value to customers who do not have a reliable local source of facilities maintenance products, 
especially items thnt are difficult to find. through its network Clf U.S.-based and for~;tgn-based field territory managers 
and a centralized distribution plutfonn. 

Through Grainger's export platfonn, we provide expert services to various types of customers, including the 

following: 

• Foreign rcscllcrs and distributors; 

• U.S. military overseas. embassies. and consulates: 

• U.S. und fordgn owned multi-nalionnts: 

• U.S. trnding and export companies; and 
• U.S bnsed companies purchasing for overseas operations 

Grainger maintains centralized export processes lhnl include providing necessary export documentation and 
regulations compliance. Grainger uses designated freight forwarders and express carriers and also works with the 
customer's forwarder to manage the goods from port to door. 

Our sales and customer services te:uns are comprised of specialists who are multi-lingufl], highly skilled, cultvrally 

nwnre and knowledgeable in intet'Jlationnl trade. Grainger's Export Centers are strategically loc;ued in the US to 
meet customers' needs. 

Curlbbcan, Central & South America: Grainger serves the Latin America Region from our Miami, Florida branch. 

Asia & Pacific Rim Grainger serves the Asia-Pacific Region from our Oakland, California branch. 

Europt!, Middle E:tst & Africa: Grainger serves the Europe, Middle East, Africa Region from our Niles, Illinois and 
Waterloo. Iowa branches. 

Mexico Border· Grainger serves the Mexico/United States Border Operations from the following 5 U.S. brnnches: 
Laredo, Texas; McAllen, Texas: El Paso, Texas; Tucson, Arizona: and Chula Vista, California. 

Grainger International Export's value to our customers is evident: 

• Grainger Jlroducts, services, an<l infonnation 

• Assistance with tntcmattonal product selection (knowledge about foreign produ~;l regulations, codes, 
resTrictions, and complinnce) 

• Cultural awareness 

• Export documentation 

• lntemational tmnsportation/logistics expertise 

• Order consolidation 
• Special packaging requirements 

• Quoting and profonna invoices 
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• Multiple p.tyment options (credit card, wire transfer, letter of credit. ond open nccount) 

• OEM rcplnccmcnt parts and sourced items 

52) Describe any unique dtstribution and/or delivery methods or options offered in your proposal. 

Grninger understands tl1e imponance of product delivery requirements at no cost to NJPA. To !hat end, Grainger 
provides nil NJPA Members with free delivery with no minimum order requirements for standard ground deliveries. 
Grainger will meet the NJPA 's requirements through its extensive inventory and robust distribution network through 
two key functions. First, Grainger's end-to-end supply chain strategy brings together customer demand, sources of 
supply and Grainger's distribution operations to deliver a robust capability aimed at helping customers procure 
product in a just-in-time manner to reduce their operating costs. Second, n fully integrated supply chain network, 
designed for stability, nexibility and efficiency, we ensure customers get the right product, ul the right place, at the 
right time and we work\\ ith customers to understand what they need and when they need 11. 

Grninger"s world class supply chain starts with over 4,800 supplier partnerships that give Gramgcr access to over I 
million unique products. Over 410,000 of these items are actively stocked and purchased in Grainger 's U.S. branch 
and distribution center network. Grainger has invested over $1.1 billion in inventory thai is strategically located in our 
U.S. network of over 360 branches and 13 distributions centers to provide industry leading se(vice to our customers 
(Figure 10- Grainger's Branch and DC locations). This large inventory investment allo\\S Grainger the ability to fill 
over 95% of our cuswmer order lines that st~me day they are received. 

(Figure 10 - Grainger's Brandt and DC Locations) 

After Hour Emergencies 
This service provides emergency product fulfillment service to all customers after nonnal branch business hours. A 
Grainger Call Center provides 24/7 service tor calls to our 1-800-CALL-W\VG service line. Once a request is 
received, the coli center representative can immediately check locnl imcntory and will contact a local Branch 
representative to open the branch location. A toea! Grainger field representative is committed to contacting the 
customer within 60 minutes of the initial call to help solve the customer's problem. The fcc for the emcrgcnc~ 
scn·icc is waived and p1·ovlclcd at no cost to NJPA nnd NJPA Members. 
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ln\'cotory Management Solutions- KcepStock5~ 1* (Grainger refers to our Inventory Manugemcnt solutions as 
KecpStock) 

Range of Solutions 
Grninger KeepStock offers a range of solutions to help you make your MRO inventory management as efficient as 
possible Grninger can help you gain a more thorough understanding of your inventory needs; 

• What are your operational requirements? 
• What is your starting situation? 
• Do you need a complete makeover or just minor adjustments? 

Control and Organize Yom· MRO Inventory 
Gmioger currently has more than 55,000 active customers involved with KeepStock Managed Inventory Solutions 
pro1:,rrams. Grainger services more than 4,000 govemment customers on KeepStock Inventory Solutions programs, of 
wh1ch over I ,000 have Grainger personnel onsite assisting in inventory management. Grainger offers a wide variety of 
MRO inventory management services to help you identify and imprO\e your procu1ement processes. Many of these 
solutions can be fully integrated with your purchasing systems or Graingcr.com®. 

Grainger has solutions to help customers streamline processes, imprO\ e productivity and save money all while helping 
them to keep their people safe and operate safer fhcilities. 

There's uo room for waste when it comes down to purchasmg and managing your inventory. Too much inventory and 
you run the Jisk of waste and money sitting on your shelves. Too lirtle and you may end up dealing with delayed 
production, or worse. With the right solution nnd support, Grainger can help you take costs out of your business by 
snvmg you time, money and space. 

Key strategies for reducing opernting costs: 

• Vendor Consolidation- consolidate with fewer suppl1ers to reduce the number of POs and invoices and 
lower your order processing costs. Consolidate purchnses to help leverage your spend. 

• Leveraged Technology- personalized eCommerce solutions available to strenmline processes and reduce the 
amount of time and effort required to purchase ami manage supplies. Remove steps that don't add vnlue. 

• l'roduct Standardization - standardize products to reduce inventory 
• Inventory & Usage Reduction- personaJized inventory !llanagement solutions available to help reduce 

inventory consumption by up to 40%. Increase productivity by reducing frequent trips to store rooms 
• Safety Solutions Helping to keep employees and guests safe nnd operate safer facilities through insights and 

solutions. Reduce costs through safety programs by avoiding injuries, staying compliant, managing safety risk 
and incrensing produclivity. 
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The day-to-doy management of building operatiOns is challenging enough-even Wtthout tl1e responsibihttes of 
purchnsing, managing, and controlling your MRO product nnd inventory needs to support your maintenance activities. 
Grainger's KeepStock® solucions are designed to help you: 

• Reduce procurement process coc;ts for consumnble MRO supply purchases 
• Improve optimization of in\'eotory levels reduce overstocking or "out-of-stocks"' 
• [mprove control and organization of your inventory 
• Enhance productivity of your MRO procurement team 

Data Security 

• All communicntions can be rnude over fiTfPS protocol and corresponding encryption is in effect. All 
comrnunicntion rl!quires encryptton. Dutabases reside behind multiple tirewalls ond one or more DMZ's and 
are not directly nccessible from outsid~ the Grainger corporate network. 

• Grainger serves a very large base of customers, partners and employees. Becnuse of this critical role, sccunty 
is multi-faceted within Lhe Grainger environment and supported by Company Infonnntton Security polictcs 
and procedures. Dnta availability, perfonnance, security and capacity for all systems, including Grainger.com 
and our enterprise ERP system, arc constantly monitored and actively managed. 

• All customer data lu1s relational keys to insute that ench customer can only see its own umverse of data. 
Access and viewable functions can be tailored lo the role the user plnys in the organization. Each dispensing 
mnchine has Its own unique Crib!D. This !D is used to associnte the machine to a customer, Employees, 
Transactions, Departments, nnd other customer specific dnta driven rules. In addition, all cotnnumication 
requires encryption ond is not directly accessible from outside the Grainger corporate network, the Database 
server is behind muhiple tirewalls. 

Graingel''s suite of managed inventory solutions includes: 

• S~l KtepStock® OnSitc· · 

o 011sitc Assistance tv Help Yo11 Control Your bmmiOIJ' Alanagemt!Jif Procem·.\ 

• KccpStock® LabelsM 

o A Simple Labeling Soluliun tllatllelps You Manage Your lnwmtory So You Can F()cus on Your 
Operations 

• KecpStock® Scnns~t 
o An lnvelltOI~' Mcmugement Solution Using B(lrcodc> Scanning (o Srl'<'amlille Your Ordenng ProceHe!> 

• KeepStock® T•·acksM 

• 

o tLn/nvcntUiy Mc11mgemcnl So/uflunlo Help Yu11 Track 1/te MU1·ement ofMRO hm:miOIJ' 

SM KeepStock® MoiJih:' · 
o The ln1•entory 1-.-/rmagement Solution for Y(111r Jlvfobile Enl'ironnw111 

• KecpStock® .Sccure5~1 

o :Ln Industrial Dispensing Solution Usi11g Sec:urc Mac:hines to Control Supplies U\tlgc 

68 



Plcuse note: 

Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
fill JMZ.t ii:ij.l/lj I p.i.Uiil.f.l'li 

¥~ t::hgiblliryfor Grainger's KeepStvck solutions is subjl!cl ro cerlllill qualifying criteria. and may tWJtdre "" 011-site 

as.\·,•ssmanf ar cu:.tomer site to be condttcred hy Gminger 's Consul ling Sentices group. Mutual agreement 011 rite hours 
of weekly use o) Gl(ling~tr personnel i:,· ct conditio11 ofKeepSwck 011Sife implementation. Customer acceptmu.:e of 
lic:ensfng tenm i:, required 111 regard /o sofln·ru·e-based solrilio11S and a separate ll'ril/en se11>ite agreement i~ required 
(rJr KeepStoc~ Sewre 

KcepStoct.- Solution CapabiUtics 

Solution: KccpStock® OnsitesM 

We'll Pmvide Omite Assistance to Help You Control J'ourlnventm')' Mauagement Prncesses 

KeepStock'l! Onsite5
M is your turnkey MRO veudor-manoged inventory (VMI) solution A knowledgeable Gra1nger 

professional visits your site for a mutually dctem1ined amount of lime (up to 40 hours per week ... ), and utilizes 
scanning technology to replenish nnd reorder Grainger products to save you both time and money. Plus, with the 
workflow options. you ore in complete control of which products get ordered. 

KeepStock® 011site.s"' can help you save time and money managing your maintenance, repair and operations (MRO) 
supplies by: 

• Identifying Grninger Catalog prod nets: This includes working off purchase requisitions/orders to cross 
reference items. Co01•dinntes other Grainger resources 10 identify the best product solutions. 

• Plncc Orders for You: Scan mnnnged items and place spot buy orders for you, as needed. All orders a~ 
submitted aud manugcd according to your workflow processes. 

• Dedicated Inventory Management: Specialist Handle invoice inquiries, proces~ product returns, expedite 
orders, source hard-to-lind products, organize inventory, restock products, place spot buy orders and more! 

• Understand Your Inventory Needs: Put away Grainger shipments m your designated storage i]rea (certain 
guidelines for product handling and storage restrictions apply), make product recommendations, take spot buy 
orders and provide valuable inventory insight. 

Solution: KecpStoeli® Lnbel5
'

1 

A Simple L11be/iug Solution that Helps 1'011 Nfmwgc tom· IJII't!llftn')' So You Can FtJcus 011 )'our Opt!rutitJIIS 

KeepStock® Lnbel5' 1 is a Grninger.com® inventory management solution that helps you identify, organize and 
manage your inventory Create online Inventory I ists that enable foster identification ofmatl!rials and simplify 
reordering. KeepStock Label requires no special soft\\ are or advanced technology, and is available for everyone to use 
at no additional cost. 

• CrLo.ntc an Inventory List: Keep track of your commonly used Grainger inventory items, including 
inventory h::vels, stocking locations and rtny intemal part numbers. Share this list with others or export 
into a lXI Cile. A download option lets you export and save your lists. 
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• Find Your Hems Faster and Easier: Print n label for each item on your Inventory L1st. L1sts and labels 
make organizing and locating your items faster and easier. The inventory lists on Grainger.com® and 
printed labels include the Grainger product number, picture, brief description, your part number and 
minimum/maximum levels. 

• Simplify the re-ordering process: Print n re-order form from your Inventory List. Use the re-order fonn 
to help you cycle count your inventory or use it as a reference lo place your next Grainger order. 

!J21nth ~ 10 !Oool CIVog<llliC Hen ] 

I IIIIIIRIIU -
' tft>p4t 

Mfn:. Matto :.a 
I.Jro&oln'•o· o 
... o ...... : TP 
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1- t .ts Sf'lot1 our" stt.• 
~ 

Solution: KcepStock® Scan~' 
An llll'elllfll)' Mnnngenu.mt Solution Using Barcode Scmming Ia Strr!nmlille )'our Onferiug Processes 

KeepStock® Scnn5~1 is n customer mant~ged inventory replenishment solution that utilizes Grninger-provided scannmg 
technolo!,>y to help streamline ordering processes for stocked Grainger items. By using this automated tool to order 
your Grainger inventory, your workers will have more time to fo~us on their jobs. 

This solution offers the following benelits: 

• Easy to use: The easy-to-use scanner provides n true point and click single bar code rending system to 

ensily automate the reordering of stocked items for tool cribs. storerooms. mulliple storage areas and any 
number ofpoim-of-use locations. The solution makes it ensier t11an ever for you to manage and reorder 
the Grainger supplies you use everyday. 

• Streamline pur·chnsing: Once an item is scanned, connect the scanner to uplond the scans directly into 
the Grainger system. This will create an order that can be routed via email for final approvol(s). Once an 
order is approved, it will ship next day to your desired location. 

• Minimize time spent on papet·work: KeepStock Scan provides online reporting where you can quickly 
access your purchase order history to help you understand what items you're buying over a given period 
of time. Thjs data will enable you lo make better decisions on the inventory you need to keep on hand 

Process: 
I. Scan 

n Scan the Grainger-provided bnrcode labels to easily auton111te reordering of stocked items for your 
tool crib, storeroom, closet, storuge area or any point-of-use location. 

2. Find 
a. With the smanphone app, you can quickly ond easily place orders for addi tional items chat nre not 

typically stocked. Just search the online Grainger catalog or Grni nger.com® and get all the products 
you need from one convenient source. 

3. Order 
a. Finish scunning on your smnrtphone ilml Simply send the order. Your Grnittger Rep can also work 

with you to hove one person approve all orders placed by authorized employees. 
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11. Work With yom Oraingt!l' Rep to adc.l itt!IIIS to your inventory progrnrn changehtd<.l users and recetve 
more scanning lobels. This gives you more time to invest bm:k into your business. 

Solution: KecpStock® Track~>" 
All Inventory ,.,Jt,wgement Solutimttn Help You Tl'ttck the lrlovemenl of MRO fnveiiiOIJ' 

KeepStock® Trucks·'' is a managed barcode inventory control system that lets you manage the movement of 
maintenance, repair and operations (MRO) inventory as it is received, issued and transferred into and throughout your 
business. 

This Gn1inger KecpStock® solution helps you mnnage the maintenance ond movement of your Grainger inventory 
by knowing what items are being used by your employees at any given time. Kno\\ whnt you have tn real tuue and 
who is using that inventory. Also, Grainger offers a variety of di!Terent ways to implement this software solution , With 
this Customer Monaged Inventory (CMI) or Grainger Managed Inventory (GMl) solution, we can provide you wirh 
the essential equipment for your central storeroom employees to use themselves or Grainger can do it for you with a 
dedicated resource to help manage your Grainger inventory 

This solution offers the following bene!its: 

• Easy-to-use program. Grainger provides barcode scanning hardware and a web-based management 
application program. An on-site specialist wilt help you install and trnin your staff on how to use the 
program. 

• Tracking of invcnto1·y mo,•cmcnt and product consumption: Help keep your inventory management 
costs down by identifying slow and inactive moving inventory items; furthermore, this solution alerts you 
to low- and out-of-stock mventory before you run out The system allows for a check-in•check-out 
functionality helps you track item:. used by multtple employees, and allows you to allocate u.c;age to 
opproprinte users, cost center or customer account number No more wondering who, whnl, when and 
where. In addition, this system can even place orders for you once you get below your minimum quantity 
level. 

• Real time anul) lies and repol'ting. KeepStock Track alerts you to IO\\ nnd out-of-stock inventory 
items. It helps you identitY inventory usage and trends while providing quuntiliable asset valuation for 
your physical on-hand inventory. 

Sulution: KeepStock® Mobiles" 
The lul'ellfOI)' Management Snlutin11 ji1r J'oul' Mnblll! hnvircmti11:ml 

KeepStock® Mobiles~! is n customer managed replenishment solution that utilizes Grainger-provided scanning 
software to help you manage inventory that moves, such as supplies in a service truck or van. 
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• Easy-to-use: Grninger provides assistance with scann.ing hardware, bnrcode labds and project 
implementation. Once set up. Your service technicians can crente orders while they're on the go by simply 
scanning the barcodes of Grainger items stocked in their service truck or vnn. 

• Streamline purchasing: After an item is scanned, simply send directly from your phone using your 
smart phone app. don't use a smarlphone? No problem, we'll provide you scanners thnt allow you to 
connect the scanner and upload directly into the Grainger system. This creates nn order that can be routed 
by email for final approvals. 

• Maximize productivity: Help improve productivity by reducing time spent identifying nod ordering 
products. With the help of Keep Stock Mobile® solutions, technicians can focus on using their valuable 
trode skills and completing wt,rk orders on time. 

Solution: KecpStock® Secures.\1* 
,4, lmlustriul Disp~11siug Solution Using Securt! Mocltilles to Comml Supr1lies Usage 

KeepStock® Secure5
M is a managed utventory solution which provides customized automated dispensing machines to 

control usage nnd reduce thefr of consumable maintenance, repair and operations (MRO) items and providt: detailed 
reporting of consumption of such items. 

Tlus solution offers the following benefits; 

• Secure product: Those of your Grainger consumable products we mutually select are secured in o locked 
vending machine to reduce excessive product use and theft. 

• 2417 access: Ensy unattended and secure access to highly consumable and durable items. 
• Reduce storeroom trips and wailing time: Located at point-of-use locations, helps improve employee 

productivity by limiting extra ttips around the facility to obtam items. 
• Reduce on-hand inventory; Helps improve control over inventory costs. Automated reordering reduces 

carrying costs by decreasing on-hund inventory, elim111ating stock-outs and lowering P.O. processing costs. 
• Robust reporting: Includes depnrtment,job and employee datu, along with helping you know what items are 

coming in and going out so you can easily track the vatu..: ol' your inventory and measttre purchasing accuracy. 
• Gruiogcr• Inventory Management Specialist: These Orainge1' employees provide valuable support by 

helping tn keep inventory levels wherever you set them, only replacing the products that hnve been used, as 
well as pcrfonning spot buys and product put-away-without receivmg any conuniss10n for these services. 
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Dispensing Solutions 
When you want to control consumption 
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Grainger's KeepStock process overview is displayed below. Thts overview is based on average time frames 
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Grainger will pro' rdc complete project management of the dispensrng machines Implementation including planning, 
trnnsportotJon, install allan, on-site training and replenislunent services. The Customer is responsible for providing the 
necessary electrical and internet connections. Please refer to Exhibit E- Grainger's KeepStock Key Understandings 

Please note. 

*Eligibility for Graingt:r 's KeepStoc.:k solllliolls is subject tv cenain qualifYing criteria. and may requirf:.' 011 on-sire 

asses.Hnenl a/ cmtomc1 'ile to be condtl('fed by Gminger 's Consulting Services group. Mutual ugrennent 011 the houn 

o(wee~ly ll'ie of Grainger personnel is a condttion of Ke<.·pStock OnSite implementation. Customer acceptance of 

licensing terms is required in regard to so(tll'are-based solutions and a SI!JJCirttfe writ/en sen•ice agreemenl is required 

for KeepStocJ.. Secure. 
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39) What is the annual combined dollar sales volume for each of these contracts? 
40) tfyou are awarded the NJPA contract, are there any market segments or verticals (e.g., higher education, K-12 local 

governments, non-profits etc.) or geographical markets where the NJP A contract will not be your primary contract 
purchasing vehicle? If so, please identify those markets and which cooperative purchasing agreement will be your 
primary vehicle. · 

41) How would you leverage an NJPA awarded contract in your sales process? 
42) Identify a proposed administrative fee payable to NJPA for facilitation, management and promotion of the NJPA 

contract, should you be awarded. This fee is typically calculated as a pettentage of Contract sales and not a line item 
addition to the customers cost of goods. 

YalueAdded 

43) If applicable, describe any product/equipment training programs available as options for NJPA members. lfapplicable, 
do you offer equipment operator training as well as maintenance training? __ Yes __ No 

44) Is this training standard as a part of a purchase or optional? 
4S) Describe current technological advances your proposed equipment/products and related services offer. 
46) Describe your "Green" program as it relates to your company, your products/equipment. and your recycling program, 

including a list of all green products accompanied by the certifying agency for each (if applicable). 
47) Describe any Women or Minority Business Entity (WMBE) or Small Business Entity (SBE) accreditations and the 

general minority and small business program of your organization as it relates to a Contract resulting from this RFP. 
48) IdentifY any other unique or custom value added attributes of your company or your products/equipment or related 

services. What makes your proposed solutions unique in your industry as it applies to NJPA members? 
49) Other than what you have already demonstrated or described, what separates your company, your products/equipment 

and related services from your competition? 
50) IdentifY and describe any service contract options included in the proposal, or offered as a proposed option, for the 

products/equipment being offered. 
51) Identify your ability and willingness to offer an awarded contract to qualifying member agencies in Canada specifically 

and internationally in general. 
52) Describe any unique distribution and/or delivery methods or options offered in your proposal. 

NOTE: Questions regarding Payment Terms, Warranty, Products/Equipment/Services, Pricing and 
Delivery, and Industry Specific Items are addressed on Form P. 
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Form B 

PROPOSER INFORMATION 

Company Name: W W Grainger, Inc 

Address: 1 00 Grainger Parkway 

City/State/Zip: Lake Forest, IL 60045-5201 

Phone: 800-535-1 000 

Toll Free Number: 800-535-1000 

Web site: www.grainger com 

Fax: N/A 
E-mail: -LlNLLJ/Ac._ __________ _ 

Voids sometimes exist between management (those who respond to RFPs) and sales stnff (those who contact NJPA 
Members) that result in communication problems. Due to this fact, provide the names of your key sales people, phone 
numbers, and geographic territories for which they are responsible 

COMPANY PERSONNEL CONTACTS 

Authorized Signer for your organization*: 

Name: Jeffrey MacNeil 

Email: jeff,macneil@grainger,com Phone: (804} 357-3158 

• By executing Form F, the "Proposer's Assurance of Compliance," you are certifying this person identified here bas their 
authorization to sign on behalf of your organization: 

Author of your proposal response 

Name: Jeffrey MacNeil 

Email: jeff.macneil@grainger.com 

Title: Senior Government Sales Manager 

Phone: (804) 357-3158 

Your Primary Contact person regarding your proposal: 

Name: Jeffrey MacNeil Title: Senior Government Sales Manager 

Email: jeff.macneil@grainger.com Phone: (804) 357-3158 

Otber important contact information: 

Title: Name: ~N~/A~-------------------------­ N/A 

Email: N/A 

Name: N/A 
Emnil: N/A 

Phone: 

Title: 

Phone: 
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Form C 
EXCEPTIONS TO PROPOSAL, TE~JS. CONPITIONS 

AND SOLUTIONS REQUEST 

Company Nnme: W.W. Grainger. Inc. 

Note; Original must be tlgnesi and Inserted In the inside front cover pouch. 

Any exceptions to the Tenns, Conditions, Specifications, or Proposal Fonns contained herein shall be noted In writing 
and included with the proposal submittal. Proposer ackl1owledges that the exceptions listed may or may not be accepted 
by NJPA and may or may not bo included in the final contract. NJPA may clarify exceptions listed here and document 

the results of those clarifications in the appropriate section below. 

Term, Condition, or NJPA 
Section/page Spcciflcotlon Exception ACCEPTS 

~ectron O/Pnoa 24 CerllReillon ol Insurance, 
NOIV411181analllO lhll w~. CUITinl ano 

NJPA prospeeUva MilmbeNJ may be added to 11\o 
Paragraph 6.21 

r(l(lues~ llOIIc:v as addiUonallnsured. AccepJ! 

// " 
Proposer's Signature: fJ/L. fi~/tj) Dote: 9,. ""L L ·l_'{_ 

U(/') 
NJPA's clo[fflcatiQn on cxcel!tion/s llslcd n~o~c: 
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FORMn 

Contract Award 
RFP091214 

Formal Offering of Proposal 
(To be completed Only hy Proposer) 

FACO.ITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES 
In compliance with the Request for Proposal (RFP) for FACILITIES MAINTENANCE, REPAIR ANO OPERATING 
SUPPLIES the undersigned warrants that 1/we have examined this RfP nnd, being familiar with all of the instruction~. 
terms nnd conditions, general speci licatlons, expectation~, technical specifications, se.rvice expectations and any special tenns, 
do hereby propose, fully commit and agree to furnish the defined equipment/products nnd related services in full compliance 
with all terms,. conditions ofthis RFP, any applicable amendments of this Rf'P, and all Proposer's Response documentation. 
Proposer further understands they accept the full responsibility as the sole source of responsibility ofthe proposed response 
herein nnd that the performance of any sub-contractors employed by the Proposer in fulfillment of this proposal is the sole 
responsibility of the Proposer. 

Company Nnme: W ... W. G.r.aiog~e4r,~lnwc ..... , ___ _ Date: September 12. 2014 

Company Address: 1 00 Grainger Parkway 

City: Lake Forest State: _,I=L ___ Zip: 60045-5201 

Senior Government Sales Manager 
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Ftrml 

Contract Acttplanct and Award 

(To be romplcttd only by NJPA) 

NJPA 09UI.f II FACILITIES MAINTENANCE, RErAIR AND OPERATING SUPPLIF.S 

W.W. ORAJNOER.INC. 

Propoltr'• full legal oamt 

Your proposal ls hereby aeceptcd and awarded. As an awarded Proposer, you are now bound to provide the defined 
producLiequlpment end services contained in your proposal offering according to alltema, conditions, and pricingld forth 
in this RFP, any amendments to this RFP, your Response, and any exceptions accepted or rejected by NJPA on Fonn C. 

NJPA Authorized signature: ~ ::X.:o\t \) C!TJ (~{\ 
~ JPA Board Mc:ll\bcr (Nome printed or lypcd) 

Executed this~ day of ~)'Q(J{ . 20~ NJPA Contract Number 091114-W\\'G 

:~:::,::::y ••;~~Z" ~~ord in~clu~a~ed. exceptions orul NJPA clarifieatioM identified on FORM c. 

Vendor Authorized signatiUc: i= =d til :k/tPv !fa uf& 't 
T' 1 S, /' ' I c .if 7(Name printed or lypcd) 

II c:e n '0V (20 litO) 01 e rl .)" .. f"S ,f1D.ho.ye C 

Executed this ~ 7 ; h day of OcAab e v . 20 J u 
(;!.. - - --=-~-1-1---- NJPA Coatratt Number091li4-WWG 
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Form F 
PROPOSER ASSURANCE OF COMPLIANCE 

Proposal Amdavlt Signature Page 
PROPOSER'S AF'FIDA VIT 

The undersigned, representing the persons, firms and corporations joining in the submission of the foregoing proposal 
(such persons, firms and corporations hereinafter being referred to as the "Proposer"), being duly sworn on his/her oath. 
states to the best of his/her belief and knowledge: 

1. The undersigned certifies the Proposer is submitting their proposal under their true and correct name, the Proposer 
has been property origlbated and legally exists in good standing in its state of residence, that the Proposer 
possesses, or will possess prior to the delivery of any equipment/products and related services, all applicable 
licenses necessary for such delivery to NJPA members agencies nationally, and that they are authorized to act on 
behalf of, and encumber the "Proposer'' in this Contract; and 

2. To the best of my knowledge, no Proposer or Potential Proposer, nor any person duly representing the same, has 
directly or indirectly entered into any agreement or arrangement with any other Proposers, Potential Proposers, 
any official or employee of the NJP A, or any person. firm or corporation under contract with the NJP A in an 
effort to influence either the offering or non-offering of certain prices, terms, and conditions relating to this RFP 
which tends to, or does, lessen or destroy free competition of the Contract sought for by this RFP; and 

3. The Proposer or any person on his/her behalf, has not agreed. connived or colluded to produce a deceptive show 
of competition in the manner of the proposal or award of the referenced contract; and 

4. Neither the Proposer nor any officer, director, partner, member or associate of the Proposer, nor any of its 
employees directJy involved in obtaining contracts with the NJPA or any subdivision of the NJPA, has been 
convicted of false pretenses, attempted false pretenses or conspiracy to commit false pretenses, bribery, attempted 
bribery or conspiracy to bribe under the laws of any state or federal government for acts or omissions after January 
1, 1985; and 

5. The Proposer has examined and understands the terms, conditions, scope, contract opportunity, specifications 
request and other documents of this solicitation and that any and all exceptions have been noted in writing and 
have been included with the proposal submittal; and 

6. If awarded a contract, the Proposer will provide the equipment/products and/or services to qualifying members 
of the NJPA in accordance with the terms, conditions, scope of this RFP, Proposer offered specifications and 
other documents of this solicitation; and 

7. The undersigned, being familiar with and understand the expectations requested and outlined in this RFP under 
consideration, hereby proposes to deliver through valid requests, Purchase Orders or other acceptable forms 
ordering and procurement by NJPA Members. Unless otherwise indicated. requested and agreed to on a valid 
purchase order per this RFP, only new, unused and first quality equipment/products and related services are to 
be transacted with NJPA Members relating to an awarded contract; and 

8. The Proposer has carefully checked the accuracy of all proposed products/equipment and related services and 
listed total price per unit of purchase in this proposal to include shipping and delivery considerations. In addition, 
the Proposer accepts all general terms and conditions of this RFP, including all responsibilities of commitment 
as outlined and proposed; and 
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9. In submitting this proposal, it is understood that the right is reserved by the NJPA to reject any or all proposals and 
it Is asree<f by all patties that this proposal may not be withdrawn during a period of90 days from the date proposals 
were opened regarding this RFP; and 

I 0. The Proposer certifies that in performing this Contract they will comply with all applicable provisions of the 
federal, state, and local laws. regulations, rules, and orders; and 

11. The Proposer understands that submitted proposals which are marked "confidential" in their entirety, or those in 
which a significant portion of the submitted proposal is marked "nonpubtic" wUI not be accepted by NJP A. 
Pursuant to Minnesota Statute §13.37 only specific parts of the proposal may be labeled a ''trade secret." All 
proposals are nonpublic until the contract is awarded; at which time, both successful and unsuetessful vendors' 
proposals become public information. 

12. The Proposer understands and agrees that NJPA will not be responsible for any information contained within the 
proposal. 

13. By signing below, the Proposer understands it is his or her responsibility as the Vendor to act in protection of 
labeled information and agree to defend and indemnify NJP A for honoring such designation. Proposer duly 
realizes failure to so act will constitute a complete waiver and all submitted information will become public 
information; additionally failure to label any information that is released by NJPA shall constitute a complete 
waiver of any and all claims for damages caused by the release of the information. 

(The rest of this page bas been left intentionally blank. Slpature page below] 
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By signing below, Proposer is acknowledging that he or she has read, understands and agrees to comply with the tenns 
and conditions specified above. 

