Christine Dorantes
From:
Sent:
To:
Subject:

McGuire, James <James.McGuire@dupageco.org>
Wednesday, August 8, 2018 2:55 PM
Christine Dorantes; McAvoy, Joan
RE: Kimball OMB contract - Response needed Wednesday, August 8th

Christine,
The attached terms can be added to the County of DuPage Kimball agreement.
Thanks,
Jim McGuire
Procurement Officer
DuPage County
630‐407‐6183
From: Christine Dorantes <christine.dorantes@nationalipa.org>
Sent: Wednesday, August 08, 2018 2:32 PM
To: McAvoy, Joan <Joan.McAvoy@dupageco.org>; McGuire, James <James.McGuire@dupageco.org>
Subject: FW: Kimball OMB contract ‐ Response needed Wednesday, August 8th
Importance: High
Hello Joan and Jim.
Kimball has an urgent request. They have an agency that wants to utilize federal grant funds to purchase off the County
of DuPage Kimball agreement.
Attached you will find the federal forms (completed by Kimball) to suffice. On Kimball’s behalf, I am requesting to add
the forms to the contract. By allowing the forms to be added to the contract the agency will meet the requirement of
the grant.
National IPA has begun to include the forms in solicitations, but for this contract the forms would need to be
grandfathered in.
I respectfully request to add the forms on Kimball’s behalf. I would be happy to discuss.
One more thing, Kimball is requesting a quick turn around on the request.
Christine Dorantes, CPPB, CPCP
Contract Manager – Public Sector
National IPA
615-431-8182 Office

www.nationalipa.org
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NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY
FEDERAL FUNDS CERTIFICATIONS

FEDERAL CERTIFICATIONS

ADDENDUM FOR AGREEMENT FUNDED BY U.S. FEDERAL GRANT
TO WHOM IT MAY CONCERN:
Participating Agencies may elect to use federal funds to purchase under the Master Agreement.
The following certifications and provisions may be required and apply when a Participating Agency expends federal funds for any
purchase resulting from this procurement process. Pursuant to 2 C.F.R. § 200.326, all contracts, including small purchases,
awarded by the Participating Agency and the Participating Agency’s subcontractors shall contain the procurement provisions of
Appendix II to Part 200, as applicable.
APPENDIX II TO 2 CFR PART 200
(A) Contracts for more than the simplified acquisition threshold currently set at $150,000, which is the inflation adjusted
amount determined by the Civilian Agency Acquisition Council and the Defense Acquisition Regulations Council (Councils)
as authorized by 41 U.S.C. 1908, must address administrative, contractual, or legal remedies in instances where
contractors violate or breach contract terms, and provide for such sanctions and penalties as appropriate.
Pursuant to Federal Rule (A) above, when a Participating Agency expends federal funds, the Participating Agency reserves all rights
and privileges under the applicable laws and regulations with respect to this procurement in the event of breach of contract by either
party.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

(B) Termination for cause and for convenience by the grantee or subgrantee including the manner by which it will be
effected and the basis for settlement. (All contracts in excess of $10,000)
Pursuant to Federal Rule (B) above, when a Participating Agency expends federal funds, the Participating Agency reserves the right
to immediately terminate any agreement in excess of $10,000 resulting from this procurement process in the event of a breach or
default of the agreement by Offeror in the event Offeror fails to: (1) meet schedules, deadlines, and/or delivery dates within the time
specified in the procurement solicitation, contract, and/or a purchase order; (2) make any payments owed; or (3) otherwise perform
in accordance with the contract and/or the procurement solicitation. Participating Agency also reserves the right to terminate the
contract immediately, with written notice to offeror, for convenience, if Participating Agency believes, in its sole discretion that it is
in the best interest of Participating Agency to do so. Offeror will be compensated for work performed and accepted and goods
accepted by Participating Agency as of the termination date if the contract is terminated for convenience of Participating Agency. Any
award under this procurement process is not exclusive and Participating Agency
reserves the right to purchase goods and services from other offerors when it is in Participating Agency’s best interest.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

(C) Equal Employment Opportunity. Except as otherwise provided under 41 CFR Part 60, all contracts that meet the
definition of “federally assisted construction contract” in 41 CFR Part 60-1.3 must include the equal opportunity clause
provided under 41 CFR 60-1.4(b), in accordance with Executive Order 11246, “Equal Employment Opportunity” (30 CFR
12319, 12935, 3 CFR Part, 1964-1965 Comp., p. 339), as amended by Executive Order 11375, “Amending Executive Order
11246 Relating to Equal Employment Opportunity,” and implementing regulations at 41 CFR part 60, “Office of Federal
Contract Compliance Programs, Equal Employment Opportunity, Department of Labor.”
Pursuant to Federal Rule (C) above, when a Participating Agency expends federal funds on any federally assisted construction
contract, the equal opportunity clause is incorporated by reference herein.
Does offeror agree to abide by the above? YES

SPF

Initials of Authorized Representative of offeror

(D) Davis-Bacon Act, as amended (40 U.S.C. 3141-3148). When required by Federal program legislation, all prime
construction contracts in excess of $2,000 awarded by non-Federal entities must include a provision for compliance
with the Davis-Bacon Act (40 U.S.C. 3141-3144, and 3146-3148) as supplemented by Department of Labor regulations (29
CFR Part 5, “Labor Standards Provisions Applicable to Contracts Covering Federally Financed and Assisted
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NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY EXHIBITS
EXHIBIT F- FEDERAL FUNDS CERTIFICATIONS
Construction”). In accordance with the statute, contractors must be required to pay wages to laborers and mechanics at
a rate not less than the prevailing wages specified in a wage determination made by the Secretary of Labor. In
addition, contractors must be required to pay wages not less than once a week. The non-Federal entity must place a copy
of the current prevailing wage determination issued by the Department of Labor in each solicitation. The decision to award
a contract or subcontract must be conditioned upon the acceptance of the wage determination. The non - Federal entity
must report all suspected or reported violations to the Federal awarding agency. The contracts must also include a
provision for compliance with the Copeland “Anti-Kickback” Act (40 U.S.C. 3145), as supplemented by Department of
Labor regulations (29 CFR Part 3, “Contractors and Subcontractors on Public Building or Public Work Financed in Whole
or in Part by Loans or Grants from the United States”). The Act provides that each contractor or subrecipient must be
prohibited from inducing, by any means, any person employed in the construction, completion, or repair of public work, to
give up any part of the compensation to which he or she is otherwise entitled. The non -Federal entity must report all
suspected or reported violations to the Federal awarding agency.
Pursuant to Federal Rule (D) above, when a Participating Agency expends federal funds during the term of an award for all
contracts and subgrants for construction or repair, offeror will be in compliance with all applicable Davis-Bacon Act provisions.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

(E) Contract Work Hours and Safety Standards Act (40 U.S.C. 3701-3708). Where applicable, all contracts awarded by the
non-Federal entity in excess of $100,000 that involve the employment of mechanics or laborers must include a provision
for compliance with 40 U.S.C. 3702 and 3704, as supplemented by Department of Labor regulations (29 CFR Part 5). Under
40 U.S.C. 3702 of the Act, each contractor must be required to compute the wages of every mechanic and laborer on the
basis of a standard work week of 40 hours. Work in excess of the standard work week is permissible provided that the
worker is compensated at a rate of not less than one and a half times the basic rate of pay for all hours worked in
excess of 40 hours in the work week. The requirements of 40 U.S.C. 3704 are applicable to construction work and
provide that no laborer or mechanic must be required to work in surroundings or under working conditions which are
unsanitary, hazardous or dangerous. These requirements do not apply to the purchases of supplies or materials or articles
ordinarily available on the open market, or contracts for transportation or transmission of intelligence.
Pursuant to Federal Rule (E) above, when a Participating Agency expends federal funds, offeror certifies that offeror will be in
compliance with all applicable provisions of the Contract Work Hours and Safety Standards Act during the term of an award for all
contracts by Participating Agency resulting from this procurement process.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

(F) Rights to Inventions Made Under a Contract or Agreement. If the Federal award meets the definition of “funding
agreement” under 37 CFR §401.2 (a) and the recipient or subrecipient wishes to enter into a contract with a small
business firm or nonprofit organization regarding the substitution of parties, assignment or performance of experimental,
developmental, or research work under that “funding agreement,” the recipient or subrecipient must comply with the
requirements of 37 CFR Part 401, “Rights to Inventions Made by Nonprofit Organizations and Small Business Firms Under
Government Grants, Contracts and Cooperative Agreements,” and any implementing regulations issued by the awarding
agency.
Pursuant to Federal Rule (F) above, when federal funds are expended by Participating Agency, the offeror certifies that during the
term of an award for all contracts by Participating Agency resulting from this procurement process, the offeror agrees to comply with
all applicable requirements as referenced in Federal Rule (F) above.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

(G) Clean Air Act (42 U.S.C. 7401-7671q.) and the Federal Water Pollution Control Act (33 U.S.C. 1251-1387), as amended—
Contracts and subgrants of amounts in excess of $150,000 must contain a provision that requires the non - Federal award
to agree to comply with all applicable standards, orders or regulations issued pursuant to the Clean Air Act (42 U.S.C. 74017671q) and the Federal Water Pollution Control Act as amended (33 U.S.C. 1251- 1387). Violations must be reported to the
Federal awarding agency and the Regional Office of the Environmental Protection Agency (EPA).
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Pursuant to Federal Rule (G) above, when federal funds are expended by Participating Agency, the offeror certifies that during the
term of an award for all contracts by Participating Agency member resulting from this procurement process, the offeror agrees
to comply with all applicable requirements as referenced in Federal Rule (G) above.

SPF

Does offeror agree? YES

Initials of Authorized Representative of offeror

(H) Debarment and Suspension (Executive Orders 12549 and 12689)—A contract award (see 2 CFR 180.220) must not be
made to parties listed on the government wide exclusions in the System for Award Management (SAM), in accordance with
the OMB guidelines at 2 CFR 180 that implement Executive Orders 12549 (3 CFR part 1986 Comp., p. 189) and 12689 (3
CFR part 1989 Comp., p. 235), “Debarment and Suspension.” SAM Exclusions contains the names of parties debarred,
suspended, or otherwise excluded by agencies, as well as parties declared ineligible under statutory or regulatory authority
other than Executive Order 12549.
Pursuant to Federal Rule (H) above, when federal funds are expended by Participating Agency, the offeror certifies that during the
term of an award for all contracts by Participating Agency resulting from this procurement process, the offeror certifies that neither
it nor its principals is presently debarred, suspended, proposed for debarment, declared ineligible, or voluntarily excluded from
participation by any federal department or agency.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

(I) Byrd Anti-Lobbying Amendment (31 U.S.C. 1352)—Contractors that apply or bid for an award exceeding $100,000
must file the required certification. Each tier certifies to the tier above that it will not and has not used Federal appropriated
funds to pay any person or organization for influencing or attempting to influence an officer or employee of any agency, a
member of Congress, officer or employee of Congress, or an employee of a member of Congress in connection with
obtaining any Federal contract, grant or any other award covered by 31 U.S.C. 1352. Each tier must also disclose any
lobbying with non-Federal funds that takes place in connection with obtaining any Federal award. Such disclosures are
forwarded from tier to tier up to the non-Federal award.
Pursuant to Federal Rule (I) above, when federal funds are expended by Participating Agency, the offeror certifies that during the
term and after the awarded term of an award for all contracts by Participating Agency resulting from this procurement process, the
offeror certifies that it is in compliance with all applicable provisions of the Byrd Anti-Lobbying Amendment (31 U.S.C. 1352). The
undersigned further certifies that:
(1) No Federal appropriated funds have been paid or will be paid for on behalf of the undersigned, to any person for influencing or
attempting to influence an officer or employee of any agency, a Member of Congress, an officer or employee of congress, or an
employee of a Member of Congress in connection with the awarding of a Federal contract, the making of a Federal grant, the making
of a Federal loan, the entering into a cooperative agreement, and the extension, continuation, renewal, amendment, or modification
of a Federal contract, grant, loan, or cooperative agreement.
(2) If any funds other than Federal appropriated funds have been paid or will be paid to any person for influencing or
attempting to influence an officer or employee of any agency, a Member of Congress, an officer or employee of congress, or an
employee of a Member of Congress in connection with this Federal grant or cooperative agreement, the undersigned shall complete
and submit Standard Form-LLL, “Disclosure Form to Report Lobbying”, in accordance with its instructions.
(3) The undersigned shall require that the language of this certification be included in the award documents for all covered subawards exceeding $100,000 in Federal funds at all appropriate tiers and that all subrecipients shall certify and disclose accordingly.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

RECORD RETENTION REQUIREMENTS FOR CONTRACTS INVOLVING FEDERAL FUNDS
When federal funds are expended by Participating Agency for any contract resulting from this procurement process, offeror certifies
that it will comply with the record retention requirements detailed in 2 CFR § 200.333. The offeror further certifies that offeror will
retain all records as required by 2 CFR § 200.333 for a period of three years after grantees or subgrantees submit final
expenditure reports or quarterly or annual financial reports, as applicable, and all other pending matters are closed.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror
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CERTIFICATION OF COMPLIANCE WITH THE ENERGY POLICY AND CONSERVATION ACT
When Participating Agency expends federal funds for any contract resulting from this procurement process, offeror certifies that it
will comply with the mandatory standards and policies relating to energy efficiency which are contained in the state energy
conservation plan issued in compliance with the Energy Policy and Conservation Act (42 U.S.C. 6321 et seq.; 49 C.F.R. Part 18).
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

CERTIFICATION OF COMPLIANCE WITH BUY AMERICA PROVISIONS
To the extent purchases are made with Federal Highway Administration, Federal Railroad Administration, or Federal Transit
Administration funds, offeror certifies that its products comply with all applicable provisions of the Buy America Act and agrees to
provide such certification or applicable waiver with respect to specific products to any Participating Agency upon request.
Purchases made in accordance with the Buy America Act must still follow the applicable procurement rules calling for free and
open competition.
Does offeror agree? YES SPF Certified on individual project basis
Initials of Authorized Representative of offeror
depending on product mix selected.
PROCUREMENT OF RECOVERED MATERIALS REQUIREMENTS FOR – 2 C.F.R. §200.322
Participating Agency and its contractors must comply with section 6002 of the Solid Waste Disposal Act, as amended by the Resource
Conservation and Recovery Act. The requirements of Section 6002 include procuring only items designated in guidelines of the
Environmental Protection Agency (EPA) at 40 CFR part 247 that contain the highest percentage of recovered materials practicable,
consistent with maintaining a satisfactory level of competition, where the purchase price of the item exceeds $10,000 or the value of
the quantity acquired during the preceding fiscal year exceeded $10,000; procuring solid waste management services in a manner
that maximizes energy and resource recovery; and establishing an affirmative procurement program for procurement of recovered
materials identified in the EPA guidelines..
Does Vendor agree? YES SPF

Initials of Authorized Representative of Vendor

CERTIFICATION OF ACCESS TO RECORDS – 2 C.F.R. § 200.336
Offeror agrees that the Inspector General of the Agency or any of their duly authorized representatives shall have access to any
books, documents, papers and records of offeror that are directly pertinent to offeror’s discharge of its obligations under the Contract
for the purpose of making audits, examinations, excerpts, and transcriptions. The right also includes timely and reasonable access
to offeror’s personnel for the purpose of interview and discussion relating to such documents.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

CERTIFICATION OF APPLICABILITY TO SUBCONTRACTORS
Offeror agrees that all contracts it awards pursuant to the Contract shall be bound by the foregoing terms and conditions.
Does offeror agree? YES

SPF

Initials of Authorized Representative of offeror

Offeror agrees to comply with all federal, state, and local laws, rules, regulations and ordinances, as applicable. It is
further acknowledged that offeror certifies compliance with all provisions, laws, acts, regulations, etc. as specifically
noted above.

Kimball International, Inc.
Offeror’s Name: ____________________________________________________________________________________________
1600 Royal Street, Jasper IN 47549-1022
Address, City, State, and Zip Code: _____________________________________________________________________________
812-481-6174
Phone Number:___________________________________
Fax Number: ______________________________________
800-647-2010
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Shane P. Flynn, Federal Government Contract Manager
Printed Name and Title of Authorized Representative:______________________________________________________________________
shane.flynn@kimball.com
Email Address: ____________________________________________________________________________________________
Signature of Authorized Representative: ____________________________Date: _________________________________
08/08/2018
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From:
To:
Subject:
Date:

McAvoy, Joan
Tonja Blackgrove
RE: Amendment request to agreement #P15-150-DT
Tuesday, September 27, 2016 4:35:32 PM

Hi Tonja:
I apologize for not getting back to you sooner.
The amendment is acceptable.
Thank you.
Best Regards,

Joan McAvoy
Buyer II
Procurement Services Division
DuPage County Finance
421 N. County Farm Road
Wheaton, IL 60187
Office: 630-407-6181
Fax: 630-407-6201
joan.mcavoy@dupageco.org

From: Tonja Blackgrove [mailto:Tonja.Blackgrove@kimball.com]
Sent: Friday, September 23, 2016 3:58 PM
To: McAvoy, Joan <Joan.McAvoy@dupageco.org>
Cc: Rhonda Hammack <Rhonda.Hammack@kimball.com>; christine.dorantes@nationalipa.org;
Shane Flynn <Shane.Flynn@kimball.com>
Subject: RE: Amendment request to agreement #P15-150-DT
Joan,
I am just following up to see what the status is on our request for amendment to our contract.

Sincerely,
Tonja L. Blackgrove
State Contract Specialist

Tonja L Blackgrove
State Contract Specialist
P 812.482.8573 | M 812.630.6338 | tonja.blackgrove@Kimball.com
®
Kimball Office | 1600 Royal Street | Jasper, IN, 47549-1022

From: Tonja Blackgrove
Sent: Thursday, August 11, 2016 9:06 AM
To: 'joan.mcavoy@dupageco.org' <joan.mcavoy@dupageco.org>
Cc: Rhonda Hammack <Rhonda.Hammack@kimball.com>; 'christine.dorantes@nationalipa.org'
<christine.dorantes@nationalipa.org>; Shane Flynn <Shane.Flynn@kimball.com>
Subject: Amendment request to agreement #P15-150-DT
Joan,
Kimball Office would like to request an amendment to our agreement #P15-150-DT with the County
of DuPage, IL and National IPA. We discovered some conflicting language within the contract in
regards to Prevailing Wage and Union Wages. The amendment request attached will help to correct
this to where we are compliant with the labor laws throughout the country.
Please let me know if you have any questions.
Sincerely,
Tonja L. Blackgrove
State Contract Specialist

Tonja L Blackgrove
State Contract Specialist
P 812.482.8573 | M 812.630.6338 | tonja.blackgrove@Kimball.com
®
Kimball Office | 1600 Royal Street | Jasper, IN, 47549-1022

Important Legal Notice:
Though intended solely for the use of the addressee or addressees named above, this electronic
correspondence and any subsequent correspondence to or from the above-named sender may be
subject to public inspection and copying as public record of DuPage County under the provisions of the
Illinois Freedom of Information Act. If you are not the intended recipient, or a person responsible for
delivering it thereto, and have received this correspondence in error, please notify the sender
immediately. To the extent permitted by law, the information contained in this electronic communication is
confidential and may be legally privileged communication. For that reason, if you are not the intended
recipient, your disclosure, copying, forwarding, or other dissemination of the contents of this
correspondence or any action taken or omitted in reliance on its contents is unauthorized and may be
unlawful. Thank you.

Discounts are from List Price.
Tiers are based on List Product Value of each order.
$1-$99,999
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Seating

56
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Negotiable

Seating/Tables
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Negotiable

Desking
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Powered Tables
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Multi-Purpose Tables
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Folding Tables
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Negotiable

Filing/Storage
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Resident Hall Furniture
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Negotiable

Negotiable

Negotiable

Negotiable
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Discounts are from List Price.
Tiers are based on List Product Value of each order.
$1-$99,999

Products

$100,000-$249,999

$250,000-$499,999

Loading
Dock

Delivered
&Installed

Loading
Dock

Delivered
&Installed

Loading
Dock

Delivered
&Installed

Healthcare

56

53

58

56

Negotiable

Negotiable

Interior Solutions

56

53

58

56

Negotiable

Negotiable

Moveable Wall Systems

66

63

Negotiable

Negotiable

Negotiable

Negotiable

n/a

n/a

Green or Sustainable
Furniture Products
Refurbished Products &
Services

***Included within Standard Kimball Office Product Offering

n/a

n/a

n/a

n/a

Installation & Delivery Service: The Service option discounts include "standard" services only, subject
to conditions listed below. The discounts are "not to exceed" percentages that may be lower as quoted
by the servicing dealer dependent upon specific project conditions. Additonal charges and services
Standard Services are Subject to the Following Conditions:
1. Installation will be performed during normal weekday hours
2. Adequate facilities for delivery, unloading, moving and staging/storing the product during the installation proces
3. Service work shall not be hindered by other trades
4. Electric, heat and elevator service will be furnished without charge
5. The immediate area shall be complete and free of debris including carpet/flooring installation before delievery
6. Any work requiring a licensed electrician is the responsibilty of the agency
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Addtional Charges

Additonal Charges May Apply for
*If there are other conditions that would cause additional charges to be applied please list and define how these will be
charged for. Service percentages should be expressed as an additional percent of the total product list value

Service

Percent or Per Labor Hour Additional Charge
All Areas

Inside Delivery-Upper Levels Non-Seating
Negotiable on a per project basis
Inside Delivery-Upper Levels Seating
Negotiable on a per project basis
Union & Prevailing Wage Non Seating
Negotiable on a per project basis
Union & Prevailing Wage Seating
Negotiable on a per project basis
Major Metro Market and Upper Floor Installation
Negotiable on a per project basis
Installation outside of a ___mile range of a the servicing
dealer
Freight Charges for shipments outside the Continental
United States

Negotiable on a per project basis

Negotiable from Port of Exit

National IPA Enduser Price Matrix_2016-09.xlsx
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Supplemental Services

Supplemental Services
*If there are other supplemental services that the propser may want to offer, please list and detail
the charge per labor hour for the service.

Service
Project Management Services

$62.00 - $125.00 per hour

Furniture Project Management

$62.00 - $125.00 per hour

Furniture Project Coordination

$62.00 - $125.00 per hour

Reconfiguration Services

Negotiated on a per project basis

Design (outside of standard services )
Strategic Planning Services

$65.00 per hour
Negotiated on a per project basis

Occupancy Planning Services

Negotiated on a per project basis

Occupancy Planner

Negotiated on a per project basis

CAD Drafter

Negotiated on a per project basis

Build Out Project Management Services
Fixtures, Furniture and Equipment Management Services
Fixtures, Furniture and Equipment Storage Services
Workplace Management Solutions
Leasing

Per Labor Hour Charge

Negotiated on a per project basis
Negotiated on a per project basis
Negotiated on a per project basis
$175.00 per hour or
a daily rate of $1300.00 plus travel expenses
Rates vary based on size, term of lease, and
current lending market conditions.
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COUNTY OF DUPAGE
Contract P15-150-DT
for
System Furniture, Free-Standing Furniture, Seating, Filing Systems/Equipment, Interior
Solutions and Related Products and Support Services
with
Kimball Office

Effective: April 1, 2016

The following documents comprise the executed contract between the County of DuPage and
Kimball Office, effective April 1, 2016:

I.

County of DuPage Resolution
(Includes Term and Pricing)

II.

Notice to Award

III.

Supplier’s Response to the RFP
(Includes Scope of Work and National Cooperative language)

Kimball Office

County of DuPage, Illinois
RFP #P15-150-DT

www.kimballoffice.com

1600 Royal Street

800.482.1818

Jasper, IN 47549
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RESTATED BY-LAWS
OF
KIMBALL OFFICE INC.
(effective 7-1-11 – Article X)
ARTICLE X: AUTHORIZED SIGNATURES
Section 1 - Negotiable Instruments: The Chief Executive Officer, the President or
the Treasurer may authorize the use of facsimile signatures for certain types of
accounts maintained by the corporation or with respect to checks or drafts which are
less than a designated amount. The Chief Executive Officer, the President or the
Treasurer also may authorize employees of particular business units of the corporation
to sign or authorize checks, drafts, other negotiable instruments and electronic funds
transfers up to a designated dollar amount if the corporation's Audit and Management
Group (or any successor to such Group) certifies that such business unit meets such
standards regarding internal control as may be specified by the Chief Executive Officer,
the President or the Treasurer. Except as so authorized, all checks, drafts, other
negotiable instruments and electronic funds transfers shall be made in the name of the
corporation and signed or authorized by one officer or employee of the corporation and
countersigned or counter-authorized by a different officer or employee of the
corporation. The Chief Executive Officer, the President and the Treasurer each are
authorized and empowered to designate in writing both officer and non-officer
employees of the corporation who shall be empowered to sign or countersign checks,
drafts, and negotiable instruments for and on behalf of the corporation, and any such
written designation shall have the same force and binding legal effect on the corporation
as a resolution of the Board of Directors so empowering such officer or non-officer
employees. Any such written designation may be revoked at any time by the Chief
Executive Officer, the President or the Treasurer, and, in their absence or unavailability,
any member of the Executive Committee of the Board of Directors may revoke such
written designation.
Section 2 - Contracts and Documents: The Chairman of the Board, the Vice
Chairman of the Board, the Chief Executive Officer or the President may, in the
corporation's name, sign all deeds, leases, contracts or similar documents that may be
authorized by the Board of Directors unless otherwise directed by the Board of Directors
or otherwise provided herein or in the Articles of Incorporation or as otherwise required
by law. The Chairman of the Board, the Chief Executive Officer or the President is
authorized and empowered to designate in writing both officer and non-officer
employees of the corporation who shall be empowered to sign contracts or other
documents for and on behalf of the corporation, and any such written designation shall
have the same force and binding legal effect on the corporation as a resolution of the
Board of Directors so empowering such officer or non-officer employees. Any such
written designation may be revoked at any time by the Chairman of the Board, the Chief
Executive Officer or the President, and, in their absence or unavailability, any member
of the Executive Committee of the Board of Directors may revoke such written
designation.

COUNTY OF DU PAGE, ILLINOIS

COUNTY OF DuPAGE, ILLINOIS
REQUEST FOR PROPOSAL #P15-150-DT
FOR A MASTER AGREEMENT TO PROVIDE
SYSTEMS FURNITURE, FREE-STANDING
FURNITURE, SEATING, FILING SYSTEMS/EQUIPMENT,
INTERIOR SOLUTIONS AND RELATED PRODUCT AND
SUPPORT SERVICES
PRE-PROPOSAL CONFERENCE
SEPTEMBER 29, 2015 AT 11:00 A.M.
DuPage County Administration Center
421 N. County Farm Road, Room 1-500B
Wheaton, IL 60187-3978
PROPOSAL OPENING DATE:
OCTOBER 14, 2015 AT 2:00 P. M.
DuPage County Procurement Division
421 North County Farm Road, Room 3-400
Wheaton, Illinois 60187-3978
(630) 407-6200
Debra J. Thompson, CPPB, Buyer
630-407-6184
dthompson@dupageco.org
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COUNTY OF DU PAGE, ILLINOIS

DuPage County Procurement Services
421 North County Farm Road, Room 3-400
Wheaton, Illinois 60187-3978
Phone: (630) 407-6200

Fax: (630) 407-6201

REQUEST FOR PROPOSAL:
PROPOSAL DESCRIPTION:

P15-150-DT
PROPOSAL ISSUE DATE:
09/11/15
SYSTEMS FURNITURE, FREE-STANDING FURNITURE, SEATING, FILING
SYSTEMS/EQUIPMENT, INTERIOR SOLUTIONS AND RELATED PRODUCT AND
SUPPORT SERVICES
PROPOSAL OPENING DATE:
10/14/15
PROPOSAL OPENING TIME: 2:00 p.m.
SUBMIT 1 ORIGINAL PLUS 4 COPIES
BOND REQUIRED: YES
PROPOSAL RESPONSES MUST BE RECEIVED AND TIME STAMPED NO LATER THAN THE PUBLIC PROPOSAL OPENING DATE
AND TIME (LOCAL TIME) SPECIFIED ABOVE. PROPOSALS WILL BE RECEIVED AT THAT TIME IN THE PROCUREMENT
SERVICES DIVISION. LATE PROPOSALS WILL NOT BE CONSIDERED.
TO ALL PROSPECTIVE PROPOSERS:
You are hereby invited to submit your proposal for the services to be furnished and delivered, shipped F.O.B. delivered, to the address
specified herein.

PRE-PROPOSAL MEETING

A Pre-Proposal Meeting is scheduled for SEPTEMBER 29, 2015 at 11:00 a.m. Local Time, in the DuPage County
Conference Room 1-500B, DuPage County Administration Center, 421 North County Farm Road, Wheaton, IL
60187. This meeting will also have available telephone conferencing for Proposers unable to attend. The conference call must
be arranged by the Proposer 24 hours prior to the scheduled meeting by calling the Buyer, Debby Thompson at 630-407-6184,
no later than September 28, 2015 at 11 :00 a.m. Central Time for the specifics for the Conference Call.
The original proposal and the required number of copies must be received in a sealed envelope that has your name and address in the
upper left corner and the attached label filled in and pasted on the lower left corner.
All proposals are subject to staff analysis. The County of DuPage reserves the right to accept or reject any and all proposals received
and waive any and all technicalities.
Proposals must be delivered and time stamped, prior to the public
proposal opening date and time, to:

DU PAGE COUNTY PROCUREMENT SERVICES DIVISION
421 NORTH COUNTY FARM ROAD, ROOM 3-400
WHEATON, IL 60187-3978

Any communication regarding this invitation between the date of issue and date of award is required to go through the Proposal
Coordinator or the Buyer listed below (or, in the Buyers absence, the Procurement Services Supervisor).
Unauthorized contact with other DuPage County staff or officers is strictly forbidden.
BUYER:

Debby Thompson, CPPB

EMAIL:

dthompson@DuPageCo.org

FULL NAME OF PROPOSER
PROPOSER CONTACT
PERSON
TELEPHONE NUMBER

PHONE:

(630) 407-6184

Kimball Office Inc.
Tonja L. Blackgrove, State Contract Specialist
812-482-8573

FACSIMILE AND/OR E-MAIL TRANSMITTED PROPOSALS WILL NOT BE ACCEPTED

PROPOSAL #P15-150-DT
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Kimball Office

Section 1
PROJECT INFORMATION

www.kimballoffice.com

1600 Royal Street

800.482.1818

Jasper, IN 47549

Section 1

COUNTY OF DU PAGE, ILLINOIS

REVISED PROJECT INFORMATION
BID 15-150-DT
SECTION 1 - PROJECT INFORMATION
PROJECT NAME:

SYSTEMS FURNITURE, FREE-STANDING FURNITURE, SEATING,
FILING SYSTEMS/EQUIPMENT, INTERIOR SOLUTIONS AND RELATED
PRODUCT AND SUPPORT SERVICES

FOR:

County of DuPage, IL is acting as a Principal Procurement Agency, on
behalf of itself and the National Intergovernmental Purchasing Alliance
Company (National IPA), to create a nationwide cooperative contract for
Furniture,
Seating,
Filing
Systems
Furniture,
Free-Standing
Systems/Equipment, Interior Solutions and Related Product and Support
Services that will be available and marketed by National IPA and the
selected supplier to Public Agencies nationwide.

SCHEDULE OF EVENTS
EVENT:

LOCATION:

DATE:

Request For Proposals Posted

www.DemandStar.com

09/11/2015

Advertisement

Daily Herald

09/11/2015

Pre-Proposal Conference

DuPage County Administration Center
421 North County Farm Road, Room 1-500B
Wheaton, IL 60187

09/29/2015

11:00 a.m.

Deadline
for
Inquiries
to
Substitutions, Exceptions and
Questions to Bid Language and
Specifications.

Must
be
submitted
in
dthompson@dupageco.org

10/05/2015

3:00 p.m.

Response to Inquiries

Via E-Mail

10/13/2015

3:00 p.m.

Proposals Due

Procurement Services, Room 3-400

10/28/2015

2:00 p.m.

Evaluation of Proposals

Proposal Evaluation Committee

Parent Committee Approval

DuPage County Finance Committee

12/08/2015

County Board Approval

County Board Room

12/08/2015

National IPA
&
Awarded
Suppliers
meet
regarding
contract implementation

To be scheduled by National IPA

TBD

Anticipated Contract Start Date

Nationwide

04/01/2016

√
X
X
X
X
X
X
X

writing

to:

TIME:

SUBMITTAL CHECKLIST
(PROPOSAL PACKET SHOULD BE RETURNED IN ITS ENTIRETY)
ORIGINAL PROPOSAL
1 HARDCOPY (IN 3-RING BINDER)
FOUR (4) ELECTRONIC (CD) COPIES
ADDENDA NUMBER ACKNOWLEDGED, IF APPLICABLE
REFERENCES
PROPOSAL FORM
PUBLISHED PRICE LISTS CORRESPONDING WITH DISCOUNTS OFFERED

Kimball Office Inc. understands and complies to the information within Section 1 - Project Information.
PROPOSAL #P15-150-DT
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DuPAGE COUNTY PROCUREMENT SERVICES
BID #15-112-DT ADDENDUM #1
DATE: 10/06/15
PHONE: (630) 407-6200
FAX: (630) 407-6201
EMAIL TRANSMITTAL
ADDENDUM #1 - BID #15-150-DT
MASTER AGREEMENT TO PROVIDE
SYSTEMS FURNITURE, FREE-STANDING FURNITURE, SEATING, FILING
SYSTEMS/EQUIPMENT, INTERIOR SOLUTIONS AND RELATED PRODUCT AND SUPPORT SERVICE

To All Prospective Bidders:
This Addendum #1 consists of the following documents which describe changes, modifications, and
information for the above captioned proposal.

Remove:
Page 2 Project Information
Add:
Revised Page 2 Project Information*
The Proposal Opening Date will be extended to 10/28/15 Opening Time 2:00 p.m. in Procurement Services,
Room 3-400. Please attach the new bid label when submitting your bid.

SEALED REQUEST FOR BID
INVITATION #:

15-150-DT

OPENING DATE:

10/28/15

OPENING TIME:

2:00 P.M.
MASTER AGREEMENT TO PROVIDE
SYSTEMS FURNITURE, FREE-STANDING
FURNITURE, SEATING, FILING
SYSTEMS/EQUIPMENT, INTERIOR SOLUTIONS
AND RELATED PRODUCT AND SUPPORT SERVICES

DESCRIPTION:

DATED MATERIAL-DELIVER IMMEDIATELY
Please be sure to acknowledge receipt of this addendum on page 33 (Proposal Form) of the Request For
Proposal document.
Thank you for your attention in this matter.
Sincerely,

Debby Thompson

Debby Thompson, CPPB
DuPage County Buyer
PROPOSAL #P15-150-DT ADDENDUM #1
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DuPAGE COUNTY PROCUREMENT SERVICES
BID #15-150-DT ADDENDUM #2
DATE: 10/16/15
PHONE: (630) 407-6200
FAX: (630) 407-6201
EMAIL TRANSMITTAL
ADDENDUM #2 - BID #15-150-DT
MASTER AGREEMENT TO PROVIDE
SYSTEMS FURNITURE, FREE-STANDING FURNITURE, SEATING, FILING
SYSTEMS/EQUIPMENT, INTERIOR SOLUTIONS AND RELATED PRODUCT AND
SUPPORT SERVICE

To All Prospective Bidders:
This Addendum #2 consists of the following document which describes changes, modifications,
and information for the above captioned proposal.
The Proposal Opening Date will be extended to 11/04/15 Opening Time 2:00 p.m. in
Procurement Services, Room 3-400. Please attach the new bid label when submitting your bid.

SEALED REQUEST FOR BID
INVITATION #:

15-150-DT

OPENING DATE:

11/04/15

OPENING TIME:

2:00 P.M.
MASTER AGREEMENT TO PROVIDE
SYSTEMS FURNITURE, FREE-STANDING
FURNITURE, SEATING, FILING
SYSTEMS/EQUIPMENT, INTERIOR SOLUTIONS
AND RELATED PRODUCT AND SUPPORT SERVICES

DESCRIPTION:

DATED MATERIAL-DELIVER IMMEDIATELY
Please be sure to acknowledge receipt of this addendum on page 33 (Proposal Form) of the
Request For Proposal document.
Thank you for your attention in this matter.
Sincerely,

Debby Thompson
Debby Thompson, CPPB
DuPage County Buyer

PROPOSAL #P15-150-DT ADDENDUM #2

DuPAGE COUNTY PROCUREMENT SERVICES
BID #15-150-DT ADDENDUM #3
DATE: 10/20/15
PHONE: (630) 407-6200
FAX: (630) 407-6201
EMAIL TRANSMITTAL
ADDENDUM #3 - BID #15-150-DT
MASTER AGREEMENT TO PROVIDE
SYSTEMS FURNITURE, FREE-STANDING FURNITURE, SEATING, FILING
SYSTEMS/EQUIPMENT, INTERIOR SOLUTIONS AND RELATED PRODUCT AND SUPPORT SERVICE

To All Prospective Bidders:
This Addendum #2 consists of the following documents which describe clarification for
the above captioned proposal.
1. Page 1of 42 - TO ALL PROSPECTIVE PROPOSERS noted clarification. Does
the reference to "shipped F.0.B.delivered" refer to who is liable for the shipment
until it reaches the installation site? We agree to shipment liability until it reaches
the customer installation site. The NI PA member will be invoiced for freight /
dock delivery.
Answer: Yes, Supplier will be responsible for risk of damage or loss of
goods until received by the Participating Agency.
2. Page 7 of 42, Paragraph 9 - F.O.B. Due to the complexity, size, and shipping
requirements of our products and the inability to include a single freight charge
that will cover the Continental United States, we request the authorization to
quote a product discount plus a freight/ dock delivery charge plus installation.
The member will be invoiced for product less the contract discount plus freight /
delivery charge plus installation.
Answer: This is acceptable.
3. Page 11 of 42, Paragraph 24 - TERMINATION, CANCELLATION AND
DAMAGES. The first paragraph reads: "If the County terminates this Contract
because of the Contractor's breach or default, the County shall have the right to
purchase items or services elsewhere and to charge the Contractor with any
additional cost incurred, including but not limited to the cost of cover, incidental
and consequential damages and the cost of re-bidding. The County may offset
these additional costs against any sums otherwise due to the Contractor under
this bid or any unrelated contract."
 The RFP and supplemental terms and conditions do not include definitions for
breach or default.
 The RFP and supplemental terms and conditions do not include provisions for
how such claims can be cured by the Contractor/ Awardee.
 As a result, we cannot agree to undefined and potentially very significant
financial implications.
 We request the deletion of the first paragraph in its entirety.
Answer: Not Acceptable. This applies to the County of DuPage only. Other
Participating Agencies may have similar requirements that the awarded
supplier will have a chance to review and agree to.
PROPOSAL #P15-150-DT ADDENDUM #3
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4. Page 11 of 42, Paragraph 24 - TERMINATION, CANCELLATION AND
DAMAGES. The second paragraph reads: "If the County of Du Page fails to
appropriate funds to enable continued payment of multi-year Contracts the
County may cancel, without termination charges provided Contractor received at
least thirty (30) days prior to written notice of termination."
 Our products are custom, manufactured to order dependent on (i) the end
customer's application needs, (ii) the physical aspects of the installation site
(such as, ceiling height, in-room obstructions such as support columns or beams,
etc.), (iii) the end customer's final sign-off on the drawings and issuance of a
purchase order.
 For the above reason, once production has begun orders cannot be cancelled.
 We require a 60 days notice for the end customer to cancel their purchase order
- this will provide sufficient time to stop the order from being scheduled for
production.
Answer: This is correct for potential orders for the next fiscal year; not
orders already placed.
5. Page 12 of 42, Section 4 - SPECIAL CONDITIONS contains references to the
Department of Energy (DOE), DOE official, DOE Contracting Officer, Page 15
Paragraph D(2) includes requirement s to submit payroll documentation to the
DOE Contracting Officer, etc.
 We request an explanation of the role of DOE in the resultant N IPA contract.
 Without explanation, the opportunity to review, and acceptance, we request
deletion of Section 4 in its entirety.
Answer: SECTION 4 – SPECIAL CONDITIONS, 1) DAVIS BACON
REQUIREMENTS, PAGES 12-21 ENDING WITH: (3) IN THE EVENT….DOE
WITHIN 5 BUSINESS DAYS OF RECEIPT OF A REQUEST FROM DOE;
PLEASE DELETE.
6. Page 22 of 42 - WORKING WITH SECURED AREAS. Provide clarity regarding
the inclusion of Page 22 and 23 for a resultant N IPA contract since the County of
DuPage is acting as a Principal Procurement Agency. Performance will be
outside of DuPage County's geographical region.
 Without explanation, the opportunity to review, and acceptance, we request
deletion of this section in its entirety.
Answer: This applies to the County of DuPage only. Other Participating
Agencies may have similar requirements that the awarded supplier will
have a chance to review and agree to.
7. Page 26 of 42 - Section 6 - SPECIFICATIONS AND SCOPE OF WORK
 Third paragraph, first sentence: Verify that the $75,000 reference should be $75
million.
Answer: The County of DuPage anticipates spending $75,000 over the full
potential Master Agreement term of office furniture. While no minimum
volume is guaranteed to the Supplier, the estimated annual volume of
office furniture purchased under the Master Agreement through National
IPA is approximately $75 million.
 Paragraph 1) OBJECTIVES, Paragraph 8: "Establish a channel partnership to
offer this Master Agreement as the supplier(s) primary offer to Participating
Public Agencies nationally;"
• We have numerous contracts with varying types of entities; therefore, we
request the following be added to this Paragraph: "Contractor will present
PROPOSAL #P15-150-DT ADDENDUM #3
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the NI PA contract as the primary purchasing tool when informed by a
Participating Public Agencies that they are a NI PA Member."
Answer: Submit proposed language changes as part of the response to the
National IPA Exhibit A.
8. Page 27 of 42, Paragraph 5) SERVICE LEVELS, A) Loading Dock. Please verify
that verbiage was not inadvertently excluded from this Paragraph A.
Answer: Replace with “Loading Dock Delivery.” Proposer should define
services provided by the Proposer related to loading dock delivery and
fees associated with those services.
9. Page 30 of 42, Paragraph B. Price Proposal, 2. Product Categories,
subparagraph a. reads "Discounts in provided tier structure, by order size and
service levels; loading dock, inside delivery, and installed."
 See #4 above.
 We are requesting authorization to propose a product price based on tiered
discounts off list price.
 Our distribution network will quote freight/delivery and installation on a per project
basis.
Answer: Proposers are encouraged to provide a response that provides a
simplified pricing solution. Proposers pricing solutions should address
discounts offered, freight/delivery options and installation options.

10. Page 30 of 42, Paragraph B. Price Proposal, 2. Product Categories,
subparagraph e will restrict us from offering greater member discounting on a
unique project that may warrant special pricing.
 We are requesting deletion of the last sentence to provide the option to extend
special pricing to a NI PA member in a very unique situation. If this sentence
remains, NI PA members will not receive special pricing since we will be unable
to offer it on all orders going forward through the contract term.
Answer: The discounts provided in the Price Book shall establish the
manufacturer’s minimum discount or not-to-exceed price offered by the
Proposer to Participating Agencies. The following language is hereby
deleted from this subparagraph “and such lower pricing shall be applied as
a global price reduction under the Contract.”
11. Page 39 of 65 - Required Vendor Ethics Disclosure Statement
 Do we complete this Disclosure Statement based on activities of our Area
Contractor responsible for DuPage County, I L?
• Our go-to-market business model is a national distribution network of
independently owned businesses ("Area Contractors").
• For this national contract - each of these businesses based on their
geographical primary area of responsibility (PAR) will work with the local
NI PA member to meet their needs.
• Area Contractors will quote the member, accept purchase orders, order
product from the manufacturer, and the Area Contractor will invoice the
member.
Answer: For the purposes of responding to the RFP, please ensure the
entity signing as the Proposer completes a Vendor Ethics Disclosure
Statement. Any additional Vendor Ethics Disclosure Statement forms
needed due to authorized dealers or area contractors receiving purchase
orders from the County of DuPage and collecting payment will be collected
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at the time the authorized dealer or area contractor is selected by the
County to provide products and services under the contract. This applies
to the County only. If Participating Agencies have similar requests, they
will work with the awarded supplier to have any similar requirements met.
12. Page 40 of 65 - W-9 Form
 Due to our business model as outlined in #11 above, which entity should be
completing the W-9 since each Area Contractor is responsible for invoicing the NI
PA member. We/ the Contractor will not be invoicing NI PA members.
Answer: For the purposes of responding to the RFP, please ensure the
entity signing as the Proposer completes a W-9 form. Any additional W-9
forms needed due to authorized dealers or area contractors receiving
purchase orders and collecting payment will be collected at the time the
authorized dealer or area contractor is selected to provide products and
services under the contract.
13. We’ve spoken of the flexibility both DuPage Procurement and National IPA will
be affording Contractors submitting a proposal. In particular, we’d like to submit
discount tier structures consistent with our general business practices versus the
provided $1 - $99,999; $100,000-$249,999; $250,000-$499,999 > $500,000
negotiable on a per project basis. Is this acceptable?
Answer: Yes, Proposers should provide pricing tiers that make sense for
their particular line of products and services. Pricing tiers differing from
what is indicated in the Pricing Book need to be clearly stated in the
Proposer’s Price Book response.
14.

In order to best provide a complete and accurate response, we respectfully
request an extension to the proposal due date until October 30, 2015.
Answer: Opening date has been revised to 2:00pm, (Local Time), Oct. 28,
2015. Addendum #2 extends Opening date to 2:00pm, (Local Time),
November 4, 2015.

15.

Regarding the General Conditions item 9, “All goods are to be shipped prepaid,
F.O.B. destination,” we recommend that an exception be made in the case of
orders shipping outside the Continental United States. An example would be
sales to Alaska, Hawaii and U.S. territories.
Furniture items tend to be heavy and bulky. F.O.B destination requires pricing
that covers this expense. Within the Continental United States this is a
manageable situation but outside the Continent, ocean freight can add in excess
of 12% of the product cost. To be clear, this 12% is in addition to the cost of
freight to the port of embarkation which typically runs 9-14% in the case of
Hawaii, (slightly less to Alaska) depending on the weight and cube of the specific
products. This problem manifests as a lack of enthusiasm on the part of vendors
to market products outside the Continent and/or as higher overall prices.
The problem could be solved by requiring F.O.B. Destination “in the Continental
United States.”
Alternately, ocean freight could possibly be handled as an “Additional Charge” if
that would be acceptable to the County.
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This would increase discounts overall and/or increase sales outside the
Continent.
Answer: Submit any applicable additional charges for shipment outside of
the Continental USA in the Proposers Price Book response.
16. Cover page, & Page 8, Section 3, #19: On the Cover page, it says “Bond
Required: Yes”. On page 8, it says to the “awarded contractor”. Please clarify
the bond requirement and when it is applicable.
Answer: There is no need to submit bonding with this proposal response.
However, when applicable and upon request, contractors shall supply
bonding requirements related to a project.

17. Page 27, #2. Term of Contract: This says that the contract will begin April 1,
2014. The bid was put out in 2015. Should this say Begin April 1, 2016 thru
March 31, 2019?
Answer: Terms shall be April 1, 2016 thru March 31, 2019 with two (2)
optional one-year renewal periods provided there is no change in the
terms, conditions, specification, and provided that such renewals are
mutually agreed to by both parties.
18. Page 28, #5d – Design: Please clarify what is deemed to be considered “basic
design services”?
Answer: Proposers have the ability to detail design services offered.
Proposers should identify the services, what is included in each service
and indicate how the Proposer (proposes) to price each service.
19. Page 28, #8a – Submission requirements: Just to clarify, you are asking for (1)
original hardcopy in a three-ring binder and (4) electronic copies correct?
Answer: Yes.
20. Page 2, Section 1 – Listing of type of Furniture and page 27, Section 4E –
Interior Solutions. We are able to provide the product in this category through
our custom product program and dealer network. We do not have a catalog with
such information as it is too broad of a category. Will a statement of available
products and services suffice to meet this requirement?
Answer: Yes, describe the products offered, include any applicable
services and fees.
21. Page 2, Section 1 – Listing of type of Furniture and page 27, Section 4F – Green
Kimball Office promotes sustainability and the use of recycled components within
all their product lines. However, we do not have a specific catalog focused on
those components. Will our Sustainability brochure that outlines our practices
suffice to meet this requirement?
Answer: In addition to the brochure, include a narrative in the Proposer’s
RFP response that addresses sustainability and recycled components.
22. Page 2, Section 1 – Listing of type of Furniture and page 27, Section 4G –
Refurbished Products and Services. As we are a manufacturer, this is something
that our dealer network would provide. Would a statement of available products
and services suffice to meet this requirement?
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Answer: Yes, provide a broad statement that indicates the refurbished
products and services are provided by dealers. If available, include any
applicable services and fees or state if Participating Agencies are to
negotiate pricing for the products and services with dealers.
23. Page 30, Section 7, 1.B.1.g – Is the Pricing Workbook Exhibit J the same
document / file as “P15-150-DT Section 9 Pricebook.xls?
Answer: Yes.
24. Page 31,C.3 & Page 46, 3.1.C: Please clarify the definition of Support Center?
Answer: Support Center may not be applicable for your business model.
However, Proposers should provide locations (headquarters, dealers,
warehouses and distribution center).
25. Page 24-25, Section 5: Insurance Requirements: Please clarify if an umbrella
policy can be used to cover any gap between existing policy limits and contract
requirements.
Answer: This is acceptable.
26. Page 43, Section 1, paragraph: “All transactions, purchase orders, etc., will occur
directly between the Supplier and each Participating Public Agency
individually,…” The past contract, the term “Supplier” was defined as the
contract holder and/or authorized dealers/distributors. With the new master
agreement, is “Supplier” defined the same?
Answer: This section is hereby amended to read:
All transactions, purchase orders, etc. will occur directly between the
Supplier and/or authorized dealers/distributors and each Participating
Public Agency individually . . .
27. National IPA Exceptions / Alternative Language:
Page 7, Section 3, #9: F.O.B.: Kimball Office would like to submit the following
alternative language concerning Freight policy:
“Products are priced and will be delivered C.P.T. one contiguous U.S. destination
(48 continental states), one Canadian destination, or one port of exit, freight
prepaid (Incoterms 2010). Title shall transfer with risk of loss.
Kimball Office reserves the right to select the most appropriate C.P.T. point,
carrier and routing on all shipments. Kimball Office will, however, attempt to
accommodate requests for favored carriers.”
Answer: Not acceptable. Supplier will be responsible for risk of damage or
loss of goods until received by the Participating Agency.
28.

