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SECTION 1 - SIGNATURE FORM ABM@

Signature Form

VI. SIGNATURE FORM ) )

A response o this solicitation is an offer to contract with Region 14 ESC based upon the terms,
conditions, scope of work, and specifications contained in this request. A solicitation does not
become a contract until it is accepted by Region 14 ESC. The prospective supplier must submit
a signed Signature Form with the response thus, eliminating the need for a formal signing process.
A contract award letter issued by Region 14 ESC is the counter-signature document establishing
acceptance of the contract.

The undersigned hereby proposes and agrees to furnish goods and/or services in strict
compliance with the terms, tions and conditions at the prices proposed within response
unless conspicuously by the supplier following the requirements of Deviations and
Exceptions section in the Instructions to Suppliers. The undersigned further certifies that he/she
is an officer of the company and has authority to negotiate and bind the company named below
and has not prepared this response in collusion with any other supplier and that the contents of
this proposal as to prices, terms or conditions of this response have not been communicated by
the undersigned nor by any employee or agent to any person engaged in this type of business
prior to the official opening of this proposal.

Prices are guaranteed for 120 days.

ABM Building Solutions, LLC
Company Name

14141 Southwest Freeway Suite 477
Address

Sugar Land Texas 77478
City State Zip

301-440-1303 866.653.2069
Telephone Number Fax Number

CooperativePurchasing(@abm.com
Email Address

_Richard Phelps Vice President Operations
Printed Name Position

Michard Pheips (Nov 1, 2084 1412 £DT)

Authorized Signature

Version Apeil 10, 2024

Confidential and Proprietary ABM Response to OMNIA RFP 24 S892
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SECTioN 2 - PRICING ABM.

Pricing for OMNIA Customers

Pricing for 2024-2025 Contract Pricing

Pricing in Top 100  50-75 Miles from TE-125 Miles from 126+ Miles from

Top 100 MSA Top 100 MSA Top 100 MSA

STATE bw hikgh o hiigh o high kow high

Alabama $0.87 g2z $0.95 3254 $1.06 $3.05 $1.18 £366
Alagka $1.10 277 £1.22 $3.32 £1.36 308 $1.51 T
Arizmina $0.87 247 $0.95 3277 $1.06 £3.05 $1.18 £366
Arkansas $0.87 §2.12 £0.05 3254 $106 £305 3118 $3.66
California $1.00 £3.25 £1.12 £3.01 £123 46D $137 564
Colorado $0.87 £2.12 £0.05 3254 $1.06 $3.05 $1.18 $3.66
Connecticut $1.00 £3.25 $1.12 $3.01 $123 45D $137 564
Delaware $1.00 £3.25 £1.12 33.01 £123 45D 3137 35654
Rleida $0.87 £2.12 £0.05 3254 $106 £3.05 3118 $3.66
Geongia 0,57 212 £0.96 32.54 $1.06 £305 $1.18 $3.66
Hawaii %113 £2.75 £1.76 $4.50 %140 £5.40 %155 £6.48
idaho 30.87 £2.12 £0.06 $2.54 %106 £305 3118 £366
Mingis $1.00 §3.26 $1.12 $2.91 $1.23 il $137 £5.64
Indiana $0.87 g2z $0.95 3254 $1.06 $3.05 $1.18 £366
lowa $0.87 g2z £0.96 3254 $1.06 £3.05 $1.18 £356
Kansas 0.87 212 $0.96 32,54 £1.06 305 £1.18 £366
Kentudy $0.87 §2.12 £0.95 3254 $1.06 $305 3118 £3.66
Lowisiana $0.857 §2.12 £0.05 3254 $1.06 $3.05 $1.18 $3.66
W zine $1.00 £3.25 $1.12 $3.01 $123 450 $137 564
W ary L $1.00 £3.25 $1.12 $3.01 $123 45D $137 564
Massachusetts $1.00 £3.25 £1.12 £3.01 £123 450 3137 564
Michigan $0.87 £2.12 £0.05 3254 $106 £3.05 3118 $3.66
Minmescta $0.87 £2.12 £0.05 3254 $106 £3.05 3118 $3.66
Mississippi 30,87 £2.12 £0.06 $2.54 %106 £305 3118 £366
Mizsouri 30.87 £2.12 £0.06 $2.54 %106 £305 3118 £366
Montzna $0.87 212 $0.96 3254 $1.06 $3.05 $1.18 $366
Mebrasha 30,87 £2.12 £0.06 $2.54 %106 £305 3118 £366
Mevada 30,87 2212 £0.05 $2.54 %106 £305 3118 £366
Mew Hampshire $1.00 §3.26 £1.12 $2.91 §123 e $137 £5.64
Mew Jersay $1.00 $3.26 £1.12 33.91 §1.23 e $137 £5.64
Hew Mexico $0.857 §2.12 £0.05 3254 $1.06 $3.05 $1.18 $3.66
Mew York $0.97 £4.23 $1.08 $5.08 £1.10 6,00 $132 £7.31
Morth Carclina $0.87 $2.12 £0.05 5254 $1.06 $3.05 $1.18 $3.66
Morth Dot $0.87 §2.12 £0.05 3254 $106 £305 3118 $3.66
Ohiic $0.87 £2.12 £0.05 3254 $106 £3.05 3118 $3.66
Ok lshoma $0.87 £2.12 £0.05 3254 $106 £3.05 3118 $3.66
Oregon $0.57 $2.12 $0.06 $2.54 $1.06 £3.05 $1.18 $3.66
Penmsy vania £0.00 £2.76 £1.00 %301 %110 $4.60 123 £5.64
Rhode Island $1.00 £3.76 £1.12 £3.01 %123 £460 3137 £5.64
Southern Carclina 30,87 £2.12 £0.06 $2.54 %106 £305 3118 £366
South Dakota 30,87 £2.12 £0.06 $2.54 %106 £305 3118 £366
Tennessee 0.87 212 $0.96 32,54 £1.06 305 £1.18 £366
Tezas $0.87 g2z $0.95 3254 $1.06 £3.05 $1.18 £366
Lttah $0.857 §2.12 £0.05 3254 $1.06 $3.05 $1.18 $3.66
Vermant $0.90 £3.25 $1.00 $3.01 $1.10 45D $123 564
Vir ginia $0.87 §2.12 £0.95 3254 $1.06 $305 3118 £3.66
Washingion $0.87 §2.12 £0.05 3254 $106 £305 3118 $3.66
West Virginia $0.87 £2.12 £0.05 3254 $106 £3.05 3118 $3.66
Wisconsin $0.87 £2.12 £0.05 3254 $106 £3.05 3118 $3.66
Wyoming 057 212 £0.96 32.54 $1.06 £305 3118 $366

Above pridngcovers 35% of fhe Unted Stales. Adsiments can be made up of down by muiusl consert In aome areas besed on
currand ol marked, unions, colleciive barginning agresmenis, o,



SECTION 2 -

PRICING

ABM.

CUSTODIAL, GROUNDS AND MAINTEMANGCE SERVICES
OMNIA RFP 245802

COST FORM 2024-2025

[ ipicing Ihigh amd oy amcun s shorem s 902l 50 st ABM Natkonal pridng method 1 pm pectany. Wi would
[avclonme The opprotunity 1o shase our mathod in 2 preson @ion 1o e esaduation commiibos or ORRLE Momber.
bd ety o lidays o boeree d by your finm for wehich e We eloond < Hiolkd s Raie will appby: New Y ear's Doy, MUK Doy, Presid enis” Doy, Memarnial Doy, Juby $ih, Labor
CUSTOMAL SERVICES
Lo Per Saquaare Foot Natto Esdsd Por Squane: Foot
Lahor anity - Member supp s 2l tooks, equipment and
jchemicals exduding teneporation). Low degroe of  [Totald program management Conbeechor supplies 2l Labor,
Lin & Mo [Pooes o josn pkoity . teoecibs, chesmmibcads aind Souipment. High doepese of oomnkeaty
1 Cushodial Servkces SOET 5731
z
3
Lo Per Hour Mot o Excess d Per Howr
[ohesmilcails | tothon]. Lowdagras of  [tools, chismicals and cquipment. High degeee of compledty
Line Ko [Piss ion Shraight Time Dwertime Haolidarys Straight Time Dwertime Haolidarys
1 Custadial Supervisor vl ] 435 04 53504 ik 3E 485 77 555 37
z Custodian 51212 £33 a7 £33 a7 54300 2651.14 £51.14
3 Dary P orter 51518 473 a1 173a] L4300 85 1.15 251.15
4
5
8
7




SECTioN 2 - PRICING ABM.

CUSTODIAL, GROUNDS AND MAINTENANCE SERVICES
OMHMIA RFP 24-5892

COST FORM 2024-2025

GROUNDS SERVICES
Low Per Acre Notbo Excond Per Ao
johesmibcals feonchuding trneporaton]. Lo degnes of dnemials and Squipmant  Indudes mowing. Spors Tickd
Uine Mo Posicon oo [ploaity.  Ireciuckess Trimiming, Srournd dres, arrbenEnos snd dhomcal weetd comel.  High degres of
1 ngun s SErsces | 52 X por year L2198 an nus S21503 aninus
z
3
Lowy Per Hour Mot io Exoeed Per Hour
E:vumanmeu dhomicals and cquipment. ndludes mowing. sports fickd
Uine Mo Posicon boaity. Inciuees Drimiming Srourd driees, airfbenEnos snd dhomiial wesd o, High degres of
1 \&no un ds Supereks or 450 .43 LEE0T7
2 Gng un ds e cper L35 08 t5140
3 Brrigaikon Teohn kdan = SE] £5539
4 Tports Field &nounds koep o - Na el t41 03 %5539
5 Sports Feld & now mds looep o » St clad £4] 03 L5539
B
[GRUONWLE SERVILES - ALTLN TTLTWAL
DS il BOn Lo IPar Un it INot o Exosed Perlnit
Trese T rimm ing
Ung Mo |Sorvkce notoowened in Soope of Work, M inimuom Rate per tree for trlmm bng snd s pees al Maocimum Rarte poar tress for trimming and disposal
Page 34, Paragraph 7.9
1 |5mﬂ Uneder 30 teset T2l 5217 45 £413 11
rd |I.l|:ch|.l11 30-30 oot wll 5354 10 LT0E. 19
3 Ilumr: 3035 teet tall AT 13 oLl G
4 |l Lainge - Ower 35 ot tall ol 35 L1 EERS]
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SECTioN 2 - PRICING ABM.

CUSTODIAL, GROUNDE AND MAINTENANCE SERVICES
OMMIA RFF 24-83802

COST FORM 2024-2025

MAINTENANCE SERVICES
Low Per Hour Mot o Exose d Per Hour
Lﬁmtmﬁrathmwm |Blacdirn wrn ot 1 o] heorury raie fo r desonibad e
W ooken ds W ooken ds)

Lin< Mo [Pz o Stralght Time Orwartima Healidarys Stradght Tim e Orwartima Healidarys
1 FaeC it 5 Main ageme it Sup ervisor £5150 L7359 LT3 e ] L15155 $15155
z HVAL Su perais or L3737 L5255 L5155 A rE ] £13598 513598
E] [HVAL Journeyman i2420 $4 ) $TE29 11109 311109
4 [HVAL Apprentic 52533 $34 49 $3449 $56.90 2159 )
5 |H'|.I'A.l: A Supes rvksor 4651 L5541 b 4 515 £149.88 514958
] HWAC-R ounneyman L0700 tAT 70 47 T0 L5379 £100.58 £ 10058
7 HVAL-R Appenilkce 53523 534 45 xS SSha0 L5 1S =]
2 P e i i S D el 50T £39.53 L5594 t55.94 S1IT.03 S 12703
a 1P Bn g U LI9ES £4] 43 £41 .43 L1032 4 £ 103 49
10 P e i i, BT IVEROE t24.01 53T BT L33 ET LE5 32 AR
11 [Ebocirical Supervis or 53727 L5E 5h ey L13 703 513703
12 |I-:I|x1:m:|.u1h1.l'n-nﬂ11m £31.74 544 35 544 75 £11754 511254
13 [Ebes trbcian App e e ] 535 04 535 04 o EE] LET a3
14 Swvimmiing Po ol Tachin bd an SI0T3 LIT.TS L3775 55 130 551 30

i rpen iy, Padnt and Son cral

15 Iiadn tenanoe S pe e sor LITIT L5E 56 L5255 LEs Oz L1270 L1FT 03
15 Carpenier L3520 t40 44 t40 44 LT1EE 510350 £ 10250
i P2 bt LI5TE 535 31 535 3] Sl ES =T ] S=E T
18 W kT L1614 135 86 t35 86 t633 w9159 9159
13 Pre wesrtarthes Badn tenan o Tedhnklan £37.10 L5239 L5239
Jria] Rooier 53193 T v
Z1 Loz ez it LIEO3 ] ]
2
i

11



SECTioN 2 - PRICING ABM.