Company Name: W.W. Grainger. Inc. 

Contact Person tbr Questions: __..J ... e"""ffr""e<.Jo~-'M....,a~c~N..ale""l'-1 ------------------

(Must be mdavtdU81 who is responsible for filling out this PrOposer's Response form) 

Address: 100 Grainger Parkway 

City/State/Zip: I aka Forest, II 60045-5201 

Telephone Number: 800-535-1000 Fax Number: _..:..N=/A_:_ ________ _ 

E-maii.Addr~s: jeff.macn~ll ~jr·=': 
Authonzed S1gnature: 7{ h ~~ 
Authorized Name (typedf!fi~:::.;Je:..:ffr=ey.J.....:.:.M..:.::a::..:c;:..;N:.;:e""'il __________________ _ 

Title: Senior Government Sales Manager 

Date: September 11, 2014 

Notarized eJAMES HAMILTON LINDQUIST 
NOTARV f'IJBUC • MI~SOTA 
~ ConY!issb1 EJpilll J&. 31,1018 

Subscribed and sworn to before me this //'Ji: day of S e.-t f · ,20 I y' 

Notary Public in and for the County of-=~~4.l..'€...r=.....:l~(&=-=-V'...:.~..:..1 .... t:, ________ State of_-~ __ 0 _tf_ 

Signature: k~g;£ ~ ~ 
My commission expires: 0 /-~ '3~ . 4 

0' ~ 
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Tab7 

Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

Payment Terms and Fjpandng Options 

l) Identify your payment tenns if applicable. (Net 30, etc.) 

GRAINGER 
Ill 1 JM4-tatt•·t:IJ•:m.aa,,,,.,.,, 

Grainger's standard paymenltenns are net thtrty (30) dnys from date of shipment, sub;ect to applicable statute. 

2) Identify any applicable leasing or other financing options as defined herein. 

Not Applicable 

3) Briefly describe your proposed order process for this proposal and contract award. (Note: order process may be 
modified or refined during an NJ PA member's fLDal Contract phase process). 

a. Please specify if you will be including your dealer network in this proposal. If so, please specify how involved 
they will be. (For example, will he Dealer accept the P.O.?), and how are we to verify the specific dealer is 
part of your network? 

Ordering Process 
Grainger's multi-channel platfonn nllows customers to utilize the option that best meets their needs and preferences 
for placing orders. Once nn order is received, a Customer Service Associate will process the order immediately and a 
Grainger distribution center or branch will ship all in-stock orders received by 4:00 pm local-time on the day the 
order is received. 

Grainger's systems and process ensure consistent pricing und order processing. Depending on the requirements of 
the end-user, orders can be placed through any of the following channels: 

• eProcurement 
• Grninger.com 

• Mobile Web-site 

• Tablet App 

• Telephone I Fax Email 
• Wnlk-in and Will Call at Local Branches 

• KeepStock 

cJ>rocuremenl 
Multiple platfonns and eProcurement (ePro) connectivity is O\ ailable for Jocalitt~:s or other users that requir~ an ePro 
connection, as described in detail in Tab 5.1 . 
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Grainger.com 

Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
II I IIMJ·l'd''·' titt'·'di'''.i.f't' 

Our Grainger.com site carries well over 1.1 million products and parts from more than 4,800 manufncturers and 
suppliers. Grninger.com provides on-line ordering and produc1 search capabilities with real-time access to our Branch 
and Distribution Center inventories. This real-time inventory view supports end-users in finding the right product to 
meet their needs and provides a reliable measure of product availability. The ability to v1ew inventory availability on­
hoe helps to reduce unwanted back-orders or delays. 

Also available through Grainger.com, our Order Management System (OMS) is an online ordering system with 
robust work !low capabilities. By allowmg customers to automate the order routing process, v1ew and approve orders, 
and apply unique spend limits, OMS helps to control spend and secure ndditional cost savings. 

NJPA end users may contact the Grainger.com Customer Care team via email or toll-free at 1-888-361-8649, 24 
hours a day, 7 days 11 week. 

Mobile Website or Smtlrl Phone I Tablet App 

Customers are able to access Grainger.com from their smart phone's web browser. On the mobile site, customers can 
search for products, sign in, see their account-specilk pricang. place an order, find the nearest branch und even 
approve orders generated through the Order Management System. A specific Grainger App is also nvnilnble for 
iPhone, tPad or Android devices to perform the same tasks. 

Telephon~ 

Grain!,rer's state of the art phone system routes in-coming customer calls to the first av:Jilable phone ngent. Our goal 
IS to ha,1e the highest level of customer service in the MRO industry. Grainger Service Level Goals are 90% of calls 
answered within 20 seconds or less (range of88%- 92%) AND 99% of calls answered in 60 seconds or less. 

Fax I Ernuil 
CustOmers cnn fax or email orders a! nny tunc to Grninger. Once received a branch Customer Service Associntc will 
process the order or follow-up directly with the customer. 

Walk-In and Wfll Call 

Our local brancl1es are not simply store-fronts with lilllited inventory. Our branches have nn overage of 23,000 
products avnilable to meet walk-in customer requirements and are available from approxjmately 7~00 AM to 5:00 PM 
Mondny througl1 Friday. On u national basis, Gramger serves over 165,000 transactions per day and operntes over 
360 bronches across the United States - nil nvnilablc for same day servke. 

Customizablc Products 

Grainger con customize certain products wilh size, configuration and messaging based on unique customer requirements. 
NJPA can a.pply a logo or unique message to just about any product to promote an idea, department or for easy 
identification. Customiznble products include products such as filters (unique sizing), hardhats, safety wear or signs to 
meet NJP Ns needs. NJ 11 A will decide the size, configuration or messnge and Grainger will take care of the rest. Please 
note that these products wtll have a different set of purchnse teams nnd conditions for Sourced Products. Please see 
Exl1ibit L- Grainger Sourcing Tenns and Conditions. 
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Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

4) Do you accept the P-card procurement and payment process? 

Yes, Grumger accepts P-cnrd procurement and payment processes. 

P-Card Purchases 

GRAINGER 
I I I II*J·' *·:t•·r:n c:m.I3i"'·'·' IJ 

Grainger accepts nll types of VlSA, MasterCard nnd American Express (AMEX) cards as a means of payment. The 
customer will receive n packing slip with each purchase that serves as the receipt. AMEX Corporate Purchasing Card 
and Credit card transactions are all processed through our branch SAP network. At the point of sale, Grainger branch 
personnel can record ull AMEX Corporate Purchasmg Card infonnation, including card member reference number, 
tax, and free form infonnation. This infonnntion will appear on the bill or statement from AMEX. 
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Tab8 

Warrnptx 

Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
I I I I JM#.t ,, ,,,, IJ i\jil·I~!Jili.f.'1 I 

5) Describe, in detail, your Manufacture Warranty Program including conditions and requirements to qualify, claims 
procedure, and overall structure. 

t\11 products sold are warranted by seller only to buyers for resale or use in business or original equipment 
manufactured against defects in workmanship or materials under normal use for one (I) year after date of 
purchase from seller, unless otherwise stated. During such one (I) year period, seller will use reasonable efforts 
to repair or replace nny defective product; provided, however, thnt buyer has returned the defective product to the 
appropriate seller branch or authorized service location, as designated by seller, shipping costs prepaid. Any 
repaLr or replacement or, at seller's option, seller's refund of amounts paid by buyer for the defective product, 
shall be buyer's sole and exclusive remedy. 

Wurranty Disclaimer. Seller shall have no liability for, and expressly disclaims any warranty or affim1ation of 
fact, express or implied, other than ns set forth in this agreement, including without limitation (i) the implied 
warranLies of merchantability and fitness for a particular purpose: (ii) any warranty or affirmation of fact related 
to misuse, improper selection, recommendation, or misapplication of any product; and (iii) any warranty or 
nflirmation of fact that the catalogs, literature and websites it provides accurutely illustrate and describe 
products. Seller reserves the right to correct publishing errors. 

Limitation of Liability. Any liability for consequential, incidental, special, exemplary or punttive damages is 
expressly dischumed. Seller's liability in all events shall not exceed the purchnse price paid for the product that 
gives rise to such liability. Seller's payment of such amount shall be tht~ final and exclusive remedy in the 
exhaustion or unavailability of any other remedy specified herein and shall not be construed or alleged by buyer to 
have failed of its essential purpose. 

No Wnr·r·anties to Consumers. Seller makes no warranties under the MU!,'T\Uson-Moss Warranty-f-ederal Trude 
commission improvement acl, 

Prompt Di~position. Seller will make a good fnith efforl to promptly correct or otherwise make an adjuslment 
under its warranty with respect to nny Product which proves to be defective within the warranty period. 13efore 
retuming any Product, wnte or call the Seller's branch from which the Product was purchased, givin~; the date nnd 
number of original invo1cc, and describing. the defect. 

Product Use. Buyer shall be responsible for complying with nil applicable laws. codes nnd regulations, 
including, without limitation, ANSI, UL, NEC, FAA and CSA, regarding installation or use of Products 
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Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
II III*J·i l.:tj.ij&l'i.J.I fJIJI.J.!t•• 

Cross-Referencing Information. Seller mny provtde cross-reference infonnatJon for product compnrisons or 
substitution. CROSS-REFERENCED PRODUCTS ARE NOT REPRESENTED OR WARRANTED AS 
EXACTLY COMPARABLE OR AS PUNCTIONAL OR PERFORMANCE EQUIVALENTS. Buyer will revh~\' 
nil specifications prior to purchase and use to detennine suitability for Buyer's intended use. Selection of Product 
is the sole responsibility of Buyer. 

Munufncturers' Wnrronties & Sales LitcratUI'C. Many of the Products listed tn Seller's General Catalog arc 
wurranted by the manufn'-'turer to the linal user. Upon request by Buyer, as a J>ervice for the Tenn of this 
Agreement, Seller will obtam copies of manufacturers' consumer warranties and will furnish them free of charge 
to Buyer. Such requests must include the Seller's stock number and the mnnufacturer's model nutnber (if shown) 
of each Product for wl1ich a copy of the warranty is requested. Seller may also furnish soies brochures and other 
I iterature of the manufacturer. Seller assumes no responsibility for the content or coverages contained in any 
manufacturer's warranty or sales literature by providing this service. 

OSHA Hazardous Substance Product Information. Manufacturer's Material Safety Data Sheets (MSDS) are 
also available: (i) nt Buyer's loco! Grainger branch; (ii) by accessing www.grainger.com; or (iii) by contacting 
Seller in writing ot Grainger, Dept. B2.L4 L, I 00 Grainger Parkway, Lake Forest, lL 60045 U.S.A. Seller make!. 
Ol) warranty, and expressly disclaims all liability, with respect to the accuracy or reliability of any MSDS 

Matct'ials of Tr"'dc. Buyer represents that it is purchasing Products as its "materials of trade" as defined in the 
Hazardous Materials Regulations in Title 49 of the Code of Federal Regulations It further represents that the 
Products shnll be used in direct support of its business, which is not transportation, and that such Products shall 
not be resold or transported in a velucle other than one owned by itself. 

6) Do all warranties cover all products/equipment parts and labor? 

All warranties cover all products/equipment parts, Grainger doesn't provide labor. unless manufacturer's wnrrnnty 
covers labor. 

7) Do warranties impose usage limit restrictions? 

Grainger shall have no liability for, and expressly disclaims any warranty, express or implied, including (i) the 
implied warranties of merchantability and fitness for a panicular purpose and (ii) nny warranty or affirmation of 
fact related to mtsuse, improper selection, recommendalion. or misapplicution of any product. 

8) Do warranties cover the expense of technicians travel time and mileage to perfonn warranty repairs'? 

This is ool applicable becau~e Grainger is n distributor, not the manufacturer, and therefore does not have technician:. 
on staff 

9) Please list any other limitations or circumstances that would not be covered under your warranty. 

All limitations and exceptions arc as addressed in Grainger's wnrrnnty. 
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Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
f l/ff+ Z.t iifl#·i iJ I J:i·I-IJIII.J.tij 

10) Please list any geographic regions of the United States for which you cannot provide a certified technician to perform 

warranty repairs. How will NJPA Members in these regions be provided service for warranty repair? 

Grainger, o:; a nationwide distributor of Maintenance, Repair and Operations products, generally will not be the 

manufacturer and service provider for the majority of 1J1e products offered pursuant to the awarded contract. Upon 

request, the manufacturer of a given product will address the geographic availnbility of a warranty repair technician. 
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Tnb9 

Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

Egu!pment!Prodyct/Secylces. Prjcjng. and Deliyery 

GRAINGER 
II I II•*·' 'W'·t:li'' W·*IJ'''.!.*'' 

11) Provide a general narrative description of the equipment/products and related services you ate offering in your 
proposal. 

Grainger diligently Slrives to selecr high quality, reliable goods and services from equally high perfonning 
companies. More than 4,800 key manufncturers supply us with mor~ than 1.1 million new products which arc 
available company widt:, Our dedicated Product Management team members identify the right supplier partners and 
work with them 10 ensure Their products meet the needs of customers today nnd in the futtJre in 32 product categories. 

Key Suppliers 
Grainger has muhiple manufacturers and suppliers classtfied as Key Suppliers. Grainger has formed a strategic 
relalionship with ench of these suppliers. Most or our Key Suppliers hove manufacturer's representatives who are 
dedicated to serving Grainger's customers. 

As a distributor, Grainger relies on its manufacturers and suppliers to provide us w1th lngh quality finished goods 
Therefore, Grainger's manufncmrer and supplier selection and evaluation process is critical to Grainger's succcs!>. 
Grainger's Product Management Department is responsible for selecting and evaluating quality supphers and 
communicating Grainger's expectations to them. 

We evaluate our Grainger General Catalog manufacturers nnd suppliers using a quantitotive-bnsed perfom1nnce 
Scorecard which compares the entire General Catalog supplier populatiott and nlsu provides direction on high-impact 
uuprovemcnt opporturuties. 

Addillonnlly, the Grainger supply t:h:.~in team is responsible for driving contilluous Improvement ond overall cost 
reduction initiatives. 

Grainger Product Sourcing 
Grainger has one of tJ1e broadest and deepest product lines 111 the MRO industry. ln the event that a product beyond 
our standard catalog offer is required, NJPA is able to purchase through Grainger's Sourcing ann. Grainger's 
sourciug team procuret; those facilities maintcnanc~ products not found in the Grainger General Catalog. Grainger's 
sourcing teum leverages Grninger's buying power for miscellaneous facilities maintenance related products ond 
provides customers with a total cost solution for acquiring infrequently ordered items. 

I hrough this channel Grainger provides quick access to over sixty-live hundred suppliers and more than live million 
products beyond the Grainger catalog offeting. Additionally, this channel provides access to line extensions (non­
Grainger General Catalog product from Grninger General Catalog suppliers} and some discontinued product catalog 
lines. 
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Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
I I III**·'''Ui·''''' d·'1•'1i+14* 

The pricing and d1scounts do not apply to Hems purchased through Grainger's Sourcing ann. Pricing will be quoted 
on a case-by-c11se basis. Grainger Sourcing Tenus and Conditions apply to any Sourced Products purchases. 

Please see Exhibit L- Grainger's Sourcing Tenns and Conditions. 

Exclusive 13rands 
Grainger offers "Private Line" products, which Gramger labels as Exclusive Brand products a:. shown in Figure II 
below. TI1ese products are available through Grainger's standard offering and allow for high quality, lower cost 
alternatives to national brnnds. Grainger's Exclusive Brands will allow NJPA the opportunity to leverage additional 
quality products at a highly competitive price. 

For Grainger, quality is critical whether the product is a National Brand or an Exclusive Brand. Every Exclusive 
Brand product must meet the same rigid standards and specifications as those applied to product from our National 
Brand suppliers. The Gramger Engineering and Qualiry team developed a process for introducing ne\\ product to the 
Exclusive Brands line involving several pre-pmduction steps including: 

• Rigorous supplier selection 
• Factory audits that identify and verify quality 

• An Engineering Scope and Test plan identifying what the product specifications should be and verifying its 
compliance with national standards 

• A revtew u[fctleral and Stall! tegulmious- sud1 us tht: EPA or FDA- and Industry standatds lik~: OSHA 
and ANSI-to be sure manufactured products ore compliant 

• Once a product is created, each is evaluated to verify its perfonnance and attributes for accuracy 

• Building of technical specifications, testing and documentation 
• Random production sampling nnd inspection 

•• 
t 

I 
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(Figure II- Grainger Exclusive Brands) 

Within our pricing offer, Orainge1''s Exclusive Brnnd Line has a strong presence. Due to the tower cost and high 
quality nature of these lines, NJPA will realize even greater cost savings 
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Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facllltles Maintenance, Repair, and Operating Supplies 

GRAINGER 
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12) Provide a general narrative description of your pricing model identifying how the model works (line item and/or 
published catalog percentage discount). 

Grainger's Plicing Summary Offer (please see Exhibit H- Pricing Summary) retlects a combination of several 
methods of pticing strategies: Cooperative Hot Lists, A Category-discount probrram and a Genernl Catalog 
discount. 

13) Please quantify the discount range presented in this response pricing as a percentage discount from MSRP/published 
list. 

The discounts in our Pricing Summary Offer range from 10% to 40% off our current catalog price at time of 
purchase. Discounts are reflected in our Pricing Summary Offer in Exhibit H. 

14) Provide an overall proposed statement of method of pricing for individual line items, percentage discount off 
published product/equipment catalogs and/or category pricing percentage discount with regard to nil 
equipment/products and related services and being proposed. Provide a SKU number for each item being proposed. 

Grainger's Pricing Summnry Offer (Exhibit H) consists of: Line Item Pricing, the CSP Program described in Exhibit 
H, Pricing Summary Offer; a General Catalog discount; minority, small business and women business enterprises 
program; and n Sourcing program. For additional infonnation, please refer to Exhibit 12, Pricing Summary Offer. 

Grainger offers a Cooperative Hot List consisting of approximately 750 items as included in Tab I, Cooperative Hot 
List, of Exhibit H, CSP Progrnms. The Cooperative Hot List is bnsed upon the 750 top items, by sales, from the 21 
NJPA categories (referred in Exhibit H). These items include, but not limited to, the most frequently purchased items 
from actual NJPA Members over the latesllwelve (I 2) month period. 

15) Propose a strategy. process, and specific method offacilitating "Sourced Equipment/Products and/or related Services" 
(AKA, "Open Market" items or "Non-Standard Options"). 

The pricing and discounts do not apply to items purchased through Grninger's Sourclllg ann. Pncmg will be quoted 
on a case-by-case basis. Grainger Sourcing Tenns and Conditions apply to nny Sourced Products purchases. 

Please see Exhibit L Grainger's Sourcing Tenns and Conditions. 

16) Describe your NJPA customer volume rebate programs, as applicable. 

Grainger will be offering NJPA a rebnte progrumi plense see response incorporated mto our of!enng in Exhibit I{ 
Pricing Smnmary OtTer. 
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Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
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17) Identify any Total Cost of Acquisition (as defined herein) cost(s) which is .t':iQ.I.included "Pricing" submitted with 
your proposal response. Identify to whom these charges are payable to and their relationship lo Proposer. 

Grainger does not provide desktop delivery, customization, installation, and! or set-up and certain third-party services 
(ns specified) are to be contracted for directly by the NJPA Member, The Pricing provided does not reflect costs 
associated with such services and, therefore, this is a deviation from the stated "Total Cost of Acquisition'' as 
described in Section G, Paragraph 5.24 of Lhe RFP materials. 

18) If freight, delivery or shipping is an additional cost to the NJPA member, describe in detail the complete shipping and 
delivery program. 

Grainger will not charge for standard ground deliveries. Title transfers to NJPA Members at time of delivery, FOB 
Destination. Olher renns apply to Alnsku, Hawaii, export orders, and for orders placed for Sourced Products. Any 
extra charges incurred for additional services, such as expedited delivery, carrier or special handling by rhe earner, 
must be paid by Member. 

19) As an important part of the evaluation of your offer, indicate the level of pricing you are offering. 
Prices offered in this proposal are: 

____ .a. Pricing is the same as typically offered to an individual municipality, Higher Ed or school 
district. 

X b. Pricing is the same as typically offered to GPOs, cooperative procurement organizations or 
state purchasing departments 

____ c. Better than typically offered to GPOs, cooperative procurement organizations or state 
purchasing departments. 

____ .d. Other; please describe. 

20) Do you offer quantity or volume discounts? 
..x._ YES NO Outline guidelines and program. 

Grainger will work with NJPA Members to leverage additional discounts from our General Catalog manufacturers 
and suppliers for large, single orders, based on size and scope. 

21} Describe in detail your proposed exchange and return program(s) and policy(s). 

Return Polic) 
Returns for Grainger products must b<:! made within one (1) year from the dnle of purchase, unless otherwise 
indicated. Returned product must be in original packaging, unused, undmnaged and in snleable condition. Proof of 
purchase is required. Grainger will either replace the product or issue a credit for the purchose price. 
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Product Warranty 

Grainger's Response to 
National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repai r, and Operating Supplies 

GRAINGER 
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All products sold are wan·nnted only for resale or use in bustness or original equipment manulitcturer against defects 
in workmanship nr materials under nonnal use for one (I) year nfter date of purchase. During such one ( 1) year 
period, Grainger will use reasonable efforts to repair or replace any defective product provided that NJPA has 
retumed the defective product to the appropriate Grainger branch or authorized service Grainger location. Any 
repair or repl11cement or, at Grainger"s option, ref\md of nrnounts paid by NJPA for the defective product, shall be the 
NJPA's sole and exclusive remedy. 

Grain~cr shall have no liability for, and expressly disclaims any warranty other than as set forth in this agreement, 
including warranties of merchantability and fitness for a particular purpose, warranty or affinnntion of fact related to 

misuse, improper selectjon, recommendation1 or misapplication of any product and warranty or affinnation of fncl 
that the catalogs, literature and websites it provides accurately Illustrate and describe products. Grainger reserves tbe 

right to correct publishing en-ors. 
Extended Warrunty: Triple Guard Warranty 
See the I ripleGunrd program below. 

Grainger TnpleGunrd repair & replacement coverage is offered on products that are mechanical or electrical, and 
which may have a tendency to fail on fairly regular intervals. 

• Replacement Plan- for eligible products listing less than $500. Get one-lime product replacement for failed 
coYered prod11Cts; no repair service necessary. Your r~placement product comes from Grainger with an 
ndd1110nal full one-year Grainger warranty. Coverage can be added to the replacemetH product at the current 
catalo~ list price. Current Grainger coverage prices will apply. [f placing order by phone, customers can 
request that the Grainger representative add the coverage to the order. 

• Repair Plan- for eligible products listing at $500 or more. Receive 100% covernge on parts a11d labor for 
mechanical and electrical failures. lf your covered product cannot be repaired, it may be replaced at no 
additional charge with a product of equal or similar features and functionality. Any product replacement 
fulfills yo\lr coverage obligation. 

Upon ordering Grainger TripleGuard repair & replacement coverage, tile end-user will receive coverage documents 
by mail in abou1 30 days. No registration is required. If a covered product fails, the end-user would call our warranty 
service line lll 1-800-811-1747 anytime (24/7). Using the applicable Grainger account number, our customer service 
representative wtll arrange for service or replacement of the covered product. 

"'Coveraue is not available outside the U.S. 

22) Specifically identify tltose shipping and delivery and exchange and returns programs as they relate to Alaska and 
Hawati and any related off shore delivery of contracted products/ equipment and related services 

Title transfers to NJPA and Partictpating Public Agencies at tune of delivery, FOB Destination. Other tenns apply 
to Alaska, Hawaii, e.tporr orders, and for orders placed for Sourced Products. Any extrn charges tncurred for 
actduionol services, such ns expedited delivery, earner or special handling by the carrier, must be paid by Member. 
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National Joint Powers Association 

Request for Proposal (RFP) # 091214 
Facilities Maintenance, Repair, and Operating Supplies 

GRAINGER 
t I I JJM#.! *W*·P'J"iii·idJiii.J.I) I 

23) Please describe any self-audit process/program you plan to employ to verify compliance with your anticipated contract 
with NJPA. Please be as specific as possible. 

Grainget•'s ability to ensure compliance to the tenns and conditions of our existing NJPA contract has been a key 
contributor to the mutual success we have had over the last seven years. Utilizing various intemal channels and 
reports, Grainger perfonns periodic self-audits of all of its Government contracts. [f awarded the contract , NJPA and 
NJPA Members can be confident that we wlll conti.nue w1th the same processes in place to ensure thal Grainger will 
be in compliance for the tem1 of the cotllract. 
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19) As an important part of the evaluation ofyour offer, indicate the level of pricing you are offering. 
Prices offered in this proposal are: 

--~a. Pricing is the same as typically offered to an individual municipality, Higher Ed or school 
district 

___ b. Pricing is the same as typically offered to GPOs, cooperative procurement organizations or 
state purchasing departments. 

___ c. Better than typically offered to OPOs, cooperative procurement organizations or state 
purchasing departments. 

___ d. Other; please describe. 
20) Do you offer q1.1antity or volume discounts? 

__ YES __ NO Outline guidelines and program. 
21) Describe in detail your proposed exchange and return program(s) and policy(s). 
22) Specifically identify those shipping and delivery and exchange and returns programs as they relate to Alaska and 

Hawaii and any related off shore delivery of contracted products/ equipment and related services 
23) Please describe any self-audit process/program you plan to employ to verify compliance with your anticipated contract 

with NJPA. Please be as specific as possible. 

Industry Spesiflc ltegy 

n/a 

Date: 7-//-1'1 

47 



www.njpacoop.org 
<NJPA 

National Joint Powers Alliance• 

202 I 2th Stff~t:l r'!t 
DO Bo· ~19 

St.;~ph~. MN 56479 

Pricing, financials and marketing material were submitted with the response and is available upon request. Due to 
the difficulty in emailing such a large file they were not included. 

As a public agency, NJPA proposals, responses and awarded contracts are a matter of public record, except for 

that data included in the proposals, responses and awarded contracts that is classified as nonpublic; thus, 
pursuant to NJPA policies and RFP terms and conditions, all documentation, except for data which is nonpublic, 

is available for review through a formal request process including a written request. 
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National Joint Powers Alliance® (herein NJPA) 
REQUEST FOR PROPOSAL (herein RFP) 

for the procurement of 

FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES  

RFP Opening 
SEPTEMBER 15, 2014 

8:00 A.M. Central Time  
At the offices of the 

National Joint Powers Alliance® 
202 12th Street Northeast, Staples, MN 56479 

 

RFP #091214 
 

The National Joint Powers Alliance® (NJPA), on behalf of NJPA and its current and potential Member agencies to include 
all Government, Higher Education, K12 Education, Non-Profit, Tribal Government, and all other Public Agencies located 
nationally in all fifty states, Canada, and internationally, issues this Request For Proposal (RFP) to result in a national 
contract solution for the procurement of FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES. Details 
of this RFP are available beginning July 10, 2014  and continuing until September 4, 2014 . Details may be obtained by 
letter of request to Maureen Knight, NJPA, 202 12th Street Northeast, P.O. Box 219, Staples, MN 56479, or by e-mail at 
RFP@njpacoop.org. Proposals will be received until September 12, 2014 at 4:30 p.m. Central Time  at the above address 
and opened September 15, 2014  at 8:00 A.M. Central Time .   

RFP Timeline 

JULY 10, 2014 Publication of RFP in the print and online version of the 
Minneapolis Star Tribune, in the print and online version of the Salt 
Lake News within the State of Utah,  in the print and online version 
of the Daily Journal of Commerce within the State of Oregon (note: 
OR entities this pertains to: http://www.njpacoop.org/oregon-
advertising), in the print and online version of The State within the 
State of South Carolina, the NJPA website (njpacoop.org), MERX, 
Noticetobidders.com, PublicPurchase.com, Biddingo and Onvia. 

SEPTEMBER 2, 2014   Pre-Proposal Conference (webcast – conference call - Connection 
10:00 A.M. Central Time   information sent to all inquirers 2 business days prior to event) 

SEPTEMBER 4, 2014   Deadline for RFP requests and questions 

SEPTEMBER 12, 2014 Deadline for Submission of Proposals. Late responses will be  
4:30 P.M. Central Time   returned unopened.  
SEPTEMBER 15, 2014  Public Opening of Proposals 
 8:00 A.M. Central Time  

     

Direct questions regarding this RFP to: Maureen Knight at maureen.knight@njpacoop.org or (218)895-4114
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1   DEFINITIONS 
 
A. CONTRACT 

“Contract” as used herein shall consist of:  this RFP, pricing, fully executed forms C, D, F & P from the 
Proposer’s response pursuant to this RFP, and a fully executed form E (“Acceptance and Award”) with 
final terms and conditions.  Form E will be executed on or after award and will provide final clarification 
of terms and conditions of the award.     
 

B. CURRENCY 
All transactions are payable in U.S. dollars on U.S. sales.  All administrative fees are to be paid in U.S. 
dollars. 
 

C. EXCLUSIVE VENDOR  
A sole Vendor awarded in a product category. NJPA reserves the right to award to an Exclusive Vendor in 
the event that such an award is in the best interests of NJPA Members nationally.  A Proposer that exhibits 
and demonstrates the ability to offer and execute an outstanding overall program, demonstrates the ability 
and willingness to serve NJPA current and qualifying Members in all 50 states and comply with all other 
requirements of this RFP, is preferred. 

 
D. FOB 

FOB stands for “Freight On Board” and defines the point at which responsibility for loss and damage of 
product/equipment purchased is transferred from Seller to Buyer. “FOB Destination” defines that transfer 
of responsibility for loss is transferred from Seller to Buyer at the Buyer’s designated delivery point. FOB 
does not identify who is responsible for the costs of shipping. The responsibility for the costs of shipping 
is addressed elsewhere in this document. 

 
E. HUB PARTNER 

An organization that a member requests to be served through with an Awarded Vendor for the purposes of 
complying with a Law, Regulation, or Rule to which that individual NJPA Member deems to be applicable 
in their jurisdiction.   

 
F. PROPOSER 

A company, person, or entity delivering a timely response to this RFP.  
 
G.  REQUEST FOR PROPOSAL 

Herein referred to as RFP. 
 
H. SOURCED GOODS 

A Sourced Good or Open Market Item is a product within the RFP’s scope - generally deemed incidental 
to the total transaction or purchase of contract items - which a member wants to buy under contract from 
an Awarded Vendor that is not currently available under the Vendor’s NJPA contract. 

 
I. TIME 

Periods of time, stated as number of days, shall be in calendar days. 

J. TOTAL COST OF ACQUISITION 
The Total Cost of Acquisition for the equipment/products and related services being proposed is the cost 
of the proposed equipment/products and related services delivered and operational for its intended purpose 
in the end-user’s location.   

K. VENDOR 
A Proposer whose response has been awarded a contract pursuant to this RFP. 
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2 ADVERTISEMENT OF RFP 

 
2.1 NJPA shall advertise this solicitation: 1) for two consecutive weeks in both the hard copy print and on-
line editions of the MINNEAPOLIS STAR TRIBUNE; 2) once each in Oregon’s Daily Journal of 
Commerce, South Carolina’s The State and Utah’s Salt Lake Tribune; 3) on a national wire service and 
website by the MINNEAPOLIS STAR TRIBUNE; 4) on NJPA’s website; 5) on other third-party websites 
deemed appropriate by NJPA. Other third party advertisers may include Onvia, PublicPurchase.com, 
MERX and Biddingo.  
 