Page 27, Section 4. General Definition /of Products: In order to offer the most
complete offering to the qualified, registered users of National IPA, we request
the following statement be added to this section of the RFP.
“National IPA requires a single prime contractor for each individual RFP
response. Respondents may partner with other National IPA Contracted
manufacturers, dealerships or other businesses in a subcontractor capacity.”
Answer: Proposers may offer responses to the County of DuPage in
accordance with Section 2 – Instructions to Proposers, 7) Proposal
Signatures. The County and National IPA encourage suppliers to submit
responses that provide their most complete offering and, after award, to
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work with any suppliers with contracts available in the National IPA
portfolio to offer a complete solution.
29. Page 46 Section 2, 2.2 Pricing Commitment
Kimball Office proposes to delete the pricing commitment as set forth on page
46, Section 2, 2.2 Pricing Commitment of Exhibit A. In lieu of such pricing
commitment, Kimball Office commits as follows:
“Supplier (Kimball Office) agrees that, considering a Representative Total Usage,
the pricing offered under the Master Agreement is lower than the overall
available pricing for any public sector national or multi-state cooperative or group
purchasing agreement, excluding GSA and federal government sales (“Public
Agency Cooperative”, that enters into a separate written agreement directly with
Supplier, as further provided herein. A Comparable Contract is a written
agreement entered into after the Effective date of the Master Agreement that
contains similar terms and conditions, concerns a Public Agency Cooperative
with the same approximate spending pattern and product mix, and provides for
similar delivery and payment conditions. “Representative Total Usage” shall
mean the total purchase for a consecutive six (6) month period (inclusive of any
fees, rebates, and other charges and discounts and exclusive of any restricted
items) of the top ten (10) National IPA customers utilizing Supplier as their
primary vendor for the products and services offered under the Master
Agreement, as determined by Supplier. If, during the term of this Master
Agreement, National IPA becomes aware that its pricing may be higher than a
Comparable Contract, as set forth above, National IPA may request an
aggregate price comparison analysis of this Master Agreement (using the
Representative Total Usage) against the Comparable Contract.
If such
aggregate price comparison analysis indicates that the Comparable Contract
pricing is more favorable, upon the request of National IPA, Supplier will agree to
renegotiate in good faith the pricing terms of this Master Agreement.”
Answer: Submit proposed language changes as part of the response to the
National IPA Exhibit A.
30. Page. 48-49, Section 3N #i-iv:
Kimball Office Inc. will lead with National IPA, however, to clarify that National
IPA does not expect Supplier to walk away from sales opportunities when the
end user rejects use of National IPA, the following changes are requested. For
avoidance of doubt, National IPA does not expect to be paid an Administrative
Fee on sales for which its’ use is rejected by the end user and it performs no
functions in relation to those sales. Please see the following requested language
addition to section 3.3.N.i-iv:
Kimball Office would like to request the addition of the following language to be
added to the existing statement on page 49, Section 3.3.n.i:
“Respond “to registered and qualified end National IPA end-users" with Master
Agreement pricing (Contract Sales reported to National IPA). “
Kimball Office would like to request the addition of the following language to be
added to the existing language on page 49, Section 3.3.N.iii for clarification
purposes.
"It is considered a refusal if the Public Agency utilizes a bid/RFP/RFQ process or
otherwise chooses not to utilize National IPA. Sales under this section of refusal
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by Public Agency are not considered Contract Sales under National IPA and
Administration Fee is not owed."
Kimball Office would like to request the addition of the following language to be
added to the existing language on page 49, Section 3.3.N.iv for clarification
purposes.
"In the event of an award of the higher, non-National IPA Master Agreement
proposal, sales would not be considered Contract Sales and no Administrative
Fee is owed."
Answer: Submit proposed language changes as part of the response to the
National IPA Exhibit A.
31. Page 24, Section 5 - Insurance Requirements
We currently maintain a $1,000,000 per occurrence for Commercial General
Liability, but do have a $5,000,000 Umbrella Excess limit. Please confirm
Umbrella Excess of $5,000,000 would be acceptable in lieu of the required
$2,000,000 per occurrence of Commercial General Liability.
Answer: This is acceptable.
32. Page 27, Section 2 - Term of Contract
Please confirm the initial term of the contract will be April 1, 2016 through March
31, 2019.
Answer: Reference Question #17
33. Page 30, Section 7.1.B.2.A - Product Categories
Please confirm suppliers will be able to provide additional discounts for varying
product lines within each of the main Product categories on the bid form. For
example, we have multiple seating lines with varying discounts by model/series
(i.e. Model A is 65% off, Model B is 68.2% off). We would like to provide a
discount matrix that lists the varying discounts by model/series within each
product category.
Answer: Proposers are encouraged to propose pricing structures that
make sense for the line of products and services. Pricing structures
should be clearly stated in the Price Book response.
34. Page 30, Section 7.1.B.2.E - Product Categories
Please confirm suppliers will be able to provide additional discounts on a projectby-project basis under the contract for individual projects that are larger in scope.
Please confirm these discounts would not be required to be extended to all end
users of the contract.
Answer: The discounts provided in response to the RFP are the minimum
discounts offered by the manufacturer. Proposers should state in the Price
Book response if deeper discounts may be offered by the manufacturer or
dealer.
Proposers are encouraged to provide competitive minimum
discounts as the discounts are a portion of the response evaluation to
determine contract award.
35. Page 37 - Approval for Background Investigation
Please confirm this page is a sample and is not required to be completed as part
of the bid response.
Answer: This page is a sample, it will be required before you begin work on
an awarded purchased order - if a portion of the work may be performed
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within secured areas - per Page 22 - 4) WORKING WITHIN SECURED
AREAS; and applies to the County of DuPage only. Other Participating
Agencies may have similar requests at the time they access the contract.
36. Page 39 – Required Vendor Ethics Disclosure Statement
Please confirm this form must only be completed for sales to DuPage County
and is not required for sales within other states.
Answer: It is required by the County of DuPage to be submitted with the
RFP response and applies to the County of DuPage only.
Other
Participating Agencies may have similar requests at the time they access
the contract.
37. Page 43 - Exhibit A
If the manufacturer is bidding this contract directly, please confirm orders under
this contract may be issued to either the authorized dealers or directly to the
manufacturer.
Answer: Proposers should propose ordering, delivery and invoicing
procedures in their RFP response.
38. RFP Due Date
In order to best provide a complete and accurate response, we respectfully
request an extension to the proposal due date until October 30, 2015.
Answer: Reference Question #14.
39. Contract Exceptions:
Page 8, Section 11 - Indemnity
INDEMNITY: The Contractor shall, at all times, fully indemnify, hold harmless,
and defend the County and its officers, agents, and employees from and against
any and all claims and demands, actions, causes of action, and cost and fees of
any character whatsoever made by anyone whomsoever on account of or in any
way growing out of the negligent performance of this contract by the Contractor
and its employees, or because of any negligent act or omission, neglect or
misconduct of the Contractor, its employees and agents or its subcontractors
including, but not limited to, any claims that may be made by the employees
themselves for injuries to their person or property or otherwise, and any claims
that may be made by the employees themselves or by the Illinois Department of
Labor for the Contractor’s violation of the Illinois Prevailing Wage Act (820 ILCS
130/1 et seq.).
Answer: Not acceptable.
40. Page 21, Section 3 - Pricing
PRICING: Pricing will be discount off of manufacturer’s identified price list. New
price lists may be submitted in writing for approval at any time annually upon
thirty (30) days written notice along with corresponding support documentation.
Unless Allsteel receives written objection to any price adjustment within thirty
(30) days of the proposed price adjustment, such price adjustment shall be
implemented at the end of the thirty (30) day notice period.
Answer: Supplier is to use most current manufacturer/catalog price list.
Price list and adjustments shall be submitted to the County of DuPage for
approval thirty (30) days prior to implementation.
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41. Page 28, Section 7 - Deliveries
DELIVERIES: Deliveries will be made to DuPage County typically between the
hours of 8:30 am and 4:00 pm on regular business days unless other
arrangements are made, other Participating Public Agencies may have different
hours but will be in the range of 7:00 am to 5:00 pm, Monday through Friday.
Delivery locations will be stated on each purchase order issued.
The supplier(s) will authorize immediate repair or replacement at supplier’s
discretion of any product that has been damaged in transit. Supplier(s)
understand that they are required to adhere to the delivery time they indicate for
products.
Answer: Not acceptable.
42. Page 30, Section 7.1.B.2.E - Product Categories
e.
Special Offers/Promotions: In addition to decreasing prices for the balance
of the Contract term due to a change in market conditions, Contractor may
conduct sales promotions involving price reductions for a specified lessor period.
Contractor may offer Participating Agencies competitive pricing which is lower
that the not-to- exceed price set forth therein at any time during the Contract term
and such lower pricing shall be applied as a global price reduction under the
Contract. However, the global price reduction as specified above shall not apply
to competitive bid pricing scenarios on a project-by-project basis.
Answer: Reference Question #10.
43. Page 45, Section 2.1 - Corporate Commitment
Supplier commits that (1) the Master Agreement has received all necessary
corporate authorizations and support of the Supplier’s executive management,
(2) the Master Agreement will be one of the is Supplier's primary “go to market”
strategyies for Public Agencies, (3) the Master Agreement will be promoted to all
Public Agencies, including any existing customers, and Supplier will transition
existing customers, upon their request, to the Master Agreement, and (4) that the
Supplier has read and agrees to the terms and conditions of the Administration
Agreement with National IPA and will execute such agreement concurrent with
and as a condition of its execution of the Master Agreement with the Principal
Procurement Agency. Supplier will identify an executive corporate sponsor and a
separate national account manager within the RFP response that will be
responsible for the overall management of the Master Agreement.
Answer: Submit proposed language and/or exceptions to the National IPA
Exhibits within proposal response.
44. Page 46, Section 2.2 - Pricing Commitment
Replace the existing language with the following:
Supplier commits that the Master Agreement pricing is its lowest available (net to
buyer) to Public Agencies nationwide for the specified goods or services at the
time the vendor submits their proposal. For the purposes of this definition,
comparisons for the “lowest available (net to buyer)” shall be compared to other
cooperatives, state and local contracts, buying the same product mix, for the
same geographical areas, under the same terms and conditions.
Answer: Submit proposed language and/or exceptions to the National IPA
Exhibits within proposal response.
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45. Page 46, Section 2.3 - Sales Commitment
Supplier commits to aggressively market the Master Agreement as its go to
market strategy in this defined sector and that its sales force will be trained,
engaged and committed to offering the Master Agreement to Public Agencies
through National IPA nationwide. Supplier commits that all Master Agreement
sales will be accurately and timely reported to National IPA in accordance with
the National IPA Administration Agreement. Supplier also commits that its sales
force will be compensated, including sales incentives, for sales to Public
Agencies under the Master Agreement in a consistent or better manner
compared to sales to Public Agencies if the Supplier were not awarded the
Master Agreement.
Answer: Submit proposed language and/or exceptions to the National IPA
Exhibits within proposal response.
46. Page 46-47, Section 3.3 - Marketing and Sales
A.
Provide a detailed ninety-day plan beginning from award date of the
Master Agreement describing the strategy to immediately implement the Master
Agreement as one of your company’s primary go to market strategyies for Public
Agencies to your teams nationwide, to include, but not limited to:
i.

Executive leadership endorsement and sponsorship of the award as one of
the primary the public sector go-to-market strategyies within first 10 days
Answer: Submit proposed language and/or exceptions to the National IPA
Exhibits within proposal response.
47. Page 47, Section 3.3.B - Marketing and Sales
iv.
Commitment to attendance and participation with National IPA at national
(i.e. NIGP Annual Forum, NPI Conference, etc.), regional (i.e. Regional NIGP
Chapter Meetings, etc.) and supplier-specific trade shows, conferences and
meetings throughout the term of the Master Agreement. Except for the NIGP
show, attendance at all other supplier-specific trade shows, conferences, and
meetings as specified shall be at the suppliers’ discretion.
Answer: Submit proposed language and/or exceptions to the National IPA
Exhibits within proposal response.
48. Page 47, Section 3.3 - Marketing and Sales
C.
Describe how your company will transition any existing Public Agency
customers’ accounts to the Master Agreement available nationally through
National IPA. Include a list of current cooperative contracts (regional and
national) your company holds and describe how the Master Agreement will be
positioned among the other cooperative agreements. Our goal is to work with
National IPA to mutually expand our sales within the market. Allsteel will
transition existing public agencies to the National IPA contract upon customer’s
request. Allsteel will forward any new account information gained from the
contract to National IPA.
Answer: Submit proposed language and/or exceptions to the National IPA
Exhibits within proposal response.
49. Page 48, Section 3.3 - Marketing and Sales
E.
Supplier is responsible for proactive direct sales of Supplier’s goods and
services to Public Agencies nationwide and the timely follow up to leads
established by National IPA. All sales materials are to use the National IPA logo.
At a minimum, the Supplier’s sales initiatives should communicate:
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i.

Master Agreement was competitively solicited by a Principal Procurement
Agency
ii. Competitive Best government pricing
iii. No cost to participate
iv. Non-exclusive contract
Answer: Submit proposed language and/or exceptions to the National IPA
Exhibits within proposal response.
50. Page 48-49, Section 3.3 - Marketing and Sales
N.
Even though it is anticipated that many Public Agencies will be able to
utilize the Master Agreement without further formal solicitation, there may be
circumstances where Public Agencies will issue their own solicitations. The
following options are available when responding to a solicitation that is for
Products covered under the Master Agreement.
i.

Respond with Master Agreement pricing (Contract Sales reported to
National IPA).

ii.

If competitive conditions require pricing lower than the standard Master
Agreement pricing, Supplier may respond with lower pricing through the
Master Agreement. If Supplier is awarded the contract, the sales are
reported as Contract Sales to National IPA under the Master Agreement.

iii.

Respond with pricing higher than Master Agreement only iIn the unlikely
event that the Public Agency refuses to utilize Master Agreement or does
not notify Supplier they want to use the Master Agreement, the Supplier
may provide pricing under an alternative agreement.

iv.

If alternative or multiple proposals are permitted, respond with pricing
higher than Master Agreement, and include Master Agreement as the
alternate or additional proposal.

Our goal is to work with National IPA to mutually expand our sales within the
market. Allsteel commits the National IPA contract will be one of our primary goto-market contracts, similar to our TCPN contract.
Answer: Submit proposed language and/or exceptions to the National IPA
Exhibits within proposal response.
51.

Page 52-53, Section 12 - Monthly Reporting & Fees
12. Supplier shall maintain an accounting of all purchases made by Participating
Public Agencies under the Master Agreement. National IPA, or its designee,
in National IPA’s sole discretion, reserves the right to compare Participating
Public Agency records with monthly reports submitted by Supplier for a
period of four (4) years from the date National IPA receives such monthly
report. National IPA may engage a third party to conduct an independent
audit of Supplier’s monthly reports. In the event of such an audit, Supplier
shall provide all materials reasonably requested relating to such audit by
National IPA at the location designated by National IPA. In the event an
underreporting of Contract Sales and a resulting underpayment of
administrative fees is revealed, National IPA will notify the Supplier in writing.
Supplier will have thirty (30) days from the date of such notice to resolve the
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discrepancy to National IPA’s reasonable satisfaction, including payment of
any administrative fees due and owing, together with interest thereon in
accordance with Section 11, and reimbursement of National IPA's costs and
expenses related to such audit.
Answer: Submit proposed language and/or exceptions to the National
IPA Exhibits within proposal response.
52.

EXCEPTIONS REQUESTED:
SECTION 2 - INSTRUCTIONS TO PROPOSERS
Subsection 3 - Exceptions - During the Prebid Meeting on September 29,
2015 we were informed that exceptions to the RFP to be presented on
October 5, 2015 could be limited to the DuPage County part of the RFP
and did not have to address the National IPA items which could be
addressed in the final proposal submission.
Answer: Exceptions relating to the County of DuPage shall be submitted
as the RFP states. Exceptions specific to National IPA shall be submitted
in proposer’s response.

53.
SECTION 2 - INSTRUCTIONS TO PROPOSERS - We have noted that the
Subsection numbers run from 1 through 14 and 20 through 22. Are the missing
Subsection numbers 15 through 19 intentionally omitted or can you provide those
Subsections to us for review if they were inadvertently omitted?
Answer: This is a clerical numeric-reference error. Subsection
numbers should run 1-17.
54. SECTION 3 - GENERAL CONDITIONS
Subsection 9, F.0.B. - Please confirm that the direction provided during
the Prebid meeting on September 29, 2015 allows each bidder to include
freight charges in their response in the most creative and/or efficient
manner possible for the County which may or may not result in all prices
being F.0B. destination.
Answer: Reference Question #1, #2 and #9.
55.

Subsection 17, Patents - Contractor represents and warrants that it has
obtained from its vendors and is authorized by said vendors to, assign or pass
through the following representations and rights from said vendors : that said
vendors agree to defend, indemnify and hold harmless the County and the
end user at vendor's expense from and against any suit, action or proceeding
in which the County, its Officers , agents or employees are made defendants
for actual or alleged infringement of any U.S. or foreign letters patent resulting
from the use or sale of the items purchased from Contractor.
In the event Contractor fails to assign the above representations and
warranties from a vendor, or in the event the assignment of such indemnity
is prohibited by law, Contractor agrees to defend, indemnify and hold
harmless the County from and against any claim set forth in the preceding
paragraph.
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PATENTS: Contractor undertakes and agrees to defend at Contractor's own
expense, all suits, actions, or proceedings in which the County of DuPage, its
Officers, agents or employees are made defendants for actual or alleged
infringement of any U.S. or foreign letters patent resulting from the use or sale of
the items purchased hereunder. Contractor shall inform the County of DuPage
whenever infringement will result from Contractor's adherence to specifications
supplied by the County of DuPage or by an authorized County representative.
Contractor further agrees to pay and discharge any and all judgments or decrees,
which may be rendered in any such suit, action or proceedings against the County
of DuPage, its Officers, agents or employees therein.
Answer: This is acceptable.
56.

Subsection 20, Prevailing Wage - Contractor agrees that it will comply with the
Illinois Prevailing Wage Act (the "Act") to the extent applicable, provided the
County provides written notice to Contractor that a Purchase Order includes
products to be used for the construction of a
"public work" within the meaning of the Act. In the event a Purchase Order is
subject to the Act, Contractor will use best efforts to ensure compliance of its
subcontractors.
Answer: This is unacceptable. The products specified, by their nature,
will come under the Act. Subcontractor compliance is required.

57.

Subsection 24, Termination, Cancellation and Damages
If the County terminates for breach, the County shall have the right to
purchase items or services elsewhere and to charge Contractor with any
additional costs incurred for a period of ninety (90) days. This right shall not
extend to all participating agencies.
In the event of a potential breach of the contract Office Depot requests a
thirty (30) day right to cure period prior to any breach being declared. In the
event that Office Depot provides a successful cure to the County, County
agrees to remove the potential breach.
Office Depot requests that any costs to be paid under this section shall be
the excess amount over the Office Depot contract price. In no event shall
either party be liable for consequential, special, indirect or incidental
damages, including but not limited to any damage resulting from loss of use
or profits arising out of or in connection with any resulting agreement,
whether in an action based on contract, tort (including negligence) or any
other legal theory, even if the party has been advised of the possibility of such
damages.
In the event the County terminates the contract due to lack of appropriation
of funds, the County shall be liable for payment of all goods and services
provided up through the effective date of termination.
Answer: Reference Question #4.

58.

SECTION 4 - SPECIAL CONDITIONS
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Subsection 1, Davis-Bacon Act Requirements -- Office Depot agrees that
it will comply with the Davis Bacon Act to the extent applicable, provided
County provides written notice to Office Depot that a Purchase Order
includes products to be used for a project funded by or assisted in whole
or in party by and through the Federal Government pursuant to ARRA. In
the event a Purchase Order is subject to the Davis-Bacon Act, Office
Depot will use best efforts to ensure compliance of its subcontractors.
Answer: Reference Question #5.
59.

Subsection 1(H), Subawards and Contracts - Office Depot requires all of
its subcontractors to represent and warrant that it will comply with all
applicable federal, state and local laws, rules and regulations.
Office Depot will use best efforts to incorporate the County's provisions in its
subcontracts to the extent required by law.
Answer: Not acceptable. Reference Question #5

60.

Subsection 1(M)(4), Subcontracts -- Office Depot requires all of its
subcontractors to represent and warrant that it will comply with all
applicable federal, state and local laws, rules and regulations. Office Depot
will use best efforts to incorporate the County's provisions in its
subcontracts to the extent required by law.
Answer: Not acceptable. Reference Question #5

61.

Subsection 3, Pricing - Office Depot requests that the word "annually" be
deleted from the 2nd sentence. In the event pricing changes, Office Depot
will submit a new price list to the County for approval. Unless Office Depot
receives written objection to any price adjustment within thirty (30) days of
County's receipt of the proposed price adjustments, such price adjustments
shall be implemented at the end of the thirty
(30) day period.
Answer: Reference #40.
The Office Depot's final pricing response may be based upon
manufacturers' list price, Office Depot system list price, or Office Depot web
price depending on the type of furniture being ordered.
Answer: Proposer shall submit most current price list, indicate in their
response the price list being submitted and how the price list can be
accessed by Participating Agencies.

62.

63.

Subsection 4, Security - Office Depot does not share its employees'
personally identifiable information. However, upon receipt of award , Office
Depot will run background checks as required by the County and will provide
to the County attestations certifying that the background checks on the
employees who will be performing the work have been completed and that
such persons have not been convicted of a violent or serious felony as
defined by the County.
Answer: Not acceptable; Reference Question #35
SECTION 5 - INSURANCE REQUIREMENTS
Office Depot provides the standard ACCORD Certificate of Insurance
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endorsed as required by the County. Please note that Office Depot's
insurance carriers all have at least an A- rating in Best's Guide or the
equivalent.
Answer: Reference Question #25.
64.

SECTION 6 - SPECIFICATIONS AND SCOPE OF WORK
Subsection 2, Term of Contract - Please clarify the dates of the initial term
of the proposed contract as the RFP currently states April 1, 2014 through
March 31, 2017 nearly half of which term has already expired.
Answer: Reference Question #17.

65. Subsection 2, Term of Contract - Office Depot requests the right to
terminate any resulting contract for convenience on ninety (90) days prior
written notice to the County.
Answer: Not Acceptable
66.

Section 7 - DELIVERIES
Office Depot's intention is to fix any defective or nonconforming work issue
quickly, and before being issued a notice to correct. After identification of
any defective or nonconforming work requiring repairs, additional parts, or
replacement of damaged furniture, Office Depot will provide County with a
plan including an estimated time to correct the issue. If our correction plan
does not meet the project schedule needs of the County, Office Depot will
provide loaner furniture to temporarily accommodate the County's functional
needs and move-in dates, as well as removal of any damaged product, until
Office Depot can complete our correction plan.
Answer: SECTION 7 – is EVALUATION CRITERIA AND SUBMITTAL
REQUIREMENTS. Proposers may address this in their Proposal.

67.

QUESTIONS
Schedule of Events Page 2 of 42:
Due to the limited time between the County's schedule for responses
to questions and exceptions of October 6, 2015 and the current due
date for final responses to the RFP in hard copy of October 14, 2015
Office Depot requests that the due date be extended by at least 1
week to permit adequate time to carefully evaluate and meaningfully
respond to any changes caused by the County's answers to
questions and exceptions.
Answer: Reference Question #14.

68.

69.

Section 4 - Special Conditions - Subsection 3) Pricing Page 21 of 42:
Are Proposers required to submit price lists for all manufacturers they
are bidding with their response to this RFP?
Answer: Yes.
NOTE: Office Depot is not commenting on Page 26 of 42, Section 6 PROPOSAL #P15-150-DT ADDENDUM #3
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Specifications and Scope of Work
- Subsection 1 - Objectives - Paragraphs A, B, C, and D at this
time because they apply to the National IPA portion of the response
which we will comment on in our final proposal as we were
instructed during the Prebid meeting on September 29, 2015.
Answer: Exceptions relating to the County of DuPage shall be submitted
as specified in the RFP. Exceptions specific to National IPA shall be
submitted in Proposer’s response.
70.

Prevailing Wage - If installation is a separate line item or billed separately, does
prevailing wage still apply?
Answer: Yes.

71.

Section 6 States: TERM OF CONTRACT: The awarded contract will be for the
three (3) year period beginning April 1, 2014 through March 31, 2017. Our
assumption is this is an error. Can you please advise the actual term of the
agreement?
Answer: Reference Question #17.

72.

Section 6.4 - Does the bidder have to respond to every product category?
Answer: No.

73.

Please confirm the location of Exhibit J as described in Section 7, 1), B., g).
Answer: Reference Question #23.

74.

Background Investigation is a required form; however, there will be subcontractors
involved in the services portion of this proposal that are hereto yet
unidentified. Do we just need to confirm the form has been received and the form
completed as work is performed?
Answer: Reference Question #35

75.

Will a D&B report from the last 6 months be sufficient to provide in response to this
RFP?
Answer: Yes.

No further clarifications will be provided by the County of DuPage and National IPA.

Please be sure to acknowledge receipt of this addendum on page 33 (Proposal Form)
of the Request For Proposal document.
Thank you for your attention in this matter.
Sincerely,

Debby Thompson

Debby Thompson, CPPB
DuPage County Buyer
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Kimball Office

Section 2
INSTRUCTIONS TO
PROPOSERS

www.kimballoffice.com

1600 Royal Street

800.482.1818

Jasper, IN 47549

Section 2

COUNTY OF DU PAGE, ILLINOIS
SECTION 2 - INSTRUCTIONS TO PROPOSERS
1)

ON-LINE NOTIFICATION OF SPECIFICATIONS: This document is available over the Internet at
www.DemandStar.com, as well as from the contact listed in this document. Adobe Acrobat Reader is
required to view electronic documents on-line. If you do not have Adobe Acrobat Reader, you may
download it for free from Adobe at www.adobe.com/products/acrobat/readstep.html.
Businesses without Internet access may contact the Procurement Services Division of the County at
(630) 407-6190 for these documents.
Companies interested in doing business with the County are able to register and maintain their
registration via the Internet at www.DemandStar.com. Registration is not required but if you choose to
register you will receive automatic initial notification from DemandStar of relevant opportunities with the
County of DuPage.
The County is not responsible for errors and omissions occurring in the transmission or downloading of
any specifications from this website. In the event of any discrepancy between information on this
website and the hard copy specifications, the terms of the hard copy specification will control.

2)

ON-LINE PROVIDER DISCLAIMER: DemandStar.com has no affiliation with the County of DuPage
other than as a service that facilitates communication between the County and its vendors.
DemandStar.com is an independent entity and is not an agent or representative of the County.
Communications to DemandStar.com do not constitute communications to the County.

3)

EXCEPTIONS: Exceptions will be considered up to the deadline listed in Project Information.
Exceptions must be fully described, on the Proposer's letterhead and signed; exceptions must reference
the RFP number and the specification, contract term or other portion of the RFP which is being
excepted. If the Proposer wishes to propose terms and conditions or alternative paperwork it must do
so as an exception. In the absence of such statement, the proposal shall be considered as if submitted
in strict compliance with all terms, conditions, and specifications; by its submission, the Proposer agrees
that if selected, it will be bound by same. If the County accepts the proposed exception, notice of that
acceptance will be given to all registered prospective Proposers. No exceptions or changes to contract
terms will be accepted with the proposal.

4)

COMMUNICATIONS: In an effort to create a more competitive and unbiased procurement process,
and to foster compliance with Illinois Criminal Statutes related to public procurement, the County desires
to establish a single point of contact throughout the procurement process. From the issue date of this
proposal, until a Successful Proposer is selected, all requests for clarification or additional information
regarding this RFP, or contacts with the County personnel concerning this RFP or the evaluation
process must be solely to the contact person listed on the cover page of this RFP.
A violation of this provision is cause for the County to reject the Proposer’s proposal. If it is later
discovered that a violation has occurred, the County may reject any proposal or terminate any contract
awarded pursuant to this RFP. No contact regarding this document with other County employees is
permitted.

4)

PRE-PROPOSAL INFORMATION AND QUESTIONS: Each proposal that is timely received will be
evaluated on its merit and completeness of all requested information. In preparing proposals, Proposers
are advised to rely only upon the contents of this RFP and accompanying documents and any written
clarifications or addenda issued by the County. If a Proposer finds a discrepancy, error, or omission in
the proposal package, or requires any written addendum thereto, the Proposer is requested to notify the
Purchasing Contact noted on the cover of this RFP, so that written clarification may be sent to all
prospective Proposers. The County is not responsible for oral representations. All questions must be
submitted in writing to the Purchasing Contact only before the Pre-Proposal Question Deadline
indicated on the front of this document. All answers will be issued in the form of a written addendum.

5)

PRE-PROPOSAL CONFERENCE: The date, time and location of the meeting is indicated on the cover
page of this RFP. All Proposers are strongly encouraged to attend this conference, but attendance
is not mandatory.
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6)

PROPOSAL SUBMISSION: To be considered, the proposal must be prepared in the manner and detail
specified in this proposal.
A. Proposals must be submitted before the date and time indicated as the deadline. It is each
Proposer’s responsibility to insure that the Procurement Services Division receives its proposal prior
to the deadline. This responsibility rests entirely with the Proposer, regardless of delays resulting
from postal handling or for any other reasons. Proposals will be accepted at any time during the
normal course of business only, said hours being 8:00 a.m. to 4:30 p.m. local time, Monday through
Friday, except for legal holidays to:
DuPage County Procurement Services Division
421 North County Farm Road, Room 3-400,
Wheaton, IL 60187
B. Proposals received after the above deadline will not be accepted and will be returned to the
Proposer unopened. The Procurement Services Division’s timestamp shall be the official time.
C. The opening of a proposal does not constitute the County’s acceptance of the Proposer as a
responsive and responsible Proposer.
D. Proposals must be enclosed in a sealed envelope, box, or package, and clearly marked on the
outside with the attached label secured to the lower left-hand corner.
E. Submission of a proposal establishes a conclusive presumption that the Proposer is thoroughly
familiar with the RFP and specifications and terms of the Form of Contract, and the County’s
Procurement Ordinance and that the Proposer understands and agrees to abide by each and all of
the stipulations and requirements contained therein.
F. All prices and notations must be typed or printed in ink. No erasures are permitted. Mistakes may be
crossed out and the person(s) signing the proposal must initial corrections in ink.
G. Proposals sent by facsimile or other electronic means will not be considered.
H. All costs incurred in the preparation and presentations of the proposal, as well as any resulting
contract, are the Proposer’s sole responsibility; no such costs will be reimbursed to any Proposer.
All documentation submitted with the proposal will become the property of the County.
I.

7)

Proposals are subject to public disclosure after award in accordance with state law under the
Freedom of Information Act (FOIA). If you believe your proposal contains information which would
qualify for a statutory exemption, you must mark each section to be withheld; pricing does not
qualify for exemption.

PROPOSAL SIGNATURES: An authorized official must sign the proposal. Each signature represents
binding commitment upon the Proposer to provide the goods and/or services offered to the County if the
Proposer is determined to be the most responsive and responsible Proposer. If the Offeror is a
corporation, the President shall execute the proposal. In the event that the proposal is executed by
other than the President, a certified copy of that section of the corporate bylaws or other authorization
by the corporation, which permits the person to execute the offer for the corporation, shall be submitted.
If the Offeror is a partnership, all partners shall execute the Proposal, unless one partner has been
authorized to sign for the partnership, in which case, evidence of such authority satisfactory to the
Procurement Manager shall be submitted.
If the Offeror is a sole proprietor, the owner shall execute the proposal.
A "Partnership" or "Sole Proprietor" operating under an Assumed Name shall be registered with the
Illinois County in which located, as provided in the Illinois Compiled Statutes, 805/ILCS 405/1 et seq.

8)

CONTRACT AWARD: The County reserves the right to withdraw the RFP, to award to one Proposer, to
any combination of Proposers, by item, group of items, or total proposal. The County may waive
informalities if it is in the County’s interest. The Proposers to whom the award is made will be notified at
the earliest possible date. Tentative acceptance of the proposal, intent to recommend award of a
contract and actual award of the contract will be provided by written notice sent to the Proposer at the
address designated in the proposal. All proposals will be presented as a discount off identified list.
Purchases resulting from the award of this proposal are contingent upon the availability of funds.
Receipt of the Proposer’s proposal by the County does not constitute a binding contract. Issuance of the
Master Agreement will govern the terms of future orders by the County and other Participating Public
Agencies, but does not constitute an order. The County is not liable for performance costs until the
successful Proposer has been given a fully executed purchase order.
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9)

HOLDING OF PROPOSALS: Offeror may withdraw the Proposal at any time prior to the time specified
as the closing time for the receipt of proposals. However, no Offeror shall withdraw or cancel the
Proposal for a period of one hundred twenty (120) calendar days after said closing time for the receipt of
proposals. Unauthorized withdrawal may result in the withdrawing Offeror paying the sum of $1,000.00
as liquidated damages for the County’s cost of review to date or loss in re-solicitation.

10)

REJECTION: The County reserves the right to reject any or all proposals, or to accept or reject any
proposal in part, and to waive any minor informality or irregularity in proposals received, if it is
determined by the Procurement Official or designee that the best interest of the County will be served
by doing so. The County may reject any proposal from any person, firm or corporation in arrears or in
default to the County on any contract, debt, or other obligation, or if the Proposer is debarred by the
County from consideration for a contract award, or if Proposer has committed a violation of the County’s
Procurement Ordinance which resulted in a termination of a contract or other material sanction within
the two (2) years immediately preceding the date of issuance of this document.

11)

PROCUREMENT POLICY: Procurement for the County will be handled in a manner providing fair
opportunity to all businesses. This will be accomplished without abrogation or sacrifice of quality and as
determined to be in the best interest of the County. The Procurement Official has the vested authority
to execute all County contracts, subject to Committee and County Board approval where required.

12)

LAW GOVERNING: The RFP and resulting contract shall be governed by the laws of Illinois. Proposer
agrees to comply with all applicable State and Federal laws.

13)

NO PROPOSAL RESPONSE: Businesses who receive this RFP but who do not submit a proposal are
requested to return a notice stating the reason(s) for not responding. This will insure that they remain
eligible for future solicitations and will assist the County in assessing the fairness of the proposal
process.

14)

DISQUALIFICATION OF RESPONDENTS: Any one or more of the following causes may be
considered sufficient for the disqualification of a Proposer and the rejection of the Proposal:
A.
B.
C.
D.

20)

Evidence of collusion among Proposers.
Lack of competency as revealed by either financial, experience, or equipment statements.
Lack of responsibility as shown by past work.
Uncompleted work under other contracts which, in the judgment of the County, might hinder or
prevent the prompt completion of additional work if awarded.

DISCUSSIONS: Discussions may be conducted with responsible Proposers, in order to clarify and
assure full understanding of, and conformance to, the solicitation requirements. Discussions may be
conducted with Proposers who submit Proposals determined to be reasonably susceptible of being
elected for award, but Responses may be accepted without such discussions.
Proposers shall be accorded fair and equal treatment with respect to any opportunity for discussions
and clarification of Proposals. If during discussions there is a need for any substantial clarification of or
change in the RFP, the RFP shall be amended to incorporate such clarification or change and all
registered Proposers will be notified of the change. The Proposer shall reduce any substantial oral
clarification of its Proposal to writing.

21)

PROPOSER RESPONSIBILITIES: The Proposer must be capable, either as a firm or a team, of
providing all services as described under SECTION 6 – SPECIFICATIONS AND SCOPE OF WORK
and to maintain those capabilities until notification of the fact that their proposal was unsuccessful.
Exclusion of any service for this proposal may serve as cause for rejection. The selected Proposer
must remain capable of providing all services as described under SECTION 6 – SPECIFICATIONS
AND SCOPE OF WORK and must maintain those capabilities until the agreement is successfully
finished. The successful Proposer will be responsible for all Services in this proposal whether they are
provided or performed by the Successful Proposers or their Subcontractor(s). Further, the County will
consider the Successful Proposers to be the sole point of contact with regard to contractual matters.
The Successful Proposers must identify all Subcontractors and the Services they provide. The
Successful Proposers are responsible for all payments and liabilities of all Subcontractor(s).
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The County reserves the right to approve or reject, in writing, any proposed Subcontractor. If the
County rejects any proposed Subcontractor in writing, the Successful Proposer shall be responsible to
assume the proposed Subcontractor’s responsibilities. The Successful Proposer may propose another
Subcontractor if it does not jeopardize the effectiveness or efficiency of the contract. Nothing contained
in the proposal or in the contract shall create or be construed as creating any contractual relationship
between any Subcontractor and the County.
22)

DISCLOSURE OF CONTENTS: All information provided in the proposal shall be held in confidence
and shall not be revealed or discussed with competitors, until after award of the contract except as
provided by law or court decision. All material submitted with the proposal becomes the property of the
County and may be returned only at the County’s option.
Proposers must make no other distribution of their proposals other than authorized by this RFP. A
Proposer who shares cost information contained in its proposal with other County personnel or
competing Proposer’s personnel shall be subject to disqualification.
Proposers shall not be provided any information about other proposals or prices or where the Proposer
stands in relation to others at any time during the evaluation process. Any request for such information
by a Proposer, its subcontractor or an affiliated party may be viewed as a compromise to the evaluation
process and the requesting Proposer may be eliminated from further consideration.

Kimball Office Inc. understands and complies to the information within Section 2 - Instructions to
Proposers.
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Section 3
GENERAL CONDITIONS

www.kimballoffice.com

1600 Royal Street

800.482.1818

Jasper, IN 47549

Section 3

COUNTY OF DU PAGE, ILLINOIS
SECTION 3 - GENERAL CONDITIONS
1)

ADDENDUM AND SUPPLEMENT TO REQUEST FOR PROPOSALS: If it becomes necessary or
advisable to revise any part of this RFP or if additional data is necessary to enable the exact
interpretation of provisions of this RFP, revisions will be provided in the form of an Addendum.
Addendum information is available over the Internet at www.DemandStar.com. Adobe Acrobat
Reader may be required to view this document. We strongly suggest that you check for any addenda a
minimum forty-eight hours (48) in advance of the bid deadline.

2)

APPLICABLE CODES AND ORDINANCES: Contractor hereby certifies that all materials used
conform to all articles and sections of all current applicable National Building Codes and other relevant
construction-related codes. Workmanship and materials shall conform to all local applicable codes and
ordinances.

3)

CHANGES: The County of DuPage reserves the right to make any desired change in the specifications
after the same shall have been put under contract; but the change so made, with the price to be added
or deducted from the contract price, therefore, shall be agreed upon in advance between County of
DuPage and the successful Contractor.
Illinois law requires that changes in excess of $10,000 or extensions greater than thirty (30) days must
comply with the Criminal Code. The Procurement Services Division shall issue to the successful
Contractor a written change order to the original contract; such change orders shall be binding upon
both parties thereto and shall in no way invalidate or make void the terms of the original contract not
modified by such change.

4)

COMMENCEMENT OF WORK: The successful Contractor must not commence any billable work prior
to the County's issuance of a purchase order against the Master Agreement or until any required
documents have been submitted. Work done prior to these circumstances shall be at the Contractor's
risk.

5)

CONFIDENTIAL INFORMATION AND COUNTY PROPERTY:
It is agreed that any and all
specifications, drawings, or data furnished by County of DuPage shall (1) remain the County of
DuPage's sole and exclusive property; (2) be considered and treated by Contractor as County of
DuPage confidential information, and not be copied, reproduced or duplicated in any manner or
disclosed to any person or party, except as is necessary in the performance of this contract and (3) be
returned upon request.

6)

CONTRACTOR PERFORMANCE:
The Instructions, General Conditions, Special Conditions,
Specifications and Scope of Work, and attached exhibits, together with the approved purchase order
shall be incorporated in and become terms of the Contract. All items shall be supplied in strict
accordance with the specifications. The Contractor's performance under the terms of the Contract shall
be to the satisfaction of the County. Failure to comply with any statutory requirements shall be deemed
a performance breach.

7)

DRUG FREE WORKPLACE: The Contractor (whether an individual or company) agrees to provide a
drug free workplace as provided for in 30 ILCS 580/1 et seq.

8)

ENDORSEMENTS: Contractor shall not use the name, seal or images of County of DuPage in any
form of endorsement to any third-party without the County’s written permission.

9)

F.O.B.: All goods are to be shipped prepaid, F.O.B. destination within the Continental United States.
The total price quoted by the Proposer must be the total cost delivered to the location(s) stated.
Shipments sent C.O.D. without County of DuPage's written consent will not be accepted and will at
Contractor's risk and expense, be returned to Contractor. Unauthorized shipments are subject to
rejection and return at Contractor's expense.

10)

FORCE MAJEURE: The County of DuPage shall not hold Contractor liable for an extraordinary
interruption of events, or damage of County property, by a natural cause that cannot be reasonably
foreseen or prevented; i.e., droughts, floods, severe weather phenomena, et cetera.
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11)

INDEMNITY: The Contractor shall, at all times, fully indemnify, hold harmless, and defend the County
and its officers, agents, and employees from and against any and all claims and demands, actions,
causes of action, and cost and fees of any character whatsoever made by anyone whomsoever on
account of or in any way growing out of the performance of this contract by the Contractor and its
employees, or because of any act or omission, neglect or misconduct of the Contractor, its employees
and agents or its subcontractors including, but not limited to, any claims that may be made by the
employees themselves for injuries to their person or property or otherwise, and any claims that may be
made by the employees themselves or by the Illinois Department of Labor for the Contractor’s violation
of the Illinois Prevailing Wage Act (820 ILCS 130/1 et seq.).
Such indemnity shall not be limited by reason of the enumeration of any insurance coverage or bond
herein provided.
Nothing contained herein shall be construed as prohibiting the County, its officers, agents, or its
employees, from defending through the selection and use of their own agents, attorneys and experts,
any claims, actions or suits brought against them. The Contractor shall likewise be liable for the cost,
fees and expenses incurred in the County’s or the Contractor’s defense of any such claims, actions, or
suits.
The Contractor shall be responsible for any damages incurred as a result of its errors, omissions or
negligent acts and for any losses or costs to repair or remedy construction as a result of its errors,
omissions or negligent acts.
The County does not waive its defenses or immunities under the Local Government and Governmental
Employees Tort Immunity Act, 745 ILCS 10/1 et seq. by reason of indemnification or insurance.

12)

LAW GOVERNING: The RFP and resulting contract shall be governed by the laws of Illinois. Bidder
agrees to comply with all applicable State and Federal laws.

13)

LIENS, CLAIMS, AND ENCUMBRANCES: Contractor warrants and represents that all the goods and
materials ordered herein are free and clear of all liens, claims, or encumbrances of any kind.

14)

LOBBYIST REGISTRATION: Bidder shall comply with the provisions of Chapter 2, Article IX, Section
2-600, Lobbyist Registration of the Code of DuPage County, Illinois.

15)

MSDS: When applicable, Contractor shall furnish Material Safety Data Sheets for their products, in
compliance with the Illinois Toxic Substance Disclosure to Employee Act and the “Right-to-Know” law,
820 ILCS 220/0.01 and 820 ILCS 225/0.1.

16)

NON-DISCRIMINATING: The Contractor, its employees and subcontractors, agree not to commit
unlawful discrimination and agree to comply with applicable provisions of the Illinois Human Rights Act,
the U.S. Civil Rights Act and Section 504 of the Federal Rehabilitation Act, and rules applicable to each.

17)

PATENTS: Contractor undertakes and agrees to defend at Contractor's own expense, all suits, actions,
or proceedings in which the County of DuPage, its Officers, agents or employees are made defendants
for actual or alleged infringement of any U.S. or foreign letters patent resulting from the use or sale of
the items purchased hereunder. Contractor shall inform the County of DuPage whenever infringement
will result from Contractor's adherence to specifications supplied by the County of DuPage or by an
authorized County representative. Contractor further agrees to pay and discharge any and all
judgments or decrees, which may be rendered in any such suit, action or proceedings against the
County of DuPage, its Officers, agents or employees therein.

18)

PAYMENT: Original invoices must be presented for payment in accordance with instructions contained
on the Purchase Order including reference to Purchase Order number and submitted to the correct
address for processing. The County shall pay all invoices pursuant to 50 ILCS 505, “Local Government
Prompt Payment Act”. Invoices containing charges for work subject to the Illinois Prevailing Wage Act
(820 ILCS 130/) are required to be accompanied by the applicable Certified Transcript of Payroll form(s)
for acceptance. Payment will not be made on invoices submitted later than six-months (180 days) after
delivery of goods and any statute of limitations to the contrary is hereby waived.

19)

PERFORMANCE AND PAYMENT BONDS: The awarded Contractor shall, within ten (10) working
days of issuance of a purchase order, where applicable, provide a Performance and Payment Bond a.)
in the interest of the County of DuPage in the amount of one hundred percent (100%) of the contract
amount to insure a timely and acceptable completion of this agreement and to insure payment for all
materials, supplies and equipment charge and to insure compliance with the Illinois Prevailing Wage Act
(820 ILCS 130/0.01 et seq.). No work shall be started until receipt of a performance and payment bond.
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20)

PREVAILING WAGE: This contract may call for the construction of a "public work," within the meaning
of the Illinois Prevailing Wage Act, 820 ILCS 130/.01 et seq. ("the Act"). The Act requires contractors
and subcontractors to pay laborers, workers and mechanics performing services on public works
projects no less than the "prevailing rate of wages" (hourly cash wages plus fringe benefits) in the
county where the work is performed. For information regarding current prevailing wage rates, please
refer to the Illinois Department of Labor's website at: http://www.state.il.us/agency/idol/rates/rates.HTM.
All contractors and subcontractors rendering services under this contract must comply with all
requirements of the Act, including but not limited to, all wage, notice and record keeping duties.
Not less than the prevailing rate of wages as determined by the County of DuPage or the Illinois
Department of Labor shall be paid to all laborers, workers and mechanics performing work under this
contract. State Statutes regarding Prevailing Wage and the current wage rates are available online at
www.state.il.us/agency/idol/rates/rates. You must retain payroll records for 5 years and make those
records available for inspection by the County or the Illinois Department of Labor. You must submit
monthly certification of payroll records. Certified Transcript of Payroll forms may be downloaded from
the Contractors Forms page of the DuPage County Procurement Services Division website at
www.dupageco.org/purchasing or you may use your own format containing the same information with
pre-approval by the Purchasing Officer (submit sample with bid).
A determination by the Illinois Department of Labor of debarment for violation of the Prevailing Wage
Act shall result in the Contractor being automatically deemed non-responsible for the period of
debarment without further proceedings by the County.

21)

PREVAILING WAGE PRICE ADJUSTMENT: The contractor is required to pay the current prevailing
wage, which may be adjusted during the term of the contract or renewal, with no adjustment in the
contract price. In the event the parties agree to renew the contracted services for additional periods, the
labor prices stated in the bid may be adjusted to the then-current prevailing wage, and such adjustment
shall govern the contract price during the renewal period. No adjustment will be made to the amount of
mark-up.

Du Page County Prevailing Wage for July 2015
(See explanation of column headings at bottom of wages)

Trade Name
====================
ASBESTOS ABT-GEN
ASBESTOS ABT-MEC
BOILERMAKER
BRICK MASON
CARPENTER
CEMENT MASON
CERAMIC TILE FNSHER
COMMUNICATION TECH
ELECTRIC PWR EQMT OP
ELECTRIC PWR EQMT OP
ELECTRIC PWR GRNDMAN
ELECTRIC PWR GRNDMAN
ELECTRIC PWR LINEMAN
ELECTRIC PWR LINEMAN
ELECTRIC PWR TRK DRV
ELECTRIC PWR TRK DRV
ELECTRICIAN
ELEVATOR CONSTRUCTOR
FENCE ERECTOR
FENCE ERECTOR
GLAZIER
HT/FROST INSULATOR
IRON WORKER
IRON WORKER
LABORER
LATHER
MACHINIST
MARBLE FINISHERS
MARBLE MASON

RG TYP C
== === =
ALL
BLD
BLD
BLD
ALL
ALL
BLD
BLD
ALL
HWY
ALL
HWY
ALL
HWY
ALL
HWY
BLD
BLD
NE ALL
W ALL
BLD
BLD
E ALL
W ALL
ALL
ALL
BLD
ALL
BLD

Base
======
39.400
36.340
47.070
43.780
44.350
43.750
36.810
32.650
37.890
39.220
29.300
30.330
45.360
46.950
30.340
31.400
38.160
50.800
37.340
45.060
40.500
48.450
44.200
45.060
39.200
44.350
45.350
31.400
43.030

FRMAN M-F>8
====== =====
39.950 1.5
38.840 1.5
51.300 2.0
48.160 1.5
46.350 1.5
45.750 2.0
0.000 1.5
34.750 1.5
51.480 1.5
53.290 1.5
51.480 1.5
53.290 1.5
51.480 1.5
53.290 1.5
51.480 1.5
53.290 1.5
41.980 1.5
57.150 2.0
39.340 1.5
48.660 2.0
42.000 1.5
50.950 1.5
46.200 2.0
48.660 2.0
39.950 1.5
46.350 1.5
47.850 1.5
32.970 1.5
47.330 1.5
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OSA
===
1.5
1.5
2.0
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
2.0
1.5
2.0
2.0
1.5
2.0
2.0
1.5
1.5
1.5
1.5
1.5

OSH
===
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0

H/W
=====
13.98
11.47
6.970
10.05
13.29
13.05
10.55
9.550
5.000
5.000
5.000
5.000
5.000
5.000
5.000
5.000
9.550
13.57
13.05
10.52
13.14
11.47
13.65
10.52
13.98
13.29
7.260
9.850
10.05

Pensn
=====
10.72
10.96
18.13
14.43
16.39
14.45
9.230
15.16
11.75
12.17
9.090
9.400
14.06
14.56
9.400
9.730
18.29
14.21
12.06
20.76
16.99
12.16
21.14
20.76
10.72
16.39
8.950
13.10
14.10

Vac
=====
0.000
0.000
0.000
0.000
0.000
0.000
0.000
1.250
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
4.680
4.060
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
1.850
0.000
0.000

Trng
=====
0.500
0.720
0.400
1.030
0.630
0.480
0.770
0.610
0.380
0.390
0.290
0.300
0.450
0.470
0.300
0.310
0.680
0.600
0.300
0.700
0.940
0.720
0.350
0.700
0.500
0.630
0.000
0.600
0.780
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MATERIAL TESTER I
MATERIALS TESTER II
MILLWRIGHT
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
OPERATING ENGINEER
ORNAMNTL IRON WORKER
ORNAMNTL IRON WORKER
PAINTER
PAINTER SIGNS
PILEDRIVER
PIPEFITTER
PLASTERER
PLUMBER
ROOFER
SHEETMETAL WORKER
SPRINKLER FITTER
STEEL ERECTOR
STEEL ERECTOR
STONE MASON
SURVEY WORKER -> NOT
0.500
TERRAZZO FINISHER
TERRAZZO MASON
TILE MASON
TRAFFIC SAFETY WRKR
TRUCK DRIVER
TRUCK DRIVER
TRUCK DRIVER
TRUCK DRIVER
TUCKPOINTER

ALL
29.200 0.000 1.5
ALL
34.200 0.000 1.5
ALL
44.350 46.350 1.5
BLD 1 48.100 52.100 2.0
BLD 2 46.800 52.100 2.0
BLD 3 44.250 52.100 2.0
BLD 4 42.500 52.100 2.0
BLD 5 51.850 52.100 2.0
BLD 6 49.100 52.100 2.0
BLD 7 51.100 52.100 2.0
FLT
36.000 36.000 1.5
HWY 1 46.300 50.300 1.5
HWY 2 45.750 50.300 1.5
HWY 3 43.700 50.300 1.5
HWY 4 42.300 50.300 1.5
HWY 5 41.100 50.300 1.5
HWY 6 49.300 50.300 1.5
HWY 7 47.300 50.300 1.5
E ALL
45.000 47.500 2.0
W ALL
45.060 48.660 2.0
ALL
41.730 43.730 1.5
BLD
33.920 38.090 1.5
44.350 46.350 1.5
ALL
BLD
46.000 49.000 1.5
BLD
41.250 43.760 1.5
BLD
46.650 48.650 1.5
BLD
41.000 44.000 1.5
BLD
44.720 46.720 1.5
BLD
49.200 51.200 1.5
E ALL
42.070 44.070 2.0
W ALL
45.060 48.660 2.0
BLD
43.780 48.160 1.5
IN EFFECT ALL 37.000 37.750
BLD
BLD
BLD
HWY
ALL
ALL
ALL
ALL
BLD

1
2
3
4

38.040
41.880
42.840
32.750
35.920
32.700
32.900
33.100
42.620

0.000
44.880
46.840
34.350
36.120
33.100
33.100
33.100
43.620

1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5

1.5
1.5
1.5
2.0
2.0
2.0
2.0
2.0
2.0
2.0
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
2.0
2.0
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
2.0
2.0
1.5
1.5

2.0 13.98
2.0 13.98
2.0 13.29
2.0 17.55
2.0 17.55
2.0 17.55
2.0 17.55
2.0 17.55
2.0 17.55
2.0 17.55
2.0 17.10
2.0 17.55
2.0 17.55
2.0 17.55
2.0 17.55
2.0 17.55
2.0 17.55
2.0 17.55
2.0 13.55
2.0 10.52
1.5 10.30
1.5 2.600
2.0 13.29
2.0 9.000
2.0 9.700
2.0 13.18
2.0 8.280
2.0 10.65
2.0 11.75
2.0 13.45
2.0 10.52
2.0 10.05
1.5 2.0

10.72
10.72
16.39
12.65
12.65
12.65
12.65
12.65
12.65
12.65
11.80
12.65
12.65
12.65
12.65
12.65
12.65
12.65
17.94
20.76
8.200
2.710
16.39
15.85
13.08
11.46
10.54
13.31
9.650
19.59
20.76
14.43
12.97

0.000
0.000
0.000
1.900
1.900
1.900
1.900
1.900
1.900
1.900
1.900
1.900
1.900
1.900
1.900
1.900
1.900
1.900
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
9.930

0.500
0.500
0.630
1.250
1.250
1.250
1.250
1.250
1.250
1.250
1.250
1.250
1.250
1.250
1.250
1.250
1.250
1.250
0.650
0.700
1.350
0.000
0.630
1.780
0.980
0.880
0.530
0.820
0.550
0.350
0.700
1.030
0.000

1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5
1.5

2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0
2.0

11.22
12.51
10.42
6.450
8.760
4.350
4.350
4.350
13.34

0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000
0.000

0.720
0.940
0.920
0.500
0.150
0.150
0.150
0.150
0.670

10.55
10.55
10.55
6.550
8.280
6.500
6.500
6.500
10.05

Legend:
M-F>8 (Overtime is required for any hour greater than 8 worked each day, Monday through Friday)
OSA (Overtime is required for every hour worked on Saturday)
OSH (Overtime is required for every hour worked on Sunday and Holidays)
H/W (Health & Welfare Insurance
Pensn (Pension)
Vac (Vacation)
Trng (Training)
Explanations of trade names may be viewed at http://www.state.il.us/agency/idol/rates/rates.htm
22)

PROTEST: No protest shall be based on a matter or issue which could have been raised as an
exception prior to bid opening.
Any protest concerning the award of a contract shall be decided by the Procurement Manager. Protests
shall be made in writing to the Procurement Services Division and shall be filed within three (3) business
days of final approval and acceptance of the bid by the County Board. A protest is considered filed
when received by the Procurement Services Division. The written protest shall include the name and
PROPOSAL #P15-150-DT
Page 10 of 42

COUNTY OF DU PAGE, ILLINOIS
address of the protestor, the RFP number, a statement of the specific reasons for the protest and
supporting exhibits. The Procurement Manager will respond to the written protest within seven (7) days.
The Procurement Manager’s decision relative to the protest shall be final.
Upon receipt of a protest the County may, but is not required to, delay its order under the awarded
contract.
23)

TAX: The County of DuPage does not pay Federal Excise Tax or Illinois Sales Tax. The tax
exemption number is E9997-4551-07. A copy of the exemption letter is available upon written
request.