CUSTODIAL, GROUMDS AND MAINTENANCE SERVICES
OMMNIA RFP 24-S892

COST FORM 2024-20258

OTHER SERVICES
Al U
LLin & Mo Sordcs Desoripton uomM Cost Al UM Rzd itk Rz Al Ui
Turdf Athletic R bd Maintenan o £52 58
14 Natural Grazs ACRE * 5
Turdy Athbethc R bd Bainbenan o %3138
3
15 Synthethc &rass ALRE 3
15 Thatching ACRE 54 3 5
17 Aoratian ALRE S54 39 el
1B S e e owal - Trock MR L5158 3
13 Snow Rom ol - M sl HR L3808 ]
0 Emergency Storm Ciean-Up R M 3
L5074
1 Daovaenes o Tresz: © besain- Uip R 2
2
i
4
RELATED OR VALUE ADDED SERVICES
LLin & Mo Sorwion D escription Uniit o f e 2sure Rz Il Ui
1 Sorub & Reooat WT J Hard sudace fmovwe lght fu i ne only) s o ame oot 530 558 1,000 =ryueres fesei
F: Strip & Wax VT |/ Hard surface {move Bght funn fure only] pre oz faol 443 51324 1,000 s foat
3 Canpet dhe aningg [Exbraction | s o ame oot 58 530 2000 =ryusre fessi
4 Canpet ot aning include s moving turnbure e U e oot 515 579 2000 e et
3 Soreon & Reooat Wood Floors s o e oot LTE 51585 2000 =y i
& Zaind, Restrip, Seal & Finksh Wood Floars e U e ot £194 . f950 2000 e feet
T Polish Comorg i s g e ot 2631 510.29 500 =y fasst
newr fotpis | L L per inear foot plus
: Wood Floor Repairs ot ol rresena | 2178 5ITE0 ol o rr eaical
10
Rairibrmeirn hourky raie: dor e desoniban T [t L ot ho enosne oy e 90 desoniban T
Poiban Wnskon dzf Weosbends)
Stralght Time Owertime Halkdarys Stradgit Time Dwertime Halidays
11 On Calll § emengency | Dustodia LIESG £43 43 E43 43 53377 LRSS EEOLES
1z Emergency water § fiood clesnup 534 17 55115 3118 555 5T LB E] 25531

Propose the frequency of updates to the supplier’s pricing structure. Describe any proposed
indices to guide price adjustments.

This does not apply.

If offering a catalog contract with discounts by category, while changes in individual pricing may
change, the category discounts should not change over the term of the contract.

This does not apply.

Describe any additional charges and fees that includes but is not limited to service fees, shipping

charges, etc.

Every project is unique. ABM prides itself on the ability to price fairly and quickly and does not use
line item charges to increase customer invoices.

12




SECTioN 2 - PRICING ABM.

Describe any delivery or installation services provided by Offeror and how these services are
priced. Include any fees such as setup/cleaning, design/layout, special orders, etc. Supplier may
enter into additional negotiations with a purchasing agency for additional delivery or installation
charges based on onerous conditions. Additional delivery and/or installation charges may only be
charged if mutually agreed upon by the purchasing agency and Supplier.

Every project is unique. ABM prides itself on the ability to price fairly and quickly and does not use line
item charges to increase customer invoices.

Describe if distributors/dealers/resellers/subsidiaries/partners (“affiliates”) will be used to fulfill the
contract. Submit a list of those affiliates authorized to sell under the proposed contract. Where and
how does Offeror propose to maintain an authorized affiliate list so it may be accessed by
Participating Agencies? How often does the supplier propose to update the affiliate list? Confirm
the Offeror reviews the financial health, debarment status and overall general capacity of
authorized affiliates. Purchase orders and payment can only be made to the awarded supplier or an
approved affiliate and pricing must be less than or equal to the pricing stated herein. Offerors who
use authorized affiliates are responsible for ensuring authorized affiliates are performing in
accordance with the contract.

This does not apply.

Describe any special offers, promotions, additional discounts or rebates offered. Additional
discount or rebates may be offered for large quantity purchases, single ship to location programs,
growth, annual spend, guaranteed quantity, etc.

ABM will discuss and agree to discounts for large quantity, growth plan, annual spends, and guarantees
directly with each customer because each customer has unique needs. ABM partners with clients to meet
and exceed their project performance goals.

13



SECTioN 2 - PRICING ABM.

Financing Energy Savings Programs
Describe any Leasing/Financing programs.

There are many ways of financing energy services programs. Cost, speed, simplicity, and prepayment
requirements are the individual components that need to be considered in determining the best financial
solution for a specific project. A good understanding of our client’s needs and goals is necessary to
properly weigh these criteria so that optimum financing is obtained.

ABM has a strong working relationship with several premier financial institutions, developed through our
engineering focus over the years. We emphasize guaranteed saving results, risk management practices,
financial strength, and meeting or exceeding all of our contractual obligations on each project. Our
projects include Public and Private Education; State, Local (including authorities), and Federal
Government; Commercial/Industrial; and Public Housing.

We provide a guarantee of energy savings as part of the program to ensure enough energy and
operational savings will result over the term of the program to pay for all associated costs. Costs can
include engineering analysis, capital equipment, installation, engineering design, construction
management, commissioning, initial training, monitoring and verification, ongoing training, and debt
service. If the energy savings fall short of the yearly guaranteed amount, we will provide reconciliation for
the shortfall in savings.

We offer a full spectrum of
competitive corporate and
We can retain the services of financial specialists, including investment public finance products:
bankers, financial advisors/consultants, commercial banks, and
equipment leasing companies. In some cases, ABM finances the
projects internally. The selected financing partner must be familiar with
energy projects and responsive to the complexities of each individual

Financing Options

Municipal tax-exempt
leases with non-
appropriation clauses

customer and transaction. We require our specialists to provide Operating leases
competitive and timely solutions that effectively meet the needs of all (taxable and tax-
parties. exempt)

A specific financing mechanism cannot be determined prior to the final Issue bonds

scope of work and cost breakdown. Once completed, the goal of any Certificates of
financing is to capitalize the program offering and repay the entire participation
financial obligation out of realized savings.

Special purpose

We provide a financial solution that, at a minimum, meets the following entities
requirements: Standard capital
e Compliance with all applicable state statutes and procurement leases

requirements State financing
« No initial capital costs to be paid by your organization programs

e Achievement of significant long-term guaranteed savings

e A budget-neutral or positive net cash flow realized by the project

14



SECTION 2 -

Primary financing
vehicles:

Issue Bonds — Lowest
rates, highest fees. Good
for large, long-term
projects.

Tax-Exempt Lease —
Comparable rates, low / no
fees.

— Capital Lease (subject
to annual
appropriations, on
balance sheet)

— Operating Lease (off
balance sheet,
absolute obligation)

— Done through conduit
for Non-Profits.

Energy Services
Contract — ABM
underwrites financing.
Filed at taxable rates and
discounts the payments to
a bank or other financial
institution at no markup.
Can be a good solution for
a Non-Profit if a conduit
cannot be arranged.

Customer Arranges Own
Financing — Master Lease
or banking relationship is
already in place.

State Financing Program
(if available) — Many states
offer state financing
programs at below-market
interest rates that can fund
all or parts of projects at
significant savings.

PRICING

ABM.

Financing is not a profit center for us. We do not mark up the
financing to clients as part of our commitment to service
excellence.

Our approach is to search for grants, state and utility rebates, and
special program monies to reduce the cost of the project and arrange
financing on any remaining balance. Our Project Finance Manager can
act as a facilitator or advisor if the you wants to control the placement of
the financing.

We have built relationships with many leading energy project financiers
so we can match the capabilities of the financier with the needs of your
organization. These relationships include banks, leasing companies,
investment bankers, and securitization conduits. ABM is not tied to a
single manufacturer or funding source. We are involved in a wide
spectrum of project types, including K-12, Colleges, Universities,
Municipalities, Public Housing Authorities, Non-Profit Organizations,
Commercial Businesses, and the Federal Government. Each of these
segments has unique financing requirements.

Our financing partners possess special strengths and serve specific
markets. Most are members of the Association for Governmental
Leasing and Finance (AGLF) and the Equipment Leasing Association of
America (ELA).

Equipment Ownership

In most of our financial arrangements, ownership of the equipment is
transferred to the owner at final acceptance or when installation is
complete. This is the case regardless of whether you finds alternate, or
we provide the financing using a tax-exempt capital lease.

The only time ownership does not occur at final acceptance is when “off
balance-sheet” financing is being used. With this financing, there is an
option to purchase the equipment at its fair market value or renew the
contract.

15



SECTioN 2 - PRICING ABM.

How ABM Works with You

ABM can be a seamless extension of your internal facilities and energy teams; a single point of
accountability, support, and expert implementation to ensure reliability and savings.

We partner with customers to understand needs and implement strategies to meet organizational goals.

1. Assess 2. Recommend

We collect and analyze data fromyour We'llidentify opportunities and
building and energy systems to better projects to improve system reliability
understand how your systems operate. and achieve cost savings based onyour

goals and unique challenges.

4. Maintain & Optimize 3. Implement

We perform all maintenance and repairs, ABM's experienced engineers and
proactively evaluating opportunities to reduce construction managers deliver turnkey
energy cost and business interruption. projects with no capital outlay and energy

savings from day one.

Covered Technology

Monitoring & Controls

Smart Thermostats

HVAC & Mechanical Ejh EV Charging Stations

=) L . .
& Lighting Refrigeration
Y
.|||. Backup Storage & Generation

16



SECTION 2 - PRICING ABME

ABM’s Comprehensive Services Financing Program

This unique program takes full advantage of ABM’s comprehensive services capabilities to reduce the
current budget shortfalls caused by COVID-19.

Under this program, we estimate your organization would recover critical dollars that can be used to
reduce our client’s current budget deficit and fund necessary infrastructure and personnel requirements.

ABM can achieve these dramatic, and immediate savings, by combining ABM’s two-year payment
deferment with our in-house service capabilities to support our client’s various outsourced services, such
as landscaping, janitorial, electrical, generator, and general facility maintenance.

ABM looks forward to discussing these options in greater detail at our client’s convenience.

Infrastructure as a Service (laaS)

ABM underwrites the financing, which is done at low-interest taxable rates, and then discount the
payments to a bank or other financial institution at no markup. Properly structured, such arrangements
may be treated as a service contract and, as a result, the structure should not be recognized as debt
obligations and therefore not impact our client’s credit rating or credit capacity as determined by the rating
agencies. That is, our client’s obligations under the Infrastructure as a Service are payable from a portion
of its operating funds that would otherwise be incurred to pay the energy and related operational costs
mitigated by this performance contracting project.

Typically, most capital investments (e.g., new roads, new police stations, etc.) do not produce direct
revenues or savings and therefore are not eligible to be considered off credit. The laaS features
payments which are contingent on savings delivered by ABM. If there are no savings, there would be no
payment obligation on the part of your organization.

Finally, the Infrastructure as a Service is an efficient transaction and does not require your organization to
incur or otherwise procure separate financing for the project. The structure avoids the investment of
resources that would otherwise be incurred in the procurement and structuring of a capital debt obligation.

Performance-based Payment Program

With this program ABM would fund the cost of the project and allow your organization to pay for the
project over time. Only after installation is complete would your organization make scheduled quarterly
payments to ABM equal to the number of benefits that the project is expected to deliver.
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SECTioN 2 - PRICING ABM.

It is important to note that under ABM’s Performance-based . -

Payment Program your organization does not have an unconditional | B ‘
debt service obligation to ABM. Instead, our client’s payments are

subject to project “performance” and on ABM’s delivering savings. If

ABM does not deliver the savings as expected, your organization is
able to withhold the shortfall amount from its next payment.

This variable structure based upon performance creates a maximum

payment amount that could be due, but no minimum amount. ABM

bears the risk if it fails to deliver the benefits and your organization is w
consequently allowed to pay less than expected.

Functional Guarantees

What do we mean by equipment functional guarantee?

We understand that your business needs light and a comfortable
environment to enable your core business. We also understand the
functionality and reliability of your energy systems keeps you up at
night. Whether you are managing one location or multiple locations
you are constantly faced with the possibilities of your equipment
malfunctioning and impacting your business. ABM’s SparkOS
Functional Guarantee is designed to eliminate that risk for you and
give you peace-of-mind.

Once on our platform, if your systems are not performing as
designed, we will identify and resolve any issues within
predetermined time frames. If we are unable to resolve issues within
the allowed time, your monthly payment will be reduced
proportionally until such problems are resolved. This means you
never pay for the services unless they are delivered and delivered
as guaranteed.