2.2 NJPA also notifies and provides solicitation documentation to each State level procurement departments 
for possible re-posting of the solicitation within their systems and at their option for future use and to meet 
specific state requirements.  
 

3 INTRODUCTION 
 
A. ABOUT NJPA 
 

3.1 The National Joint Powers Alliance® (NJPA) is a public agency serving as a national municipal  
contracting agency established under the Service Cooperative statute by Minnesota Legislative Statute 
§123A.21 with the authority to develop and offer, among other services, cooperative procurement services 
to its membership. Eligible membership and participation includes states, cities, counties, all government 
agencies, both public and non-public educational agencies, colleges, universities and non-profit 
organizations. 

 
3.2 Under the authority of Minnesota state laws and enabling legislation, NJPA facilitates a competitive  
bidding and contracting process on behalf of the needs of itself and the needs of current and potential 
member agencies nationally. This process results in national procurement contracts with various Vendors 
of products/equipment and services which NJPA Member agencies desire to procure. These procurement 
contracts are created in compliance with applicable Minnesota Municipal Contracting Laws.  A complete 
listing of NJPA cooperative procurement contracts can be found at www.njpacoop.org.  

 
3.3 NJPA is a public agency governed by publicly elected officials that serve as the NJPA Board of  
Directors. NJPA’s Board of Directors calls for all proposals, awards all Contracts, and hosts those resulting 
Contracts for the benefit of its own and its Members use.  
 

3.3.1 Subject to Approval of the NJPA Board: NJPA contracts are awarded by the action 
of NJPA Board of Directors. This action is based on the open and competitive bidding process 
facilitated by NJPA. The evaluation and resulting recommendation is presented to the Board of 
Directors by the NJPA Proposal Evaluation Committee. 

 
3.4 NJPA currently serves over 50,000 member agencies nationally. Both membership and utilization of 
NJPA contracts continue to expand, due in part to the increasing acceptance of Cooperative Purchasing 
throughout the government and education communities nationally.  

 
B. JOINT EXERCISE OF POWERS LAWS 
 

3.5 NJPA cooperatively shares those contracts with its Members nationwide through various Joint Exercise 
of Powers Laws or Cooperative Purchasing Statutes established in Minnesota, other States and 
Canadian Provinces. The Minnesota Joint Exercise of Powers Law is Minnesota Statute §471.59 which 
states “Two or more governmental units…may jointly or cooperatively exercise any power common to 
the contracting parties…”  This Minnesota Statute allows NJPA to serve Member agencies located in 
all other states.  Municipal agencies nationally have the ability to participate in cooperative purchasing 
activities as a result of specific laws of their own state. These laws can be found on our website at 
http://www.njpacoop.org/national-cooperative-contract-solutions/legal-authority/. 
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C. WHY RESPOND TO A NATIONAL COOPERATIVE PROCUREMENT CONTRACT 

3.6 National Cooperative Procurement Contracts create value for Municipal and Public Agencies, as well 
as for Vendors of products/equipment and services in a variety of ways: 

3.6.1  National cooperative contracts potentially save the time and effort of Municipal and Public 
Agencies who would have been otherwise charged with soliciting vendor responses to individual 
RFP’s, resulting in individual contracts, to meet the procurement needs of their respective 
agencies. Considerable time and effort is also potentially saved by the Vendors who would have 
had to otherwise respond to each of those individual RFPs. A single, nationally advertised RFP, 
resulting in a single, national cooperative contract can potentially replace thousands of individual 
RFPs for the same equipment/products/services that might have been otherwise advertised by 
individual NJPA member agencies. 

3.6.2 NJPA contracts offer our Members nationally leveraged volume purchasing discounts. Our 
contract terms and conditions offer the opportunity for Vendors to recognize individual member 
procurement volume commitment through additional volume based contract discounts.   

3.7  State laws that permit or encourage cooperative purchasing contracts do so with the belief that 
cooperative efficiencies will result in lower prices, better overall value, and considerable time savings.  

3.8 The collective purchasing power of thousands of NJPA Member agencies nationwide offers the 
opportunity for volume pricing discounts. Although no sales or sales volume is guaranteed by an NJPA 
Contract resulting from this RFP, substantial volume is anticipated and volume pricing is requested and 
justified.  

3.9 NJPA and its Members desire the best value for their procurement dollar as well as a competitive price.  
Vendors have the opportunity to display and highlight value added attributes of their company, 
equipment/products and services without constraints of a typical individual proposal process.  

 
D. THE INTENT OF THIS RFP 
 

3.10. National contract awarded by the NJPA Board of Directors:  NJPA seeks the most responsive 
and responsible Vendor relationship(s) to reflect the best interests of NJPA and its Member agencies. 
Through a competitive proposal and evaluation process, the NJPA Proposal Evaluation Committee 
reviews and recommends vendors for to award a national contract by the action of the NJPA Board of 
Directors.  NJPA’s primary intent is to establish and provide a national cooperative procurement contract 
which offer opportunities for NJPA and our Member agencies to procure quality product/equipment and 
services as desired and needed. The contracts will be marketed nationally through a cooperative effort 
between the awarded vendor(s) and NJPA.  Contracts are expected to offer price levels reflective of the 
potential and collective volume of NJPA and the nationally established NJPA membership base.  

3.11 Beyond our primary intent, NJPA further desires to: 

3.11.1 Award a four year term contract with a fifth year contract option resulting from this RFP; 
 

3.11.2 Offer and apply any applicable technological advances throughout the term of a contract 
resulting from this RFP 

 
3.11.3 Deliver “Value Added” aspects of the company, equipment/products and services as 

defined in the “Proposer’s Response”; 
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3.11.4 Deliver wide spectrums of solutions to meet the needs and requirement of NJPA and NJPA 

Member agencies. 
 

3.11.5 Award an exclusive contract to the most responsive and responsible vendor when it is 
deemed to be in the best interest of NJPA and the NJPA Member agencies 
 

3.12 Exclusive or Multiple Awards: Based on the goals and scope of this RFP, NJPA is requesting 
responders to demonstrate their ability to serve the needs of NJPA’s national membership. It is NJPA’s 
intent and desire to award a contract to a single exclusive Vendor to serve our membership’s needs. To 
meet the goals of this RFP, NJPA reserves the right to award a Contract to multiple Proposers where the 
result justifies a multiple award and multiple contracts are deemed to be in the best interests of NJPA 
Member agencies. 

3.13 Non-Manufacturer Awards: NJPA reserves the right to make an award related to this invitation to a 
non-manufacturer or dealer/distributor if such action is in the best interests of NJPA and its Members. 
 
3.14 Manufacturer as a Proposer: If the Proposer is a Manufacturer or wholesale distributor, the response 
received will be evaluated on the basis of a response made in conjunction with that Manufacturer’s 
authorized Dealer Network.  Unless stated otherwise, a Manufacturer or wholesale distributor Proposer is 
assumed to have a documented relationship with their Dealer Network where that Dealer Network is 
informed of, and authorized to accept, purchase orders pursuant to any Contract resulting from this RFP on 
behalf of the Manufacturer or wholesale distributor Proposer. Any such dealer will be considered a sub-
contractor of the Proposer/Vendor. The relationship between the Manufacturer and wholesale distributor 
Proposer and its Dealer Network may be proposed at the time of the proposed submission if that fact is 
properly identified.  
 
3.15 Dealer/Re-seller as a Proposer: If the Proposer is a dealer or re-seller of the products and/or services 
being proposed, the response will be evaluated based on the Proposer’s authorization to provide those 
products and services from their manufacturer.  Where appropriate, Proposers must document their 
authority to offer those products and/or services.   
 

E. SCOPE OF THIS RFP 

3.16 Scope: The scope of this RFP is to award a contract to a qualifying vendor defined as a manufacturer, 
provider, or dealer/distributor, established as a Proposer, and deemed responsive and responsible through 
our open and competitive proposal process.  Vendors will be awarded contracts based on the proposal and 
responders demonstrated ability to meet the expectations of the RFP and demonstrate the overall highest 
valued solutions which meet and/or exceed the current and future needs and requirements of NJPA and its 
Member agencies nationally within the scope of FACILITIES MAINTENANCE, REPAIR AND 
OPERATING SUPPLIES . 

3.17 Additional Scope Definitions: For purposes of the scope of this solicitation:  

3.17.1 In addition to FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES  
this solicitation should be read to    include, but not limited to: 

3.17.1.1 N/A  

3.17.2 NJPA reserves the right to limit the scope of this solicitation for NJPA and current and  
potential NJPA member agencies. 
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3.18 Overlap of Scope: When considering equipment/products/services, or groups of equipment/ 
products/services submitted as a part of your response, and whether inclusion of such will fall within a 
“Scope of Proposal,” please consider the validity of an inverse statement.  

 
3.18.1 For example, pencils and post-it-notes can generally be classified as office supplies and 

office supplies generally include pencils and post-it-notes.   
 

3.18.2 In contrast, computers (PCs and peripherals) can generally be considered office supplies; 
however, the scope of office supplies does not generally include computer servers and 
infrastructure. 

 
3.18.3 In conclusion: With this in mind, individual products and services must be examined 

individually by NJPA, from time to time and in its sole discretion, to determine their 
compliance and fall within the original “Scope” as intended by NJPA.    

 
3.19 Best and Most Responsive – Responsible Proposer: It is the intent of NJPA to award a Contract to 
the best and most responsible and responsive Proposer(s) offering the best overall quality and selection of 
equipment/products and services meeting the commonly requested specifications of the NJPA and NJPA 
Members, provided the Proposer’s Response has been submitted in accordance with the requirements of 
this RFP.  Qualifying Proposers who are able to anticipate the current and future needs and requirements 
of NJPA and NJPA member agencies; demonstrate the knowledge of any and all applicable industry 
standards, laws and regulations; and possess the willingness and ability to distribute, market to and service 
NJPA Members in all 50 states are preferred.  NJPA requests proposers submit their entire product line as 
it applies and relates to the scope of this RFP. 
 
3.20 Sealed Proposals: NJPA will receive sealed proposal responses to this RFP in accordance with 
accepted standards set forth in the Minnesota Procurement Code and Uniform Municipal Contracting Law. 
Awards may be made to responsible and responsive Proposers whose proposals are determined in writing 
to be the most advantageous to NJPA and its current or qualifying future NJPA Member agencies. 

 
3.21 Use of Contract: Any Contract resulting from this solicitation shall be awarded with the understanding 
that it is for the sole convenience of NJPA and its Members.  NJPA and/or its members reserve the right to 
obtain like equipment/products and services solely from this contract or from another contract source of 
their choice or from a contract resulting from their own procurement process. 
 
3.22 Awarded Vendor’s interest in a contract resulting from this RFP: Awarded Vendors will be able 
to offer to NJPA, and current and potential NJPA Members, only those products/equipment and services 
specifically awarded on their NJPA Awarded Contract(s). Awarded Vendors may not offer as “contract 
compliant,” products/equipment and services which are not specifically identified and priced in their NJPA 
Awarded Contract.  
 
3.23 Sole Source of Responsibility- NJPA desires a “Sole Source of Responsibility” Vendor.  This means 
the Vendor will take sole responsibility for the performance of delivered equipment/products/ services. 
NJPA also desires sole responsibility with regard to: 

 
3.23.1 Scope of Equipment/Products/Services: NJPA desires a provider for the broadest possible 
scope of products/equipment and services being proposed over the largest possible geographic area 
and to the largest possible cross-section of NJPA current and potential Members.  

3.23.2 Vendor use of sub-contractors in sourcing or delivering equipment/product/services: NJPA 
desires a single source of responsibility for equipment/products and services proposed. Proposers are 
assumed to have sub-contractor relationships with all organizations and individuals whom are external to 
the Proposer and are involved in providing or delivering the equipment/products/services being proposed. 
Vendor assumes all responsibility for the equipment/products/services and actions of any such Sub-
Contractor. Suggested Solutions Options include:  
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3.24.1 Multiple solutions to the needs of NJPA and NJPA Members are possible. Examples could 
include: 

3.24.1.1  Equipment/Products Only Solution: Equipment/Products Only Solution may 
be appropriate for situations where NJPA or NJPA Members possess the ability, either in-
house or through local third party contractors, to properly install and bring to operation 
those equipment/products  being proposed.  

3.24.1.2 Turn-Key Solutions: A Turn-Key Solution is a combination of 
equipment/products and services which provides a single price for equipment/products, 
delivery, and installation to a properly operating status. Generally this is the most desirable 
solution as NJPA and NJPA Members may not possess, or desire to engage, personnel with 
the necessary expertise to complete these tasks internally or through other independent 
contractors  

 
3.24.1.3  Good, Better, Best: Where appropriate and properly identified, Proposers are 
invited to offer the CHOICE of good – better – best multiple grade solutions to NJPA and 
NJPA Members’ needs.  
 
3.24.1.4 Proven – Accepted – Leading Edge Technology: Where appropriate and 
properly identified, Proposers are invited to provide an appropriate identified spectrum of 
technology solutions to compliment or enhance the functionality of the proposed solutions 
to NJPA and NJPA Members’ needs both now and into the future.   
 

3.24.2  If applicable, Contracts will be awarded to Proposer(s) able to deliver a proposal meeting 
the entire needs of NJPA and its Members within the scope of this RFP. NJPA prefers Proposers 
submit their complete product line of products and services described in the scope of this RFP. 
NJPA reserves the right to reject individual, or groupings of specific equipment/products and 
services proposals as a part of the award. 
 

3.25 Geographic Area to be Proposed: This RFP invites proposals to provide FACILITIES 
MAINTENANCE, REPAIR AND OPERATING SUPPLIES  to NJPA and NJPA Members throughout the 
entire United States and possibly internationally. Proposers will be expected to express willingness to explore 
service to NJPA Members located abroad; however the lack of ability to serve Members outside of the 
United States will not be cause for non-award.  The ability and willingness to serve Canada, for instance, 
will be viewed as a value-added attribute. 
 
3.26  Contract Term: At NJPA’s option a contract resulting from this RFP will become effective either 
the date awarded by the NJPA Board of Directors or the day following the expiration date of an existing 
NJPA procurement contract for the same or similar product/equipment and services.  
 

3.26.1 NJPA is seeking a Contract base term of four years as allowed by Minnesota Contracting 
Law. Full term is expected. However, one additional one-year renewal/extension may be offered 
by NJPA to Vendor beyond the original four year term if NJPA deems such action to be in the best 
interests of NJPA and its Members. NJPA reserves the right to conduct periodic business reviews 
throughout the term of the contract.   

 
3.27 Minimum Contract Value: NJPA anticipates considerable activity resulting from this RFP and 
subsequent award; however, no commitment of any kind is made concerning actual quantities to be 
acquired.  NJPA does not guarantee usage. Usage will depend on the actual needs of the NJPA Members 
and the value of the awarded contract. 
 
3.28 Estimated Contract Volume: Estimated quantities and sales volume are based on potential usage by 
NJPA and NJPA Member agencies nationally.  
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3.29 Contract Availability: This Contract must be available to all current and potential NJPA Members 
who choose to utilize this NJPA Contract to include all governmental and public agencies, public and 
private primary and secondary education agencies, and all non-profit organizations nationally. 
 
3.30 Proposer’s Commitment Period: In order to allow NJPA the opportunity to evaluate each proposal 
thoroughly, NJPA requires any response to this solicitation be valid and irrevocable for ninety (90) days 
after the date proposals were opened regarding this RFP. 

 
F. EXPECTATIONS FOR EQUIPMENT/PRODUCTS AND SERVICES BEING PROPOSED 

 
3.31 Industry Standards: Except as contained herein, the specifications or solutions for this RFP 
shall be those accepted guidelines set forth by the FACILITIES MAINTENANCE, REPAIR AND 
OPERATING SUPPLIES  industry, as they are generally understood and accepted within that industry 
across the nation. Submitted products/equipment, related services, and their warranties and assurances are 
required to meet and/or exceed all current, traditional and anticipated needs and requirements of NJPA and 
its Members.  

 
3.31.1 Deviations from industry standards must be identified by the Proposer and 
explained how, in their opinion, the equipment/products and services they propose will render 
equivalent functionality, coverage, performance, and/or related services.  Failure to detail all such 
deviations may comprise sufficient grounds for rejection of the entire proposal. 
 
3.31.2 Technical Descriptions/Specifications. Excessive technical descriptions and specifications 
which, in the opinion of NJPA unduly enlarge the proposal response may reduce evaluation points 
awarded on Form G.  Proposers must supply sufficient information to: 
 

3.31.2.1 demonstrate the Proposer’s knowledge of industry standards;  
 
3.31.2.2  identify the equipment/products and services being proposed; and 
 
3.31.2.3 differentiate equipment/products and services from others.  

 
3.32 New Current Model Equipment/Products: Proposals submitted shall be for new, current model 
equipment/products and services with the exception of certain close-out products allowed to be offered on 
the Proposer’s “Hot List” described herein.  
 
3.33 Compliance with laws and standards: All items supplied on this Contract shall comply with any 
current applicable safety or regulatory standards or codes. 
 
3.34 Delivered and operational: Products/equipment offered herein are to be proposed based upon being 
delivered and operational at the NJPA Member’s site.  Exceptions to “delivered and operational” must be 
explicitly disclosed in the “Total Cost of Acquisition” section of your proposal response.   

 
3.35 Warranty: The Proposer warrants that all products, equipment, supplies, and services delivered under 
this Contract shall be covered by the industry standard or better warranty.  All products and equipment 
should carry a minimum industry standard manufacturer’s warranty that includes materials and labor.  The 
Proposer has the primary responsibility to submit product specific warranty as required and accepted by 
industry standards.  Dealer/Distributors agree to assist the purchaser in reaching a solution in a dispute over 
warranty’s terms with the manufacturer. Any manufacturer’s warranty which is effective past the expiration 
of the warranty will be passed on to the NJPA member.  Failure to submit a minimum warranty may result 
in non-award.  

 
3.36 Additional Warrants: The Proposer warrants all products/equipment and related services furnished 
hereunder will be free from liens and encumbrances; defects in design, materials, and workmanship; and 
will conform in all respects to the terms of this RFP including any specifications or standards. In addition, 
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Proposer/Vendor warrants the products/equipment and related services are suitable for and will perform in 
accordance with the ordinary use for which they are intended.  
 

G. SOLUTIONS BASED SOLICITATION 
  

3.37 NJPA solicitations and contract process will not offer specific specifications for proposers to meet or 
base your response on. This RFP is a “Solutions Based Solicitation.”  This means the proposers are asked 
to understand and anticipate the current and future needs of NJPA and the nationally located NJPA 
membership base, within the scope of this RFP, and including specifications commonly desired or required 
by law or industry standards. Your proposal will be evaluated in part on your demonstrated ability to meet 
or exceed the needs and requirements of NJPA and our member agencies within the defined scope of this 
RFP.    
 
3.38  NJPA does not typically provide product and service specifications; rather NJPA is requesting an 
industry standard or accepted specification for the requested product/equipment and services. Where 
specific line items are specified, those line items should be considered the minimum which can be expanded 
by the Proposer to deliver the Proposer’s “Solution” to NJPA and NJPA Members’ needs.   

 
4 INSTRUCTIONS FOR PREPARING YOUR PROPOSAL 

 
A. INQUIRY PERIOD 
 

4.1 The inquiry period shall begin at the date of first advertisement and continue to the “Deadline for 
Requests.”  RFP packages shall be distributed to Potential Bidders during the inquiry period. The purpose 
for the defined “Inquiry Period” is to ensure proposers have enough time to complete and deliver the 
proposal to our office.  

 
B. PRE-PROPOSAL CONFERENCE 
 

4.2 A non-mandatory pre-proposal conference will be held at the date and time specified in the time line on 
page one of this RFP. Conference call and web connection information will be sent to all Potential Proposers 
through the same means employed in their inquiry. The purpose of this conference call is to allow Potential 
Proposers to ask questions regarding this RFP and hear answers to their own questions and the questions of 
other Potential Proposers. Only answers issued in writing by NJPA to questions asked before or during the 
Pre-proposal Conference shall be considered binding. 

 
C. IDENTIFICATION OF KEY PERSONNEL 

4.3 Vendor will designate one senior staff individual who will represent the awarded Vendor to NJPA.  This 
contact person will correspond with members for technical assistance, questions or problems that may arise 
including instructions regarding different contacts for different geographical areas as needed.  

4.4 Individuals should also be identified (if applicable) as the primary contacts for the contents of this 
proposal, marketing, sales, and any other area deemed essential by the Proposer.  

 
D. PROPOSER’S EXCEPTIONS TO TERMS AND CONDITIONS 

 
4.5 Any exceptions, deviations, or contingencies a Proposer may have to the terms and conditions contained 
herein must be documented on Form C.  

 
4.6 Exceptions, deviations or contingencies stipulated in Proposer’s Response, while possibly necessary in 
the view of the Proposer, may result in disqualification of a Proposal Response. 
 

E. PROPOSAL FORMAT 
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4.7 It is the responsibility of all Proposers to examine the entire RFP package, to seek clarification of any 
item or requirement that may not be clear and to check all responses for accuracy before submitting a 
Proposal.  Negligence in preparing a Proposal confers no right of withdrawal after the deadline for 
submission of proposals. 
 
4.8 All proposals must be properly labeled and sent to “The National Joint Powers Alliance®, 202 12th ST 
NE Staples, MN 56479.” 
 
4.9 Format for proposal response: All proposals must be physically delivered to NJPA at the above 
address in the following form and with all required hard copy documents and signature forms/pages inserted 
as loose pages at the front of the Vendor’s response: 
  

4.9.1 Hard copy original signed, completed, and dated forms C, D, F and hard copy signed signature 
page only from forms A and P from this RFP;    
 
4.9.2 Hard copies of all addenda issued for the RFP with original counter signed by the Proposer; 
 
4.9.3 Hardy copy of Certificate of Insurance verifying the coverage identified in this RFP; and   
 
4.9.4   A complete copy of your response on a CD (Compact Disc) or flash drive.  The copy shall 
contain completed Forms A, B, C, D, F & P, your statement of products and pricing (including 
apparent discount) together with all appropriate attachments. Everything you send with your hard 
copy should also be included in the electronic copy.  As a public agency, NJPA proposals, responses 
and awarded contracts are a matter of public record, except for that data included in the proposals, 
responses and awarded contracts that is classified as nonpublic; thus, pursuant to statute, NJPA 
policies and RFP terms and conditions, all documentation, except for that data which is nonpublic 
is available for review by the public through a public records request. If you wish to request that 
certain information that falls within Minnesota Statute §13.37 be redacted, such request must be 
made within thirty-days of award/non-award. 
 

4.10 All Proposal forms must be submitted in English and be legible. All appropriate forms must be 
executed by an authorized signatory of the Proposer. Blue ink is preferred for signatures.  
 
4.11 Proposal submissions should be submitted using the electronic forms provided. If a Proposer chooses 
to use alternative documents for their response, the Proposer will be responsible for ensuring the content is 
effectively equal to the NJPA form and the document is in a format readable by NJPA.   
 
4.12 It is the responsibility of the Proposer to be certain the proposal submittal is in the physical possession 
of NJPA on or prior to the deadline for submission of proposals.   
 

4.12.1 Proposals must be submitted in a sealed envelope or box properly addressed to NJPA and 
prominently identifying the proposal number, proposal category name, the message “Hold for 
Proposal Opening”, and the deadline for proposal submission.  NJPA cannot be responsible for 
late receipt of proposals.  Proposals received by the correct deadline for proposal submission will 
be opened and the name of each Proposer and other appropriate information will be publicly read. 

 
4.13 Corrections, erasures, and interlineations on a Proposer’s Response must be initialed by the authorized 
signer in original ink on all copies to be considered.  

4.14  Addendums to the RFP: The Proposer is responsible for ensuring receipt of all addendums to this 
RFP.  

4.14.1 Proposer’s are responsible for checking directly with the NJPA website for addendums to 
this RFP.  
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4.14.2 Addendums to this RFP can change terms and conditions of the RFP including the deadline 
for submission of proposals.  

 
F. QUESTIONS AND ANSWERS ABOUT THIS RFP 
 

4.15 Upon examination of this RFP document, Proposer shall promptly notify NJPA of any ambiguity, 
inconsistency, or error they may discover.  Interpretations, corrections and changes to this RFP will be 
made by NJPA through addendum. Interpretations, corrections, or changes made in any other manner will 
not be binding and Proposer shall not rely upon such.  

 
4.16 Submit all questions about this RFP, in writing, referencing FACILITIES MAINTENANCE, REPAIR 
AND OPERATING SUPPLIES  to Maureen Knight, NJPA 202 12th Street NE, Staples, MN 56479 or 
RFP@njpacoop.org. Those not having access to the Internet may call Maureen Knight at (218) 895-4114.  
Requests for additional information or interpretation of instructions to Proposers or technical specifications 
shall also be addressed to Maureen Knight.  NJPA urges Potential Proposers to communicate all concerns 
well in advance of the deadline to avoid misunderstandings.  Questions received less than seven (7) days 
ending at 4:00 p.m. Central Time of the seventh (7th) calendar day prior to proposal due-date cannot be 
answered; however, communications permitted include:  NJPA issued addenda or potential Vendor 
withdrawal of their response prior to RFP submission deadline.   
 
4.17 If the answer to a question is deemed by NJPA to have a material impact on other potential proposers 
or the RFP itself, the answer to the question will become an addendum to this RFP.  
 
4.18 If the answer to a question is deemed by NJPA to be a clarification of existing terms and conditions 
and does not have a material impact on other potential proposers or the RFP itself, no further documentation 
of that question is required.  

 
4.19 As used in this solicitation, clarification means communication with a Potential Proposer for the sole 
purpose of eliminating minor irregularities, informalities, or apparent clerical mistakes in the RFP. 
 
4.20 Addenda are written instruments issued by NJPA that modify or interpret the RFP.  All addenda issued 
by NJPA shall become a part of the RFP. Addenda will be delivered to all Potential Proposers using the 
same method of delivery of the original RFP material.  NJPA accepts no liability in connection with the 
delivery of said materials.  Copies of addenda will also be made available on the NJPA website at 
www.njpacoop.org by clicking on “Current and Pending Solicitations” and from the NJPA offices.  No 
questions will be accepted by NJPA later than seven (7) days prior to the deadline for receipt of proposals, 
except Each Potential Proposer shall ascertain prior to submitting a Proposal that it has received all addenda 
issued, and the Proposer shall acknowledge their receipt in its Proposal Response. 

4.21 An amendment to a submitted proposal must be in writing and delivered to NJPA no later than the 
time specified for opening of all proposals.  

G. MODIFICATION OR WITHDRAWAL OF A SUBMITTED PROPOSAL 

4.22 A submitted proposal may not be modified, withdrawn or cancelled by the Proposer for a period of 
ninety (90) days following the date proposals were opened. Prior to the deadline for submission of 
proposals, any proposal submitted may be modified or withdrawn by notice to the NJPA Contracts and 
Compliance Manager.  Such notice shall be submitted in writing and include the signature of the Proposer 
and shall be delivered to NJPA prior to the deadline for submission of proposals and it shall be so worded 
as not to reveal the content of the original proposal.  However, the original proposal shall not be physically 
returned to the Potential Proposer until after the official proposal opening.  Withdrawn proposals may be 
resubmitted up to the time designated for the receipt of the proposals if they are then fully in conformance 
with the Instructions to Proposer.  
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4.23 Examples of Value Added Attributes: Value-Added attributes, products and services are items 
offered in addition to the products and services being proposed which adds value to those items being 
proposed.  The availability of a contract for maintenance or service after the initial sale, installation, and 
set-up may, for instance, be “Value Added Services” for products where a typical buyer may not have the 
ability to perform these functions.  The opportunity to indicate value added dimensions and such 
advancements will be available in the Proposer’s Questionnaire and Proposer’s product and service 
submittal. 

4.24 Value added equipment/products and services and expanded services, as they relate to this RFP, will 
be given positive consideration in the award selection.  Consideration will be given to an expanded selection 
of FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES  and advances to provide 
equipment/products/services or supplies meeting and/or exceeding today’s industry standards and 
expectations. A value add would include a program or service that further serves the members needs above 
and possibly beyond standard expectation and complements the equipment/products/services and training. 
Value added could include areas of equipment, product and service, sales, ordering, delivery, performance, 
maintenance, technology, and service that furthers the functionality and effectiveness of the procurement 
process while remaining within the scope of this RFP. 

4.25 Minority, Small Business, and Women Business Enterprise (WMBE) participation: It is the 
policy of some NJPA Members to involve Minority, Small Business, and WMBE contractors in the process 
to purchase equipment/products and related services.  Vendors should document WMBE status for their 
organization AND any such status of their affiliates (i.e. Supplier networks) involved in carrying out the 
activities invited. The ability of a Proposer to provide “Credits” to NJPA and NJPA Members in these 
subject areas, either individually or through related entities involved in the transaction, will be evaluated 
positively by NJPA and reflected in the “value added” area of the evaluation. NJPA is committed to 
facilitating the realization of such “Credits” through certain structuring techniques for transactions resulting 
from this RFP. 

4.26 Environmentally Preferred Purchasing Opportunities: There is a growing trend among NJPA 
Members to consider the environmental impact of the equipment/products and related services they 
purchase. “Green” characteristics demonstrated by responding companies will be evaluated positively by 
NJPA and reflected in the “value added” area of the evaluation.  Please identify any Green characteristics 
of the equipment/products and related services in your proposal and identify the sanctioning body 
determining that characteristic. Where appropriate, please indicate which products have been certified as 
“green” and by which certifying agency. 

4.27 On-Line Requisitioning systems: When applicable, on-line requisitioning systems will be viewed as 
a value-added characteristic. Proposer shall include documentation about user interfaces that make on-line 
ordering easy for NJPA Members as well as the ability to punch-out from mainstream e-Procurement or 
Enterprise Resource Planning (ERP) systems that NJPA Members may currently utilize. 

4.28 Financing: The ability of the Proposer to provide financing options for the products and services being 
proposed will be viewed as a Value Added Attribute. 

 
H. PROPOSAL OPENING PROCEDURE 

 
4.29 Sealed and properly identified Proposer’s Responses for this RFP entitled FACILITIES 
MAINTENANCE, REPAIR AND OPERATING SUPPLIES  will be received by Maureen Knight, 
Contracts and Compliance Manager, at NJPA Offices, 202 12th Street NE, Staples, MN 56479 until the 
deadline for receipt of, and proposal opening identified on page one of this RFP.  We document the receipt 
by using an atomic clock; an NJPA employee electronically time and date stamps all Proposals 
immediately upon receipt. The NJPA Director of Contracts and Marketing, or Representative from the 
NJPA Proposal Evaluation Committee, will then read the Proposer’s names aloud. A summary of the 
responses to this RFP will be made available for public inspection in the NJPA office in Staples, MN. A 
letter or e-mail request is required to receive a complete RFP package. Send or communicate all requests 
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to the attention of Maureen Knight 202 12th Street Northeast Staples, MN 56479 or RFP@njpacoop.org to 
receive a complete copy of this RFP. Method of delivery needs to be indicated in the request; an email 
address is required for electronic transmission. Oral, facsimile, telephone or telegraphic Proposal 
Submissions or requests for this RFP are invalid and will not receive consideration. All Proposal Responses 
must be submitted in a sealed package. The outside of the package shall plainly identify FACILITIES 
MAINTENANCE, REPAIR AND OPERATING SUPPLIES. To avoid premature opening, it is the 
responsibility of the Proposer to label the Proposal Response properly. 