24)

TERMINATION, CANCELLATION AND DAMAGES: If the County terminates this Contract because of
the Contractor’s breach or default, the County shall have the right to purchase items or services
elsewhere and to charge the Contractor with any additional cost incurred, including but not limited to the
cost of cover, incidental and consequential damages and the cost of re-bidding. The County may offset
these additional costs against any sums otherwise due to the Contractor under this bid or any unrelated
contract.
If the County of DuPage fails to appropriate funds to enable continued payment of multi-year Contracts
the County may cancel, without termination charges provided Contractor received at least thirty (30)
days prior written notice of termination.

25)

TRANSFER OF OWNERSHIP OR ASSIGNMENT: The terms and conditions of this contract shall be
binding upon and shall enure to the benefit of the parties hereto and their respective successors and
assigns. Prior to any sales or assignments the County of DuPage must be notified and approve same
in writing.

26)

VENUE: By submitting a response, proposer agrees that venue for all disputes arising out of the
solicitation process, including but not limited to judicial review of any protest decision, will be exclusively
in the circuit court for the Eighteenth Judicial Circuit in DuPage County, Illinois and that Illinois law will
control.

Kimball Office Inc. understands and complies to the information within Section 3 as
amended per amendment 3 responses to Q&A - General Conditions.
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COUNTY OF DU PAGE, ILLINOIS
SECTION 4 - SPECIAL CONDITIONS
1)

DAVIS BACON ACT REQUIREMENTS:
A.

Definitions. For purposes of this Clause, Contract Work Hours and Safety Standards Act, and
the Recipient Functions clause, the following definitions are applicable:
(1) Award means the Award by the Department of Energy (DOE) to a Recipient that includes a
requirement to comply with the labor standards clauses and wage rate requirements of the
Davis-Bacon Act (DBA) for work performed by all laborers and mechanics employed by
Subrecipients, Contractors and subcontractors on projects funded by or assisted in whole or
in part by and through the Federal Government pursuant to the Recovery Act.
(2) "Construction, alteration or repair" means all types of work done by laborers and mechanics
employed by the Subrecipient, construction contractor or construction subcontractor on a
particular building or work at the site thereof, including without limitation –
(a) Altering, remodeling, installation (if appropriate) on the site of the work of items
fabricated off-site;
(b) Painting and decorating; or
(c) Manufacturing or furnishing of materials, articles, supplies, or equipment on the
site of the building or work.
(3) Contract means a written procurement contract executed by a Subrecipient for the
acquisition of property and services for construction, alteration, and repair under a
Subaward. For purposes of these Clauses, a Contract shall include subcontracts and lowertier subcontracts under the Contract.
(4) Contracting Officer means the DOE official authorized to execute awards on behalf of DOE
and who is responsible for the business management and non-program aspects of the
financial assistance process.
(5) Contractor means an entity that enters into a Contract. For purposes of these Clauses,
Contractor shall include subcontractors and lower-tier subcontractors.
(6) Recipient means any entity other than an individual that receives Recovery Act funds in the
form of a grant directly from the Federal Government. The term includes the State that
receives an Award from DOE and is financially accountable for the use of any DOE funds or
property, and is legally responsible for carrying out the terms and conditions of the program
and Award.
(7) "Site of the work"-(a) Means-(i)
The physical place or places where the construction called for in the
Award, Subaward, or Contract will remain when work on it is completed;
and
(ii)
Any other site where a significant portion of the building or work is
constructed, provided that such site is established specifically for the
performance of the project;
(b) Except as provided in paragraph (c) of this definition, the site of the work includes
any fabrication plants, mobile factories, batch plants, borrow pits, job
headquarters, tool yards, etc., provided(i)
They are dedicated exclusively, or nearly so, to performance of the
project; and
(ii)
They are adjacent or virtually adjacent to the site of the work as defined
in paragraphs (7)(a)(i) or (7)(a)(ii) of this definition; and
(c) Does not include permanent home offices, branch plant establishments,
fabrication plants, or tool yards of a Contractor or subcontractor whose locations
and continuance in operation are determined wholly without regard to a particular
contract or Federal Award or project. In addition, fabrication plants, batch plants,
borrow pits, job headquarters, yards, etc., of a commercial or material supplier
which are established by a supplier of materials for the project before opening of
bids and not on the project site as defined in paragraphs (7)(a)(i) or (7)(a)(ii) of
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this definition, are not included in the "site of the work." Such permanent,
previously established facilities are not a part of the "site of the work" even if the
operations for a period of time may be dedicated exclusively or nearly so, to the
performance of an Award, Subaward, or Contract.
(8) Subaward means an award of financial assistance in the form of money, or property in lieu
of money, made under an award by a Recipient to an eligible Subrecipient or by a
Subrecipient to a lower- tier sub recipient. The term includes financial assistance when
provided by any legal agreement, even if the agreement is called a contract, but does not
include the Recipient's procurement of goods and services to carry out the program nor
does it include any form of assistance which is excluded from the definition of "Award"
above.
(9) Subrecipient means a non-Federal entity that expends Federal awards received from a
pass-through entity [Recipient] to carry out a Federal program, but does not include an
individual that is a beneficiary of such a program. The term includes a Community Action
Agency (CAA), local agency, or other entity to which a Sub- award under the Award is
made by a Recipient that includes a requirement to comply with the labor standards clauses
and wage rate requirements of the DBA work performed by all laborers and mechanics
employed by contractors and subcontractors on projects funded by or assisted in whole or
in part by and through the Federal Government pursuant of the Recovery Act.

B.

Davis-Bacon Act
(1)
(a) All laborers and mechanics employed or working upon the site of the work will be
paid unconditionally and not less often than once a week, and without
subsequent deduction or rebate on any account (except such payroll deductions
as are permitted by regulations issued by the Secretary of Labor under the
Copeland Act (29 CFR Part 3)), the full amount of wages and bona fide fringe
benefits (or cash equivalents thereof) due at time of payment computed at rates
not less than those contained in the wage determination of the Secretary of Labor
which is attached to the Subaward or Contract and made a part hereof,
regardless of any contractual relationship which may be alleged to exist between
the Recipient, a Subrecipient, or Contractor and such laborers and mechanics.
(i)
Applicable to Recipient Only: Prior to the issuance of the Subaward or
Contract, the Recipient shall notify the Contracting Officer of the site of
the work in order for the appropriate wage determination to be obtained
by the Contracting Officer from the Secretary of Labor.
(ii)
If the Subaward or Contract is or has been issued without a wage
determination, the Recipient shall notify the Contracting Officer
immediately of the site of the work under the Subaward or Contract in
order for the appropriate wage determination to be obtained by the
Contracting Officer from the Secretary of Labor.
(b) Contributions made or costs reasonably anticipated for bona fide fringe benefits
under section l (b)(2) of the DBA on behalf of laborers or mechanics are
considered wages paid to such laborers and mechanics, subject to the provisions
of paragraph B(4) below; also, regular contributions made or costs incurred for
more than a weekly period (but not less often than quarterly) under plans, funds,
or programs which cover the particular weekly period, are deemed to be
constructively made or incurred during such period.
(c) Such laborers and mechanics shall be paid not less than the appropriate wage
rate and fringe benefits in the wage determination for the classification of work
actually performed, without regard to skill, except as provided in the paragraph
entitled Apprentices and Trainees. Laborers or mechanics performing work in
more than one classification may be compensated at the rate specified for each
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classification for the time actually worked therein; provided that the employer's
payroll records accurately set forth the time spent in each classification in which
work is performed.
(d) The wage determination (including any additional classifications and wage rates
conformed under paragraph B(2) of this Clause) and the Davis-Bacon poster
(WH-1321) shall be posted at all times by the Subrecipient and Contractor at the
site of the work in a prominent and accessible place where it can be easily seen
by the workers.
(2)
(a) The Contracting Officer shall require that any class of laborers or mechanics
which is not listed in the wage determination and which is to be employed under
the Subaward or Contract shall be classified in conformance with the wage
determination. The Contracting Officer shall approve an additional classification
and wage rate and fringe benefits therefore only when all the following criteria
have been met:
(i)
The work to be performed by the classification requested is not
performed by a classification in the wage determination.
(ii)
The classification is utilized in the area by the construction industry.
(iii)
The proposed wage rate, including any bona fide fringe benefits, bears a
reasonable relationship to the wage rates contained in the wage
determination.
(b) If the Subrecipient (and Contractor, when applicable) and the laborers and
mechanics to be employed in the classification (if known), or their representatives
agree on the classification and wage rate (including the amount designated for
fringe benefits, where appropriate), the Subrecipient shall notify the Recipient.
The Recipient shall notify the Contracting Officer of this agreement. If the
Contracting Officer agrees with the classification and wage rate (including the
amount designated for fringe benefits, where appropriate), a report of the action
taken shall be sent by the Contracting Officer to the Administrator of the:
Wage and Hour Division
Employment Standards Administration
U.S. Department of Labor
Washington, DC 20210
The Administrator or an authorized representative will approve, modify, or
disapprove every additional classification action within 30 days of receipt and
so advise the Contracting Officer or will notify the Contracting Officer within the
30-day period that additional time is necessary
(c) In the event the Subrecipient (and Contractor, when applicable), and the laborers
or mechanics to be employed in the classification, or their representatives, do not
agree on the proposed classification and wage rate (including the amount
designated for fringe benefits, where appropriate), the Subrecipient shall notify
the Recipient. The Recipient shall notify the Contracting Officer. of the
disagreement. The Contracting Officer shall refer the questions, including the
views of all interested parties and the recommendation of the Contracting Officer,
to the Administrator of the Wage and Hour Division for determination. The
Administrator, or an authorized representative, will issue a determination within
30 days of receipt and so advise the Contracting Officer or will notify the
Contracting Officer within the 30-day period that additional time is necessary.
(d) The wage rate (including fringe benefits, where appropriate) determined pursuant
to subparagraphs B(2)(b) or B(2)(c) of this Clause shall be paid to all workers
performing work in the classification under the Award, Subaward, or Contract
from the first day on which work is performed in the classification.
(3) Whenever the minimum wage rate prescribed in the Award, Subaward, or Contract for a
class of laborers or mechanics includes a fringe benefit which is not expressed as an hourly
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rate, the Subrecipient and Contractor shall either pay the benefit as stated in the wage
determination or shall pay another bona fide fringe benefit or an hourly cash equivalent
thereof.
(4) If the Subrecipient or Contractor does not make payments to a trustee or other third person,
the Subrecipient or Contractor may consider as part of the wages of any laborer or
mechanic the amount of any costs reasonably anticipated in providing bona fide fringe
benefits under a plan or program; provided, that the Secretary of Labor has found, upon the
written request of the Subrecipient or Contractor that the applicable standards of the DavisBacon Act have been met. The Secretary of Labor may require the Subrecipient or
Contractor to set aside in a separate account assets for the meeting of obligations under
the plan or program.
C.

Rates of Wages
(1) The minimum wages to be paid laborers and mechanics under the Subaward or Contract
involved in performance of work at the project site, as determined by the Secretary of Labor
to be prevailing for the corresponding classes of laborers and mechanics employed on
projects of a character similar to the contract work in the pertinent locality, are included as
an attachment to the Award, Subaward, or Contract.
(2) If the Subaward or Contract has been issued without a wage determination, the Recipient
shall notify the Contracting Officer immediately of the site of the work under the Subaward
or Contract in order for the appropriate wage determination to be obtained by the
Contracting Officer from the Secretary of Labor.

D.

Payrolls and Basic Records
(1) Payrolls and basic records relating thereto shall be maintained by the Recipient,
Subrecipient and Contractor during the course of the work and preserved for a period of 3
years thereafter for all laborers and mechanics working at the site of the work. Such records
shall contain the name, address, and social security number of each such worker, his or her
correct classification, hourly rates of wages paid (including rates of contributions or costs
anticipated for bona fide fringe benefits or cash equivalents thereof of the types described in
section l(b)(2)(B) of the Davis-Bacon Act), daily and weekly number of hours worked,
deductions made, and actual wages paid. Whenever the Secretary of Labor has found,
under paragraph (4) of the provision entitled Davis-Bacon Act, that the wages of any laborer
or mechanic include the amount of any costs reasonably anticipated in providing benefits
under a plan or program described in section 1 (b)(2)(B) of the Davis-Bacon Act, the
Subrecipient or Contractor shall maintain records which show that the commitment to
provide such benefits is enforceable, that the plan or program is financially responsible, and
that the plan or program has been communicated in writing to the laborers or mechanics
affected, and records which show the costs anticipated or the actual cost incurred in
providing such benefits. The Subrecipient or Contractor employing apprentices or trainees
under approved programs shall maintain written evidence of the registration of
apprenticeship programs and certification of trainee programs, the registration of the
apprentices and trainees, and the ratios and wage rates prescribed in the applicable
programs.
(2)
(a) The Contractor shall submit weekly for each week in which any Contract work is
performed a copy of all payrolls to the Subrecipient. The Subrecipient shall
submit weekly for each week in which any Subaward or Contract work is
performed a copy of all payrolls to the Recipient. The Recipient shall submit
weekly for each week in which any Subaward or Contract work is performed a
copy of all payrolls to the Contracting Officer. The payrolls submitted shall set out
accurately and completely all of the information required to be maintained under
paragraph D(1) of this Clause, except that the full social security numbers and
home addresses shall not be included on weekly transmittals. Instead, the
payrolls shall only need to include an individually identifying number for each
employee (e.g., the last four digits of the employee's social security number). The
required weekly payroll information may be submitted in any form desired.
Optional Form WH-347 is available for this purpose from the Wage and Hour
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(b)

(c)

(d)

(e)

Division Web site at http://www.dol.gov/esa/whd/forms/wh347instr.htm or its
successor site.
The Recipient is responsible for the ensuing that all Subrecipients and
Contractors submit copies of payrolls and basic records as required by paragraph
D, Payrolls and Basic Records, of this Clause. The Subrecipient is responsible for
ensuring all Contractors; including lower tier subcontractors submit copies of
payrolls and basic records as required by paragraph D, Payrolls and Basic
Records, of this clause. Subrecipients and Contractors shall maintain the full
social security number and Current address of each covered worker, and shall
provide them upon request for transmission to the Contracting Officer, the
Recipient, or the Wage and Hour Division of the Department of Labor for
purposes of an investigation or audit of compliance with prevailing wage
requirements. The Recipient shall also obtain and provide the full social security
number and current address of each covered worker upon request by the
Contracting Officer or the Wage and Hour Division of the Department of Labor for
purposes of an investigation, or audit of compliance with prevailing wage
requirements. It is not a violation of this section for a Recipient to require a
Subrecipient or Contractor to provide addresses and social security numbers to
the Recipient for its own records, without weekly submission to the Contracting
Officer.
Each payroll submitted shall be accompanied by a "Statement of Compliance,"
signed by the Recipient, Subrecipient or Contractor or his or her agent who pays
or supervises the payment of the persons employed under the Subaward or
Contract and shall certify -(i)
That the payroll for the payroll period contains the information required to
be maintained under paragraph D(2)(a) of this Clause, the appropriate
information is being maintained under paragraph D(1) of this Clause, and
that such information is correct and complete;
(ii)
That each laborer or mechanic (including each helper, .apprentice, and
trainee) employed on the Subaward or Contract during the payroll period
has been paid the full weekly wages earned, without rebate, either
directly or indirectly, and that no deductions have been made either
directly or indirectly from the full wages earned, other than permissible
deductions as set forth in the Regulations, 29 CFR Part 3; and
(iii)
That each laborer or mechanic has been paid not less than the applicable
wage rates and fringe benefits 0r cash equivalents for the classification of
work performed, as specified in the applicable wage determination
incorporated into the Subaward or Contract.
The weekly submission of a properly executed certification set forth on the
reverse side of Optional Form WH-347 shall satisfy the requirement for
submission of the "Statement of Compliance" required by paragraph D(2)(c) of
this Clause.
The falsification of any of the certifications in Paragraph D, Payrolls and Basic
Records, of this Clause may subject the Recipient, Subrecipient or Contractor to
civil or criminal prosecution under Section 1001 of Title 18 and Section 3729 of
Title 31 of the United States Code.

(3) The Recipient, Subrecipient, or Contractor shall make the records required under paragraph
D(1) of this Clause available for inspection, copying, .or transcription by the Contracting
Officer, authorized representatives of the Contracting Officer, or the Department of Labor.
The Subrecipient or Contractor shall permit the Contracting Officer, authorized
representatives of the Contracting Officer or the Department of Labor to interview
employees during working hours on the job. If the Recipient, Subrecipient, or Contractor
fails to submit the required records or to make them available, the Contracting .Officer may,
after written notice to the Recipient, Subrecipient, or Contractor take such action as may be
necessary to cause the suspension of any further payment, advance, or guarantee of funds.
Furthermore, failure to submit the required records upon request or to make such records
available may be grounds for debarment action pursuant to 29 CFR 5.12.
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E.

Withholding of Funds
(1) The DOE Contracting Officer shall, upon his or her or its own action or upon written request
of an authorized representative of the Department of Labor, withhold or cause to be
withheld from the Recipient or any other contract or Federal Award with the same Recipient,
on this or any other federally assisted Award subject to Davis-Bacon prevailing wage
requirements, which is held by the same Recipient so much of the accrued payments or
advances as may be considered necessary to pay laborers and mechanics, including
apprentices, trainees, and helpers, employed by the Subrecipient or a Contractor the full
amount of wages required by the Award or Subaward or a Contract. In the event of failure
to pay any laborer or mechanic, including any apprentice, trainee, or helper, employed or
working on the site of the work, all or part of the wages required by the Award or Subaward
or a Contract, the Contracting Officer may, after written notice to the Recipient take such
action as may be necessary to cause the suspension of any further payment, advance, or
guarantee of funds until such violations have ceased.
(2) The Recipient shall, upon its own action or upon written request of the DOE Contracting
Officer or an authorized representative of the Department of Labor, withhold or cause to be
withheld from any Subrecipient or Contractor so much of the accrued payments or
advances as may be considered necessary to pay laborers and mechanics, including
apprentices, trainees, and helpers, employed by the Subrecipient or Contractor the full
amount of wages required by the Subaward or Contract. In the event of failure to pay any
laborer or mechanic, including any apprentice, trainee, or helper, employed or working on
the site of the work, all or part of the wages required by the Subaward or Contract, the
Recipient may, after written notice to the Subrecipient or Contractor, take such action as
may be necessary to cause the suspension of any further payment, advance, or guarantee
of funds until such Violations have ceased or the Government may cause the suspension of
any further payment under any other contract or Federal award with the same Subrecipient
or Contractor, on any other federally assisted Award subject to Davis-Bacon prevailing
wage requirements, which is held by the same Subrecipient or Contractor

F.

Apprentices and Trainees
(1) Apprentices.
(a) An apprentice will be permitted to work at less than the predetermined rate for the
work they performed when they are employed –
(i)
Pursuant to and individually registered in a bona fide apprenticeship
program registered with the U.S. Department of Labor, Employment and
Training Administration, Office of Apprenticeship and Training, Employer,
and Labor Services (OATELS) or with a State Apprenticeship Agency
recognized by the OATELS; or
(b) In the first 90 days of probationary employment as an apprentice in such an
apprenticeship program, even though not individually registered in the program, if
certified by the OATELS or a State Apprenticeship Agency (where appropriate) to
be eligible for probationary employment as an apprentice.
(c) The allowable ratio of apprentices to journeymen On the job site in any craft
classification shall not be greater than the ratio permitted to the Subrecipient or
Contractor as to the entire work force under the registered program.
(d) Any worker listed on a payroll at an apprentice wage rate, who is not registered or
otherwise employed as stated in paragraph F(1) of this Clause, shall be paid not
less than the applicable wage determination for the classification of work actually
performed. In addition, any apprentice performing work on the job site in excess
of the ratio permitted under the registered program shall be paid not less than the
applicable wage rate on the wage determination for the work actually performed.
(e) Where a Subrecipient or Contractor is performing construction on a project in a
locality other than that in which its program is registered, the ratios and wage
rates (expressed in percentages of the journeyman's hourly rate) specified in the
Subrecipient's or Contractor's registered program shall be observed. Every
apprentice must be paid at not less than the rate specified in the registered
program for the apprentice's level of progress, expressed as a percentage of the
journeyman hourly rate specified in the applicable wage determination.
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(f) Apprentices shall be paid fringe benefits in accordance with the provisions of the
apprenticeship program. If the apprenticeship program does not specify fringe
benefits, apprentices must be paid the full amount of fringe benefits listed on the
wage determination for the applicable classification. If the Administrator
determines that a different practice prevails for the applicable apprentice
classification, fringes shall be paid in accordance with that determination. .
(g) In the event OATELS, or a State Apprenticeship Agency recognized by OATELS,
withdraws approval of an apprenticeship program, the Subrecipient or Contractor
will no longer be permitted to utilize apprentices at less than the applicable
predetermined rate for the work performed until an acceptable program is
approved.
(2) Trainees.
(a) Except as provided in 29 CFR 5.16, trainees will not be permitted to work at less
than the predetermined rate for the work performed unless they are employed
pursuant to and individually registered in a program which has received prior
approval, evidenced by formal certification by (OATELS). The ratio of trainees to
journeymen on the job site shall not be greater than permitted under the plan
approved by OATELS.
(b) Every trainee must be paid at not less than the rate specified in the approved
program for the trainee's level of progress, expressed as a percentage of the
journeyman hourly rate specified in the applicable wage determination. Trainees
shall be paid fringe benefits in accordance with the provisions of the trainee
program. If the trainee program does not mention fringe benefits, trainees shall
be paid the full amount of fringe benefits listed in the wage determination unless
the Administrator of the Wage and Hour Division determines that there is an
apprenticeship/training program associated with the corresponding journeyman
wage rate in the wage determination which provides for less than full fringe
benefits for apprentices. Any employee listed on the payroll at a trainee rate that
is not registered and participating in a training plan approved by the OATELS
shall be paid not less than the applicable wage rate in the wage determination for
the classification of work actually performed. In addition, any trainee performing
work on the job site in excess of the ratio permitted under the registered program
shall be paid not less than the applicable wage rate in the wage determination for
the work actually performed.
(c) In the event OATELS withdraws approval of a training program, the Subrecipient
or Contractor will no longer be permitted to utilize trainees at less than the
applicable predetermined rate for the work performed until an acceptable
program is approved.
(3) Equal employment opportunity. The utilization of apprentices, trainees, and journeymen
under this Clause shall be in conformity with the equal employment opportunity
requirements of Executive Order 11246, as amended and 29 CFR Part 30.
G.

Compliance with Copeland Act Requirements
(1) The Recipient, Subrecipient or Contractor shall comply with the requirements of 29 CFR
Part 3 which are hereby incorporated by reference in the Award, Subaward or Contract.

H.

Subawards and Contracts
(1) The Recipient, the Subrecipient and Contractor shall insert in the Subaward or any
Contracts this Clause entitled "Davis Bacon Act Requirements" and such other clauses as
the Contracting Officer may require. The Recipient shall be responsible for ensuring
compliance by any Subrecipient or Contractor with all of the requirements contained in this
Clause. The Subrecipient shall be responsible for the compliance by Contractor with all of
the requirements contained in this Clause.
(2) Within 14 days after issuance of a Subaward, the Recipient shall deliver to the Contracting
Officer a completed Standard Form (SF) 1413, Statement and Acknowledgment, for each
Subaward and Contract for construction within the United States, including the
Subrecipient's and Contractor's signed and dated acknowledgment that this Clause) has
been included in the Subaward and any Contracts.
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(3) The
SF
1413
is
available
from
the
Contracting
Officer
or
at
http://contacts.gsa.gov/webforms.nsf/0/70B4872D16EE95A785256A26004F7EA8/$file/sf14
13_e.pdf. Within 14 days after issuance of a Contract or lower- tier subcontract, the
Subrecipient shall deliver to the Recipient a completed Standard Form (SF) 1413,
Statement and Acknowledgment, for each Contract and lower-tier subcontract for
construction within the United States, including the Contractor and lower-tier subcontractor's
signed and dated acknowledgment that this Clause has been included in any Contract and
lower-tier subcontracts. SF 1413 is available from the Contracting Officer or at
http://contacts.gsa.gov/webforms.nsf/0/70B4872D16EE95A785256A26004F7EA8/$file/sf14
13_e.pdf. The Recipient shall immediately provide to the DOE Contracting Officer the
completed Standard Forms (SF) 1413
I.

Contract Termination - Debarment
A breach of these provisions may be grounds for termination of the Award, Subaward, or
Contract and for debarment as a Contractor or subcontractor as provided in 29 CFR: 5.12.

J.

Compliance with Davis-Bacon and Related Act Regulations
All rulings and interpretations of the Davis-Bacon and Related Acts Contained in 29 CFR Parts
1, 3, and 5 are hereby incorporated by reference in the Award, Subaward or Contract.

K.

Disputes Concerning Labor Standards
The United States Department of Labor has set forth in 29 CFR Parts 5, 6, and 7 procedures for
resolving disputes concerning labor standards requirements. Such disputes shall be resolved in
accordance with those procedures and shall not be subject to any other dispute provision that
may be contained in the Award, Subaward, and Contract. Disputes within the meaning of this
Clause include disputes between the Recipient, Subrecipient (including any Contractor) and the
Department of Energy, the U.S. Department of Labor, or the employees or their representatives.

L.

Certification of Eligibility.
(1) By entering into this Award, Subaward, or Contract (as applicable), the Recipient,
Subrecipient, or Contractor, respectively certifies that neither it (nor he or she) nor any
person or firm who has an interest in the Recipient, Subrecipient, or Contractor's firm; is a
person; entity, or firm ineligible to be awarded Government contracts or Government
awards by virtue of section 3(a) of the Davis-Bacon Act or 29 CFR 5.12(a)(1).
(2) No part of this Award, Subaward or Contract shall be subcontracted to any person or firm
ineligible for award of a Government contract or Government award by virtue of section 3(a)
of the Davis-Bacon Act or 29 CFR 5.12(a)(1).
(3) The penalty for making false statements is prescribed in the U.S. Criminal Code, 18 U.S.C.
1001. M. Approval of Wage Rates. All straight time wage rates, and overtime rates based
thereon, for laborers and mechanics engaged in work under an Award, Subaward or
Contract must be submitted for approval in writing by the head of the federal contracting
activity or a representative expressly designated for this purpose, if the straight time wages
exceed the rates for corresponding classifications contained in the applicable Davis-Bacon
Act minimum wage determination included in the Award, Subaward or Contract. Any
amount paid by the Subrecipient or Contractor to any laborer or mechanic in excess of the
agency approved wage rate shall be at the expense of the Subrecipient or Contractor and
shall not be reimbursed by the Recipient or Subrecipient. If the Government refuses to
authorize the use of the overtime, the Subrecipient or Contractor is not released from the
obligation to pay employees at the required overtime rates for any overtime actually worked.

M.

Contract Work Hours and Safety Standards Act
This Clause entitled "Contract Work Hours and Safety Standards Act (CWHSSA)" shall apply to
any Subaward or Contract in an amount in excess of $100,000. As used in this CWHSSA
Clause, the terms laborers and mechanics include watchmen and guards.
(1) Overtime requirements. No Subrecipient or Contractor contracting for any part of the
Subaward work which may require or involve the employment of laborers or mechanics
shall require or permit any such laborer or mechanic in any workweek in which he or she is
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employed on such work to work in excess of forty hours in such workweek unless such
laborer or mechanic receives compensation at a rate not less than one and one-half times
the basic rate of pay for all hours worked in excess of forty hours in such workweek.
(2) Violation; liability for unpaid wages; liquidated damages. In the event of any violation of the
clause set forth in paragraph B herein, the Subrecipient or Contractor responsible therefore
shall be liable for the unpaid wages. In addition, such Subrecipient or Contractor shall be
liable to the United States (in the case of work done under a Subaward or Contract for the
District of Columbia or a territory, to such District or to such territory), for liquidated
damages. Such liquidated damages shall be computed with respect to each individual
laborer or mechanic, including watchmen and guards, employed in Violation of the provision
set forth in CWSSHA paragraph A, in the sum of $10 for each calendar day on which such
individual was required or permitted to work in excess of the standard workweek of forty
hours without payment of the overtime wages required by the clause set forth in paragraph
(A) of this section.
(3) Withholding for unpaid wages and liquidated damages.
(a) The DOE Contracting Officer shall upon its own action or upon written request of
an authorized representative of the Department of Labor withhold or cause to be
withheld, from any moneys payable on account of work performed by the
Recipient on this or any other Federal Award or Federal contract with the same
Recipient on any other federally-assisted Award or contract subject to the
CWHSSA, which is held by the Same Recipient such sums as may be
determined to be necessary to satisfy any liabilities of such Recipient for unpaid
wages and liquidated damages as provided in the clause set forth in CWHSSA,
paragraph B of this Clause. (2) The Recipient shall, upon its own action or upon
written request of the DOE Contracting Officer or an authorized representative of
the Department of Labor, withhold or cause from any moneys payable on account
of work performed by the Subrecipient or Contractor on this or any other federally
assisted subaward or contract subject to the CWHSSA, which is held by the
same Subrecipient or Contractor such sums as may be determined to be
necessary to satisfy any liabilities of such Subrecipient or Contractor for unpaid
wages and liquidated damages as provided in clause set forth in CWHSSA,
paragraph B of this Clause.
(4) Subcontracts. The Subrecipient shall insert in a Contract .and a Contractor shall insert in
any lower tier subcontracts, the clauses set forth in these CWHSSA paragraphs (A) through
(D) and also a provision requiring the Contractors to include this CWHSSA Clause in any
lower tier subcontracts. The Recipient shall be responsible for compliance by any
Subrecipient or Contractor, with the CWHSSA paragraphs A through D. The Subrecipient
shall be responsible for compliance by any Contractor (including lower-tier subcontractors).
(5) The Subrecipient or Contractor shall maintain payrolls and basic payrolls in accordance with
Davis- Bacon Act Requirements clause, for all laborers and mechanics, including guards
and watchmen working on the Subaward or Contracts. These records are subject to the
requirements set forth in, Davis Bacon Requirements clause.
N.

RECIPIENT FUNCTIONS
(1) On behalf of the Department of Energy (DOE), Recipient shall perform the following
functions:
(a) Obtain, maintain, and monitor all DBA certified payroll records submitted by the
Subrecipients and Contractors at any tier under this Award;
(b) Review all DBA certified payroll records for compliance with DBA requirements,
including applicable DOL wage determinations;
(c) Notify DOE of any non-compliance with DBA requirements by Subrecipients or
Contractors at any tier, including any non-compliances identified as the result of reviews
performed pursuant to paragraph (b) above;
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(d) Address any Subrecipient and any Contractor DBA non-compliance issues; if DBA noncompliance issues cannot be resolved in a timely manner, forward Complaints, Summary
of investigations and all relevant information to DOE;.
(e) Provide DOE with detailed information regarding the resolution of any DBA noncompliance issues;
(f) Perform services in support of DOE investigations of complaints filed regarding
noncompliance by Subrecipients and Contractors with DBA requirements;
(g) Perform audit services as necessary to ensure compliance by Subrecipients and
Contractors with DBA requirements and as requested by the Contracting Officer; and
(h) Provide copies of all records upon request by DOE or DOL in a timely manner.
(2) All records maintained on behalf of the DOE in accordance with paragraph (1) above are
federal government (DOE) owned records. DOE or an authorized representative shall be
granted access to the records at all times.
(3) In the event of, and in response to any Freedom of Information Act, 5 U.S.C. 552, requests
submitted to DOE, Recipient shall provide such records to DOE within 5 business days of
receipt of a request from DOE.

Kimball Office is deleting section 1)Davis Bacon Requirements per response to question #5 on Amendment 3.
2)

NON-EXCLUSIVITY: Nothing herein is intended nor shall be construed as creating any exclusive
arrangement with Contractor.

3)

PRICING: Pricing will be discount off of manufacturer’s identified price list. New price lists may be
submitted for approval at any time annually upon thirty (30) days written notice along with
corresponding support documentation. Supplier is to use most current manufacturer/catalog price list.
Price list and adjustments shall be submitted to the County of DuPage for approval thirty (30) days prior to
implementation.

Kimball Office Inc. understands and conplies with the information in 3)Pricing: as per the answer provided to question
#40 on amendment 3 response to questions.
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4)

WORKING WITHIN SECURED AREAS: A portion of the work may be performed within secured areas.
Security
Service Company shall, one (1) week prior to starting work, supply the completed Criminal History and
Background information forms (sample attached) for all their employees and subcontractor employees
who may be working at the jobsite, to Debra Thompson at dthompson@dupageco.org for advance
security reasons.
Service Company will be required to perform all work in keeping with County security procedures while
on the Facilities’ grounds and shall be responsible for all personnel (including subcontractors) employed
by their firm to ensure that Facilities’ dress codes and overall policies are followed.
Notice Warning
Any person who takes into, or out of, or attempts to take into, or out of a correctional facility or the
grounds belonging to or adjacent to a correctional facility, any item not specifically authorized by the
correctional facility, shall be prosecuted under the provisions thereof. All persons, including employee
and visitors, entering upon these confines are subject to routine searches of their persons, vehicles,
property or packages.
Contraband
Contraband means any dangerous drug, narcotic drug, intoxicating liquor of any kind, deadly weapon,
dangerous instrument, explosive or any other article whose use of or possession would endanger the
safety, security or preservation of order in a correctional facility or any person therein. (Any article
includes any substance that could cause abnormal behavior, i.e., marijuana, nonprescription
medication, etc.)
A person, not otherwise authorized by law, commits promoting contraband:
By knowingly taking contraband into a correctional facility or the grounds of such a facility; or
By knowingly conveying contraband to any persons confined in a correctional facility; or
By knowingly making, obtaining, or possessing contraband while being confined in a
correctional facility.
The Contractor will provide the County with a complete list of all persons duly authorized to work on this
project. Only those persons will be allowed to work within secured areas. All Contractors’ personnel
authorized to work within secured areas may be subject to fingerprinting and a criminal security check
performed by the County. The County may issue temporary identification cards, which will be kept by
County's security personnel and issued and collected on a daily basis.
Law prohibits the import of contraband such as drugs, liquor, firearms, ammunition and other similar
items into any areas of work. County’s security personnel may conduct searches of Contractor’s
personnel, equipment, tools, and supplies at any time. Use of cameras and recording devices by
Contractor's personnel is restricted. Such use must be approved on a case-by-case basis.
The County may require the Contractor to remove any worker who has been convicted of a felony, who
is a family member of an inmate, or who violates any provision of this Article.
Work being performed within certain areas may require an escort provided by the County. These areas
shall not be entered into without County's escort. Work within these areas may be restricted to spaces
that can be observed by the County's escort.
All tools and equipment taken into a secured area shall be listed in a manifest with copies provided to
County's security personnel. All tools and equipment shall be accounted for at the close of each day. All
changes to the inventory shall be addressed by changing the manifest Contractor is responsible for
proper storage of tools and equipment when in a secured area. Report all broken tools and equipment
to the County's security personnel.
A designated area outside of the secured area will be arranged for parking of personal vehicles.
Delivery trucks will be admitted to receiving areas only by the request of the Contractor, and may be
under the supervision of County's security personnel. Immediately load or unload trucks and remove
from secured areas.
Workers shall not talk to, signal, whistle, or in any way attract the attention of any inmate, and shall
restrict their movements to the project area. Nothing shall be taken from or given to an inmate. Inmates
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are not to help workmen in any way. Workers shall promptly notify their supervisor or County's security
personnel of all unusual happenings pertaining to the inmates.
Within secured areas, the County will designate washing and toilet facilities for Contractor’s use.

Kimball Office Inc. understands and complies to the information within Section 4 as amended per
amendment 3 responses to Q&A - Special Conditions.
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COUNTY OF DU PAGE, ILLINOIS
SECTION 5 - INSURANCE REQUIREMENTS
Upon notice of acceptance of proposal, the successful bidder shall, within fifteen (15) calendar days of said
notice, furnish to the Purchasing Agent a certificate of Insurance and provide policy endorsements evidencing
specific coverage of the types of insurance in the amounts specified below. Such coverage shall be placed with
a responsible company acceptable to the County licensed to do business in the State of Illinois, and with a
minimum insurance rating of A:VII as found in the current edition of A M Best’s Key Rating Guide. Each policy
shall bear an endorsement precluding the cancellation or reduction of said policies without providing
the County of DuPage thirty (30) days prior notice thereof in writing. All required insurance shall be
maintained by the contractor in full force and effect during the life of the contract, and until such time as
all work has been approved and accepted by the County. The Contractor is responsible for all insurance
deductibles and Self-Insured Retentions.
At all times during the term of the contract, the Contractor and its independent contractors shall maintain, at their
sole expense, insurance coverage for the Contractor, its employees, officers and independent contractors, as
follows:
TYPE OF INSURANCE

MINIMUM ACCEPTABLE LIMITS OF
LIABILITY
Statutory

1. Workers Compensation
2. Employers Liability
A. Each Accident
B. Each Employee-disease
C. Policy Aggregate-disease

$1,000,000
$1,000,000
$1,000,000

3. **Commercial General Liability****
A. Per Occurrence
B. General Aggregate
1. General Aggregate- Per project
2. General Aggregate - Products/
Completed Operations
4.

Personal and Advertising Injury

5.

Fire Legal Liability (any one fire)

$2,000,000
$2,000,000

Each Occurrence
6.
7.

8.

Medical Expense (any one person)
**Umbrella Excess Liability (over primary)
Retention for Self-Insured Hazards
(each occurrence)
**Business Auto Liability****

$2,000,000
$1,000,000
$1,000,000
$100,000
$10,000
$2,000,000
$2,000,000
$1,000,000

** An Additional Insured Endorsement as well as endorsements for Waiver of Subrogation and Insurance is Primary and
Non-Contributory to additional insured insurance coverage in addition to a Certificate of Insurance
**** Garage Liability (combines standard GL & Auto Liability
If any policy or coverage is written as "claims made" then coverage must be maintained for 4 years after project completion.

At all times during the term of the contract, the Contractor and its independent contractors shall maintain, at their
sole expense, insurance coverage for the Contractor, its employees, officers and independent contractors, as
follows:
NOTE:

A) It is the responsibility of Contractor to provide a copy of this BID to their insurance carrier.
B) It may also be required that the Contractor's insurer and coverage be approved by County prior
to execution of the Contract.
C) No work shall be started until receipt of Certificate of Insurance.
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The County of DuPage shall be named as additionally insured on all certificates of insurance. Insurance
certificates shall also reference project name and BID NUMBER. Certificates should be faxed (and hard copy
mailed) to:
DuPage County Procurement Services Division
Debra Thompson, CPPB, Buyer
421 North County Farm Road
Wheaton, IL 60187-3978
TX: (630) 407-6184
FX: (630) 407-6201
The insurance carrier of the insured is required to notify the County of DuPage of termination of any or all of
these coverage’s, prior to the completion of any contract, at least 30 days prior to expiration.
CHANGES IN INSURANCE COVERAGE:
The Contractor will immediately notify the County if any insurance has been cancelled, materially
changed, or renewal has been refused and the Contractor shall immediately suspend all work in progress
and take the necessary steps to purchase, maintain and provide the required insurance coverage(s) and
limits. If suspension of work should occur due to insurance requirements, upon verification by the County
of the required insurance the County will notify Contractor when they can proceed with the work. Failure to
provide and maintain the required insurance coverage(s) and limits could result in immediate cancellation
of the contract and the Contractor shall accept and bear all costs that may result due to the Contractors
failure to provide and maintain the required insurance.
INSURANCE RATING:
All of the above-specified types of insurance shall be obtained from companies that have at least an A rating in
Best’s Guide or the equivalent.
SURVIVAL OF INDEMNIFICATION:
The indemnification described above shall not be limited by reason of the enumeration of any insurance
coverage herein provided, and indemnification shall survive the termination of the Contract.
NOTICE OF LAWSUIT:
Within 60 days of service of process, the County shall notify the Contractor of any lawsuit involving the
indemnification provided for above. Failure to provide such notice shall not relieve the Contractor of its
obligation to provide indemnification. However, the County shall be responsible for any additional costs of
defense incurred due to their failure to provide such notice within 60 days.
CHOICE OF LEGAL COUNSEL:
The Contractor shall provide coverage as provided in the contract and retains the right to choose legal counsel
subject to the approval of the County and appointment by the State’s Attorney.
RIGHTS RETAINED:
Notwithstanding the foregoing, nothing contained herein shall be deemed to constitute a waiver of any defenses
or immunities otherwise available to the County.

Kimball Office Inc. understands and complies to the information within Section 5 - Insurance Requirements.
See attached Certificate of Insurance.
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DATE (MM/DD/YYYY)

CERTIFICATE OF LIABILITY INSURANCE

03/26/2015

THIS CERTIFICATE IS ISSUED AS A MATTER OF INFORMATION ONLY AND CONFERS NO RIGHTS UPON THE CERTIFICATE HOLDER. THIS
CERTIFICATE DOES NOT AFFIRMATIVELY OR NEGATIVELY AMEND, EXTEND OR ALTER THE COVERAGE AFFORDED BY THE POLICIES
BELOW. THIS CERTIFICATE OF INSURANCE DOES NOT CONSTITUTE A CONTRACT BETWEEN THE ISSUING INSURER(S), AUTHORIZED
REPRESENTATIVE OR PRODUCER, AND THE CERTIFICATE HOLDER.
IMPORTANT: If the certificate holder is an ADDITIONAL INSURED, the policy(ies) must be endorsed. If SUBROGATION IS WAIVED, subject to
the terms and conditions of the policy, certain policies may require an endorsement. A statement on this certificate does not confer rights to the
certificate holder in lieu of such endorsement(s).
CONTACT
NAME:
PHONE
(A/C, No, Ext):
E-MAIL
ADDRESS:

PRODUCER

MARSH USA Inc.
400 West Market Street, Suite 700
Louisville, KY 40202

FAX
(A/C, No):

INSURER(S) AFFORDING COVERAGE

360024-Kimba-Cas-15-16

INSURER A :

INSURED

INSURER B :

Kimball International, Inc.
and all subsidiaries
1600 Royal Street
Jasper, IN 47549

NAIC #

Travelers Prop. Casualty Co. of America

25674

Travelers Indemnity Co Of America

25666

INSURER C :
INSURER D :
INSURER E :
INSURER F :

CLE-003290995-17
REVISION NUMBER: 3
THIS IS TO CERTIFY THAT THE POLICIES OF INSURANCE LISTED BELOW HAVE BEEN ISSUED TO THE INSURED NAMED ABOVE FOR THE POLICY PERIOD
INDICATED. NOTWITHSTANDING ANY REQUIREMENT, TERM OR CONDITION OF ANY CONTRACT OR OTHER DOCUMENT WITH RESPECT TO WHICH THIS
CERTIFICATE MAY BE ISSUED OR MAY PERTAIN, THE INSURANCE AFFORDED BY THE POLICIES DESCRIBED HEREIN IS SUBJECT TO ALL THE TERMS,
EXCLUSIONS AND CONDITIONS OF SUCH POLICIES. LIMITS SHOWN MAY HAVE BEEN REDUCED BY PAID CLAIMS.

COVERAGES

INSR
LTR

A

CERTIFICATE NUMBER:

TYPE OF INSURANCE

ADDL SUBR
INSR WVD

GENERAL LIABILITY

X

POLICY NUMBER

TC2JGLSA8B344598

POLICY EFF
POLICY EXP
(MM/DD/YYYY) (MM/DD/YYYY)

04/01/2015

04/01/2016

COMMERCIAL GENERAL LIABILITY
CLAIMS-MADE

X

OCCUR

X $250,000 RETENTION

GEN'L AGGREGATE LIMIT APPLIES PER:
PROX POLICY
LOC
JECT

ANY AUTO
ALL OWNED
AUTOS
HIRED AUTOS

A

X

UMBRELLA LIAB
EXCESS LIAB

X

A
B
A

1,000,000

$

1,000,000

MED EXP (Any one person)

$

10,000

PERSONAL & ADV INJURY

$

1,000,000

GENERAL AGGREGATE

$

2,000,000

$

2,000,000

$

TC2JCAP8B344550

04/01/2015

04/01/2016

SCHEDULED
AUTOS
NON-OWNED
AUTOS

X

$

PRODUCTS - COMP/OP AGG

AUTOMOBILE LIABILITY

X

LIMITS

EACH OCCURRENCE
DAMAGE TO RENTED
PREMISES (Ea occurrence)

COMBINED SINGLE LIMIT
(Ea accident)
BODILY INJURY (Per person)

$
$

2,000,000

BODILY INJURY (Per accident) $

ZUP91M2838

OCCUR

04/01/2015

04/01/2016

CLAIMS-MADE

RETENTION $ 10,000

DED
WORKERS COMPENSATION
AND EMPLOYERS' LIABILITY
Y/N
ANY PROPRIETOR/PARTNER/EXECUTIVE
N N/A
OFFICER/MEMBER EXCLUDED?
(Mandatory in NH)
If yes, describe under
DESCRIPTION OF OPERATIONS below

TC2HUB466K5250 (AOS)

04/01/2015

04/01/2016

TRJUB466K5262 (AZ, MA, WI)

04/01/2015

04/01/2016

TWXJUB466K5458 (IN, KY, ID)

04/01/2015

04/01/2016

SIR all WC policies - $500,000

PROPERTY DAMAGE
(Per accident)

$

LIABILITY DEDUCTIBLE

$

EACH OCCURRENCE

$

250,000
5,000,000

AGGREGATE

$

5,000,000

X

$
WC STATUTORY LIMITS

OTHER
$

1,000,000

E.L. DISEASE - EA EMPLOYEE $

1,000,000

E.L. EACH ACCIDENT

E.L. DISEASE - POLICY LIMIT

$

1,000,000

DESCRIPTION OF OPERATIONS / LOCATIONS / VEHICLES (Attach ACORD 101, Additional Remarks Schedule, if more space is required)

Re: Proposal #P10-004
The County of DuPage is included as additional insured where required by written contract with respect to general liability.

CERTIFICATE HOLDER

CANCELLATION

DuPage County Procurement
Services Division
Joan M. Morange, Procurement Services Supervisor
421 North County Farm Road
Wheaton, IL 60187-3978

SHOULD ANY OF THE ABOVE DESCRIBED POLICIES BE CANCELLED BEFORE
THE EXPIRATION DATE THEREOF, NOTICE WILL BE DELIVERED IN
ACCORDANCE WITH THE POLICY PROVISIONS.
AUTHORIZED REPRESENTATIVE

of Marsh USA Inc.

John C Logan
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COUNTY OF DU PAGE, ILLINOIS
SECTION 6 - SPECIFICATIONS AND SCOPE OF WORK
INTRODUCTION: The County of DuPage, Illinois, as the Principal Procurement Agency, as defined in
Attachment A, has partnered with the National Intergovernmental Purchasing Alliance Company (“National
IPA”) to make the resultant contract (also known as the “Master Agreement” in materials distributed by
National IPA) from this solicitation available to other public agencies nationally, including state and local
governmental entities, public and private primary, secondary and higher education entities, non-profit
entities, and agencies for the public benefit (“Public Agencies”), through National IPA’s cooperative
purchasing program. The County of DuPage is acting as the contracting agency for any other Public Agency
that elects to utilize the resulting Master Agreement. Use of the Master Agreement by any Public Agency is
preceded by their registration with National IPA as a Participating Public Agency in National IPA’s
cooperative purchasing program. Attachment A contains additional information on National IPA and the
cooperative purchasing agreement.
National IPA is the public sector arm of Provista, a multi-industry supply chain improvement company
providing group organization and business solutions in various markets nationwide. We partner with sister
company, Novation, to leverage over $53 billion in annual supply spend to command the best prices on
products and services. With corporate, pricing and sales commitments from the Supplier, National IPA
provides marketing and administrative support for the Supplier that directly promotes the Supplier’s products
and services to Participating Public Agencies though multiple channels, each designed to promote specific
products and services to Public Agencies on a national basis. Public Agencies benefit from pricing based
on aggregate spend and the convenience of a contract that has already been advertised and competed.
The Supplier benefits from a contract that allows Participating Public Agencies to directly purchase goods
and services without the Supplier’s need to respond to additional competitive solicitations. As such, the
Supplier must be able to accommodate a nationwide demand for services and to fulfill obligations as a
nationwide Supplier and respond to the National IPA documents (Attachment A).
The County of DuPage anticipates spending approximately $75,000 over the full potential Master
Agreement term for office furniture. While no minimum volume is guaranteed to the Supplier, the estimated
annual volume of office furniture purchased under the Master Agreement through National IPA is
approximately $75 million. This projection is based on the current annual volumes among the County of
DuPage, other Participating Public Agencies that are anticipated to utilize the resulting Master Agreement to
be made available to them through National IPA, and volume growth into other Public Agencies through a
coordinated marketing approach between the Supplier and National IPA.

1)

OBJECTIVES: This RFP is has the intent of achieving the following objectives:
A. Provide a comprehensive solicited and awarded Master Agreement offering terms for the sale and
delivery of products and services nationally to Participating Public Agencies ;
B. Establish a channel partnership to offer this Master Agreement as the supplier(s) primary offer to
Participating Public Agencies nationally;
C. Achieve cost savings for suppliers and Participating Public Agencies through a single Master
Agreement, eliminating the need for duplication of process.
D. Aggregate volume of Public Agencies nationally to achieve best value and increase market share
for awarded supplier(s).

1)

MINIMUM QUALIFICATIONS: Proposers (specifically, the business that will be contractually bound
under the contract with the County) will be deemed non-responsible and rejected without any further
evaluation if they do not meet the following mandatory qualifications:
•

Have a strong national presence in industry.

•

Have a distribution model capable of delivering products and services nationwide.

•

Have a demonstrated sales presence.

•

Be able to meet the minimum requirements of the cooperative purchasing program detailed
herein.
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•

Be able to provide a full range of products, supplies and services to meet the demands of the
County and all Public Agencies that opt to participate in the cooperative purchasing program
through National IPA.

2)

TERM OF CONTRACT: The awarded contract will be for the three (3) year period beginning April 1,
2016 through March 31, 2019, with two (2) optional one-year renewal period provided there is no
change in the terms, conditions, specifications, and provided that such renewals are mutually agreed to
by both parties. In no event shall the term plus renewals exceed five (5) years.

3)

AWARD BASIS: The resulting award made by Principal Procurement Agency will be the basis of an
award on a national level through National IPA. If multiple Supplier(s) are awarded by Principal
Procurement Agency under the Master Agreement, those same supplier(s) will be required to extend the
Master Agreement to Participating Public Agencies through National IPA. Utilization of the Master
Agreement by Participating Public Agencies will be at the discretion of the individual Participating Public
Agency.

4)

GENERAL DEFINITION /OF PRODUCTS:
A. Systems Furniture - The complete catalog of all systems furniture, and accessories available;
B. Freestanding Furniture -The complete catalog of all case goods, furniture and accessories
available;
C. Seating - The complete catalog of chairs and other seating available;
D. Filing Systems, Storage Systems and Equipment - The complete catalog of filing systems,
storage systems, freestanding file cabinets, high density filing systems and cabinets, equipment
and accessories;
E. Interior Solutions– The complete catalog of available interior solutions. Interior solutions may
include wall systems, case work lines, custom designed solutions, pre-engineered and prefabricated interior solutions, other products and services not specifically named in the above
categories that complement the products and services and provide customers with a complete
interior solution.
F. Green or Sustainable Furniture Products – The complete catalog promoting the recycling or
remanufacturing of existing furniture and/or reclaimed materials;
G. Refurbishing Products and Services – The complete catalog of refurbished products and
refurbishing services offered;
H. Related Products and Support Services- Related office interior products, including signage and
design, installation, modular furniture reconfiguration and other services that provide customer
support.

5)

SERVICE LEVELS: Service levels for the Master Agreement must include at minimum the following:
A. Loading Dock Delivery:
B. Standard Installation services shall be based on the following assumptions; additional charges may
be incurred for services outside those stated below:
(1)

Performed during normal business hours 7:00 am to 5:00 pm, Monday through Friday, no
holidays.

(2)

Non-Union Labor (but see Prevailing Wage and Bacon-Davis sections)

(3)

Free and clear access to the docks and elevators

(4)

Job site to be free and clear of other trades

(5)

Reasonable access to the space.

C. Standard Installation services shall include the following:
(1)

Delivered to a designated area or room within the Participating Public Agency

(2)

Uncrating all products

(3)

Assembly if required
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(4)

Installation if required

(5)

Removal of debris

(6)

Wipe down of surfaces

(7)

Completion of punch list

(8)

Dedicated project coordinator

(9)

Product orientation and new user training

D. Supplemental Services: Please detail the supplemental services the Supplier will provide through
this contract to include but not limited to:
(1)

Project Management Services

(2)

Design Service (basic design to be included in standard installation)

(3)

Reconfiguration Services

(4)

Strategic Planning Services

(5)

Occupancy Planning Services

(6)

Build out Project Management Services

6)

WARRANTIES: All products must have at minimum manufacturer warranty period from date of delivery
or installation date, if installed, to include parts, labor and all return delivery cost.

7)

DELIVERIES: Deliveries will be made to DuPage County typically between the hours of 8:30 am and
4:00 pm on regular business days unless other arrangements are made, other Participating Public
Agencies may have different hours but will be in the range of 7:00 am to 5:00 pm, Monday through
Friday. Delivery locations will be stated on each purchase order issued.
The supplier(s) will authorize immediate replacement of any product that has been damaged in transit.
Supplier(s) understand that they are required to adhere to the delivery time they indicate for products.