How is this different from a savings guarantee and why
is it better?

Savings guarantee can restrict how the equipment is used, taking
away customer’s control over the use of their equipment/condition of
their indoor environment.

Any associated savings with the project can be expected to be met
as long as the equipment is functioning as it’'s designed and
guaranteed to. However, guaranteeing function, rather than savings,
will allow for continued and full control of your building operations. A
functional guarantee covers the equipment regardless of how and
when you need to access it while allowing you to capture 100% of
the associated savings.
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How does this work?

We measure key guarantee metrics to determine if an asset is working:

e Typically, we leverage real-time alerts and smart monitoring to help us spot malfunctioning equipment
early. This is done either through existing or new monitoring systems.

e Customers also have the ability to contact our Subscriber Services to report irregularities.

Our Subscriber Services function is dedicated to understanding and resolving issues as fast as possible.
When there are delays, we honor payment reductions while continuing to resolve the issue.

Notice of

Conditi Technology if no failure No Further
oneron Inspection CIEEEL Action
Failure
LT No Further
ia Performance if properly
Condition reconciled Action

h Reconcilliation
Failure

if not 7 Payment
reconciled Reduction

Guarantee conditions will vary by technology, see table below.

Number of Functional Units, Max Customer informs us/ Lighting

LED Lighti
'ghting Power Draw Dashboard Alarms
Supply air temp is within a
Unitary HVAC / Mechanical guaranteed window for a 2-hour Remotely Monitored Alarms
window
Building Automation Systems Supply air temp is within &
] g y guaranteed window for a 2-hour Remotely Monitored Alarms
(Lite) (e.g: Entouch) .
window
Energy Management Systems I _ .
e Data availability (Points) Remotely Monitored Alarms
(e.g., GridPaint)
Traditional Building Automati A . .
raditional Bullding Adtomation Data availability (Points) Remotely Monitored Alarms

System Upgrades
Power generation capacity (KW),

System Uptime Remotely Monitored Alarms

Backup Generation

Electric Vehicle Supply Equipment

(EVSE) Charging Capacity (kW) Remotely Monitored Alarms
Measurable CFMs, Maximum

Fans (industrial ceiling fans) Customer informs us

Power Draw
. . Max Power Draw, Supply Air Remotely Monitored Alarms,
Refrigeration Systems i y .
Temp Customer informs us
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Describe how customers verify they are receiving the correct contract pricing.

Customer’s will notify their contact at ABM that they are interested in purchasing through the OMNIA
Cooperative Purchasing Program including the contract number. The sales and operations team with then
know that OMNIA pricing applies. If the customer has any questions about the contract or pricing, they
should work with and ask their local contacts.

Describe supplier’s invoicing process. Include payment terms and acceptable methods of
payments. Suppliers shall describe any associated fees pertaining to credit cards/p-cards.

ABM is flexible in contract and payment terms and conditions. We work with our customers to meet their
business requirements taking various forms of payment including but not limited to: credit cards, p-cards,
ACH, checks.

Describe how future product introductions will be priced and align with contracting pricing
proposed.

ABM is responding to a service RFP for Omnia and this does not apply.
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BENEFITS FOR OMNIA PARTNERS THROUGH ABWM ABME
Benefits for OMNIA Partners through ABM

Include a detailed response to Appendix B, Exhibit A, OMNIA Partners Response for National
Cooperative Contract. Responses should highlight experience, demonstrate a strong national
presence, describe how supplier 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
OMNIA Partners.
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Experience

A driving force for a cleaner, healthier, and more sustainable world, we provide essential services and
forward-looking solutions that improve the spaces and places that matter most. From curbside to rooftop,
we provide comprehensive facility services that include janitorial, engineering, parking, electrical &
lighting, energy solutions, HVYAC & mechanical, landscape & turf, and mission critical solutions. ABM
delivers these custom facility solutions to properties across a wide range of industries — from commercial
office buildings to universities, airports, hospitals, data centers, manufacturing plants and distribution
centers, entertainment venues, and more.

About Us

30 y OOO+ 3 2 % e Founded in 1909

EV charg ing average reduced 20,000 clients
ports installed energy use e 250+ locations in US, UK,
and Canada
e $8.1 billion in revenue
Over -

e 100,000+ team members

Purpose

To care for the people,
spaces, and places that are
important to you

Vision
To be the clear choice in

industries we serve through
engaged people

10,000
certified engineers §
500,000+ e
heating and i
cooling systems
maintained

4+ billion Ml

sq. ft. cleaned 5 5 O O O To make a difference every
y person, every day

each day acres of

landscaping and turf

Values

. . Respect, Integrity,
maintained Collaboration, Innovation,
$7 04 + Excellence, Trust

million in parking 30+

revenue collected

g million sq. ft. of data
(o) (o) center space serviced
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National Presence

ABM provides our clients with local resources who are supported by a large, stable, and fiscally sound
company. Our strong self-performance model not only provides our clients with well-trained facility
management professionals, but through the ABM Way, we also provide centralized support using proven
practices and effective productivity tools. From this standpoint, we are aptly positioned to drive occupant
satisfaction, eliminate waste, and improve your bottom line.

{

ABM can also provide short-term or long-term relief labor support in the event of labor shortages caused
by illness, injury, or extended employee absences. Our self-performance model allows us to quickly
mobilize ad-hoc staffing resources, when needed, that are already trained and available for dispatch
wherever they are needed. With diverse local experience from servicing clients in the commercial real
estate, industrial, banking, pharmaceutical, aviation, education, transportation and other industries, ABM
offers access to pre-screened and fully vetted top talent.
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ABM + OMNIA Partners - Marketing Plan

Marketing a cooperative to government entities requires a strategic approach that emphasizes
collaboration, shared benefits, and the alignment of objectives. It is essential to highlight the cooperative’s
unique value proposition, emphasizing how it can address familiar challenges faced by government
entities while fostering efficient resource utilization. Communicating success stories or case studies
displaying tangible outcomes achieved through cooperation can demonstrate the practical benefits.
Engaging government decision-makers through tailored presentations, workshops, or seminars can
provide a platform to discuss how the cooperative aligns with their goals. Emphasizing the cooperative’s
commitment to transparency, equitable decision making, and inclusive participation is vital, as
government entities often value these principles. Utilizing digital platforms and social media can help
spread awareness, while personalized communication, addressing specific pain points, can forge a
deeper connection.

Cooperative purchasing groups offer the opportunity for us to pool our resources with other members,
which leads to increased purchasing power and access to economies of scale. This results in cost
savings through bulk buying, negotiated discounts, and shared expenses. Co-ops foster collaboration and
knowledge exchange among members, enabling organizations to tap into a diverse network of expertise
and best practices. This collaborative environment often sparks innovation and creative problem-solving.
Co-operatives can facilitate risk mitigation by spreading the potential impact of market fluctuations or
supply chain disruptions across a broader base. This enhances resilience and stability in the face of
uncertainties. Co-ops frequently prioritize ethical and sustainable practices, aligning the corporate social
responsibility goals of many organizations. Participating in a cooperative cultivates a sense of community
and shared values, which can enhance any organization’s reputation and foster positive relationships with
stakeholders.

ABM is positioned to take advantage of increased outsourcing and client consolidation of vendor services.
Our diversified portfolio is primed to respond to domestic economic growth. We have a sharp vision of the
values that have led our ability to evolve and grow. Remembering we are a service organization and
appreciating the people side of our business defines our core values and represents our culture.
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Tracking Volume with Omnia Partners

ABM can customize our reports to meet your requirements and fit into your corporate format. These
reports can be viewed on-line or be provided in hard copy format. Our standard report categories and the
segmentation of items are financial analysis reports, work orders, inspection reports, workforce
management, training and safety, cost savings and service improvements, and equipment and assets.
Reports can be provided weekly, monthly, quarterly, and annually with a roll-up of the information to
illustrate year-to-date performance.

We plan to report following Omnia reporting requirements. Per those requirements, ABM will internally
track and report sales/usage for any clients we have partnered with utilizing the OMNIA contracts. The
OMNIA reporting template will be utilized to submit our usage, quarterly, reporting@omniapartners.com.

Provide available ordering methods (online ordering, order tracking, search options, order history,
etc.).

ABM'’s work order management philosophy recognizes the need to maintain comprehensive records. We
assign an identification number to each service request, whether received by phone, email, fax, or verbal
request and regardless of who receives it. All work orders generated by the maintenance workforce or
other ABM operative during formal building tours, inspections, PM performance, or general “management
by walking around” require formal identification and logging.

All service requests will be logged and maintained electronically in the CMMS system in real time. We will
record all activity and data related to the performance and completion of every work order. Such data will
include date and time of request, name and location of requester, nature of the request, urgency and
priority of the request, ABM staff and shop assigned the work order, date completed, labor and materials
required to resolve the request, ABM supervisory/management quality control follow-up, customer
satisfaction survey response, and other commentary provided by any involved party.

At the beginning of every day, ABM management will sort the work order log by priority and time of
request to identify all open work orders to assure timely completion. During the day and again at the end
of each day, ABM’s staff will complete/and or close work orders to assure current records will be available
to site management.

ABM site management will generate periodic reports from the work order data base that provide detailed
and summary information for management scrutiny and analysis for any designated period and for
presentation to our clients management team.

Describe Supplier’s history of meeting service needs and timelines.

ABM has a history of successful relationships including those that have existed since our founding in
1909.We are committed to providing excellent timely services and our business is set up to deliver
industry leading solutions. The NOC (National Operation Center) can receive calls 24/7/365, our
technicians are Factory Trained, and we have a reputation for delivering on our promises.
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Emergency Response Procedures

Describe how supplier responds to emergency orders or requests.

ABM understands that responding in emergencies is part of our core mission as facility management and
building operations professionals. If our client already has a plan of its own, our plan can be utilized to
enhance the existing plan or it can be modified to blend with the existing plan.

When emergencies occur, ABM will assess the criticality of the need based on the criteria in the chart
included below. Based on the criteria and ranking, we will then make available any local resources that
can be used to support this program.

ABM will prepare a monthly emergency recall roster that will include supervisors, leads, and designated
key operational personnel. This roster will be developed and submitted as part of our quality control plan.

We will develop emergency procedures that mirror and interface with any plans that the customer has.
We will hold drills to practice our response once a quarter and will participate in any drills conducted by
the customer. Our plan will describe all applicable emergency procedures to be followed in the event of
fires, accident and rescue operations, Contractor personnel strikes, civil disturbances, natural disasters,
and utility service outages and identify any contract employees designated as emergency responders,
their assignments and training documentation. We will include contact methods for all team members and
procedures that will be used to account for personnel in event of an evacuation.

The final emergency plan will provide:

e Communication equipment/procedures - ABM’s managers will be equipped with cell phones/radio
for ongoing communication if cell phones cannot be used.

e Contact roster for all employees
e Employee responsibilities
e Qualifications of reinforcement personnel

Our plan will be designed to cover most contingency and emergency situations. However, no plan can be
completely tailored to meet every conceivable scenario. It is intended that the general guidelines and
methodology contained herein provide a pragmatic approach to unusual situations and will resolve
problems with minimal interruption.
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Scope of Services

Describe supplier’s ability to meet service and, if applicable, warranty or guarantees needs.
Proposal should address applicable warranty and/or product or service guarantees and response
time.

Janitorial Solution
Management Approach

Your organization will receive personalized service that emphasizes client satisfaction. Through our
organizational structure, leadership, and consistent management, we developed an approach to manage
the service needs at your facility and exceed your expectations. This management approach gives you
the feel of a local company with the backing of a global company.

Your Organization’s Regional and Local Support Roles

e Sets goals and objectives for the region

Supports the on-site <<ClientName>> manager, as well as branch teams in

Regional Director of _ . _ ) : )
implementation of operational improvement strategies for <<ClientName>>

Operations
o Ensures the region’s and district's compliance with company policies and government

regulations

e Hires and trains employees

e Plans, assigns, and directs work performance through use of managers, supervisors and
leads
o e Performs site inspections and monitors compliance
District Manager . -
¢ Analyzes reports, identifies trends, and develops a plan to correct problems

e Oversees local inspections, quality control measures, and inventory for the assigned
buildings

e Manages safety programs and conducts monthly safety meetings

e Oversees local inspections, quality control measures, and inventory control of equipment

Field Operations and supplies for the assigned locations

Manager . o
¢ Organizes and controls local area activities
e Carries out day-to-day operations
Project Manager e Conducts on-site training
e Serves as immediate, on-site contact
) e Directs work activities
Supervisor

e Manages service workers
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Cleaning Methodologies

Our cleaning approaches combine daily, variable, and extensive periodic services to perform to your
expectations. We offer a full spectrum of care and as your business operations evolve provide a
progressive collection of additional methods and equipment to meet your needs. You'll find our extensive
selection of services to be rare in the facility services industry. We recommend our ABM GreenCare®
program at your facility.