 
I. NJPA’S RIGHTS RESERVED 

 
4.30.1  Reject any and all Proposals received in response to this RFP; 
 
4.30.2  Disqualify any Proposer whose conduct or Proposal fails to conform to the requirements of this 
RFP; 
 
4.30.3  Have unlimited rights to duplicate all materials submitted for purposes of RFP evaluation, and 
duplicate all public information in response to data requests regarding the Proposal; 
 
4.30.4  Consider a late modification of a Proposal if the Proposal itself was submitted on time and if the 
modifications were requested by NJPA and the modifications make the terms of the Proposal more 
favorable to NJPA, and accept such Proposal as modified; 
 
4.30.5  At its sole discretion, reserve the right to waive any non-material deviations from the requirements 
and procedures of this RFP; 
 
4.30.6  Extend the Contract, in increments determined by NJPA, not to exceed a total contract term of five 
years; and 
 
4.30.7  Cancel the Request for Proposal at any time and for any reason with no cost or penalty to NJPA. 
 
4.30.8  Correct or amend the RFP at any time with no cost or penalty to NJPA. If NJPA should correct or 
amend any segment of the RFP after submission of Proposals and prior to announcement of the 
Awarded Vendor, all Proposers will be afforded ample opportunity to revise their Proposal to 
accommodate the RFP amendment and the dates for submission of revised Proposals announced at that 
time. NJPA will not be liable for any errors in the RFP or other responses related to the RFP. 
 
4.30.9  Extend proposal due dates. 
 

5 PRICING  

5.1 NJPA requests Potential Proposers respond to this RFP only if they are able to offer a wide array of 
equipment/products and services and at prices lower and better value than what they would ordinarily offer 
to single government agency, larger school district, or regional cooperative. 
 
5.2 RFP is an Indefinite Quantity Equipment/Products and Related Service Price and Program Request with 
potential national sales distribution and service. If Proposer’s solution requires additional supporting 
documentation, describe where it can be found in your submission.  If Proposer offers the solution in an 
alternative fashion, describe your solution to be easily understood. All pricing must be copied on a CD or 
thumb drive along with other requested information as a part of a Proposer’s Response. 
 
5.3 Regardless of the payment method selected by NJPA or NJPA Member, a total cost associated with any 
purchase option of the equipment/products and services and being supplied must always be disclosed at the 
time of purchase.   

 



 

15 
 

5.4 All Proposers will be required to submit “Primary Pricing” in the form of either “Line-Item Pricing,” 
or “Percentage Discount from Catalog Pricing,” or a combination of these pricing strategies.  Proposers are 
also encouraged to offer OPTIONAL pricing strategies such as but not limited to  “Hot List,” “Sourced 
Product/Equipment” and “Volume Discounts,” as well as financing options such as leasing. All pricing 
documents should include an effective date, preferably in the top right corner of the first page of each 
pricing document. 

A. LINE-ITEM PRICING 
 
5.5 A pricing format where specific individual products and/or services are offered at specific individual 
Contract prices.  Products/equipment  and/or related services are individually priced and described by 
characteristics such as manufacture name, stock or part number, size, or functionality.  This method of 
pricing offers the least amount of confusion as products/equipment and prices are individually identified 
however, Proposers with a large number of products/equipment to propose may find this method 
cumbersome.  In these situations, a percentage discount from catalog or category pricing model may make 
more sense and increase the clarity of the contract pricing format.   
 
5.6 All Line-Item Pricing items must be numbered, organized, sectioned, including SKU’s (when 
applicable) and easily understood by the Evaluation Committee and members.  
 
5.7 Submit Line-Item Pricing items in an Excel spreadsheet format and include all appropriate identification 
information necessary to discern the line item from other line items in each Responder’s proposal.   
 
5.8 The purpose for a searchable excel spreadsheet format for Line-Item Pricing is to be able to quickly 
find any particular item of interest.  For that reason, Proposers are responsible for providing the appropriate 
product and service identification information along with the pricing information which is typically found 
on an invoice or price quote for such products/equipment and related services.  
 
5.9 All products/equipment and related services typically appearing on an invoice or price quote must be 
individually priced and identified on the line-item price sheet, including any and all ancillary costs. 
 
5.10 Proposers are asked to provide both a published “List” price as well as a “Proposed Contract Price” in 
their pricing matrix.  Published List price will be the standard “quantity of one” price currently available to 
government and educational customers excluding cooperative and volume discounts.  

 
B. PERCENTAGE DISCOUNT FROM CATALOG OR CATEGORY 

 
5.11 A specific percentage discount from a Catalog or List price” defined as a published Manufacturer’s 
Suggested Retail Price (MSRP) for the products/equipment or related services being proposed.  
 
5.12 Individualized percentage discounts can be applied to any number of defined product groupings.  

5.13 A Percentage Discount from MSRP may be applied to all elements identified in MSRP including all 
Manufacturer Options applicable to the equipment/products or related services.  
 
5.14 When a Proposer elects to use “Percentage Discount from Catalog or Category,” Proposer will be 
responsible for providing and maintaining current published MSRP with NJPA and must be included in 
their proposal and provided throughout the term of any Contract resulting from this RFP.  

 
C. COST PLUS A PERCENTAGE OF COST 

 
5.15 Cost plus a percentage of cost as a primary pricing mechanism is not desirable. 
 

D. HOT LIST PRICING 
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5.16 Where applicable, a Vendor may opt to offer a specific selection of products/services, defined as  Hot 
List pricing at greater discounts or related advantages than those listed in the standard Contract pricing.  All 
product/service pricing, including the Hot List Pricing, must be submitted electronically provided in Excel 
format.  Hot List pricing must be submitted in a Line-Item format. Equipment/products and related services 
may be added or removed from the “Hot List” at any time through an NJPA Price and Product Change 
Form.   

5.17 Hot List program and pricing when applicable may also be used to discount and liquidate close-out 
and discontinued equipment/products and related services as long as those close-out and discontinued items 
are clearly labeled as such. Current ordering process and administrative fees apply.  This option must be 
published and made available to all NJPA Members. 
 

E. CEILING PRICE 

5.18 Proposal pricing is to be established as a ceiling price. At no time may the proposed 
equipment/products and related services be offered pursuant to this Contract at prices above this ceiling 
price without request and approval by NJPA. Contract prices may be reduced to allow for volume 
considerations and commitments and to meet the specific and unique needs of an NJPA Member.  
 
5.19 Allowable specific needs may include competitive situations, certain purchase volume commitments 
or the creation of custom programs based on the individual needs of NJPA Members.  

 
F. VOLUME PRICE DISCOUNTS / ADDITIONAL QUANTITIES            
 

5.20 Proposers are free to offer volume commitment discounts from the contract pricing documented in a 
Contract resulting from this RFP.  Volume considerations shall be determined between the Vendor and 
individual NJPA Members on a case-by-case basis.  
 
5.21 Nothing in this Contract establishes a favored member relationship between the NJPA or any NJPA 
Member and the Vendor.  The Vendor will, upon request by NJPA Member, extend this same reduced price 
offered or delivered to another NJPA Member provided the same or similar volume commitment, specific 
needs, terms, and conditions, a similar time frame, seasonal considerations, locations, competitively 
situations and provided the same manufacturer support is available to the Vendor.  
 
5.22 All price adjustments are to be offered equally to all NJPA Members exhibiting the same or 
substantially similar characteristics such as purchase volume commitments, and timing including the 
availability of special pricing from the Vendor’s suppliers. 

5.23 The contract awarded vendor will accept orders for additional quantities at the same prices, terms and 
conditions, providing the NJPA Member exercises the option before a specific date, mutually agreed upon 
between member and contract awarded vendor at time of original purchase order.  Any extension(s) of 
pricing beyond the specific date shall be upon mutual consent between the NJPA Member and the contract 
awarded vendor.   

G. TOTAL COST OF ACQUISITION 
 

5.24 The Total Cost of Acquisition for the equipment/products and related services being proposed, 
including those payable by NJPA Members to either the Proposer or a third party is the cost of the proposed 
equipment/products product/equipment and related services delivered and operational for its intended 
purpose in the end-user’s location.  For example, if you are proposing equipment/products FOB Proposer’s 
dock., your proposal should identify your deviation from the “Total Cost of Acquisition” of contracted 
equipment/products. The Proposal should reflect that the “contract does not provide for delivery beyond 
Proposer’s dock, nor any set-up activities or costs associated with those delivery or set-up activities.” In 
contrast, proposed terms including all costs for product/equipment and services delivered and operational 
at to the end-user’s location would require a disclosure of “None.” 
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 H. SOURCED PRODUCT/EQUIPMENT / OPEN MARKET ITEMS 

5.25 A Sourced Good or an Open Market Item is a product that a member wants to buy under contract that 
is not currently available under the Vendor’s NJPA contract. This method of procurement can be satisfied 
through a contract sourcing process. Sourcing options serve to provide a more complete contract solution 
to meet our members’ needs. Sourced items are generally deemed incidental to the total transaction or 
purchase of contract items.  
  
5.26 NJPA or NJPA Members may request product/equipment and/or related services that are within the 
related scope of this RFP, which are not included in an awarded Vendor’s line-item product/equipment and 
related service list or catalog. These items are known as Sourced Product/Equipment or Open Market Items.   

  
5.27 An awarded Vendor resulting from this RFP may “Source” equipment/products and related services 
for NJPA or an NJPA Member to the extent they: 

  
5.27.1 Identify all such equipment, products and services as “Sourced Products/Equipment ” or 
“Open Market Items” on any quotation issued in reference to an NJPA awarded contract,  and 
provided to either NJPA or an NJPA Member; and 
  
5.27.2 Follow all applicable acquisition regulations pertaining to the purchase of such equipment, 
products and services, as defined by NJPA or NJPA Member receiving quotation from Vendor; and 
  
5.27.3 Ensure NJPA or the NJPA Member has determined the prices as quoted by the Vendor for 
such equipment, products and services are deemed to be fair and reasonable and are acceptable to 
the member/buyer; and 

                                  
5.27.4 Identify all product/equipment sourced as a part of an NJPA contract purchase with all 
required NJPA reporting and fees applying.  
 

5.28 Cost plus a percentage is an option in pricing of sourced goods. 
 

I. PRODUCT & PRICE CHANGES  
 

5.29 Requests for equipment/products or service changes, additions or deletions will be allowed at any time 
throughout the awarded contract term.   All requests must be made in written format by completing the 
NJPA Price and Product Change Request Form (located at the end of this RFP and on the NJPA website) 
and signature of an authorized Vendor employee.  All changes are subject to review and approval by the 
NJPA Contracts & Compliance Manager, signed in acceptance by the NJPA Executive Director and 
acknowledged by the NJPA Contract Council.  Submit request via email to your Contract Manager and 
PandP@njpacoop.org. 
 
5.30 NJPA’s due diligence in analyzing any request for change is to determine if approval of the request is: 
1) within the scope of the original RFP and 2) in the “Best Interests of NJPA and NJPA Members.” A 
signed Price and Product Change form will be returned to vendor contact via email. 
 
5.31 Vendor must complete this change request form and individually list or attach all items or services 
subject to change, provide sufficiently detailed explanation and documentation for the change, and include 
a compete restatement of pricing document in appropriate format (preferably Excel).  The pricing document 
must identify all equipment/products and services being offered and must conform to the following NJPA 
product/price change naming convention:  (Vendor Name) (NJPA Contract #) (effective pricing date); for 
example, “COMPANY 012411-CPY eff 02-12-2013.”   
 
5.32 New pricing restatement must include all equipment/products and services offered regardless of 
whether their prices have changed and include a new “effective date” on the pricing documents.  This 
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requirement reduces confusion by providing a single, current pricing sheet for each vendor and creates a 
historical record of pricing. 
 
5.33 ADDITIONS.  New equipment/products and related services may be added to a contract if such 
additions are within the scope of the RFP. New equipment/products and related services may be added to a 
Contract resulting from this RFP at any time during that Contract to the extent those equipment/products 
and related services are within the scope of this RFP.  Those requests are subject to review and approval of 
NJPA.  Allowable new equipment/products and related services generally include new updated models of 
equipment/products and related services and or enhanced services previously offered which could reflect 
new technology and improved functionality. 
 
5.34 DELETIONS.  New equipment/products and related services may be deleted from a contract if an item 
or service is no longer available and thus not relevant to the contract; for example, discontinued, improved, 
etc. 
 
5.35 PRICE CHANGES:  Request prices changes in general terms along with the justification by product 
category for the change; for example, a 3% increase in XYZ Product Line  is due to a 3% increase in 
petroleum, or  this list of  SKUs/ product descriptions is increasing X% due to X% increase in cost of raw 
materials.   
 

5.35.1 Price decreases:  NJPA expects Vendors to propose their very best prices and anticipates 
price reductions are due to advancement of technologies and market place efficiencies.  

 
5.35.2 Price increases:  Typical acceptable increase requests include increases to Vendor input 
costs such as petroleum or other applicable commodities, increases in product utility of new 
compared to old equipment/product or service, etc.  Vendor must include reasonable documentation 
for the claims cited in their request along with detailed justification for why the increase is needed.  
Special details for price changes must be included with the request along with both current and 
proposed pricing.  Appropriate documentation should be attached to this form, including letters 
from suppliers announcing price increases.  Price increases will not exceed industry standard. 

 
5.36 Submit the following documentation to request a pricing change: 

   
   5.36.1 Signed NJPA Price and Product Change Form 
 

5.36.2 Single Statement of Pricing Excel spreadsheet identifying all equipment/products and 
services being offered and their pricing.  Each complete pricing list will be identified by its 
“Effective Date.” Each successive price listing identified by its “Effective Date” will create a 
“Product and Price History” for the Contract.  Each subsequent pricing update will be saved using 
the naming convention of “(Vendor Name) pricing effective XX/XX/XXXX.” 
 

5.36.2.1  Include all equipment/products and services regardless of whether their  prices 
have changed.  By observing this convention we will: 
 

5.36.2.1.1 Reduce confusion by providing a single, easy to find, current pricing 
sheet for each Vendor. 
 
5.36.2.1.2 Create a historical record of pricing.   

 
5.37 NJPA reserves the right to review additional catalogs being proposed as additions or replacements to 
determine if the represented products and services reflect and relate to the scope of this RFP.  Each new 
catalog received may have the effect of adding new product offerings and deleting products no longer 
carried by the Vendor.  New catalogs shall apply to the Contract only upon approval of the NJPA.  Non-
approved use of catalogs may result in termination for convenience.  New price lists or catalogs found to 
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be offering non-contract items during the Contract may be grounds for terminating the Contract for 
convenience.   
 
5.38 Proposers representing multiple manufacturers, or carrying multiple related product lines may also 
request the addition of new manufacturers or product lines to their Contract to the extent they remain within 
the scope of this RFP.  
 
5.39 Proposers may use the multiple tabs available in an Excel workbook to separately list logical product 
groupings or to separately list product and service pricing as they see fit.  
 
5.40 All equipment/products and services together with their pricing, whether changed within the request 
or remaining unchanged, will be stated on each “Pricing” sheet created as a result of each request for 
product, service, or pricing change.    
 
5.41 Each subsequent “Single Statement of Product and Pricing” will be archived by its effective date 
therefore creating a product and price history for any Contract resulting from this RFP. Proposers are 
required to create a historical record of pricing annually by submitting updated pricing referred to as a 
“Single Statement of Product/Equipment and Related Services Contract Price Update”. This pricing update 
is required at a minimum of once per contract year.  

 
J. PAYMENT TERMS  

 
5.42 Payment terms will be defined by the Proposer in the Proposer’s Response. Proposers are encouraged 
to offer payment terms through P Card services if applicable.  
 
5.43  If applicable, identify any leasing programs available to NJPA and NJPA Members as part of your 
proposal.  Proposers should submit an example of the lease agreement to be used and should identify: 
 

5.43.1 General leasing terms such as: 
 

5.43.1.1  The percentage adjustment over/under an index rate used in calculating the 
internal rate of return for the lease; and 
 
5.43.1.2  The index rate being adjusted; and 

 
5.43.1.3  The “Purchase Option” at lease maturity ($1, or fair market value); and 

  
5.43.1.4  The available term in months of lease(s) available. 

  
5.43.2 Leasing company information such as: 

 
5.43.2.1  The name and address of the leasing company; and 

 
5.43.2.2  Any ownership, common ownership, or control between the Proposer and the 

Leasing Company. 
 
K. SALES TAX 

 
5.44 Sales and other taxes shall not be included in the prices quoted.  Vendor will charge state and local 
sales and other taxes on items for which a valid tax exemption certification has not been provided. Each 
NJPA Member is responsible for providing verification of tax exempt status to the Vendor. When ordering, 
NJPA Members must indicate that they are tax exempt entities.  Except as set forth herein, no party shall 
be responsible for taxes imposed on another party as a result of or arising from the transactions 
contemplated by a Contract resulting from this RFP. 
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L. SHIPPING  
 
5.45 NJPA desires an attractive freight program. A shipping program for material only proposals, or 
sections of proposals, must be defined as a part of the cost of equipment/products.  If shipping is charged 
to NJPA or NJPA Member, only the actual cost of delivery may be added to an invoice.  Shipping charges 
calculated as a percentage of the product price may not be used, unless such charges are lower than actual 
delivery charges.  COD orders will be accepted if both parties agree.  It is desired that delivery be made 
within ninety-days (90) of receipt of the Purchase Order.  

 
5.46 Selection of a carrier for shipment or expedited shipping will be the option of the party paying for said 
shipping.  Use of another carrier will be at the expense of the party who requested.  

5.47 Proposers must define their shipping programs for Alaska and Hawaii and any location not served by 
conventional shipping services.  Over-size and over-weight items and shipments may be subject to custom 
freight programs.  

5.48 All shipping and re-stocking fees must be identified in the price program. Certain industries providing 
made to order product/equipment may not allow returns. Proposers will be evaluated based on the relative 
flexibility extended to NJPA and NJPA Members relating to those subjects.  
 
5.49 Proposer agrees shipping errors will be at the expense of the Vendor.   
 
5.50 Delivery effectiveness is very important aspect of this Contract.  If completed deliveries are not made 
at the time agreed, NJPA or NJPA Member reserves the right to cancel and purchase elsewhere and hold 
Vendor accountable.  If delivery dates cannot be met, Vendor agrees to advise NJPA or NJPA Member of 
the earliest possible shipping date for acceptance by NJPA or NJPA Member.  

 
5.51 Delivered products/equipment must be properly packaged. Damaged equipment/products will not be 
accepted, or if the damage is not readily apparent at the time of delivery, the equipment/products shall be 
returned at no cost to NJPA or NJPA Member. NJPA and NJPA Members reserve the right to inspect the 
equipment/products at a reasonable time subsequent to delivery where circumstances or conditions prevent 
effective inspection of the equipment/products at the time of delivery.   

5.52 Vendor shall deliver Contract conforming products/equipment in each shipment and may not substitute 
products/equipment without approval from NJPA or the NJPA Member.  

5.53 NJPA reserves the right to declare a breach of Contract if the Vendor intentionally delivers substandard 
or inferior equipment/products which are not under Contract and described in its paper or electronic price 
lists or sourced upon request to any member under this Contract.  In the event of the delivery of non-
conforming equipment/products, NJPA Member will notify the Vendor as soon as possible and the Vendor 
will replace non-conforming equipment/products with conforming equipment/products acceptable to the 
NJPA member. 
 
5.54 Throughout the term of the Contract, Proposer agrees to pay for return shipment on 
equipment/products that arrives in a defective or inoperable condition. Proposer must arrange for the return 
shipment of damaged equipment/products.  
 
5.55 Vendor may not substitute equipment/products unless agreed to by both parties. 
 
5.56 Unless contrary to other parts of this solicitation, if the product/equipment or the tender of delivery 
fail in any respect to conform to this Contract, the purchasing member may: 1) reject the whole, 2) accept 
the whole or 3) accept any commercial unit or units and reject the rest. 
 

6 EVALUATION OF PROPOSALS 
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A. PROPOSAL EVALUATION PROCESS 
 

6.1 The NJPA Proposal Evaluation Committee will evaluate proposals received based on a 1,000 point 
evaluation system.  The Committee establishes both the evaluation criteria and designates the relative 
importance of those criteria by assigning possible scores for each category on Form G of this RFP.  
 
6.2 NJPA shall use a final overall scoring system to include consideration for best price and cost evaluation.  
NJPA reserves the right to assign any number of point awards or penalties it considers warranted if a 
Proposer stipulates exceptions, exclusions, or limitations of liabilities. Strong consideration will be given 
to the best price as it relates to the quality of the product and service.  However, price is ultimately only one 
of the factors taken into consideration in the evaluation and award. 
 
6.3 Responses will be evaluated first for responsiveness and thereafter for content.  The NJPA Board of 
Directors will make awards to the selected Proposer(s) based on the recommendations of the Proposal 
Evaluation Committee.  To qualify for the final evaluation, a Proposer must have been deemed responsive 
as a result of the criteria set forth under “Proposer Responsiveness.” 

B. PROPOSER RESPONSIVENESS 
 

6.4 All responses are evaluated for level one and level two responsiveness.  If a response does not 
reasonably and substantially conform to all the terms and conditions in the solicitation or it requests 
unreasonable exceptions, it may be considered non-responsive.  
 
6.5 All proposals must contain answers or responses to the information requested in the proposal forms.   
The following items constitute the test for “Level One Responsiveness” and are determined on the proposal 
opening date. If these are not received, your response may be disqualified as non-responsive.   
 
6.6 Level One Responsiveness includes:   
 

6.6.1 received prior to the deadline for submission or it will be returned unopened;  
 
6.6.2  properly addressed and identified as a sealed proposal with a specific opening date and  
          time; 
 
6.6.3   pricing document (with apparent discounts), sample certificate of liability insurance and 

all forms fully completed even if  “not applicable” is the answer; 
 

6.6.4   original signed, completed and dated RFP forms C, D, and F hard copy signed signature  
page Only from forms A and P from this RFP and if applicable, all counter signed addenda 
issued in relation to this RFP;  
 

6.6.5 an electronic copy (CD or flash drive) of the entire response; and  
 
6.6.6 falls within the scope as determined by the NJPAs Proposal Evaluation Committee. 

 
6.7 “Level Two” responsiveness is determined through the evaluation of the remaining items listed under 
Proposal Evaluation Criteria below.  These items are not arranged in order of importance and each item 
may encompass multiple areas of information requested.  Any questions not answered will result in a loss 
of points from relevant Form G criteria and may lead to non-award if too many areas are unanswered 
resulting in the inability for evaluation team to effectively review your response.  

 
C. PROPOSAL EVALUATION CRITERIA 

6.8 Evaluation Criteria: Forms A and P includes a series of questions encompassing, but not limited to, the 
following categories: 
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 6.8.1 Company Information & Financial Strength 

 6.8.2 Industry Requirements & Marketplace Success 

 6.8.3 Ability to Sell & Deliver Service Nationwide 

 6.8.4 Marketing Plan 

 6.8.5 Other Cooperative Procurement Contracts 

 6.8.6 Value Added Attributes 

 6.8.7 Payment Terms & Financing Options 

 6.8.8 Warranty 

   6.8.9 Equipment/Products/Services 

   6.8.10 Pricing & Delivery 

   6.8.11 Industry Specific Items 

6.9 Evaluation of each Proposer’s Response will take into consideration as a minimum response but not 
necessarily limited to these items. 

D.  OTHER CONSIDERATION 

6.10 The Proposer is required to have extensive knowledge and at least three (3) years of experience with 
the related activities surrounding the selling of the equipment/products and/or related services.   

6.11 NJPA reserves the right to accept or reject newly formed companies solely based on information 
provided in the proposal and/or its own investigation of the company. 
 
6.12  If a manufacturer or supplier chooses not to produce or supply a full selection and representation of  
product/equipment and related services it has available which fall within the scope of this RFP, such action 
will be considered sufficient cause to reduce evaluation points.  
 
6.13 NJPA reserves the right to request and test equipment/products and related services from the apparent 
successful Proposer.  Prior to the award of the Contract, the apparent successful Proposer, if requested by 
NJPA, shall furnish current information and data regarding the Proposer’s resources, personnel, and 
organization within three (3) days.  
 
6.14 Past performance information is relevant information regarding a Proposer’s actions under previously 
awarded contracts to schools, local, state, and governmental agencies and non-profit agencies.  It includes 
the Proposer’s record of conforming to specifications and standards of good workmanship.  The Proposer’s 
history for reasonable and cooperative behavior and commitment to member satisfaction shall be under 
evaluation.  Ultimately, Past Performance Information can be defined as the Proposer’s businesslike 
concern for the interests of the NJPA Member. 
 
6.15 NJPA shall reserve the right to reject any or all proposals.   

E. COST COMPARISON 
 
6.16 NJPA uses a variety of evaluation methodologies, including but not limited to a cost comparison of 
specific and deemed to be like equipment/products. NJPA reserves the right to use this process in the event 
the Proposal Evaluation Committee feels it is necessary to make a final determination. 

 
6.17 This process will be based on a point system with points being awarded for being low to high Proposer 
for each cost evaluation item selected.  A “Market Basket” of identical (or substantially similar) 
equipment/products and related services may be selected by the NJPA Evaluation Committee and the unit 
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cost will be used as a basis for determining the point value.  The “Market Basket” will be selected by NJPA 
from all product categories as determined appropriate by NJPA.   
 

F. MARKETING PLAN 
 

6.18 A key element of an NJPA awarded a contract will be based on your marketing response to 
this solicitation. An awarded Vendor’s sales force will be the primary source of communication to 
the customers and NJPA members directly relating to the contract success. Success in marketing 
is dependent on delivery of messaging and communication relating to the contract value, 
knowledge of contract, proper use and the delivery of contracted equipment/products and related 
services to the end user.  Much of the success and sales reward is a direct result of the commitment 
to the Contract by the vendor and sales teams. NJPA reserves the right to deem a proposer non-
responsive or to not award based on an unacceptable or incomplete marketing plan 
 
6.19 NJPA marketing expectations include: 
  

6.19.1 Vendors ability to demonstrate the leveraging of a national sales force and/or dealer network. 
Vendors must demonstrate the ability to sell, service and deliver products and equipment through 
acceptable distribution channels to customers and NJPA members in all 50 states.  Demonstrate 
fully the sales and service capabilities of your company through your response; outline Vendor’s 
national sales force network in terms of numbers and geographic location and method of 
distribution of the equipment/products and related services. Service may be independent of the 
equipment/product sales pricing but is encouraged to be a part of your response and contract. 

 
6.19.2 Vendor is invited to demonstrate the ability to successfully market, promote and 
communicate the opportunity of an NJPA contract to current and potential members nationwide. 
NJPA desires a marketing plan that communicates the value of the contract to members. 

 
6.19.3 Vendor is expected to be receptive to NJPA sales trainings. Vendor shall provide a venue 
for appropriate personnel from both management and the sales force who will be trained. NJPA 
commits to providing contract sales training and awareness regarding all aspects of communicating 
the value of the contract itself including: the authority of NJPA to offer the contract to its Members, 
value and utility the contract delivers to NJPA Members, scope of NJPA Membership, authority of 
NJPA Members to utilize NJPA procurement contracts, marketing and sales methods, and overall 
vertical strategies. 

 
6.19.4 Vendor is expected to demonstrate the intent to a commit to full embracement of the NJPA 
contract. Identify the appropriate levels of sales management and sales force that will need to 
understand the value of and the internal procedures necessary, to deliver the NJPA contract solution 
and message to NJPA and NJPA Members.  NJPA shall provide a general schedule and a variety 
of methods surrounding when and how those individuals will be trained.   

 
6.19.5 Vendor will outline their proposed involvement in the promotion of a contract resulting from 
this RFP through applicable industry trade show exhibits and related customer meetings.  Proposers 
are encouraged to consider participation with NJPA at NJPA embraced national trade shows. 
 
6.19.6 Vendor must exhibit the willingness and ability to actively market and develop contract 
specific marketing materials including, but not limited to: 

 
6.19.6.1 Complete Marketing Plan. Proposer shall submit a marketing plan outlining how 
the Vendor will launch the NJPA contract to current and potential NJPA Members.  NJPA 
requires the Awarded Vendors to embrace and actively promote the Contract in 
cooperation with the NJPA. 

 



 

24 
 

6.19.6.2 Printed Marketing Materials.  Proposer will initially produce and thereafter 
maintain full color print advertisements in camera ready electronic format including 
company logo and contact information to be used in the NJPA directory and other approved 
marketing publications. 

 
6.19.6.3 Contract announcements and advertisements.  Proposer will outline in the 
marketing plan their anticipated contract announcements, advertisements in industry 
periodicals and other direct or indirect marketing activities promoting the awarded NJPA 
contract. 
 
6.19.6.4 Proposer’s Website.  Proposer will identify how an Awarded Contract will be 
displayed and linked on the Proposer’s website. An on-line shopping experience for NJPA 
Members is desired when applicable. 
 

6.19.7 An NJPA Vendor Contract Launch will be scheduled during a reasonable time frame after 
the award and held at the NJPA office in Staples, MN. 

 
6.20 Proposer shall identify their commitment to develop a sales/communication process to facilitate NJPA 
membership and establish status of current and potential agencies/members.   Proposer should further 
express their commitment to capturing sufficient member information as is deemed necessary by NJPA.   

 
G. CERTIFICATE OF INSURANCE 

 
6.21 Vendors shall provide evidence of liability insurance coverage identified below in the form of a 
Certificate of Insurance or an ACCORD binder form with their proposal. Upon Award issued pursuant to 
this contract and prior to the execution of any commerce relating to such award, Vendor will be responsible 
for providing verification, in the form of a Certificate of Insurance identifying the coverage required below 
and identifying NJPA as a “Certificate Holder.” Vendor will be responsible to maintain such insurance 
coverage at their own expense throughout the term of any contract resulting from this solicitation. 
 
6.22 Any exceptions and/or assumptions to the insurance requirements must be identified on Attachment 
C.  Exceptions and/or assumptions will be taken into consideration as part of the evaluation process; 
however, vendors must be specific.  If vendors do not specify any exceptions and/or assumptions at time of 
proposal submission, NJPA will not consider any additional exceptions and/or assumptions during 
negotiations.   Upon contract award, the successful vendor must provide the Certificate of Insurance 
identifying the coverage as specified. 

 
6.23 Insurance Liability Limits: The awarded vendor must maintain, for the duration of its contract, $1.5 
million in General Liability insurance coverage or General Liability insurance in conjunction with an 
Umbrella for a total combined coverage of $1.5 million.  Work on the contract shall not begin until after 
the awarded vendor has submitted acceptable evidence of the required insurance coverage.  Failure to 
maintain any required insurance coverage or acceptable alternative method of insurance will be deemed a 
breach of contract.  
 

6.23.1 Minimum Scope and Limits of Insurance: Vendor shall provide coverage with limits 
of liability not less than those stated below.  An excess liability policy or umbrella liability policy 
may be used to meet the minimum liability requirements provided that the coverage is written on 
a “following form” basis. 

 
6.23.1.1 Commercial General Liability – Occurrence Form 
Policy shall include bodily injury, property damage and broad form contractual liability and 
XCU coverage. 

 
             6.23.1.2 Each Occurrence                                    $1,500,000 
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6.24 Insurance Requirements: The limits listed herein are minimum requirements for this Contract and 
in no way limit the indemnity covenants contained in this Contract.  NJPA in no way warrants that the 
minimum limits contained herein are sufficient to protect the Vendor from liabilities that might arise out 
of the performance of the work under this Contract by the Vendor, his agents, representatives, employees 
or subcontractors and Vendor is free to purchase additional insurance as may be determined necessary. 