8)
(a)

SUBMISSION REQUIREMENTS:
One ORIGINAL, one (1) hardcopy in a 3-ring binder) and four (4) electronic (CD) copies. Submit four (4)
electronic copies of the proposal in a Microsoft Office compatible or PDF format on four (4) separate compact disks
or flash drives. Limit the number of electronic files to one complete (PDF) when returning the information. The
County’s preference is to have the information in one file. Segregating each form into a new file is not preferred. The
format and content of the electronic copy should be equivalent to the original hard copy proposal.

A. The RFP forms must be completed legibly and in their entirety; and all required supplemental forms
including National IPA Exhibits A-D. Response must be signed.
B. Information must be furnished and presented in an organized, comprehensive and easy to follow
manner. Suppliers are cautioned that organization of their response, as well as thoroughness is
critical to the evaluation process.
C. It is the Supplier’s responsibility to clearly identify and to describe the products and/or services
being offered.
D. Unnecessarily elaborate brochures or other presentations beyond that sufficient to present a
complete and effective proposal are not desired.

Kimball Office Inc. understands and complies to the information within Section 6 - Specifications and
Scope of Work. See attached Warranty document and documentation within sections 7 & 8 for
detailed descriptions of products and services.

PROPOSAL #P15-150-DT
Page 28 of 42

Kimball Office

Section 7
EVALUATION CRITERIA & SUBMITTAL
REQUIREMENTS

www.kimballoffice.com

1600 Royal Street

800.482.1818

Jasper, IN 47549

Section 7

COUNTY OF DU PAGE, ILLINOIS
SECTION 7 - EVALUATION CRITERIA AND SUBMITTAL REQUIREMENTS
1)

EVALUATION: All proposals received will be evaluated by an Evaluation Committee comprising of
County representatives and National IPA representatives in a consultant only role. The following factors,
listed in relative order of importance, will be considered in making the selection:
A. Method of Approach
B. Price Proposal
C. Qualifications and Experience

Minimum Requirements Specific to Evaluation Criteria:

A. Method of Approach
1. General Requirements

a. Provide a detailed written response illustrating how your offer will meet the
General Requirements of this solicitation for the County of DuPage and the
national program.

b. Submit any and all information that will aid the County in evaluating your proposal.
2. Provide a response to the national program.
a. Include a detailed response to Attachment A, Exhibit A, National IPA Response
for National Cooperative contract. Responses should highlight experience,
demonstrate a strong national presence, describe how offeror will educate its
national sales force about the contract, describe how products and services will
be distributed nationwide, include a plan for marketing the products and
services nationwide, and describe how volume will be tracked and reported to
National IPA.
b. The successful offeror will be required to sign Attachment A, Exhibit B, National
IPA Administration Agreement The Agreement shall be signed no later than
issuance of the County of DuPage’s Notice of Intent to Award letter. Offerors
should complete all reviews of the document prior to submitting a response.
Offeror’s response should include any proposed exceptions to the National IPA
Administration Agreement.
3. Product Requirements
a. Provide a detailed written response describing the products offered. Offerors shall
provide the proposed product lines. Offerors shall identify and describe their
categories. For each proposed category, describe in detail and provide at a
minimum the following types of information:

1.

Identification and description of product categories offered

2.

Identification and description of sub categories

3.

Identification and description of manufacturers within each sub
category

b. What is the total number of products offered in your catalog? Are all catalog
products available to participating public agencies nationwide?

c. How are “green and/or sustainable” products identified in your catalog?
d. What additional products and services do you offer to provide a complete interior
solution to customers? In your response, include how these additional products
and services will be priced.

e. Submit any information that will aid the County in evaluating your proposal.
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4. Service Requirements
a. Provide a detailed written response describing Services offered. For each
proposed category, describe and/or provide details explaining your capabilities.
In your response include information such as:

i. Policies and programs detailing your efforts in these areas.
ii. Literature explaining your capabilities.
iii. End of life management or life cycle assessment
b. What is the standard warranty for your product and installation?
c. Submit any information that will aid the County in evaluating your proposal.
B. Price Proposal:
1. The County will assess net pricing of products based on the discounts proposed and
the list price offered. Based on the evaluation of net pricing, the County will determine
pricing most advantageous to the County.
a) Provide pricing using a discount off identified manufacturer’s price list for each
category of products.
b) Provide the reference to the standard index or other objective criteria used to
determine pricing of each product category and how this is the most advantageous
to County of DuPage and Participating Public Agencies nationwide
c) Propose a plan to adjust pricing as market conditions change.
d) Detail any additional pricing incentives such as for large orders.
e) State any return and restocking policy, and any fees, if applicable, associated with
returns
f)

Are purchasing cards or credit card accepted for payment? Describe any
convenience fees imposed.

g) Complete the Pricing Workbook Exhibit J which includes the following:
2. Product Categories

a. Discounts in provided tier structure, by order size and service levels; loading dock,
inside delivery, and installed

b. Provide installation schedule by region, or other categorization.

Indicate a

maximum percent of total as a cap on installation costs.

c. Provide any additional charges that may be applicable, to include but not limited to
union or prevailing wage installation, special restriction, deliveries outside of an
identified radius of a servicing dealer.

d. State any prompt payment terms available.
e. Special Offers/Promotions: In addition to decreasing prices for the balance of the
Contract term due to a change in market conditions, Contractor may conduct sales
promotions involving price reductions for a specified lessor period. Contractor
may offer Participating Agencies competitive pricing which is lower that the not-toexceed price set forth therein at any time during the Contract term and such lower
pricing shall be applied as a global price reduction under the Contract.
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Qualifications & Experience
1.

Provide a brief history and description of your company.

2.

Provide the total number and location of sales persons employed by your firm.

3.

Number and location of support centers (if applicable)

4.

Describe the qualifications of your sales personnel and technicians.

5.

Provide a listing of key personnel who may be assigned to the County’s
contract. Include their title within your organization and the description of the
type of work they may perform. Please identify an executive corporate sponsor
who will be responsible for the overall management of the awarded Master
Agreement.

6.

Summarize your experience in providing product and services similar to that
outlined in the Scope of Work. Provide a minimum of three references for
which you have provided similar products and services. References from other
public agencies, particularly municipal governments, are preferred. Please
include company name, address, phone, email, and contact person.

7.

Please submit any additional information that you feel is applicable to your
qualifications and experience.

2)

SHORTLISTING: The County may shortlist the Proposers based upon responses to the above items. If
necessary, the County will conduct interviews/demonstrations. The County will notify each Proposer on
the shortlist, if such presentation is required. These presentations will provide an opportunity for the
Proposers to respond to questions posed by the evaluation committee and to clarify their proposals
through exhibition and discussion. The County will not reimburse oral presentation costs of any
Proposer.

3)

INTERVIEWS/DEMONSTRATIONS: The County reserves the right to conduct interviews and/or
product demonstrations with some or all of the offerors at any point during the evaluation process.
However, the County may determine that interviews and/or demonstrations are not necessary. In the
event these are conducted, information provided during the interview and/or demonstration process
shall be taken into consideration when evaluating the stated criteria. The County shall not reimburse the
Offeror for the costs associated with the interview and/or demonstration process.

4)

ADDITIONAL INVESTIGATIONS: The County reserves the right to make such additional investigations
as it deems necessary to establish the competence and financial stability of any proposer submitting a
proposal.

5)

PRIOR EXPERIENCE: Experiences with the City and entities that evaluation committee members
represent may be taken into consideration when evaluating offers.

6)

EVALUATION OF PROPOSALS: Please be aware that your company’s responses to this solicitation
will be evaluated at the sole discretion of County of DuPage; in consultation with National IPA
representatives and that no express or implied guarantee is made that your company will be asked to
participate beyond this solicitation. Responses will be analyzed as quickly as possible. The County of
DuPage reserves the right to refuse any and all responses.
To ensure equal treatment of all participating vendors, Debra J. Thompson, CPPB, Buyer, shall be sole
designated representative for this solicitation. Proposers are expected to utilize this representative for
ALL information regarding this solicitation. Proposers who contact any other team member regarding
the subject of this solicitation are subject to disqualification from participation.

Kimball Office understands and complies to the information within Section 7. See attached Kimball Office Response
document.
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SECTION 7 - EVALUATION CRITERIA AND SUBMITTAL REQUIREMENTS
1)

EVALUATION: All proposals received will be evaluated by an Evaluation Committee comprising of
County representatives and National IPA representatives in a consultant only role. The following factors,
listed in relative order of importance, will be considered in making the selection:
A. Method of Approach
B. Price Proposal
C. Qualifications and Experience

Minimum Requirements Specific to Evaluation Criteria:

A. Method of Approach
1.

General Requirements

a. Provide a detailed written response illustrating how your offer will meet the General
Requirements of this solicitation for the County of DuPage and the national
program.
We seek this new award based on our past performance of the last (8) years with the National IPA contract and DuPage
County. Since our first DuPage County/National IPA award in 2007 this contract has become a significant factor in
contributing to Kimball Office overall sales growth and promotion of cooperative purchasing.
During this time our Kimball Office front line sales people have developed a strong partnership with the National IPA field
sales team. Our Kimball Office management, sales leaders, and front line sales teams have totally embraced this contract
and look forward to its continuance. Everyone within our organization has now become professionals in leading and
discussing the advantages of this contract.
Our recent introduction of education focused products will enable us to continue growing the value of the contract with new
product sales. Kimball Office recently introduced Poly Plastic seating and will be launching the following education-specific
products for a mid-November take order date: Guide - Instructors Desk, Mascot - Students Desk, Xsede Media Cart - Mobile

double side media cart.

Our go to market strategy is through our 300+ Authorized dealers nationwide. Our distribution channel can provide a
complete best value solution and related services specific to each customer. Kimball Office has over 100 sales professionals
on the front line who understands the value of selling this cooperative contract and have managed to incorporate the target
customer for this contract into their weekly selling activities.
Kimball Office and National IPA marketing teams work in partnership to develop contract focused marketing materials
for distribution. We also select case study end users from large projects for special marketing pieces.
(See A.1.b. for sample marketing materials)
Joint National IPA/Kimball Office front line sales teams work with closely with our Nation-wide dealer distribution to
provide training and sales strategy related to positioning the contract. Kimball Office attends the NIGP show and several
regional trade shows annually under the National IPA umbrella of vendors.
We also have a dedicated National IPA/DuPage County internal team that administers tracking, reporting of sales, and
contract compliance. This team also provides assistance to customers’ questions on how to register and use the contract.
(See A.1.b. for sample reporting document)
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National IPA/Dupage County contract events – 2015 calendar year


Joint meeting with National IPA /Kimball office sales leadership to discuss sales strategy and go forward.



Kimball Office announces new Director of Education work closely with National IPA education focused
representatives.



National IPA changes structure with dedicated focused sales reps for education and local government.



National IPA Summit meeting where one on one with face to face meetings, developing action plans for more field
sales team interaction.



Coordination and sharing of selling opportunities between selling teams through using same data provider
Salesforce. This exchange of information to be expanded.



National IPA/Dupage County online contract and sales/marketing/ training tools.



Quarterly conference calls to review sales opportunities and action plans for go forward.



Quarterly Kimball Office conference calls to all field sales sharing contract sales success stories and sharing of ideas
on best practices.



National IPA boot camps with targeted distribution channel.

PROPOSAL #P15-150-DT
Page 30 of 42

COUNTY OF DU PAGE, ILLINOIS
b. Submit any and all information that will aid the County in evaluating your proposal.
Marketing Samples:
National IPA (1) pg Flyer
National IPA & Kimball Office Co-op Purchasing Agreement
National IPA Flyer-Education
City of Beverly Hills Case Study
Reporting Sample
Sample Report_National IPA 30042 - Aug 2015.xls
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Created By and For
Public Agencies
National IPA is a cooperative purchasing organization
established for public agencies across the United States
with the specific purpose of reducing procurement costs
by leveraging group volume.
National IPA aggregates the purchasing power of
participating public agencies across the country in order
to receive larger volume discounts from suppliers. This is
an optional program with no fee to participate.

Serving Public Agencies
All cooperative agreements are competitively solicited and
publicly awarded by a public agency/governmental entity
(e.g. state, city, county, public university or school district),
utilizing the best public procurement practices, processes
and procedures. These Principal Procurement Agencies
are considered some of the best public procurement
organizations in the nation and are available to answer
questions or discuss the contracting process in detail.
By utilizing these agreements, agencies eliminate
duplication of effort and save valuable time, resources
and money.
Eligible public agencies include:










State Government
County Government
City/Local Government
Primary Education Systems
Higher Education Systems
Healthcare
Other Public Agencies
Nonprofits
Agencies for Public Benefit

REGISTER TO PARTICIPATE BY VISITING
WWW.NATIONALIPA.ORG
866-408-3077

info@nationalipa.org

Our Team
The National IPA team of certified public procurement
professionals, supply chain and cooperative purchasing
experts is committed to bringing value to you and
your teams. By acting as advocates to drive efficiency,
effectiveness and real savings within your agency,
our team will work with you to enhance your
procurement strategies.
Recognized as respected leaders in the discipline by their
peers and suppliers, this team of tenured professionals
has held key public procurement positions in state
government, local government and education.

Cooperative Contracts
Cooperative agreements available through National IPA
are established with the following process:
 The lead public agency/governmental entity prepares
a competitive solicitation, incorporating language
that provides access by any agency in states that allow
intergovernmental cooperative contract usage
National IPA is named in the solicitation as the
national cooperative purchasing organization
 The lead public agency issues the solicitation, any
required amendments and notifications, and conducts
pre-proposal conferences
 After the suppliers respond to the solicitation, the
lead public agency evaluates, negotiates final terms
and conditions, awards, administers, and utilizes the
resulting master agreement
 All participating agencies are eligible to utilize the
contracts through National IPA
National IPA is committed to the integrity and
transparency of the procurement process. Online access
to solicitation and award documentation is always available
in the documentation sections of each awarded agreement
on the National IPA website. No FOIA, passwords or
special requests are necessary.

National IPA and Kimball Office
Cooperative Purchasing Agreement
Eligible public agencies include
City/Local Government
County Government
Public School Systems
Public Higher Education
Non-Profit Organizations
Other Agencies for Public Benefit
Available Services
Space Planning
Furniture Specifications
Finish Selection
Project Management
Installation
Master Agreement
04/07/2011 thru 03/31/2016
Awarded by DuPage County, IL
Pre-competed, publicly awarded
Quality supplier with Quality Products and Services
Kimball Office
Full-scope furniture offerings
Systems Furniture
Freestanding Furniture
Seating
Tables
Filing Systems
Wide Range of Finish Selections
National IPA Contract# 10-004
Open to any agency that exists for public benefit
Competitively solicited, Publicly awarded contract
Access via Joint Powers or Cooperative Purchasing
Authorities
Provides National Aggregate Pricing Structure
Saves time, effort and resources
No Fees required to join
Easy registration at National IPA website
Contacts
Kimball Office

National IPA

www.kimballoffice.com

www.nationalipa.org

Reggie Staples

Customer Service

812.480.2713

866.408.3077

reggie.staples@kimballoffice.com

info@nationalipa.org

Leverage our relationship with National IPA to your advantage.
Kimball Office is offered through National IPA.

Working together to benefit you.

Kimball Office is proud of our standing relationship with the National Intergovernmental
Purchasing Alliance (National IPA). Register for no cost or obligation at
www.nationalipa.org. This cooperative purchasing organization exists to leverage
group volume in order to reduce costs. Better still, through our participation,
several advantages may extend to you.
• Contracts are competitively solicited and publicly awarded
• Kimball Office Contract #10-004
• Saves time, effort, and resources
• Open to any organization that exists for the public benefit, including: City, County,
and State Governments, School Systems, Higher Education, Institutions, Healthcare
Facilities, Non-Profit Organizations, Special Districts

Enhance your educational space.

Kimball Office is capable of fulfilling your needs around the campus, student housing,
and athletic facilities. Turn to us for a full scope of furniture offerings. We’re ready to
listen to your design, budget, and functional needs. And offer surprising solutions. See
our full lineup at www.kimballoffice.com.

HOW TO REGISTER

Registering to becoming an National IPA
participant is free and easy:
Go to www.nationalipa.org
Click “Click to Participate”
Complete the registration form
A National IPA representative will
contact you to discuss participation
and agreement information

KONIPAFLEDU ver.0215

City of Beverly Hills

About
The project administration group for the City of Beverly Hills needed to furnish and move into a new office
space in the City Hall on time and on budget. They chose Kimball Office to outfit the staff offices and public
areas in harmony with the restoration of the historic space.

Challenge
Make Everyone Comfortable
The City of Beverly Hills had a double order when remodeling the offices for their planning department.
They needed Kimball Office furnishings to:
Provide ergonomic comfort for people working long hours
Maximize the number of workstations to fit in the space
Enhance the interior architecture and ornamentation

Solution
Keep It Simple - with Options
Slim Interworks EQ panels made the most of the available space, while Stature and Xtreme seating
provided individual comfort. Worksurfaces with extended corners were chosen for extra workspace.
Product lines chosen:
Interworks EQ panel systems
Aspire tables
Conferencing Solutions tables
Stature, Xtreme, Adagiato, and Event seating
Fundamental files

Series
Adagiato, Aspire, Conferencing Solutions,
Event, Fundamental* Files, Interworks* EQ,
Stature, Xtreme, Traxx* & Tiles
Room Type
Private Office, Open Plan, Lobby/Reception,
Conference/Training
Industry
Government - State/Local

Results
A Space "For the People"
Employees are productive and efficient and the furniture goes perfectly with the renovated space. "With
Kimball Office, we found the most competitive pricing for a real quality product, and the service we found
was also top notch," remarked Donielle Larson, Project Administration Manager for The City of Beverly
Hills.
Available in a wide array of
finishes, Adagiato seating
integrates seamlessly with the
decor of Beverly Hills City Hall.

Adagiato seating provides
prolonged comfort at
workstations with its generous
scale and reclined back.

Footprint's gorgeous wood
surfaces offer a touch of
sophistication in a variety of
warm finishes.

The easily configurable
Interworks EQ system,
available in a variety of fabrics
and finishes, integrates nicely
with even the most
challenging of floor plans.

Versatile Stature seating and
a sleek contemporary
conference table offer a
perfect balance of comfort and
function - creating an ideal
meeting environment.

Watch “Case Study--City of Beverly Hills” by Kimball Office: https://vimeo.com/3865758
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Facility ID

Facility Name

Address

City

State

Zip Cde Supplier Contract Nbr Begin Date

End Date

Contract Sales

Total Fee

Cda Number

Lic Nbr

25 159 NIPA3037

CITY OF AURORA, COLORADO

15151 E ALAMEDA PKWY #4400

AURORA

CO

80012

30042 8/1/15

8/31/15

89.76

1.80

17 122 170976

UNIVERSITY OF MICHIGAN

326 E HOOVER

ANN ARBOR

MI

48109

30042 8/1/15

8/31/15

806.08

16.12

30042 170976

24 141 NIPA2238

UNIV OF TEXAS SYSTEM THE

1616 GUADALUPE STE 7.202

AUSTIN

TX

78701

30042 8/1/15

8/31/15

991.11

19.82

30042 NIPA2238

26 157 1037413

WESTERN WASHINGTON UNIV

516 HIGH STREET

BELLINGHAM

WA

98225

30042 8/1/15

8/31/15

14,097.62

281.95

30042 1037413

23 150 2437898

SUN LIFE FAMILY HEALTH CT

865 N ARIZOLA RD

CASE GRANDE AZ

85122

30042 8/1/15

8/31/15

4,012.49

80.25

30042 2437898

20 111 199120

UNIV OF NORTH CAROLINA

103 S BLDG CB 9100

CHAPEL HILL

NC

27599

30042 8/1/15

8/31/15

2,195.57

43.91

30042 199120

15 116 234076

UNIVERSITY OF VIRGINIA-MA

CHARLOTTESVI VA

22904

30042 8/1/15

8/31/15

243.10

4.86

30042 234076

17 136 220613

LEE UNIVERSITY

1120 N OCOEE ST

CLEVELAND

TN

37311

30042 8/1/15

8/31/15

7,568.00

151.36

30042 220613

24 141 223214

TEXAS A&M UNIVERSITY

301 TARROW, 7TH FLR

COLLEGE STAT TX

77840

30042 8/1/15

8/31/15

8,823.35

176.47

30042 223214

25 145 178396

UNIV OF MISSOURI COLUMBIA

105 JESSE HALL

COLUMBIA

MO

65211

30042 8/1/15

8/31/15

7,849.75

156.99

30042 178396

25 145 178439

UNIV OF MISSOURI SYSTEMS

1105 CARRIE FRANCKIE DRIVE

COLUMBIA

MO

65211

30042 8/1/15

8/31/15

294.71

5.89

30042 178439

25 129 NIPA20069 POLK COUNTY COURT ADMIN

816 MARIN AVE, STE 210

CROOKSTON

MN

56716

30042 8/1/15

8/31/15

985.32

19.71

30042 NIPA20069

24 142 NIPA0674

1500 MARILLA ST RM 3FS

DALLAS

TX

75201

30042 8/1/15

8/31/15

13,247.53

264.95

30042 NIPA0674

26 157 NIPA21495 GRANT PUBLIC UTILITY DIST

154 A STREET SE BLVD

EPHRATA

WA

98823

30042 8/1/15

8/31/15

1,239.64

24.79

30042 NIPA21495

26 154 NIPA21556 SANTE COMMUNITY PHYSICIAN

1180 E SHAW, STE 222

FRESNO

CA

93710

30042 8/1/15

8/31/15

9,542.48

190.85

30042 NIPA21556

20 112 NIPA18454 GASTON MEMORIAL HOSPITAL

2525 COURT DRIVE

GASTONIA

NC

28054

30042 8/1/15

8/31/15

1,528.30

30.57

30042 NIPA18454

27 153 NIPA0108

GLENDALE UNIFIED SCHOOL D

361 MAGNOLIA AVE

GLENDALE

CA

91204

30042 8/1/15

8/31/15

578.16

11.56

30042 NIPA0108

25 159 NIPA3068

JEFFERSON COUNTY PURCH.

100 JEFFERSON CTY PKWY #4530

GOLDEN

CO

80419

30042 8/1/15

8/31/15

802.40

16.05

30042 NIPA3068

25 145 IPA16065

PUBLIC SCHOOL & EDUC EMPL

3210 W TRUMAN BLVD

JEFFERSON CITMO

65109

30042 8/1/15

8/31/15

3,786.57

75.73

30042 IPA16065

25 146 NIPA0262

CITY OF KANSAS CITY

414 E 12TH STREET

KANSAS CITY

MO

64130

30042 8/1/15

8/31/15

971.75

19.44

30042 NIPA0262

25 159 240727

UNIVERSITY OF WYOMING

CORNER OF NINTH & IVINSON

LARAMIE

WY

82071

30042 8/1/15

8/31/15

7,692.62

153.85

30042 240727

23 151 NIPA20249 UNIV OF NV-LAS VEGAS

4505 S MARYLAND PKWY

LAS VEGAS

NV

89154

30042 8/1/15

8/31/15

10,585.86

211.72

30042 NIPA20249

26 154 2418958

1809 HOLMES STREET

LIVERMORE

CA

94550

30042 8/1/15

8/31/15

488.84

9.78

26 157 NIPA15055 CITY OF MERIDIAN

33 E. BROADWAY AVE

MERIDIAN

ID

83642

30042 8/1/15

8/31/15

20,603.81

412.08

17 124 150136

BALL STATE UNIVERSITY

2000 UNIVERSITY AVENUE

MUNCIE

IN

47306

30042 8/1/15

8/31/15

100.64

2.01

13 101 2428224

EFFIE WORLDWIDE INC

116 E 27ST STREET, 6TH FLOOR

NEW YORK

NY

10016

30042 8/1/15

8/31/15

12,031.02

240.62

14 114 828627

PHILADELPHIA UNIVERSITY

4201 HENRY AVE

PHILADELPHIA PA

19144

30042 8/1/15

8/31/15

390.32

7.81

30042 828627

17 110 211440

CARNEGIE MELLON UNIV

5000 FORBES AVE

PITTSBURGH

PA

15213

30042 8/1/15

8/31/15

23,924.90

478.50

30042 211440

26 155 NIPA2289

AMERICAN BAPTIST HOMES

6120 STONERIDGE MALL RD #300

PLEASANTON

CA

94588

30042 8/1/15

8/31/15

82.96

1.66

30042 NIPA2289

17 122 NIPA0737

OAKLAND COUNTY

1200 N TELEGRAPH RD

PONTIAC

MI

48341

30042 8/1/15

8/31/15

16,146.70

322.93

30042 NIPA0737

20 111 199193

NORTH CAROLINA STATE UNIV

2101 HILLSBOROUGH ST

RALEIGH

NC

27695

30042 8/1/15

8/31/15

29,301.30

586.03

30042 199193

20 111 NIPA18012 UNIV OF NORTH CAROLINA

2721 SULLIVAN DR STE 1100

RALEIGH

NC

27695

30042 8/1/15

8/31/15

697.46

13.95

30042 NIPA18012

26 154 NIPA8470

SELF-HELP FEDERAL CREDIT

2256 PATTERSON RD

RIVERBANK

CA

95367

30042 8/1/15

8/31/15

22.44

0.45

30042 NIPA8470

15 116 NIPA2393

COUNTY OF ROANOKE

5204 BERNARD DR STE 300-F

ROANOKE

VA

24018

30042 8/1/15

8/31/15

12,109.25

242.18

30042 NIPA2393

26 155 NIPA20996 SUPERIOR COURT OF CALIFOR

400 MCALLISTER

SAN FRANCISCOCA

92102

30042 8/1/15

8/31/15

833.24

16.66

30042 NIPA20996

26 155 115083

GOLDEN GATE UNIVERSITY

536 MISSION STREET

SAN FRANCISCOCA

94105

30042 8/1/15

8/31/15

7,801.76

156.04

30042 115083

26 157 2393557

DEPT OF LABOR & INDUSTRY

901 S MONROE ST, STE 100

SPOKANE

WA

99204

30042 8/1/15

8/31/15

1,115.71

22.31

30042 2393557

26 157 IPA16354

SPOKANE PUBLIC SCHOOLS

2815 EAST GARLAND

SPOKANE

WA

99207

30042 8/1/15

8/31/15

723.36

14.47

30042 IPA16354

26 157 NIPA16354 SPOKANE PUBLIC SCHOOLS

2815 EAST GARLAND

SPOKANE

WA

99207

30042 8/1/15

8/31/15

1,258.84

25.18

30042 NIPA16354

25 145 NIPA18073 FRIENDSHIP VILLAGE SUNSET

12503 VILLAGE CIR DR

ST. LOUIS

MO

63127

30042 8/1/15

8/31/15

7,376.12

147.52

30042 NIPA18073

25 145 179867

WASHINGTON UNIVERSITY

ONE BROOKINGS DR

ST. LOUIS

MO

63130

30042 8/1/15

8/31/15

2,473.42

49.47

30042 179867

23 150 104151

ARIZONA STATE UNIVERSITY

AT THE TEMPE CAMPUS

TEMPE

AZ

85287

30042 8/1/15

8/31/15

9,120.74

182.41

30042 104151

25 159 NIPA15016 VAIL VALLEY FOUNDATION

PO BOX 309

VAIL

CO

81658

30042 8/1/15

8/31/15

6,040.16

120.80

30042 NIPA15016

15 115 NIPA2886

JOHNS HOPKINS UNIVERSITY

1740 MASSACHUSETTS AVE NW

WASHINGTON DC

20036

30042 8/1/15

8/31/15

2,488.44

49.77

30042 NIPA2886

15 116 234030

VIRGINIA COMMONWEALTH UNI

910 W FRANKLIN ST

RICHMOND

VA

23284

30042 8/1/15

8/31/15

37,551.34

751.03

26 155 NIPA0222

CITY OF OAKLAND

150 FRANK H OGAWA PLZ #3332

OAKLAND

CA

94612

30042 8/1/15

8/31/15

0.00

0.00

30042 NIPA0222

27 153 NIPA0328

CITY OF LONG BEACH

333 W OCEAN BLVD

LONG BEACH

CA

90802

30042 8/1/15

8/31/15

542.90

10.86

30042 NIPA0328

26 155 NIPA0387

WEST ED

300 LAKESIDE DRIVE 25TH FLOOR

OAKLAND

CA

94612

30042 8/1/15

8/31/15

4,528.95

90.58

30042 NIPA0387

26 154 NIPA0825

STATE OF CA ASSEMBLY RULE

1020 N STREET #300

SACRAMENTO CA

95814

30042 8/1/15

8/31/15

3,965.28

79.31

30042 NIPA0825

CITY OF DALLAS

UNCLE CREDIT UNION
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22433 NIPA3037

30042 2418958
30042 NIPA15055
30042 150136
30042 2428224

30042 234030
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17 125 NIPA15824 SEMO PURCHASING DEPARTMEN

CAPE GIRARDEAMO

63701

30042 8/1/15

8/31/15

4,775.57

95.51

30045 NIPA15824

17 123 2421428

SEVEN HILLS SCHOOL

5400 RED BANK ROAD

CINCINNATI

OH

45227

30042 8/1/15

8/31/15

923.07

18.46

30045 2421428

24 137 NIPA3646

JACKSON ENERGY AUTHORITY

119 E COLLEGE STREET

JACKSON

TN

38301

30042 8/1/15

8/31/15

651.58

13.03

30045 NIPA3646

24 142 NIPA0579

COLLIN COUNTY

200 S MCDONALD ST, STE 230

MCKINNEY

TX

75069

30042 8/1/15

8/31/15

8,122.21

162.44

30045 NIPA0579

17 136 2421284

CORNERSTONE RESEARCH INST

44 VANTAGE WAY, STE 280

NASHVILLE

TN

37228

30042 8/1/15

8/31/15

61,111.29

1,222.23

30045 2421284

13 101 2413923

HARLEM ED ACTIVITIES FUND

2090 SEVENTH AVE, 10TH FLR

NEW YORK

NY

10027

30042 8/1/15

8/31/15

98,758.24

1,975.16

30045 2413923

17 110 2457004

BAYER HERITAGE CREDIT UNI

17612 ENERGY ROAD

PROCTOR

WV

26055

30042 8/1/15

8/31/15

3,468.60

69.37

30045 2457004

20 135 NIPA21312 CITY OF SPANISH FORT AL

7581 SPANISH FORT BLVD

SPANISH FORT AL

36527

30042 8/1/15

8/31/15

2,212.76

44.26

30045 NIPA21312

15 116 2450968

BLUE RIDGE AREA FOOD BANK

96 LAUREL HILL ROAD,PO BOX 937 VERONA

VA

24482

30042 8/1/15

8/31/15

12,144.00

242.88

30045 2450968

25 161 180461

MONTANA STATE UNIVERSITY

PO BOX 172440

BOZEMAN

MT

59717

30042 8/1/15

8/31/15

2,453.41

49.07

30045 180461

19 126 146719

LOYOLA UNIVERSITY CHICAGO

820 N MICHIGAN AVE

CHICAGO

IL

60611

30042 8/1/15

8/31/15

7,843.88

156.88

32507 146719

17 110 212106

DUQUESNE UNIVERSITY

1002 ROCKWELL HALL

PITTSBURGH

PA

15282

30042 8/1/15

8/31/15

13,166.99

263.34

40146 212106

23 151 IPA16134

PACIFIC MARINE CREDIT

1278 ROCKY POINT DRIVE

OCEANSIDE

CA

92056

30042 8/1/15

8/31/15

278.19

5.56

40230 IPA16134

23 151 NIPA0001

COUNTY OF SAN DIEGO

5560 OVERLAND AVE STE 270

SAN DIEGO

CA

92123

30042 8/1/15

8/31/15

10,758.40

215.17

41303 NIPA0001

17 136 NIPA18138 HARPETH VALLEY UTILITIES

PO BOX 210319

NASHVILLE

TN

37221

30042 8/1/15

8/31/15

22,519.60

450.39

41450 NIPA18138

20 111 199193

NORTH CAROLINA STATE UNIV

2101 HILLSBOROUGH ST

RALEIGH

NC

27695

30042 8/1/15

8/31/15

437.91

8.76

42203 199193

20 131 132657

LYNN UNIVERSITY

3601 N MILITARY TRAIL

BOCA RATON

FL

33431

30042 8/1/15

8/31/15

70,697.12

1,413.94

42621 132657

17 110 238032

WEST VIRGINIA UNIVERSITY

PRESIDENTS OFFICE BOX 6201

MORGANTOWN WV

26506

30042 8/1/15

8/31/15

31,538.16

630.76

42862 238032

123 238032

WEST VIRGINIA UNIVERSITY

PRESIDENTS OFFICE BOX 6201

MORGANTOWN WV

26506

30042 8/1/15

8/31/15

59.84

1.20

42862 238032

17 110 927341

WEST VIRGINIA UNIVERSITY

1 WATERFRONT PL

MORGANTOWN WV

26506

30042 8/1/15

8/31/15

1,916.24

38.32

42862 927341

24 137 2290804

ARKANSAS STATE UNIVERSITY

PO BOX 250

JONESBORO

AR

72403

30042 8/1/15

8/31/15

1,679.04

33.58

43671 2290804

24 137 FXMI

STATE OF ARKANSAS

701 S PULASKI ST

LITTLE ROCK

AR

72160

30042 8/1/15

8/31/15

6,310.04

126.20

43671 FXMI

24 137 106245

UNIV OF AR AT LITTLE ROCK

2801 S UNIVERSITY AVE

LITTLE ROCK

AR

72204

30042 8/1/15

8/31/15

6,028.95

120.58

43671 106245

24 137 NIPA14771 CITY OF LITTLE ROCK

3314 JE DAVIS DR

LITTLE ROCK

AR

72209

30042 8/1/15

8/31/15

736.56

14.73

43671 NIPA14771

24 137 106458

ARKANSAS ST UNIV-MAIN CAM

2105 E AGGIE ROAD

STATE UNIVERSAR

72467

30042 8/1/15

8/31/15

1,834.82

36.70

43671 106458

10 100 164988

BOSTON UNIVERSITY

1 SHERBORN STREET

BOSTON

MA

02215

30042 8/1/15

8/31/15

110,269.38

2,205.39

43828 164988

17 125 151306

UNIV OF SOUTHERN INDIANA

8600 UNIVERSITY BLVD

EVANSVILLE

IN

47712

30042 8/1/15

8/31/15

1,503.80

30.08

43834 151306

17 125 152637

VINCENNES UNIVERSITY

1002 N FIRST ST.

VINCENNES

IN

47591

30042 8/1/15

8/31/15

9,647.16

192.94

43911 152637

24 137 106458

ARKANSAS STATE UNIVERSITY

2105 E AGGIE RD

STATE UNIVERSAR

72467

30042 8/1/15

8/31/15

753.05

15.06

45141 106458

17 120 201034

APOLLO CAREER CENTER

3325 SHAWNEE ROAD

LIMA

OH

45806

30042 8/1/15

8/31/15

6,768.27

135.37

45426 201034

26 155 2270379

HOSPICE OF THE EAST BAY

3470 BUSKIRK AVENUE

PLEASANT HILL CA

94523

30042 8/1/15

8/31/15

7,884.78

157.70

45453 2270379

10 103 792782

UNIVERSITY OF CONNECTICUT

3 N HILLSIDE RD, UNIT 6076

STORRS MANSFCT

06269

30042 8/1/15

8/31/15

73,126.66

1,462.53

45497 792782

26 154 NIPA7051

COMMUNITY MEDICAL CENTERS

7210 MURRAY DRIVE

STOCKTON

CA

95210

30042 8/1/15

8/31/15

(7,107.03)

(142.14)

45682 NIPA7051

17 123 2284994

CITY GOSPEL MISSION

1947 AUBURN AVE

CINCINNATI

OH

45219

30042 8/1/15

8/31/15

631.40

12.63

17 125 NIPA0702

GOOD SAMARITAN HOSPITAL

520 S 7TH ST

VINCENNES

IN

47591

30042 8/1/15

8/31/15

15,426.50

308.53

26 157 209038

LANE COMMMUNITY COLLEGE

4000 E 30TH AVENUE

EUGENE

OR

97405

30042 8/1/15

8/31/15

141,978.60

2,839.57

25 145 NIPA16983 ARCHDIOCESE OF ST LOUIS

20 ARCHBISHOP MAY DR

SAINT LOUIS

MO

63119

30042 8/1/15

8/31/15

2,290.68

45.81

17 110 215655

ROBERT MORRIS UNIVERSITY

6001 UNIVERSITY BLVD

MOON TOWNSHPA

15108

30042 8/1/15

8/31/15

23,280.97

465.62

46561 215655

24 137 106458

ARKANSAS STATE UNIVERSITY

2105 E AGGIE ROAD

STATE UNIVERSAR

72467

30042 8/1/15

8/31/15

20,974.50

419.49

46585 106458

19 126 146719

LOYOLA UNIVERSITY CHICAGO

820 N MICHIGAN AVENUE

CHICAGO

IL

60611

30042 8/1/15

8/31/15

21.33

0.43

46601 146719

20 131 NIPA21400 IBM SOUTHEAST EFCU

790 PARK OF COMMERCE BLVD

BOCA RATON

FL

33487

30042 8/1/15

8/31/15

38.70

0.77

46688 NIPA21400

26 155 123554

PO BOX 3005

MORAGA

CA

94575

30042 8/1/15

8/31/15

1,114.76

22.30

46694 123554

17 136 HRG05114 METRO NASHVILLE SCHOOLS

2601 BRANSFORD AVE

NASHVILLE

TN

37204

30042 8/1/15

8/31/15

2,164.66

43.29

46731 HRG05114

24 137 NIPA1140

CITY OF MEMPHIS

125 N MAIN ST RM 438

MEMPHIS

TN

38103

30042 8/1/15

8/31/15

1,792.40

35.85

46763 NIPA1140

10 107 913578

CHAMPLAIN COLLEGE

PO BOX 670

BURLINGTON

VT

05402

30042 8/1/15

8/31/15

8,358.00

167.16

25 159 NIPA3037

CITY OF AURORA, COLORADO

15151 E ALAMEDA PKWY #4400

AURORA

CO

80012

30042 8/1/15

8/31/15

62,471.43

1,249.43

46860 NIPA3037

23 151 NIPA20249 UNIV OF NEVADA-LAS VEGAS

4505 S MARYLAND PKWY

LAS VEGAS

NV

89154

30042 8/1/15

8/31/15

530,647.52

10,612.95

46877 NIPA20249

23 150 NIPA0363

TOWN FO ORO VALLEY

11000 N LA CANADA DR

ORO VALLEY

AZ

85737

30042 8/1/15

8/31/15

10,284.80

205.70

46929 NIPA0363

17 123 237525

MARSHALL UNIVERSITY

1 JOHN MARSHALL DR

HUNTINGTON

WV

25755

30042 8/1/15

8/31/15

35,301.90

706.04

46978 237525

100 N WALKER AVENUE

OKLAHOMA CITYOK

73102

30042 8/1/15

8/31/15

117,255.61

2,345.11

SAINT MARYS COLLEGE OF CA

24 143 NIPA18079 CITY OF OKLAHOMA CITY
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45737 2284994
46255 NIPA0702
46524 209038
46536 NIPA16983

46773 913578

46987 NIPA18079
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19 126 146719

LOYOLA UNIVERSITY CHICAGO

820 N MICHIGAN AVE

CHICAGO

IL

60611

30042 8/1/15

8/31/15

175,551.70

3,511.03

47022 146719

10 100 164988

BOSTON UNIVERSITY

1 SHERBORN ST

BOSTON

MA

02215

30042 8/1/15

8/31/15

29,607.40

592.15

47181 164988

2,052,117.48

41,042.36

Page 3

COUNTY OF DU PAGE, ILLINOIS
2. Provide a response to the national program.
a. Include a detailed response to Attachment A, Exhibit A, National IPA Response
for National Cooperative contract. Responses should highlight experience,
demonstrate a strong national presence, describe how offeror will educate its
national sales force about the contract, describe how products and services will
be distributed nationwide, include a plan for marketing the products and
services nationwide, and describe how volume will be tracked and reported to
National IPA.
Kimball Office Inc. understands and complies with the information requested
above in Kimball Office’s response in Section 8 – Required Documents,
Attachment A, National IPA Exhibit A.

b. The successful offeror will be required to sign Attachment A, Exhibit B, National
IPA Administration Agreement The Agreement shall be signed no later than
issuance of the County of DuPage’s Notice of Intent to Award letter. Offerors
should complete all reviews of the document prior to submitting a response.
Offeror’s response should include any proposed exceptions to the National IPA
Administration Agreement.
Kimball Office Inc. understands and complies with the information requested
above in Kimball Office’s response in Section 8 – Required Documents,
Attachment A, National IPA Exhibit B signed with noted exceptions.

PROPOSAL #P15-150-DT
Page 32 of 42

3. Product Requirements
a. Provide a detailed written response describing the products offered. Offerors shall provide the
proposed product lines. Offerors shall identify and describe their categories. For each proposed
category, describe in detail and provide at a minimum the following types of information:
1. Identification and description of product categories offered

2. Identification and description of sub categories
3. Identification and description of manufacturers within each subcategory

Seating, Seating/Tables, Powered Tables, Multi-purpose Tables, Folding Tables:
Seating
Our seating offering includes solutions for lounge, lobby, conference rooms, training rooms, healthcare
applications, task, executive, stools, sit to stand, café, and 24/7 applications. Side /guest seating

•

•

•

o Acapella
o Abbott
o Adagiato
o Arpeggio
o Beo
o Carrington
o Collage
o Independence
o Innsbruck
o Stature
o Event
o Tucker
o Alumna
Conference Seating
o Wish
o Alumna
o Stature
Lounge Seating
o Dwell
o Beo
o Enjoy
o Vista
o Boyd
o Independence
o Delano
o Pose
o Bloom
o Villa
o Villa Shade
Task
o Wish
o Campos
o Hero
o Itsa
o Xtreme

•

•

Executive
o Clairmont
o Alumna
o Muirfield
Café/training
o Flip
o Bingo
o Poly
o Event
o Wren

Learning
Kimball Learning is a full facility provider for the education market that delivers functional, design relevant
solutions while maintaining the quality and integrity that is consistent of the Kimball brand. Expanding our
education product portfolio to gain consideration within the classroom settings will drive day-to-day
business and position us as a stronger player for larger project opportunities. By creating multipurpose
spaces that utilize our flexible product offerings we can help to reduce construction costs in the
architectural design phase. Building confidence and growing brand awareness with Kimball Learning will
require a multi-level approach of focusing on end-users, A&D and our dealer partners to ensure that our
growth potential is maximized. Learning product lines include seating, tables, desks, modular carrels,
library, media carts, etc.
o
o
o

Poly
Event
Villa

Tables
The Kimball Office table scope includes sizes up to 24 feet for conference rooms, multiple configurations
and sizes for training rooms, occasional tables, collaborative tables, café/dining tables in multiple heights,
and height adjustable tables. The breadth of table base/supports ranges from cocktail, café, counter to
standing heights in wood, laminate, or metal options. Other products included are conference room
supporting products like lecterns, phone tables, buffets, visual boards, multiple height storage, and AV
cabinets.
o
o
o
o
o
o
o
o
o

Collaborative
Aspire
Dock
Conference Solutions
Stow/Team
Legacy Tables
Occasional Tables
Scenario Tables
Modified

Learning
Kimball Learning is a full facility provider for the education market that delivers functional, design relevant
solutions while maintaining the quality and integrity that is consistent of the Kimball brand. Expanding our
education product portfolio to gain consideration within the classroom settings will drive day-to-day
business and position us as a stronger player for larger project opportunities. By creating multipurpose
spaces that utilize our flexible product offerings we can help to reduce construction costs in the
architectural design phase. Building confidence and growing brand awareness with Kimball Learning will
require a multi-level approach of focusing on end-users, A&D and our dealer partners to ensure that our
growth potential is maximized. Learning product lines include seating, tables, desks, modular carrels,
library, media carts, etc.
o
o

Dock
Scenario

Desking:
Casegoods
Casegoods include solutions for private offices that are traditional, transitional, or contemporary styles.
The casegood scope is available in multiple finishes and materials. Product can be built up at the factory
or can be modular to support unique space requirements. Items available in our offering include, desks,
credenzas, book cases, storage, hutches, & tables. Products are available to be locked and can be
keyed alike. The Key offering has hinged grip to collapse if bumped while in the core. This prevents
breakage of the key within the lock core.
o
o
o
o
o
o
o

Senator & President
Transcend
Definition
Fluent
Innsbruck
Universal
Modified

Priority
Priority is an extensive line that can move from the private office to the open plan to collaborative space.
Priority includes built up solutions for the private office as well as modular solutions that can be used in
the private office, conference room, or open plan. Priority offers a mix of materials including laminate,
veneer, and metal to meet various budgets. A multitude of finish and color offerings are available.
Priority offering includes a variety of height adjustable options and multiple storage heights. Priority can
be keyed randomly or alike.
Learning
Kimball Learning is a full facility provider for the education market that delivers functional, design relevant
solutions while maintaining the quality and integrity that is consistent of the Kimball brand. Expanding our
education product portfolio to gain consideration within the classroom settings will drive day-to-day
business and position us as a stronger player for larger project opportunities. By creating multipurpose
spaces that utilize our flexible product offerings we can help to reduce construction costs in the
architectural design phase. Building confidence and growing brand awareness with Kimball Learning will
require a multi-level approach of focusing on end-users, A&D and our dealer partners to ensure that our

growth potential is maximized. Learning product lines include seating, tables, desks, modular carrels,
library, media carts, etc.

o
o

Guide
Mascot

Filing/Storage:
Files
We offer 2 complete lines of files outside of the files available in our systems and casegood offerings, LFF
and Fundamental files are available in a multitude of paint colors and both lines offer multiple
filing/storage configurations. The LFF series is warranted to be moved fully loaded and offers 6” drawer
configurations. Both lines include hinged storage, counter weights, additional bases, and flipper door
storage options. Files can be keyed alike or randomly.
o
o

Fundamental
LFF

Systems:
Systems
Our systems offering is comprised of 4 panel options, wall mounting option, and benching, Our offering in
one of a rare breed where total integration can be done with the components and various benching hybrid
options. Our panel offerings 2”, 2 5/8”, and 3 ¼” thicknesses. Panels are available as dividers (fence
application), full to the floor, on legs, or with raceways. We offer monolithic, unitized (frame is shipped
completely assembled including electrical), and frame and tile applications. Our components are available
in multiple materials and finish options that can work with any panel option, wall mount option, and can be
made freestanding if you want to use the components in a private office application. The wall mount
application is called Traxx. It is a horizontal method that actually strengthens the wall by mounting
directing into the wall studs. Traxx allows the customer to use vertical space and create productive work
environments in smaller spaces.
o
o
o
o
o
o
o
o

Traxx & Tiles
Interworks
Cetra
Xsite
Xsede
Hum
Footprint
Modified

Residential Hall Furniture
Learning
Kimball Learning is a full facility provider for the education market that delivers functional, design relevant
solutions while maintaining the quality and integrity that is consistent of the Kimball brand. Expanding our
education product portfolio to gain consideration within the classroom settings will drive day-to-day
business and position us as a stronger player for larger project opportunities. By creating multipurpose
spaces that utilize our flexible product offerings we can help to reduce construction costs in the
architectural design phase. Building confidence and growing brand awareness with Kimball Learning will
require a multi-level approach of focusing on end-users, A&D and our dealer partners to ensure that our
growth potential is maximized. Learning product lines include seating, tables, desks, modular carrels,
library, media carts, etc.
o
o
o

Poly
Event
Villa

o
o
o
o

Guide
Mascot
Dock
Scenario

Healthcare
Kimball Health is focused on better outcomes for patients, their families, the staff that heals them and the
environments surrounding them. Our understanding and commitment to giving patients and their loved
ones the right solutions is evident in Kimball’s long history of creating purposeful products. Addressing
today’s continuum of care with our vast collection of products vitally supports healthcare environments.
And just as important, we are committed to ensuring comfort in critical circumstances with our product
designs to forward the healing process. Whether specifying for a healthcare facility today or planning for
tomorrow, Kimball Health offers the products and a committed focus for better outcomes at all levels:
design, products, patients, staff and families. Healthcare is changing rapidly and Kimball Health is leading
the charge for progressive results, delivering a better environment for true wellbeing. The Healthcare
applications include patient room, treatment rooms, and waiting rooms. Bariatric, tandem, hip, sleeper
sofas, recliners, patient room tables and storage are available.
o
o
o
o
o
o
o
o
o
o
o
o

Saffron
Sycamore
Alpine
Beo
Exam Stool
Event
Meadow
Sanctuary
Shore
Villa Heath
Villa Sleeper
Wren

b. What is the total number of products offered in your catalog? Are all catalog products available to
participating public agencies nationwide?
Kimball Office Inc. currently have 26,555 distinct models within our product offering.
c.

How are “green and/or sustainable” products identified in your catalog?

At Kimball Office, we are proud of our environmental stewardship. We are committed to sustainable
business practices and continuous improvement. It’s part of our heritage to stake initiative, to reduce
waste, to conserve energy, to commit fully, and to lead by example. Throughout our more than 40 years
of documented environmental actions, we have been a responsible steward of resources and have acted
as an agent of sustainable change in our industry Design for the Environment is our approach to
product development to ensure the inherent sustainability of our offerings. By considering a full continuum
of environmental factors, we have greatly improved the life cycle performance of our furniture.
All of the products within Kimball Office offer a proportion of green and/ or sustainable components.
There for we dedicate a page within each of our price lists outlining the details of our commitment to
sustainable business practices. A copy of this page along with our Sustainability brochure has been
included.
d. What additional products and services do you offer to provide a complete interior solution to
customers? In your response, include how these additional products and services will be priced.

Products:
Kimball Office has included in our proposal our Healthcare offering. The discounts are identical to our casegoods
and seating product categories. Our Healthcare offering will enable agencies, non profits, and higher education
customers to simplify their purchases with one manufacturer by completing those first aid, clinical, or lactation
rooms.
Services:
Kimball Office works with Workplace Management Solutions when a customer has a need for workplace
strategy or change management. They help align agency strategy with workplace and workforce
intelligence. Resources include Workplace Strategy white paper and Continuing Education credits on
Change Management and Strategy. Fees average $175.00 per hour or a daily rate of $1300.00 plus
travel expenses.
Installation of products can be provided through our distribution network. We work closely with our
dealers to certify their installers. WE continually provide education to insure they are prepared for any
product group. Quotes are provided on a per job basis based on the complexity of the product,
schedules, ease of access, etc. Quotes will be based on a total number of man hours at a specified
hourly rate.
Design –Space Planning- Programming can be provided through our distribution network. Each dealer
has a staff of designers to provide as little or as much consultation as needed. The designers are also
responsible for final product specification and insuring local codes are met. Design rates are based on
number of hours at an hourly rate.
Project Management is provided at 2 levels. The first level is through our dealer network. They are on
site managing the logistics of the deliveries, installation, and communication with the customer. The
second level is provided by Kimball Office. The project manager for Kimball Office is the liaison between
the dealer and the factory.
Leasing: Kimball Office works with Key Bank to provide leasing options to public agencies. The rates
vary based on size, term of lease, and current lending market conditions.

b. Submit any information that will aid the County in evaluating your proposal.
See attached documents:
o
o
o
o

Product Overviews
Sustainability Page from Price Lists
Sustainability Brochure
Workplace Change Management Overview

4. Service Requirements
a. Provide a detailed written response describing Services offered. For each proposed category,
describe and/or provide details explaining your capabilities. In your response include information
such as:

i.

Policies and programs detailing your efforts in these areas.

Installation of products can be provided through our distribution network. We work closely with our
dealers to certify their installers. WE continually provide education to insure they are prepared for any
product group. Quotes are provided on a per job basis based on the complexity of the product,
schedules, ease of access, etc. Quotes will be based on a total number of man hours at a specified
hourly rate.
Design –Space Planning- Programming can be provided through our distribution network. Each dealer
has a staff of designers to provide as little or as much consultation as needed. The designers are also
responsible for final product specification and insuring local codes are met. Design rates are based on
number of hours at an hourly rate.
Project Management is provided at 2 levels. The first level is through our dealer network. They are on
site managing the logistics of the deliveries, installation, and communication with the customer. The
second level is provided by Kimball Office. The project manager for Kimball Office is the liaison between
the dealer and the factory.
Leasing: Kimball Office works with Key Bank to provide leasing options to public agencies. The rates
vary based on size, term of lease, and current lending market conditions.
Workplace Management Solutions when a customer has a need for workplace strategy or change
management. They help align agency strategy with workplace and workforce intelligence. Resources
include Workplace Strategy white paper and Continuing Education credits on Change Management and
Strategy. Fees average $175.00 per hour or a daily rate of $1300.00 plus travel expenses.

ii.

Literature explaining your capabilities.

See attached documents:
o Workplace Change Management Overview
o Dealership and Network Programs
o Leasing and Financing Brochure
o Project Management Process

iii. End of life management or life cycle assessment
See attached document:
o

Non Obsolescence and Life Cycle Management

b. What is the standard warranty for your product and installation?