Green Cleaning Overview

ABM The ABM Greeanrg program focuses on p_roduct§, tools, equipment,
9 ree n Ca re@ processes, an_d poI|C|e§ to promote a healthier enV|r.onment for your
A customers while reducing the harm done to the environment. Since
for facilities, inside & out .
green products are less harsh than traditional products, green
cleaning preserves your capital investments such as floors, furniture, etc. We use environmentally
preferable products and sustainable procedures following the requirements of the U.S. Green Building
Council (USGBC), Green Seal, Environmental Protection Agency, Environmental Choice, and the Carpet
and Rug Institute, all who provide nationally recognized standards for green products and procedures.

A Flexible Program to Meet Your Sustainability Goals

We help you take a more holistic approach to green cleaning, whether it's switching to green cleaning
products, implementing sustainable equipment and processes, or assisting with LEED certification.

Microfiber Technology

Microfiber technology is an important feature of the ABM GreenCare program. Microfiber cloths, dust
sleeves and flat mops improve our efforts both in landfill waste reduction and improved dirt / dust
collection.

ABM adopts the following color coding to reduce the likelihood of cross-contamination:

e Blue Cloths — For use on restroom counters, fixtures,
mirrors, damp dusting etc.

¢ Red Cloths — For use on toilets, urinals, etc. only
¢ Red/Red Trimmed Flat Mops — For restroom floors only
e Green Cloths — For general cleaning

e Green Dust Sleeves / Mitts — For general dusting

e Green Flat Mops — For general sweeping and damp
mopping

Additional colors are available when necessary (i.e., food preparation areas). However, care must be
taken not to over complicate the process with too many colors.
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Consumables

ABM evaluates your paper / plastic consumables for compliance with the EPA Comprehensive
Procurement Guidelines, Green Seal, or Environmental Choice standards. We check that consumables
are made from rapidly renewable resources or tree-free fibers.

If you have goals for recycled content, we work with you and our suppliers to identify ways to increase the
recycled content levels as a percentage of purchases, balancing sustainability goals with your your facility
maintenance budget.

Chemical Selection and Dilution

We select chemicals from the ABM GreenCare list, which identifies Green
Seal certified products or environmentally preferable products (as
determined by USGBC's requirements). Our goal is to reduce the number
of chemicals on-site while simultaneously switching out the most high-
volume use chemicals for sustainable ones. If you require a particular
chemical that is not available in a Green Seal certified or environmentally
preferable products option, we work with you to minimize environmental
and health risks.

When applicable, ABM recommends a chemical dilution system that
allows service workers to dilute chemical concentrates on-site, thereby
reducing the amount of waste that is associated with manually mixed
chemicals. Our dilution control systems automate the amount of
chemicals for each use, ensuring consistency, accuracy, and safety.

Equipment

Equipment choices are a critical component of GreenCare. Choosing the right equipment improves our
cleaning effectiveness and contributes to the positive environmental impact of your facility. Selecting from
our ABM GreenCare standard equipment list helps minimize your costs, improve indoor air quality,
maximize the productivity of our team members, and benefits service workers through ergonomic design,
reduced sound levels, and increased safety. We maintain detailed logs of the purchase date,
maintenance, repairs, and manufacturers’ specifications for each piece of equipment used at your facility.
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ABM GreenCare Training

Procedures Manual

The ABM GreenCare procedures manual outlines
proper cleaning processes and ensures our
employees effectively use the chemicals,
equipment and tools provided and establish proper
techniques in their daily tasks. ABM collaborates
with your organization to establish proper cleaning
intervals throughout the day and ensure our staff
is following the procedures outlined in the manual.

Wall Chart

The GreenCare wall chart is posted in a visible
area and serves as a reminder of the processes
and procedures taught during training. It provides quick visual instructions on safety, tools, and processes
and step-by-step instructions on how to clean every room.

Partnership Training from Vendors

Our chemical vendors provide training for the products they provide us with, which ensures that they are
being used to safely and effectively. We have partnered with them to create training cards which outline
the proper usage of chemicals and detailed, step-by-step instructions for each part of the process.

Transition Plan

We customize our transition program for each client to make certain the project’s startup goes smoothly
and is free from time consuming miscommunications and disruptions. On contract award, our initial
activities set up a kickoff meeting to identify your communications and implementation plan and share it
with your organization and ABM transition teams.

Our transition efforts take four to six weeks from the contract award. Having reviewed the number and
locations of the sites, scope of work and requirements, we will estimate the transition time in days.

Attract and Recruit
Recruiting the Best

Your facility requires personnel who adapt to your culture and present
themselves in a friendly, professional manner. We make great efforts to recruit
team members who match the job profile, adapt to meet the needs of your
facility, and champion ABM’s culture of learning, teamwork, and high-quality
service. ABM'’s reputation for providing consistent service while investing in our
people’s success attracts prospective employees without a great deal of
solicitation or marketing. People want to work for ABM, and we attract the best
in class.

We recruit from multiple sources to maximize the number of applicants that align with our expectations.
We post job listings online, in college employment offices, community bulletin boards, classified ads, and
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in our local offices. Job seekers complete their applications and employment profile online and then apply
through any digitally available device. Since virtually everyone carries a mobile device, this increases our
ability to reach more qualified candidates.

Screen and Select
Careful Selection to Ensure Safety and Quality

Through professional interviewing and selection processes, we select quality candidates who meet your
needs. Each applicant is interviewed to determine specific job interests, preferred schedule, and possible
work location preferences. To ensure the safety of your customers and business assets, we provide a
range of employee screening packages and conduct tiered screening based on your requirements.

Retain
Employee Benefits and Incentives Attract and Keep Good People

We staff your facilities with highly qualified professionals attracted to ABM due to our strong reputation for
employee development and retention. We offer a wide range of benefits to our team members. With an
array of plan offerings, ABM’s flexibility allows our clients to choose from a variety of benefit packages to
meet your desired objectives.*

Our standard benefits package for employees varies, but can include:

e Health and dental e Anniversary awards

e Paid vacation e 401(k)

e Life insurance e Workers’ compensation

e Paid holidays e Employee stock purchase plan
e Accidental death and dismemberment e Vision insurance

*Union employees receive benefits based on the requirements of their collective bargaining agreement.

Grow

With ABM Cares, we offer additional benefits and personal enrichment opportunities to our staff and
management employees, including:

e A matching program for charitable donations
e A paid day off to volunteer

e Donations to the charity of their choice for every 10 hours volunteered

We provide support to employees as they grow in their careers as another component of our retention
program. Your facility is serviced by team members who are encouraged to grow, which results in higher
productivity and better service quality. Our culture encourages employees to openly communicate with
their manager to develop a career path that builds on individual strengths. The quality of each person’s
service improves due to the ongoing coaching facilitated by regular performance reviews.
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Train and Develop

During the start-up phase, ABM project managers and supervisors conduct
team member training sessions at your facility in a classroom setting. These
sessions include site-specific rules and regulations, ABM policies and
procedures, and basic job training. Our supervisors demonstrate each task,
detailing the importance of each step along the way, and train them to
perform visual inspections before completing work. The supervisors provide
continual guidance to the service workers as they work. Once initial training
is complete, supervisors perform recurring reviews to make sure that they
are maintaining your and ABM’s standards. By empowering our team
members with comprehensive training, we minimize deficiencies and quickly
identify opportunities for improvement.

Safety and Risk Management Programs

Safety is the cornerstone of ABM'’s operations. As part of the ABM Way, our documented processes are
designed to guarantee success for our customers, employees, and company. We commit to fostering a
safe working environment for employees at the locations we service. We embrace the responsibility of the
ABM ThinkSafe culture and proactively prevent, detect, and correct safety or risk concerns that may arise.

At ABM, risk management consists of safety and claims management, working jointly with operations to
ensure the safety and well-being of our employees and our customers. Our safety training program is
designed to meet or exceed Occupational Safety and Health Administration (OSHA) requirements and
incorporates best practices from organizations such as the National Safety Council (NSC), National Fire
Prevention Association (NFPA), and the American Red Cross.

Current Programs

Below are some of the ways ABM is working to create a safety culture for our team members:

e ThinkSafe: ABM'’s safety program reflects that most workplace accidents are preventable if you
make safety an integral part of your day. At ABM, we strive to create a world-class culture in all we
do. Safety is a large part of that objective.

o Telematics: ABM fleet vehicles are equipped with telematics systems that monitor driving habits,
including speed of travel, seatbelt use, idle time, and location of vehicle at every stop. Data collects
automatically, and audible alerts sound when a driver exhibits unsafe behavior. We regularly review
driving habits and patterns. Violations of the policy remain on the driver’s record . )
for 12 months. Thlnksafe

People. Materiols. Environment.

e Sedgwick Clinical Consultation: Sedgwick's 24/7
clinical consultation / nurse triage solution ensures
injured employees receive the right care quickly.
Services are delivered by Sedgwick’s team of
registered nurses who are familiar with occupational
injuries.
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e Concentra National Clinic Program: A specialized national network of clinics focuses on the
assessment and treatment of work-related injuries (for all areas outside of California).

e Stay-at-Work Program: Once their provider releases an injured team member, we focus on returning
them to work with appropriate light-duty assignments.

e Telephonic Nurse Case Management (TCM): Qualified nurses assist with the medical management
component of the claim with the goal of prompt return to work.

e Safe Work Observation Process (SWOP): This process reinforces ABM’s safety culture through
safety observations, communication, and training. Its objectives are to:

o Recognize and coach employees

o Create a safe work environment for everyone

o Demonstrate how to use equipment and tools properly
o Reduce risk of injury

e Moment for Safety: Every day at ABM, our managers share a Moment for Safety with their teams.
This practice promotes safety awareness to the specific topic of the day and sets team members’
minds to carry out their tasks safely.

Quality Assurance Program

As part of the ABM Way, we must clearly define what our clients expect from us and develop standards
by which our team members will perform and measure the results. Together with our clients, we develop
standards of performance by which the quality of services can be measured. ABM’s quality assurance

program includes: . PFOCESS /
ANC
e Automated communication, resulting in reduced response time %}o\\\\‘ /77/0/*0
X P e, . L
e Complete up-to-date work order status § N ‘d %
L, . . (0
¢ Round-the-clock access, communication, and tracking 'QL-J . . : 2\-
. . . S Quality .
e Periodic scheduling and tracking EO . . =
o - £ . Assurance - 3
e Customized inspection and work order reports providing O . Do
data for process improvement © Prog ram . 5
(g . ° ~.
. . . ° . . O
e Improved client satisfaction ’20 Y. B . 0)0
H H i @ ® e . . * [
e Less time spent managing issues o
Tracking Accountability W 42p30

To provide you with transparent accountability, work requests clearly define who is responsible for the
work and the time involved for completion. The requests are time stamped, and automatic escalations are
triggered by that time to notify management. You can measure, quantify, and analyze service delivery,
alongside ABM management. This process makes it easy to identify and disseminate best practices. We
inspect your facility on a regular schedule, and the data is entered into the system via a wireless device
providing real-time access to inspection results. During inspection, tasks rate on a scale from one to five,
producing a percentage of the maximum possible.
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SITE Technology

ABM managers collect and log inspection information into the quality management system. Our contract
decides on the frequency of inspections. Customized reports are available in hard copy or can be
automatically sent to your contact person at a set frequency. Results are reviewed by ABM management
with your team regularly in person and at quarterly business review meetings.

Emergency Response

ABM implements a critical incident program to respond to disasters or any event that affects life and
safety.

Our emergency response service initiates applicable procedures, directs participants, and ensures a
coordinated team manages the incident. Components of the program include proactive response plan
development and training, and a reactive emergency operations center (EOC).

We provide specialized training to prepare team members to respond during emergencies and unplanned
events. The ABM EOC serves as the command center for managing emergency responses.

Each ABM branch office maintains a customized emergency response procedure. The EOC
communicates with local law enforcement and emergency response
officials. Emergency response services include:

/C. Flood Restoration
Respond immediately 24/7

@ Fire Restoration

Partner with certified restoration companies and manage the
process from start to finish

% Disaster Recovery

Use trucks and heavy equipment for interior and exterior
disaster cleanup

;ﬁ@ Pandemic Preparedness

Use Center for Disease Control (CDC) and World Health Organization
(WHO) developed specialized procedures and enhanced cleaning
services to combat infectious diseases and viruses

Carpet Cleaning
Procedures

Certified, professional carpet cleaning need not be complicated. The simpler the approach the more
continuity there is and the easier it becomes to train employees. The purpose of the procedures outlined
is to insure that employees are taught the standardized processes to meet task expectations.
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The following information covers specific types of restorative cleaning as well as an ongoing carpet
maintenance program.