 
6.25 Acceptability of Insurers:  Insurance is to be placed with insurers duly licensed or authorized to 
do business in the State of Minnesota and with an “A.M. Best” rating of not less than A- VII.  NJPA in 
no way warrants that the above required minimum insurer rating is sufficient to protect the Vendor from 
potential insurer solvency. 
 
6.26 Subcontractors:  Vendors’ certificate(s) shall include all subcontractors as additional insureds under 
its policies or Vendor shall furnish to NJPA separate certificates for each subcontractor.  All coverage 
for subcontractors shall be subject to the minimum requirements identified above. 

 
H. ORDER PROCESS AND/OR FUNDS FLOW 

6.27 Please propose an order process and funds flow.  The Business-to-Government order process and/or 
funds flow model involves NJPA Members issuing Purchase Orders directly to a Vendor and pursuant to a 
Contract resulting from this RFP. Administrative fees may also be used for purposes as allowed by 
Minnesota State Law and approved by the Board of Directors.  

6.28 Additional Terms and Conditions can be added at the PO level if both Vendor and Member agree.   

I. ADMINISTRATIVE FEES 

6.29 Proposer agrees to authorize and/or allow for an administrative fee payable to NJPA by an Awarded 
Vendor in exchange for its facilitation and marketing of a Contract resulting from this RFP to current and 
potential NJPA Members. This Administration Fee shall be: 

6.29.1 Calculated as a percentage of the dollar volume of all equipment/products and services 
provided to and purchased by NJPA Members or calculated as reasonable and acceptable method 
applicable to the contracted transaction; and   

6.29.2 Included in, and not added to, the pricing included in Proposer’s Response to the RFP; and 

6.29.3 Designed to offset the anticipated costs of NJPA’s involvement in contract management, 
facilitating marketing efforts, Vendor training, and any order processing tasks relating to the 
Contract resulting from this RFP.  Administrative fees may also be used for other purposes as 
allowed by Minnesota law. Administrative fees may also be used for other purposes as allowed by 
Minnesota law. 

6.29.4 Typical administrative fees for a B-TO-G order process and funds flow is 2.0%.  NJPA does 
not mandate a specific fee percentage, we merely state that 2% is a typical fee across our contracts.  
The administrative fee percent varies among vendors, industries and responses.   

  
6.29.5 NJPA awarded contract holder is responsible for the Administrative Fee and related 
reporting. 

 
6.30 The opportunity to propose these factors and an appropriate administrative fee is available in the 
Proposer’s Questionnaire Form P. 

J. VALUE ADDED 

6.31 Examples of Value Added Attributes: Value-Added attributes, products and services are items 
offered in addition to the products and services being proposed which adds value to those items being 
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proposed.  The availability of a contract for maintenance or service after the initial sale, installation, and 
set-up may, for instance, be “Value Added Services” for products where a typical buyer may not have the 
ability to perform these functions.   

6.32 Where to document Value Added Attributes: The opportunity to indicate value added dimensions 
and such advancements will be available in the Proposer’s Questionnaire and Proposer’s product and 
service submittal. 

6.33 Value added equipment/products and services and expanded services, as they relate to this RFP, will 
be given positive consideration in the award selection.  Consideration will be given to an expanded selection 
of FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES  and advances to provide 
products/services, supplies meeting and/or exceeding today’s industry standards and expectations. A value 
add would include a program or service that further serves the members needs above and possibly beyond 
standard expectation and complements the equipment/products and services and training. Value added 
could include areas of product and service, sales, ordering, delivery, performance, maintenance, technology, 
and service that furthers the functionality and effectiveness of the procurement process while remaining 
within the scope of this RFP. 

6.34 Minority, Small Business, and Women Business Enterprise (WMBE) participation: It is the 
policy of some NJPA Members to involve Minority, Small Business, and WMBE contractors in the process 
to purchase product/equipment and related services.  Vendors should document WMBE status for their 
organization AND any such status of their affiliates (i.e. Supplier networks) involved in carrying out the 
activities invited. The ability of a Proposer to provide “Credits” to NJPA and NJPA Members in these 
subject areas, either individually or through related entities involved in the transaction, will be evaluated 
positively by NJPA and reflected in the “value added” area of the evaluation. NJPA is committed to 
facilitating the realization of such “Credits” through certain structuring techniques for transactions resulting 
from this RFP. 

6.35 Environmentally Preferred Purchasing Opportunities: There is a growing trend among NJPA 
Members to consider the environmental impact of the equipment/products and related services they 
purchase. “Green” characteristics demonstrated by responding companies will be evaluated positively by 
NJPA and reflected in the “value added” area of the evaluation.  Please identify any Green characteristics 
of the product/equipment and related services in your proposal and identify the sanctioning body 
determining that characteristic. Where appropriate, please indicate which products have been certified as 
“green” and by which certifying agency. 

6.36 On-Line Requisitioning systems: When applicable, on-line requisitioning systems will be viewed as 
a value-added characteristic. Proposer shall include documentation about user interfaces that make on-line 
ordering easy for NJPA Members as well as the ability to punch-out from mainstream e-Procurement or 
Enterprise Resource Planning (ERP) systems that NJPA Members may currently utilize. 

6.37 Financing: The ability of the Proposer to provide financing options for the products and services being 
proposed will be viewed as a Value Added Attribute. 

6.38 Technology:  Technological advances, increased efficiencies, expanded service and other related 
improvements beyond today’s NJPA member’s needs and applicable standards.  
 

K. WAIVER OF FORMALITIES 
 

6.39 NJPA reserves the right to waive any minor formalities or irregularities in any proposal and to accept 
proposals, which, in its discretion and according to the law, may be in the best interest of its members. 
  

7 POST AWARD OPERATING ISSUES 
 

A. SUBSEQUENT AGREEMENTS 
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7.1 Purchase Order.  Purchase Orders for equipment/products and/or related services may be executed 
between NJPA or NJPA Members (Purchaser) and awarded Vendor(s) or Vendor’s sub-contractors 
pursuant to this invitation and any resulting Contract. NJPA Members are instructed to identify on the face 
of such Purchase Orders that “This purchase order is issued pursuant to NJPA procurement contract 
#XXXXXX.”  A Purchase Order is an offer to purchase product/equipment and related services at specified 
prices by NJPA or NJPA Members pursuant to a Contract resulting from this RFP.  Purchase Order flow 
and procedure will be developed jointly between NJPA and an Awarded Vendor after an award is made.   
 
7.2 Governing Law.  Purchase Orders shall be construed in accordance with, and governed by, the laws of 
a competent jurisdiction with respect to the purchaser.  Each and every provision of law and clause required 
by law to be included in the Purchase Order shall be read and enforced as though it were included.  If 
through mistake or otherwise any such provision is not included, or is not currently included, then upon 
application of either party the Contract shall be physically amended to make such inclusion or correction.  
The venue for any litigation arising out of disputes related to Purchase Order(s) shall be a court of competent 
jurisdiction to the Purchaser.  

 
7.3 Additional Terms and Conditions. Additional terms and conditions to a Purchase Order may be 
proposed by NJPA, NJPA Members, or Vendors.  Acceptance of these additional terms and conditions is 
OPTIONAL to all parties to the Purchase Order.  The purpose of these additional terms and conditions is 
to formally introduce job or industry specific requirements of law such as prevailing wage legislation.  
Additional terms and conditions can include specific local policy requirements and standard business 
practices of the issuing Member. Said additional terms and conditions shall not interfere with the general 
purpose, intent or currently established terms and conditions contain in this RFP document. 
 
7.4 Specialized Service Requirements.  In the event service requirements or specialized performance 
requirements such as e-commerce specifications, specialized delivery requirements, or other specifications 
and requirements not addressed in the Contract resulting from this RFP, NJPA Member and Vendor may 
enter into a separate, standalone agreement, apart from a Contract resulting from this RFP.  Any proposed 
service requirements or specialized performance requirements require pre-approval by Vendor.  Any 
separate agreement developed to address these specialized service or performance requirements is 
exclusively between the NJPA Member and Vendor.  NJPA, its agents, Members and employees shall not 
be made party to any claim for breach of such agreement.  Product sourcing is not considered a service.  
NJPA Members will need to conduct procurements for any specialized services not identified as a part or 
within the scope of the awarded Contract.   

7.5 Performance Bond.  At the request of the member, a Vendor will provide all performance bonds 
typically and customarily required in their industry.  These bonds will be issued pursuant to the 
requirements of Purchase Orders for product/equipment and related services. If a purchase order is 
cancelled for lack of a required performance bond by the member agency, it shall be the recommendation 
of NJPA that the current pending Purchase Order be canceled.  Each member has the final decision on 
Purchase Order continuation.  ANY PERFORMANCE BONDING REQUIRED BY THE MEMBER OR 
CUSTOMER STATE LAWS OR LOCAL POLICY IS TO BE MUTUALLY AGREED UPON AND 
SECURED BETWEEN THE VENDOR AND THE CUSTOMER/MEMBER.  

 
B. NJPA MEMBER SIGN-UP PROCEDURE 
 

7.6 Awarded Vendors will be responsible for familiarizing their sales and service forces with the various 
forms of NJPA Membership documentation and shall encourage and assist potential Members in 
establishing Membership with NJPA. NJPA membership is at no cost, obligation or liability to the Member 
or the Vendor. 
 

C. REPORTING OF SALES ACTIVITY 
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7.7 A report of the total gross dollar volume of all equipment/products and related services purchased by 
NJPA Members as it applies to this RFP and Contract will be provided quarterly to NJPA.  The form and 
content of this reporting will provided by NJPA to include, but not limited to, name and address of 
purchasing agency, member number, amount of purchase, and a description of the items purchased.  
 

7.7.1 Zero sales reports: Awarded Vendors are responsible for providing a quarterly sales report 
of contract sales every quarter regardless of the existence or amount of sales.  

D. AUDITS 

7.8 No more than once per calendar year during the Contract term, Vendor may be required to make 
available to NJPA the invoice reports and/or invoice documents from Vendor pertaining to all invoices sent 
by Vendor and all payments made by NJPA members for all equipment/products and related services 
purchased under the awarded Contract. NJPA must provide written notice of exercise of this requirement 
with no less than fourteen (14) business days’ notice. NJPA may employ an independent auditor or NJPA 
may choose to conduct such audit on its own behalf.  Upon approval and after the auditor has executed an 
appropriate confidentiality agreement, Vendor will permit the auditor to review the relevant Vendor 
documents.  NJPA shall be responsible for paying the auditor’s fees.  The parties will make every reasonable 
effort to fairly and equitably resolve discrepancies to the satisfaction of both parties. Vendor agrees that the 
NJPA may audit their records with a reasonable notice to establish total compliance and to verify prices 
charged under of the Contract are being met.  Vendor agrees to provide verifiable documentation and 
tracking in a timely manner. 

 
E. HUB PARTNER 
 

7.9 Hub Partner: NJPA Members may request to be served through a “Hub Partner” for the purposes of 
complying with a Law, Regulation, or Rule to which that individual NJPA Member deems to be applicable 
in their jurisdiction. Hub Partners may bring value to the proposed transactions through consultancy, 
Disadvantaged Business Entity Credits or other considerations.   
 
7.10 Hub Partner Fees: Fees, costs, or expenses from this Hub Partner levied upon a transaction resulting 
from this contract, shall be payable by the NJPA Member. The fees, costs, or expenses levied by the Hub 
Vendor must be clearly itemized in the transaction; and to the extent that the Vendor stands in the chain of 
title during a transaction resulting from this RFP, the documentation shall be documented to show it is 
“Executed for the Benefit of [NJPA Member Name].” 

 
F. TRADE-INS 

 
7.11 The value in US Dollars for Trade-ins will be negotiated between NJPA or an NJPA Member, and an 
Awarded Vendor. That identified “Trade-In” value shall be viewed as a down payment and credited in full 
against the NJPA purchase price identified in a purchase order issued pursuant to any Awarded NJPA 
procurement contract. The full value of the trade-in will be consideration. 

 
G. OUT OF STOCK NOTIFICATION 
 

7.12 Vendor shall immediately notify NJPA members upon receipt of order(s) when an out-of-stock occurs. 
Vendor shall inform the NJPA member regarding the anticipated date of availability for the out-of-stock 
item(s), and may suggest equivalent substitute(s).  The ordering organization shall have the option 
of accepting the suggested equivalent substitute, or canceling the item from the order. Under no 
circumstance is Proposer permitted to make unauthorized substitutions. Unfilled or substituted item(s) shall 
be indicated on the packing list. 

 
H. TERMINATION OF CONTRACT RESULTING FROM THIS RFP 
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7.13 NJPA reserves the right to cancel the whole or any part of a resulting Contract due to failure by the 
Vendor to carry out any obligation, term or condition as described in the below procedure.  Prior to any 
termination for cause, the NJPA will provide written notice to the Vendor, opportunity to respond and 
opportunity to cure. Some examples of material breach include, but are not limited to: 

 
7.13.1 The Vendor provides products/equipment or related services that does not meet 

reasonable quality standards and is not remedied under the warranty; 
 

7.13.2 The Vendor fails to ship the products/equipment or related services or provide the 
delivery and services within a reasonable amount of time; 
 

7.13.3 NJPA has reason to believe the Vendor will not or cannot perform to the 
requirements or expectations of the Contract and issues a request for assurance and 
Vendor fails to respond; 
 

7.13.4 The Vendor fails to observe any of the material terms and conditions of the 
Contract;  
 

7.13.5 The Vendor fails to follow the established procedure for purchase orders, invoices 
and/or receipt of funds as established by the NJPA and the Vendor in the Contract. 
 

7.13.6 The Vendor fails to report quarterly sales;  
 

7.13.7 The Vendor fails to actively market this Contract within the guidelines provided 
in this RFP and the expectations of NJPA defined in the NJPA Contract Launch. 

 
7.13.8 In the event the contract has no measurable and defining value or benefit to NJPA 

or the NJPA member. 
 

7.14 Upon receipt of the written notice of concern, the Vendor shall have ten (10) business days to provide 
a satisfactory response to the NJPA.  Failure on the part of the Vendor to reasonably address all issues of 
concern may result in Contract cancellation pursuant to this Section. If the issue is not resolved within sixty 
(60) days, contract will be terminated. 

 
7.15 Any termination shall have no effect on purchases that are in progress at the time the cancellation is 
received by the NJPA.  The NJPA reserves the right to cancel the Contract immediately for convenience, 
without penalty or recourse, in the event the Vendor is not responsive concerning the remedy, the 
performance, or the violation issue within the time frame, completely or in part.  

 
7.16 NJPA reserves the right to cancel or suspend the use of any Contract resulting from this RFP if the 
Vendor files for bankruptcy protection or is acquired by an independent third party.  Awarded Vendor will 
be responsible for disclosing to NJPA any litigation, bankruptcy or suspensions/disbarments that occur 
during the contract period.  Failure to disclose may result in an immediate termination of the contract. 

 
7.17 NJPA may execute Contract termination without cause with a required 60-day written notice of 
termination.  Termination of Contract shall not relieve either party of financial, product or service 
obligations incurred or accrued prior to termination. 

7.18 NJPA may cancel any Contract resulting from this solicitation without any further obligation if any 
NJPA employee significantly involved in initiating, negotiating, securing, drafting or creating the Contract 
on behalf of the NJPA is found to be in collusion with any Proposer to this RFP for their personal gain.  
Such cancellation shall be effective upon written notice from the NJPA or a later date if so designated in 
the notice given.  A terminated Contract shall not relieve either party of financial, product or service 
obligations due to participating member or NJPA.  
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7.19 Events of Automatic termination to include, but not limited to: 

 

7.19.1 Vendor’s failure to remedy a material breach of a Contract resulting from this RFP within 
sixty (60) days of receipt of notice from NJPA specifying in reasonable detail the nature of such 
breach; and/or, 
 
7.19.2 Receipt of written information from any authorized agency finding activities of Vendors 
engaged in pursuant to a Contract resulting from this RFP to be in violation of the law. 

 
8 GENERAL TERMS AND CONDITIONS 

 
A. ADVERTISING A CONTRACT RESULTING FROM THIS RFP 

 
8.1 Proposer/Vendor shall not advertise or publish information concerning this Contract prior to the award 
being announced by the NJPA.  Once the award is made, a Vendor is expected to advertise the awarded 
Contract to both current and potential NJPA Members.  

 
B. APPLICABLE LAW 
 

8.2 NJPA’s interest in a contract resulting from this RFP: Not withstanding its own use, to the extent 
NJPA issues this RFP and any resulting contract for the use of its Members, NJPA’s interests and liability 
for said use shall be limited to the competitive proposal process performed and terms and conditions relating 
to said contract and shall not extend to the products, services, or warranties of the Awarded Vendor or the 
intended or unintended effects of the product/equipment  and services procured there from.  

 
8.3 NJPA Compliance with Minnesota Procurement Law: NJPA will exhaust all avenues to comply 
with each unique state law or requirement whenever possible.  It is the responsibility of each participating 
NJPA member to ensure to their satisfaction that NJPA contracting process falls within these laws and 
applicable laws are satisfied.  An individual NJPA member using these contracts is deemed by their own 
accord to be in compliance with their own requirements and procurement regulations.   

 
8.4 Governing Law with respect to delivery and acceptance: All applicable portions of the Minnesota 
Uniform Commercial Code, all other applicable Minnesota laws, and the applicable laws and rules of 
delivery and inspection of the Federal Acquisition Regulations (FAR) laws shall govern NJPA contracts 
resulting from this solicitation.   
 
8.5 Jurisdiction: Any claims pertaining to this RFP and any resulting Contract that develop between NJPA 
and any other party must be brought forth only in courts in Todd County in the State of Minnesota unless 
otherwise agreed to.   
 

8.5.1 Purchase Orders issued pursuant to a contract resulting from this solicitation shall be 
construed in accordance with, and governed by, the laws of a competent jurisdiction with respect 
to the purchaser. 

 
8.6 Vendor Compliance with applicable law: Vendor(s) shall comply with all federal, state, or local laws 
applicable to or pertaining to the transaction, acquisition, manufacturer, suppliers or the sale of the 
equipment/products and relating services resulting from this RFP.   
 
8.7 Other Laws, whether or not herein contained, shall be included by this reference.  It shall be 
Proposer’s/Vendor’s responsibility to determine the applicability and requirements of any such laws and to 
abide by them. 
 
8.8 Indemnity: Each party agrees it will be responsible for its own acts and the result thereof to the extent 
authorized by law and shall not be responsible for the acts of the other party and the results thereof.  NJPA’s 
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liability shall be governed by the provisions of the Minnesota Tort Claims Act, Minnesota Statutes, Section 
§3.736, and other applicable law. 
 
8.9 Prevailing Wage: It shall be the responsibility of the Vendor to comply, when applicable, with 
prevailing wage legislation in effect in the jurisdiction of the purchaser (NJPA or NJPA Member).  It shall 
be the responsibility of the Vendor to monitor the prevailing wage rates as established by the appropriate 
department of labor for any increase in rates during the term of this Contract and adjust wage rates 
accordingly. 
 
8.10 Patent and Copyright Infringement: If an article sold and delivered to NJPA or NJPA Members 
hereunder shall be protected by any applicable patent or copyright, the Vendor agrees to indemnify and 
hold harmless NJPA and NJPA Members against any and all suits, claims, judgments, and costs instituted 
or recovered against it by any person on account of the use or sale of such articles by NJPA or NJPA 
Members in violation or right under such patent or copyright. 
 

C. ASSIGNMENT OF CONTRACT 
 

8.11 No right or interest in this Contract shall be assigned or transferred by the Vendor without prior written 
permission by the NJPA.  No delegation of any duty of the Vendor shall be made without prior written 
permission of the NJPA.  NJPA shall notify members by posting approved assignments on the NJPA 
website (www.njpacoop.org) within 15 days of NJPA’s approval.  

 
8.12 If the original Vendor sells or transfers all assets or the entire portion of the assets used to perform this 
Contract, a successor in interest must guarantee to perform all obligations under this Contract.  NJPA 
reserves the right to reject the acquiring person or entity as a Vendor.  A change of name agreement will 
not change the contractual obligations of the Vendor. 

 
D. LIST OF PROPOSERS 
 

8.13 NJPA will not maintain or communicate to a list of proposers.  All interested proposers must respond 
to the solicitation as a result of NJPA solicitation advertisements indicated.  Because of the wide scope of 
the potential Members and qualified national Vendors, NJPA has determined this to be the best method of 
fairly soliciting proposals. 

 
E. CAPTIONS, HEADINGS, AND ILLUSTRATIONS 

 
8.14 The captions, illustrations, headings, and subheadings in this solicitation are for convenience and ease 
of understanding and in no way define or limit the scope or intent of this request. 

F. DATA PRACTICES 
 
8.15 All materials submitted in response to this RFP will become property of the NJPA and will become 
public record in accordance with Minnesota Statutes, section 13.591, after the evaluation process is 
completed. If the Responder submits information in response to this RFP that it believes to be nonpublic 
information, as defined by the Minnesota Government Data Practices Act, Minnesota Statute § 13.37, the 
Responder must: 
 

8.15.1 make the request within thirty days of award/non-award, and include the appropriate 
statutory justification. Pricing is generally not redactable. The NJPA Legal Department shall review 
the statement to determine whether the information shall be withheld. If the NJPA determines to 
disclose the information, the Bids & Contracts department of the NJPA shall inform the Proposer, 
in writing, of such determination; and 
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8.15.2 defend any action seeking release of the materials it believes to be nonpublic information, 
and indemnify and hold harmless the NJPA, its agents and employees, from any judgments or 
damages awarded against the NJPA in favor of the party requesting the materials, and any and all 
costs connected with that defense.  
 

8.16 This indemnification survives the NJPA’s award of a contract. In submitting a response to this RFP, 
the Responder agrees that this indemnification survives as long as the confidential information is in 
possession of the NJPA.  When the situation warrants, Proposer may be able redact additional nonpublic 
information after the evaluation process if legal justification is provided and accepted by NJPA.   

 
G. ENTIRE AGREEMENT 
 

8.17 The Contract, as defined herein, shall constitute the entire understanding between the parties to that 
Contract. A Contract resulting from this RFP is formed when the NJPA Board of Directors approves and 
signs the applicable Contract Award & Acceptance document (Form E).  

H. FORCE MAJEURE 
 

8.18 Except for payments of sums due, neither party shall be liable to the other nor deemed in default under 
this Contract if and to the extent that such party’s performance of this Contract is prevented due to force 
majeure.  The term “force majeure” means an occurrence that is beyond the control of the party affected 
and occurs without its fault or negligence including, but not limited to, the following: acts of God, acts of 
the public enemy, war, riots, strikes, mobilization, labor disputes, civil disorders, fire, flood, snow, 
earthquakes, tornadoes or violent wind, tsunamis, wind shears, squalls, Chinooks, blizzards, hail storms, 
volcanic eruptions, meteor strikes, famine, sink holes, avalanches, lockouts, injunctions-intervention-acts, 
terrorist events or failures or refusals to act by government authority and/or other similar occurrences where 
such party is unable to prevent by exercising reasonable diligence. The force majeure shall be deemed to 
commence when the party declaring force majeure notifies the other party of the existence of the force 
majeure and shall be deemed to continue as long as the results or effects of the force majeure prevent the 
party from resuming performance in accordance with a Contract resulting from this RFP.  Force majeure 
shall not include late deliveries of equipment/products and services caused by congestion at a 
manufacturer’s plant or elsewhere, an oversold condition of the market, inefficiencies, or other similar 
occurrences.  If either party is delayed at any time by force majeure, then the delayed party shall notify the 
other party of such delay within forty-eight (48) hours. 

I. GRATUITIES 
 

8.19 NJPA may cancel an awarded Contract by written notice if it is found that gratuities, in the form of 
entertainment, gifts or otherwise, were offered or given by the Vendor or any agent or representative of the 
Vendor, to any employee of the NJPA.  
 

J. HAZARDOUS SUBSTANCES 
 

8.20 Proper and applicable Material Safety Data Sheets (MSDS) that are in full compliance with OSHA’s 
Hazard Communication Standard must be provided by the Vendor to NJPA or NJPA Member at the time 
of purchase.  

 
K. LICENSES 
 

8.21 Proposer shall maintain a current status on all required federal, state, and local licenses, bonds and 
permits required for the operation of the business that is anticipated to be conducted with NJPA and NJPA 
members by the Proposer. 
 



 

33 
 

8.22 All responding Proposers must be licensed (where required) and have the authority to sell and 
distribute offered equipment/products and related services to NJPA and NJPA Members nationally.  
Documentation of required said licenses and authorities, if applicable, is requested to be included in the 
proposer’s response. 

 
L. MATERIAL SUPPLIERS AND SUB-CONTRACTORS  
 

8.23 The awarded Vendor shall be required to supply the names and addresses of sourcing suppliers and 
sub-contractors as a part of the purchase order when requested by NJPA or the NJPA member. 

M. NON-WAIVER OF RIGHTS 
 

8.24 No failure of either party to exercise any power given to it hereunder, nor to insistence upon strict 
compliance by the other party with its obligations hereunder, and no custom or practice of the parties at 
variance with the terms hereof, nor any payment under a Contract resulting from this RFP shall constitute 
a waiver of either party’s right to demand exact compliance with the terms hereof. Failure by NJPA to take 
action or assert any right hereunder shall not be deemed as waiver of such right.  

N. PROTESTS OF AWARDS MADE 
 

8.25 Protests shall be filed with the NJPA’s Executive Director and shall be resolved in accordance with 
appropriate Minnesota state statutes.  Protests will only be accepted from Proposers. A protest must be in 
writing and filed with NJPA.  A protest of an award or proposed award must be filed within ten (10) calendar 
days after the public notice or announcement of the award.  A protest must include: 

 
8.25.1 The name, address and telephone number of the protester; 

 
8.25.2 The original signature of the protester or its representative (you must document the 

authority of the Representative); 
 

8.25.3 Identification of the solicitation by RFP number; 
 

8.25.4  Identification of the statute or procedure that is alleged to have been violated;  
 
8.25.5 A precise statement of the relevant facts; 

 
8.25.6 Identification of the issues to be resolved; 

 
8.25.7 The aggrieved party’s argument and supporting documentation; 
 
8.25.8 The aggrieved party’s statement of potential financial damages; and 
 
8.25.9 A protest bond in the name of NJPA and in the amount of 10% of the aggrieved party’s 
statement of potential financial damages. 

O. SUSPENSION OR DISBARMENT STATUS 

8.26 If within the past five (5) years, any firm, business, person or Proposer responding to NJPA solicitation 
and submitting a proposal has been lawfully terminated, suspended or precluded from participating in any 
public procurement activity with a federal, state or local government or education agency the Proposer must 
include a letter with its response setting forth the name and address of the public procurement unit, the 
effective date of the suspension or debarment, the duration of the suspension or debarment and the relevant 
circumstances relating to the suspension or debarment. Any failure to supply such a letter or to disclose 
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pertinent information may result in the cancellation of any Contract.  By signing the proposal affidavit, the 
Proposer certifies that no current suspension or debarment exists. 

 
P. AFFIRMATIVE ACTION AND IMMIGRATION STATUS CERTIFICATION  

 

8.27 An Affirmative Action Plan, Certificate of Affirmative Action or other documentation regarding 
Affirmative Action may be required by NJPA or NJPA Members relating to a transaction from this 
RFP.  Vendors shall comply with any such requirements or requests. 
 
8.28 Immigration Status Certification may be required by NJPA or NJPA Members relating to a transaction 
from this RFP. Vendors shall comply with any such requirements or requests. 

 
Q. SEVERABILITY 
 

8.29 In the event that any of the terms of a Contract resulting from this RFP are in conflict with any rule, 
law, statutory provision or are otherwise unenforceable under the laws or regulations of any government or 
subdivision thereof, such terms shall be deemed stricken from an awarded Contract resulting from this RFP, 
but such invalidity or unenforceability shall not invalidate any of the other terms of an awarded Contract 
resulting from this RFP.  
 

R. RELATIONSHIP OF PARTIES 

8.30 No Contract resulting from this RFP shall be considered a contract of employment. The relationship 
between NJPA and an Awarded Contractor is one of independent contractors each free to exercise judgment 
and discretion with regard to the conduct of their respective businesses. The parties do not intend the 
proposed Contract to create, or is to be construed as creating a partnership, joint venture, master-servant, 
principal–agent, or any other relationship. Except as provided elsewhere in this RFP, neither party may be 
held liable for acts of omission or commission of the other party and neither party is authorized or has the 
power to obligate the other party by contract, agreement, warranty, representation or otherwise in any 
manner whatsoever except as may be expressly provided herein.  
 

9     FORMS  
 

[THE REST OF THIS PAGE HAS BEEN LEFT INTENTIONALLY BLANK.] 
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Form A 

PROPOSER QUESTIONNAIRE- General Business Information 
(Products, Pricing, Sector Specific, Services, Terms and Warranty are addressed on Form P) 

 

Proposer Name:  ____________________________Questionnaire completed by: ________________________________ 
 

Please identify the person NJPA should correspond with from now through the Award process:      
 

Name: _____________________________________   E-Mail address: _______________________________________ 
 

Provide an answer to all questions directly below each question (do not leave blank, mark NA if not applicable) and address 
all requests made in this RFP. Please supply any applicable supporting information and documentation you feel appropriate 
in addition to answers entered to the Word document. All information must be typed, organized, and easily understood by 
evaluators.  Please use the Microsoft Word document version of this questionnaire to respond to the questions contained 
herein. 

 
Company Information & Financial Strength 

 
1) Why did you respond to this RFP?  
2) What are your company’s expectations in the event of an award? 
3) Provide the full legal name, address, tax identifications number, and telephone number for your business. 
4) Demonstrate your financial strength and stability. 
5) Are you now, or have you ever been the subject of a bankruptcy action? Please explain.  
6) Provide a brief history of your company that includes your company’s core values and business philosophy. 
7) How long has your company been in the FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES  

industry? 
8) Is your organization best described as a manufacturer or a distributor/dealer/re-seller for a manufacturer of the 

products/equipment and related services being proposed? 
a) If the Proposer is best described as a re-seller, manufacturer aggregate, or distributor, please provide evidence of 

your authorization as a dealer/re-seller/manufacturer aggregate for the manufacturer of the products/equipment and 
related services you are proposing. 

b) If the Proposer is best described as a manufacturer, please describe your relationship with your sales/service force 
and/or Dealer Network in delivering the products/equipment and related services proposed.  

c) Are these individuals your employees, or the employees of a third party? 
d) If applicable, is the Dealer Network independent or company owned? 

9) Please provide your bond rating, and/or a credit reference from your bank.  
10) Provide a detailed explanation outlining the licenses and certifications that are both required to be held, and actually 

held by your organization in pursuit of the commerce and business contemplated by this RFP.  
11) Provide a detailed explanation outlining licenses and certifications both required to be held, and actually held, by third 

parties and sub-contractors to your organization in pursuit of the commerce contemplated by this RFP. If not applicable, 
please respond with “Not Applicable.” 

12) Provide all “Suspension or Disbarment” information as defined and required herein.  
13) In addition to the $1.5 million in General Liability and/or in conjunction with umbrella insurance coverage, what level 

of automobile and workers compensation insurance does your organization currently have? If none, please explain. 
14) Within the RFP category there is potential to be several different sub-categories of solutions; list sub category title/s 

that best describe your equipment/products, services and supplies. 
 