KIMBALL OFFICE
LIFETIME WARRANTY
Kimball Office warrants that its products sold hereunder are free from defects in materials and
workmanship given normal use and care for a lifetime of single-shift service. Normal use is defined as the
equivalent of a single-shift, 40-hour work week. In the event that use of a product exceeds normal use,
the warranty period for such product will be reduced to 12 years, and the warranty for the items that fall
under different warranty limitations, as listed below, will be reduced to one-third of the original warranty.
At its option, Kimball Office will repair or replace with comparable product, excluding Bingo Seating, free
of charge to the customer, any product, part or component manufactured and/or sold in North America
after November 6, 2000, and after January 21, 2002 for Skye Seating, which fails under normal use as a
result of such defect. This warranty is made by Kimball Office to the original customer for as long as the
original customer owns and uses the product.
Kimball Office warrants that its Bingo products are free from defects in materials and workmanship given
normal use and care for five years of single shift service. At its option, Kimball Office will repair or
replace with comparable product, free of charge to the customer, any product, part or component
manufactured and/or sold in North America after June 18, 2001, which fails under normal use as a result
of such defect. This warranty is made by Kimball Office to the original customer for as long as the original
customer owns and uses the product.
Warranty periods are limited for certain products and parts as follows:
10-Year Warranty (from the date of manufacture) ·Seating mechanisms ·Veneers
5-Year Warranty (from the date of manufacture) ·High-wear parts ·Pneumatic lifts ·Electrical/power
products ·Casters and glides ·Inflatable lumbar supports ·Lighting ·Desk sets ·Monitor arms ·Keyboard
kits ·Covering materials (such as foam, most textiles, laminate, thermofoil, and decorative trim)
3-Year Warranty (from the date of manufacture) ·Wool felt ·Custom products ·Carnegie Fabrics
1-Year Warranty (from the date of manufacture) ·Fit lounge and headrest
This warranty does not cover:
• Naturally occurring variations and differences in grain character and color between and within wood
species
• Natural variations in marble and leather
• Damage caused by a freight carrier
• C.O.M. (Customer’s Own Material) or any other non-standard Kimball Office material specified by the
customer, including attributes such as appearance, durability, quality, colorfastness, etc.
• KnollTextiles, Maharam, and Mayer Fabrics alliance programs
• Alterations to the product not expressly authorized by Kimball Office

• Products considered to be of consumable nature (such as bulbs, light ballast, and certain electronic
products)
This warranty is only valid if the products are given normal and proper use, and installed or used in
accordance with Kimball Office installation and/or application guidelines, and installed by an authorized
Kimball Office dealer or agent. Kimball Office assumes no responsibility for repairs to products sustaining
damages resulting from user modification, attachments to a product, misuse, abuse, alteration, or
negligent use of our products.
Facilities managers and users are urged to make periodic inspections to look for damages or signs of
structural fatigue incurred in daily handling and use. Examinations must include the structural joints,
corner blocks, screws or fasteners, welds, and any other points of stress. If any problems are found, the
product should be taken out of service.
EXCEPT AS EXPRESSLY SET FORTH ABOVE, THERE ARE NO OTHER WARRANTIES EITHER
EXPRESS OR IMPLIED, INCLUDING ANY WARRANTY OF MERCHANTABILITY OR FITNESS FOR
ANY PARTICULAR PURPOSE. WE EXCLUDE AND WILL NOT PAY CONSEQUENTIAL OR
INCIDENTAL DAMAGES UNDER THIS WARRANTY.
As the manufacturer of your furniture, we stand behind our craftsmanship and pledge to do everything we
can to resolve any problems you have within the terms of this warranty as quickly as possible.

c.

Submit any information that will aid the County in evaluating your proposal.

See information and documents referenced in a.i-iii and b.

B. Price Proposal:
1. The County will assess net pricing of products based on the discounts proposed and the list price
offered. Based on the evaluation of net pricing, the County will determine pricing most
advantageous to the County.
a) Provide pricing using a discount off identified manufacturer’s price list for each category of
products.
Kimball Office understands and complies to the request for pricing using a discount
off identified manufacturer’s price list for each category of products found in Section
9 – Price Books, Excel Spreadsheet printout (and electronic version) named P15-150-DT
Section 9 Price Book.xls
b) Provide the reference to the standard index or other objective criteria used to determine
pricing of each product category and how this is the most advantageous to County of DuPage
and Participating Public Agencies nationwide
Kimball Office pricing offered under the Master Agreement is lower than the overall available
pricing for any public sector national or multi-state cooperative or group purchasing agreement,
excluding GSA and federal government sales (“Public Agency Cooperative”, that enters into a
separate written agreement directly with Supplier, as further provided herein.

c) Propose a plan to adjust pricing as market conditions change.
Kimball Office is proposing a discount from our commercial price books to DuPage County and
NIPA. Our commercial price books are updated at a minimum of once a year with cost
increases/decreases based on historical averages of our cost to produce the product as well as
transportation costs.
d) Detail any additional pricing incentives such as for large orders.
Kimball Office considers economies of scale with every large order. Cost savings are passed on
to the customer in terms of deeper discounts from our commercial price list.

e) State any return and restocking policy, and any fees, if applicable, associated with returns.
Kimball Office Return / Restocking Policy:
Merchandise will only be accepted for return under the following conditions:
• The product is a “made to stock” item; and
• Return Goods Authorization (RGA) is given to you by your Customer Service Team
All returns are subject to a 50% restocking fee. All freight charges for returned product are the
responsibility of the customer. Unauthorized returns will not be accepted and will be returned
freight collect. All merchandise being returned must be properly packed and protected in the
original cartons. Upon receipt, all returned merchandise will be thoroughly inspected. Any
discrepancies, such as additional damage, signs of usage, missing parts, etc., will result in an
adjustment to the amount of credit issued.
f)

Are purchasing cards or credit card accepted for payment? Describe any convenience fees
imposed.

Kimball Office accepts MasterCard & Visa purchasing cards or credit cards. There are no
additional convenience fees imposed.
g) Complete the Pricing Workbook Exhibit J which includes the following:
2. Product Categories
a. Discounts in provided tier structure, by order size and service levels; loading dock, inside
delivery, and installed
Kimball Office has provided information within Section 9 – Price Books, Excel Spreadsheet
document P15-150-DT Price book.xls

b. Provide installation schedule by region, or other categorization. Indicate a maximum percent
of total as a cap on installation costs.
Installation schedules are determined by complexity, site conditions, and customer need.
Transportation time frames will vary by region. Northeast- 2-3 days, Southeast- 2-3 days,
Midwest, 1-2 days, Southwest -2-4 days, and West 4-7 days. Based on ideal installation
environment installation costs should not exceed 10% of List or retail prices.
Kimball Office has also provided information within Section 9 – Price Books, Excel Spreadsheet
document P15-150-DT Price book.xls

c. Provide any additional charges that may be applicable, to include but not limited to union or
prevailing wage installation, special restriction, deliveries outside of an identified radius of a
servicing dealer.
o
o
o
o
o
o
o
o
o
o

Stair Carry
Push to elevator or site more than 100 feet
Lack of freight elevators
Deliveries beyond 50 mile radius of dealer
Site not clean and clear of other trades
Damage by other trades
Union & Prevailing Wage
Access to loading dock
Limited on Truck Sizes
Permits & Parking

Kimball Office has also provided information within Section 9 – Price Books, Excel Spreadsheet
document P15-150-DT Price book.xls

d. State any prompt payment terms available.
Net 30 days

e. Special Offers/Promotions: In addition to decreasing prices for the balance of the Contract
term due to a change in market conditions, Contractor may conduct sales promotions
involving price reductions for a specified lessor period. Contractor may offer Participating
Agencies competitive pricing which is lower that the not-to-exceed price set forth therein at
any time during the Contract term.

Kimball Office may elect to conduct sales promotions or end customer discount reductions during a
specific time frame.
These promotions and reductions would apply to any existing or new customer that utilizes the National
IPA/DuPage County contract.

C. Qualifications & Experience
1.

Provide a brief history and description of your company.

When choosing Kimball Office you align with our industry leading partnerships around the world. Our
focus on being a valued partner enables you to access forward thinking solutions that address today’s
realities while aligning your business to meet your future needs.
We unite with thought leading designers to bring people-inspired product solutions to you. Our attention to
detail fosters fine design that focuses on employee wellness, engagement, and performance. Our
furniture connects people with technology to facilitate the diversity in the ever-evolving workplace.
Kimball Office is a design driven, technologically savvy brand that has been an industry leader since its
inception in 1970. We are proud to be a brand unit of Kimball International, a publicly-traded company

that received official recognition by Forbes as being a trustworthy company in 2013, 2014, and 2015—
one of only very few companies to earn the designation for multiple years. Our history and our heritage
are deeply rooted in excellence—a tradition we intend to continue well into the future.

2.

Provide the total number and location of sales persons employed by your firm.
Kimball Office has 79 sales personnel covering all 50 States of the United States. Attached is a
map by National IPA territory outlining the areas each sales person covers along with their
contact information.

3.

Number and location of support centers (if applicable)

Kimball Office Inc. Headquarters is located in Jasper, IN. In addition, Kimball Office has 4
warehouses and 7 showrooms along with a dealer network of 300 +. (See Section 8, 3.2.C)
4.

Describe the qualifications of your sales personnel and technicians.

Kimball Office believes every single employee is responsible for our partnerships with our customers.
Each of us are accountable to exceeding our customer’s expectations. We value our partnerships and it
shows in the way we engage with our partners. Our expertise in product application, space allocation,
and work place strategy is used to assist our partners in exploring the possibilities that will help them
achieve their goals and objectives. The Kimball Office sales team has over 8 years’ experience
partnering with the National IPA sales and marketing team.
Kimball Office employees have an average tenure of 17 years. The experience and commitment is one
of the best in the industry. Specific to National IPA, we provide experts for both public and education
sectors. We have (5) Government Sales Managers nationwide. Government Sales Managers (GSM)
must demonstrate the ability to multi task, meet deadlines, educate and lead various selling groups
inclusive of our distribution channel and Market Sales Managers. Our GSM’s are the resource for
contract compliance, assisting in sales opportunities, and helping procurement officials achieve their
objectives.
We have 28 education champions nationwide. Our champions are passionate about understanding and
assisting the educational partner. They provide ideas, white papers, case studies, and other information
to assist in the decision process. They are our experts in the learning environment.
Included in our sales team are 72 Market Sales Managers. They call on Customers, Dealers, Architects,
Designers, Brokers, Project Managers, etc. They develop a multitude of skills to become the resource
for the various influencers and decision makers.
Our sales team is supported by 10 Product Application Specialist throughout the country. Their role is to
help the sales person specify the right solution at the right price. Kimball Office provides installation
expertise to complex projects or new installation personnel for certification.
The National IPA sales initiative is led by the Director of Government Sales and the Director of Learning.
Their leadership assists with complex strategy, resource allocation, industry disruptions, sales leads, and
target markets.

5.

Provide a listing of key personnel who may be assigned to the County’s contract. Include their
title within your organization and the description of the type of work they may perform. Please
identify an executive corporate sponsor who will be responsible for the overall management of the
awarded Master Agreement.
Sales:
Rhonda Hammack**
Director, Government Sales
1600 Royal Street
Jasper, IN 47549-1022
PH: 443-745-1272
EM: Rhonda.Hammack@Kimball.com
**Executive Corporate Sponsor
Carol DeJong
Government Sales Manager
2719 Erie Street
San Diego, CA 92117
PH: 206-553-9466
EM: Carol.DeJong@Kimball.com
Karen Kontoulas
Government Sales Manager
1445 Stonecroft Drive
Winston Salem, NC 27103
PH: 336-918-2026
EM: Karen.Kontoulas@Kimball.com
Karl Schrumpf
Government Sales Manager
4925 Cromwell Drive # 2102
Kyle, TX 78640
PH: 202-213-9306
EM: Karl.Schrumpf@Kimball.com
Orbie Day
Government Sales Manager
818 West Dr.
Oakland City, IN 47660
PH: 812-630-6783
EM: Orbie.Day@Kimball.com

Brian Alvarez
Government Sales Manager
1130 Connecticut Ave, N.W. Suite 1150
Washington, DC 20036
PH: 202-826-6334
EM: Brian.Alvarez@Kimball.com

Corporate Sales Support:
Tonja L. Blackgrove
State Contracts Specialist
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 8573
EM: Tonja.Blackgrove@Kimball.com
Kris Kendall
Government Sales Specialist
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 8644
EM: Kris.Kendall@Kimball.com
Financial Reporting:
Carolyn Brewer
Assistant Controller
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 8518
EM: Carolyn.Brewer@Kimball.com
Contracts:
Tonja L. Blackgrove
State Contracts Specialist
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 8573
EM: Tonja.Blackgrove@Kimball.com
Marketing:
Wendy Murray
Director of Brand Marketing
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 6685
EM: Wendy.Murray@Kimball.com

6.

Summarize your experience in providing product and services similar to that outlined in the Scope
of Work. Provide a minimum of three references for which you have provided similar products and
services. References from other public agencies, particularly municipal governments, are
preferred. Please include company name, address, phone, email, and contact person.
In the last 8 years, Kimball Office has worked with 1340+ registered National IPA customers.
Kimball Office also has 20 years’ experience in working with public entities through our Federal
contract and various States contracts.
References:

1. Entity Name:
Contact Name and Title:
Address:
City and State:
Phone:
Email:
Years Serviced:
Description of Services:
Annual Volume:
2. Entity Name:
Contact Name and Title:
Address:
City and State:
Phone:
Email:
Years Serviced:
Description of Services:
Annual Volume:

Boston University
Jill Kaplan Brown, Associate Director/Space Management
985 Commonwealth Ave.
Boston, MA 02215-1305
617-353-6528
jkbrown@bu.edu
2009 – Present
Office/Educational Furniture, Full design, space planning, install,
service before and after the sale.
$431K
City of Redding
Binky Peer C.P.M. Purchasing Officer
777 Cypress Ave.
Redding CA 96001-2718
530-225-4137
bpeer@ci.redding.ca.us
2013 - Present
Complete outfitting of new facilities for the City Electrical
Operations
$450K

3. Entity Name:
District of Columbia – Department of General Services
Contact Name and Title:
Gbolahan Aganga-Williams, Senior Project Manager
Address:
1350 Pennsylvania Ave. NW
City and State:
Washington, DC 20004-3003
Phone:
202-698-4109
Email:
gbolahan.williams@dc.gov
Years Serviced:
2012 - Present
Description of Services: Office Furniture and Seating
Annual Volume:
$2,216,537.69

7.

Please submit any additional information that you feel is applicable to your qualifications and
experience.
Attached documents:
Kimball Office Sales Personnel-National IPA Territory Maps

Footprint

®

Overview
Footprint provides basic,
fundamental components that
work together with all Kimball
Office systems furniture to
expand design and function.
No matter what the space
requirements, it’s easy to
customize and create the right
solution.
With numerous options and
integrated compatibility,
Footprint is inherently versatile.
An extensive offering of
coordinated details, materials,
and finishes allows Footprint to
deliver greater flexibility and
aesthetic cohesiveness to
every solution. Mix Footprint
components with other
products from our portfolio for
even more application
opportunities.
Simply Put…Footprint’s
extensive portfolio of
worksurfaces, support
elements, storage units, and
mobile pieces complements
any setting. Its solid foundation
and integrated functionality
make it easy to customize and
create the right solution for the
right design strategy.

PRODUCT SOLUTION

Priority™
Overview
Priority is a suite of versatile
components that fit together to
create modern work
environments with timeless
appeal. It is specifically wellequipped for open plan, private
offices, conference rooms and
beyond.
Strong undersurface support
rails enable long spans, up to
eight feet, between legs and
ganging of adjacent tables,
perfect for benching
applications.
Height-adjustable tables
include manual or electric
adjustment-from seated
adjustment to sit-to-stand
options-with programmable
memory for three settings.

FPO

PRODUCT SOLUTION

Priority™
Overview
Priority is a suite of versatile
components that fit together to
create modern work
environments with timeless
appeal. It is specifically wellequipped for open plan, private
offices, conference rooms and
beyond.
Strong undersurface support
rails enable long spans, up to
eight feet, between legs and
ganging of adjacent tables,
perfect for benching
applications.
Height-adjustable tables
include manual or electric
adjustment-from seated
adjustment to sit-to-stand
options-with programmable
memory for three settings.

FPO

PRODUCT SOLUTION

Traxx & Tiles

®

Overview
Traxx is an innovative wall
system that transforms
architectural elements into useful
square footage. It’s simple and
intuitive design allows you to
easily incorporate panels,
functional tiles, worksurfaces,
and storage to any space. By
mounting this sturdy rail system
directly to building walls, each
space can effortlessly be
customized to meet your needs.
Traxx maximizes floor space by
optimizing wall space. Its key
element, a simple rail, can be
mounted directly to existing
building structure--studs, blocks,
or solid masonry--without
additional blocking. Apply Traxx
to columns or other building
obstructions. By scribing
worksurfaces or adding filler
pieces, you can turn any
architectural obstacle into a
useful element.
Product integration and
compatibility are signature
attributes, making Traxx a
tremendously versatile and
adaptable solution. Panel
systems can mount directly from
Traxx, bringing this system off
the wall and into the open plan.

PRODUCT SOLUTION

Xsede™
Overview
Xsede balances focus and
collaboration. Xsede was
designed to bring diversity to
the open plan; combining the
openness of a bench with the
visual privacy of a panel
system. It can be configured to
support the way you work,
whether functioning
independently or with a team.
Offering choice is essential
when creating a space for an
agile workforce. Xsede’s
thoughtful design and versatile
components help you do more
with less materials. Divide
space and tailor workstation
privacy as needed while
keeping your space feeling
minimal, light, and airy.
A minimalistic approach and
common kit of parts keep
Xsede simple and intuitive.

PRODUCT SOLUTION

Xsite

®

Overview
Xsite gives you design options
from a frame and tile system
that lets you create a
workspace where components
can easily be configured to fit
your current office layout, and
just as easily reconfigured to
accommodate future changes.
Put tiles anywhere. Customize
storage systems. Place
components wherever they’re
most useful.
Design freely utilizing our
integrated design strategy, our
Footprint® series delivers a
unified portfolio of work
surfaces, support elements,
storage units, and mobile
pieces for creating workspaces
with more possibility and
personality. They work together
to provide a wide range of
application opportunities—
freestanding enclosed offices,
open plan environments, and
collaborative team spaces can
be fashioned using standard
components.

FPO

PRODUCT SOLUTION

Hum

®

Overview
An open plan solution
designed for
individual focus,
collaborative tasks,
and everything in
between. Creating
environments that
work the way our
minds work, Hum
can take you from
individual to team
without disruption.
It encourages
creative and critical
thinking. It provides
a better work
experience,
resulting in better
performance.

FPO

PRODUCT SOLUTION

Cetra

®

Overview
Option-rich Cetra allows
you to use
monolithic panels,
or mix materials on
sectional panels,
for striking
elegance in high
visibility areas.
Choose from a
warm palette of
luscious wood
finishes to create a
strong,
sophisticated
statement in your
space. With the
rigidness of steel
frames, you can
stack panels to the
ceiling for visual
and acoustical
privacy. Cetra
imparts the
permanence and
stability that can
only come from
wood.

FPO

PRODUCT SOLUTION

Interworks

®

Overview
All the pieces you need,
without any of the
usual hassles.
Straightforward
components make
Interworks EQ a
cinch to
understand, plan,
specify, and install.
Clean lines and
durable
construction give
you a goodlooking, highly
functional panel
system that won’t
bust your budget.
And it’s just as
easy to take apart
and reconfigure.

FPO

PRODUCT SOLUTION

Definition

®

Overview
Our heritage and
craftsmanship can
be seen in the
beautiful wood
surfaces of the
Definition line, as
well as in its solid
construction and
smooth workings.
Definition offers a
dynamic selection
of components that
are configurable to
any environment.
The design is
about possibilities
and enduring
essentials
expressed in a
contemporary form.

FPO

PRODUCT SOLUTION

Fluent

®

Overview
Designed by David Allan
Pesso, Fluent
combines old world
craftsmanship and
durability with the
latest technology.
This simple
platform of allpurpose
components is
easy to install and
can easily be
reconfigured to
your workspace’s
ever-evolving
demands. All
surfaces are
finished to
perfection and
sized to maximize
usable space for
the occupant. It
can accommodate
private or open
plan configurations
and conform to the
individual
preferences of a
multi-generational
workforce.

FPO

PRODUCT SOLUTION

Transcend

®

Overview

Make functionality
beautiful, efficiency
elegant, and full
potential a reality.
From reception
areas to manager
offices to executive
suites, Transcend’s
versatile aesthetics
and specially
designed storage
components free
you to design
environments that
connect with clients
and accommodate
different job
functions, work
styles, and
personal
preferences.

FPO

PRODUCT SOLUTION

Innsbruck

®

Overview
Innsbruck reinterprets
classic styles. It
reflects the simple,
elegant
Biedermeier neoclassic style of the
19th century.
Timeless design
elements and
exquisite
craftsmanship
enhance
Innsbruck's
character.
Combine the
elegance you
desire with the
functionality you
need.

FPO

PRODUCT SOLUTION

President & Senator

®

Overview
When you take a seat
behind a President
desk, you’ll
appreciate the artistry
of our craftsmen, who
fashion select
materials into objects
of beauty and
function. The
President series
strikes a balance
between conveying
status and supporting
work.
Senator proves that classic
design and
meticulous
construction can also
encompass fiscal
responsibility.
Technology powers
the modern office and
Senator
accommodates it
gracefully. Supporting
electronic equipment
focuses on ease-ofuse and cable
management.
Traditional styling and
conservative value
meet in this intelligent
choice for today's
office.

FPO

PRODUCT SOLUTION

Fundamental & LFF

®

Overview
Individual workspaces
are getting ever
smaller, but
workers still need
storage. File banks
are utilitarian, yet
they need to blend
in and complement
the interior design,
and they must be
rock solid and
secure. Kimball
Office metal filing
and storage
solutions are
engineered and
built for long-term
durability, and they
offer a range of
aesthetic options.
File banks are utilitarian,
yet they need to
blend in and
complement the
interior design, and
they must be rock
solid and secure.
Kimball Office
metal filing and
storage solutions
are engineered and
built for long-term
durability.

FPO

PRODUCT SOLUTION

Hum

®

Overview
An open plan solution designed
for individual focus, collaborative
tasks, and everything in between.
Creating environments that work
the way our minds work, Hum can
take you from individual to team
without disruption. It encourages
creative and critical thinking. It
provides a better work
experience, resulting in better
performance.
The Hum.Minds at Work
Research Book (under
Documents) is designed to
function as a tool for those
charged with the task of creating
and maintaining high performance
workplaces. Its role as a
communication piece is to provide
evidence of the investigation,
exploration and design process
that led to the development of the
Hum product. This book provides
insight into the specific product
development of Hum. Minds at
Work. and key drivers, including
the changing nature of work and
cognitive ergonomics.

FPO

PRODUCT SOLUTION

POLY

™

STANDS OUT. STACKS UP.
In collaborative spaces, chairs are always being moved. That’s why
the lightweight and portable Poly chair is such a fitting addition to
the places people gather. Circled around a table or lined across a
classroom, Poly brings lightness and energy to virtually any setting.

POLY

™

Poly lends style to necessity. Available in mesh or plastic, Poly brings mobility and lightness to a variety of spaces. The
chair’s uniform shape and sled-base design allow them to stack with ease—35 on the Transport Dolly or 14 on the floor.

STATEMENT
OF LINE

Poly Mesh

MATERIALS

Poly Plastic

Poly Plastic
with Book Rack

Transport Dolly

Mesh back and seat color options

Big Sky

Black Tie

Crimson

Kiwi

Tangerine

Plastic back and seat color options

FEATURES
& OPTIONS

Tangerine

Fawn

Navy

Parrot

Black Tie

Cobalt

Turquoise

Scarlet

Charcoal

White

·
·
·
·
·

Chrome Sled Base
Black plastic guides are standard and can be used to gang adjacent chairs
Chairs stack up to 14 high
Transport Dolly is available to move up to 35 chairs easily
Optional wire book rack for Poly Plastic provides convenient storage

DETAILS

Book Rack

Plastic Glide

Plastic Glide, Ganging

DIMENSIONS

Poly Mesh
Height
Width
Depth
Seat Height
Seat Width
Seat Depth
Seat Angle

Poly Plastic
31 3⁄4"
19 5⁄8"
22"
17 1⁄2"
17 1⁄8"
163⁄8"
7°

Height
Width
Depth
Seat Height
Seat Width
Seat Depth
Seat Angle

A unit of Kimball International ©2015 Kimball International, Inc. Form No. BRPOLY ver. 15b

Transport Dolly
31 3⁄4"
19 5⁄ 8"
22"
17 1⁄ 2"
17 1⁄ 8"
163⁄ 8"
7°

Height
Width
Depth

133⁄8"
22 5⁄8"
32"

1600 Royal Street		
Jasper, Indiana 47549

800.482.1818
kimballoffice.com

G UIDE

™

GUIDE

™

Flexible furniture lets teachers choose from a range of formal and informal instruction styles. A desk with a tower lectern
supports standing lectures and seated work. Nesting utility tables offer extra work space, and a mobile lectern makes it
easy to present from anywhere in the room.

STATEMENT
OF LINE

Instructor Desk

FEATURES
& OPTIONS

Lectern

Utility Table

Instructor Desk
• Podium
• Optional power
• Modesty panel for increased privacy
• Available in open/file or hinged door pedestal
• Pedestals available in metal and TFL
• Tops available in TFL, HPL and writeable laminate
• Rim options include PVC and self edge
• Base available in multiple finishes and optional polished aluminum foot
Utility Table
• Nests into Guide top
• Tops available in TFL, HPL and writeable laminate
• Rim options include PVC and self edge
• Base available in multiple finishes and optional polished aluminum foot
Lectern
• Podium
• Available in open/file or hinged door pedestal
• Base available in multiple finishes and optional polished aluminum foot
• Pedestals available in metal and TFL

DETAILS

Power

Caster

Podium

Nested Utility Table

DIMENSIONS

Instructor Desk
29"H x 48"W x 20"D
29"H x 60"W x 20"D
29"H x 72"W x 20"D

Lectern
43"H x 22"W x 15"D

Utility Table
29"H x 32"Dia

Podium Top
19"D x 16"W

Podium Top
19"D x 16"W

A division of Kimball Office Form No. SSGUIDE
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MASCOT

™

MASCOT

™

Mascot’s mobile design benefits students and teachers alike. In a row or circled together, they offer flexibility and utility.
When classroom needs change, Mascot moves and nests for easy storage.

STATEMENT
OF LINE

Soft Rectangle Top

FEATURES
& OPTIONS

·
·
·
·
·
·
·

Trapezoid Top

Worksurface available in soft rectangle and trapezoid shapes
Worksurface available in TFL and paint
Soft rectangle and trapezoid in TFL available with t-mold or softened rims
Soft rectangle and trapezoid in paint available with knife rim
Modesty panel is standard on all desks
Flip and nest tightly for easy storage
Convenient book bag hook

DETAILS

Nested

WORKSURFACE
MATERIALS

Book Bag Hook

Standard lead times on these five core paint colors.

Charcoal

Fawn

Black

White

Clear on MDF

Contact customer service for extended lead times on these six paint colors.

Cobalt

Navy

Parrot

Scarlet

Tangerine

Turquoise

Worksurface also available in standard and woodgrain laminates.

DIMENSIONS

Soft Rectangle

Trapezoid

Height
Width
Depth

Height
Width
Depth

A division of Kimball Office Form No. SSMASCOT

29"
27 9⁄16"
11
19 ⁄16"

29"
41 7⁄8"
11
19 ⁄16"

1600 Royal Street		
Jasper, Indiana 47549

800.482.1818
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Media Cart

XSEDE

™

XSEDE

™

Media Cart

This mobile media cart makes it easy to collaborate and share information in presentations, brainstorming, or classroom
settings. Equip it with marker boards on both sides or a marker board on one side and a monitor on the other.

STATEMENT
OF LINE

Shown with
marker board

FEATURES
& OPTIONS

Shown with
monitor display

· Double sided HPL marker board or single side HPL marker board with single side monitor display
· Monitor display accommodates screens up to 42"
· Hinged door storage compartment
· Casters for mobility
· Frame available in all standard paint colors
· Standard TFL laminates and veneers
· Integrated cord management

DETAILS

Hinged Storage

Utility Tray

DIMENSIONS

68"H x 43"W x 20"D

A division of Kimball Office Form No. SSXSEDEMC

1600 Royal Street		
Jasper, Indiana 47549

800.482.1818
kimballoffice.com

At Kimball Health, we are focused on better outcomes for
patients, their families, the staff that heals them and the
environments surrounding them.
Our understanding and commitment to giving patients and their
loved ones the right solutions is evident in Kimball’s long history
of creating purposeful products. Addressing today’s continuum
of care with our vast collection of products vitally supports
healthcare environments. And just as important, we are
committed to ensuring comfort in critical circumstances with
our product designs to forward the healing process.
Whether you’re specifying for a healthcare facility today or
planning for tomorrow, Kimball Health offers the products and
a committed focus for better outcomes at all levels: design,
products, patients, staff and families. Healthcare is changing
rapidly and Kimball Health is leading the charge for progressive
results, delivering a better environment for true wellbeing.

Sycamore

Sycamore fully represents the highest level of patient
and visitor care and comfort. Exceptional design lends
to easy entry and exit, with ergonomic features to
support extended periods of waiting. Sycamore’s small
footprint and efficiency in single, tandem and multiple
configurations make it an easy solution for common
and waiting areas. The collection also features bariatric,
patient and hip seating.

Villa Sleep Sofa

The Villa Sleep Sofa is the perfect sleepover solution for
family and guests. A spring seat delivers superior comfort
while a folding back cushion provides an antimicrobial
sleep surface. The optional drawer front allows ample
storage for overnight stays.

Villa Health

A modern-day classic built for the rigors of healthcare
environments, Villa is scaled for a wide variety of spaces
and engineered for high traffic lobby and lounge areas. It
features a multi-generational design with built-in power
and USB connectivity, clean out detail, and antimicrobial
surface options.

Villa Health

Saffron Guest

Saffron is a family of seating extending across lounge,
guest, tandem and patient. This highly adaptable,
mid-century modern collection offers both aesthetic and
functional value. Wall-saver design allows for maximum
use of space in a minimum footprint while an accessible
clean-out provides easy care and maintenance.

Saffron Lounge

Alpine

The assurance of selecting the right furniture for the
environment is ever-present in the Alpine Collection.
Its durable square tube steel frame supports patients
and visitors for years with built in contoured backs for
comfort and support. Space-saving efficient tandem
and standalone guest models orchestrate traffic flow in
waiting areas.

Meadow

Meadow is a comprehensive, full function treatment
recliner designed to fit all patient body types and sizes.
Equipped with features to accommodate a wide variety of
treatment services while supporting spatial efficiency with
its small footprint and portability for patient transition.

Sanctuary

Kimball’s expert contract furniture legacy heralds in
meticulous design and precision engineering, resulting in
Sanctuary’s solid, well-crafted patient room casegoods.
The versatile design menu of shapes, materials, base and
feet options, and pull styles provide easy solutions for
creating a custom look without a custom price.

Wren

Shore

Wren’s innate strength durably supports additional

Shore’s multipurpose function provides a lounge chair

seating in waiting, lounge or dining areas when needed.

for patient and guest, and easily converts to a sleeper

It folds and stores on the wall to transform rooms for

for overnight guest stay. Removable sleep surfaces,

multipurpose use.

antimicrobial materials and an 80” sleep area promotes
wellbeing for in-room guests.

Form No. BRKHOV A division of Kimball Office

1600 Royal Street
Jasper, Indiana 47549

800.482.1818
kimballhealth.com

Perks

®

Overview
Perks work tools know
their way around
the business world.
They hang from
Traxx® rails and
slat tiles or perch
on desktops to help
you clear clutter,
manage multiple
projects, organize
information, tame
technology, and
make better use of
every bit of your
workspace. Add in
style, universal
material choices,
ergonomic
sensibility and
environmental
consciousness,
and you have
perfect order,
made to order.

FPO

PRODUCT SOLUTION

Universal

®

Overview

All-purpose Universal
Casegoods
coordinate with any
environment or
style. Bookcases,
undersurface
lighting and visual
boards are sure to
round out any
space.

FPO

PRODUCT SOLUTION

®

Training Tables
Overview
Available in dozens of
practical sizes and
shapes, Dock
tables can be
combined in
flexible
arrangements for
any use. Create
dynamic learning
environments,
training rooms,
private offices,
collaborative
spaces, and cafes,
then expand or
rearrange as your
demands change

FPO

PRODUCT SOLUTION

Occasional Tables

®

Overview
Corner tables, magazine
tables, end
tables—they’re the
final flourish that
completes a
working space.
But, without them,
how useful would
lounges, lobbies, or
huddle rooms be?
This collection of
contemporary,
transitional, and
traditional side
tables
encompasses a
variety of shapes,
sizes, and wood
finishes. Truly,
there’s an
occasional table for
any task and every
need.

FPO

PRODUCT SOLUTION

Conference Room

®

Overview
Conferencing Solutions
enable you to
choose from
modern to classic
styles to create the
look you need.
Outfit conference
rooms, personal
meeting spaces,
and more,
choosing from
multiple materials
and technology
options.
Complement your
conference table
with functional
matching units to
fully equip the
room for productive
use; buffet
credenzas, serving
carts and
multipurpose units
have convenient
details like
silverware
organizers, onboard power
outlets, and trash
bins.

FPO

PRODUCT SOLUTION

Aspire

®

Overview
In this conference table,
flexibility and
function unite with
contemporary
aesthetics. Aspire
was designed for
mobility and
multiple purposes.
With the largest
Aspire folding
table, even an
unscheduled
change of venue is
not a problem.
Folded twice, it fits
through every door
and onto the
elevator—easily
moved by a single
person.

FPO

PRODUCT SOLUTION

Team

®

Overview
Made for the places
people gather,
Teem keeps
people connected
to their technology
and each other.
Both sides of the
media wall can be
equipped with
monitors or marker
boards, and your
choice of table
base and top make
the space even
more functional.

FPO

PRODUCT SOLUTION

Dock TM Meeting
Overview
With a wide variety of
conference tables, occasional
tables, and cafe tables, Dock
has the perfect solution to
anchor any meeting space.
Many sizes, shapes, and
details let you tailor the look for
formal or casual settings, and
integrated power options make
Dock a practical choice for
supporting technology.

PRODUCT SOLUTION

Alumma™
Overview
With a retro-inspired design,
Alumma has an elegant profile
on both the conference and
side chairs.
Available in contemporary
black or sleek white, this fauxleather swivel chair is offered in
high-back, mid-back, and side
models.
Alumma's mid-century inspired
design sensibility makes it a
smart, sophisticated chair for
daily use or drop-in visitors.

PRODUCT SOLUTION

Bloom™
Overview
A collection that charms - no
matter the setting, Bloom fits
right in. Boasting graceful
curves and refined shaping,
Bloom offers an attractive
setting to sit down, share
ideas, or simply relax.
Together, Bloom’s chair and
tables can be placed just about
anywhere—
from reception areas, to lounge
spaces, to open offices.
Casual while being
sophisticated, Bloom fits
comfortably in a variety of
settings. United by the same
base design, the lounge chair
offers a tailored seat with
optional contrasting fabric,
while the occasional tables
come in a range of shapes,
heights, and materials.

PRODUCT SOLUTION

Boyd

®

Overview
Boyd exudes confidence. A
classic lounge series, Boyd is
timeless and versatile,
designed for multiple office
environments and easy to
specify. Offered in one-, two-,
and three-seat lounge models,
Boyd meets or exceeds the
BIFMA/ANSI standards.
The comfortable back cushion
contains high-density, highresiliency foam that is available
as a standard cushion or in
sewn tufted option. Its 6" legs
are platinum metallic steel and
available in square or round
profiles with non-skid glides.

PRODUCT SOLUTION

Dwell TM
Overview
Designed to support informal,
impromptu meetings, Dwell
brings a casual charm to the
workplace.
Its small scale makes it easy to
add to any workstation without
crowding the space, and
thanks to its simple, intuitive
nature, it almost places itself.
Use it alone to create cozy
retreats, or integrate with other
products for comfortable
collaboration.

PRODUCT SOLUTION

TM

Flip

Overview
Ready to work and easy to
store, Flip is the answer for any
multipurpose work area where
a beautiful and adaptable chair
is desired.
Thin features and a sleek
profile keep Flip clean and
contemporary. What's more,
Flip's chair seat flips up
allowing for very convenient
nesting and storage.
Flip is available as a side or
nesting chair in all black or
chrome.

PRODUCT SOLUTION

Villa™
Overview
Designed to be configurable
and contemporary, Villa’s
shapes and pieces can stand
alone or fit together to create
innovative and welcoming
arrangements. Villa’s versatile
components can join to form
armchairs, couches, benches
or a flowing combination of all
three.
Mixing modernism with a
foundation of traditional
craftsmanship, Villa provides
comfortable and functional
work mode options for
individuals and small teams. By
incorporating the privacy-back
and Villa Shade components,
you can easily create spaces
that are more private or divide
any one space to
accommodate multiple
purposes.
Complimentary Tables, in a
wide variety of shapes, sizes
and materials expand the
design options and functions
for Villa settings. Tables can be
used freestanding or ganged to
Villa lounge units to keep your
unique arrangements neatly in
place. Tables provide multiple
options for power, data and
USB access.

PRODUCT SOLUTION

Wish™
Overview
Rich with options, Wish offers five
different arms and an armless
model. The lumbar and seat slider
coupled with adjustable uprights
provide customization for
personal comfort and preference.
With design choices including
three wishbone finishes, mesh or
upholstered backs and seats, and
three base finishes, your Wish is
our command.
Advanced ergonomics and
material technology give the Wish
chair its smooth-flowing
movement. Thoughtfully scaled
seat and back components
support a wide range of body
types comfortably encouraging
healthy postures and reducing
physical stress. Optional sliding
seats modify thigh and back
support for people with long legs
while an adjustable lumbar option
personalizes lower back comfort.
The Wish stool positions people
at counter or café table level, and
the Wish task chair comes in
three heights: standard
pneumatic, low height and the
unique sit-to-stand model allows
people to adjust from desk height
to bar height.

Dealer Name Customer Name

FPO

PRODUCT SOLUTION

Abbott

®

Overview
A standout side chair.
Sit down and stay a while—
Abbott was designed
with both comfort and
function in mind.
Inviting by design,
Abbott fits seamlessly
in any setting—
lounge areas,
conference rooms,
and private offices
included. And it
comes in three
distinct styles, each
one as inviting as the
last.
With its eye-catching form,
Abbott brings
contemporary flare to
any office
environment.
Available in three
distinct models,
Abbott’s unique
silhouette makes it
attractive for any
setting, while its price
point makes it
attainable at any
budget.

Dealer Name Customer Name

FPO

PRODUCT SOLUTION

Tucker

®

Overview
Tucker is a family of
seating defined by
simple form,
generous proportion,
and plenty of
personality. In both
its single or tandem
configuration, Tucker
invites guests to take
a seat, sit back,
work, read, or meet.
If you wondered if a
chair could be
contemporary,
inviting, and
affordable all at once,
you don’t have to
wonder any longer.
Tucker’s efficiency in single
or tandem
configurations makes
it a smart addition for
any interior
environment. Tucker
represents the
essence of
functionality offering
an attractive form
and generous sitting
area making it a
fitting choice for
those looking for an
elegant seating
solution

FPO

PRODUCT SOLUTION

Acapella

®

Overview

With its sculpted wood
frame and bodyconscious back
and seat, Acapella
is beautiful to look
at and flexible
enough to grace
any environment.
Acapella is
available in three
models with or
without arms—
each chair makes a
serene statement
through variations
in scale and line.

FPO

PRODUCT SOLUTION

Adagiato

®

Overview
The Adagiato side chair,
designed by David
Allan Pesso,
embodies layers of
texture—the
confluence of steel,
wood and fabric
elements—that
create inspiring
environments with
depth and
character. Adagiato
looks confident in
contemporary,
minimalist interiors
as well as
transitional, multidimensional
environments.

FPO

PRODUCT SOLUTION

Arpeggio

®

Overview
Offering distinctive style
and enduring
comfort, Arpeggio
is a sophisticated
choice for lounge
or guest seating as
well as
coordinating
occasional tables.
Its subtly angled
backrest, full depth
seat, and elevated
armrests support
the body from all
sides. With two
distinctive models,
rich materials, and
expert
craftsmanship,
Arpeggio
complements any
interior.

FPO

PRODUCT SOLUTION

Beo

®

Overview
With its visual appeal,
physical comfort
and dependable
value, Beo
provides everything
you desire in guest
seating including
coordinating
occasional tables.
A full complement
of side chairs,
tandem seating,
upholstered
lounges, and
accent tables adds
up to versatility for
any environment.
Timeless and
functional, Beo is
at home in both
traditional and
contemporary
interiors.

FPO

PRODUCT SOLUTION

Bingo

®

Overview
These sleek chairs are
both easy on the
eye and easy on
the body.
Contoured for
comfort, they are
ergonomically
designed to
promote good
posture. Super
lightweight, they
are easy to lift,
maneuver, and
store. Available as
a stool or guest
chair, Bingo offers
versatile choices
suitable for multiple
environments.

FPO

PRODUCT SOLUTION

®

Campos & Itsa
Overview
Campos cleverly
intertwines smart
aesthetics and
subtly integrated
details with
ergonomics. Intuitive
controls you expect
from upscale
seating are all at
once attainable,
bringing a whole
new perspective to
seating
Itsa is an essential task
chair exceptionally
suited to fit
everyone. It is
designed to address
the basics of
everyday task
seating, meeting
vital needs while
delivering simplicity
and value. Stay on
budget, and look
good doing it. The
clean lines of Itsa
complement its
sleek design,
making it the right
choice for any
application.

FPO

PRODUCT SOLUTION

Carrington

®

Overview
Poetic in its simplicity,
Carrington is a
timeless classic. Its
refined wood frame
and balanced lines
bridge transitional
and contemporary
design
applications. The
precise contouring
of its slat back
yields exceptional
comfort. For those
who prefer a softer
feel, an
upholstered back is
also available.

FPO

PRODUCT SOLUTION

Clairmont

®

Overview
Classical proportions,
subtle curves, rich
wood details, and
gratifying comfort
are a few of the
elements that
make Clairmont a
solid choice for
traditional
executive and
conference
settings.

FPO

PRODUCT SOLUTION

Collage

®

Overview
With three back styles
and four arm
options, Collage
offers plenty of
choices to address
different
expectations
without sacrificing
design
consistency.
Thoughtful details
such as the slightly
pitched back and
curvilinear arms
comfortably
support the body.
Available in a
broad range of
finishes and
upholsteries,
Collage visually
enhances
contemporary,
transitional, and
traditional settings

FPO

PRODUCT SOLUTION

Delano

®

Overview
With Delano’s sculpted
lines and harmony
of materials, each
piece is an
expression of
confident style. Its
rich wood finishes,
meticulously
matched veneers,
textured fabrics,
and polished
aluminum accents
project a
cosmopolitan
aesthetic. With
coordinating tables
and tandem
components, the
collection is
ultimately
configurable.

FPO

PRODUCT SOLUTION

Enjoy

®

Overview
Enjoy does a lot to make
everyone happy.
This collection of
lounge seating
comfortably goes
contemporary or
transitional. And it’s
right at home with
several of our
private office and
open plan
solutions. The
perfect fit for
lobbies, reception
areas, and other
community spaces,
Enjoy brings
people together.

FPO

PRODUCT SOLUTION

Event

®

Overview
Here’s a multipurpose
chair that has what
it takes: comfort,
style, and design
options to respond
to a myriad of
applications,
functions, and
budgets. Event’s
upholstered seat
and back make it a
comfortable,
versatile option for
office side seating,
team and meeting
rooms, break
rooms, classrooms,
and more.

FPO

PRODUCT SOLUTION

Independence

®

Overview

Complete your traditional
space with
Independence
Hillsborough's
distinctive lounge
chair and sofas.
This Chippendale
inspired design
features rolled
arms and a camel
back complete with
a wood frame and
decorative trim
nails.

FPO

PRODUCT SOLUTION

Independence

®

Overview
Independence Newcastle
provides comfort
and support.
Available in guest
and desk chairs
this stylish barrelback chair adds a
bit of flair to any
traditional setting.
Add a new level of
sophistication to
your dining
experience with
Independence
Richland’s
Chippendale fluted
and round back
designs. The
intricate wood
craftsmanship and
solid wood frame
construction strikes
a balance between
detail and quality.
Richland is
available with or
without arms.

FPO

PRODUCT SOLUTION

Hero just for you

®

Overview
Hero automatically aligns
to each individual
user. Its carefully
coordinated
technologies
interact to
guarantee healthy
working postures
for every body.
Regardless of your
size, the unique
autofit mechanism
allows fine-tuning
for ultimate
comfort.

FPO

PRODUCT SOLUTION

Independence

®

Overview

Complement your
traditional facility
with Independence
Springfield.
Featuring expertly
detailed carved
wooden arms and
cabriole legs, it's
easy to project the
image you desire.
Desk and side
chairs are available
with or without
button-tufting and
trim nails.
Complement your
traditional space
with Independence
Suffolk's classic
design. This series
offers a generously
scaled mid-back
desk and side chair
as well an open
back side chair.
Coordinate spaces
from private offices
to lobbies for a
polished look

FPO

PRODUCT SOLUTION

Innsbruck

®

Overview
The strength and
character of 19th
century
Biedermeier
furniture finds
renewed
expression in
Innsbruck and
Osterley Park.
Michael Tatum and
Robert Purdom
created six
carefully detailed
chair styles
exclusively for
Kimball Office;
each rescaled and
reshaped for
today’s
applications

FPO

PRODUCT SOLUTION

Muirfield

®

Overview
The Muirfield executive
seating collection
combines good
looks and
exceptional quality
with comfort and
adjustability. Rolled
arms, finely
textured
upholstery, rich
wood finishes, and
tailored stitching
convey a classic
presence.
Standard
adjustability
features and an
inflatable lumbar
pad offer
individualized
comfort.

FPO

PRODUCT SOLUTION

Poly

®

Overview
In collaborative spaces,
chairs are always
being moved that’s
why the lightweight
and portable Poly
chair is such a
fitting addition to
the places people
gather. Circled
around a table or
lined across a
classroom, Poly
brings lightness
and energy to
virtually any
setting.
Poly lends style to
necessity.
Available in mesh
or plastic, Poly
brings mobility and
lightness to a
variety of spaces.
The chairs uniform
shape and sledbase design allow
them to stack with
ease – 35 on the
Transport Dolly or
14 on the floor.

FPO

PRODUCT SOLUTION

Pose

®

Overview
Pose seating and table
components offer a
modern design and
endless
configuration
options for any
gathering place. Its
clean design
consists of lounge,
benches, tables
and ottomans with
unlimited
upholstery options
and optional
contrasting piping.

FPO

PRODUCT SOLUTION

Stature

®

Overview
A handsome addition to
any office interior,
Stature’s rich wood
tones match
private office and
open plan
furnishings from
Kimball Office. Or
you can specify
black arms and
base for high-use
applications where
durability is a key
requirement.
Stature’s simple-tooperate controls
make it a great
seating solution
throughout your
organization.

FPO

Dealer Name Customer Name

PRODUCT SOLUTION

Vista

®

Overview
Offering the kind of deep,
resilient,
comfortable
cushioning that
invites visitors to
sink in and feel at
ease, Vista is the
answer for a
variety of
application needs.
This lounge’s
gently angled
backrests, full seat
depths, and flared,
elevated armrests
suit contemporary
or transitional
environments.

FPO

PRODUCT SOLUTION

Xtreme

®

Overview
Xtreme is as easy to
look at as it is to sit
in. Simple-to-use
adjustment
features—seat
depth, back height,
and choice of
armrest options—
allow each user to
personalize their
chair’s fit and
function. Precise
engineering and
high quality
construction
ensure lasting
value.

FPO

PRODUCT SOLUTION

We’re ready to do even more.

The active, sustainable stance of

We are in a state of perpetual progress.

It comes with abundant satisfaction that throughout our
more than 40 years of documented environmental actions—beginning earnestly in
1970 with the establishment of Kimball International’s Environmental and Energy
Management Department—we’ve made perpetual progress as a responsible
steward of resources and an agent of sustainable change in our industry.
The steps forward have been numerous. Wood. Energy. Chemicals. Air quality.
Recycled materials and recyclable products. Reuse. Green goals, partnerships,
and tools. We’ve looked at it all (and more) as we’ve acted holistically on a broad
range of issues. But it’s not enough. And it never can be.
By acknowledging we’re not there yet, we’ll be relentless in the pursuit of what’s
best for our world.

Let’s keep going.

BIFMA level®
	We are proud to state that 100% of the products manufactured
by Kimball Office are now level® 2 or 3 certified. This is a first
for our market, giving us more level® 3 certified products than
the entire competitive landscape combined. We now offer you
the most sustainable portfolio around, which includes
systems, casegoods, tables, and seating.

ecoScorecardSM
	Through this free online tool, you have quick, simple, 24/7 access
to the environmental attributes of our products. By partnering
with ecoScorecard, we are enabling speed and accuracy in
SM

Steps in the right direction.

the calculation of environmental credits, like LEED,® as well as
saving you time and, ultimately, money. See how easy it is at
kimballoffice.ecoscorecard.com.

Kimball Office has outlined its environmental philosophy around people,
products, and processes. More importantly, in each of these areas,
we’ve demonstrated our sustainable commitment with action.

ANEW
	Through our partnership with this third-party foundation, you
can repurpose furniture, fixtures, and equipment left over from

The following list of accomplishments and initiatives represents

remodeling projects. In doing so, you can benefit those in need

significant strides forward for Kimball Office, and perhaps even

while diverting materials from landfills. ANEW calls it “Doing

the industry as a whole.

what’s right with what’s left.” We call it smart.

FSC-certified wood
	Due to our roots in crafting fine wood furniture, we have
a natural respect for responsible forestry. Several product
series in our lineup give you the option of sustainably
sourced wood certified by the Forest Stewardship Council
(FSC), such as Fluent,® Priority,™ and Hum. Minds at Work.®,
among others.

Surface materials
	Our surface materials program has resulted in the industry’s
first comprehensive offering to be designed around sustainability.
The offering includes environmentally friendly textiles, woods,
laminates, and paint finishes.

LEED® certified facilities
	Kimball Office has sought and received LEED certification for
several of its facilities across the country. Our San Francisco
and Jasper, Indiana, showrooms have achieved the level of
LEED-CI Gold certification; our Atlanta and Chicago showrooms
are LEED-CI Silver certified; and our New York showroom, as
well as corporate headquarters and research and development
team rooms in Jasper, are LEED-CI certified.

Looking ahead.
Currently, we have our sights set on several efforts, including the
continued sharing of intellectual capital with BIFMA level® in support of
developing higher categories. Likewise, as LEED evolves and raises the
bar, we’ll work to anticipate and respond to the advances. Finally, as
corporate social responsibility remains a core value, we will strengthen
our public reporting of our sustainability practices.

Our goal:

Kimball Office will remain the recognized leader in
providing sustainable office furniture solutions at all

It all leads up to this.

price points and for all settings, with the ideal product
portfolio that contributes to green building and design
goals, and the broadest number of products that meet
the highest environmental standards.

In considering the finite resources of our planet, the consequences for the health
of people and communities, and a foreseeable future of constant change in the
workplace and economy—we’ve always got to remain ready, willing, and able
to do more.

In the end, we’re just beginning.
Yes, the efforts we’ve made have the clear intention of minimizing our impacts on
the planet in order to preserve a healthy world for future generations. But there’s
a very practical, down-to-earth, today aspect to our thinking, too.
Ultimately, the more we do in the area of sustainability, the more it helps you to
achieve your environmental aims.

Let us show you just how easy it is with Kimball Office.

www.kimballoffice.com

A unit of Kimball International
1600 Royal Street, Jasper, Indiana 47549
800.482.1818

At Kimball Ofﬁce, we are proud of our
environmental stewardship. We are
committed to sustainable business
practices and continuous improvement. It’s part of our heritage to
stake initiative, to reduce waste, to
conserve energy, to commit fully, and
to lead by example.
Throughout our more than 40 years of
documented environmental actions, we
have been a responsible steward of
resources and have acted as an agent
of sustainable change in our industry.
Design for the Environment is our
approach to product development to
ensure the inherent sustainability of
our offerings. By considering a full
continuum of environmental factors,
we have greatly improved the life
cycle performance of our furniture.
Ultimately, the more we do in the area
of sustainability, the more it helps you
to achieve your environmental aims.
Let us show you just how easy it is
with Kimball Office.

®See page 4
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ANSI/BIFMA level™

LEED® Certiﬁcation

We offer one of the most sustainable
portfolios in the industry, which
includes systems, casegoods, tables,
and seating. Our product testing team
evaluates all Kimball Office products,
ensuring they meet or exceed
ANSI/BIFMA Standards. Our team
members regularly participate on
BIFMA and USGBC committees to
contribute to industry-wide standards.

Kimball Office offers furniture solutions
which may contribute toward LEED®
certification. The LEED Green Building
Rating System™ is the nationally
accepted benchmark for design,
construction, and operation of high
performance green buildings. Kimball
Office has sought and received LEED
certification for several of its facilities
across the country.
LEED-CI Gold:
• Jasper, IN showroom
• San Francisco, CA showroom

Through this free online tool, you have
24/7 access to the environmental
attributes of our products. EcoScorecard enables speed and accuracy in
the calculation of environmental
credits for LEED®, saving you time
and ultimately, money.
®See how easy it is at
kimballoffice.ecoscorecard.com.

LEED-CI Silver:
• Atlanta, GA showroom
• Chicago, IL showroom
LEED-CI:
• Corporate Headquarters
• New York, NY showroom
• R&D Team Rooms

Indoor Air Quality
One of the largest contributions office
furniture can make to a building’s
LEED certification is indoor air quality
via low-emitting products. Kimball
Office uses the Indoor Advantage
program from Scientific Certification
Systems (SCS).