Restorative cleaning is needed when carpet has been neglected and its appearance has degenerated to
a point when cleaning is an absolute necessity. Excessive soils and stains likely require different methods
or a combination of methods to be utilized. However, even restorative cleaning typically will not achieve
the desired original beauty and appearance of the floor covering if the carpet has been neglected. Why
are carpet maintenance and procedures important? By implementing routine processes and
maintenance programs, we can preserve and maintain the life of our customer’s carpet investment.
Routine care can defer the need for restorative cleaning and save labor costs as well as giving a better
overall appearance. This alone makes it important to implement a maintenance program from the
beginning.

Comprehensive Maintenance Plan

An effective maintenance program consists of five key elements:

e Preventive Maintenance- Containing the soil entering the building using walk-off mats at all
entrances is imperative. This includes outside matting, inside matting and mats at certain other high
traffic interior areas.

e Vacuuming- Regular vacuuming and pile lifting is the single most important part of a maintenance
program. Vacuuming is designed to remove dry soil matter.

e Spot and Spill Removal- Quick response to spills is key. The faster spills are dealt with, the less
chance there is it will become a stain.

e Interim Cleaning- There are several different methods that can be utilized. If used regularly, interim
cleaning can prolong the need for restorative cleaning.

¢ Restorative Cleaning- Deep cleaning is designed to remove trapped soils. Hot water extraction is
the most effective method and routinely recommended by many carpet manufactures.

Identifying Specific Maintenance Needs

Every building is subject to unique environmental and human condition, each area requiring a different
level of maintenance care. Heavily trafficked areas such as entrances and corridors require more frequent
vacuuming and cleaning. Areas around vending machines and desks need daily attention to spills and
stains. Additionally, certain areas may require specialized equipment to be used.

A comprehensive maintenance program should have a chart or diagram of the buildings floor space
outlining proper cleaning frequency rates, methods, and equipment.

Maintenance Techniques

The maintenance program is designed to prevent poor appearance and deterioration to carpet by
frequently removing harmful particles and stains before they cause irreparable damage. To keep the
carpet clean and looking new, this maintenance program uses a combination of methods tailored to the
facility’s needs. Maintenance frequencies are typically based on the specific needs of the trafficked areas
in the building.
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Preventive Maintenance: Walk Off Mats

The use of walk off mats helps keep soil from entering the building. Outside mats are designed to remove
smaller particles as well as help absorb moisture. Interior walk-off mats should extend a minimum of six
feet inside the entrance. At 15 feet, these mats can effectively remove 80% of the soil and moisture
before it reaches the carpet. Mats can also be effective in other interior areas including elevators, around
water coolers and food station areas, and at stair thresholds. Walk-off matting should be maintained the
same way as interior carpet using the frequency guidelines for “Very Heavy’ based on the chart following.

Commercial Carpet Cleaning Frequency Chart

Traffic Soil \Vacuum Spot Cleaning Ilnterim Maintenance IRestorative
Rating
Light <500 foot J1 to 2x per IDaily or as 1 to 3x annually 1 to 2x annually
traffics per day jweek Spots are
Inoticed

Medium 500- [Daily in traffic IDain or as 3 to 6x annually 2 to 4x annually
1000 foot areas. Overall Jspots are
traffics per day |3 to 4x per Jnoticed

week
Heavy 1000- [Dally in traffic JDaily or as I6 to 12x annually 3 to 6x annually
2500 foor areas. Overall |spots are
traffics per day |4 to 7x per Inoticed

week
\Very 1 to 2x daily in Daily or as 12 to 52x annually I6 to 24x annually
Heavy>2500 |Jtraffic areas. [spots are
foot traffics per jJOverall 7x per Jnoticed
day week
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Special Events

Many facilities organizations often underestimate the responsibility
of managing special events. ABM’s extensive experience serves
hundreds of schools across the country providing our team with
incredible insight to the demands of managing special events.

ABM has included the labor and supplies necessary to support the
following typical school sponsored events:

e Graduation ceremonies

e Board meetings

e Open houses

e Athletic events
e Concerts

We find it common for schools to use their facilities for community
events as well. We are committed to assisting your schools in
identifying the best ways to support these events and reduce
additional costs.

Special events are opportunities for organizations to display their
facilities and hospitality — as well as an opportunity for potential
financial benefits. Many of the events that occur are once-in-a-
lifetime moments for students, parents, and other guests.

ABM.

Program Benefits

e Single point of contact

for the school community

e Communication to all
associated departments

e Assure venues are
prepared on time

e Assure venues are
properly broken down,
cleaned, and prepared
for business




SCOPE OF SERVICES

Logistics and Management

The logistics of special events need to be
proactively managed to assure event planners

and invitees have the best experience possible.

ABM’s Account Manager* serve as the single-
point-of-contact for facilities management
requests, including those related to special
events. This helps maintain a single
methodology to submit work requests for the
school community.

Once a work request is approved, work orders
are assigned to individuals/departments that
support the function. We utilize the CMMS to
manage and track activities required to support
special events.

The CMMS facilitates consolidate and
summarize the resources used for each
occurrence in the event should the school
administration desire to invoice/charge the
requesting party.

*ABM'’s role as single point of contact differs
slightly depending on the services we are
providing at any given site.

Department Support

An overlooked and critical responsibility to
special events includes breaking down event
venues and adjacent areas. Timely breakdown
and cleanup of special events is a critical
element of managing a school facilities

department. School spaces must look their best
as the school is a part of the community’s image

and reputation.

Successful special events require the

coordination of individuals that represent various

departments. Examples of some of the
departments and the tasks involved to support
special events include:

ABM.

Maintenance Operations

Heating and air conditioning scheduled to
function during special events.

Maintenance technicians and management
verify event spaces for appropriate
maintained and fully functional mechanical
systems.

Maintenance technicians and management
get assigned to be on-site and available
during select special events.

Custodial Operations

Custodial technicians schedule to clean and
stock areas being utilized prior to special
events.

Custodial technicians set up tables, chairs,
risers, stages, etc. prior to special events.

Custodial technicians remove tables, chairs,
risers, stages, etc. at the end of special
events.

Custodial technicians schedule to clean and
re-stock impacted areas at the end of
special events.

Grounds Operations
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Check parking lots and grounds adjacent to
buildings prior to special events.

Strip and prepare athletic fields, when
applicable.
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GROUNDS MAINTENANCE - LANDSCAPING SERVICEABME

Grounds Maintenance - Landscaping Services

ABM provides professional, full-service landscape and turf maintenance to clients nationwide. We
understand the importance of providing <<ClientName>> with the highest quality grounds maintenance
services and implementing Best Management Practices. ABM’s landscape & grounds group is dedicated
to delivering aesthetic excellence and superior service to our clients. We offer a variety of landscape &
grounds solutions, including:

Landscape Design & Installation

Our professionals are qualified to design and install large landscape projects as
X well as enhancements to existing landscapes. We have the expertise to

. establish and maintain a landscape of virtually any size. ABM will focus on

i enhancing curb appeal in an effort to provide attractive, inviting, and safe
facilities while minimizing distractions from the learning environment.

- Athletic Field Maintenance

Whether a private campus playground, large state university athletic field,
championship golf track, or municipal golf course, ABM’s capabilities are

. endless when it comes to renovating sports and athletic turf. With over one out
of six ABM employees certified or degreed in horticulture or agronomy, expert
advice and renovation is just a phone call away.

Exterior Pest & Fertility Management

ABM understands a pest and fertility management program is essential to
maintaining an aesthetically pleasing landscape. Our clients value our ability to
provide the safest, most effective, and environmentally friendly services. All

! work will be performed to OSHA and EPA standards and only products on an
approved list will be utilized. ABM is committed to aesthetic excellence and
superior service. It's in our nature.

Irrigation Maintenance & Management

While being an essential key in maintaining a healthy and beautiful landscape,
irrigation can become one of the most costly and wasteful services without
proper maintenance and monitoring capacities. ABM’s expert staff is familiar
with all major irrigation brands such as Toro, Hunter and Rainbird as well as
effective monitoring technology like the Maxicom system.

Our clients trust ABM to maintain <<acres>> acres of landscaping &
golf courses.

= ) s X &
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Porter Services

Like custodians and janitors, day porters ensure that our
clients’ facilities are neat, clean, free from clutter and safe.
Day porters spend their workdays dusting, wiping down
dirty surfaces, picking up trash, sweeping, mopping,
vacuuming, cleaning, stocking, and maintaining the
supplies in the restrooms, and using industrial cleaning
equipment to clean floors and carpets. Day porters are
also responsible for ensuring our clients’ facilities are
always presentable for their employees, guests, visitors,
and customers. They help uphold the image of a facility by
performing their daily maintenance tasks according to a
work plan and schedule that ensures our clients’ service
levels and requirements are always achieved.

Typical daily responsibilities for day porters are:

e Inspect all public lavatories for cleanliness and
maintain an adequate supply of toiletries for replenishment of soap, hand towels, toilet paper, sanitary
products, toilet seat covers.

o Clean mirrors, wipe down sinks and toilets and remove dirt, stains, trash.
o Mop floors around toilet fixtures and under urinals using disinfectant cleaner.

e Continuously pickup and monitor public spaces throughout the day for removal of all litter, damp
mopping spillages, emptying of trash receptacles and removal of spots and/or markings from wall and
column surfaces.

e Monitor building entrances for the removal of all litter, debris, and trash, including cigarette butts
throughout the workday. Entrances should always appear neat and orderly.

e Pick up trash as required/requested.
e Clean interior and exterior surfaces of lobby windows, windowsills, and doors.

e Spot clean public display cases and display items such as statues and plaques, and brass rails and
vestibule areas.

e Check elevator cabs, vacuum out elevator cabs, clean off cab doors, outside call and interior cab
buttons and interior walls, and remove and/or clean up any debris or soil such as cigarette bultts,
chewing gum, coffee spills, graffitimarkings, etc.

e Police the assigned exterior perimeter of the buildings to remove cigarette butts, papers, litter, and
other debris. Sweep standing water and ensure that the area is in a neat and orderly condition.
Additional clean up required beyond normal monitoring may be required from time to time.

e« Remove trash from trash cans/receptacles on the exterior property and replace trash can liners.
Clean trash cans and receptacles monthly.

e Clean vertical and horizontal surfaces of building porticos.
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e Place and remove carpet runners in lobby areas as required by weather conditions. Perform minor
snow removal maintenance services as directed, including minor shoveling, sanding, salt spreading
and sweeping of walkways and footpaths.

e Complete assigned “work orders”, including, but not limited to:
o Moving office-related furniture, equipment, and supplies on an as-needed basis.
o Delivering replacement water for water coolers and other break room supplies during the day.
o Cleaning the interiors of office refrigerators.

o Completing tasks related to function set-ups and take downs, if required.

Customer Service
ABM At Your Service

At ABM, we believe customer service is a responsibility held equally by all ABM employees to build a
lasting and trusting relationship our customers. The objective is to continuously provide an outstanding
level of service. We strive to go above and beyond the daily job description. Rather than simply taking a
passive position by assuming that our responsibilities end with satisfying our client, we believe that the
more important task is to exceed the expectations. We respect your business and want to create a clean
and comfortable environment for your employees. To ensure a consistent level of service, we establish a
custom communication plan with each client and thorough, extensive customer service training.

Client Communication

ABM knows our value is only as good as our service. Our goal is to recognize your needs and to
anticipate and plan for what services you will need from us. We make it easy to do business with ABM by
offering the highest level of convenience. We know and respect that your time is valuable so we will make
the most of every conversation we have with you.

Customer Service Reliable Responsive Relevant
i i - SOW/SLA = Work orders = Going above and
C 0 m m u n I C atl o n P I a n : [c)nnnv:Laactt:Isaéxpected ) E::_:‘Inllz:ﬁ:lzzlaﬂﬂEd . B:);i:)'icted sarvice

* Dowhatis requested = Memorable

Ample contact plays a key role in the level of
customer service ABM will provide to you.
Some keyways we plan to stay accessible and
at your service are:

e Client meetings
e Customer satisfaction measurements

e Customer service training and
reward/acknowledgement programs

e ABM customer service request portal

e 24/7 call center

These options can be scheduled as frequently
as’s sees fit.
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Resolving Issues

ABM wants to build a lasting relationship, and we know the key to that is providing unsurpassed service
to our clients. When an issue arises, actions will be taken to immediately correct the problem. Your ABM
account manager will take the necessary steps to ensure the same issues do not arise again. Our goal is
to be proactive in solving client issues to prevent any disruption in your day-to-day operations.
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Snow and Ice Removal

ABM recommends using an outside vetted
contractor for snow removal. We understand that all
facilities need to be cleared of snow and ice
simultaneously. That can only be achieved by
having a full crew using multiple full-size trucks with
plows, bobcats, salt spreaders, snowplows, and
shovels. Snowfall and accumulation are difficult to
anticipate. As part of our normal housekeeping
duties, maintaining safe parking facilities during the
winter months requires a well-planned and
organized approach to snow removal. Your assigned
is responsible for managing the snow removal Y Y :
process, scheduling the crew, and determining when to plow. ABM WI|| work W|th you on vetting and
obtaining a quality subcontractor.