Industry Requirements &Marketplace Success 
 

15) List and document recent industry awards and recognition.  
16) Supply three references/testimonials from customers of like status to NJPA Members to include Government and 

Education agencies.  Please include the customer’s name, contact, and phone number. 
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17) Provide a list of your top 5 Government and/or Education customers (entity name is optional) including: entity type, the 
state the entity is located in, scope of the project/s, size of transaction/s and dollar volumes from the past 3 fiscal years. 

18) What percentages of your current (within the past three (3) fiscal years) national sales are to the government and 
education verticals? Indicate government and education verticals individually.  

 
Proposer’s Ability to Sell and Deliver Service Nationwide  

 
19) Please describe your company sales force in terms of numbers, geographic dispersion, and the proportion of their 

attention focused on the sale and services of the equipment/products contemplated in this RFP?   
20) Please describe your dedicated dealer network and number of individual sales force within your dealer network in terms 

of numbers, geographic dispersion, and the proportion of their attention focused on the sales distribution and delivery 
of your equipment/products and related services contemplated in this RFP? 

21) Please describe your dedicated company service force or dedicated network in terms of numbers, geographic dispersion, 
and the proportion of their attention focused on the sale of the equipment/products and related services contemplated in 
this RFP? 

22) Please describe your dedicated dealer service force or network in terms of numbers geographic dispersion, and the 
proportion of their attention focused on the sale of the equipment/products and related services contemplated in this 
RFP?  Additionally, please describe any applicable road service and do they offer the ability to service customers at the 
customer’s location? 

23) Describe in detail your customer service program regarding process and procedure.  Please include, where appropriate, 
response time capabilities and commitments as a part of this RFP response and awarded contract.  

24) Identify any geographic areas or NJPA market segments of the United States you will NOT be fully serving through the 
proposed contract. 

25) Identify any of NJPA Member segments or defined NJPA verticals you will NOT be offering and promoting an awarded 
contract to? (Government, Education, Non-profit) 

26) Define any specific requirements or restrictions as it applies to our members located off shores such as Hawaii and 
Alaska and the US Islands. Address your off shore shipping program on the Pricing form P of this document.     

 
Marketing Plan 

 
27) Describe your contract sales training program to your sales management, dealer network and/or direct sales teams 

relating to a NJPA awarded contract.  
28) Describe how you would market/promote an NJPA Contract nationally to ensure success. 
29) Describe your marketing material, and overall marketing ability, relating to promoting this type of partnership and 

contract opportunity.  Please send a few representative samples of your marketing materials in electronic format.  
30) Describe your use of technology and the internet to provide marketing and ensure national contract awareness. 
31) Describe your perception of NJPA’s role in marketing the contract and your contracted products/equipment and related 

services. 
32) Describe in detail any unique marketing techniques and methods as a part of your proposal that would separate you 

from other companies in your industry.  
33) Describe your company’s Senior Management level commitment with regards to embracement, promoting, supporting 

and managing a resultant NJPA awarded contract 
34) Do you view your products/equipment applicable to an E-procurement ordering process?  

____ Yes ____ No    
a) If yes, describe examples of E-procurement system/s or electronic marketplace solutions that your 

products/equipment was available through.  Demonstrate the success of government and educations customers to 
ordering through E-procurement. 

35) Please describe how you will communicate your NJPA pricing and pricing strategy to your sales force nationally?  
 

Other Cooperative Procurement Contracts  
 

36) Describe your level of experience with national, state and local cooperative contracts.  
37) What is the annual dollar sales volume generated through each of the contract(s) identified in your answer to the previous 

question.   
38) Identify any GSA Contracts held or utilized by the Proposer. 
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39) What is the annual combined dollar sales volume for each of these contracts?  
40) If you are awarded the NJPA contract, are there any market segments or verticals (e.g., higher education, K-12 local 

governments, non-profits etc.) or geographical markets where the NJPA contract will not be your primary contract 
purchasing vehicle?  If so, please identify those markets and which cooperative purchasing agreement will be your 
primary vehicle.  

41) How would you leverage an NJPA awarded contract in your sales process?  
42) Identify a proposed administrative fee payable to NJPA for facilitation, management and promotion of the NJPA 

contract, should you be awarded.  This fee is typically calculated as a percentage of Contract sales and not a line item 
addition to the customers cost of goods. 

 
Value Added 

 
43) If applicable, describe any product/equipment training programs available as options for NJPA members. If applicable, 

do you offer equipment operator training as well as maintenance training? ____ Yes  ____ No  
44) Is this training standard as a part of a purchase or optional? 
45) Describe current technological advances your proposed equipment/products and related services offer. 
46) Describe your “Green” program as it relates to your company, your products/equipment, and your recycling program, 

including a list of all green products accompanied by the certifying agency for each (if applicable).  
47) Describe any Women or Minority Business Entity (WMBE) or Small Business Entity (SBE) accreditations and the 

general minority and small business program of your organization as it relates to a Contract resulting from this RFP.  
48) Identify any other unique or custom value added attributes of your company or your products/equipment or related 

services. What makes your proposed solutions unique in your industry as it applies to NJPA members? 
49) Other than what you have already demonstrated or described, what separates your company, your products/equipment 

and related services from your competition?  
50) Identify and describe any service contract options included in the proposal, or offered as a proposed option, for the 

products/equipment being offered.  
51) Identify your ability and willingness to offer an awarded contract to qualifying member agencies in Canada specifically 

and internationally in general. 
52) Describe any unique distribution and/or delivery methods or options offered in your proposal.  

 
NOTE:  Questions regarding Payment Terms, Warranty, Products/Equipment/Services, Pricing and 

Delivery, and Industry Specific Items are addressed on Form P. 
 

 
 
 

Signature: __________________________________________________________ Date: ________________________ 
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Form B 

PROPOSER  INFORMATION  

Company Name:  _________________________________________________________________________ 
 
Address:  ________________________________________________________________________________ 

 
City/State/Zip: ___________________________________________________________________________ 

Phone:  _____________________________________ Fax:  ____________________________________ 

Toll Free Number:  ___________________________ E-mail:  __________________________________ 

Web site:  _______________________________________________________________________________ 

Voids sometimes exist between management (those who respond to RFPs) and sales staff (those who contact NJPA 
Members) that result in communication problems.  Due to this fact, provide the names of your key sales people, phone 
numbers, and geographic territories for which they are responsible 

COMPANY PERSONNEL CONTACTS 

Authorized Signer for your organization*:  

Name: _________________________________________________________________________________ 

Email:  _________________________________________________Phone: ___________________________________ 

* By executing Form F, the “Proposer’s Assurance of Compliance,” you are certifying this person identified here has their 
authorization to sign on behalf of your organization: 

 

Author of your proposal response 

 

Name:__________________________________________________Title:______________________________________ 

Email:  _________________________________________________Phone:_____________________________________ 

 

Your Primary Contact person regarding your proposal: 

 

Name:  _________________________________________Title:______________________________________ 

Email:  _________________________________________Phone:_____________________________________ 

 

Other important contact information:  

 

Name:  _________________________________________Title:______________________________________ 

Email:  _________________________________________Phone:_____________________________________ 

 

Name:  _________________________________________Title:______________________________________ 

Email:  _________________________________________Phone:_____________________________________ 
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Form C 
EXCEPTIONS TO PROPOSAL, TERMS, CONDITIONS 

AND SOLUTIONS REQUEST 

Company Name: _____________________________________________________________________________ 

Note: Original must be signed and inserted in the inside front cover pouch.   

Any exceptions to the Terms, Conditions, Specifications, or Proposal Forms contained herein shall be noted in writing 
and included with the proposal submittal.  Proposer acknowledges that the exceptions listed may or may not be accepted 
by NJPA and may or may not be included in the final contract.  NJPA may clarify exceptions listed here and document 

the results of those clarifications in the appropriate section below. 

Section/page 
Term, Condition, or 

Specification Exception 

NJPA 
ACCEPTS 

      

 

      

 

      

 

      

 

      

 

      

 

      

 

      

 

 
Proposer’s Signature:  ______________________________________________________  Date: ________________ 

 

 NJPA’s clarification on exception/s listed above: 

 

 

 

 

 

 

 

 
  



 

40 
 

Contract Award 
RFP 091214 

FORM D 

                                                        Formal Offering of Proposal 
(To be completed Only by Proposer) 

 
 

FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES   
In compliance with the Request for Proposal (RFP) for FACILITIES MAINTENANCE, REPAIR AND OPERATING 
SUPPLIES  the undersigned warrants that I/we have examined this RFP and, being familiar with all of the instructions, 
terms and conditions, general specifications, expectations, technical specifications, service expectations and any special terms, 
do hereby propose, fully commit and agree to furnish the defined equipment/products and related services  in full compliance 
with all terms, conditions of this RFP, any applicable amendments of this RFP, and all Proposer’s Response documentation. 
Proposer further understands they accept the full responsibility as the sole source of responsibility of the proposed response 
herein and that the performance of any sub-contractors employed by the Proposer in fulfillment of this proposal is the sole 
responsibility of the Proposer.  

 
Company Name: _______________________________ Date:  ___________________________________________ 

 
Company Address:  _______________________________________________________________________________ 

 
City:_________________________________________ State:  ____________ Zip:  __________________________ 

 
Contact Person:  ________________________________ Title:  ___________________________________________ 

 
Authorized Signature (ink only):   _________________________________  __________________________________ 

                (Name printed or typed) 
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Form E  
 
                      
 

  
 
 

Contract Acceptance and Award  
 

(To be completed only by NJPA) 
 

      NJPA 091214 #  ______________________________________________________ 
 
 

___________________________________________________________________     
Proposer’s full legal name 

 
Your proposal is hereby accepted and awarded.  As an awarded Proposer, you are now bound to provide the defined 
product/equipment and services contained in your proposal offering according to all terms, conditions, and pricing set forth 
in this RFP, any amendments to this RFP, your Response, and any exceptions accepted or rejected by NJPA on Form C.  

 
The effective start date of the Contract will be ___________________________, 20________ and continue for four years 
from the board award date.  This contract has the consideration of a fifth year renewal option at the discretion of NJPA. 

National Joint Powers Alliance® (NJPA) 
 

NJPA Authorized signature:  ________________________________   _______________________________________ 
                     NJPA Executive Director   (Name printed or typed) 
 

Awarded this   _______ day of_________________________, 20___________ NJPA Contract Number 091214  
 
 

NJPA Authorized signature:  ________________________________  ________________________________________ 
        NJPA Board Member    (Name printed or typed) 
 

Executed this ______ day of __________________________, 20___________  NJPA Contract Number 091214  
 
 
 

Proposer hereby accepts contract award including all accepted exceptions and NJPA clarifications identified on FORM C.   
 

Vendor Name ____________________________________________ 
 

Vendor Authorized signature:  _______________________________    __________________________________ 
          (Name printed or typed) 

Title:  _____________________________________________________________ 
 

Executed this _____________ day of ___________________, 20___________  NJPA Contract Number 091214 
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Form F 
PROPOSER ASSURANCE OF COMPLIANCE 

Proposal Affidavit Signature Page 
PROPOSER’S AFFIDAVIT 

 
The undersigned, representing the persons, firms and corporations joining in the submission of the foregoing proposal 
(such persons, firms and corporations hereinafter being referred to as the “Proposer”), being duly sworn on his/her oath, 
states to the best of his/her belief and knowledge:  

 
1. The undersigned certifies the Proposer is submitting their proposal under their true and correct name, the Proposer 

has been properly originated and legally exists in good standing in its state of residence, that the Proposer 
possesses, or will possess prior to the delivery of any equipment/products and related services, all applicable 
licenses necessary for such delivery to NJPA members agencies nationally, and that they are authorized to act on 
behalf of, and encumber the “Proposer” in this Contract; and 
 

2. To the best of my knowledge, no Proposer or Potential Proposer, nor any person duly representing the same, has 
directly or indirectly entered into any agreement or arrangement with any other Proposers, Potential Proposers, 
any official or employee of the NJPA, or any person, firm or corporation under contract with the NJPA in an 
effort to influence either the offering or non-offering of certain prices, terms, and conditions relating to this RFP 
which tends to, or does, lessen or destroy free competition of the Contract sought for by this RFP; and 
 

3. The Proposer or any person on his/her behalf, has not agreed, connived or colluded to produce a deceptive show 
of competition in the manner of the proposal or award of the referenced contract; and 

 
4. Neither the Proposer nor any officer, director, partner, member or associate of the Proposer, nor any of its 

employees directly involved in obtaining contracts with the NJPA or any subdivision of the NJPA, has been 
convicted of false pretenses, attempted false pretenses or conspiracy to commit false pretenses, bribery, attempted 
bribery or conspiracy to bribe under the laws of any state or federal government for acts or omissions after January 
1, 1985; and  
 

5. The Proposer has examined and understands the terms, conditions, scope, contract opportunity, specifications 
request and other documents of this solicitation and that any and all exceptions have been noted in writing and 
have been included with the proposal submittal; and  

 
6. If awarded a contract, the Proposer will provide the equipment/products and/or services to qualifying members 

of the NJPA in accordance with the terms, conditions, scope of this RFP, Proposer offered specifications and 
other documents of this solicitation; and  

 
7. The undersigned, being familiar with and understand the expectations  requested and outlined in this RFP under 

consideration, hereby proposes to deliver through valid  requests, Purchase Orders or other acceptable forms 
ordering and procurement by NJPA Members. Unless otherwise indicated, requested and agreed to on a valid 
purchase order per this RFP, only new, unused and first quality equipment/products and related services  are to 
be transacted with NJPA Members relating to an awarded contract; and  
 

8. The Proposer has carefully checked the accuracy of all proposed products/equipment and related services and 
listed total price per unit of purchase in this proposal to include shipping and delivery considerations.  In addition, 
the Proposer accepts all general terms and conditions of this RFP, including all responsibilities of commitment  
as outlined and proposed; and  
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9. In submitting this proposal, it is understood that the right is reserved by the NJPA to reject any or all proposals and 
it is agreed by all parties that this proposal may not be withdrawn during a period of 90 days from the date proposals 
were opened regarding this RFP; and 

 
10. The Proposer certifies that in performing this Contract they will comply with all applicable provisions of the 

federal, state, and local laws, regulations, rules, and orders; and  
 

11. The Proposer understands that submitted proposals which are marked “confidential” in their entirety, or those in 
which a significant portion of the submitted proposal is marked “nonpublic” will not be accepted by NJPA.  
Pursuant to Minnesota Statute §13.37 only specific parts of the proposal may be labeled a “trade secret.”  All 
proposals are nonpublic until the contract is awarded; at which time, both successful and unsuccessful vendors’ 
proposals become public information. 
 

12. The Proposer understands and agrees that NJPA will not be responsible for any information contained within the 
proposal.   
 

13. By signing below, the Proposer understands it is his or her responsibility as the Vendor to act in protection of 
labeled information and agree to defend and indemnify NJPA for honoring such designation.  Proposer duly 
realizes failure to so act will constitute a complete waiver and all submitted information will become public 
information; additionally failure to label any information that is released by NJPA shall constitute a complete 
waiver of any and all claims for damages caused by the release of the information. 
 
 

[The rest of this page has been left intentionally blank.  Signature page below] 
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By signing below, Proposer is acknowledging that he or she has read, understands and agrees to comply with the terms 
and conditions specified above. 

 
 

Company Name: 
 

Contact Person for Questions:   
_____________________________________________________________________________________             
(Must be individual who is responsible for filling out this Proposer’s Response form) 
 

Address: ____________________________________________________________________________________ 

City/State/Zip: _______________________________________________________________________________ 

Telephone Number: _____________________________ Fax Number: _________________________________ 

E-mail Address:______________________________________________________________________________ 

Authorized Signature: _________________________________________________________________________ 

Authorized Name (typed): ______________________________________________________________________ 

Title: _______________________________________________________________________________________ 

Date: _______________________________________________________________________________________ 

Notarized 

Subscribed and sworn to before me this ______________  day of ___________________, 20______________ 

Notary Public in and for the County of __________________________________________ State of __________ 

My commission expires: _______________________________________________________________________ 

Signature: __________________________________________________________________________________ 
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Form G                            

OVERALL EVALUATION AND CRITERIA  
 
 

For the Proposed Subject FACILITIES MAINTENANCE, REPAIR AND OPERATING SUPPLIES   
 

Conformance to Terms & Conditions   50 
  

 

Financial, Industry Requirements & Marketplace 
Success 

  75 
  

 

Proposer’s Ability to Sell and Deliver Service 
Nationwide 

100 
  

 

Proposer’s Marketing Plan   50 
  

 

Value Added Attributes   75 
  

 

Warranty   50 
  

 

Equipment/Products and Related Services 200 
  

 

Pricing 400 
  

 

TOTAL POINTS              1000   
  
 

    
 

 Reviewed by: _________________________________________  Its_________________________________ 
 

                        _________________________________________Its_________________________________   
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Form P 
 

PROPOSER QUESTIONNAIRE  
Payment Terms, Warranty, Products/Equipment/Services, Pricing and Delivery, Industry Specific  

 

Proposer Name:  _________________________________________________________________________ 
 
 

Questionnaire completed by:  ______________________________________________________________ 
 
 

Payment Terms and Financing Options 
 

1) Identify your payment terms if applicable. (Net 30, etc.) 
2) Identify any applicable leasing or other financing options as defined herein.  
3) Briefly describe your proposed order process for this proposal and contract award.  (Note: order process may be 

modified or refined during an NJPA member’s final Contract phase process). 
a. Please specify if you will be including your dealer network in this proposal. If so, please specify how involved 

they will be. (For example, will he Dealer accept the P.O.?), and how are we to verify the specific dealer is 
part of your network?  

4) Do you accept the P-card procurement and payment process?  
 

Warranty 
 

5) Describe, in detail, your Manufacture Warranty Program including conditions and requirements to qualify, claims 
procedure, and overall structure.  

6) Do all warranties cover all products/equipment parts and labor? 
7) Do warranties impose usage limit restrictions? 
8) Do warranties cover the expense of technicians travel time and mileage to perform warranty repairs? 
9) Please list any other limitations or circumstances that would not be covered under your warranty. 
10) Please list any geographic regions of the United States for which you cannot provide a certified technician to perform 

warranty repairs.  How will NJPA Members in these regions be provided service for warranty repair? 
 

Equipment/Product/Services, Pricing, and Delivery 
 

11) Provide a general narrative description of the equipment/products and related services you are offering in your 
proposal.  

12) Provide a general narrative description of your pricing model identifying how the model works (line item and/or  
published catalog percentage discount). 

13) Please quantify the discount range presented in this response pricing as a percentage discount from MSRP/published 
list. 

14) Provide an overall proposed statement of method of pricing for individual line items, percentage discount off 
published product/equipment catalogs and/or category pricing percentage discount with regard to all 
equipment/products and related services and being proposed. Provide a SKU number for each item being proposed.    

15) Propose a strategy, process, and specific method of facilitating “Sourced Equipment/Products and/or related Services” 
(AKA, “Open Market” items or “Non-Standard Options”).   

16) Describe your NJPA customer volume rebate programs, as applicable.  
17) Identify any Total Cost of Acquisition (as defined herein) cost(s) which is NOT included “Pricing” submitted with 

your proposal response. Identify to whom these charges are payable to and their relationship to Proposer. 
18) If freight, delivery or shipping is an additional cost to the NJPA member, describe in detail the complete shipping and 

delivery program. 
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19) As an important part of the evaluation of your offer, indicate the level of pricing you are offering.  

Prices offered in this proposal are: 
________a. Pricing is the same as typically offered to an individual municipality, Higher Ed or school    

       district. 
________b. Pricing is the same as typically offered to GPOs, cooperative procurement organizations or  

       state purchasing departments. 
_________c. Better than typically offered to GPOs, cooperative procurement organizations or state  
                    purchasing departments. 
________d. Other; please describe. 

20) Do you offer quantity or volume discounts?  
 _____ YES   _____ NO   Outline guidelines and program. 

21) Describe in detail your proposed exchange and return program(s) and policy(s).  
22) Specifically identify those shipping and delivery and exchange and returns programs as they relate to Alaska and 

Hawaii and any related off shore delivery of contracted products/ equipment and related services 
23) Please describe any self-audit process/program you plan to employ to verify compliance with your anticipated contract 

with NJPA. Please be as specific as possible.  
 
 

Industry Specific Items 
 
n/a 

 
 
 
 

Signature: ___________________________________________________________Date: _______________________ 
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10   PRE-SUBMISSION CHECKLIST 
 
 
 

 
 

Check when 

Completed Contents of Your Bid Proposal

Hard Copy Required 

Signed and Dated

Electronic Copy 

Required ‐ CD or 

Flash Drive 

Form A: Proposer Questionnaire with all 

questions answered completely X ‐ signature page only X

Form B: Proposer Information X

Form C: Exceptions to Proposal, Terms, 

Conditions, and Solutions Request  X X

Form D: Formal Offering of Proposal X X

Form E. Contract Acceptance and Award X

Form F: Proposers Assurance of Compliance  X X

Form P: Proposer Questionnaire with all 

questions answered completely X‐signature page only X

Certificate of Insurance with $1.5 million coverage X X

Copy of all RFP Addendums issued by NJPA X X

Pricing for all Products/Equipment/Services 

within the RFP being proposed X

Entire Proposal submittal including signed 

documents and forms. X

All forms in the Hard Copy Required Signed and 

Dated should be inserted in the front of the 

submitted response, unbound.

Package containing your proposal labeled and 

sealed with the following language:           

"Competitive Proposal Enclosed, Hold for Public 

Opening XX‐XX‐XXXX"

Response Package mailed and delivered prior to 

deadline to:                                                                          

NJPA, 202 12th St NE, Staples, MN 56479
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Section 1.  Instructions For Vendor 

 
Pursuant the NJPA RFP, requests for equipment/products or service changes, additions or deletions will be allowed at any 
time throughout the awarded contract term.   All requests must be made in written format by completing sections 2, 3 and 
4 of the NJPA Price and Product Change Request Form and signature of an authorized Vendor employee in section 5.  All 
changes are subject to review and approval by the NJPA Contracts & Compliance Manager, signed in acceptance by the 
NJPA Executive Director and acknowledged by the NJPA Contract Council.  Submit request via email to your Contract 
Manager AND: PandP@njpacoop.org. 

 
NJPA’s due diligence in analyzing any request for change is to determine if approval of the request is: 1) within the scope 
of the original RFP and 2) in the “Best Interests of NJPA and NJPA Members.” A signed Price and Product Change form 
will be returned to vendor contact via email. 

 
Vendor must complete this change request form and individually list or attach all items or services subject to change, provide 
sufficiently detailed explanation and documentation for the change, and include a compete restatement of pricing document 
in appropriate format (preferably Excel).  The pricing document must identify all equipment/products and services being 
offered and must conform to the following NJPA product/price change naming convention:  (Vendor Name) (NJPA Contract 
#) (effective pricing date); for example, “COMPANY 012411-CPY eff 02-12-2013.”   

NOTE:  New pricing restatement must include all equipment/products and services offered regardless of whether 
their prices have changed and include a new “effective date” on the pricing documents.  This requirement reduces 
confusion by providing a single, current pricing sheet for each vendor and creates a historical record of pricing. 
 

ADDITIONS.  New equipment/products and related services may be added to a contract if such additions are within the 
scope of the RFP. 
 
DELETIONS.  New equipment/products and related services may be deleted from a contract if an item or service is no 
longer available and thus not relevant to the contract; for example, discontinued, improved, etc. 

 
PRICE CHANGES:  Request prices changes in general terms along with the justification by product category for the change; 
for example, a 3% increase in XYZ Product Line  is due to a 3% increase in petroleum, or  this list of  SKUs/ product 
descriptions is increasing X% due to X% increase in cost of raw materials.   

 
Price decreases:  NJPA expects Vendors to propose their very best prices and anticipates price reductions are due 
to advancement of technologies and market place efficiencies.  
 
Price increases:  Typical acceptable increase requests include increases to Vendor input costs such as petroleum or 
other applicable commodities, increases in product utility of new compared to old equipment/products or service, 
etc.  Vendor must include reasonable documentation for the claims cited in their request along with detailed 
justification for why the increase is needed.  Special details for price changes must be included with the request 
along with both current and proposed pricing.  Appropriate documentation should be attached to this form, including 
letters from suppliers announcing price increases. 
 

Refer to section 4 of the RFP for complete “Pricing” details. 
 

 
Section 2. Vendor Name and Type of Change Request 

 
                                     CHECK ALL CHANGES THAT APPLY: 

AWARDED 
VENDOR NAME: 

 
 

☐  Adding Equipment/ Products 
/Services 

  ☐ Deleting/Discontinuing 
Equipment/Products/Services

  ☐ Price Increase 

NJPA 
CONTRACT 
NUMBER: 

 ☐ Price Decrease 
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Section 3.  Detailed Explanation of Need for Changes 
List equipment/products and/or services that are changing, being added or deleted from previous contract price list along 
with the percentage change for each item or category.  (Attach a separate, detailed document if more than 10 items.) 

 
 

 
Provide a general statement and documentation explaining the reasons for these price and/or equipment/product/service 
changes.  
SAMPLES:  1-All paper equipment/products and services increased 5% in price due to transportation and fuel costs (see 
attached documentation of raw materials increase).  2-The 6400 series floor polisher is added to the product list as a new 
model replacing the 5400 series.  The 6400 series 3% increase reflects technological improvements made that improve the 
rate of efficiency and useful life.   The 5400 series is now included in the “Hot List” at a 20% discount from previous pricing 
until remaining inventory is liquidated. 

 

 
If adding equipment/products/services, provide a general statement how these are in the scope. 

 

 
If changing prices and/or adding equipment/products/services, provide a general statement that the pricing or 
equipment/products/services is consistent with existing NJPA contract pricing. 
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Section 4.  Complete Restatement of Pricing Submitted 

 
A COMPLETE restatement of the pricing including all new and existing equipment/products and services is attached and/or 
has been emailed to PandP@njpacoop.org. 

 
☐  Yes   ☐ No 

 
 

 
Section 5. Signatures 

 
 

__________________________________________________________  ________________________  
Vendor Authorized Signature       Date  

  
____________________________________________  
Print Name and Title of Authorized Signer    

 
 

__________________________________________________________  _________________________ 
NJPA Executive Director Signature      Date 
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Appendix A 

 
 
NJPA The National Joint Powers Alliance® (NJPA), on behalf of NJPA and its current and potential 
Member agencies to include all Government, Higher Education, K12 Education, Non-Profit, Tribal 
Government, and all other Public Agencies located nationally in all fifty states, Canada, and 
internationally, issues this Request For Proposal (RFP) to result in a national contract solution.   
 
For your reference, the links below include some, but not all, of the entities included in this proposal:  
 
http://www.usa.gov/Agencies/Local_Government/Cities.shtml  
http://nces.ed.gov/globallocator/ 
https://harvester.census.gov/imls/search/index.asp 
http://nccsweb.urban.org/PubApps/search.php 
http://www.usa.gov/Government/Tribal-Sites/index.shtml 
http://www.usa.gov/Agencies/State-and-Territories.shtml 
http://www.nreca.coop/about-electric-cooperatives/member-directory/ 
Oregon 
Hawaii 
Washington 



EXHIBIT B- SUPPLEMENTAL PURCHASE PROVISIONS 
Section 0400 

CITY OF AUSTIN 
PURCHASING OFFICE 

 
 

The following Supplemental Purchasing Provisions apply to this contract: 
 

 
1. INSURANCE: Insurance is required for this contract. 

 
A. General Requirements: See Section 0300, Standard Purchase Terms and Conditions, paragraph 

32, entitled Insurance, for general insurance requirements. 
 
i. The Contractor shall provide a Certificate of Insurance as verification of coverages required 

below to the City at the below address prior to contract execution and within 14 calendar days 
after written request from the City. Failure to provide the required Certificate of Insurance may 
subject the Offer to disqualification from consideration for award 

ii. The Contractor shall not commence work until the required insurance is obtained and until such 
insurance has been reviewed by the City. Approval of insurance by the City shall not relieve or 
decrease the liability of the Contractor hereunder and shall not be construed to be a limitation 
of liability on the part of the Contractor. 

iii. The Contractor must also forward a Certificate of Insurance to the City whenever a previously 
identified policy period has expired, or an extension option or holdover period is exercised, as 
verification of continuing coverage. 

iv. The Certificate of Insurance, and updates, shall be mailed to the following address: 
 

City of Austin Purchasing Office 
P. O. Box 1088 
Austin, Texas  78767 

 
B. Specific Coverage Requirements: The Contractor shall at a minimum carry insurance in the types 

and amounts indicated below for the duration of the Contract, including extension options and hold 
over periods, and during any warranty period. These insurance coverages are required minimums 
and are not intended to limit the responsibility or liability of the Contractor. 

 
i. Worker's Compensation and Employers’ Liability Insurance: Coverage shall be consistent 

with statutory benefits outlined in the Texas Worker’s Compensation Act (Section 401). The 
minimum policy limits for Employer’s Liability are $100,000 bodily injury each accident, 
$500,000 bodily injury by disease policy limit and $100,000 bodily injury by disease each 
employee. 
(1) The Contractor’s policy shall apply to the State of Texas and include these endorsements 

in favor of the City of Austin: 
(a) Waiver of Subrogation, Form WC420304, or equivalent coverage 
(b) Thirty (30) days Notice of Cancellation, Form WC420601, or equivalent coverage 

ii. Commercial General Liability Insurance: The minimum bodily injury and property damage 
per occurrence are $500,000 for coverages A (Bodily Injury and Property Damage) and B 
(Personal and Advertising Injury). 
(1) The policy shall contain the following provisions: 

(a) Contractual liability coverage for liability assumed under the Contract and all other 
Contracts related to the project. 

(b) Contractor/Subcontracted Work. 
(c) Products/Completed Operations Liability for the duration of the warranty period. 
(d) If the project involves digging or drilling provisions must be included that provide 

Explosion, Collapse, and/or Underground Coverage. 
(2) The policy shall also include these endorsements in favor of the City of Austin: 

(a) Waiver of Subrogation, Endorsement CG 2404, or equivalent coverage 
(b) Thirty (30) days Notice of Cancellation, Endorsement CG 0205, or equivalent 

coverage 
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(c) The City of Austin listed as an additional insured, Endorsement CG 2010, or 

equivalent coverage 
iii. Business Automobile Liability Insurance: The Contractor shall provide coverage for all 

owned, non-owned and hired vehicles with a minimum combined single limit of $500,000 per 
occurrence for bodily injury and property damage. Alternate acceptable limits are $250,000 
bodily injury per person, $500,000 bodily injury per occurrence and at least $100,000 property 
damage liability per accident. 
(1) The policy shall include these endorsements in favor of the City of Austin: 

(a) Waiver of Subrogation, Endorsement CA0444, or equivalent coverage 
(b) Thirty (30) days Notice of Cancellation, Endorsement CA0244, or equivalent 

coverage 
(c) The City of Austin listed as an additional insured, Endorsement CA2048, or 

equivalent coverage. 
 

C. Endorsements: The specific insurance coverage endorsements specified above, or their equivalents 
must be provided. In the event that endorsements, which are the equivalent of the required coverage, 
are proposed to be substituted for the required coverage, copies of the equivalent endorsements 
must be provided for the City’s review and approval.  
 

2. TERM OF CONTRACT: 
 

A. The Contract shall be in effect for an initial term of 15 months and may be extended thereafter for up 
to one additional 12 month periods, subject to the approval of the Contractor and the City Purchasing 
Officer or his designee. 

 
3. QUANTITIES: The quantities listed herein are estimates for the period of the Contract. The City reserves 

the right to purchase more or less of these quantities as may be required during the Contract term. 
Quantities will be as needed and specified by the City for each order. Unless specified in the solicitation, 
there are no minimum order quantities. 