Pura® is our proprietary wood finish
that has virtually no volatile organic
compounds (VOCs). Pura is a key part
of our sustainability story, enabling a
broader range of products to meet or
exceed indoor air quality standards and
help our customers achieve LEED
credits.

FSC-Certiﬁed Wood

Due to our roots in crafting fine wood
furniture, we have a natural respect
for responsible forestry. Several series
in select finishes are available in FSC
wood.
®Contact By Design at
800.482.1616 for pricing and
lead time information.

Asset Network for Education
Worldwide, Inc. (ANEW) is an
effective way to responsibly disposition
surplus furniture, fixtures and equipment. ANEW can repurpose your
equipment to benefit those in need,
while diverting materials from landfills.
ANEW calls it “Doing what’s right with
what’s left.” We call it smart.

®Find more speciﬁc details
regarding the environmental aspects
of our product offerings at:
www.kimballofﬁce.com
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The operating load capacities for various Kimball Office products shown in
the table at right represent the BIFMA
functional loads which are equivalent
to loads that can be expected in
normal use of the component.
All components meet or exceed the
following ANSI/BIFMA Functional and
Proof Loading requirement tests:
• X5.5 2014 Desk/Table Products Test
• X5.9 2012 Storage Units Test

®See page 3
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Component

Operating Load Capacity (Functional Loads)

Desk/table <45"W

200 lbs. over 12" diameter area, concentrated loading

Example

Desk/table 45"W–72"W

200 lbs. over 12" diameter area, concentrated loading
1.5 lbs. per inch of perimeter, distributive loading

24"D x 72"W = 288 lbs.

Desk/table >72"W

Two 200 lb. loads over two 12" diameter areas,
concentrated loading
1.5 lbs. per inch of perimeter, distributive loading

24"D x 84"W = 324 lbs.

Pedestal drawer

.017 lb. per cubic inch of drawer interior ﬁling space
Note: File drawers are to support hanging ﬁles only;
they are not intended for bottom loading.

24"D x 18"W x 12"H = 88 lbs.

Transaction counter,
secondary surface <16"D,
or shelf

.017 lb. per cubic inch above surface
(not to exceed 12”H), distributive loading

12"D x 60"W = 147 lbs. t.w.

Adjustable keyboard support
<36"W

66 lbs., distributive loading

Writing shelf

25 lbs., distributive loading

Extendible elements
(drawer, shelves, etc.)

.017 lb. per cubic inch of drawer interior ﬁling space,
distributive loading

Center/pencil drawers

5 lbs., distributive loading

Storage or bookcase
top <38"H

200 lbs. concentrated loading
.20 lb. per square inch of surface area, distributive loading

24"D x 36"W = 173 lbs.

Storage or bookcase
top 38"H–60"H

.20 lb. per square inch of surface area, distributive loading

24"D x 36"W = 173 lbs.

Storage or bookcase
top >60"H

.09 lb. per square inch of surface area, distributive loading

24"D x 36"W = 78 lbs.

Storage or bookcase
bottom

.017 lb. per cubic inch above surface, distributive loading
(not more than 18" in height)

24"D x 36"W x 18"H = 264 lbs.

24"D x 15"W x 12"H = 73 lbs.

Square inches should be calculated using this formula: Surface depth x surface width of available storage
Cubic inches should be calculated using this formula: Surface length x surface depth x height of available storage above the surface (limited to 18 inches above
the surface)
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WORKPLACE CHANGE
MANAGEMENT: An Overview
By Diane Coles Levine

WORKPLACE CHANGE MANAGEMENT: AN OVERVIEW
Helping leaders prepare people for their new workplace.

INTRODUCTION
People have a natural resistance to change and even though
there are good business reasons for transforming the
workplace, often, workers feel vulnerable with the process.
Consequently, workplace change management should be
executed very carefully and thoughtfully. The goal is to
create a well-crafted program that provides support for
employees about their new workplace and assists them in
getting back to work as quickly as possible to avoid any
productivity loss. This paper will discuss the importance of
workplace change management along with basic steps to
success.

What is workplace change management?
Change management helps leaders prepare people for their
new workplace, engage their employees throughout the
change, and drive positive outcomes. People often have a
fight-or-flight response to change as shown in the Change
Curve, Figure 1.

reactions during transition.

Denial

External/Environment

Commitment

Past

Future

Resistance

Acceptance

strategy, design and construction schedule. The idea is to
achieve a unified cultural transition for employees from their
current work environment to their future workspace.
The five steps in a workplace change management program
are outlined further in this paper. They are:
1.
2.
3.
4.
5.

Create the business case for change
Develop a common vision
Communicate for buy-in
Manage the change
Adopt and adjust to the change

Why do we need change management?
Change management helps employees get back to work
quickly and effectively and in return reduce costs and
minimize productivity loss. People and space represent the
two largest portions of a company’s budget and a smooth
change management program helps optimize these assets
by decreasing costs and retaining high performers. People
by nature are adaptable and can adjust to new workplaces
whether they like them or not. However, without a well
thought out change program, workers may not be as efficient
and productive in the new space as in the old. Change
management ensures that employees are productive and
performing to their best capabilities.
A well-planned change management program reduces
stress, improves employee engagement and well-being
along with their overall satisfaction with the company.
Workers want to feel valued, respected and appreciated and
change management helps them become more satisfied
with their new workspace and, in general, the employee
experience. That’s why change management efforts led by
trained professionals can deliver a work environment where
employees can be productive and embrace the new space
from day one.

Internal/Self
Fig. 1: Change Curve

This curve is a popular model that demonstrates the
different stages of how people react to change; from denial
to resistance to acceptance to commitment. The change
management process helps employees move through this
model and shift their thinking and behavior from resisting
change to committing to their new work environment. It is
a structured approach that coincides with the workplace

2
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CHANGE MANAGEMENT PROCESS

Change
Create the Business
Management Case and “The Vision”
Process

Manage and Communicate the Change

Occupancy

Move

FF&E

Construction

CDs

Design
Development

Schematic
Design

Programming

Workplace
Strategy

Project
Process

Business
Strategic
Planning

Start Change Management early in the project process

Adopt and
Adjust
to the
Change

Fig. 2: Change Management and Design Process

When to start change management?
Preferably, the change management process starts at the
beginning of the workplace strategy development and design
process, Figure 2, Change Management & Design Process.
The purpose of change management is to gain leverage and
maximize the performance of the employees throughout
the entire timeframe of the workplace project. Starting at
the beginning of the process helps save money and avoid
costly change orders along with unhappy, disengaged and
unproductive staff. Change management practices are
designed to uncover any leadership and staff concerns
with the new workplace environment. Early discovery of
controversial issues and employee concerns means they can
be resolved sooner rather than later to prevent unnecessary
future changes in architectural and construction plans.
Deferring change management later in the design process
runs the risk of budget increases, costly construction
modifications, delays and dissatisfied or underperforming
employees.

introduce new programs and advance their culture. This is
an appropriate time to re-examine programs and processes,
deploy new technology, review company values, shift culture,
and improve the employee experience and amenities being
provided. Coordination of these multiple change efforts
involves careful planning and deserves focus to ensure that
all the projects are interconnected in a unified approach for
best results.

Who is involved?
Typically, the change management program is led by an
independent third party or an employee of the company
experienced in change management. That person works
with both internal departments along with external partners
including the real estate broker, architect, contractor,
furniture supplier and others as applicable depending on
the change. Input from various internal functions of the
organization like human resources, facilities and real estate,
information technology, marketing and communications
helps focus on the many facets of corporate life and culture
including how change will be employed, accepted
and adopted.
When planning a workplace change, many companies
take advantage of this opportunity to upgrade technology,

®2015 Kimball Office
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Five steps to managing workplace change
1. Create the business case for change
The change program begins with understanding the
organization’s motivation for the change and its ability to
successfully adapt to that change. It’s very important that
company leaders are “transparent” and “honest” about the
reasons and capacity for change. A thorough analysis of
the risks and opportunities associated with the proposed
change and an understanding of the gains, costs and threats
of making or not making the change is essential. This
step includes a readiness assessment of the organizations
capacity to execute change. Readiness means being
prepared and the assessment is an examination of the
organizations attitudes and resources required to make the
change happen successfully. The assessment is conducted
using a survey which allows employees to give feedback
about their outlook and aptitude for the workplace change.
This, in turn makes the employees feel engaged and part of
the change process from the start.

For example, if a company is moving from closed to open
offices for all employees including executives, people will
be concerned about noise levels and distraction. Research
found in Dr. Sally Augustin’s publication titled “Applying
What Scientists Know About Where and How People Work
Best” 1 references literature about the science of designing
acoustically sound open plan space to minimize distraction.
This bibliography of workplace design topics is a great tool
for explaining the reasoning behind workspace choices and
help leaders make better informed decisions. It is vital
to educate and involve employees in design selection to
achieve acceptance and agreement of their future space.
Having an executive sponsor and including department
leaders up front in the planning and design process will result
in a smoother transition from the old to the new workplace.

There are many drivers for workplace change like economic
conditions, regulatory changes, mergers and acquisitions,
reorganization, expansion, growth, technology advances,
employee attraction and retention, lease expiration, or
countless other causes. Whatever the reasons are, they
should be carefully examined to develop the business
case using data rather than instinct to create the return
on investment and success measures for the workplace
transformation.

Change communications ensures that the people affected
by the change understand the change and are prepared for
the transformation. The “Business Case” developed in Step
1 and the “Vision” created in Step 2 form the basis of the
communication messages and explains the “value” of what
employees will gain in their new workspace.

The business case sets the stage to create the common
vision (Step 2) and obtain buy-in throughout the
communication strategy (Step 3). The success measures
help make the change stick (Step 5) by assessing the
results to ensure adoption to new ways of working and
making adjustments as needed. Some examples of
success measures include return on investment, density
of occupation, space utilization, pre and post-occupancy
survey, productivity, employee satisfaction, employee
engagement, turnover, building costs, meeting room usage,
and more.

2. Develop a common “vision”
As Peter M. Senge once said “people don’t resist change,
they resist being changed.” The reality is that most
companies jump head first into workplace design projects
without engaging workers, ignoring their needs, creating
doubt and uncertainty. It’s best to take a team approach to
create a common vision and spell out how the future will be
different from the past and make that vision a reality.
Evidence-based design research in the workplace is
essential in creating the vision and aligning the business
culture to the design. As organizations move toward a “work
anywhere” approach, and the creation of more exciting
creative spaces that foster teamwork and well-being, it is
important to understand what the research says to avoid
4

costly design mistakes. Research can also facilitate better
communication with employees about the basis and reasons
for workplace design decisions to minimize their concerns.

®2015 Kimball Office

3. Communicate for buy-in

Effective communications is multi-pronged, targeted to
specific audiences and maintained throughout the life of the
project. For employees, it’s all about “What’s in it for Me,”
Figure 3.
They expect clear, concise, honest and consistent messages.
The earlier the communications the better as it takes time for
people to adjust mentally to a workplace change as shown
in the Change Curve, Figure 1. Workers want to know about
the new building, local amenities, furniture, technology,
space design, construction and move schedule and, in
general, how the transformation affects them.
Communication methods vary and are targeted for special
audiences to head off rumors and resistance to change.
They can include face-to-face meetings, virtual newsletter,
frequently asked questions, web cams of construction,
virtual tours, videos, town hall meetings, focus groups, round
table discussions and more depending on the organizations
requirements.

“People don’t resist change, they
resist being changed.”

—Peter M. Senge

Dr. Sally Augustin, “Applying What Scientists Know About Where
and How People Work Best,” IFMA Foundation, 2014
1
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Fig. 3: What’s In It For Me
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4. Manage the change
The best way to manage the change is to appoint and
empower a committee of changes agents who advocate for
their departments and for the improvements coming in the
new space. These change agents are an integral part of the
change process and act as a link, selling the change, helping
to dispel rumors and bringing insights and observations back
to the change management and project team. Appointing
resistors and detractors as change advocates will aid in
testing the merits of the change approach. This can be
difficult in the beginning but will pay off in the long run as
resistors become highly influential and loyal advocates.
Managing and planning activities and events like pilots,
mock-ups, hard-hat tours, room-naming contests, purge
campaigns, furniture, food and coffee sampling are an
important part in gaining support from employees and
reducing their anxiety levels, Figure 4, Change Deliverables.

5. Adopt and adjust to the change
Change is deemed successful when it becomes the “new
normal.” A review of the change program helps leaders
understand how the change met planned outcomes and how
well individuals adjusted to their new workplace. Data and
metrics established in Step 1 are used to evaluate success,

make adjustments and avoid going back to the way things
were. Change management is ongoing and data collected to
support the workplace transformation should endure beyond
the move for continuous improvements. As a company
evolves so does its business strategy and subsequently its
workplace strategy and data can support the organization’s
leaders in brainstorming possible enhancements and
innovations
To make the change stick, leaders must model their actions
to achieve the desired culture established in the “common”
vision (Step 2). Employees are more apt to follow when
management is leading the way and exhibiting new ways of
working and the desired conduct. Workshops or guidance
sessions are a great way for both managers and employees
to understand the preferred new behaviors and workplace
practices. They can be targeted for specific audiences and
topics like “managing distributed teams,” “collaborating with
colleagues,” “flex fundamentals for employees,” “sharing
knowledge across teams,” and “welcome to your new
workplace.” Training programs should continue long after the
move and continually improve and evolve with the workplace
strategy.

EXAMPLES OF CHANGE COMMUNICATIONS
AND DELIVERABLES
Face to Face
Communication

General
Communication

Events

Digital
Communication

Furniture

Employee
Amenities

Focus groups

Frequently asked
questions

Contests
- Move slogan
- Room names

Web cams of
construction

Mock ups

Coffee/Food service
samplings & voting

Round table
conversations

Workplace etiquette
guidelines

Purge Campaign

Virtual tours

Furniture samples
with voting

Surveys

Brown bags

Wecome packet

Hard hat tours

Intranet site newsletter

Furniture how-to
use videos

Fitness Center equipment
sampling

Town hall
meetings

Technology how-to
guides

Beam signing

Change rediness
Surveys/pulse check

Video of furniture
layout or 3D

Local amenity discount
coupons

Training sessions

Nearby Amenities/
Transportation/
Child Care

Time Capsule

Videos

Treadmill desk
sampling & policy

AV and new equipment
testing

Move-in celebration!
Fig. 4: Change Deliverables
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How to pursue change management?
It’s best to utilize a third party not connected to the project
team that has proven experience managing workplace
transformation projects along with a comprehensive
understanding of workplace strategy and the design process.
A strong focus on people and the ability to connect, engage
and communicate with employees in various media is
essential. No matter how well designed the workplace, the
success of the project will ride on the acceptance from the
staff. And, a third party with a history of managing change
can ultimately facilitate that success. An independent
source yields the greatest value because that source can
deliver the hard messages, remain impartial and relay
employee reactions to the change without putting staff at
risk. They face similar issues with every project completed
and can identify potential concerns and assist with resolution
before the small matters become problematic. Using proven

processes, an outside source can apply their vast change
management experience to guarantee project success and
employee satisfaction with the new workplace.
Seven keys to a successful change management program
1.
2.
3.
4.
5.
6.
7.

Early launch
Data and evidence-based design research to back up business
decisions, analyze success and make the change stick
Senior level sponsorship that is engaged in the project
Change agents or ambassadors actively representing
departments
Communication plan that is well thought out with participation
by employees and change agents
Change activities and events such as mock ups, pilot programs,
tours, special events, welcome packets, etc.
Experienced change manager leading the project

Summary
When done right, a thoughtful workplace change program will align people and place to the desired business outcomes, culture
and goals. Change management can discover controversial “hot button” issues and, in turn, ultimately save costs and increase
employee performance. A successful change management program will make employees feel valued and consequently more
productive and more likely to stay with the company long after their move to the new workplace. The easier you make the
transformation for employees, the quicker your company will benefit and the more likely it will be successful.
Diane Coles-Levine, MCR brings over 25 years of experience in change management, corporate real estate, workplace strategy,
facility management and business continuity to her role as principal at Workplace Management Solutions. Coles-Levine is a cofounder of and senior advisor to IFMA’s Workplace Evolutionaries (WE) group, a vibrant global community of practice focused on
increasing workplace innovation and consciousness. In the corporate world, she spearheaded the innovative workplace strategy
and award winning AWESOME project to save costs, improve work-life balance and attract and retain employees. She was
the editor and co-author of the award-winning IFMA Foundation book about the workplace entitled “Work on the Move: Driving
Strategy and Change in Workplaces,” for which she was recognized as an IFMA Distinguished Author in 2012.
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Dealership and Network Programs
Kimball Office maintains relationships with over 300 dealer partners. These dealer partners have
been specifically selected to sell, service, and install particular segments of our total product
offering based on their capabilities and expertise.

The Kimball Office Connection program creates a nationwide network of dealers to assist you in
meeting the needs of customers that have centralized purchasing for multiple locations. Your
customers get the same professional Kimball Office experience at each location and you get the
peace of mind knowing your projects are being properly installed and serviced.

Kimball Office continuously reviews our dealer partners’ capabilities to maintain the high levels of
service our customers deserve.

Furniture Leasing is Good Business
Competitive Rates. Fast Quotes. Flexible Plans. Friendly
Partners.
The Benefits of Financing
100% Financing:
•
•
•
•

No down payment
No application fee
No payments for 30 days
Includes soft costs
(e.g., installation, accessories,
shipping, sales tax, etc.)

Let the furniture pay for itself
Leasing allows you to make payments out of equipment earnings or production savings rather than using precious equity capital – you can use the furniture while conserving capital.

Preserve cash and credit lines
Leasing helps you manage the balance sheet. Leasing conserves existing cash and working

Furniture:

capital while allowing you to better respond to new business opportunities.

•
•
•
•
•

No down payment

Boardrooms
Reception areas
Workstations
Conference & Training
Storage & Filing

Transaction Sizes:

Traditional finance methods usually require a sizable down payment. Typically, a lease requires none.

Tax benefits

Terms:

In many cases the monthly lease payment is deductible (pre-tax) dollar for dollar. This is because the
lease payments are usually considered an operating expense.

•
•

Which Lease is the Right Choice?

•

$2,000 and up

24-60 months
(Others upon request)

The right choice is the lease plan that best meets the individual needs of your business. Common factors to consider are:
Estimated useful life of the furniture;
• How long your business plans to use the furniture;
• What your business intends to do with the furniture at the end of the lease;
• The tax situation of your business;
• The cash flow of your business; and
• Your company’s specific needs for future growth.

Leasing is Good Business Continued
More About Leasing
What is an equipment lease?
A lease is an agreement between the equipment owner (lessor) and the equipment user (lessee) which
conveys the right to use equipment for a specified period of time. At the end of the lease, the lessee
may purchase the equipment. End-of-lease purchase options range from Fair Market Value (FMV) to a
fixed $1 buy out.

What kind of leases are available?
• True lease – Sometimes called a “tax lease,” this lease meets IRS requirements and allows the lessee to write off the monthly payments as an operating expense.
• Finance lease – This lease is used to finance the purchase of the equipment and has a 10% or $1
purchase option.
• Sale-leaseback – A transaction that turns a recent purchase into a lease for a quick cash infusion (if
equipment is less than 90 days old).

As always, Key encourages clients to consult their tax advisors regarding the tax benefits of leasing.

Contact us today to find out more about financing.
Northwest

NorthCentral

Frank Washburn

Jennifer Klepper

503-632-4251

630-234-3638

Frank.Washburn@key.com

Jennifer.Klepper@key.com

Northeast

West

Jim Kelly

Tim Nash

518-257-8850

760-806-1930

James.Kelly@key.com

Timothy.Nash@key.com

South Central

Southeast

Doug Andring

Stephen Interlicchio

817-416-4965

800-523-3398

Doug.Andring@key.com

Stephen.Interlicchio@key.com

Kimball Furniture Group, Inc.

Key Federal Government Financing

Angela Mundy

Karol Powers

800-482-1616 x 8480

702-304-1092

Angela.Mundy@kimball.com

Karol.J.Powers@key.com

Key Equipment Finance and the Key device are registered trade marks of KeyCorp. All offers are subject to credit approval, terms & conditions and availability.

Project Management Process
Kimball Office/Dealer Project Team Approach
Our approach to managing projects is to build a project team that allows us to tailor our resources to
meet and exceed our customer’s requirements. Focusing the expertise of each team member to specific
project tasks will enable us to deliver a professional, efficient and on-time delivery for the project.
Customers with unique requirements also require unique solutions – we believe our solution combines
the greatest opportunity for success. We have identified the following positions as key players for managing
projects:
Project Team
Project Director: responsible for the coordination of all the resources assigned to the project.
This person will be located in the area of the project to facilitate meetings and work with our
Field Team. This role is to ensure project schedules are developed and adhered to, resources
are applied as needed, facilitate communication and problem resolution as needed, provide
guidance and recommendations to the team, and share lessons learned from each phase. He
is responsible for the quality control of the project management process.
Factory Account Manager: responsible for coordinating the order processing at the factory,
scheduling deliveries as needed, expediting orders if required, liaison between the dealer
project team and the factory and resolving all quality or punch list product issues. Ensures
invoices are correct and submitted properly.
Site Project Manager: responsible for onsite logistics, developing location project schedule,
weekly meetings, coordination with GC on electrical and data requirements, keep the team
updated on changes, and resolve on-site issues. The site PM will meet all deliveries.
Additionally, he will work with the Government representative throughout the installation.
Project Coordinator: documents and resolves punch-list issues if required. This person provides
the final documentation for acceptance by the customer. This person works very closely with
the Project Director to ensure consistence from one phase to the next.
Design Manager: attends weekly meetings as required and discusses any unmet requirements
and expectations if necessary. Provide fabric and finish options for the customer and A&E
Consultant to select from. Provide field verification of floor plans, typical lay outs, and product
specification. This person will be responsible for the accuracy of the final bill of materials,
which includes ensuring the codes are met and drawings are complete. This person works very
closely with the Project Director and Project Manager to ensure consistency from one phase to
the next.
Installation Manager: accesses and prepares the site for furniture installation, manages to the
project schedule, coaches the installation supervisors, facilitates problem resolutions, ensures
the punch list adjustments are made in a timely manner. Communicates with on-site project
manager any issues or product shortages and damages daily. This person provides daily site
inspections. This person reports to the Site Project Manager.
Installation Supervisor: responsible for the day to day management of each team of installers,
insuring they stay within their designated work area. The supervisor will insure each installer is

appropriately identified as an installer before starting their shift and will be ultimately
responsible for ensuring that the entire team follows the work site rules and regulations.
The team approach requires communication between all members of the customer’s
project team, the manufacturer’s project team, and the dealer’s project team. To ensure that all
team members are kept up to date with project relevant issues, communications are documented
in written form. In addition, internal weekly project meetings are conducted to review project
progression and to ensure that all team members are up to date on project issues as they
develop.
The installation completion date is the key date for determining when the order must ship
to have enough time to complete the installation. The installation capacity must be factored in
this determination as the number of stations that are to be installed per day is factored from the
installation completion date. The intent is to have some additional time built in to the installation.
This is to ensure that we have the installation completed on time.
Orientation/Project Planning:
The Project Director along with our Project Team will attend the Kick Off meeting to
introduce the team and begin documenting the expectations of the customer. They will work with
the customer to determine spatial recognition and style recognition. The on-site project manager
will work with the local team to develop a project schedule including contingency plans for each
toll gate within the schedule. The project schedule will become the measurement of project team
performance. Finally, the team will work with the customer to determine the amount and types of
design/specification services required as well as establish budget parameters.
If needed, a full product presentation can be done in at the dealership or one of the
Kimball Showrooms. Product application/education will be part of the process. The final product
selections will be evaluated against the budget parameters before moving into the design phase.
Daily project schedule updates will be provided by the on-site project manager to the
project director.

Design Conversion Phase:
Upon receipt of the AutoCad Floor Plan or completed field measurements, the designer
will begin the lay- in of the furniture selected by the customer. The designer is responsible for the
correct application of the furniture and verifying the final plan against local and federal codes.
The designer will include supporting products like copiers and printers in the plan if necessary.
Drawings will be completed and submitted to the customer for review and approval. Once
approved, the bill of materials will be generated. They will be signed and certified with a
statement that they conform to the approved installation drawings. No change will be made
without written notification to the PM and the approval and signature of the customer
representative.
A second designer will verify the accuracy of the plan and verify product counts and
product selections. Additionally, each product will be tagged for location and delivery
requirements. Items such as whips will be delivered earlier, then frames, then components, etc.
The on- site Project Manager will verify electrical and data placement with the construction
manager and others as identified in the construction meetings. Revisions will be completed; plan
views and 3-D views will be created in Autocad 2005. Additional revisions will be made until final
client approval. Color boards will be created based on the customer’s requirements to help

facilitate the color selections. The final bill of materials along with a complete set of drawings will
be done for approval by the customer team.
Installation drawings will be completed and the Project Team will review with the
installation manager and installation supervisors to identify any potential issues and initiate an
installation plan.
The Site - Project Manager will conduct field verification (if possible) to ensure design
accuracy. The PM will also evaluate installation schedule against construction schedule to
ensure site availability. The on-site project manager will prepare the delivery requirements,
staging requirements, detailed installation schedule.
A final proposal with detailed design tasks and times, installation quotes, final bill of
materials, and a complete set of drawings will be presented to the Customer Team for approval
and issue of a purchase order to Kimball Office.
Copies of the drawings and bill of materials will be presented to the project manager,
installation manger, and installation supervisors. A final copy will be given to the construction
manager to ensure overall project coordination of tasks with trades.
Ordering and Order Management Phase:
Kimball Office receives purchase order/call order and notifies the project director. The
dealer partner will send the complete bill of materials to Kimball Office via electronic data
interchange. The product specifics feed directly into the SAP system eliminating potential errors
in ordering. The on-site project manager and the Factory Account manager work to establish
specific delivery dates and how those deliveries will be staged.
Based upon the proposed production schedule, the Project Director will create a GANTT
chart that identifies all trades, functions and milestones for this particular project. This GANTT
chart will be submitted to the customer, along with the manufacturer’s order acknowledgement.
The GANTT chart is, without question, the most important single tool for the successful
implementation of a furniture installation. This is especially true when the installation is
contingent upon the completion of other tasks such as renovation, the placement of carpet or the
installation of multiple product lines. It is also highly useful when performing a phased installation
in which the customer’s needs require specific areas of a floor plan to be installed in an “as
available” manner.
The GANTT chart will be provided to the customer and project team on a weekly basis,
so that everyone is kept abreast of the progress of the project and alerted to any incident that
may cause a delay.
In addition to the GANTT chart the Project Director will provide a weekly status report that
will identify all products and orders. The on-site project manager/project director will update the
schedule as needed. The on-site project manager verifies the deliveries with the customer and
the construction manager to ensure a timely installation. The on-site project manager will submit
the clearances required for the installation crew and other site visitors a minimum 4 weeks prior to
the first delivery.
Installation Phase:
The installation supervisor along with the On-site Project Manager will conduct an initial
building inspection for building condition before installation begins. The crew will then proceed to
provide the protection for walls, floors, elevators, etc. They will identify the staging area and
review the final installation plan. Daily submissions of the check list will be provided to the agency
representative on site. The crew will receive trucks as scheduled direct to site, unload, and detrash. The packaging material will be loaded on an installation company truck and returned to

their warehouse for recycling. The size of the installation crew and the crew to unload trailers will
be determined, based on the order size and the amount of time planned for installation. The floor
plans are key documents for determining crew size.
Trash will be removed to recyclers daily. Daily status report will be provided to the
project director by the on-site project manager.
The crew will wipe down, spray clean inside and out with nontoxic cleaners and vacuum
for immediate occupancy upon each section that is completed.
Tools and other installation devices will be removed daily. Although most dealer
installers are Certified Kimball Office installers, Kimball Office will make available an installation
consultant as needed to provide quality control for all project locations.
Punch List:
Each day a punch list will be developed by the onsite project manager for assignment
and completion within 72 hours by the project coordinator, not to exceed 10 days. Each day the
installation supervisor will inspect the building condition and note any changes that have
occurred. After the last phase of installation the onsite Project manager, installation supervisor
and customer will conduct a final walk thru and obtain final approval and acceptance. The final
punch list will be documented and provided to all parties. The final punch list will be ordered and
completed within the 10 day period. When the punch list is completed, the site PM will submit a
statement of acceptance approved by the customer site PM.
Post Installation:
Kimball can provide additional installation support for the first 2 weeks for minor user
adjustments. An operations and maintenance manual will be provided consisting of:
• Drawings as installed with part numbers
• Wire management plans
• Fabric/finish samples
• Installation Manual for products installed
• Care and Maintenance
• Location of asset tags for warranty issues
• Warranty Info
• Operation instructions for furniture
• LEED Documentation
• Lead-times for all products
• Point of Contact for service requirements
The onsite project manager and designer will conduct 2 orientation/training sessions for
occupants on furniture operation and care.

Life Cycle Management
Non- obsolescence
Kimball Office seeks to prevent obsolescence by integrating new products and materials
with existing to prevent waste and provide maximum return on investment for our customers.
Kimball Office upgrades and enhances our products and materials on a regular basis and
utilizes existing products as building blocks for new products. Most of our new product and
materials introductions can be interfaced with existing products to provide additional options and
enhancements to our product line without eliminating established standards.
However, Kimball Office reserves the right to alter or delete any finishes, fabric or
furniture series. In the event of alteration or deletion, Kimball Office will provide the earliest
possible notification. In the event of a deletion, Kimball Office will provide suitable alternatives in
terms of quality of design and product functionality.

Life Cycle Management
Kimball Office is committed to providing product solutions that enhance our customer’s
workplace. Providing products that integrate functionally and aesthetically, inclusive of finishes
and materials, is at the forefront of Kimball Office design and engineering initiatives. Kimball
Office’s focus on product integration provides our customers with design compatibility and
continuity throughout the broad range of Kimball Office products and insures future application of
new products.

Surface Materials
•

Kimball Office will make its best effort to have all surface materials available for a
minimum of three years from the effective date of the material.
o

Surface materials includes wood finishes, paints, Thermofoils, laminates, molded
PVC and plastic parts, panel fabrics, and seating fabrics.

Vision Collection
•

The Vision Collection offers a broad range of classic neutrals providing coordinates that
blend harmoniously and have been proven over time to be sustainable. We will do our
best to offer these materials for a minimum of seven years (five years for seating fabrics)
from the time the surface material is implemented into the program.
o

The Vision Collection applies to surface materials such as wood finishes, paints,
laminates, molded PVC and plastic parts, and panel fabrics.

Generations Collection
•

The Generations Collection is de-emphasized materials that are being phased out of the
program. These items will no longer be promoted and are placed into a phase-out mode
for approximately one year.
o

Price lists will clearly indicate De-emphasized materials when applicable.

o

Items in this category are recommended for existing end users only.

o

Please note that not all surface materials will be de-emphasized before
discontinuation.

Discontinuation Policy
•

Kimball Office will give all dealers advance notice of surface materials that are scheduled
for discontinuation. These items will be fully supported for a specified period of time after
notification or an alternative will be suggested.
o

The Discontinuation Policy applies to wood finishes, paints, Thermofoils,
laminates, molded PVC and plastic parts, panel fabrics and seating fabrics.

o

Lead times and pricing cannot be guaranteed beyond the obsolescence date and
minimum order requirements may apply.

Alternatives
•

In the event that a surface material is unavailable due to unforeseen deletions or
changes, alternative recommendation will be offered. Although, Kimball Office reserves
the right to cancel or make changes to standard products and surface materials, we will
assist any affected customer in making an alternative recommendation.

ANSI/BIFMA level
•

Kimball Office uses level certification, which takes a holistic approach that includes life
cycle assessment as part of the overall program. 100% of the products manufactured by
Kimball Office are level 2 or 3 certified.

•

We offer the most sustainable portfolio in the industry, which includes systems,
casegoods, tables, and seating.

ANEW Partnership
•

Asset Network for Education Worldwide, Inc, (ANEW) is an easy, effective way to
responsibly disposition surplus furniture, fixtures, and equipment (FF&E). Through our
partnership with this third-party foundation, you can repurpose FF&E to benefit those in
need, while diverting materials from landfills.

KIMBALL OFFICE
National IPA
TERRITORY MAP

Reggie Staples -- Nat'l IPA
Melinda S. Pallotta, C.P.P.O.
Regional Manager, Education-West
Cell: 209-480-6324
melinda.pallotta@nationalipa.org

Amy Smith
Group Director, Central
Cell: 314-518-3974
amy.smith@nationalipa.org

Rhonda Hammack
Director, Government Sales

Tom Ford
Regional Manager, Midwest
Cell: 847-372-3381
tom.ford@nationalipa.org

WASHINGTON

Susan Lux
Regional Manager, Ohio Valley
Cell: 440-541-1667
susan.lux@nationalipa.org
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Allison R. Brookes, PMP, FCCM
Regional Manager, Southeast
Cell: 850-228-7716
allison.brookes@nationalipa.org

138

140

Greg Melenchen
Regional Manager, Mid-Atlantic
Cell: 202-415-6454
greg.melenchen@nationalipa.org

SC

135

142

Nick Grund
Regional Manager, Southwest
Cell: 520-203-4671
nick.grund@nationalipa.org

TENNESSEE
136

137

MS
141

DE

VA

KANSAS
146

Stephen Maxwell
Regional Manager, Northeast
Cell: 732-608-4403
stephen.maxwell@nationalipa.org
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FL

141
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Roger Dempsey, C.P.M., A.P.P
Regional Manager, South Central
Cell: 979-777-5595
roger.dempsey@nationalipa.org
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Kimball Office

Section 8
REQUIRED FORMS

www.kimballoffice.com

1600 Royal Street

800.482.1818

Jasper, IN 47549

Section 8

COUNTY OF DU PAGE, ILLINOIS
SECTION 8 - REQUIRED FORMS
FORMS INCLUDED IN THIS SOLICITATION DOCUMENT:

1)

Proposal Form

2)

Price Workbook

3)

Background Investigation (for work performed in secure areas at the County of DuPage)

4)

Vendor Ethics Disclosure Form

5)

W9

6)

References

7)

National IPA Attachments

PROPOSAL #P15-150-DT
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COUNTY OF DU PAGE, ILLINOIS
PROPOSAL P15-150-DT
PROPOSAL FORM
SYSTEMS FURNITURE, FREE STANDING FURNITURE,
SEATING, FILING EQUIPMENT, INTERIOR FURNITURE
RELATED PRODUCTS AND SUPPORT SERVICES
(PLEASE TYPE OR PRINT THE FOLLOWING INFORMATION)
Full Name of Proposer

Kimball Office Inc.

Main Business Address

1600 Royal Street, Mail Code KO-222

City, State, Zip Code

Jasper, IN 47549-1022

Telephone Number

800-647-2010

Fax Number

812-481-6174

Proposal Contact Person

Tonja L Blackgrove

Email Address

kogov@kimball.com / Tonja.Blackgrove@kimball.com

TO: The DuPage County Procurement Services Division
The undersigned certifies that he is:



X



the Owner/Sole Proprietor
a Member of the Partnership
an Officer of the Corporation
a Member of the Joint Venture
herein after called the Proposer and that the all of the Partners of the Partnership, Officers of the Corporation or
Member of the Limited Liability are as follows:

Mike S. Wagner

Mike Donahue

(President, CEO, Partner or Member)

(Vice-President, Partner or Member)

R. Gregory Kincer

Julia E. Heitz Cassidy

(Secretary, Partner or Member)

(Treasurer, Partner or Member)

(If additional Officers, Partners, or Members, list on an attached sheet.)

Further, the undersigned declares that the only person or parties interested in this Proposal as principals
are those named herein; that this Proposal is made without collusion with any other person, firm or
corporation; that he has fully examined the proposed forms of agreement and the contract specifications
for the above designated purchase, all of which are on file in the office of the Procurement Manager,
DuPage Center, 421 North County Farm Road, Wheaton, Illinois 60187, and all other documents
referred to or mentioned in the contract documents, specifications and attached exhibits, including
1
3
Addenda No. _______,
__________,
and ___________
issued thereto;
2

PROPOSAL #P15-150-DT
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Kimball Office Inc.
Officer Listing
NAME

OFFICER TITLE

Robert F. Schneider

Chairman and CEO

Donald W. Van Winkle

COO

Julia E. Heitz Cassidy

VP, General Counsel, Secretary

Michelle R. Schroeder

Vice President, CFO

R. Gregory Kincer

VP, Treasurer

Michael S. Wagner

President

Michael J. Donahue

VP, Sales

Katherine S. Sigler

VP, Operations

Requirements for National Cooperative Contract
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VENDOR ETHICS DISCLOSURE

On January 12, 2010, the DuPage County Board adopted amendments to Ordinance OFI-003B04, the DuPage County Ethics Ordinance.
Section 2-417 “Contractor Disclosure”, requires that certain information be provided by vendors
who contract with or are seeking to contract with the County to provide goods or services.
All requisitions and change orders require that the vendor provide the most current information as
detailed on the “Vendor Ethics Disclosure Statement” form.
The Vendor Ethics Disclosure Statement and instructions can be found on the next page and on
the County’s Internet site under Contractor Forms in the Procurement section. The most current
version of the form should always be utilized. There is also another form for additional pages; all
pages are Adobe fillable forms.
Continuing Disclosure: It is the contractor/vendor’s responsibility to update contribution
information on an ongoing basis during the life of the contract. The vendor is required to submit an
updated Ethics Disclosure Statement to the user department, any time contributions are made to
the Chairman or County Board Members subsequent to the most recent authorized contract action.
Failure to Comply: Failure to provide the requested information will at minimum delay awarding
of the contract and could result in the selected vendor being disqualified as non-responsive and
non-responsible.
Providing fraudulent information on the Vendor Ethics Disclosure Statement may result in a Class
3 Felony.
Contribution: A gift, subscription, dues, loan, advance or deposit of money or anything of value,
including services, knowingly received in connection with the nomination for election or election of
any person to County office.
Gift: Any gratuity, discount, entertainment, hospitality, loan, forbearance, or other tangible or
intangible item having a fair cash market value including but not limited to cash, food, drink.
Multi-year contracts: Those contracts with duration greater than 12 months require annual
updates, to be filed by the vendor with the user department, and forwarded to Procurement. The
reporting period should be through December 31st of the current year, and received by the user
department with 10 business days of that date
Prohibited Source: Any person or entity who (i) is seeking official action by the Chairman, County
Board member or in the case of an employee, by the employee or by the Chairman or County
Board member, or another employee directing that employee; (ii) does business or seeks to do
business with the Chairman, County Board member or employee (iii) conducts activities regulated
by the Chairman, County Board member or employee (iv) has interests that may be substantially
affected by the performance or non-performance of the official duties of the Chairman, County
Board member or employee (v) is registered or required to be registered with the Secretary of
State under the Lobbyist Registration Act or the DuPage County Lobbyist Registration Act, except
that an entity not otherwise a prohibited source does not become a prohibited source merely
because a registered lobbyist is one of its member or serves on its board of directors (vi) is a
Political Action Committee to which a prohibited source has contributed.
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10/30/2015

REFERENCES
The bidder must list references for the last three (3) completed projects, listing company name, address,
contact person, telephone number and date of completion. Additional references may be required. If bidder
is a new business, provide references that will enable the County to determine if bidder is responsible.
COMPANY NAME:

Boston University

ADDRESS:

985 Commonwealth Ave.
Boston, MA 02215-1305

CONTACT PERSON:

Jill Kaplan Brown, Associate Director/Space Management

TELEPHONE NUMBER:

617-353-6528

DATE OF COMPLETION:

2009 – Present

COMPANY NAME:

City of Redding

ADDRESS:

777 Cypress Ave.
Redding CA 96001-2718

CONTACT PERSON:

Binky Peer C.P.M. Purchasing Officer

TELEPHONE NUMBER:

530-225-4137
2013 - Present

DATE OF COMPLETION:

COMPANY NAME:

District of Columbia – Department of General Services

ADDRESS:

1350 Pennsylvania Ave. NW
Washington, DC 20004-3003

CONTACT PERSON:

Gbolahan Aganga-Williams, Senior Project Manager

TELEPHONE NUMBER:

202-698-4109
2012 - Present

DATE OF COMPLETION:

STATE THE NUMBER OF YEARS
IN BUSINESS:
STATE THE CURRENT NUMBER
OF PERSONNEL ON STAFF:

45
1080
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ATTACHMENT A

Requirements for National Cooperative Contract
To be Administered by
National Intergovernmental Purchasing Alliance Company
The following documents are used in evaluating and administering national cooperative contracts
and are included for Supplier’s review and response.
National IPA Exhibit A – NATIONAL IPA RESPONSE FOR NATIONAL COOPERATIVE
CONTRACT
National IPA Exhibit B – NATIONAL IPA ADMINISTRATION AGREEMENT, EXAMPLE
National IPA Exhibit C – NATIONAL IPA MASTER INTERGOVERNMENTAL
COOPERATIVE PURCHASING AGREEMENT, EXAMPLE
National IPA Exhibit D – NATIONAL IPA PRINCIPAL PROCUREMENT AGENCY
CERTIFICATE, EXAMPLE
National IPA Exhibit E – NATIONAL IPA CONTRACT SALES REPORTING TEMPLATE
National IPA Exhibit F – NATIONAL IPA ADVERTISING COMPLIANCE REQUIREMENT

Requirements for National Cooperative Contract
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NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY EXHIBITS
EXHIBIT A- RESPONSE FOR NATIONAL COOPERATIVE CONTRACT

1.0

Scope of National Cooperative Contract
1.1
Requirement
The County of DuPage, Illinois (hereinafter defined and referred to as “Principal
Procurement Agency”), on behalf of itself and the National Intergovernmental
Purchasing Alliance Company (“National IPA”), is requesting proposals for systems
furniture, free-standing furniture, seating, filing systems/equipment, interior
solutions, and related product and support services. The intent of this Request for
Proposal is that any contract between Principal Procurement Agency and Supplier
resulting from this Request for Proposal (hereinafter defined and referred to as the
“Master Agreement”) be made available to other public agencies nationally,
including state and local governmental entities, public and private primary,
secondary and higher education entities, non-profit entities, and agencies for the
public benefit (“Public Agencies”), through National IPA’s cooperative purchasing
program. The Principal Procurement Agency has executed a Principal Procurement
Agency Certificate with National IPA (an example of which is included as Exhibit
D) and has agreed to pursue the Master Agreement. Use of the Master Agreement
by any Public Agency, including the Principal Procurement Agency, will be
preceded by their registration with National IPA as a Participating Public Agency in
National IPA’s cooperative purchasing program. Registration with National IPA as
a Participating Public Agency is accomplished by Public Agencies entering into a
Master Intergovernmental Cooperative Purchasing Agreement, an example of which
is attached as Exhibit C. The terms and pricing established in the resulting Master
Agreement between the Supplier and the Principal Procurement Agency will be the
same as that available to Participating Public Agencies through National IPA.
All transactions, purchase orders, etc., will occur directly between the Supplier and/or
authorized dealer/distributors and each Participating Public Agency individually, and
neither National IPA, any Principal Procurement Agency nor any Participating Public
Agency, including their respective agents, directors, employees or representatives,
shall be liable to Supplier for any acts, liabilities, damages, etc., incurred by any other
Participating Public Agency.
This Exhibit A defines the expectations for qualifying Suppliers based on National
IPA’s requirements to market the resulting Master Agreement nationally to Public
Agencies. Each section in this Exhibit A refers to the capabilities, requirements,
obligations, and prohibitions of competing Suppliers on a national level in order to
serve Participating Public Agencies through National IPA.
These requirements are incorporated into and are considered an integral part of this
RFP. National IPA reserves the right to determine whether or not to make the
Master Agreement awarded by the Principal Procurement Agency available to
Participating Public Agencies.

NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY EXHIBITS
EXHIBIT A- NATIONAL IPA RESPONSE FOR NATIONAL COOPERATIVE CONTRACT

1.2

Marketing and Administrative Support
During the term of the Master Agreement National IPA intends to provide marketing
and administrative support for Supplier pursuant to this section 1.2 that directly
promotes the Supplier’s products and services to Participating Public Agencies
through multiple channels, each designed to promote specific products and services
to Public Agencies on a national basis.
The National IPA marketing team will work in conjunction with Supplier to promote
the Master Agreement to both existing Participating Public Agencies and prospective
Public Agencies through:
A. Marketing collateral (print, email, presentations)
B. Website support
C. Trade shows/conferences/meetings
D. Advertising
The National IPA sales teams will work in conjunction with Supplier to promote the
Master Agreement to both existing Participating Public Agencies and prospective
Public Agencies through:
A. Individual sales calls
B. Joint sales calls
C. Communications/customer service
D. Training sessions for Public Agency teams
E. Training sessions for Supplier teams
The National IPA contracting teams will work in conjunction with Supplier to promote
the Master Agreement to both existing Participating Public Agencies prospective
Public Agencies through:
A. Serving as the subject matter expert for questions regarding joint powers
authority and state statutes and regulations for cooperative purchasing
B. Training sessions for Public Agency teams
C. Training sessions for Supplier teams
D. Regular business reviews to monitor program success
E. General contract administration
Suppliers are required to pay an administrative fee of 2% of the greater of the
Contract Sales under the Master Agreement and guaranteed Contract Sales under this
Request for Proposal. Supplier will be required to execute the National IPA
Administration Agreement (refer to Exhibit B).

Capitalized terms not otherwise defined herein shall have the meanings given to them in the
Master Agreement or in the National Intergovernmental Purchasing Alliance Company
Administration Agreement between Supplier and National IPA (the "National IPA
Administration Agreement")
1.3

Estimated Volume
The dollar volume purchased under the Master Agreement is estimated to be
approximately $75 million annually. While no minimum volume is guaranteed to
Supplier, the estimated annual volume is projected based on the current annual
volumes among the Principal Procurement Agency, other Participating Public

NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY EXHIBITS
EXHIBIT A- NATIONAL IPA RESPONSE FOR NATIONAL COOPERATIVE CONTRACT

Agencies that are anticipated to utilize the resulting Master Agreement to be made
available to them through National IPA, and volume growth into other Public
Agencies through a coordinated marketing approach between Supplier and National
IPA.

2.0

1.4

Award Basis
The basis of any contract award resulting from this RFP made by Principal
Procurement Agency will be the basis of award on a national level through National
IPA. If multiple suppliers are awarded by Principal Procurement Agency under the
Master Agreement, those same suppliers will be required to extend the Master
Agreement to Participating Public Agencies through National IPA. Utilization of the
Master Agreement by Participating Public Agencies will be at the discretion of the
individual Participating Public Agency. Certain terms of the Master Agreement
specifically applicable to the Principal Procurement Agency are subject to
modification for each Participating Public Agency as Supplier, such Participating
Public Agency and National IPA shall agree.

1.5

Objectives of Cooperative Program
This RFP is intended to achieve the following objectives regarding availability
through National IPA’s cooperative program:
A. Provide a comprehensive competitively solicited and awarded national
agreement offering the Products covered by this solicitation to Participating Public
Agencies;
B. Establish the Master Agreement as the Supplier’s primary go to market strategy
to Public Agencies nationwide;
C. Achieve cost savings for Supplier and Public Agencies through a single
solicitation process that will reduce the Supplier’s need to respond to multiple
solicitations;
D. Combine the aggregate purchasing volumes of Participating Public Agencies to
achieve cost effective pricing.

REPRESENTATIONS AND COVENANTS
As a condition to Supplier entering into the Master Agreement, which would be available to
all Public Agencies, Supplier must make certain representations, warranties and covenants to
both the Principal Procurement Agency and National IPA designed to ensure the success of
the Master Agreement for all Participating Public Agencies as well as the Supplier.
2.1

Corporate Commitment
Supplier commits that (1) the Master Agreement has received all necessary corporate
authorizations and support of the Supplier’s executive management, (2) the Master
Agreement is the Supplier's primary “go to market” strategy for Public Agencies
when informed by a Participating Agency that they are a National IPA member, (3)
the Master Agreement will be promoted to all Public Agencies, including any
existing customers, and Supplier will transition existing customers, upon their
request, to the Master Agreement, and (4) that the Supplier has read and agrees to the
terms and conditions of the Administration Agreement with National IPA and will
execute such agreement concurrent with and as a condition of its execution of the
Master Agreement with the Principal Procurement Agency. Supplier will identify an
executive corporate sponsor and a separate national account manager within the RFP
response that will be responsible for the overall management of the Master
Agreement.
Kimball Office Inc. proposes the above additional language in red.

NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY EXHIBITS
EXHIBIT A- NATIONAL IPA RESPONSE FOR NATIONAL COOPERATIVE CONTRACT

2.2

Pricing Commitment
Supplier commits that the Master Agreement pricing is its lowest available
(net to buyer) to Public Agencies nationwide and further commits that if a
Participating Public Agency is eligible for lower pricing through a national,
state, regional or local or cooperative contract, that the Supplier will match
such lower pricing to that Participating Public Agency under the Master
Agreement.

Kimball Office proposes to delete the pricing commitment as set forth on page 46, Section 2, 2.2 Pricing
Commitment of Exhibit A. In lieu of such pricing commitment, Kimball Office commits as follows:
Supplier (Kimball Office) agrees that, considering a Representative Total Usage, the pricing offered under
the Master Agreement is lower than the overall available pricing for any public sector national or multistate cooperative or group purchasing agreement, excluding GSA and federal government sales (“Public
Agency Cooperative”, that enters into a separate written agreement directly with Supplier comparable
contract, as further provided herein. A Comparable Contract is a written agreement entered into after the
Effective date of the Master Agreement that contains similar terms and conditions, concerns a Public
Agency Cooperative with the same approximate spending pattern and product mix, and provides for
similar delivery and payment conditions. “Representative Total Usage” shall mean the total purchase for a
consecutive six (6) month period (inclusive of any fees, rebates, and other charges and discounts and
exclusive of any restricted items) of the top ten (10) National IPA customers utilizing Supplier as their
primary vendor for the products and services offered under the Master Agreement, as determined by
Supplier. If, during the term of this Master Agreement, National IPA becomes aware that its pricing may
be higher than a Comparable Contract, as set forth above, National IPA may request an aggregate price
comparison analysis of this Master Agreement (using the Representative Total Usage) against the
Comparable Contract. If such aggregate price comparison analysis indicates that the Comparable
Contract pricing is more favorable, upon the request of National IPA, Supplier will agree to renegotiate in
good faith the pricing terms of this Master Agreement.

2.3

3.0

Sales Commitment
Supplier commits to aggressively market the Master Agreement as its go to
market strategy in this defined sector and that its sales force will be trained,
engaged and committed to offering the Master Agreement to Public Agencies
through National IPA nationwide. Supplier commits that all Master Agreement
sales will be accurately and timely reported to National IPA in accordance
with the National IPA Administration Agreement. Supplier also commits that
its sales force will be compensated, including sales incentives, for sales to
Public Agencies under the Master Agreement in a consistent or better manner
compared to sales to Public Agencies if the Supplier were not awarded the
Master Agreement.

SUPPLIER QUALIFICATIONS
Supplier must supply the following information in order for the Principal
Procurement Agency to determine Supplier’s qualifications to extend the resulting
Master Agreement to Participating Public Agencies through National IPA.

NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY EXHIBITS
EXHIBIT A- NATIONAL IPA RESPONSE FOR NATIONAL COOPERATIVE CONTRACT

3.1

Company
A. Brief history and description of your company.

A Tradition of Excellence
Kimball Office is a design driven, technologically savvy brand that has been an industry leader since
its inception in 1970. We are proud to be a brand unit of Kimball International, a publicly-traded
company that received official recognition by Forbes as being a trustworthy company in 2013, 2014,
and 2015—one of only very few companies to earn the designation for multiple years. Our history
and our heritage are deeply rooted in excellence—a tradition we intend to continue well into the
future.
For 45 years, we have been designing office furniture that is inspiring, productive, and
environmentally-responsible. With a reputation for fine craftsmanship, product quality that is
second to none and an innate ability to provide on time and quick delivery, Kimball Office is one the
industry’s most trusted and reliable leaders.
Thought Leadership
When choosing Kimball Office you align with our industry leading partnerships around the world. Our focus on
being a valued partner enables you to access forward thinking solutions that address today’s realities while
aligning your business to meet your future needs.
Human-centered Design
We unite with thought leading designers to bring people-inspired product solutions to you. Our
attention to detail fosters fine design that focuses on employee wellness, engagement, and
performance. Our furniture connects people with technology to facilitate the diversity in the everevolving workplace.
Innovation with Purpose
Our alliance with technology leaders continually improves our products and our processes enabling
us to serve your needs for years to come. Our technology savvy product applications, custom
capabilities, and our “can do” attitude makes every idea a solid reality.

Awarded with Confidence
Confidence is realized in partnering with Kimball Office. The recognition by Forbes as one of
“America’s Most Trustworthy Companies” ensures your overall business needs will be met. Our
awards in innovation and design demonstrate our ability to keep pace with the accelerating rate
of change in the dynamic workplace.
Committed to Serve
We truly value our relationships, and it shows through our engaging interactions with you. It is with
pride and purpose that we work to anticipate your needs; couple this with our workplace strategy
knowledge and we’ll develop a strong, positive connection with you.
Culture of Sustainability
Partnering with us means joining forces with a company that’s been committed to environmental
and social responsibility since the genesis of our company. Our employees, communities, and our
customers continue to shape our culture and we believe that by aligning with your sustainability
objectives together we can create a better world.