Snow and Ice Removal Approach

Snow and ice removal in an environmentally responsible and safe manner requires a multi-pronged
approach based upon the facility, the climate, and resources available. If possible, close unnecessary
pathways, sidewalks, parking areas etc. effectively and safely. Therefore, eliminating the need to use ice
melt in those areas as this reduces the overall use of ice melt and allows our personnel to focus time and
materials on a smaller area. For those areas requiring snow removal, it is a best practice to effectively
remove the snow with shovels, blowers or sweeping instead of chemicals. These methods should be
deployed as soon as possible before the snow can be compacted by foot and vehicle traffic, resulting in
the need for de-icing chemicals.

When conditions create the need for de-icing chemicals (freezing rain, wet snow, sleet, compacted snow,
etc.) the ice melt(s) will be used in a manner consistent with the manufacturer’s specifications. When
possible, applying small amounts of the ice melt or anti-icing compound before the snow and ice
accumulate can prevent the heavy build-up that requires significant amounts of material and labor to
remove.

The mechanical equipment used in removing snow and ice must be well maintained to ensure that it is in
proper working condition before the winter season starts. In addition to preventive maintenance
suggested by the manufacturer, all equipment will be examined and tested several months before the
winter season.

ABM will provide appropriate cold weather clothing, including shoes, gloves, and protective equipment.
Initial training and refresher training are given prior to the winter season emphasizing the proper
techniques for snow removal, equipment and chemical usage and warning signs related to frost bite,
hypothermia, and other cold weather safety concerns.
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Active Alert Plan / Snow Emergency

Team members will be trained and supervised to safely and efficiently operate machinery to remove snow
and ice so the grounds can be safe for all .

On-site team members will be trained to ensure that no damage is done to the property, including
landscape areas. The de-icing product will be in accordance with the SOW that was issued. Because
landscaped areas can be damaged by tractor wheel rotation, a decision will be made by and ABM
management as to what methods will be used for snow removal during every event.

All snow removal mechanical equipment will be fueled up prior to a forecasted snow event. Fuel for
equipment will be diesel and gasoline. We will arrange for deliveries of gasoline in 5-gallon UL-approved
metal containers. Leftover gasoline will be stored inside of an approved fire-rated storage cabinet inside
grounds shop. All fuel will be stored in accordance with Building Code and Fire Department regulations.

Declaration of a Snow Emergency

1. Current employees are notified prior to the winter season that they must be available and assist in
snow removal procedures, if need be. Employees are also aware that failure to do so can result in a
prescribed disciplinary action.

2. Given a snowstorm forecast, the Regional Director of Operations and proposed On-Site Manager will
monitor storm and notify management, within at least 8 hours of necessary snow removal shift start
time.

3. The On-Site Manager will then declare a snow emergency and contact all staff. Managers will contact
staff, at least one hour prior to snow removal shift start time to notify them when to report to the site. If
necessary, regional ABM team members will be contacted and given reporting instructions.

4. All persons available from ABM’s Operations team assigned to site are to report to site at given shift
time.

5. The On-Site Manager is responsible for overseeing job duties and ensuring proper steps in the snow
removal process are followed and completed. The Regional Director may schedule additional ABM
Managers to supervise snow removal operations.

6. Team members are responsible for properly operating machinery safely and efficiently to remove
show, lay down ice melt, and make pathways as clear and safe for pedestrians as possible.

7. Flexibility is crucial in the snow removal action plan, as varying storms require different approaches,
shift times and materials.
o Centralize storage for all snow equipment.
o Prepare emergency contact list for ABM employees.
o Training for all ABM employees on equipment operation.

o Schedule pre-season staff meeting
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Parking Management

Parking Management Services

ABM provides parking management to a variety of clients
including office, retail, hospitality, healthcare, and special
event venues. As a parking partner, we rank among the top
three operators nationally. Our footprint in your market
enables us to operate with the care and consideration of a
local company. We utilize our vast expertise to analyze the
specific needs of your facility. Applying that knowledge, we
create a unique operating plan to align your company’s goals
and objectives.

Our operating plan includes, but is not limited to:
e Site specific technological solutions

e Marketing and revenue enhancement strategy
e Facility maintenance recommendations

e Evaluation of staffing for maximum efficiency
e Green care solutions

e EV and e-mobility solutions

e Comprehensive audits procedures and revenue accounting

e Consulting on pre-construction design and layout of parking facilities

Valet Management Services

ABM.

ABM'’s valet services provide quality experiences for patrons. ABM elevates your customer experience with

convenience and safety. Our valet program focuses on these main concepts:

e Providing convenience to parkers to enhance customer loyalty

e Properly parking visitors’ vehicles in a smooth, efficient, and professional manner

e Implementing proven processes for the complete parking experience including arrivals, departures,

traffic flow, security, and policy enforcement

ABM offers a wide range of valet parking services designed to fit your specific business needs.
Furthermore, we carefully screen each valet attendant for a strong customer service mindset. The
capability of the valet attendant to care for the customer during the valet parking process is very important
to us. The attendants understand that we are the first and last people your visitors will encounter, and we

understand how important it is to leave them with a good impression of you.
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Shuttle and Transportation Management Services

ABM shuttle management services partners with you to mobilize your employees and/or visitors to their
desired location. Whether we are providing to and from transportation from parking garages to facilities,
aiding in patient care at hospitals, or offering temporary transportation services during building
renovations, allow ABM to be your partner of choice.

We ensure your riders are receiving enhanced customer service and arriving at their destination safely by
offering:

e Robust GPS tracking system

e Onboard camera / recording systems

e Customized training programs

e Full compliance with local DOT requirements

Valet Services Expertise

Our valet services management spans specialized industries, including, hospitality, retail, office,
healthcare, and special event venues. As a valet partner, we rank among the top three operators
nationally. Our footprint in your market enables us to operate with the care and consideration of a local
company. ABM provides five-star guest services to the parking industry. Our service-ready culture
elevates your operations, taking the facility’s cleanliness, staff, and equipment to a white-glove
experience with a lasting impression.

We constantly develop and implement forward-thinking, flexible solutions to meet your needs. We have
built a solid reputation founded upon creative ideas, exceptional guest service execution, training and
compliance, and a sincere desire to serve.

Our valet program focuses on the following key concepts:
e Providing convenience to the guest to enhance customer loyalty
e Properly valeting customer vehicles smoothly, efficiently, and professionally

e Implementing proven processes for the complete valet experience, including valet arrivals and
departures, traffic flow, security, and policy enforcement

e Continually evaluating the operation’s efficiency to look for improvement and savings
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Parking Experience
Parking and Transportation Management

ABM has extensive parking and transportation management
operations experience with over 2,000+ locations across the
country. We offer parking management services for the following
types of facilities with a variety of needs:

e Airports

e Colleges and universities

e Commercial office complexes

e Hotels

e Retail shopping malls / mixed-use
e Entertainment complexes

e Municipalities

e Hospitals and medical centers

e Special event venue

e Residential

Trade Associations

ABM is a member of the following professional and trade
associations:

e Parksmart (formerly Green Parking Council)

e International Parking & Mobility Institute (IPMI)

e National Parking Association (NPA)

e Women in Parking (WIP)

e American Hotel and Lodging Association (AHLA)

e Building Owners and Managers Association (BOMA)

e Association of Women in Commercial Real Estate (CREW)

e Commercial Real Estate Development Association (formerly
NAIOP)

e National Association of Women in Real Estate Businesses
(NAWRB)

¢ Institute of Real Estate Management (IREM)

e Various local parking associations
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Professional Certifications

ABM is honored to hold the following parking specific certifications:

National Parking Association

The National Parking Association Accreditation (NPA) Program [

establishes industry benchmarks for best practices related to ethics, N PA
business processes, and the performance of parking management

and operations, across commercial and public parking Illll ACCREDITED
organizations. ABM is one of only two companies to SEAL OFINTEGRITY & EXCELLENCE

achieve NPA'’s highest industry standard
representing excellence and integrity in parking and
transportation operations.

Certified Parking Professional .O..".o..
®
Certified Parking Professional (CPP) certification offers a ..0: : :
o - . co o> CERTIFIED
communication class for those desiring to expand their knowledge Y
of the parking industry. Current methods and procedures such as 3 PARK|NG
computerization, parking control and specifications, the American PROFESS'ONAL

Disabilities Act (ADA), maximizing profits and controlling expenses,
as well as rideshare development and planning are all examples of the subjects taught in this program.
ABM currently employs hundreds of certified managers nationwide.

Specialty Parking Lot Services

ABM provides Parking Lot cleaning services to complement the services we offer to our clients’ facilities.
Our ABM professionals have more than 20 years of experience cleaning:

e Parking decks and loading docks
e Building exteriors
e Ribbons, curbs, and sidewalks

e Entrance areas and signage

Services include:
e Lot blowing and sweeping

e Sealing and painting

e Repaving and patching
e  Striping
e Pressure Washing

ABM uses the most updated and diversified equipment to facilitate the removal of:

e Grease and oil e Mold and mildew e Mud and dirt
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Table of Custodial Services

All areas include

hallways, Classroom fiyms/ _ Conference  Break Rooms
entryways, interior  Buildings Restrooms Mul_tl-PurposeI Offices & &
’ Fieldhouse Workrooms Lounges

common areas, etc.
Clean / disinfect toilet D
bowls
Clean / disinfect D
urinals
Clean and disinfect D D D D D D
water fountains
Clean baseboards W W W W W W
Clean bleachers A
Clean counters D D
Clean desktops D W W W
Clean door kickplates w W W W W W
Clean furniture & SA SA SA SA SA SA
seating
Clean ghosting on W W
whiteboards
Clean glass / TV w W w W W W
screens /
exterior of appliances
Clean glass case M M M M M M
glass & counters
Clean hard water w W
stains / deposits
Clean interior M M M M M M
windows
Clean interior Q M M M M
windows/ first level
Clean light fixtures to A A A A A A
10 feet
Clean mirrors D
Clean partitions & w
doors
Clean telephones w W W W
Clean tile surfaces D
Clean trash w w w W W W
containers
Clean wash bowls / D D D D D
sinks
Clean windows- A A A A A A
inside & out
up to 10’

Dust blinds A A A A A
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All areas include

hallways o fiyms/ _ Conference = Break Rooms

entryway,s interior Buildings Restrooms Multi-Purpose / Offices & &
’ Fieldhouse Workrooms Lounges

common areas, etc.

Dust furniture & flat w w w W W w

surfaces

Dust open flat W W W W W W

surfaces

Dust vents to 10 feet Q Q Q Q Q Q

Empty pencil D

sharpeners

Empty trash / replace D M/W/F M/W/F M/W/F M/W/F M/W/F

liners

Extract carpet A A A A A

Extract high traffic A A A A A

carpet areas

High Dusting to 12 Q Q Q Q Q Q

feet

Mop hard surfaces, D D

with disinfectant in

RR & IEB

Remove graffiti or D D D D D D

notify District

Remove spider webs W W W W W W

to 10 feet

Report needed D D D D D D

repairs

Restock D

consumables

Scrub & recoat hard A A A A A A

surfaces

Scrub hard floors SA M SA SA SA SA

Spot clean carpets D D D D D

Spot clean case glass w

& counters

Spot clean desks / D D D D D D

flat surfaces

Spot clean glass D D D D D

doors /

entry glass

Spot clean tile & D

partitions

Spot clean wall, w w w W W W

partitions & doors

Spot clean walls & w D w W W W

doors

Spray buff / burnish SA SA SA SA SA SA

hard floors
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All areas include
hallways, entryways,  Classroom

s - Restrooms
interior common Buildings
areas, etc.
Spray buff / burnish SA SA
hard floors common
areas
Straighten furniture D
Sweep / dust hard T&TH
floors
Sweep entryways M&W D
Vacuum carpet traffic T&TH N/A
areas
Vacuum carpet wall F N/A
to wall
Vacuum entrance M&W N/A
mats
Legend
D: Daily

T&TH:  Twice Weekly
M&W:  Twice Weekly

F: Once Weekly
BI: Biweekly

W: Weekly

M: Monthly

Q: Quarterly

SA: Semi-Annually

Gyms /
Multi-Purpose /
Fieldhouse

SA

M&W
T&TH

M&W
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Offices

SA

M&W
T&TH

M&W

Conference

&

Workrooms

SA

M&W
T&TH

M&W

Break Rooms
&
Lounges

SA

M&W
T-&TH

M&W
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Facilities Maintenance

We know how important it is to find a facility manager that will integrate
well within the current culture but also bring broad technical capability
and skills to both manage and also perform maintenance functions. We
are the largest employer of building engineers. Often, our chief
engineers are excellent facility manager candidates for corporate
facilities like yours because they fulfill both the management and
administrative functions as well has provide excellent hands-on
technical skills. We have proposed staffing the building with one of
these highly skilled facility manager candidates that will serve as your
organization’s day-to-day point of contact and will oversee the following
functions:

e Direct management of engineering activities
¢ Reporting and administrative functions

e Energy tracking

e Building automation/cooling system

e Management of minor ongoing projects (non-design
repair/replacement and retrofits)

e Actively reviewing work in the system to ensure timely completion
of requests and scheduled tasks

The facility manager will be supported by a maintenance technician whose primary functions will be to:

e Maintain electrical, mechanical, and plumbing systems, performing preventive maintenance

e Replace lights
e Adjust air conditioning
e General maintenance and repair of building finishes

e Regularly inspect other facility systems

Coordinate supplier support for the remaining building systems including the fire safety system, the roof,

landscaping, dock doors, elevators, kitchen equipment, and other maintenance activities.