 
4. DELIVERY REQUIREMENTS: 

 
Location:  Days: 

See departmental purchase order for delivery   1 business day/next day delivery 

   

   

   

 
A. Delivery is to be made within 1 business day after the order is placed (either verbally or in writing). All 

orders must be shipped complete unless arrangements for partial shipments are made in advance. 
 
B. The Contractor shall provide, with each delivery, a Shipping or Delivery Ticket showing the 

description of each item, quantity, and unit price. 
 
C. The Contractor shall confirm the quantity to be shipped on all orders within two (2) hours of 

notification or order from the City. 
 
D. Unless requested by the City, deliveries shall not be made on City-recognized legal holidays (see 

paragraph 51 in Section 0300). 
 

5. INVOICES and PAYMENT: (reference paragraphs 12 and 13 in Section 0300) 
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A. Invoices shall contain a unique invoice number and the information required in Section 0300, 

paragraph 12, entitled “Invoices.” Invoices received without all required information cannot be 
processed and will be returned to the vendor. 

 
Invoices shall be mailed to the below address: 

 
 City of Austin 

Department See specific departmental purchase order for billing address 

Attn:  

Address  

City, State Zip 
Code 

 

 
B. The Contractor agrees to accept payment by either credit card, check or Electronic Funds Transfer 

(EFT) for all goods and/or services provided under the Contract. The Contractor shall factor the cost 
of processing credit card payments into the Offer. There shall be no additional charges, surcharges, 
or penalties to the City for payments made by credit card. 

 
6. RESTOCKING FEES: 

 
A. The Contractor may bill the City restocking fees (if included in their Offer) for parts that are ordered by 

the City under the contract and returned for refund. The Contractor is not obligated to accept for 
refund any part that is not resalable and/or not in the same condition as when purchased. 

 
B. Restocking fees may be charged to the City when multiple parts or groups of parts are returned for 

refund at one time due to the City inventory warehouse cleaning, unless these parts are returned at 
an annual pre-arranged date. The date for the annual return shall be mutually agreed upon between 
the City and the Contractor. 

 
7. HAZARDOUS MATERIALS: 

 
A. If this Solicitation involves hazardous materials, the Offeror shall furnish with the Offer Material Safety 

Data Sheets (MSDS), (OSHA Form 20), on all chemicals and hazardous materials specifying the 
generic and trade name of product, product specification, and full hazard information including 
receiving and storage hazards. Instructions, special equipment needed for handling, information on 
approved containers, and instructions for the disposal of the material are also required. 

 
B. Failure to submit the MSDS as part of the Offer may subject the Offer to disqualification from 

consideration for award. 
 
C. The MSDS, instructions and information required in paragraph “A” must be included with each 

shipment under the contract. 
 

8. RECYCLED PRODUCTS: 
 
A. The City prefers that Offerors offer products that contain recycled materials. When a recycled product 

is offered by the Offeror, the Offeror must state in their Offer the percentage of the product that is 
recycled and must include a list of the recycled materials that are contained in the product. 

 
B. The recycled content of paper products offered to the City shall be in accordance with the Federal 

Environmental Protection Agency’s Recycled Product Procurement Guidelines. These guidelines are 
available at http://www.epa.gov/cpg/ . 
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C. Contract award for paper products will be made for recycled products unless the cost is more than 

10% above the lowest price for non-recycled paper products as required in the City’s Comprehensive 
Recycling Resolution. 

 
9. PUBLISHED PRICE LISTS: 

 
A. Offerors may quote using published price lists in the following ways: 

 
i. Offerors may quote one discount from a Published Price List for all offered items to be covered 

in the Contract. The discount must remain firm during the life of the Contract. 
ii. Offerors may quote their dealer cost, plus a percentage markup to be added to the cost. The 

percentage markup must remain firm during the life of the contract. 
 

B. Two (2) copies of the list upon which the discounts or markups are based shall be submitted with the 
Offer. All price lists identified in the Offer shall clearly include the Offeror’s name and address, the 
solicitation number, prices, title of the discount and number, and the latest effective date of the price 
list. If the Offer is based on a discount or markup on a manufacturer’s price list, the price list must 
also include the manufacturer’s name, the manufacturer’s latest effective date, and the 
manufacturer’s price schedule. All price lists submitted become part of the Offer. 

 
C. The price list may be superseded or replaced during the Contract term only if price revisions are the 

result of the manufacturer’s official price list revision. Written notification from the Contractor of price 
changes, along with two (2) copies of the revised list must be submitted to the Buyer in the 
Purchasing Office with the effective date of change to be at least 30 calendar days (30 unless a 
different period is inserted) after written notification. The City reserves the right to refuse any list 
revision. 

 
D. The discounts or markups on equipment rental, material, supplies, parts, and contract services shall 

be fixed throughout the term of the Contract, and are not subject to increase. 
 
E. Failure to submit written notification of price list revisions will result in the rejection of new prices 

being invoiced. The City will only pay invoices according to the last approved price list. 
 
10. BUY AMERICAN ACT – SUPPLIES: (applicable to certain Contracts with Federal funding). 
 

A. In accordance with applicable Federal Regulations, the City is restricted from purchasing supplies that 
are not domestic end products, for use within the United States. Offerors shall deliver only domestic 
end products except to the extent that it specified delivery of foreign end products in the Buy American 
Act Certificate. (See Section 0300, paragraph 55 for additional guidelines).  

 
B. Offerors shall sign and return with their Offer, the Buy American Act Certificate included in the 

Solicitation. 
 
11. CONTRACT MANAGER: The following person is designated as Contract Manager, and will act as the 

contact point between the City and the Contractor during the term of the Contract: 
 

Claudia Rodriquez 

Email: ClaudiaR.Rodriquez@austintexas.gov 

Phone: 512-974-2959 

 

  



Section 0800, Non-Discrimination and Non-Retaliation Certification 1 Revised 12/27/2016 

Exhibit D 
City of Austin, Texas 
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City of Austin, Texas 

Equal Employment/Fair Housing Office  

 

To: City of Austin, Texas,  

I hereby certify that our firm complies with the Code of the City of Austin, Section 5-4-2 as reiterated below,     
and agrees: 

(1) Not to engage in any discriminatory employment practice defined in this chapter. 

(2) To take affirmative action to ensure that applicants are employed, and that employees are treated 
during employment, without discrimination being practiced against them as defined in this chapter, 
including affirmative action relative to employment, promotion, demotion or transfer, recruitment 
or recruitment advertising, layoff or termination, rate of pay or other forms of compensation, and 
selection for training or any other terms, conditions or privileges of employment.   

(3) To post in conspicuous places, available to employees and applicants for employment, notices to 
be provided by the Equal Employment/Fair Housing Office setting forth the provisions of this 
chapter. 

(4) To state in all solicitations or advertisements for employees placed by or on behalf of the 
Contractor, that all qualified applicants will receive consideration for employment without regard 
to race, creed, color, religion, national origin, sexual orientation, gender identity, disability, sex or 
age. 

(5) To obtain a written statement from any labor union or labor organization furnishing labor or service 
to Contractors in which said union or organization has agreed not to engage in any discriminatory 
employment practices as defined in this chapter and to take affirmative action to implement 
policies and provisions of this chapter. 

(6) To cooperate fully with City and the Equal Employment/Fair Housing Office in connection with 
any investigation or conciliation effort of the Equal Employment/Fair Housing Office to ensure that 
the purpose of the provisions against discriminatory employment practices are being carried out. 

(7) To require of all subcontractors having 15 or more employees who hold any subcontract providing 
for the expenditure of $2,000 or more in connection with any contract with the City subject to the 
terms of this chapter that they do not engage in any discriminatory employment practice as 
defined in this chapter 

 

For the purposes of this Offer and any resulting Contract, Contractor adopts the provisions of the City’s 
Minimum Standard Non-Discrimination and Non-Retaliation Policy set forth below. 

 
 

City of Austin 
Minimum Standard Non-Discrimination and Non-Retaliation in Employment Policy 

 
As an Equal Employment Opportunity (EEO) employer, the Contractor will conduct its personnel activities in 
accordance with established federal, state and local EEO laws and regulations. 

 
The Contractor will not discriminate against any applicant or employee based on race, creed, color, national 
origin, sex, age, religion, veteran status, gender identity, disability, or sexual orientation. This policy covers 
all aspects of employment, including hiring, placement, upgrading, transfer, demotion, recruitment, 



recruitment advertising, selection for training and apprenticeship, rates of pay or other forms of 
compensation, and layoff or termination. 

The Contractor agrees to prohibit retaliation, discharge or otherwise discrimination against any employee or 
applicant for employment who has inquired about, discussed or disclosed their compensation. 

Further, employees who experience discrimination, sexual harassment, or another form of harassment 
should immediately report it to their supervisor. If this is not a suitable avenue for addressing their compliant, 
employees are advised to contact another member of management or their human resources representative. 
No employee shall be discriminated against, harassed, intimidated, nor suffer any reprisal as a result of 
reporting a violation of this policy. Furthermore, any employee, supervisor, or manager who becomes aware 
of any such discrimination or harassment should immediately report it to executive management or the 
human resources office to ensure that such conduct does not continue. 

Contractor agrees that to the extent of any inconsistency, omission, or conflict with its current non­
discrimination and non-retaliation employment policy, the Contractor has expressly adopted the provisions 
of the City's Minimum Non-Discrimination Policy contained in Section 5-4-2 of the City Code and set forth 
above, as the Contractor's Non-Discrimination Policy or as an amendment to such Policy and such provisions 
are intended to not only supplement the Contractor's policy, but will also supersede the Contractor's policy 
to the extent of any conflict. 

UPON CONTRACT AWARD, THE CONTRACTOR SHALL PROVIDE THE CITY A COPY OF THE 
CONTRACTOR'S NON-DISCRIMINATION AND NON-RETALIATION POLICIES ON COMPANY 
LETIERHEAD, WHICH CONFORMS IN FORM, SCOPE, AND CONTENT TO THE CITY'S MINIMUM NON­
DISCRIMINATION AND NON-RETALIATION POLICIES, AS SET FORTH HEREIN, OR THIS NON­
DISCRIMINATION AND NON-RETALIATION POLICY, WHICH HAS BEEN ADOPTED BY THE 
CONTRACTOR FOR ALL PURPOSES WILL BE CONSIDERED THE CONTRACTOR'S NON­
DISCRIMINATION AND NON-RETALIATION POLICY WITHOUT THE REQUIREMENT OF A SEPARATE 
SUBMITIAL. 

Sanctions: 

Our firm understands that non-compliance with Chapter 5-4 and the City's Non-Retaliation Policy may result 
in sanctions, including termination of the contract and suspension or debarment from participation in future 
City contracts until deemed compliant with the requirements of Chapter 5-4 and the Non-Retaliation Policy. 

Term: 

The Contractor agrees that this Section 0800 Non-Discrimination and Non-Retaliation Certificate of the 
Contractor's separate conforming policy, which the Contractor has executed and filed with the City, will 
remain in force and effect for one year from the date of filling. The Contractor further agrees that, in 
consideration of the receipt of continued Contract payment, the Contractor's Non-Discrimination and Non­
Retaliation Policy will automatically renew from year-to-year for the term of the underlying Contract. 

Dated this _ __,j"'---l{...__ __ day of ~ , 2-cl/ 

CONTRACTOR 
Authorized 
Signature 

Title 

Section 0800, Non-Discrimination and Non-Retaliation Certification 2 
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City of Austin, Texas 

Section 0805 
NON-SUSPENSION OR DEBARMENT CERTIFICATION 

The City of Austin is prohibited from contracting with or making prime or sub-awards to parties that are 
suspended or debarred or whose principals are suspended or debarred from Federal, State, or City of 
Austin Contracts. Covered transactions include procurement contracts for goods or services equal to or in 
excess of $25,000.00 and all non-procurement transactions. This certification is required for all Vendors 
on all City of Austin Contracts to be awarded and all contract extensions with values equal to or in excess 
of $25,000.00 or more and all non-procurement transactions. 

The Offeror hereby certifies that its firm and its principals are not currently suspended or debarred from 
bidding on any Federal, State, or City of Austin Contracts. 

Contractor's Name: 

Signature of Officer or 
Authorized 
Representative: 

Printed Name: 

Title 

Section 0805, Non-Suspension or Debarment Certification 

'l-Llf Cl 

1 Revised 02/29/08 
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By submitting an Offer in response to the Solicitation, the Contractor agrees that the Contract shall be governed by the 
following terms and conditions. Unless otherwise specified in the Contract, Sections 3, 4, 5, 6, 7, 8, 20, 21, and 36 shall 
apply only to a Solicitation to purchase Goods, and Sections 9, 10, 11 and 22 shall apply only to a Solicitation to purchase 
Services to be performed principally at the City’s premises or on public rights-of-way. 
 
1. CONTRACTOR’S OBLIGATIONS. The Contractor shall fully and timely provide all Deliverables described in the 

Solicitation and in the Contractor’s Offer in strict accordance with the terms, covenants, and conditions of the Contract 
and all applicable Federal, State, and local laws, rules, and regulations. 

 
2. EFFECTIVE DATE/TERM. Unless otherwise specified in the Solicitation, this Contract shall be effective as of the 

date the contract is signed by the City, and shall continue in effect until all obligations are performed in accordance 
with the Contract. 

 
3. CONTRACTOR TO PACKAGE DELIVERABLES: The Contractor will package Deliverables in accordance with good 

commercial practice and shall include a packing list showing the description of each item, the quantity and unit price 
Unless otherwise provided in the Specifications or Supplemental Terms and Conditions, each shipping container shall 
be clearly and permanently marked as follows: (a) The Contractor's name and address, (b) the City’s name, address 
and purchase order or purchase release number and the price agreement number if applicable, (c) Container number 
and total number of containers, e.g. box 1 of 4 boxes, and (d) the number of the container bearing the packing list. 
The Contractor shall bear cost of packaging. Deliverables shall be suitably packed to secure lowest transportation 
costs and to conform with requirements of common carriers and any applicable specifications. The City's count or 
weight shall be final and conclusive on shipments not accompanied by packing lists. 

 
4. SHIPMENT UNDER RESERVATION PROHIBITED: The Contractor is not authorized to ship the Deliverables under 

reservation and no tender of a bill of lading will operate as a tender of Deliverables. 
 
5. TITLE & RISK OF LOSS: Title to and risk of loss of the Deliverables shall pass to the City only when the City actually 

receives and accepts the Deliverables. 
 
6. DELIVERY TERMS AND TRANSPORTATION CHARGES: Deliverables shall be shipped F.O.B. point of delivery 

unless otherwise specified in the Supplemental Terms and Conditions. Unless otherwise stated in the Offer, the 
Contractor’s price shall be deemed to include all delivery and transportation charges. The City shall have the right to 
designate what method of transportation shall be used to ship the Deliverables. The place of delivery shall be that set 
forth in the block of the purchase order or purchase release entitled "Receiving Agency". 

 
7. RIGHT OF INSPECTION AND REJECTION: The City expressly reserves all rights under law, including, but not 

limited to the Uniform Commercial Code, to inspect the Deliverables at delivery before accepting them, and to reject 
defective or non-conforming Deliverables. If the City has the right to inspect the Contractor’s, or the Contractor’s 
Subcontractor’s, facilities, or the Deliverables at the Contractor’s, or the Contractor’s Subcontractor’s, premises, the 
Contractor shall furnish, or cause to be furnished, without additional charge, all reasonable facilities and assistance 
to the City to facilitate such inspection. 

 
8. NO REPLACEMENT OF DEFECTIVE TENDER: Every tender or delivery of Deliverables must fully comply with all 

provisions of the Contract as to time of delivery, quality, and quantity. Any non-complying tender shall constitute a 
breach and the Contractor shall not have the right to substitute a conforming tender; provided, where the time for 
performance has not yet expired, the Contractor may notify the City of the intention to cure and may then make a 
conforming tender within the time allotted in the contract. 

 
9. PLACE AND CONDITION OF WORK: The City shall provide the Contractor access to the sites where the Contractor 

is to perform the services as required in order for the Contractor to perform the services in a timely and efficient 
manner, in accordance with and subject to the applicable security laws, rules, and regulations. The Contractor 
acknowledges that it has satisfied itself as to the nature of the City’s service requirements and specifications, the 
location and essential characteristics of the work sites, the quality and quantity of materials, equipment, labor and 
facilities necessary to perform the services, and any other condition or state of fact which could in any way affect 
performance of the Contractor’s obligations under the contract. The Contractor hereby releases and holds the City 
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harmless from and against any liability or claim for damages of any kind or nature if the actual site or service conditions 
differ from expected conditions. 

 
10. WORKFORCE 
 

A. The Contractor shall employ only orderly and competent workers, skilled in the performance of the services which 
they will perform under the Contract. 

 
B. The Contractor, its employees, subcontractors, and subcontractor's employees may not while engaged in 

participating or responding to a solicitation or while in the course and scope of delivering goods or services under 
a City of Austin contract or on the City's property . 

 
i. use or possess a firearm, including a concealed handgun that is licensed under state law, except as 

required by the terms of the contract; or  
ii. use or possess alcoholic or other intoxicating beverages, illegal drugs or controlled substances, nor may 

such workers be intoxicated, or under the influence of alcohol or drugs, on the job. 
 
C. If the City or the City's representative notifies the Contractor that any worker is incompetent, disorderly or 

disobedient, has knowingly or repeatedly violated safety regulations, has possessed any firearms, or has 
possessed or was under the influence of alcohol or drugs on the job, the Contractor shall immediately remove 
such worker from Contract services, and may not employ such worker again on Contract services without the 
City's prior written consent. 

 
11. COMPLIANCE WITH HEALTH, SAFETY, AND ENVIRONMENTAL REGULATIONS: The Contractor, its 

Subcontractors, and their respective employees, shall comply fully with all applicable federal, state, and local health, 
safety, and environmental laws, ordinances, rules and regulations in the performance of the services, including but 
not limited to those promulgated by the City and by the Occupational Safety and Health Administration (OSHA). In 
case of conflict, the most stringent safety requirement shall govern. The Contractor shall indemnify and hold the City 
harmless from and against all claims, demands, suits, actions, judgments, fines, penalties and liability of every kind 
arising from the breach of the Contractor’s obligations under this paragraph. 

 
12. INVOICES: 
 

A. The Contractor shall submit separate invoices in duplicate on each purchase order or purchase release after 
each delivery. If partial shipments or deliveries are authorized by the City, a separate invoice must be sent for 
each shipment or delivery made. 

 
B. Proper Invoices must include a unique invoice number, the purchase order or delivery order number 

and the master agreement number if applicable, the Department’s Name, and the name of the point of 
contact for the Department. Invoices shall be itemized and transportation charges, if any, shall be listed 
separately. A copy of the bill of lading and the freight waybill, when applicable, shall be attached to the invoice. 
The Contractor’s name and, if applicable, the tax identification number on the invoice must exactly match the 
information in the Vendor’s registration with the City. Unless otherwise instructed in writing, the City may rely 
on the remittance address specified on the Contractor’s invoice. 

 
C. Invoices for labor shall include a copy of all time-sheets with trade labor rate and Deliverables order number 

clearly identified. Invoices shall also include a tabulation of work-hours at the appropriate rates and grouped by 
work order number. Time billed for labor shall be limited to hours actually worked at the work site. 

 
D. Unless otherwise expressly authorized in the Contract, the Contractor shall pass through all Subcontract and 

other authorized expenses at actual cost without markup. 
 
E. Federal excise taxes, State taxes, or City sales taxes must not be included in the invoiced amount. The City 

will furnish a tax exemption certificate upon request. 
 
 



CITY OF AUSTIN 
PURCHASING OFFICE 

STANDARD PURCHASE TERMS AND CONDITIONS 
 

Section 0300, Standard Purchase Terms & Conditions 3 Revised Dec. 27, 2016 
 

13. PAYMENT: 
 

A. All proper invoices received by the City will be paid within thirty (30) calendar days of the City’s receipt of the 
Deliverables or of the invoice, whichever is later. 

 
B. If payment is not timely made, (per paragraph A), interest shall accrue on the unpaid balance at the lesser 

of the rate specified in Texas Government Code Section 2251.025 or the maximum lawful rate; except, if 
payment is not timely made for a reason for which the City may withhold payment hereunder, interest 
shall not accrue until ten (10) calendar days after the grounds for withholding payment have been 
resolved. 

 
C. If partial shipments or deliveries are authorized by the City, the Contractor will be paid for the partial shipment 

or delivery, as stated above, provided that the invoice matches the shipment or delivery. 
 
D. The City may withhold or set off the entire payment or part of any payment otherwise due the Contractor to 

such extent as may be necessary on account of: 
 

i. delivery of defective or non-conforming Deliverables by the Contractor; 
ii. third party claims, which are not covered by the insurance which the Contractor is required to provide, 

are filed or reasonable evidence indicating probable filing of such claims; 
iii. failure of the Contractor to pay Subcontractors, or for labor, materials or equipment; 
iv. damage to the property of the City or the City’s agents, employees or contractors, which is not covered 

by insurance required to be provided by the Contractor; 
v. reasonable evidence that the Contractor’s obligations will not be completed within the time specified in 

the Contract, and that the unpaid balance would not be adequate to cover actual or liquidated damages 
for the anticipated delay; 

vi. failure of the Contractor to submit proper invoices with all required attachments and supporting 
documentation; or 

vii. failure of the Contractor to comply with any material provision of the Contract Documents. 
 

E. Notice is hereby given of Article VIII, Section 1 of the Austin City Charter which prohibits the payment of any 
money to any person, firm or corporation who is in arrears to the City for taxes, and of §2-8-3 of the Austin City 
Code concerning the right of the City to offset indebtedness owed the City. 

 
F. Payment will be made by check unless the parties mutually agree to payment by credit card or electronic 

transfer of funds.  The Contractor agrees that there shall be no additional charges, surcharges, or penalties to 
the City for payments made by credit card or electronic funds transfer.   

 
G. The awarding or continuation of this contract is dependent upon the availability of funding. The City’s payment 

obligations are payable only and solely from funds Appropriated and available for this contract. The absence of 
Appropriated or other lawfully available funds shall render the Contract null and void to the extent funds are not 
Appropriated or available and any Deliverables delivered but unpaid shall be returned to the Contractor. The 
City shall provide the Contractor written notice of the failure of the City to make an adequate Appropriation for 
any fiscal year to pay the amounts due under the Contract, or the reduction of any Appropriation to an amount 
insufficient to permit the City to pay its obligations under the Contract. In the event of non or inadequate 
appropriation of funds, there will be no penalty nor removal fees charged to the City. 

 
14. TRAVEL EXPENSES: All travel, lodging and per diem expenses in connection with the Contract for which 

reimbursement may be claimed by the Contractor under the terms of the Solicitation will be reviewed against the 
City’s Travel Policy as published and maintained by the City’s Controller’s Office and the Current United States 
General Services Administration Domestic Per Diem Rates (the “Rates”) as published and maintained on the Internet 
at: 

 
http://www.gsa.gov/portal/category/21287  
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No amounts in excess of the Travel Policy or Rates shall be paid. All invoices must be accompanied by copies of 
detailed itemized receipts (e.g. hotel bills, airline tickets). No reimbursement will be made for expenses not actually 
incurred. Airline fares in excess of coach or economy will not be reimbursed. Mileage charges may not exceed the 
amount permitted as a deduction in any year under the Internal Revenue Code or Regulations. 

 
15. FINAL PAYMENT AND CLOSE-OUT: 
 

A. If an MBE/WBE Program Compliance Plan is required by the Solicitation, and the Contractor has identified 
Subcontractors, the Contractor is required to submit a Contract Close-Out MBE/WBE Compliance Report to 
the Project manager or Contract manager no later than the 15th calendar day after completion of all work under 
the contract. Final payment, retainage, or both may be withheld if the Contractor is not in compliance with the 
requirements of the Compliance Plan as accepted by the City. 

 
B. The making and acceptance of final payment will constitute: 
 

i. a waiver of all claims by the City against the Contractor, except claims (1) which have been previously 
asserted in writing and not yet settled, (2) arising from defective work appearing after final inspection, (3) 
arising from failure of the Contractor to comply with the Contract or the terms of any warranty specified 
herein, (4) arising from the Contractor’s continuing obligations under the Contract, including but not limited 
to indemnity and warranty obligations, or (5) arising under the City’s right to audit; and  

ii. a waiver of all claims by the Contractor against the City other than those previously asserted in writing 
and not yet settled. 

 
16. SPECIAL TOOLS & TEST EQUIPMENT: If the price stated on the Offer includes the cost of any special tooling or 

special test equipment fabricated or required by the Contractor for the purpose of filling this order, such special tooling 
equipment and any process sheets related thereto shall become the property of the City and shall be identified by the 
Contractor as such. 

 
17. AUDITS and RECORDS: 
 

A. The Contractor agrees that the representatives of the Office of the City Auditor or other authorized 
representatives of the City shall have access to, and the right to audit, examine, or reproduce, any and all 
records of the Contractor related to the performance under this Contract. The Contractor shall retain all such 
records for a period of three (3) years after final payment on this Contract or until all audit and litigation matters 
that the City has brought to the attention of the Contractor are resolved, whichever is longer. The Contractor 
agrees to refund to the City any overpayments disclosed by any such audit. 

 
B. Records Retention: 

 
i. Contractor is subject to City Code chapter 2-11 (Records Management), and as it may subsequently 

be amended. For purposes of this subsection, a Record means all books, accounts, reports, files, and 
other data recorded or created by a Contractor in fulfillment of the Contract whether in digital or physical 
format, except a record specifically relating to the Contractor’s internal administration.  
 

ii. All Records are the property of the City. The Contractor may not dispose of or destroy a Record without 
City authorization and shall deliver the Records, in all requested formats and media, along with all 
finding aids and metadata, to the City at no cost when requested by the City 

 
iii. The Contractor shall retain all Records for a period of three (3) years after final payment on this Contract 

or until all audit and litigation matters that the City has brought to the attention of the Contractor are 
resolved, whichever is longer. 

 
C. The Contractor shall include sections A and B above in all subcontractor agreements entered into in connection 

with this Contract. 
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18. SUBCONTRACTORS: 
 

A. If the Contractor identified Subcontractors in an MBE/WBE Program Compliance Plan or a No Goals Utilization 
Plan the Contractor shall comply with the provisions of Chapters 2-9A, 2-9B, 2-9C, and 2-9D, as applicable, of 
the Austin City Code and the terms of the Compliance Plan or Utilization Plan as approved by the City (the 
“Plan”). The Contractor shall not initially employ any Subcontractor except as provided in the Contractor’s Plan. 
The Contractor shall not substitute any Subcontractor identified in the Plan, unless the substitute has been 
accepted by the City in writing in accordance with the provisions of Chapters 2-9A, 2-9B, 2-9C and 2-9D, as 
applicable. No acceptance by the City of any Subcontractor shall constitute a waiver of any rights or remedies 
of the City with respect to defective Deliverables provided by a Subcontractor. If a Plan has been approved, the 
Contractor is additionally required to submit a monthly Subcontract Awards and Expenditures Report to the 
Contract Manager and the Purchasing Office Contract Compliance Manager no later than the tenth calendar 
day of each month. 

 
B. Work performed for the Contractor by a Subcontractor shall be pursuant to a written contract between the 

Contractor and Subcontractor. The terms of the subcontract may not conflict with the terms of the Contract, and 
shall contain provisions that: 

 
i. require that all Deliverables to be provided by the Subcontractor be provided in strict accordance with the 

provisions, specifications and terms of the Contract; 
ii. prohibit the Subcontractor from further subcontracting any portion of the Contract without the prior written 

consent of the City and the Contractor. The City may require, as a condition to such further 
subcontracting, that the Subcontractor post a payment bond in form, substance and amount acceptable 
to the City;  

iii. require Subcontractors to submit all invoices and applications for payments, including any claims for 
additional payments, damages or otherwise, to the Contractor in sufficient time to enable the Contractor 
to include same with its invoice or application for payment to the City in accordance with the terms of the 
Contract; 

iv. require that all Subcontractors obtain and maintain, throughout the term of their contract, insurance in the 
type and amounts specified for the Contractor, with the City being a named insured as its interest shall 
appear; and 

v. require that the Subcontractor indemnify and hold the City harmless to the same extent as the Contractor 
is required to indemnify the City. 

 
C. The Contractor shall be fully responsible to the City for all acts and omissions of the Subcontractors just as the 

Contractor is responsible for the Contractor's own acts and omissions. Nothing in the Contract shall create for 
the benefit of any such Subcontractor any contractual relationship between the City and any such 
Subcontractor, nor shall it create any obligation on the part of the City to pay or to see to the payment of any 
moneys due any such Subcontractor except as may otherwise be required by law. 

 
D. The Contractor shall pay each Subcontractor its appropriate share of payments made to the Contractor not later 

than ten (10) calendar days after receipt of payment from the City. 
 
19. WARRANTY-PRICE: 
 

A. The Contractor warrants the prices quoted in the Offer are no higher than the Contractor's current prices on 
orders by others for like Deliverables under similar terms of purchase. 

 
B. The Contractor certifies that the prices in the Offer have been arrived at independently without consultation, 

communication, or agreement for the purpose of restricting competition, as to any matter relating to such fees 
with any other firm or with any competitor. 

 
C. In addition to any other remedy available, the City may deduct from any amounts owed to the Contractor, or 

otherwise recover, any amounts paid for items in excess of the Contractor's current prices on orders by others 
for like Deliverables under similar terms of purchase. 
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20. WARRANTY – TITLE: The Contractor warrants that it has good and indefeasible title to all Deliverables furnished 
under the Contract, and that the Deliverables are free and clear of all liens, claims, security interests and 
encumbrances. The Contractor shall indemnify and hold the City harmless from and against all adverse title claims 
to the Deliverables. 

 
21. WARRANTY – DELIVERABLES: The Contractor warrants and represents that all Deliverables sold the City under 

the Contract shall be free from defects in design, workmanship or manufacture, and conform in all material respects 
to the specifications, drawings, and descriptions in the Solicitation, to any samples furnished by the Contractor, to the 
terms, covenants and conditions of the Contract, and to all applicable State, Federal or local laws, rules, and 
regulations, and industry codes and standards. Unless otherwise stated in the Solicitation, the Deliverables shall be 
new or recycled merchandise, and not used or reconditioned. 

 
A. Recycled Deliverables shall be clearly identified as such. 
 
B. The Contractor may not limit, exclude or disclaim the foregoing warranty or any warranty implied by law; and 

any attempt to do so shall be without force or effect. 
 
C. Unless otherwise specified in the Contract, the warranty period shall be at least one year from the date of 

acceptance of the Deliverables or from the date of acceptance of any replacement Deliverables. If during the 
warranty period, one or more of the above warranties are breached, the Contractor shall promptly upon receipt 
of demand either repair the non-conforming Deliverables, or replace the non-conforming Deliverables with fully 
conforming Deliverables, at the City’s option and at no additional cost to the City. All costs incidental to such 
repair or replacement, including but not limited to, any packaging and shipping costs, shall be borne exclusively 
by the Contractor. The City shall endeavor to give the Contractor written notice of the breach of warranty within 
thirty (30) calendar days of discovery of the breach of warranty, but failure to give timely notice shall not impair 
the City’s rights under this section. 

 
D. If the Contractor is unable or unwilling to repair or replace defective or non-conforming Deliverables as required 

by the City, then in addition to any other available remedy, the City may reduce the quantity of Deliverables it 
may be required to purchase under the Contract from the Contractor, and purchase conforming Deliverables 
from other sources. In such event, the Contractor shall pay to the City upon demand the increased cost, if any, 
incurred by the City to procure such Deliverables from another source. 