B. Total number and location of sales persons employed by your company.
Kimball Office has 79 sales personnel covering all 50 States of the United States. Attached is a
map by National IPA territory outlining the areas each sales person covers along with their
contact information.

C. Number and location of support centers (if applicable).
Kimball Office Inc. Headquarters is located in Jasper, IN. In addition, Kimball Office has 4
warehouses and 7 showrooms along with a dealer network of 300 +. (See Section 8, 3.2.C)
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D. Annual sales for the three previous fiscal years.
FY 13 total $1,203,134M
(Kimball International restructured with the spin off of Kimball Electronics)

FY 14 total $543,817M
FY 15 total $600,868M
For review of Kimball International Annual Reports, visit:
http://www.kimball.com/annual_reports.aspx

E. Submit your FEIN and Dunn & Bradstreet report.
Kimball Office FEIN #35-1688210. Dunn & Bradstreet report is attached in Section
8 following National IPA Documentation.

3.2

Distribution, Logistics
A. Describe how your company proposes to distribute the
products/service nationwide.

Kimball Office is included in the top 25% of the U.S. EPA SmartWay Partners for sustainable fleet and
shipping operations. Kimball Office promotes waste prevention and source reduction by reducing the
packaging materials. Many of our Panel systems and Casegood products are shipped using shrink wrap
to reduce the amount of cartooning and inner packing required. We specify our corrugated cartons to be
35% post-consumer recycled content. Kimball Office utilizes their own trucking fleet as well as LTL
carriers to insure timely deliveries. Delivery and Installation is coordinated with the dealers depending on
the size and scope of the individual projects. The primary concern is that the customer’s wishes are being
met so when unique situations arise the solution sometimes has to be customized but all installs will be
serviced by the dealer install team so that ongoing service and care is available at a local level.

B. Identify all other companies that will be involved in processing,
handling or shipping the products/service to the end user.
Kimball Office Truck Fleet
Nationwide Industry Recognized LTL Truck Fleets
Authorized Dealer network

C. Provide the number, size and location of your company’s distribution
facilities, warehouses and retail network as applicable.
Distribution Facilities / Warehouses: (4)
• Logistics Distribution Center #2
Santa Claus, IN
363,000 Sq. Ft.
•

Logistics Distribution Center #3
Jasper, IN
155,523 Sq. Ft.

•

Logistics Distribution Center #4
Jasper, IN
220,541 Sq. Ft.
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•

Logistics Distribution Center #5
Borden, IN
93,000 Sq. Ft.

Retail Network: (7)
• Chicago Showroom
325 North Wells Street, Suite 100
Chicago, IL 60654
312-644-8144
•

Dallas Showroom
2100 McKinney Ave., Ste. 1850
Dallas, TX 75201
214-969-9089

•

District of Columbia Showroom
1130 Connecticut Ave. NW, Ste. 1150
Washington, DC 20036-3931
202-785-9800

•

Jasper Showroom
1155 West 12th Ave.
Jasper, IN 47549
812-634-3220

•

Los Angeles Showroom
500 South Grand Ave.
Biltmore Tower, Ste. 2400
Los Angeles, CA 90071
213-892-1450

•

New York Showroom
215 Park Ave. South, 3rd Floor
New York, NY 10003
212-753-6161

•

San Francisco Showroom
330 Pine Street
San Francisco, CA 94104
415-395-9960

In addition to our distribution centers and showrooms, our Dealer network has
product on display and warehouse facilities available on a local level.
Combined, our Dealer network has millions of square feet of warehouse / retail
facilities available to our customers.
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D. State any return and restocking policy and fees, if applicable, associated
with returns.
Kimball Office Return / Restocking Policy:
Merchandise will only be accepted for return under the following conditions:
• The product is a “made to stock” item; and
• Return Goods Authorization (RGA) is given to you by your Customer Service Team
All returns are subject to a 50% restocking fee. All freight charges for returned product are the
responsibility of the customer. Unauthorized returns will not be accepted and will be returned
freight collect. All merchandise being returned must be properly packed and protected in the
original cartons. Upon receipt, all returned merchandise will be thoroughly inspected. Any
discrepancies, such as additional damage, signs of usage, missing parts, etc., will result in an
adjustment to the amount of credit issued.

3.3 Marketing and Sales

A. Provide a detailed ninety-day plan beginning from award date of the
Master Agreement describing the strategy to immediately implement the
Master Agreement as your company’s primary go to market strategy for
Public Agencies to your teams nationwide, to include, but not limited to:
i.

Executive leadership endorsement and sponsorship of the award as the
public sector go-to-market strategy within first 10 days

Kimball Office Executive Leadership, in conjunction with National IPA Leadership, will
communicate a new National IPA contract through its website and direct communication to its
selling teams and dealerships.

ii.

Training and education of your national sales force with participation
from the executive leadership of your company, along with the National
IPA team within first 90 days

First and foremost we would notify our Six (5) Regional Government Sales Managers. They are
the owners of the National IPA/Dupage Contract for their respective regions. As the contract
specialists, they would coordinate all training among the distribution channel’s sales staff and
other Kimball Office sales representatives.
Within 10 days of award:
-Kimball Office Executive leadership and National IPA Executive leadership will
communicate the new National IPA/DuPage contract though its website and direct
communications to its sales teams and authorized distributionchannel.
Within 30 days of award:
-Schedule a meeting with National IPA/DuPage County officials to review contract
expectations.
-Develop a Nationwide joint marketing/sales plan with National IPA.
-Review, train, and present contract changes to Kimball Office Government Sales
Managers and all other Kimball Office Market Sales Managers.
-Review, train and present contract changes to Internal Contract Support team and
Customer Service teams.
Within 60 days of the award:
-Create power point and other types of communication that highlight new award and its
changes.
-Create presentation and develop training schedule for all Kimball Office distribution
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channel.
-Review all existing opportunities and notify of new award and date.
Within 90 days:
-Complete presentation and roll out to all Kimball Office Distribution channel.
-Develop tracking plan for new contract progress.
-Meet with National IPA and Dupage County to review progress and activity.
-Further develop new National IPA exchange program and exchange of data regarding
new contract sales opportunities.

B. Provide a detailed ninety-day plan beginning from award date of the Master
Agreement describing the strategy to market the Master Agreement to current
Participating Public Agencies, existing Pubic Agency customers of Supplier, as
well as to prospective Public Agencies nationwide immediately upon award, to
include, but not limited to:
i.
Creation and distribution of a co-branded press release to trade publications
within first 10 days
Kimball Office Marketing team will work with National IPA Marketing team to develop a
co-branded press release to distribute to various trade publications within the first 10
days of award.

ii.

Announcement, contract details and contact information published on the
company website within first 30 days

A notification will be sent out within the first 30 days of award announcing continuation of
award to our dealers via our Kimball Office website. We will continue to market and sell
the existing award through March 31, 2019.

iii.

Design, publication and distribution of co-branded marketing materials
within first 90 days

Kimball Office will complete a new National IPA marketing piece for hand out and
email distribution to promote the new contract.

iv.

Commitment to attendance and participation with National IPA at
national (i.e. NIGP Annual Forum, NPI Conference, etc.), regional (i.e.
Regional NIGP Chapter Meetings, etc.) and supplier-specific trade shows,
conferences and meetings throughout the term of the Master Agreement

Kimball Office commits to work with National IPA to secure booth space for all shows that
National IPA will be attending that Kimball Office believes will impact our success with
this contract.

v.

Commitment to attend, exhibit and participate at the NIGP Annual Forum
in an area reserved by National IPA for partner suppliers. Booth space
will be purchased and staffed by your company. In addition, you commit
to provide reasonable assistance to the overall promotion and marketing
efforts for the NIGP Annual Forum, as directed by National IPA.

Kimball Office commits to purchase 10x10 booth space in designated area selected by
National IPA at NIGP Annual Forum and identified regional trade shows where the
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National IPA program has focus. Kimball Office will provide representation to man the
booth as well as assist in the marketing plans and give-away suggestions provided by
National IPA.

vi.

Design and publication of national and regional advertising in trade
publications throughout the term of the Master Agreement

Kimball Office will continue to promote the National IPA agreement through publications
and websites in identified trade publications.

vii.

Ongoing marketing and promotion of the Master Agreement throughout
its term (case studies, collateral pieces, presentations, etc.)

Kimball Office will continue to develop marketing materials in conjunction with National
IPA to promote the master agreement throughout its term (case studies, training materials
and end-user presentations.)

viii.

Dedicated National IPA internet web-based homepage with:
• National IPA standard logo;
• Copy of original Request for Proposal;
• Copy of contract and amendments between Principal Procurement
Agency and Supplier;
• Summary of Products and pricing;
• Marketing Materials
• Electronic link to National IPA’s online registration page;
• A dedicated toll free number and email address for National IPA

Kimball Office agrees to continue to maintain a National IPA dedicated webpage on
www.KimballOffice.com . The site will include the National IPA logo, copy of the original RFP,
copy of the contract and amendments, summary of products and pricing, marketing materials,
and a link to the National IPA online registration. Additionally, Kimball Office agrees to
provide National IPA the materials needed to develop and maintain current information on
their website as well.
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C. Describe how your company will transition any existing Public Agency
customers’ accounts to the Master Agreement available nationally through
National IPA. Include a list of current cooperative contracts (regional and
national) your company holds and describe how the Master Agreement will be
positioned among the other cooperative agreements.

After intense training, our Kimball Office Sales Representatives, in conjunction with our Servicing
Dealer Network will contact National IPA participating agencies to announce our new contract.
The announcement will initiate contact in many forms – in person presentations, phone calls, ecards, etc.
Initially our sales teams will focus on our existing customers – most of these customers will be
contacted in person to educate them on our new contract. Our existing customers are familiar
with our products and services, these calls will focus on National IPA education and the benefits
associated with our new agreement.
In addition to our current customers, we will focus on new opportunities and new customers.
Kimball Office has a long history of being an active participant in trade shows like NIGP. We will
continue to market our products and services through the National IPA contract at the trade
shows. We will follow up with all leads generated during those trade show.
We will also establish a customer service program. This program will focus on our existing
customers – the intent to identify those customers who are not using the Contract and provide a
list to Management so that we can ensure that the customer has been approached and provided
the correct information. This program will also afford us the opportunity to work with National IPA
on those customers that we are having problems transitioning.
We believe with the commitment and support of Kimball Office’s entire sales force that the focus
and measurements will be in place to market this agreement into success for all parties.

D. Acknowledge that your company agrees to provide its company/corporate logo(s)
to National IPA and agrees to provide permission for reproduction of such logo
in marketing communications and promotions.
Kimball Office will provide National IPA with its company/corporate logo(s) for use in marketing
communications and promotions. Kimball Office authorizes National IPA to reproduce such logo
in marketing communications and promotions providing the logo and use meet Kimball Office’s
marketing requirements. Kimball Office will work with National IPA to make sure this happens.

E. Supplier is responsible for proactive direct sales of Supplier’s goods and services
to Public Agencies nationwide and the timely follow up to leads established by
National IPA. All sales materials are to use the National IPA logo. At a
minimum, the Supplier’s sales initiatives should communicate:
i.

Master

Agreement

was

competitively

solicited

by

a Principal
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ii.
iii.
iv.

Procurement Agency
Competitive Best government pricing
No cost to participate
Non-exclusive contract

Kimball Office agrees to develop a marketing plan to reach public agencies nationwide
participating in the National IPA program. At the very least, Kimball Office will develop a direct
marketing approach that will communicate the requirements of National IPA as well as a program
to follow up with those agencies.

F. Supplier is responsible for the training of its national sales force on the Master
Agreement. At a minimum, sales training should include:
i.
Key features of Master Agreement
ii. Working knowledge of the solicitation process
iii. Awareness of the range of Public Agencies that can utilize the Master
Agreement through National IPA
Kimball Office sales team is seasoned and have expert knowledge and selling experience with
the National IPA contract. Many of our sales resources have a very positive working
relationship with their National IPA counterparts. A new award will allow Kimball Office and
National IPA to continue to expand our selling teams relationships. All selling teams are
trained on the key features of the contract through regular webinars by the program owner. All
selling teams have a true understanding of public solicitation processes and how National IPA
eliminates the need for the agencies to go through the bid process, therefore saving time and
resources. We continue to work with the National IPA teams to expand the use of the
program via the wide range of public agencies that can access National IPA.

NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY EXHIBITS
EXHIBIT A- NATIONAL IPA RESPONSE FOR NATIONAL COOPERATIVE CONTRACT

G. Provide contact information for the person(s), who will be responsible for:
i.
Marketing
ii. Sales
iii. Sales Support
iv.
Financial Reporting
v.
Contracts
Marketing:
Wendy Murray
Director of Brand Marketing
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 6685
EM: Wendy.Murray@Kimball.com
Sales:
Rhonda Hammack
Director, Government Sales
1600 Royal Street
Jasper, IN 47549-1022
PH: 443-745-1272
EM: Rhonda.Hammack@Kimball.com
Sales Support:
Tonja L. Blackgrove
State Contracts Specialist
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 8573
EM: Tonja.Blackgrove@Kimball.com
Kris Kendall
Government Sales Specialist
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 8644
EM: Kris.Kendall@Kimball.com
Financial Reporting:
Carolyn Brewer
Assistant Controller
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 8518
EM: Carolyn.Brewer@Kimball.com
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Contracts:
Tonja L. Blackgrove
State Contracts Specialist
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616 ext. 8573
EM: Tonja.Blackgrove@Kimball.com

H. Describe in detail how your company’s national sales force is structured,
including contact information for the highest-level executive in charge of the
sales team.
Kimball Office has Sales Representatives in all 50 States. The direct sales team is divided
into separate categories. Representation is primarily structured to focus on Sales and Service
to our end customers and to our authorized Dealer Network. Other representation is the
Government Sales. We have specialized Sales Representatives that focus entirely on
Government business. Another important aspect of our business is the A&D community and
we have sales representation focusing on that important link to the sales process.
The country is divided into (10) regions and a Regional manager is assigned to each region.
The Sales Team members report to the Regional managers. Leading the Regional Managers
are two Director of Sales positions, one for the Eastern half of the country and one for the
Western half of the country. A Director of A&D leads the A&D team. In the Government sector,
we have a Director of Government Sales. The four Directors report to the Vice President of
Sales. The Vice President of Sales reports to the highest Executive level in the in the sales
organization. That position is President of Kimball Office.
The contact information for this position is:
Mike Wagner
President, Kimball Office Inc.
Kimball Office Inc.
1600 Royal Street
Jasper, IN 47549-1022
PH: 800-482-1616
EM: Mike.Wagner@Kimball.com

I. Explain in detail how the sales teams will work with the National IPA team to
implement, grow and service the national program.
Kimball Office Government Sales Managers (GSMs) are the program regional owners and
provide program leadership in their respective areas. They work in conjunction with the National
IPA regional managers in their areas to grow the program sales. Together they strategize on
targeted accounts, leveraging existing contact relationships. They involve the Kimball Office
Region Management team as well as the Market Sales Managers to insure a constant touch and
sales process forward action. The GSM’s coordinate Dealer Boot Camps for both the Public and
Education Sector Region Managers. Together they educate and promote the National IPA
allocating resources appropriately.
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J. Explain in detail how your organization will manage the overall national program
throughout the term of the Master Agreement, including ongoing coordination of
marketing and sales efforts, timely new Participating Public Agency account setup, etc.
Kimball Office has developed the following structure to manage the National IPA program
through the terms of the agreement:
• A dedicated program owner – Rhonda Hammack
• A dedicated contract specialist – Tonja L. Blackgrove
• Regional Program Owners – Five Government Sales Managers
• A dedicated trained internal government support team providing timely new participant
set up.
• A sales reporting structure that provides National IPA monthly sales reporting
requirements by registered end-user.
• A marketing specialist that will work in conjunction with National IPA to develop joint
marketing and sales pieces.
The Kimball Office leadership team has put the resources in place for continued sales growth.
This structure has served us well during the current contract period. A new contract would
allow us to re-train and re-focus for continued sales growth.

K. State the amount of your company’s Public Agency sales for the previous fiscal
year. Provide a list of your top 10 Public Agency customers, the total purchases
for each for the previous fiscal year along with a key contact for each.
FY2015 Public Agency Sales: $21,732,461.00
See the attached Top 10 Public Agencies document for total purchases and key contact
information.

L. Describe your company’s information systems capabilities and limitations
regarding order management through receipt of payment, including description
of multiple platforms that may be used for any of these functions.
Kimball Office has taken advantage of recent advancements in technology by implementing and
making available to our business partners a number of electronic tools. We have partnered with
leaders in the software industry to develop and implement these electronic resources to enhance
the Kimball Office experience for our customers. Matched with future advancements in our ebusiness capabilities, these tools allow our customers to easily specify and select product, view
renderings, submit orders and check order status.

(List software and descriptions here): SAP, EDI, etc
Payment Methods:
• Check
• Wire Transfer
• ACH
• EFT
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Ordering Methods:
• Mail
• Fax
• Email
• EDI

M. Provide the Contract Sales (as defined in Section 10 of the National
Intergovernmental Purchasing Alliance Company Administration Agreement)
that your company will guarantee each year under the Master Agreement for the
initial three years of the Master Agreement.
$5,000,000.00 in year one
$10,000,000.00 in year two
$15,000,000.00 in year three
Recent and future events in cooperative purchasing landscape may create additional
challenges, but Kimball Office is committed to strive for continued annual double digit
contract sales growth.
With these uncertainties Kimball Office therefore will only provide a nominal annual sales
guarantee.

N. Even though it is anticipated that many Public Agencies will be able to utilize the
Master Agreement without further formal solicitation, there may be
circumstances where Public Agencies will issue their own solicitations. The
following options are available when responding to a solicitation that is for
Products covered under the Master Agreement.
i.

Respond to registered and qualified end National IPA end-users
with Master Agreement pricing (Contract Sales reported to National
IPA).

Kimball Office proposes the additional language in red to be added to the
exisiting statement above.
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ii.

If competitive conditions require pricing lower than the standard Master
Agreement pricing, Supplier may respond with lower pricing through the
Master Agreement. If Supplier is awarded the contract, the sales are
reported as Contract Sales to National IPA under the Master Agreement.

Kimball Office understands and complies.

iii.

Respond with pricing higher than Master Agreement only In the unlikely
event that the Public Agency refuses to utilize Master Agreement, the
Supplier may provide pricing under an alternative agreement. It is
considered a refusal if the Public Agency utilizes a bid/RFP/RFQ process
or otherwise chooses not to utilize National IPA. Sales under this section
of refusal by Public Agency are not considered Contract Sales under
National IPA and Administration Fee is not owed.

Kimball Office requests the proposed language in red for clarification purposes.

iv.

If alternative or multiple proposals are permitted, respond with pricing
higher than Master Agreement, and include Master Agreement as the
alternate or additional proposal. In the event of an award of the higher,
customer net price, non-National IPA Master Agreement proposal, sales
would not be considered Contract Sales and no Administrative Fee is
owed.

Kimball Office requests the proposed language in red for clarification purposes.

Detail your strategies under these options when responding to a solicitation.
Kimball Office will lead with National IPA as our primary Cooperative Purchasing vehicle
in all appropriate sales opportunities through bid processes, face to face communication
and marketing strategies. The Administrative fee will be paid on all purchases made by
qualified, registered customers as agreed upon within the Master Agreement.
In the event, a customer chooses not to use the National IPA Cooperative Purchasing
agreement, pricing will be proposed at equivalent or higher customer net pricing to the
customer to avoid the loss of a sales opportunity. Sales under this section of refusal by
Public Agency are not considered Contract Sales under National IPA and Administration
Fee is not owed.

Kimball Office understands and complies with the information within National
IPA Exhibit A in conjunction with the typed responses / alternative language
submitted.
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NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY
ADMINISTRATION AGREEMENT
This ADMINISTRATION AGREEMENT (the “Agreement”) is made this ___ day of ______
20___, between National Intergovernmental Purchasing Alliance Company (“National IPA”), and
________________ (herein “Supplier”).
RECITALS
WHEREAS, the _______________________ (herein “Principal Procurement Agency”) has
entered into a Master Agreement dated _________________, Agreement No_______, by and
between the Principal Procurement Agency and Supplier, (as may be amended from time to time in
accordance with the terms thereof, the “Master Agreement”), as attached hereto as Exhibit A and
incorporated herein by reference as though fully set forth herein, for the purchase of
___________________________ (herein “Product”);
WHEREAS, said Master Agreement provides that any or all public agencies, including
state and local governmental entities, public and private primary, secondary and higher education
entities, non-profit entities, and agencies for the public benefit (“Public Agencies”), that enter into
(either via registration on the National IPA website or execution of a Master Intergovernmental
Cooperative Purchasing Agreement, attached hereto as Exhibit B) (hereinafter referred to as a
"Participating Public Agency") may purchase Product at prices stated in the Master Agreement;
WHEREAS, Participating Public Agencies may access the Master Agreement which is
offered through National IPA to Public Agencies;
WHEREAS, National IPA serves as the contract administrator of the Master Agreement on
behalf of Principal Procurement Agency;
WHEREAS, Principal Procurement Agency desires National IPA to proceed with
administration of the Master Agreement; and
WHEREAS, National IPA and Supplier desire to enter into this Agreement to make
available the Master Agreement to Participating Public Agencies and to set forth certain terms and
conditions governing the relationship between National IPA and Supplier.
NOW, THEREFORE, in consideration of the payments to be made hereunder and the
mutual covenants contained in this Agreement, National IPA and Supplier hereby agree as follows:
DEFINITIONS
1.
Capitalized terms used in this Agreement and not otherwise defined herein shall have
the meanings given to them in the Master Agreement.

Requirements for National Cooperative Contract
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TERMS AND CONDITIONS
2.
The Master Agreement and the terms and conditions contained therein shall apply to
this Agreement except as expressly changed or modified by this Agreement. Supplier
acknowledges and agrees that the covenants and agreements of Supplier set forth in the solicitation
and Supplier’s response thereto resulting in the Master Agreement are incorporated herein and are
an integral part hereof.
3.
National IPA shall be afforded all of the rights, privileges and indemnifications
afforded to Principal Procurement Agency by or from Supplier under the Master Agreement, and
such rights, privileges and indemnifications shall accrue and apply with equal effect to National
IPA, its agents, employees, directors, and representatives under this Agreement including, but not
limited to, the Supplier’s obligation to provide appropriate insurance.
4.
National IPA shall perform all of its duties, responsibilities and obligations as
contract administrator of the Master Agreement on behalf of Principal Procurement Agency as set
forth herein, and Supplier hereby acknowledges and agrees that all duties, responsibilities and
obligations will be undertaken by National IPA solely in its capacity as the contract administrator
under the Master Agreement.
5.
With respect to any purchases by Principal Procurement Agency or any Participating
Public Agency pursuant to the Master Agreement, National IPA: (i) shall not be construed as a
dealer, re-marketer, representative, partner or agent of any type of the Supplier, Principal
Procurement Agency or any Participating Public Agency; (ii) shall not be obligated, liable or
responsible for any order for Product made by Principal Procurement Agency or any Participating
Public Agency or any employee thereof under the Master Agreement or for any payment required to
be made with respect to such order for Product; and (iii) shall not be obligated, liable or responsible
for any failure by Principal Procurement Agency or any Participating Public Agency to comply with
procedures or requirements of applicable law or the Master Agreement or to obtain the due
authorization and approval necessary to purchase under the Master Agreement. National IPA makes
no representation or guaranty with respect to any minimum purchases by Principal Procurement
Agency or any Participating Public Agency or any employee thereof under this Agreement or the
Master Agreement.
TERM OF AGREEMENT
6.
This Agreement shall be in effect so long as the Master Agreement remains in effect,
provided, however, that the provisions of paragraphs 3, 4 and 5 hereof and the indemnifications
afforded by the Supplier to National IPA herein and in the Master Agreement, to the extent such
provision survive the term of the Master Agreement, shall survive the term of this Agreement.
NATIONAL PROMOTION
7.
National IPA and Supplier shall publicize and promote the availability of the Master
Agreement’s products and services to Public Agencies and such agencies’ employees. Supplier’s
failure to maintain its covenants and commitments contained in this Agreement or any action of the
Supplier which gives rise to a right by Principal Procurement Agency to terminate the Master
Agreement shall constitute a material breach of this Agreement and if not cured within thirty (30)
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days of written notice to Supplier shall be deemed a cause for termination of this Agreement at
National IPA’s sole discretion. Notwithstanding anything contained herein to the contrary, this
Agreement shall terminate on the date of the termination or expiration of the Master Agreement.
8.
Supplier shall require each Public Agency to register its participation in the National
IPA program by either registering on the National IPA website, www.nationalipa.org, or executing
a Master Intergovernmental Cooperative Purchasing Agreement prior to processing the
Participating Public Agency’s first sales order.
9.
Upon request, Supplier shall make available to interested Public Agencies a copy of
the Master Agreement and such price lists or quotes as may be necessary for such Public Agencies
to evaluate potential purchases. In addition, Supplier shall provide such marketing and
administrative support as set forth in the solicitation resulting in the Master Agreement, including
assisting in development of marketing materials as reasonably requested by Principal Procurement
Agency and National IPA. Supplier and National IPA shall provide each respective party with its
logo (“Logo”) and the standard terms of use for its general use in marketing the Master Agreement.
Both parties shall obtain written approval from the other party prior to use of such party’s Logo.
Notwithstanding, the parties understand and agree that except as provided herein neither party shall
have any right, title or interest in the other party’s Logo. Upon termination of this Agreement, each
party shall immediately cease use of the other party’s Logo.
MONTHLY REPORTING & FEES
10.
Supplier shall pay National IPA an administrative fee in the amount of __% of the
total purchase amount paid to Supplier, less refunds, credits on returns, rebates and discounts, for
the sale of products and/or services to Principal Procurement Agency and Participating Public
Agencies pursuant to the Master Agreement (as amended from time to time and including any
renewal thereof) ("Contract Sales"). Supplier shall provide National IPA with an electronic
accounting report, in Microsoft Excel, in the format prescribed by National IPA, on a monthly basis
summarizing all Contract Sales for the applicable month. A sample of the Contract Sales reporting
format is provided as Exhibit C, attached hereto and incorporated herein by reference.
11.
Reports of Contract Sales for Principal Procurement Agency and Participating Public
Agencies in each calendar month shall be provided by Supplier to National IPA by the 10th day of
the following month. Such reports shall be accompanied by an administrative fee payment in the
amount indicated on the report as being due. Administrative fee payments are to be paid by the
Supplier to National IPA via Automated Clearing House (ACH) to the National IPA designated
financial institution identified in Exhibit D. Failure to provide a monthly report or payment of the
administrative fees within the time and manner specified herein shall constitute a material breach of
this Agreement and if not cured within thirty (30) days of written notice to Supplier shall be deemed
a cause for termination of the Master Agreement, at Principal Procurement Agency’s sole
discretion, and/or this Agreement, at National IPA’s sole discretion. All administrative fees not paid
when due shall bear interest at a rate equal to the lesser of 1 1/2% per month or the maximum rate
permitted by law until paid in full.
12. Supplier shall maintain an accounting of all purchases made by Participating Public
Agencies under the Master Agreement. National IPA, or its designee, in National IPA’s sole
discretion, reserves the right to compare Participating Public Agency records with monthly reports
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submitted by Supplier for a period of four (4) years from the date National IPA receives such
monthly report. National IPA may engage a third party to conduct an independent audit of
Supplier’s monthly reports. In the event of such an audit, Supplier shall provide all materials
reasonably requested relating to such audit by National IPA at the location designated by National
IPA. In the event an underreporting of Contract Sales and a resulting underpayment of
administrative fees is revealed, National IPA will notify the Supplier in writing. Supplier will have
thirty (30) days from the date of such notice to resolve the discrepancy to National IPA’s reasonable
satisfaction, including payment of any administrative fees due and owing, together with interest
thereon in accordance with Section 11, and reimbursement of National IPA's costs and expenses
related to such audit.
GENERAL PROVISIONS
13.
This Agreement, the Master Agreement and the exhibits referenced herein supersede
any and all other agreements, either oral or in writing, between the parties hereto with respect to the
subject matter hereto and no other agreement, statement, or promise relating to the subject matter of
this Agreement which is not contained or incorporated herein shall be valid or binding. In the event
of any conflict between the provisions of this Agreement and the Master Agreement, as between
National IPA and Supplier, the provisions of this Agreement shall prevail.
14.
If any action at law or in equity is brought to enforce or interpret the provisions of
this Agreement or to recover any administrative fee and accrued interest, the prevailing party shall
be entitled to reasonable attorney’s fees and costs in addition to any other relief to which it may be
entitled.
15.
This Agreement and National IPA’s rights and obligations hereunder may be
assigned at National IPA’s sole discretion, to an existing or newly established legal entity that has
the authority and capacity to perform National IPA’s obligations hereunder. Supplier may not
assign its obligations hereunder without the prior written consent of National IPA.
16.
All written communications given hereunder shall be delivered by first-class mail,
postage prepaid, or overnight delivery on receipt to the addresses as set forth below.
A. National Intergovernmental Purchasing Alliance Company
National IPA
Attn: President
725 Cool Springs Blvd
Suite 100
Franklin, TN 37067
B. Supplier

17.
If any provision of this Agreement shall be deemed to be, or shall in fact be, illegal,
inoperative or unenforceable, the same shall not affect any other provision or provisions herein
contained or render the same invalid, inoperative or unenforceable to any extent whatever, and this
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Agreement will be construed by limiting or invalidating such provision to the minimum extent
necessary to make such provision valid, legal and enforceable.
18.
This Agreement may not be amended, changed, modified, or altered without the
prior written consent of the parties hereto, and no provision of this Agreement may be discharged or
waived, except by a writing signed by the parties. A waiver of any particular provision will not be
deemed a waiver of any other provision, nor will a waiver given on one occasion be deemed to
apply to any other occasion.
19.
This Agreement shall inure to the benefit of and shall be binding upon National IPA,
the Supplier and any respective successor and assign thereto; subject, however, to the limitations
contained herein.
20.
This Agreement will be construed under and governed by the laws of the state of
Delaware, excluding its conflicts of law provisions.

Authorized Signature, Supplier

NATIONAL INTERGOVERNMENTAL
PURCHASING ALLIANCE COMPANY

Signature

Signature

Name

Ward H. Brown
Name

Title

Chief Operating Officer
Title

Date

Date
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MASTER INTERGOVERNMENTAL COOPERATIVE PURCHASING AGREEMENT
This Master Intergovernmental Cooperative Purchasing Agreement (the “Agreement”) is
entered into by and between those certain government agencies that execute a Principal
Procurement Agency Certificate with National Intergovernmental Purchasing Alliance Company
(“National IPA”) (“Principal Procurement Agencies”) to be appended and made a part hereof and
such other public agencies who register to participate in the National IPA program by either
registering on the National IPA website, www.nationalipa.org,
or executing a Master
Intergovernmental Cooperative Purchasing Agreement with National IPA (“Participating Public
Agencies”) to be appended and made a part hereof.
RECITALS
WHEREAS, after a competitive solicitation and selection process by Principal Procurement
Agencies, a number of suppliers (each a “Supplier”) have entered into Master Supplier Agreements
to provide a variety of goods, products and services (herein “Products”) to the applicable Principal
Procurement Agency and the Participating Public Agencies;
WHEREAS, Master Supplier Agreements are made available by Principal Procurement
Agencies through National IPA and provide that Participating Public Agencies may purchase
Products on the same terms, conditions and pricing as the Principal Procurement Agency, subject to
any applicable federal and/or local purchasing ordinances and the laws of the State of purchase;
NOW, THEREFORE, in consideration of the mutual promises contained in this
Agreement, and of the mutual benefits to result, the parties agree as follows:
1.

That each party will facilitate the cooperative procurement of Products.

2.

That the procurement of Products by Participating Public Agencies subject to this
Agreement shall be conducted in accordance with and subject to the relevant federal,
state and local statutes, ordinances, rules and regulations that govern Participating
Public Agency’s procurement practices.

3.

That the cooperative use of solicitations obtained by the parties to this Agreement
shall be in accordance with the terms and conditions of the Master Supplier
Agreement, except as modification of those terms and conditions is otherwise
allowed or required by applicable federal, state or local law.

4.

That the Principal Procurement Agencies will make available, upon reasonable
request and subject to convenience, information which may assist in improving the
procurement of Products by the Participating Public Agencies.

5.

That the Participating Public Agencies that procure Products through any Master
Supplier Agreement (each a, “Procuring Party”) will make timely payments to the
Supplier for Products received in accordance with the terms and conditions of the
Master Supplier Agreement. Payment for Products and inspections and acceptance of
Products ordered by the Procuring Party shall be the exclusive obligation of such
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Procuring Party. Disputes between Procuring Party and any Supplier shall be
resolved in accordance with the law and venue rules of the State of purchase.
6.

The Procuring Party shall not use this agreement as a method for obtaining additional
concessions or reduced prices for similar products or services.

7.

The Procuring Party shall be responsible for the ordering of Products under this
agreement. A non-procuring party shall not be liable in any fashion for any violation
by a Procuring Party, and the Procuring Party shall hold non-procuring party
harmless from any liability that may arise from action or inaction of the Procuring
Party.

8.

This agreement shall remain in effect until termination by a party giving 30 days
written notice to the other party. The provisions of paragraphs 5, 6 and 7 hereof
shall survive any such termination.

9.

This agreement shall take effect after execution of the Principal Procurement Agency
Certificate or Participating Public Agency Registration, as applicable.
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PRINCIPAL PROCUREMENT AGENCY CERTIFICATE

In its capacity as Principal Procurement Agency for National IPA, NAME OF PPA agrees to pursue
Master Agreements for Products as specified in the attached exhibits to this Principal Procurement
Agency Certificate.
I hereby acknowledge, in my capacity as ________ of and on behalf of NAME OF PPA (“Principal
Procurement Agency”), that I have read and hereby agree to the general terms and conditions set
forth in the attached Master Intergovernmental Cooperative Purchasing Agreement regulating the
use of the Master Agreements and purchase of Products that from time to time are made available
by Principal Procurement Agencies to Participating Public Agencies nationwide through National
Intergovernmental Purchasing Alliance Company (“National IPA”) pursuant to the terms of the
Administrative Agreement by and between National IPA and the applicable supplier.
I understand that the purchase of one or more Products under the provisions of the Master
Intergovernmental Cooperative Purchasing Agreement is at the sole and complete discretion of the
Participating Public Agency.

Authorized Signature, Principal Procurement Agency

Signature

Name

Title

Date
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National IPA Contract Sales Monthly Report
Supplier Name:
Contract Sales Report Month:

Participating Agency Name

City

State

Zip
Code

Participating Agency #
{Assigned by National IPA and
provided to Supplier}

Report Totals
Cumulative Contract Sales

Requirements for National Cooperative Contract
Page 58 of 65

Contract
Sales for
Month ($)

Admin Fee
%
Admin Fee $

NATIONAL INTERGOVERNMENTAL PURCHASING ALLIANCE COMPANY EXHIBITS
EXHIBIT F- NATIONAL IPA ADVERTISING COMPLIANCE REQUIREMENT

Pursuant to certain state notice provisions, including but not limited to Oregon Revised Statutes Chapter
279A.220, the following public agencies and political subdivisions of the referenced public agencies are eligible
to register with National IPA and access the Master Agreement contract award made pursuant to this
solicitation, and are hereby given notice of the foregoing request for proposals for purposes of complying with
the procedural requirements of said statutes:
Nationwide:
State of Alabama*

State of Hawaii

State of Massachusetts

State of New Mexico

State of Alaska
State of Arizona
State of Arkansas
State of California
State of Colorado
State of Connecticut

State of Idaho
State of Illinois
State of Indiana
State of Iowa
State of Kansas
State of Kentucky

State of Michigan
State of Minnesota
State of Mississippi
State of Missouri
State of Montana
State of Nebraska

State of New York
State of North Carolina
State of North Dakota
State of Ohio
State of Oklahoma*
State of Oregon

State of Delaware

State of Louisiana

State of Nevada

State of Pennsylvania

State of Florida

State of Maine

State of Rhode Island

State of Georgia
District of Columbia

State of Maryland

State of New
Hampshire
State of New Jersey

State of South
Dakota
State of Tennessee
State of Texas
State of Utah
State of Vermont
State of Virginia
State of
Washington
State of West
Virginia
State of Wisconsin

State of South Carolina

State of Wyoming

Lists of political subdivisions and local governments in the above referenced states / districts may be found at
http://www.usa.gov/Agencies/State_and_Territories.shtml and http://www.usa.gov/Agencies/Local.shtml
*Some public agencies and political subdivisions of these states may be restricted by state statutes that limit
competition among cooperative purchasing organizations by only allowing use of purchasing cooperatives
sponsored by certain National Associations.
Certain Public Agencies and Political Subdivisions:
Cities, Towns, Villages and Boroughs including
but not limited to:
BAKER CITY GOLF COURSE, OR
CITY OF ADAIR VILLAGE, OR
CITY OF ASHLAND, OR
CITY OF AUMSVILLE, OR
CITY OF AURORA, OR
CITY OF BAKER, OR
CITY OF BATON ROUGE, LA
CITY OF BEAVERTON, OR
CITY OF BEND, OR
CITY OF BOARDMAN, OR
CITY OF BOSSIER CITY, LA
CITY OF BROOKINGS, OR
CITY OF BURNS, OR
CITY OF CANBY, OR
CITY OF CANYONVILLE, OR
CITY OF CLATSKANIE, OR
CITY OF COBURG, OR
CITY OF CONDON, OR
CITY OF COQUILLE, OR

CITY OF CORVALLI, OR
CITY OF CORVALLIS PARKS AND RECREATION
DEPARTMENT, OR
CITY OF COTTAGE GROVE, OR
CITY OF EUGENE, OR
CITY OF FOREST GROVE, OR
CITY OF GRANTS PASS, OR
CITY OF GRESHAM, OR
CITY OF HILLSBORO, OR
CITY OF INDEPENDENCE, OR
CITY AND COUNTY OF HONOLULU, HI
CITY OF KENNER, LA
CITY OF LA GRANDE, OR
CITY OF LAFAYETTE, LA
CITY OF LAKE CHARLES, OR
CITY OF LEBANON, OR
CITY OF MCMINNVILLE, OR
CITY OF MEDFORD, OR
CITY OF METAIRIE, LA
CITY OF MILL CITY, OR
CITY OF MILWAUKIE, OR
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CITY OF MONROE, LA
CITY OF MOSIER, OR
CITY OF NEW ORLEANS, LA
CITY OF NORTH PLAINS, OR
CITY OF OREGON CITY, OR
CITY OF PILOT ROCK, OR
CITY OF PORTLAND, OR
CITY OF POWERS, OR
CITY OF PRINEVILLE, OR
CITY OF REDMOND, OR
CITY OF REEDSPORT, OR
CITY OF RIDDLE, OR
CITY OF ROGUE RIVER, OR
CITY OF ROSEBURG, OR
CITY OF SALEM, OR
CITY OF SANDY, OR
CITY OF SCAPPOOSE, OR
CITY OF SHADY COVE, OR
CITY OF SHERWOOD, OR
CITY OF SHREVEPORT, LA
CITY OF SILVERTON, OR
CITY OF SPRINGFIELD, OR
CITY OF ST. HELENS, OR
CITY OF ST. PAUL, OR
CITY OF SULPHUR, LA
CITY OF TIGARD, OR
CITY OF TROUTDALE, OR
CITY OF TUALATIN, OR
CITY OF WALKER, LA
CITY OF WARRENTON, OR
CITY OF WEST LINN, OR
CITY OF WILSONVILLE, OR
CITY OF WINSTON, OR
CITY OF WOODBURN, OR
LEAGUE OF OREGON CITES
THE CITY OF HAPPY VALLEY OREGON

Counties and Parishes including but not limited
to:
ASCENSION PARISH, LA
ASCENSION PARISH, LA, CLEAR OF COURT
ASSOCIATION OF OREGON COUNTIES
BAKER COUNTY, OR
BENTON COUNTY, OR
BOARD OF WATER SUPPLY, OR
CADDO PARISH, LA
CALCASIEU PARISH, LA
CALCASIEU PARISH SHERIFF’S OFFICE, LA
CITY AND COUNTY OF HONOLULU, HI
CLACKAMAS COUNTY, OR
CLACKAMAS COUNTY DEPT OF
TRANSPORTATION, OR
CLATSOP COUNTY, OR
COLUMBIA COUNTY, OR
COOS COUNTY, OR
COOS COUNTY HIGHWAY DEPARTMENT, OR
COUNTY OF HAWAII, OR
CROOK COUNTY, OR

CROOK COUNTY ROAD DEPARTMENT, OR
CURRY COUNTY, OR
DESCHUTES COUNTY, OR
DOUGLAS COUNTY, OR
EAST BATON ROUGE PARISH, LA
GILLIAM COUNTY, OR
GRANT COUNTY, OR
HARNEY COUNTY, OR
HARNEY COUNTY SHERIFFS OFFICE, OR
HAWAII COUNTY, HI
HOOD RIVER COUNTY, OR
JACKSON COUNTY, OR
JEFFERSON COUNTY, OR
JEFFERSON PARISH, LA
JOSEPHINE COUNTY GOVERNMENT, OR
LAFAYETTE CONSOLIDATED GOVERNMENT, LA
LAFAYETTE PARISH, LA
LAFAYETTE PARISH CONVENTION & VISITORS
COMMISSION
LAFOURCHE PARISH, LA
LAFOURCHE PARISH HEALTH UNIT – DHH-OPH
REGION 3
KAUAI COUNTY, HI
KLAMATH COUNTY, OR
LAKE COUNTY, OR
LANE COUNTY, OR
LINCOLN COUNTY, OR
LINN COUNTY, OR
LIVINGSTON PARISH, LA
MALHEUR COUNTY, OR
MAUI COUNTY, HI
MARION COUNTY, SALEM, OR
MORROW COUNTY, OR
MULTNOMAH COUNTY, OR
MULTNOMAH COUNTY BUSINESS AND
COMMUNITY SERVICES, OR
MULTNOMAH COUNTY SHERIFFS OFFICE, OR
MULTNOMAH LAW LIBRARY, OR
ORLEANS PARISH, LA
PLAQUEMINES PARISH, LA
POLK COUNTY, OR
RAPIDES PARISH, LA
SAINT CHARLES PARISH, LA
SAINT CHARLES PARISH PUBLIC SCHOOLS, LA
SAINT LANDRY PARISH, LA
SAINT TAMMANY PARISH, LA
SHERMAN COUNTY, OR
TERREBONNE PARISH, LA
TILLAMOOK COUNTY, OR
TILLAMOOK COUNTY SHERIFF'S OFFICE, OR
TILLAMOOK COUNTY GENERAL HOSPITAL, OR
UMATILLA COUNTY, OR
UNION COUNTY, OR
WALLOWA COUNTY, OR
WASCO COUNTY, OR
WASHINGTON COUNTY, OR
WEST BATON ROUGE PARISH, LA
WHEELER COUNTY, OR
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YAMHILL COUNTY, OR

WILLAMETTE HUMANE SOCIETY

Other Agencies including Associations, Boards,
Districts, Commissions, Councils, Public
Corporations, Public Development Authorities,
Reservations and Utilities including but not
limited to:
BATON ROUGE WATER COMPANY
BEND METRO PARK AND RECREATION
DISTRICT
BIENVILLE PARISH FIRE PROTECTION DISTRICT
6, LA
BOARDMAN PARK AND RECREATION DISTRICT
CENTRAL CITY ECONOMIC OPPORTUNITY
CORP, LA
CENTRAL OREGON INTERGOVERNMENTAL
COUNCIL
CLACKAMAS RIVER WATER
CLATSKANIE PEOPLE'S UTILITY DISTRICT
CLEAN WATER SERVICES
CONFEDERATED TRIBES OF THE UMATILLA
INDIAN RESERVATION
COOS FOREST PROTECTIVE ASSOCIATION
CHEHALEM PARK AND RECREATION DISTRICT
DAVID CROCKETT STEAM FIRE COMPANY #1,
LA
EUGENE WATER AND ELECTRIC BOARD
HOODLAND FIRE DISTRICT #74
HOUSING AUTHORITY OF PORTLAND
ILLINOIS VALLEY FIRE DISTRICT
LAFAYETTE AIRPORT COMMISSION, LA
LOUISIANA PUBLIC SERVICE COMMISSION, LA
LOUISIANA WATER WORKS
MEDFORD WATER COMMISSION
MELHEUR COUNTY JAIL, OR
METRO REGIONAL GOVERNMENT
METRO REGIONAL PARKS
METROPOLITAN EXPOSITION RECREATION
COMMISSION
METROPOLITAN SERVICE DISTRICT (METRO)
MULTNOMAH EDUCATION SERVICE DISTRICT
PORTLAND DEVELOPMENT COMMISSION, OR
PORTLAND FIRE AND RESCUE
OREGON COAST COMMUNITY ACTION
OREGON HOUSING AND COMMUNITY SERVICES
OREGON LEGISLATIVE ADMINISTRATION
SAINT LANDRY PARISH TOURIST COMMISSION
SAINT TAMMANY FIRE DISTRICT 4, LA
SALEM MASS TRANSIT DISTRICT
SEWERAGE AND WATER BOARD OF NEW
ORLEANS, LA
TRI-COUNTY METROPOLITAN
TRANSPORTATION DISTRICT OF OREGON
TUALATIN HILLS PARK & RECREATION
DISTRICT
TUALATIN VALLEY FIRE & RESCUE
WILLAMALANE PARK AND RECREATION
DISTRICT

K-12 including but not limited to:
ACADIA PARISH SCHOOL BOARD
BEAVERTON SCHOOL DISTRICT
BEND-LA PINE SCHOOL DISTRICT
BOSSIER PARISH SCHOOL BOARD
BROOKING HARBOR SCHOOL DISTRICT
CADDO PARISH SCHOOL DISTRICT
CALCASIEU PARISH SCHOOL DISTRICT
CANBY SCHOOL DISTRICT
CANYONVILLE CHRISTIAN ACADEMY
CASCADE SCHOOL DISTRICT
CASCADES ACADEMY OF CENTRAL OREGON
CENTENNIAL SCHOOL DISTRICT
CENTRAL CATHOLIC HIGH SCHOOL
CENTRAL POINT SCHOOL DISTRICT NO.6
CENTRAL SCHOOL DISTRICT 13J
COOS BAY SCHOOL DISTRICT NO.9
CORVALLIS SCHOOL DISTRICT 509J
COUNTY OF YAMHILL SCHOOL DISTRICT 29
CULVER SCHOOL DISTRICT
DALLAS SCHOOL DISTRICT NO.2
DAVID DOUGLAS SCHOOL DISTRICT
DAYTON SCHOOL DISTRICT NO.8
DE LA SALLE N CATHOLIC HS
DESCHUTES COUNTY SCHOOL DISTRICT NO.6
DUFUR SCHOOL DISTRICT NO.29
EAST BATON ROUGE PARISH SCHOOL DISTRICT
ESTACADA SCHOOL DISTRICT NO.10B
FOREST GROVE SCHOOL DISTRICT
GEORGE MIDDLE SCHOOL
GLADSTONE SCHOOL DISTRICT
GRANTS PASS SCHOOL DISTRICT 7
GREATER ALBANY PUBLIC SCHOOL DISTRICT
HEAD START OF LANE COUNTY
HIGH DESERT EDUCATION SERVICE DISTRICT
HILLSBORO SCHOOL DISTRICT
HOOD RIVER COUNTY SCHOOL DISTRICT
JACKSON CO SCHOOL DIST NO.9
JEFFERSON COUNTY SCHOOL DISTRICT 509-J
JEFFERSON PARISH SCHOOL DISTRICT
JEFFERSON SCHOOL DISTRICT
JUNCTION CITY SCHOOLS, OR
KLAMATH FALLS CITY SCHOOLS
LAFAYETTE PARISH SCHOOL DISTRICT
LAKE OSWEGO SCHOOL DISTRICT 7J
LANE COUNTY SCHOOL DISTRICT 4J
LINCOLN COUNTY SCHOOL DISTRICT
LINN CO. SCHOOL DIST. 95C
LIVINGSTON PARISH SCHOOL DISTRICT
LOST RIVER JR/SR HIGH SCHOOL
LOWELL SCHOOL DISTRICT NO.71
MARION COUNTY SCHOOL DISTRICT
MARION COUNTY SCHOOL DISTRICT 103
MARIST HIGH SCHOOL, OR
MCMINNVILLE SCHOOL DISTRICT NOAO
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MEDFORD SCHOOL DISTRICT 549C
MITCH CHARTER SCHOOL
MONROE SCHOOL DISTRICT NO.1J
MUL TNOMAH EDUCATION SERVICE DISTRICT
MULTISENSORY LEARNING ACADEMY
MYRTLE PINT SCHOOL DISTRICT 41
NEAH-KAH-NIE DISTRICT NO.56
NEWBERG PUBLIC SCHOOLS
NESTUCCA VALLEY SCHOOL DISTRICT NO.101
NOBEL LEARNING COMMUNITIES
NORTH BEND SCHOOL DISTRICT 13
NORTH CLACKAMAS SCHOOL DISTRICT
NORTH DOUGLAS SCHOOL DISTRICT
NORTH WASCO CITY SCHOOL DISTRICT 21
NORTHWEST REGIONAL EDUCATION SERVICE
DISTRICT
ONTARIO MIDDLE SCHOOL
OREGON TRAIL SCHOOL DISTRICT NOA6
ORLEANS PARISH SCHOOL DISTRICT
PHOENIX-TALENT SCHOOL DISTRICT NOA
PLEASANT HILL SCHOOL DISTRICT
PORTLAND JEWISH ACADEMY
PORTLAND PUBLIC SCHOOLS
RAPIDES PARISH SCHOOL DISTRICT
REDMOND SCHOOL DISTRICT
REYNOLDS SCHOOL DISTRICT
ROGUE RIVER SCHOOL DISTRICT
ROSEBURG PUBLIC SCHOOLS
SCAPPOOSE SCHOOL DISTRICT 1J
SEASIDE SCHOOL DISTRICT 10
SHERWOOD SCHOOL DISTRICT 88J
SILVER FALLS SCHOOL DISTRICT 4J
SOUTH LANE SCHOOL DISTRICT 45J3
SOUTHERN OREGON EDUCATION SERVICE
DISTRICT
SPRINGFIELD PUBLIC SCHOOLS
SUTHERLIN SCHOOL DISTRICT
SWEET HOME SCHOOL DISTRICT NO.55
TERREBONNE PARISH SCHOOL DISTRICT
THE CATLIN GABEL SCHOOL
TIGARD-TUALATIN SCHOOL DISTRICT
UMATILLA MORROW ESD
WEST LINN WILSONVILLE SCHOOL DISTRICT
WILLAMETTE EDUCATION SERVICE DISTRICT
WOODBURN SCHOOL DISTRICT
YONCALLA SCHOOL DISTRICT

COLLEGE OF THE MARSHALL ISLANDS
COLUMBIA GORGE COMMUNITY COLLEGE
CONCORDIA UNIVERSITY
GEORGE FOX UNIVERSITY
KLAMATH COMMUNITY COLLEGE DISTRICT
LANE COMMUNITY COLLEGE
LEWIS AND CLARK COLLEGE
LINFIELD COLLEGE
LINN-BENTON COMMUNITY COLLEGE
LOUISIANA COLLEGE, LA
LOUISIANA STATE UNIVERSITY
LOUISIANA STATE UNIVERSITY HEALTH
SERVICES
MARYLHURST UNIVERSITY
MT. HOOD COMMUNITY COLLEGE
MULTNOMAH BIBLE COLLEGE
NATIONAL COLLEGE OF NATURAL MEDICINE
NORTHWEST CHRISTIAN COLLEGE
OREGON HEALTH AND SCIENCE UNIVERSITY
OREGON INSTITUTE OF TECHNOLOGY
OREGON UNIVERSITY SYSTEM
PACIFIC UNIVERSITY
PIONEER PACIFIC COLLEGE
PORTLAND COMMUNITY COLLEGE
PORTLAND STATE UNIVERSITY
REED COLLEGE
RESEARCH CORPORATION OF THE UNIVERSITY
OF HAWAII
ROGUE COMMUNITY COLLEGE
SOUTHEASTERN LOUISIANA UNIVERSITY
SOUTHERN OREGON UNIVERSITY (OREGON
UNIVERSITY SYSTEM)
SOUTHWESTERN OREGON COMMUNITY
COLLEGE
TULANE UNIVERSITY
TILLAMOOK BAY COMMUNITY COLLEGE
UMPQUA COMMUNITY COLLEGE
UNIVERSITY OF HAWAII BOARD OF REGENTS
UNIVERSITY OF HAWAII-HONOLULU
COMMUNITY COLLEGE
UNIVERSITY OF OREGON-GRADUATE SCHOOL
UNIVERSITY OF PORTLAND
UNIVERSITY OF NEW ORLEANS
WESTERN OREGON UNIVERSITY
WESTERN STATES CHIROPRACTIC COLLEGE
WILLAMETTE UNIVERSITY
XAVIER UNIVERISTY

Higher Education

State Agencies

ARGOSY UNIVERSITY
BATON ROUGE COMMUNITY COLLEGE, LA
BIRTHINGWAY COLLEGE OF MIDWIFERY
BLUE MOUNTAIN COMMUNITY COLLEGE
BRIGHAM YOUNG UNIVERSITY - HAWAII
CENTRAL OREGON COMMUNITY COLLEGE
CENTENARY COLLEGE OF LOUISIANA
CHEMEKETA COMMUNITY COLLEGE
CLACKAMAS COMMUNITY COLLEGE

ADMIN. SERVICES OFFICE
BOARD OF MEDICAL EXAMINERS
HAWAII CHILD SUPPORT ENFORCEMENT
AGENCY
HAWAII DEPARTMENT OF TRANSPORTATION
HAWAII HEALTH SYSTEMS CORPORATION
OFFICE OF MEDICAL ASSISTANCE PROGRAMS
OFFICE OF THE STATE TREASURER
OREGON BOARD OF ARCHITECTS
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OREGON CHILD DEVELOPMENT COALITION
OREGON DEPARTMENT OF EDUCATION
OREGON DEPARTMENT OF FORESTRY
OREGON DEPT OF TRANSPORTATION
OREGON DEPT. OF EDUCATION
OREGON LOTTERY
OREGON OFFICE OF ENERGY
OREGON STATE BOARD OF NURSING
OREGON STATE DEPT OF CORRECTIONS
OREGON STATE POLICE
OREGON TOURISM COMMISSION
OREGON TRAVEL INFORMATION COUNCIL

SANTIAM CANYON COMMUNICATION CENTER
SEIU LOCAL 503, OPEU
SOH- JUDICIARY CONTRACTS AND PURCH
STATE DEPARTMENT OF DEFENSE, STATE OF
HAWAII
STATE OF HAWAII
STATE OF HAWAII, DEPT. OF EDUCATION
STATE OF LOUISIANA
STATE OF LOUISIANA DEPT. OF EDUCATION
STATE OF LOUISIANA, 26TH JUDICIAL DISTRICT
ATTORNEY

Requirements for National Cooperative Contract
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LATE PROPOSALS CANNOT BE
ACCEPTED!
SEALED PROPOSAL
INVITATION #:

P15-150-DT

OPENING DATE:

10/14/15

OPENING TIME:

2:00 P.M.