Capabilities for Facility Management

Reliability Centered Maintenance Program

One of the main and most effective strategies associated with maintaining a portfolio, is the consideration

of a Reliability-Centered Maintenance (RCM) program. The cost drivers are many:

e Getting the right resources to the right equipment

e Maintaining equipment that is critical and letting non-critical equipment run-to-fail

e Considering capital ramifications in maintenance decisions
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Although the entire scope of services and their service levels are important to the end user, the most
critical strategy is the deployment of a structured maintenance approach that fits the needs of the
portfolio.

Our experience and research on Reliability-Centered Maintenance programs has proven that a
comprehensive preventive maintenance (PM) program is the cornerstone of an effective operation of
facility equipment and systems and for maintaining the value of a facility’s assets. A robust PM program
will be maintained diligently within your organization’s CMMS and this maintenance data will provide your
organization with valuable information for making well-informed capital decisions. Implementing our RCM
Program, scheduling and priority response programs managed through the CMMS, ensures we maximize
the use of our resources to deliver maintenance services at the right place, at the right time and in the
right amount. ABM plans to utilize the appropriate elements of several reliability programs at your
organization facilities to assure reliability through preventive, predictive and reactive maintenance
techniques.

§ (0] * Alignment
o g * Integration
E o * Eliminate * Differentiation
=} i Defects Sl
= : Alliances
.E S « Predict i oo
o * Plan Precision
* Coordinate * Redesign
* Cost Focus * Value Focus

Short-Term Overtime Heroes No Surprises Competitive

Savings Short-Term Competitive Advantage Best-in-Class

RENEI S

Motivator Meet Budget Breakdowns Avoid Failures

Decaying Responding Discipline Learning Inventing

Behavior

Preventive Maintenance Program

We believe that a comprehensive preventive maintenance (PM) program is essential in assuring reliable
operation of facility equipment and systems and for maintaining the value of the facility assets. A well-
defined PM program also provides sufficient detail to assure that periodic inspections and maintenance
services are completed as efficiently as possible. At the onset of our relationship, we will work with you to
refine and develop the PM program based on each of your organization’s site-specific facilities’ needs.

Using the CMMS system, we have the ability to refine your organization’s PM program. Our staff will have
access to a library of over 200 different items of equipment, ranging from absorption chillers to triturators.
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FACILITIES MAINTENANCE ABME

These standard inspections are supported by over 4,000 tasks providing an ability to customize each PM
program. This library grows continually as new pieces of equipment and procedures are added daily.

Each procedure contains detailed tasking plus labor allowances for each task based on ABM’s collective
historical data. Procedures are selected for each item of equipment on a site, then customized to reflect
the configuration of the equipment, its condition and duty cycle. The PMs are then scheduled to best
complement the anticipated reactive workload, and to recognize seasonal constraints. The resulting job
specific program is reviewed with site personnel and then issued automatically through the work order
system as the procedures come up on the schedule.

Our historical analysis of facilities indicates that most facilities can be successfully operated while
reducing costs with a PM program. Shared responsibility of key functions of your personnel, based on our
past management model can reduce the amount of total dollars spent through utilizing effective PM
programs, and thereby empowering personnel to evaluate and effectively minimize management input
into daily routine tasks. Routine maintenance schedules as stated by original equipment manufacturing
are ultra-conservative; we use predictive maintenance based on areas like vibration analysis, temperature
scanning etc. to verify equipment condition in addition to required maintenance and preventive
maintenance schedules, negating the ultra-conservative approach. We focus on the maintenance and
operations practices for critical items, reduce unscheduled downtime and eliminate unreliable parts,
helping to create an effective and efficient operating strategy. Our next steps are to put a specific and
detailed plan for each piece of equipment and evaluate daily routines of each person and initialize a
strategy with your input to increase your productivity.

Augmenting the PM Program with Equipment and Maintenance Technologies

To augment traditional preventive maintenance, ABM will consider predictive maintenance as part of our
overall equipment maintenance strategy. We define predictive maintenance as a strategy based on
measuring the condition of equipment to assess whether it will fail during some future period. We then
take appropriate action to avoid the consequences of that failure. The condition of equipment could be
monitored using condition monitoring, statistical process control techniques, or by simply monitoring
equipment performance. ABM will consider predictive maintenance techniques on the following
equipment types as part of this program.

Reactive Maintenance — Trouble Calls

ABM will manage reactive maintenance through the work order control module of the CMMS, our national
call center, and local staff at the various locations. Our dispatch procedure ensures the seamless and
timely flow of information from tenants to workforce and back again. The work order database is used to
effectively report activity and backlog to management, assisting them with workflow control and the
proper charging of the cost for work performed against appropriate cost centers, if applicable.

55



FACILITIES MAINTENANCE ABME

Unplanned Maintenance

ABM’s on-site management teams will manage the dispatch process for all unplanned maintenance
through the work order control module of Corrigo CMMS. The module is configured to allow fast response
to unexpected requests. On-site personnel will coordinate with the Facility Manager for all unscheduled
requests entered into Corrigo from either the client or Call Center representative.

All unplanned request for service received during normal business hours will be sent to ABM’s on-site
team via both Corrigo and or phone call from ABM’s Call Center. Where appropriate, our representatives
first try to serve the caller immediately over the phone; they’re trained to answer various requests for
information. Our representatives then input the call information into Corrigo CMMS. The call is
automatically assigned to the appropriate ABM personnel. Depending on the type of call and its urgency,
the designated ABM contact is notified by

telephone, pager, e-mail, or fax. Emergency calls

will result in an automatic page being sent to the i

ABM contact according to your organization’s site ~ HelpDesk - e
emergency contact list. All ABM managers and e Authorize Work

supervisors are trained to respond to the service " oraer

Center Ca”s and Update their Work regularly. Planning and Operations - ««-«:-cecererecerareeadiieiiiiiiiiiieuiutetiriiestiisrsiotieitatacntasasecesenes

For all unplanned maintenance, a work order will
be opened in Corrigo and classified by work type.
A work order number will also be assigned to aid
in tracking. Once entered and forwarded to the
Facilities Manager, the proper technician will be
dispatched directly either via our handheld mobile
device, 2- way radio or a combination of both.
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: Obtain @ counce Pant
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. . . Schedule Perfi k lose worl
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post all calls to a log at the time of request for G A R
service. This log will include the date, time,
caller's name, phone number, e-mail address, 1

Task Assignments

location, equipment identifiers, and description of ,.:':',::“:'.n., cne:?}",ﬂ.f.ém B e desk
required service or problem. A sample Work call reports B Menagement

Order flowchart is adjacent to provide a visual .3 Accounting
demonstration of our management and response e [ Conmsexpgher ok

process for unplanned maintenance.

After hours calls will be received by ABM’s Call Center. The Call Center operator will notify the Facility
Manager upon arrival at site of the problem and will notify the Facility Manager when corrective action is
complete and equipment is back in service, and close out work order.
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Public Relations & Marketing Plan

ABM is committed to providing new sources to increase revenue for our clients. Our marketing team
researches and develops innovative ways to increase the awareness of your parking facilities. Our
objective is to build brand awareness and parker loyalty, increase daily and monthly parking sales, and
add additional revenue for our clients. Our team works with you to determine what is best suited for your
needs and business goals.

Marketing Recommendations

We propose to implement a multi-functional marketing plan to greatly build awareness, better inform, and
generate additional parking revenue. Our in-house marketing department will partner with your
organization to custom-design, execute and manage the marketing plan for optimum results.

e Online Pre-Booking Systems
e Custom Reservation System
e B2C Marketing

e Dynamic Pricing

e Email Campaigns

e Data and Analytics

Park With Confidence
in Over 230 Cities

Contactiess Payments*
Frequent Cleaning & Disinfection
Broader Disinfection
Masked Staff
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PUBLIC RELATIONS & MARKETING PLAN ABME

Direct Business to Consumer (B2C) Marketing Strategy

ABM is expanding our marketing strategy by capitalizing on parking searches near your location(s) and
reaching relevant potential parkers via localized blogs.

Localized Search Marketing

As a key component of our value maximization strategy for your property, we will leverage the capabilities
of our ParkABM online sales channel. This site allows ABM to market your parking facility through
multiple online channels simultaneously. Customers can search for parking on our targeted site
www.ParkABM.com and on a property specific micro-site that we will develop for you. We also develop
blogs and unique content that target your neighborhood, nearby sporting or concert venues, or other
parking demand generators. Regardless of the channel, the revenue flows directly to you.

Our blog outreach campaigns have target audiences including:
e Site specific programs for hotels, businesses in the area
e City specific events

e Specific sporting events, concerts, and shows

Nearby Attractions — theme parks, museums, theatres, restaurants

Local Outreach and B2C Marketing

ParkABM.com sends parking customers to your facility and increases your revenue streams.

Local Restaurants and Businesses

We target nearby restaurants and
businesses to offer your facility as a
parking option.

Building Tenants and Repeat Parkers

We reach out to the tenants around
your facility and target repeat parkers.

Events and Nearby Attractions

4

We attract new parkers to your
facilities!

We target local attractions and offer
your parking facility directly to
customers.
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Targeted Blogs

Create event interest from local venues, attractions, and
businesses with ABM’s targeted blogs on PARKABM.com
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PUBLIC RELATIONS & MARKETING PLAN ABME

Data and Analytics

It's your data—you should have access to it. The ABM platform allows you to view detailed parker and
transaction data in real time. We can simply and quickly download data to perform complex analytics and
understand customer usage patterns. You will know your parkers, who they are, how often they park, and
what site they came from—in real time.

ParkABM is built on a parking platform that was developed by industry professionals specifically for our
institutional clients.

Benefits:
e Provide a better customer experience.
— Track purchases by business and adjust pricing and strategy to ParkABM
attract more business. reaches

e Collect revenue up front.
— Push parking in advance.

e Use promotional rates and coupons to back-fill vacant spaces and views each

increase revenue.
month.
— Market event parking.

e Replace validations and chase tickets with a more efficient promo code
program.

Aggregator Commission Comparison

High commission rates charged by aggregator sites and other sites have a significant negative impact on
your bottom line. Total commissions can equal up to 27% of net parking income. Our strategy allows you
to provide an enhanced service level to customers without dragging down parking income.

Save on Fees!
GROSS VS NET

PARKABM PARKONECT PARKWHIZ SPOTHERO

94%

85% 80% 80%

Gross $5,580.00 Gross $1,008.00 Gross $1,118.68 Gross $7,871.00
Fee $312.40 Fee $151.20 Fee $225.66 Fee $1,545.96
Net $5,267.60 Net $856.80 HNet $893.02 Net $6,325.04
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Email Campaigns

One of the best methods to interact with customers is
through email, which is perhaps the oldest form of
online communication. With more than four billion
users globally, email remains the most popular
communication medium despite the popularity of other
platforms like social media.

Email is one of the best ways to reach out to both
current customers and potential ones. The following
benefits can be achieved by creating the appropriate
email marketing plan for your organization.

Email campaigns are designed to assist a business or
brand in achieving a specific goal. The goal may be to
boost conversions, inform audiences about a new
product or service, or simply establish a connection with
a subset of customers. Compared to other marketing
strategies, email campaigns have a higher possibility of
connecting with audiences. Emails are delivered straight
to your target audience's inbox, which eliminates the
need to stand out on digital platforms and allows for the
opportunity the chance to get their undivided attention.