 
E. If the Contractor is not the manufacturer, and the Deliverables are covered by a separate manufacturer’s 

warranty, the Contractor shall transfer and assign such manufacturer’s warranty to the City. If for any reason 
the manufacturer’s warranty cannot be fully transferred to the City, the Contractor shall assist and cooperate 
with the City to the fullest extent to enforce such manufacturer’s warranty for the benefit of the City. 

 
22. WARRANTY – SERVICES: The Contractor warrants and represents that all services to be provided the City under 

the Contract will be fully and timely performed in a good and workmanlike manner in accordance with generally 
accepted industry standards and practices, the terms, conditions, and covenants of the Contract, and all applicable 
Federal, State and local laws, rules or regulations. 

 
A. The Contractor may not limit, exclude or disclaim the foregoing warranty or any warranty implied by law, and any 

attempt to do so shall be without force or effect. 
 
B. Unless otherwise specified in the Contract, the warranty period shall be at least one year from the Acceptance 

Date. If during the warranty period, one or more of the above warranties are breached, the Contractor shall 
promptly upon receipt of demand perform the services again in accordance with above standard at no additional 
cost to the City. All costs incidental to such additional performance shall be borne by the Contractor. The City 
shall endeavor to give the Contractor written notice of the breach of warranty within thirty (30) calendar days of 
discovery of the breach warranty, but failure to give timely notice shall not impair the City’s rights under this 
section. 

 
C. If the Contractor is unable or unwilling to perform its services in accordance with the above standard as required 

by the City, then in addition to any other available remedy, the City may reduce the amount of services it may be 
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required to purchase under the Contract from the Contractor, and purchase conforming services from other 
sources. In such event, the Contractor shall pay to the City upon demand the increased cost, if any, incurred by 
the City to procure such services from another source. 

 
23. ACCEPTANCE OF INCOMPLETE OR NON-CONFORMING DELIVERABLES: If, instead of requiring immediate 

correction or removal and replacement of defective or non-conforming Deliverables, the City prefers to accept it, the 
City may do so. The Contractor shall pay all claims, costs, losses and damages attributable to the City’s evaluation 
of and determination to accept such defective or non-conforming Deliverables. If any such acceptance occurs prior 
to final payment, the City may deduct such amounts as are necessary to compensate the City for the diminished value 
of the defective or non-conforming Deliverables. If the acceptance occurs after final payment, such amount will be 
refunded to the City by the Contractor. 

 
24. RIGHT TO ASSURANCE: Whenever one party to the Contract in good faith has reason to question the other party’s 

intent to perform, demand may be made to the other party for written assurance of the intent to perform. In the event 
that no assurance is given within the time specified after demand is made, the demanding party may treat this failure 
as an anticipatory repudiation of the Contract. 

 
25. STOP WORK NOTICE: The City may issue an immediate Stop Work Notice in the event the Contractor is observed 

performing in a manner that is in violation of Federal, State, or local guidelines, or in a manner that is determined by 
the City to be unsafe to either life or property. Upon notification, the Contractor will cease all work until notified by the 
City that the violation or unsafe condition has been corrected. The Contractor shall be liable for all costs incurred by 
the City as a result of the issuance of such Stop Work Notice. 

 
26. DEFAULT: The Contractor shall be in default under the Contract if the Contractor (a) fails to fully, timely and faithfully 

perform any of its material obligations under the Contract, (b) fails to provide adequate assurance of performance 
under Paragraph 24, (c) becomes insolvent or seeks relief under the bankruptcy laws of the United States or (d) 
makes a material misrepresentation in Contractor’s Offer, or in any report or deliverable required to be submitted by 
the Contractor to the City. 

 
27. TERMINATION FOR CAUSE:. In the event of a default by the Contractor, the City shall have the right to terminate 

the Contract for cause, by written notice effective ten (10) calendar days, unless otherwise specified, after the date of 
such notice, unless the Contractor, within such ten (10) day period, cures such default, or provides evidence sufficient 
to prove to the City’s reasonable satisfaction that such default does not, in fact, exist. The City may place Contractor 
on probation for a specified period of time within which the Contractor must correct any non-compliance issues. 
Probation shall not normally be for a period of more than nine (9) months, however, it may be for a longer period, not 
to exceed one (1) year depending on the circumstances. If the City determines the Contractor has failed to perform 
satisfactorily during the probation period, the City may proceed with suspension. In the event of a default by the 
Contractor, the City may suspend or debar the Contractor in accordance with the “City of Austin Purchasing Office 
Probation, Suspension and Debarment Rules for Vendors” and remove the Contractor from the City’s vendor list for 
up to five (5) years and any Offer submitted by the Contractor may be disqualified for up to five (5) years. In addition 
to any other remedy available under law or in equity, the City shall be entitled to recover all actual damages, costs, 
losses and expenses, incurred by the City as a result of the Contractor’s default, including, without limitation, cost of 
cover, reasonable attorneys’ fees, court costs, and prejudgment and post-judgment interest at the maximum lawful 
rate. All rights and remedies under the Contract are cumulative and are not exclusive of any other right or remedy 
provided by law. 

 
28. TERMINATION WITHOUT CAUSE: The City shall have the right to terminate the Contract, in whole or in part, without 

cause any time upon thirty (30) calendar days’ prior written notice. Upon receipt of a notice of termination, the 
Contractor shall promptly cease all further work pursuant to the Contract, with such exceptions, if any, specified in the 
notice of termination. The City shall pay the Contractor, to the extent of funds Appropriated or otherwise legally 
available for such purposes, for all goods delivered and services performed and obligations incurred prior to the date 
of termination in accordance with the terms hereof. 

 
29. FRAUD: Fraudulent statements by the Contractor on any Offer or in any report or deliverable required to be submitted 

by the Contractor to the City shall be grounds for the termination of the Contract for cause by the City and may result 
in legal action. 
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30. DELAYS:  

 
A. The City may delay scheduled delivery or other due dates by written notice to the Contractor if the City deems 

it is in its best interest. If such delay causes an increase in the cost of the work under the Contract, the City and 
the Contractor shall negotiate an equitable adjustment for costs incurred by the Contractor in the Contract price 
and execute an amendment to the Contract.  The Contractor must assert its right to an adjustment within thirty 
(30) calendar days from the date of receipt of the notice of delay. Failure to agree on any adjusted price shall 
be handled under the Dispute Resolution process specified in paragraph 48. However, nothing in this provision 
shall excuse the Contractor from delaying the delivery as notified. 

 
B. Neither party shall be liable for any default or delay in the performance of its obligations under this Contract if, 

while and to the extent such default or delay is caused by acts of God, fire, riots, civil commotion, labor 
disruptions, sabotage, sovereign conduct, or any other cause beyond the reasonable control of such Party. In 
the event of default or delay in contract performance due to any of the foregoing causes, then the time for 
completion of the services will be extended; provided, however, in such an event, a conference will be held 
within three (3) business days to establish a mutually agreeable period of time reasonably necessary to 
overcome the effect of such failure to perform. 

 
31. INDEMNITY: 
 

A. Definitions: 
 

i. "Indemnified Claims" shall include any and all claims, demands, suits, causes of action, judgments and 
liability of every character, type or description, including all reasonable costs and expenses of litigation, 
mediation or other alternate dispute resolution mechanism, including attorney and other professional fees 
for: 
(1) damage to or loss of the property of any person (including, but not limited to the City, the Contractor, 

their respective agents, officers, employees and subcontractors; the officers, agents, and 
employees of such subcontractors; and third parties); and/or  

(2) death, bodily injury, illness, disease, worker's compensation, loss of services, or loss of income or 
wages to any person (including but not limited to the agents, officers and employees of the City, 
the Contractor, the Contractor’s subcontractors, and third parties),  

ii. "Fault" shall include the sale of defective or non-conforming Deliverables, negligence, willful misconduct, 
or a breach of any legally imposed strict liability standard. 

 
B. THE CONTRACTOR SHALL DEFEND (AT THE OPTION OF THE CITY), INDEMNIFY, AND HOLD THE CITY, ITS SUCCESSORS, 

ASSIGNS, OFFICERS, EMPLOYEES AND ELECTED OFFICIALS HARMLESS FROM AND AGAINST ALL INDEMNIFIED CLAIMS 

DIRECTLY ARISING OUT OF, INCIDENT TO, CONCERNING OR RESULTING FROM THE FAULT OF THE CONTRACTOR, OR THE 

CONTRACTOR'S AGENTS, EMPLOYEES OR SUBCONTRACTORS, IN THE PERFORMANCE OF THE CONTRACTOR’S 

OBLIGATIONS UNDER THE CONTRACT.  NOTHING HEREIN SHALL BE DEEMED TO LIMIT THE RIGHTS OF THE CITY OR THE 

CONTRACTOR (INCLUDING, BUT NOT LIMITED TO, THE RIGHT TO SEEK CONTRIBUTION) AGAINST ANY THIRD PARTY WHO 

MAY BE LIABLE FOR AN INDEMNIFIED CLAIM. 
 
32. INSURANCE: (reference Section 0400 for specific coverage requirements). The following insurance requirement 

applies.  (Revised March 2013). 
 

A. General Requirements. 
 

i. The Contractor shall at a minimum carry insurance in the types and amounts indicated in Section 
0400, Supplemental Purchase Provisions, for the duration of the Contract, including extension 
options and hold over periods, and during any warranty period. 

 
ii. The Contractor shall provide Certificates of Insurance with the coverages and endorsements 

required in Section 0400, Supplemental Purchase Provisions, to the City as verification of coverage 
prior to contract execution and within fourteen (14) calendar days after written request from the 
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City.  Failure to provide the required Certificate of Insurance may subject the Offer to disqualification 
from consideration for award. The Contractor must also forward a Certificate of Insurance to the 
City whenever a previously identified policy period has expired, or an extension option or hold over 
period is exercised, as verification of continuing coverage. 

 
iii. The Contractor shall not commence work until the required insurance is obtained and until such 

insurance has been reviewed by the City. Approval of insurance by the City shall not relieve or 
decrease the liability of the Contractor hereunder and shall not be construed to be a limitation of 
liability on the part of the Contractor. 

 
iv. The City may request that the Contractor submit certificates of insurance to the City for all 

subcontractors prior to the subcontractors commencing work on the project. 
 
v. The Contractor’s and all subcontractors’ insurance coverage shall be written by companies licensed 

to do business in the State of Texas at the time the policies are issued and shall be written by 
companies with A.M. Best ratings of B+VII or better. 

 
vi. The “other” insurance clause shall not apply to the City where the City is an additional insured 

shown on any policy. It is intended that policies required in the Contract, covering both the City and 
the Contractor, shall be considered primary coverage as applicable. 

 
vii. If insurance policies are not written for amounts specified in Section 0400, Supplemental Purchase 

Provisions, the Contractor shall carry Umbrella or Excess Liability Insurance for any differences in 
amounts specified. If Excess Liability Insurance is provided, it shall follow the form of the primary 
coverage. 

 
viii. The City shall be entitled, upon request, at an agreed upon location, and without expense, to review 

certified copies of policies and endorsements thereto and may make any reasonable requests for 
deletion or revision or modification of particular policy terms, conditions, limitations, or exclusions 
except where policy provisions are established by law or regulations binding upon either of the 
parties hereto or the underwriter on any such policies. 

 
ix. The City reserves the right to review the insurance requirements set forth during the effective period 

of the Contract and to make reasonable adjustments to insurance coverage, limits, and exclusions 
when deemed necessary and prudent by the City based upon changes in statutory law, court 
decisions, the claims history of the industry or financial condition of the insurance company as well 
as the Contractor. 

 
x. The Contractor shall not cause any insurance to be canceled nor permit any insurance to lapse 

during the term of the Contract or as required in the Contract. 
 
xi. The Contractor shall be responsible for premiums, deductibles and self-insured retentions, if any, 

stated in policies. Self-insured retentions shall be disclosed on the Certificate of Insurance. 
 
xii. The Contractor shall provide the City thirty (30) calendar days’ written notice of erosion of the 

aggregate limits below occurrence limits for all applicable coverages indicated within the Contract. 
 
xiii. The insurance coverages specified in Section 0400, Supplemental Purchase Provisions, are 

required minimums and are not intended to limit the responsibility or liability of the Contractor. 
 

B. Specific Coverage Requirements:  Specific insurance requirements are contained in Section 0400, 
Supplemental Purchase Provisions 

 
33. CLAIMS: If any claim, demand, suit, or other action is asserted against the Contractor which arises under or concerns 

the Contract, or which could have a material adverse affect on the Contractor’s ability to perform thereunder, the 
Contractor shall give written notice thereof to the City within ten (10) calendar days after receipt of notice by the 
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Contractor. Such notice to the City shall state the date of notification of any such claim, demand, suit, or other action; 
the names and addresses of the claimant(s); the basis thereof; and the name of each person against whom such 
claim is being asserted. Such notice shall be delivered personally or by mail and shall be sent to the City and to the 
Austin City Attorney. Personal delivery to the City Attorney shall be to City Hall, 301 West 2nd Street, 4th Floor, Austin, 
Texas 78701, and mail delivery shall be to P.O. Box 1088, Austin, Texas 78767. 

 
34. NOTICES: Unless otherwise specified, all notices, requests, or other communications required or appropriate to be 

given under the Contract shall be in writing and shall be deemed delivered three (3) business days after postmarked 
if sent by U.S. Postal Service Certified or Registered Mail, Return Receipt Requested. Notices delivered by other 
means shall be deemed delivered upon receipt by the addressee. Routine communications may be made by first 
class mail, telefax, or other commercially accepted means. Notices to the Contractor shall be sent to the address 
specified in the Contractor’s Offer, or at such other address as a party may notify the other in writing. Notices to the 
City shall be addressed to the City at P.O. Box 1088, Austin, Texas 78767 and marked to the attention of the Contract 
Administrator. 

 
35. RIGHTS TO BID, PROPOSAL AND CONTRACTUAL MATERIAL: All material submitted by the Contractor to the 

City shall become property of the City upon receipt. Any portions of such material claimed by the Contractor to be 
proprietary must be clearly marked as such. Determination of the public nature of the material is subject to the Texas 
Public Information Act, Chapter 552, Texas Government Code. 

 
36. NO WARRANTY BY CITY AGAINST INFRINGEMENTS: The Contractor represents and warrants to the City that: (i) 

the Contractor shall provide the City good and indefeasible title to the Deliverables and (ii) the Deliverables supplied 
by the Contractor in accordance with the specifications in the Contract will not infringe, directly or contributorily, any 
patent, trademark, copyright, trade secret, or any other intellectual property right of any kind of any third party; that 
no claims have been made by any person or entity with respect to the ownership or operation of the Deliverables and 
the Contractor does not know of any valid basis for any such claims. The Contractor shall, at its sole expense, defend, 
indemnify, and hold the City harmless from and against all liability, damages, and costs (including court costs and 
reasonable fees of attorneys and other professionals) arising out of or resulting from: (i) any claim that the City’s 
exercise anywhere in the world of the rights associated with the City’s’ ownership, and if applicable, license rights, 
and its use of the Deliverables infringes the intellectual property rights of any third party; or (ii) the Contractor’s breach 
of any of Contractor’s representations or warranties stated in this Contract.  In the event of any such claim, the City 
shall have the right to monitor such claim or at its option engage its own separate counsel to act as co-counsel on the 
City’s behalf. Further, Contractor agrees that the City’s specifications regarding the Deliverables shall in no way 
diminish Contractor’s warranties or obligations under this paragraph and the City makes no warranty that the 
production, development, or delivery of such Deliverables will not impact such warranties of Contractor. 

 
37. CONFIDENTIALITY: In order to provide the Deliverables to the City, Contractor may require access to certain of the 

City’s and/or its licensors’ confidential information (including inventions, employee information, trade secrets, 
confidential know-how, confidential business information, and other information which the City or its licensors consider 
confidential) (collectively, “Confidential Information”). Contractor acknowledges and agrees that the Confidential 
Information is the valuable property of the City and/or its licensors and any unauthorized use, disclosure, 
dissemination, or other release of the Confidential Information will substantially injure the City and/or its licensors. 
The Contractor (including its employees, subcontractors, agents, or representatives) agrees that it will maintain the 
Confidential Information in strict confidence and shall not disclose, disseminate, copy, divulge, recreate, or otherwise 
use the Confidential Information without the prior written consent of the City or in a manner not expressly permitted 
under this Agreement, unless the Confidential Information is required to be disclosed by law or an order of any court 
or other governmental authority with proper jurisdiction, provided the Contractor promptly notifies the City before 
disclosing such information so as to permit the City reasonable time to seek an appropriate protective order. The 
Contractor agrees to use protective measures no less stringent than the Contractor uses within its own business to 
protect its own most valuable information, which protective measures shall under all circumstances be at least 
reasonable measures to ensure the continued confidentiality of the Confidential Information. 

 
38. PUBLICATIONS: All published material and written reports submitted under the Contract must be originally developed 

material unless otherwise specifically provided in the Contract. When material not originally developed is included in 
a report in any form, the source shall be identified. 
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39. ADVERTISING: The Contractor shall not advertise or publish, without the City’s prior consent, the fact that the City 
has entered into the Contract, except to the extent required by law.   

 
40. NO CONTINGENT FEES: The Contractor warrants that no person or selling agency has been employed or retained 

to solicit or secure the Contract upon any agreement or understanding for commission, percentage, brokerage, or 
contingent fee, excepting bona fide employees of bona fide established commercial or selling agencies maintained 
by the Contractor for the purpose of securing business. For breach or violation of this warranty, the City shall have 
the right, in addition to any other remedy available, to cancel the Contract without liability and to deduct from any 
amounts owed to the Contractor, or otherwise recover, the full amount of such commission, percentage, brokerage 
or contingent fee. 

 
41. GRATUITIES: The City may, by written notice to the Contractor, cancel the Contract without liability if it is determined 

by the City that gratuities were offered or given by the Contractor or any agent or representative of the Contractor to 
any officer or employee of the City of Austin with a view toward securing the Contract or securing favorable treatment 
with respect to the awarding or amending or the making of any determinations with respect to the performing of such 
contract.  In the event the Contract is canceled by the City pursuant to this provision, the City shall be entitled, in 
addition to any other rights and remedies, to recover or withhold the amount of the cost incurred by the Contractor in 
providing such gratuities. 

 
42. PROHIBITION AGAINST PERSONAL INTEREST IN CONTRACTS: No officer, employee, independent consultant, 

or elected official of the City who is involved in the development, evaluation, or decision-making process of the 
performance of any solicitation shall have a financial interest, direct or indirect, in the Contract resulting from that 
solicitation. Any willful violation of this section shall constitute impropriety in office, and any officer or employee guilty 
thereof shall be subject to disciplinary action up to and including dismissal. Any violation of this provision, with the 
knowledge, expressed or implied, of the Contractor shall render the Contract voidable by the City. 

 
43. INDEPENDENT CONTRACTOR: The Contract shall not be construed as creating an employer/employee 

relationship, a partnership, or a joint venture. The Contractor’s services shall be those of an independent contractor. 
The Contractor agrees and understands that the Contract does not grant any rights or privileges established for 
employees of the City. 

 
44. ASSIGNMENT-DELEGATION: The Contract shall be binding upon and enure to the benefit of the City and the 

Contractor and their respective successors and assigns, provided however, that no right or interest in the Contract 
shall be assigned and no obligation shall be delegated by the Contractor without the prior written consent of the City. 
Any attempted assignment or delegation by the Contractor shall be void unless made in conformity with this 
paragraph. The Contract is not intended to confer rights or benefits on any person, firm or entity not a party hereto; it 
being the intention of the parties that there be no third party beneficiaries to the Contract.  

 
45. WAIVER: No claim or right arising out of a breach of the Contract can be discharged in whole or in part by a waiver 

or renunciation of the claim or right unless the waiver or renunciation is supported by consideration and is in writing 
signed by the aggrieved party. No waiver by either the Contractor or the City of any one or more events of default by 
the other party shall operate as, or be construed to be, a permanent waiver of any rights or obligations under the 
Contract, or an express or implied acceptance of any other existing or future default or defaults, whether of a similar 
or different character. 

 
46. MODIFICATIONS: The Contract can be modified or amended only by a writing signed by both parties. No pre-printed 

or similar terms on any the Contractor invoice, order or other document shall have any force or effect to change the 
terms, covenants, and conditions of the Contract. 

 
47. INTERPRETATION: The Contract is intended by the parties as a final, complete and exclusive statement of the terms 

of their agreement.  No course of prior dealing between the parties or course of performance or usage of the trade 
shall be relevant to supplement or explain any term used in the Contract. Although the Contract may have been 
substantially drafted by one party, it is the intent of the parties that all provisions be construed in a manner to be fair 
to both parties, reading no provisions more strictly against one party or the other. Whenever a term defined by the 
Uniform Commercial Code, as enacted by the State of Texas, is used in the Contract, the UCC definition shall control, 
unless otherwise defined in the Contract. 
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48. DISPUTE RESOLUTION: 
 

A. If a dispute arises out of or relates to the Contract, or the breach thereof, the parties agree to negotiate prior to 
prosecuting a suit for damages. However, this section does not prohibit the filing of a lawsuit to toll the running 
of a statute of limitations or to seek injunctive relief. Either party may make a written request for a meeting 
between representatives of each party within fourteen (14) calendar days after receipt of the request or such 
later period as agreed by the parties. Each party shall include, at a minimum, one (1) senior level individual with 
decision-making authority regarding the dispute. The purpose of this and any subsequent meeting is to attempt 
in good faith to negotiate a resolution of the dispute. If, within thirty (30) calendar days after such meeting, the 
parties have not succeeded in negotiating a resolution of the dispute, they will proceed directly to mediation as 
described below. Negotiation may be waived by a written agreement signed by both parties, in which event the 
parties may proceed directly to mediation as described below. 

 
B. If the efforts to resolve the dispute through negotiation fail, or the parties waive the negotiation process, the 

parties may select, within thirty (30) calendar days, a mediator trained in mediation skills to assist with resolution 
of the dispute. Should they choose this option, the City and the Contractor agree to act in good faith in the 
selection of the mediator and to give consideration to qualified individuals nominated to act as mediator. Nothing 
in the Contract prevents the parties from relying on the skills of a person who is trained in the subject matter of 
the dispute or a contract interpretation expert. If the parties fail to agree on a mediator within thirty (30) calendar 
days of initiation of the mediation process, the mediator shall be selected by the Travis County Dispute 
Resolution Center (DRC). The parties agree to participate in mediation in good faith for up to thirty (30) calendar 
days from the date of the first mediation session. The City and the Contractor will share the mediator’s fees 
equally and the parties will bear their own costs of participation such as fees for any consultants or attorneys 
they may utilize to represent them or otherwise assist them in the mediation.   

 
49. JURISDICTION AND VENUE: The Contract is made under and shall be governed by the laws of the State of Texas, 

including, when applicable, the Uniform Commercial Code as adopted in Texas, V.T.C.A., Bus. & Comm. Code, 
Chapter 1, excluding any rule or principle that would refer to and apply the substantive law of another state or 
jurisdiction. All issues arising from this Contract shall be resolved in the courts of Travis County, Texas and the parties 
agree to submit to the exclusive personal jurisdiction of such courts. The foregoing, however, shall not be construed 
or interpreted to limit or restrict the right or ability of the City to seek and secure injunctive relief from any competent 
authority as contemplated herein. 

 
50. INVALIDITY: The invalidity, illegality, or unenforceability of any provision of the Contract shall in no way affect the 

validity or enforceability of any other portion or provision of the Contract. Any void provision shall be deemed severed 
from the Contract and the balance of the Contract shall be construed and enforced as if the Contract did not contain 
the particular portion or provision held to be void. The parties further agree to reform the Contract to replace any 
stricken provision with a valid provision that comes as close as possible to the intent of the stricken provision. The 
provisions of this section shall not prevent this entire Contract from being void should a provision which is the essence 
of the Contract be determined to be void. 

 
51. HOLIDAYS:  The following holidays are observed by the City: 

 
Holiday Date Observed 

New Year’s Day January 1 

Martin Luther King, Jr.’s Birthday Third Monday in January 

President’s Day Third Monday in February 

Memorial Day Last Monday in May 

Independence Day July 4 

Labor Day First Monday in September 

Veteran’s Day November 11 
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Thanksgiving Day Fourth Thursday in November 

Friday after Thanksgiving Friday after Thanksgiving 

Christmas Eve December 24 

Christmas Day December 25 

 
If a Legal Holiday falls on Saturday, it will be observed on the preceding Friday. If a Legal Holiday falls on Sunday, it 
will be observed on the following Monday. 

 
52. SURVIVABILITY OF OBLIGATIONS: All provisions of the Contract that impose continuing obligations on the parties, 

including but not limited to the warranty, indemnity, and confidentiality obligations of the parties, shall survive the 
expiration or termination of the Contract. 

 
53. NON-SUSPENSION OR DEBARMENT CERTIFICATION:  
 

The City of Austin is prohibited from contracting with or making prime or sub-awards to parties that are suspended or 
debarred or whose principals are suspended or debarred from Federal, State, or City of Austin Contracts. By accepting 
a Contract with the City, the Vendor certifies that its firm and its principals are not currently suspended or debarred 
from doing business with the Federal Government, as indicated by the General Services Administration List of Parties 
Excluded from Federal Procurement and Non-Procurement Programs, the State of Texas, or the City of Austin. 
 

54. EQUAL OPPORTUNITY 
 
 

A.    Equal Employment Opportunity: No Contractor, or Contractor’s agent, shall engage in any discriminatory 
employment practice as defined in Chapter 5-4 of the City Code. No Offer submitted to the City shall be 
considered, nor any Purchase Order issued, or any Contract awarded by the City unless the Offeror has 
executed and filed with the City Purchasing Office a current Non-Discrimination Certification. Non-
compliance with Chapter 5-4 of the City Code may result in sanctions, including termination of the contract 
and the Contractor’s suspension or debarment from participation on future City contracts until deemed 
compliant with Chapter 5-4. 

 
B. Americans with Disabilities Act (ADA) Compliance: No Contractor, or Contractor’s agent, shall engage 

in any discriminatory practice against individuals with disabilities as defined in the ADA, including but not 
limited to: employment, accessibility to goods and services, reasonable accommodations, and effective 
communications. 

 
55. INTERESTED PARTIES DISCLOSURE 

 
As a condition to entering the Contract, the Business Entity constituting the Offeror must provide the following 
disclosure of Interested Parties to the City prior to the award of a contract with the City on Form 1295 “Certificate 
of Interested Parties” as prescribed by the Texas Ethics Commission for any contract award requiring council 
authorization. The Certificate of Interested Parties Form must be completed on the Texas Ethics Commission 
website, printed, and signed by the authorized agent of the Business Entity with acknowledgment that disclosure 
is made under oath and under penalty of perjury. The City will submit the “Certificate of Interested Parties” to the 
Texas Ethics Commission within 30 days of receipt from the successful Offeror.  The Offeror is reminded that the 
provisions of Local Government Code 176, regarding conflicts of interest between the bidders and local officials 
remains in place. Link to Texas Ethics Commission Form 1295 process and procedures below:  
 
https://www.ethics.state.tx.us/whatsnew/elf_info_form1295.htm 
 
 
 

56. BUY AMERICAN ACT-SUPPLIES (Applicable to certain Federally funded requirements) 
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A. Definitions. As used in this paragraph – 
 
i. "Component" means an article, material, or supply incorporated directly into an end product.  
 
ii. "Cost of components" means - 

 
(1)  For components purchased by the Contractor, the acquisition cost, including transportation costs 

to the place of incorporation into the end product (whether or not such costs are paid to a domestic 
firm), and any applicable duty (whether or not a duty-free entry certificate is issued); or  

 
(2) For components manufactured by the Contractor, all costs associated with the manufacture of the 

component, including transportation costs as described in paragraph (1) of this definition, plus 
allocable overhead costs, but excluding profit. Cost of components does not include any costs 
associated with the manufacture of the end product.  

 
iii. "Domestic end product" means-  
 

(1)  An unmanufactured end product mined or produced in the United States; or  
 
(2) An end product manufactured in the United States, if the cost of its components mined, produced, 

or manufactured in the United States exceeds 50 percent of the cost of all its components. 
Components of foreign origin of the same class or kind as those that the agency determines are 
not mined, produced, or manufactured in sufficient and reasonably available commercial quantities 
of a satisfactory quality are treated as domestic. Scrap generated, collected, and prepared for 
processing in the United States is considered domestic.  

 
iv. "End product" means those articles, materials, and supplies to be acquired under the contract for public 

use.  
 
v. "Foreign end product" means an end product other than a domestic end product.  

 
vi. "United States" means the 50 States, the District of Columbia, and outlying areas.  

 
B. The Buy American Act (41 U.S.C. 10a - 10d) provides a preference for domestic end products for supplies 

acquired for use in the United States. 
  
C. The City does not maintain a list of foreign articles that will be treated as domestic for this Contract; but will 

consider for approval foreign articles as domestic for this product if the articles are on a list approved by another 
Governmental Agency. The Offeror shall submit documentation with their Offer demonstrating that the article is 
on an approved Governmental list.   

 
D. The Contractor shall deliver only domestic end products except to the extent that it specified delivery of foreign 

end products in the provision of the Solicitation entitled "Buy American Act Certificate". 



201 S. Lakeline Blvd. Ste 503 
CedarPar~Texas78613 

July 7, 2017 

Ms. Rodriquez, 

Below is the information you requested. Please review and let me know if you have any questions or 
need further information. 

Work Flow 
Bullchase will conduct the services ref lected below. We take great pride in our excellent customer 
service which includes responding to bid I quote requests, placing orders, and responding to and 
handling all other customer service requests both prior to and after order placement. Bullchase has an 
online procurement system which can be customized to meet specific customer needs. Invoicing is 
handled by Bullchase and can be customized to meet the customer's needs. Order fulfillment (delivery) 
will be provided by Grainger. 

Bullchase Grainger 

Customer Service X 

Ordering System X 

Order Placement X 

Order Fulfillment X 

Invoicing X 

Service after the sale X 

What would occur if Bullchase defaulted? 
Bullchase has been in existence for over 9 years with an excellent track record and extensive knowledge 
and experience in government procurement. We have been a member ofthe Grainger DA program 
since 2007. During that time we have grown our business from inception to over $12 million per year. 
As a Grainger DA member, we purchase products from Grainger under contract and resell those 
products to our government customers. Since we take ownership at the time an order is placed, there 
would be no default that would occur between Bullchase and the City of Austin . We are aligned to 
multiple government contracts such as NJPA, TXMAS, E&l, BuyBoard, etc. and have an outstanding 
performance record. We do business with several government entities and would be happy to provide 
you with references that we have been servicing for many years, who can attest to our outstanding 
service. 

Effective Dates and terms of contract 
• Estimated effective date 7/15/17 
• Runs through Grainger contract period 

(Through 10/21/18 with 1 year extension to 10/21/19) 
• $50K per year, $lOOk 

Rodriquezcr
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Exhibit G-Workflow Statement
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July 7, 2017 
Bullchase, Inc. 

Insurance 
Certificate of insurance previously provided. 

Certification 
SMBR certification- please see attached. 
Other certifications- please see attached. 

Contact Person 
Marianne Galea 
888-558-2855 ext 1001 (phone) 
512-750-5786 (cell) 
marianne@bullchase.com 

Sincerely, 

~~~ 
Marianne Galea 
President 