DESCRIPTION:

MASTER AGREEMENT TO PROVIDE
SYSTEMS FURNITURE, FREE-STANDING
FURNITURE, SEATING, FILING
SYSTEMS/EQUIPMENT, INTERIOR SOLUTIONS
AND RELATED PRODUCT AND SUPPORT
SERVICES

DATED MATERIAL-DELIVER IMMEDIATELY

PLEASE CUT OUT AND AFFIX THIS PROPOSAL LABEL
(ABOVE) TO THE OUTERMOST ENVELOPE OF YOUR
PROPOSAL TO HELP ENSURE PROPER DELIVERY!

LATE PROPOSALS CANNOT BE
ACCEPTED!

PROPOSAL #P15-150-DT
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KIMBALL OFFICE
National IPA
TERRITORY MAP

Reggie Staples -- Nat'l IPA
Melinda S. Pallotta, C.P.P.O.
Regional Manager, Education-West
Cell: 209-480-6324
melinda.pallotta@nationalipa.org

Amy Smith
Group Director, Central
Cell: 314-518-3974
amy.smith@nationalipa.org

Rhonda Hammack
Director, Government Sales

Tom Ford
Regional Manager, Midwest
Cell: 847-372-3381
tom.ford@nationalipa.org

WASHINGTON

Susan Lux
Regional Manager, Ohio Valley
Cell: 440-541-1667
susan.lux@nationalipa.org

157
NORTH
DAKOTA
129

MONTANA
161

OREGON
158
IDAHO

MINNESOTA
129

WYOMING

127

MICHIGAN

129

122

159

CALIFORNIA

NEBRASKA
147

154
UTAH
156
155

PA

121

IOWA

NEVADA

VT
100
106
NH
NEW
YORK
MA
100
103
CT RI
103
101 - NYC
102
114
NJ

WISCONSIN

SOUTH
DAKOTA

156

MAINE
100

126

147

120

IL

IN

OHIO

124

COLORADO
159

110

123

MD

115

WV

MISSOURI
145

116 -Norfolk

116

125
KENTUCKY

NC
153

151

ARIZONA
150

NEW
MEXICO
160

ARKANSAS
137

OKLAHOMA
143

137

TEXAS

LA
138

111

112

AL
GEORGIA
130

Allison R. Brookes, PMP, FCCM
Regional Manager, Southeast
Cell: 850-228-7716
allison.brookes@nationalipa.org

138

140

Greg Melenchen
Regional Manager, Mid-Atlantic
Cell: 202-415-6454
greg.melenchen@nationalipa.org

SC

135

142

Nick Grund
Regional Manager, Southwest
Cell: 520-203-4671
nick.grund@nationalipa.org

TENNESSEE
136

137

MS
141

DE

VA

KANSAS
146

Stephen Maxwell
Regional Manager, Northeast
Cell: 732-608-4403
stephen.maxwell@nationalipa.org

132

FL

141

132

Roger Dempsey, C.P.M., A.P.P
Regional Manager, South Central
Cell: 979-777-5595
roger.dempsey@nationalipa.org

131
131

10/7/2015

WASHINGTON
157

OREGON
158
IDAHO
156

Regional Manager
Government Sales Manager
Market Sales Manager (157)
Market Sales Manager (156)
Market Sales Manager (158)

Bill Johnston
Carol DeJong
Chandra Smith
Xani Haynie
Open

(415) 990-8957
(206) 553-9466
(206) 383-7601
(801) 473-1486

bill.johnston@kimball.com
carol.dejong@kimball.com
chandra.smith@kimball.com
xani.haynie@kimball.com

NEVADA
154

UTAH
156

NEW
MEXICO
160
ARIZONA
150
141

Regional Manager
Regional Manager
Government Sales Manager
Government Sales Manager
Market Sales Manager (154)
Market Sales Manager (156)
Market Sales Manager (150)
Market Sales Manager (160)
Market Sales Manager (141)

Bill Johnston
Vikki Gibbs
Carol DeJong
Karl Schrumpf
Fernando Jaurentche
Xani Haynie
Amy Bagnasco
Kelly Kline
Jeannine McGuill

(415) 990-8957
(303) 396-4581
(206) 553-9466
(202) 213-9306
(916) 715-2366
(801) 473-1486
(480) 282-0703
(303) 513-4108
(512) 423-0734

(154, 156, 150)
(160, 141)

bill.johnston@kimball.com
vikki.gibbs@kimball.com
carol.dejong@kimball.com
karl.schrumpf@kimball.com
fernando.jaurentche@kimball.com
xani.haynie@kimball.com
amy.bagnasco@kimball.com
kelly.kline@kimball.com
jeannine.mcguill@kimball.com

NORTH
DAKOTA
129

MONTANA
161

SOUTH
DAKOTA
WYOMING
159

129

NEBRASKA
147

COLORADO
159

KANSAS
146

Regional Manager
Government Sales Manager (161)
Government Sales Manager
Government Sales Manager(145)
Market Sales Manager (159,161)
Market Sales Manager (159)
Market Sales Manager (129)
Market Sales Manager (159)
Market Sales Manager (147,146)
Market Sales Manager (145)
Market Sales Manager (145)

Vikki Gibbs
Carol DeJong
Karl Schrumpf
Orbie Day
Tye Hindle
Steve Junge
Heather Olsen
Kelly Kline
Mary Dennis
Michele Helsel
Kevin Cundiff

(303) 396-4581
(206) 553-9466
(202) 213-9306
(812) 630-6783
(303) 324-9975
(303) 901-8464
(612) 308-3982
(303) 513-4108
(913) 602-4095
(314) 503-4006
(314) 363-4106

MISSOURI
145

vikki.gibbs@kimball.com
carol.dejong@kimball.com
karl.schrumpf@kimball.com
orbie.day@kimball.com
tye.hindle@kimball.com
steve.junge@kimball.com
heather.olsen@kimball.com
kelly.kline@kimball.com
mary.dennis@kimball.com
michele.helsel@kimball.com
kevin.cundiff@kimball.com

OKLAHOMA
ARKANSAS
143
137

TEXAS
142

LA
138
140

141

Regional Manager
Government Sales Manager (TX, OK)
Government Sales Manager(AR, LA)
Market Sales Manager (143, 142)
Market Sales Manager (142)
Market Sales Manager (142)
Market Sales Manager (141)
Market Sales Manager (140)
Market Sales Manager (140)
Market Sales Manager (137)
Market Sales Manager (138)

Justin Pratt
Karl Schrumpf
Karen Kontoulas
Nick Chonich
Baylor Cockrell
Andrew Gillum
Jeannine McGuill
Rob Lawson
Evelyn Band
Mick Ann Koratsky
Bob Gordon

(214) 499-5513
(202) 213-9306
(336) 918-2026
(817) 808-9358
(214) 244-8951
(817) 891-5536
(512) 423-0734
(713) 392-1398
(678) 315-5773
(901) 568-1132
(504) 460-6619

justin.pratt@kimball.com
karl.schrumpf@kimball.com
karen.kontoulas@kimball.com
nick.chonich@kimball.com
baylor.cockrell@kimball.com
andrew.gillum@kimball.com
jeannine.mcguill@kimball.com
rob.lawson@kimball.com
evelyn.band@kimball.com
mickann.koratsky@kimball.com
bob.gordon@kimball.com

MINNESOTA
129

WISCONSIN
127
MICHIGAN

122

IOWA
147
126

IL
124

Regional Manager (MI, So IL)
Regional Manager (IL, WI, MI)
Regional Manager (MN, IA)
Government Sales Manager (MN, IA)
Government Sales Manager(WI, MI, IL)
Market Sales Manager (129)
Market Sales Manager (147)
Market Sales Manager (127)
Market Sales Manager (126)
Market Sales Manager (126)
Market Sales Manager (126)
Market Sales Manager (124)
Market Sales Manager (122)

Stan Wendholt
Ti Schulze
Vikki Gibbs
Karl Schrumpf
Orbie Day
Heather Olson
Mary Dennis
Janice Schroedel
Brent Johnson
Magda Von Roth
Aryn Shaw
Amy Watson
Carol Stewart

(812) 630-6782
(571) 318-7845
(303) 396-4581
(202) 213-9306
(812) 630-6783
(612) 308-3982
(913) 602-4095
(414) 350-0229
(773) 791-7792
(917) 363-5804
(312) 208-2066
(812) 630-6864
(238) 403-9832

stan.wendholt@kimball.com
ti.schulze@kimball.com
vikki.gibbs@kimball.com
karl.schrumpf@kimball.com
orbie.day@kimball.com
heather.olson@kimball.com
mary.dennis@kimball.com
janice.schroedel@kimball.com
brent.johnson@kimball.com
magda.vonroth@kimball.com
aryn.shaw@kimball.com
amy.watson@kimball.com
carol.stewart@kimball.com

CALIFORNIA

154

155

153

151

Regional Manager (153)
Regional Manager (154, 155)
Government Sales Manager
Market Sales Manager (155)
Market Sales Manager (155, 154)
Market Sales Manager (154)
Market Sales Manager (153)
Market Sales Manager (153)
Market Sales Manager (153)
Market Sales Manager (151)

Holly Rau
Bill Johnston
Carol DeJong
Julie Daily
Joe Quiroga
Fernando Jauretche
Mandy Hert
Dean de Gouveia
Kurt Gombatz
Donny Cislo

(818) 406-3113
(415) 990-8957
(206) 553-9466
(415) 827-7878
(415) 395-9960
(916) 715-2366
(310) 924-9065
(949) 278-1971
(323) 377-1317
(619) 259-8080

holly.rau@kimball.com
bill.johnston@kimball.com
carol.dejong@kimball.com
julie.daily@kimball.com
joe.quiroga@kimball.com
fernando.jauretche@kimball.com
mandy.hert@kimball.com
Dean.deGouveia@kimball.com
kurt.gombatz@kimball.com
donny.cislo@kimball.com

MAINE

VT
100
103

MA
100RI

PA
114
110

110

Regional Manager (100, 103)
Regional Manager (101)
Regional Manager (102, 114)
Government Sales Manager
Market Sales Manager (100)
Market Sales Manager (100)
Market Sales Manager (103)
Market Sales Manager (110)
Market Sales Manager (101)
Market Sales Manager (101)
Market Sales Manager (102)
Market Sales Manager (102)
Market Sales Manager (114)
Market Sales Manager (114)
Market Sales Manager (114)

100

NH

106
NEW
YORK

102

101 NYC

CT

NJ

Bob Ritz
Adam Bedell
Dan Barry
Orbie Day
Amy Warren
Stephen McCarthy
Kris Landis
Rebecca Williams-Thomas
Vanessa Panotas
Meredith Essery
Nick Alessi
John Hindman
Pasquale Capocci
Patrick Oubre
Jenine Neff

(603) 238-7714
(973) 568-0944
(610) 906-0979
(812) 630-6783
(857)205-5259
(617) 513-8476
(203) 804-0510
(412) 628-5246
(303) 324-9975
(443) 762-1672
(908) 403-9883
(908) 285-0375
(720) 621-3406
(617) 834-6383
(609) 790-5762

bob.ritz@kimball.com
adam.bedell@kimball.com
dan.barry@kimball.com
orbie.day@kimball.com
amy.warren@kimball.com
Stephen.@kimball.com
kris.landis@kimball.com
Rebecca.WilliamsThomas@kimball.com
vanessa.panotas@kimball.com
meredith.essery@kimball.com
nick.alessi@kimball.com
john.hindman@kimball.com
pasquale.capocci@kimball.com
patrick.oubre@kimball.com
jenine.neff@kimball.com

137

GEORGIA

AL

MS

130
135

138
132

FL

131

Regional Manager(137, 138)
Regional Manager (130, 131, 132,135)
Government Sales Manager
Market Sales Manager (137)
Market Sales Manager (138)
Market Sales Manager (130)
Market Sales Manager (130)
Market Sales Manager (130)
Market Sales Manager (131)
Market Sales Manager (132)
Market Sales Manager (135)

Justin Pratt
Joe Pace
Karen Kontoulas
Mick Ann Koratsky
Bob Gordon
Lisa White
Carrie Richards
Anna Franic
Asela Alvarez
Angela Boggs
Clint DeCoux

(214) 499-5513
(404) 775-5155
(336) 918-2026
(901) 568-1132
(504) 460-6619
(678) 517-4101
(404) 617-4621
(678) 983-1758
(305)733-0017
(732) 216-3929
(205) 267-2926

justin.pratt@kimball.com
joe.pace@kimball.com
karen.kontoulas@kimball.com
mick.koratsky@kimball.com
bob.gordon@kimball.com
lisa.white@kimball.com
carrie.richards@kimball.com
anna.franic@kimball.com
asela.alvarez@kimball.com
angela.boggs@kimball.com
clint.decoux@kimball.com

121
120
OHIO

IN
124

WV
123
125
KENTUCKY

Regional Manager (120, 121, 123, 124, 125)
Government Sales Manager
Market Sales Manager (120)
Market Sales Manager (121)
Market Sales Manager (123)
Market Sales Manager (124)
Market Sales Manager (125)

Stan Wendholt
Orbie Day
Matt Stafford
Mindy Caldren
Brian Schuermann
Amy Watson
Andy Shay

(812) 630-6782
(812) 630-6783
(614) 580-0676
(330) 414-3705
(513) 470-1221
(812) 630-6864
(502) 544-5796

stan.wendholt@kimball.com
orbie.day@kimball.com
matt.stafford@kimball.com
mindy.caldren@kimball.com
brian.schuermann@kimball.com
amy.watson@kimball.com
andy.shay@kimball.com

MD

115

VA

DE

116 Norfolk

116

NC
TENNESSEE
136

111

SC
112

Regional Manager (136)
Regional Manager (111, 112)
Regional Manager (115, 116)
Government Sales Manager (111, 112, 136)
Government Sales Manager (115, 116)
Market Sales Manager (136)
Market Sales Manager (111)
Market Sales Manager (112)
Market Sales Manager (115)
Market Sales Manager (115)
Market Sales Manager (116)

Stan Wendholt
Joe Pace
Rhonda Hammack
Karen Kontoulas
Staci Wilson
Elizabeth Lee
Michelle Martin
Amy Aebert
Sheri Hurley
Mary Ellen Quinn
Mary Redd

(812) 630-6782
(404) 775-5155
(443) 745-1272
(336) 918-2026
(202) 288-1759
(615) 975-9260
(919) 612-3113
(704) 451-5584
(301) 518-9256
(301) 318-6339
(804) 840-3632

stan.wendholt@kimball.com
joe.pace@kimball.com
rhonda.hammack@kimball.com
karen.kontoulas@kimball.com
staci.wilson@kimball.com
elizabeth.lee@kimball.com
michelle.martin@kimball.com
amy.aebert@kimball.com
sheri.hurley@kimball.com
MaryEllen.Quinn@kimball.com
mary.redd@kimball.com

Printed By:Angela Mundy
Date Printed:July 06, 2015

Live Report : KIMBALL OFFICE INC.
D-U-N-S® Number: 79-731-2147
Trade Names: (SUBSIDIARY OF KIMBALL INTERNATIONAL, INC., JASPER, IN)
Endorsement/Billing Reference: angela.mundy@kimball.com
Added to Portfolio: 08/02/2010

D&B Address
Address 1600 Royal St

Jasper, IN, US - 47549

Last View Date: 05/09/2014

Location Type Headquarters (Subsidiary)

Phone 812 482-1600

Endorsement :

Web www.kimball.com

angela.mundy@kimball.
com

Fax

Company Summary
Currency: Shown in USD unless otherwise indicated
Score Bar

66

PAYDEX®

Paying 19 days past due

Commercial Credit Score Class

2

Low to Moderate Risk of severe payment
delinquency.

Financial Stress Score Class

3

Moderate Risk of severe financial stress.

Credit Limit - D&B Conservative

1,000,000.00

D&B Rating

Based on profiles of other similar companies.
1R indicates 10 or more Employees, Credit
appraisal of 3 is fair

1R3

D&B Company Overview

Detailed Trade Risk Insight™

This is a headquarters (subsidiary) location
Branch(es) or Division(s) exist

Y

Chief Executive

DOUGLAS A HABIG,
CHB

Year Started

1986

Management Control

1988

Employees

2500 (500 Here)

SIC

2522

Line of business

Mfg office furniturenonwood

NAICS

337214

History Status

CLEAR

Days Beyond Terms Past 3 Months

9

Days
Dollar-weighted average of 22 payment
experiences reported from 19 Companies
Recent Derogatory Events
Mar-15 Apr-15 May-15
Placed for Collection

-

-

-

Bad Debt Written Off

-

-

-

FirstRain Company News

This Company is not currently tracked for Company
News

Powered by FirstRain
1

Public Filings
The following data includes both open and closed filings
found in D&B's database on this company.
Record Type

Number of
Records

Most Recent
Filing Date

Bankruptcies

0

-

Judgments

0

-

Liens

1

02/09/09

Suits

0

-

UCCs

2

11/28/07

The public record items contained herein may have been
paid, terminated, vacated or released prior to todays date.

Corporate Linkage
This is a Headquarters (Subsidiary) location
KIMBALL OFFICE INC.
Jasper , IN
D-U-N-S® Number 79-731-2147
The Parent Company is
KIMBALL INTERNATIONAL, INC.
Indiana
D-U-N-S® Number 00-636-5803

Corporate Linkage
Parent
Company

City , State

D-U-N-S® NUMBER

KIMBALL INTERNATIONAL, INC.

JASPER , Indiana

00-636-5803

Company

City , State

D-U-N-S® NUMBER

KIMBALL HOSPITALITY INC

JASPER , Indiana

88-300-5738

Company

City , State

D-U-N-S® NUMBER

KIMBALL OFFICE INC.

CHICAGO , Illinois

01-603-5495

KIMBALL OFFICE INC.

NEW YORK , New York

05-775-4160

KIMBALL OFFICE INC.

DALLAS , Texas

05-852-9681

KIMBALL OFFICE INC.

DALLAS , Texas

08-824-4231

KIMBALL OFFICE INC.

WASHINGTON , District of Columbia 13-920-1789

KIMBALL OFFICE INC.

LOS ANGELES , California

13-920-1813

KIMBALL OFFICE INC.

BOSTON , Massachusetts

17-662-0557

KIMBALL OFFICE INC.

ATLANTA , Georgia

79-248-1483

KIMBALL OFFICE INC.

JASPER , Indiana

80-233-0795

KIMBALL OFFICE INC.

CHICAGO , Illinois

96-647-5030

KIMBALL OFFICE INC.

JASPER , Indiana

15-240-7602

Subsidiaries (Domestic)

Branches (Domestic)

2

KIMBALL OFFICE INC.

SAN FRANCISCO , California

82-812-7659

KIMBALL OFFICE INC.

JASPER , Indiana

82-812-7642

KIMBALL OFFICE INC.

JASPER , Indiana

17-844-5763

Company

City , State

D-U-N-S® NUMBER

KIMBALL ELECTRONICS - MEXICO, INC.

PHARR , Texas

06-642-1397

KIMBALL ELECTRONICS MANUFACTURING, INC.

JASPER , Indiana

13-920-4783

KIMBALL FURNITURE GROUP, INC.

JASPER , Indiana

79-473-2313

KIMBALL INTERNATIONAL TRANSIT, INC

JASPER , Indiana

79-731-1586

Company

City , Country

D-U-N-S® NUMBER

Kimball Electronics Netherlands B.V.

Amsterdam , NETHERLANDS

40-595-5258

Affiliates (Domestic)

Affiliates (International)

Predictive Scores
Currency: Shown in USD unless otherwise indicated

D&B Viability Rating Summary
The D&B Viability Rating uses D&B's proprietary analytics to compare the most predictive business risk indicators and deliver a highly reliable
assessment of the probability that a company will go out of business, become dormant/inactive, or file for bankruptcy/insolvency within the next 12
months. The D&B Viability Rating is made up of 4 components:

Viability Score

Lowest Risk:1

Highest Risk:9

Compared to All US Businesses within the D&B Database:
Level of Risk: Low Risk
Businesses ranked 3 have a probability of becoming no longer viable: 3 %
Percentage of businesses ranked 3: 15 %
Across all US businesses, the average probability of becoming no longer viable: 14 %

3

Portfolio Comparison

Lowest Risk:1

Highest Risk:9

Compared to All US Businesses within the same MODEL SEGMENT:
Model Segment : Established Trade Payments
Level of Risk: Low Risk
Businesses ranked 3 within this model segment have a probability of becoming no longer viable: 3 %
Percentage of businesses ranked 3 with this model segment: 11 %
Within this model segment, the average probability of becoming no longer viable: 5 %

Data Depth Indicator

Predictive Data:A

Descriptive Data:G

Data Depth Indicator:
Rich Firmographics
Extensive Commercial Trading Activity
Basic Financial Attributes
Greater data depth can increase the precision of the D&B Viability Rating assessment.

Company Profile

Subsidiary

Credit Capacity Summary
This credit rating was assigned because of D&B's assessment of the company's creditworthiness. For more information, see the
D&B Rating Key

D&B Rating :

1R3

Number of employees: 1R indicates 10 or more employees
Composite credit appraisal: 3 is fair

The 1R and 2R ratings categories reflect company size based on the total number of employees for the business. They are assigned to business files
that do not contain a current financial statement. In 1R and 2R Ratings, the 2, 3, or 4 creditworthiness indicator is based on analysis by D&B of public
filings, trade payments, business age and other important factors. 2 is the highest Composite Credit Appraisal a company not supplying D&B with
current financial information can receive.
Below is an overview of the companys
rating history since 07-11-2013
D&B Rating

Date Applied

1R3

07-11-2013

Number of Employees Total: 2,500 (500 here)

Payment Activity:

(based on 71 experiences)

Average High Credit:

6,397

Highest Credit:

75,000

Total Highest Credit:

303,000

D&B Credit Limit Recommendation
Conservative credit Limit

1,000,000

Aggressive credit Limit:

1,000,000

Risk category for this business :

LOW

4

The Credit Limit Recommendation (CLR) is intended to serve as a directional benchmark for all businesses within the same line of business or industry,
and is not calculated based on any individual business. Thus, the CLR is intended to help guide the credit limit decision, and must be balanced in
combination with other elements which reflect the individual company's size, financial strength, payment history, and credit worthiness, all of which can be
derived from D&B reports.
Risk is assessed using D&Bs scoring methodology and is one factor used to create the recommended limits. See Help for details.

Financial Stress Class Summary

The Financial Stress Score predicts the likelihood of a firm ceasing business without paying all creditors in full, or reorganization or obtaining relief from
creditors under state/federal law over the next 12 months. Scores were calculated using a statistically valid model derived from D&Bs extensive data files.
The Financial Stress Class of 3 for this company shows that firms with this class had a failure rate of 0.24% (24 per 10,000), which is lower than the
average of businesses in D & B's database

Financial Stress Class :

3

(Lowest Risk:1; Highest Risk:5)

Moderately lower than average risk of severe financial stress, such as a bankruptcy or going out of business with unpaid debt, over the next 12 months.
Probability of Failure:
Risk of Severe Financial Stress for Businesses with this Class: 0.24 % (24 per 10,000)
Financial Stress National Percentile : 38 (Highest Risk: 1; Lowest Risk: 100)
Financial Stress Score : 1459 (Highest Risk: 1,001; Lowest Risk: 1,875)
Average Risk of Severe Financial Stress for Businesses in D&B database: 0.48 % ( 48 per 10,000)

The Financial Stress Class of this business is based on the following factors:
Low proportion of satisfactory payment experiences to total payment experiences.
High proportion of past due balances to total amount owing.
UCC Filings reported.
High proportion of slow payment experiences to total number of payment experiences.
High number of inquiries to D & B over last 12 months.

Notes:
The Financial Stress Class indicates that this firm shares some of the same business and financial characteristics of other companies with this
classification. It does not mean the firm will necessarily experience financial stress.
The Probability of Failure shows the percentage of firms in a given Class that discontinued operations over the past year with loss to creditors. The
Probability of Failure - National Average represents the national failure rate and is provided for comparative purposes.
The Financial Stress National Percentile reflects the relative ranking of a company among all scorable companies in D&Bs file.
The Financial Stress Score offers a more precise measure of the level of risk than the Class and Percentile. It is especially helpful to customers
using a scorecard approach to determining overall business performance.

5

Norms

National %

This Business

38

Region: EAST NORTH CENTRAL

50

Industry: MANUFACTURING

52

Employee range: 500+

61

Years in Business: 26+

77

This Business has a Financial Stress Percentile that shows:
Higher risk than other companies in the same region.
Higher risk than other companies in the same industry.
Higher risk than other companies in the same employee size range.
Higher risk than other companies with a comparable number of years in business.

Credit Score Summary
The Commercial Credit Score (CCS) predicts the likelihood of a business paying its bills in a severely delinquent manner (91 days or more past terms).
The Credit Score class of 2 for this company shows that 2.5% of firms with this class paid one or more bills severely delinquent, which is lower than the
average of businesses in D & B's database.

Credit Score Class :

2

Lowest Risk:1;Highest Risk :5

Incidence of Delinquent Payment
Among Companies with this Classification: 2.50 %
Average compared to businesses in D&Bs database: 10.20 %
Credit Score Percentile : 76 (Highest Risk: 1; Lowest Risk: 100)
Credit Score : 539 (Highest Risk: 101; Lowest Risk:670)

The Credit Score Class of this business is based on the following factors:
Proportion of past due balances to total amount owing
Higher risk industry based on delinquency rates for this industry
Evidence of open liens
Proportion of slow payments in recent months

Notes:
The Commercial Credit Score Risk Class indicates that this firm shares some of the same business and financial characteristics of other companies
with this classification. It does not mean the firm will necessarily experience severe delinquency.
The Incidence of Delinquent Payment is the percentage of companies with this classification that were reported 91 days past due or more by
creditors. The calculation of this value is based on D&B's trade payment database.
The Commercial Credit Score percentile reflects the relative ranking of a firm among all scorable companies in D&B's file.
The Commercial Credit Score offers a more precise measure of the level of risk than the Risk Class and Percentile. It is especially helpful to
customers using a scorecard approach to determining overall business performance.

Norms

National %

This Business

76

Region: EAST NORTH CENTRAL

54

Industry: MANUFACTURING

62

Employee range: 500-38527

84

Years in Business: 26+

85

This business has a Credit Score Percentile that shows:
Lower risk than other companies in the same region.
Lower risk than other companies in the same industry.
Higher risk than other companies in the same employee size range.
Higher risk than other companies with a comparable number of years in business.

Trade Payments
6

Currency: Shown in USD unless otherwise indicated

D&B PAYDEX®
The D&B PAYDEX is a unique, weighted indicator of payment performance based on payment experiences as reported to D&B by trade references.
Learn more about the D&B PAYDEX

Timeliness of historical payments for this company.
Current PAYDEX is

66

Equal to 19 days beyond terms ( Pays more slowly than the average for its industry of 11 days beyond terms )

Industry Median is

73

Equal to 11 days beyond terms

Payment Trend currently is

Unchanged, compared to payments three months ago

Indications of slowness can be the result of dispute over merchandise, skipped invoices etc. Accounts are sometimes placed for collection even though
the existence or amount of the debt is disputed.

Total payment Experiences in D&Bs File (HQ)

71

Payments Within Terms (not weighted)

70 %

Trade Experiences with Slow or Negative Payments(%)

29.58%

Total Placed For Collection

0

High Credit Average

6,397

Largest High Credit

75,000

Highest Now Owing

15,000

Highest Past Due

D&B PAYDEX® :

5,000

66

(Lowest Risk:100; Highest Risk:1)

When weighted by amount, payments to suppliers average 19 days beyond terms

3-Month D&B PAYDEX® :

62

(Lowest Risk:100; Highest Risk:1)

Based on payments collected over last 3 months.
When weighted by amount, payments to suppliers average 21 days beyond terms

D&B PAYDEX® Comparison
Current Year
PAYDEX® of this Business compared to the Primary Industry from each of the last four quarters. The Primary Industry is Mfg office furniture-nonwood ,
based on SIC code 2522 .

Shows the trend in D&B PAYDEX scoring over the past 12 months.
8/14

9/14

10/14

11/14

12/14

1/15

2/15

3/15

4/15

5/15

6/15

7/15

70

67

71

71

73

70

70

70

70

67

66

66

Upper

.

78

.

.

78

.

.

78

.

.

78

.

Median

.

73

.

.

74

.

.

74

.

.

73

.

Lower

.

67

.

.

68

.

.

68

.

.

67

.

This Business
Industry Quartiles

Current PAYDEX for this Business is 66 , or equal to 19 days beyond terms
The 12-month high is 73 , or equal to 11 DAYS BEYOND terms
The 12-month low is 66 , or equal to 19 DAYS BEYOND terms

Previous Year
Shows PAYDEX of this Business compared to the Primary Industry from each of the last four quarters. The Primary Industry is Mfg office furniturenonwood , based on SIC code 2522 .

Previous Year

09/13
Q3'13

12/13
Q4'13

03/14
Q1'14

06/14
Q2'14

7

This Business

63

67

68

67

Upper

78

78

78

78

Median

74

74

74

74

Lower

68

68

67

68

Industry Quartiles

Based on payments collected over the last 4 quarters.
Current PAYDEX for this Business is 66 , or equal to 19 days beyond terms
The present industry median Score is 73 , or equal to 11 days beyond terms
Industry upper quartile represents the performance of the payers in the 75th percentile
Industry lower quartile represents the performance of the payers in the 25th percentile

Payment Habits
For all payment experiences within a given amount of credit extended, shows the percent that this Business paid within terms. Provides number of
experiences to calculate the percentage, and the total credit value of the credit extended.
$ Credit Extended

# Payment Experiences

Total Amount

% of Payments Within Terms

Over 100,000

0

0

0%

50,000-100,000

1

75,000

100%

15,000-49,999

5

145,000

47%

5,000-14,999

10

60,000

62%

1,000-4,999

10

13,000

50%

Under 1,000

21

7,700

73%

Based on payments collected over last 24 months.
All Payment experiences reflect how bills are paid in relation to the terms granted. In some instances, payment beyond terms can be the result of disputes
over merchandise, skipped invoices etc.

Payment Summary
There are 71 payment experience(s) in D&Bs file for the most recent 24 months, with 38 experience(s) reported during the last three month period.
The highest Now Owes on file is 15,000 . The highest Past Due on file is 5,000
Below is an overview of the companys currency-weighted payments, segmented by its suppliers primary industries:

Total
Revd
(#)

Total
Amts

Largest High
Credit

Within
Terms
(%)

Days Slow
<31 31-60 61-90 90>
(%) (%)

Top Industries
Mfg nonwd office furn

3

45,750

40,000

1

49

45

5

0

Public finance

3

13,500

7,500

100

0

0

0

0

Help supply service

3

4,000

2,500

44

56

0

0

0

Trucking non-local

3

1,250

500

60

40

0

0

0

Whol hardware

2

30,000

25,000

100

0

0

0

0

Mfg computers

2

7,500

5,000

17

83

0

0

0

Telephone communictns

2

5,750

5,000

100

0

0

0

0

Whol electrical equip

2

2,000

1,000

50

50

0

0

0

Nonclassified

2

850

750

12

88

0

0

0

Misc business service

2

600

500

100

0

0

0

0

Local truck w/storage

2

100

50

50

50

0

0

0

Mfg upholstered furn

1

75,000

75,000

100

0

0

0

0

Ret stationery

1

45,000

45,000

50

50

0

0

0

Mfg tires/inner tubes

1

20,000

20,000

100

0

0

0

0

Mfg public bldg furn

1

15,000

15,000

0

0

0

0

100

Mfg relays/controls

1

10,000

10,000

0

0

0

100

0

Misc equipment rental

1

7,500

7,500

100

0

0

0

0

Mfg medical instrmnt

1

5,000

5,000

100

0

0

0

0
8

Mfg corrugated boxes

1

5,000

5,000

50

50

0

0

0

Whol piece goods

1

1,000

1,000

50

50

0

0

0

Mfg roasted coffee

1

1,000

1,000

100

0

0

0

0

Whol metal

1

1,000

1,000

50

50

0

0

0

Mfg wood home furn

1

1,000

1,000

0

0

0

50

50

Whol service paper

1

500

500

100

0

0

0

0

Ret mail-order house

1

500

500

100

0

0

0

0

Arrange cargo transpt

1

500

500

100

0

0

0

0

Short-trm busn credit

1

500

500

100

0

0

0

0

Mfg misc elect. equip

1

250

250

50

50

0

0

0

Natnl commercial bank

1

250

250

100

0

0

0

0

Paper mill

1

250

250

0

50

50

0

0

Mfg misc office eqpt

1

100

100

50

50

0

0

0

Lithographic printing

1

50

50

100

0

0

0

0

Newspaper-print/publ

1

0

0

0

0

0

0

0

Cash experiences

21

2,200

500

Payment record unknown

2

100

50

Unfavorable comments

0

0

0

Placed for collections

0

N/A

0

Total in D&B's file

71

303,000

75,000

Other payment categories

Accounts are sometimes placed for collection even though the existence or amount of the debt is disputed.
Indications of slowness can be result of dispute over merchandise, skipped invoices etc.

Detailed payment history for this company
Date
Reported
(mm/yy)

Paying Record

06/15

Ppt

5,000

5,000

0

1 mo

Ppt

500

100

0

1 mo

Ppt-Slow 15

2,500

2,500

0

1 mo

Ppt-Slow 30

45,000

2,500

0

1 mo

(005)

0

0

0 Cash
account

1 mo

(006) Satisfactory .

0

0

0

6-12 mos

(007)

0

0

0 Cash
account

6-12 mos

(008)

0

0

0 Cash
account

6-12 mos

Ppt

25,000

10,000

0

1 mo

Ppt

20,000

15,000

0

1 mo

Ppt

5,000

0

0

6-12 mos

Ppt

5,000

500

0

Ppt

1,000

100

0

1 mo

Ppt

1,000

0

0 N30

1 mo

Ppt

500

100

0

1 mo

Ppt

500

0

0 N30

1 mo

Ppt

500

500

0

1 mo

Ppt

500

0

0 Regular
terms

1 mo

Ppt

100

100

0

1 mo

05/15

High Credit

Now Owes

Selling
Terms

Past Due

Last Sale
Within
(month)

9

Ppt

100

0

0

4-5 mos

Ppt

50

0

0

6-12 mos

Ppt-Slow 30

2,500

1,000

750

1 mo

Ppt-Slow 30

1,000

500

250

1 mo

Ppt-Slow 30

1,000

500

Slow 15

500

Slow 15

50

1 mo

0

0

6-12 mos

0

0

4-5 mos

Slow 30

5,000

5,000

5,000

Slow 30

1,000

0

0

4-5 mos

Slow 30

1,000

0

0

2-3 mos

Slow 30-60

40,000

750

0

1 mo

Slow 30-90

5,000

5,000

5,000

1 mo

15,000

2,500

2,500

4-5 mos

Slow 120

04/15

0 N30

1 mo

(033)

500

500

Cash
account

(034)

500

500

Cash
account

(035)

50

Cash
account

1 mo

(036)

50

Cash
account

1 mo

Ppt

7,500

Ppt

500

(039)

250

Cash
account

4-5 mos

(040)

50

Cash
account

6-12 mos

(041)

50

Cash
account

4-5 mos

(042)

0

Cash
account

6-12 mos

01/15

(043)

100

Cash
account

1 mo

09/14

Ppt

750

50

0

1 mo

Ppt

500

0

0

6-12 mos

02/15

08/14

0 N30

6-12 mos

50

1 mo

(047)

50

1 mo

Ppt

Ppt
Slow 30-60

7,500

50

Lease
Agreemnt

50

Cash
account

1 mo

5,000

0

0

1 mo

250

0

0

6-12 mos

(052)

50

Cash
account

4-5 mos

(053)

50

Cash
account

1 mo

(054)

50

Cash
account

1 mo

06/14

Ppt-Slow 60

05/14

(056)

50

04/14

Ppt

50

(058)
02/14

0

(046)

(049)
07/14

1 mo

750

0

0 1 15 N30

6-12 mos

Cash
account

6-12 mos
1 mo

100

Cash
account

1 mo

Ppt

75,000

0

0

6-12 mos

Slow 90

10,000

0

0

6-12 mos

1,000

0

0 N30

6-12 mos

Slow 90-120
(062)

100

Cash
account

1 mo

10

(063)

100

01/14

Ppt

250

12/13

Ppt

1,000

Ppt-Slow 30

5,000

0

0 1 10 N30

2-3 mos

Ppt-Slow 30

250

0

0

6-12 mos

09/13

(068)

100

08/13

Ppt-Slow 30

100

0

0 N30

1 mo

07/13

Slow 30

750

0

0

6-12 mos

05/13

Ppt

250

250

0

1 mo

Payments Detail Key:

Cash
account
100

0 N90

1 mo
1 mo
1 mo

Cash
account

1 mo

30 or more days beyond terms

Payment experiences reflect how bills are paid in relation to the terms granted. In some instances payment beyond terms can be the result of disputes
over merchandise, skipped invoices, etc. Each experience shown is from a separate supplier. Updated trade experiences replace those previously
reported.

Public Filings
Currency: Shown in USD unless otherwise indicated

Summary
The following data includes both open and closed filings found in D&B's database on this company.
Record Type

# of Records

Most Recent Filing Date

Bankruptcy Proceedings

0

-

Judgments

0

-

Liens

1

02/09/09

Suits

0

-

UCCs

2

11/28/07

The following Public Filing data is for information purposes only and is not the official record. Certified copies can only be obtained from the official source.

Liens
A lien holder can file the same lien in more than one filing location. The appearance of multiple liens filed by the same lien holder against a debtor may be
indicative of such an occurrence.
Amount

869

Status

Open

BOOK/PAGE

1493/2658

Type

State Tax

Filed By

STATE OF SOUTH CAROLINA

Against

NATIONAL OFFICE FURNITURE INC, JASPER, IN AND OTHERS

Where Filed

RICHLAND COUNTY REGISTER OF DEEDS, COLUMBIA, SC

Date Status Attained

02/09/09

Date Filed

02/09/09

Latest Info Received

03/17/09

UCC Filings
Collateral

Equipment

Type

Original

Sec. Party

BLACK EQUIPMENT CO., INC, EVANSVILLE, IN

Debtor

KIMBALL INTERNATIONAL TRANSIT INC

Filing No.

0600003212733

Filed With

SECRETARY OF STATE/UCC DIVISION, INDIANAPOLIS, IN
11

Date Filed

2006-04-05

Latest Info Received

04/18/06

Collateral

Leased Equipment

Type

Original

Sec. Party

WHAYNE SUPPLY COMPANY, LOUISVILLE, KY

Debtor

KIMBALL INTERNATIONAL MARKETING, INC., JASPER, IN

Filing No.

0700011052644

Filed With

SECRETARY OF STATE/UCC DIVISION, INDIANAPOLIS, IN

Date Filed

2007-11-28

Latest Info Received

12/11/07

History & Operations
Currency: Shown in USD unless otherwise indicated

Company Overview
Company Name:

KIMBALL OFFICE INC.

Doing Business As :

(SUBSIDIARY OF KIMBALL INTERNATIONAL, INC., JASPER, IN)

Street Address:

1600 Royal St
Jasper , IN 47549

Phone:

812 482-1600

URL:

http://www.kimball.com

History

Is clear

Present management control

27 years

History
The following information was reported: 05/22/2015

Officer(s):

DIRECTOR(S) :

DOUGLAS A HABIG, CHB
THOMAS L HABIG, V CHB
JAMES C THYEN, PRES-CEO
RONALD J THYEN, SR EXEC V PRES
JOHN T THYEN, SR EXEC V PRES
C. ALLEN PARKER, V PRES
R. GREGORY KINCER, TREAS
THE OFFICER(S)

The Indiana Secretary of State's business registrations file showed that Kimball International Marketing, Inc. was registered as a Corporation on August
18, 1986.
Business started 1986 by the parent company. Present control succeeded 1988. 100% of capital stock is owned by Kimbal International Inc.
DOUGLAS A HABIG born 1946. 1975-present employed here; 1981 president; 1990 CEO. 1971-1975 employed with Indiana National Bank, commercial
loan officer. 1969-1971 served the United States Army. Graduated from St Louis University in 1967 with a BA Degree and from Indiana University in 1969
with an MBA Degree.
THOMAS L HABIG born 1928. 1952-present active with parent company. 1980 graduated Tulane University, New Orleans, LA.
JAMES C THYEN born 1944. 1967-present active with parent company. 1965 graduated Xavier University, Cincinnati, OH (BS) and 1967 Indiana
University, Bloomington, IN (MBA).
RONALD J THYEN born 1937. 1959-present active with parent. 1959 graduated from Notre Dame University, South Bend, IN.
JOHN T THYEN born 1938. 1961-present active with parent company.
C. ALLEN PARKER. Antecedents are unknown .
R. GREGORY KINCER. Antecedents are unknown .

Operations
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05/22/2015
Subsidiary of KIMBALL INTERNATIONAL, INC., JASPER, IN started 1988 which operates as Mfg wood office furniture, mfg
office furniture-nonwood. Parent company owns 100% of capital stock.
Foreign Parent is :Kimball International, Inc.Japer, IN.As noted, this company is a subsidiary of Amdocs, Inc. Duns#
797312147and reference is made to that report for background information on the parent and its management.
Manufactures non-wooden office furniture, specializing in desks or tables (100%).
Description:
Fax # 812 482-8300.
ADDITIONAL TELEPHONE NUMBER(S): Toll-Free 800 482-1818.
Terms are Net 30 days. Sells to dealers and government accounts. Territory : International.
Nonseasonal.
Employees:

2,500 which includes officer(s). 500 employed here.

Facilities:

Leases 195,000 sq. ft. in a two story brick building Shares with parent company.

Location:

Industrial section on main street.

Branches:

Maintains branch locations at West Chester, PA, Dallas, TX and Torrance, CA.
listed below.
Harpers Inc, Post Falls, ID. DUNS #00-831-7539. (100%) chartered 1992. Operates as manufacturer of metal office furniture.
Kimball Home Products, Jasper, IN.

Subsidiaries:

Kimball Store Fixture, Boca Raton, FL.
Transwall, Pa.
Kimball Norteast Manufacturing, Pa.
Kimball Office Furniture, Jasper, IN.
National Office Furniture Sales, Jasper, IN.

SIC & NAICS
SIC:
Based on information in our file, D&B has assigned this company an extended 8-digit SIC. D&B's use of 8-digit SICs enables us to be more specific about
a company's operations than if we use the standard 4-digit code.
The 4-digit SIC numbers link to the description on the Occupational Safety & Health Administration (OSHA) Web site. Links open in a new browser
window.
2522 0400 Office desks and tables, except wood
NAICS:
337214 Office Furniture (except Wood) Manufacturing

Financials

Company Financials: D&B

Additional Financial Data

Accountant: Deloitte & Touche LLP, Indianapolis, Indiana.

As of May 22, 2015, attempts to contact the management of this business have been unsuccessful. Inside and outside sources confirmed name and
location.

Request Financial Statements
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Requested financials are provided byKIMBALL OFFICE INC.and are not DUNSRight certified.

Key Business Ratios
D & B has been unable to obtain sufficient financial information from this company to calculate business ratios. Our check of additional outside sources also
found no information available on its financial performance.
To help you in this instance, ratios for other firms in the same industry are provided below to support your analysis of this business.
Based on this Number of Establishments

14
Industry Norms Based On 14 Establishments
This Business

Industry Median

Industry Quartile

Return on Sales %

UN

3.5

UN

Return on Net Worth %

UN

9.8

UN

Current Ratio

UN

2.0

UN

Quick Ratio

UN

0.9

UN

Assets to Sales %

UN

79.2

UN

Sales / Net Working Capital

UN

5.9

UN

UN

117.1

UN

Profitability

Short-Term Solvency

Efficiency

Utilization
Total Liabilities / Net Worth (%)

UN = Unavailable
null

View Snapshots
View Snapshots

Detailed Trade Risk Insight™
Detailed Trade Risk Insight provides detailed updates on over 1.5 billion commercial trade experiences collected from more than 260 million unique
supplier/purchaser relationships.
Days Beyond Terms - Past 3 & 12 Months

3 months from May 15 to Jul 15

12 months from Aug 14 to Jul 15

9

11

Days

Days

Dollar-weighted average of 22 payment experiences
reported from 19 companies

Dollar-weighted average of 37 payment experiences
reported from 28 companies

Derogatory Events Last 11 Months from Jul 14 to May 15

No Derogatory trade Event has been reported on this company for the past 13 Months

Total Amount Current and Past Due - 11 month trend from Jul 14 to May 15

Status

Jul-14

Aug-14

Sep-14

Oct-14

Nov-14

Dec-14

Jan-15

Feb-15

Mar-15

Apr-15

May-15
14

Total

128,389

112,324

186,632

178,103

84,578

51,595

44,162

19,936

19,977

41,987

43,285

Current

112,817

18,227

94,070

80,504

77,573

31,307

23,838

15,083

16,516

37,628

31,280

1-30 Days
Past Due

1,370

79,895

78,360

46,881

2,753

18,250

18,286

2,815

2,121

3,019

9,094

31-60 Days
Past Due

14,202

-

-

135

4,252

1,938

-

-

1,340

1,340

2,911

61-90 Days
Past Due

-

14,202

14,202

14,202

-

100

1,938

-

-

-

-

90+ Days
Past Due

-

-

-

36,381

-

-

100

2,038

-

-

-

This information may not be reproduced in whole or in part by any means of reproduction.

© 2005-2015 Dun & Bradstreet, Inc.
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Kimball Office

Top 10 Public Agencies

Agency Name

FY2015 Sales Volume

1. County of San Diego

$1,105,332.00

Key Contact
Martha Treveio,
Senior Procurement Specialist

2. City of Fort Worth

$ 857,202.00

Jack Dale
Purchasing Manager

3. North Carolina State University

$ 798,421.00

Rhonda Barnes
Facilities Designer

4. Boston University

$ 785,849.00

Taylor Hill
Buyer

5. West Virginia University

$ 726,592.00

Philip Charneskie
Director of Procurement &
Payment Services

6. Arkansas State University

$ 698,900.00

Rebecca Spicer
Procurement Manager

7. Texas A&M University

$ 569,130.00

Eva Persons
Interior Designer

8. Oklahoma State University

$ 476,163.00

Marneth Weaver
Purchasing

9. Stony Brook University

$ 444,147.00

Patricia Firman
Procurement Officer

10. Troy University

$ 429,532.00

Tonia Lawson
Director of Procurement

www.kimballoffice.com

1600 Royal Street

800.482.1818

Jasper, IN 47549

Dealers

Page - 1 -

Kimball Office

Section 9
PRICE LISTS

www.kimballoffice.com

1600 Royal Street

800.482.1818

Jasper, IN 47549

Section 9

Furniture_Discount Structure

Discounts are from List Price. Tiers are based on List Product
Value of each order Discounts for orders over $500,000 are
negotiable
*Suppliers may add rows for additional product categories not
specifically identified
$1-$99,999

Products

$100,000-$249,999

$250,000-$499,999

Loading
Dock

Installed

Loading
Dock

Installed

Loading
Dock

Installed

Seating

56

53

58

56

Negotiable

Negotiable

Seating/Tables

56

53

58

56

Negotiable

Negotiable

Desking

56

53

58

56

Negotiable

Negotiable

Powered Tables

56

53

58

56

Negotiable

Negotiable

Multi-Purpose Tables

56

53

58

56

Negotiable

Negotiable

Folding Tables

56

53

58

56

Negotiable

Negotiable

Filing/Storage

56

53

58

56

Negotiable

Negotiable

Resident Hall Furniture

56

53

58

56

Negotiable

Negotiable

2. P15-150-DT Section 9 Price Book.xls

Furniture_Discount Structure

Discounts are from List Price. Tiers are based on List Product
Value of each order Discounts for orders over $500,000 are
negotiable
*Suppliers may add rows for additional product categories not
specifically identified
$1-$99,999

Products

$100,000-$249,999

$250,000-$499,999

Loading
Dock

Installed

Loading
Dock

Installed

Loading
Dock

Installed

Systems

66

63

Negotiable

Negotiable

Negotiable

Negotiable

Interior Solutions

56

53

58

56

Negotiable

Negotiable

Moveable Wall Systems

66

63

Negotiable

Negotiable

Negotiable

Negotiable

Green or Sustainable
Furniture Products

***Included within Standard Kimball Office Product Offering

Refurbished Products &
Services

n/a

n/a

n/a

n/a

n/a

n/a

Healthcare

56

53

58

56

Negotiable

Negotiable

Installation & Delivery Service: The Service option discounts include "standard" services only,
subject to conditions listed below. The discounts are "not to exceed" percentages that may be lower
as quoted by the servicing dealer dependent upon specific project conditions. Additonal charges and
Standard Services are Subject to the Following Conditions:
1. Installation will be performed during normal weekday hours
2. Adequate facilities for delivery, unloading, moving and staging/storing the product during the installation proc
3. Service work shall not be hindered by other trades
4. Electric, heat and elevator service will be furnished without charge
5. The immediate area shall be complete and free of debris including carpet/flooring installation before delievery
6. Any work requiring a licensed electrician is the responsibilty of the agency
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Addtional Charges

Additonal Charges May Apply for
*If there are other conditions that would cause additional charges to be applied please list and define how these will be
charged for. Service percentages should be expressed as an additional percent of the total product list value

Service

Percent or Per Labor Hour Additional Charge
For Chicago and other Major Metropolitan Areas

Inside Delivery-Upper Levels Non-Seating
$79.00 / hr ST / $110.00 OT / $125.00 DT
Inside Delivery-Upper Levels Seating

$79.00 / hr ST / $110.00 OT / $125.00 DT

Union & Prevailing Wage Non Seating

$79.00 / hr ST / $110.00 OT / $125.00 DT

Union & Prevailing Wage Seating
$79.00 / hr ST / $110.00 OT / $125.00 DT
Major Metro Market and Upper Floor Installation
$79.00 / hr ST / $110.00 OT / $125.00 DT
Installation outside of a ___mile range of a the servicing
dealer
$89.00 / hr ST / $120.00 OT / $135.00 DT

All Other Areas
Inside Delivery-Upper Levels Non-Seating
Negotiable on a per project basis
Inside Delivery-Upper Levels Seating
Negotiable on a per project basis
Union & Prevailing Wage Non Seating
Negotiable on a per project basis
Union & Prevailing Wage Seating
Negotiable on a per project basis
Major Metro Market and Upper Floor Installation
Negotiable on a per project basis
Installation outside of a ___mile range of a the servicing
dealer
Freight Charges for shipments outside the Continental
United States

Negotiable on a per project basis

Negotiable from Port of Exit
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Supplemental Services

Supplemental Services
*If there are other supplemental services that the propser may want to offer, please list and detail
the charge per labor hour for the service.

Service

Per Labor Hour Charge

Project Management Services

$62.00 - $125.00 per hour

Furniture Project Management

$62.00 - $125.00 per hour

Furniture Project Coordination

$62.00 - $125.00 per hour

Reconfiguration Services

Negotiated on a per project basis

Design (outside of standard services )
Strategic Planning Services

$65.00 per hour
Negotiated on a per project basis

Occupancy Planning Services

Negotiated on a per project basis

Occupancy Planner

Negotiated on a per project basis

CAD Drafter

Negotiated on a per project basis

Build Out Project Management Services
Fixtures, Furniture and Equipment Management Services
Fixtures, Furniture and Equipment Storage Services
Workplace Management Solutions

Negotiated on a per project basis
Negotiated on a per project basis
Negotiated on a per project basis
$175.00 per hour or
a daily rate of $1300.00 plus travel expenses
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