Email marketing is utilized to notify customers of the
latest airport and parking updates. The figure to the right
displays a sample email campaign.

Customized and Relevant Content

Email marketing enables you to divide customers into
various lists according to their preferences. Email is the
ideal channel to drive interaction, from creating the ideal
subject line to choosing graphics that connect with the
audience and providing helpful content.

To ensure that the emails are always engaging, the
messaging for different audiences can be customized
across different email lists. Creating a relationship with
the customer has the potential to grow over time by first
building a solid foundation of trust between your
organization and the recipient.
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PUBLIC RELATIONS & MARKETING PLAN

Establish Credibility

Emails from unknown senders or with suspicious subject lines may
appear to be spam. Customers frequently delete these emails because
they are unable to immediately recognize the company sender.
Creating a permission-based email list with a checkbox for users to opt-
in to the mailing list ensures that a customer understands which emails
they're signing up for and how frequently they'll receive emails.

Raise Awareness

Email marketing is an excellent way to develop the brand identity
because it provides direct access to customers' or potential customers'
email inboxes. There will be advantaged over competitors once
valuable content is produced. Emails can also be used to receive useful
feedback. Customer satisfaction feedback is important to assess how
the content is performing.

Build Customer Relationships

Customers value the effort and content in an email. They want to know
what announcements your organization’s Parking has to offer and how
they can get involved. It is important to reward customers' effort with
high-quality content that provides a tangible value to their lives.

It is nearly impossible to contact all the customers in person or over the
phone. Email marketing campaigns bridge that gap. A drip marketing
campaign is one way that allows automated emails to be sent to
specific users who click on a certain action on the website.

Drip marketing campaigns are frequently used to provide consistent
value to subscribers while keeping the company top-of mind. Often,
these emails "drip" useful information, products, or tips over days,
weeks, or months.
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PUBLIC RELATIONS & MARKETING PLAN ABME

Approach to Warranty Issues

ABM will work closely with our client’s team and create a warranty matrix for all items under warranty. We
will gather critical information during transition and to ensure the proper start-up dates are documented,
and the proper substantial completion date is documented. These two dates are critical as many of the
systems will be started prior to substantial completion and will need warranty activities to be in place by
the applicable subcontractors. The entity designated to monitor these activities and capture the
information is critical to the warranty validating efforts. If failures occur during the warranty period after
substantial completion, documentation is necessary. After substantial completion/turn-over, all systems
and equipment under warranty are tracked within the CMMS system and flagged as “under warranty” to
ensure that if any maintenance situations occur, the ABM on-site staff provides maintenance efforts up to
a point that does not void the warranty.
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NOC - NATIONAL OPERATIONS CENTER ABM@
NOC — National Operations Center

The supplier shall provide timely and accurate technical advice and support. The supplier shall
respond to such requests within one (1) working day after receipt of the request.

ABM service calls are received by the 24 hours live operations center. ABM after hours service teams
are located in a state-of-the-art facility that house a new Network Operations Center that contains all
of the necessary systems to efficiently manage our entire Service Operations. Through the use of
technology, we can provide real-time information on the status of repairs and maintenance of your
facility, 24/7/365. All emergency calls will be responded to within a 4-hour period although, the typical
response time is two hours and after-hours response time is 4 hours.

Once deployed, ABM’s Factory Trained Service Technicians respond to the customer’s locations and
begin to investigate the problem and diagnose the issue. Upon diagnosis, the technician then notifies
the site contact of the necessary steps to remedy the issue. Should the emergency warrant additional
work or repairs, the technician with notify the site contact and provide a formal Proposal for review
within 24 hours.

24/7 Live Answering
Service / Request Line
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PLANNING FOR A SEAMLESS TRANSITION ABME

Planning for a Seamless Transition

Describe supplier’s contract implementation/customer transition plan.

We fully customize our transition program for each of our clients to ensure the project’s start-up goes
smoothly and is free from time-consuming miscommunications and disruptions. On contract award, our
transition team'’s initial activities will be to set up a kickoff meeting to identify your service needs, review
roles and responsibilities, select the appropriate personnel, create a detailed communications and
implementation plan, and share it with our client's and ABM transition teams.

Our transition efforts customarily can take anywhere from four to six
weeks and typically starts within thirty days of contract award. -
Having reviewed the number and location of the sites, scope of _
work and requirements, we will estimate the transition duration. =

Importance of Ongoing Communication

In our many years of experience transitioning tens of thousands of Lodo I :
clients, whether we are transitioning services from an incumbent \ B =
provider or starting up services for the first time, we have learned

that the key to a successful implementation is clear, ongoing T —
communication of expectations, objectives and outcomes with all parties involved, particularly with
management, at all levels on both sides.

From the beginning, ABM will hold regular meetings with our client’s team to discuss all phases of the
transition and identify best practices and implement them, as needed. We survey everyone on your team
who will be affected by the transition to address key concerns before they can become bigger issues.

Benefits of our transition process include:
e Clear assignment of accountability at each stage — getting off on the right foot, right from the start
e Presentation of key contractual compliance requirements to the local management team

e Development of a centralized repository of all transition documents made accessible to all ABM
stakeholders

e Development of an operations playbook for each site

The playbook includes step-by-step instructions for how each service delivery program should be
delivered and managed to create consistency, efficiency, and success. These detailed SOPs strengthen
site operations by documenting and communicating corporate standards that will reduce any liability of
non-compliance and allow the organization to benchmark best practices internally based upon the agreed
key performance indicators (KPIs). As part of the ABM Way, documenting our processes in this way
allows ABM to optimize resources, improve performance, minimize expenses, and reduce the occurrence
of undesirable outcomes.
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Support and Coordination

We will establish a dedicated team to implement each customer’s services and program. The transition
team remains in place until the planned level of service is achieved and contractual objectives are met.

We work collaboratively with our client’'s team every step of the way to ensure the project’s success. With
guidance from our Center of Excellence, which houses pertinent information regarding the best in industry
practices, the transition team develops a plan based on our understanding of the scope of work,
contractual requirements, performance and quality goals, sustainability requirements and other client
requirements. At the same time, we begin the process of recruiting, hiring, training, setting up
technological tools, verifying legal requirements and qualifying subcontractors (if applicable).

Prior to the official start of service, the transition team ensures that our client’s team has clear lines of
communication with their ABM counterparts. All information related to the transition and implementation of
services is contained in the operations playbook, as part of the ABM Way. Created for each site, this
manual will be centrally stored on a secured SharePoint® website so the appropriate ABM personnel can
access, review and update program in real-time.

Once the program is up and running, we will follow up with our client’s team to identify any outstanding
issues, address any pending concerns, if any, and ensure complete satisfaction with the transition.
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Financial Stability

Describe the financial condition of supplier.

By faithfully serving over 20,000 clients nationwide, ABM has generated annualized revenue of $8.1
billion in over 200 metro areas. ABM is Sarbanes-Oxley compliant, so we adhere to strict third-party
auditing to safeguard our shareholders and clients from malicious business practices. We have an
exceptionally transparent balance sheet comprised of a strong cash position, minimal debt, and a solid
performance record boasting consecutive quarterly dividends since 1965. ABM is also one of the largest
facilities services contractors on the New York Stock Exchange. Our subsidiaries are leaders in their
respective fields and are capable of independent growth as well as growth through acquisition. Our size,
operational infrastructure, and financial strength enable us to offer customers a level of sophistication that
translates into savings and peace of mind.

Our Annual Reports are posted online: https://abm.gcs-web.com/financial-information/annual-reports

Quarterly press releases are available at: http://investor.abm.com/releases.cfm

Financial Highlights

Year Ended October 31

Fiscal Year 2023 2022 2021 2020 2019

Revenues ($ in millions) $8,096.4  $7,806.6 $6,228.6  $5987.6  $6,498.6

Net cash provided by continuing

operating activities $243.3 $20.4 $314.3 $457.5 $262.8

*Includes an anticipated one-time cash charge, details available in the 2022 annual report linked above.
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FINANCIAL STABILITY

ABM.

Banking, Bonding, & Credit References

Banking

Bank of America Merrill Lynch

550 5th Avenue
New York, NY 10036

James Kelliher, Sr. Relationship Manager
646.855.5637 | james.t.kelliher@baml.com

Credit Limit: $1.7 Billion

Surety Broker

WTW — Willis Towners Watson
Southeast, Inc.

5 Concourse Pkwy, Suite 1800
Atlanta, GA 30328

Kyle Williams, Account Manager
404.310.8726

Financial Auditor

KPMG LLP

345 Park Avenue
New York, NY 10154

Theresa Zuschlag, Audit Manager
516.477.5488 | tzuschlag@KPMG.com
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Bonding

Westchester Fire Insurance
Company (CHUBB)

436 Walnut Street, 10th Floor
Philadelphia, PA 19107
215.640.1000

Relationship Length: since 2009

Bonding Limits: $100 Million single, $100
Million aggregate

Fidelity and Deposit Company of
Maryland (Zurich)
1299 Zurich Way

Schaumburg, IL 60196
800.382.2150

Relationship length: since 2012

Bonding limits: $50 Million single, $200 Million
aggregate

Travelers Casualty and Surety
Company of America (Travelers)

One Tower Square, Bond/5PB
Hartford, CT 06183
925.945.4122

Relationship length: since 2007

Bonding limits: $100 Million single, $500
Million aggregate
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Provide a website link to review website ease of use, availability, and capabilities related to
ordering, returns and reporting. Describe the website’s capabilities and functionality.

A website ordering system would not be applicable to the scope of work that ABM provides. Currently,
ABM works diligently to co-author a solution to match the specific need of each customer each time.
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OUR SAFETY-FIRST MENTALITY

Our Safety-first Mentality

Describe the supplier’s safety record.
We take care of people.

ABM fosters a safe environment for every team member, every day. Our
safety-first culture proactively mitigates, detects, and corrects safety and risk
issues using a comprehensive safety management system. Our ThinkSafe
philosophy promotes the idea that we can prevent all workplace
accidents if we focus on safety and make it an integral part of everything
we do. We continuously reinforce this mindset through daily safety
messaging, relevant training, and unique programs and materials.

Health and Safety Policy

Our risk management team works jointly with operations to ensure the safety
and well-being of our team members and your facilities. They work tirelessly

to maintain a safe workplace with appropriate procedures to protect our team
members, our partners, the public, and the environment.

To accomplish this, we train team members on:
e Completing tasks safely and identifying hazards
e Deploying emergency response procedures and addressing challenges

e Reporting accidents and using established procedures to mitigate loss

Regional and Corporate Support

Our dedicated safety professionals are highly trained in their respective fields
and consult with branch operations to keep our safety culture forefront. To
ensure common goals, safety managers collaborate closely with frontline
leaders, which allows better alignment of safety activities with their desired
results.

Site-specific Training

Our safety training complies with OSHA and other regulatory bodies and uses
best practices from organizations like the National Safety Council (NSC). On
our client sites, we customize training to incorporate the client’s safety
requirements and oversee the safety activities of subcontractors. New team
members are trained within thirty days of hire. If we take over from another
vendor, we evaluate all incumbent staff members during transition, and based
on any skill gaps identified, design training to address those gaps. We
incorporate a daily Moment for Safety, and conduct required Monthly Safety
Talks.
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Operator Empowerment

Safe Work Observation
Program (SWOP)

Our frontline leaders expertly
identify workplace hazards and
make changes to prevent
incidents.

Injury & lliness Prevention
Program (IIPP)

Every team member, operations
manager, supervisor, and site
lead completes safety training
and inspections designed to:

v Keep the team safe
v ldentify deficiencies

v" Provide necessary care to
injured team members to
expedite their recovery

v Investigate thoroughly and
enact preventive measures



OUR SAFETY-FIRST

Risk Management

Safety is our top priority. As an energy services
industry leader, ABM works on numerous local
projects and is familiar with local code
compliance. Prior to beginning construction, we
will develop a site safety and health plan
specifically tailored to the job site and the work to
be performed.

Our project managers are responsible for strict
adherence to safety codes to ensure the safety of
all employees, subcontractors, TMS, and other
site personnel. ABM’s contract administrators
and project managers have attended a recent
OSHA Voluntary Compliance Outreach Program.
In the regular project management meetings that
will take place throughout this job, ECM
installation safety will be among the primary
topics.

Safety is an integral part of our culture and daily
business practices. Our core assumption is that
all incidents are preventable. We are intent on
maintaining the safest possible environment and
avoiding any human tragedy and costly delays
that could result from safety breaches.

Adherence to Industry Safety
Standards

Safety is intrinsic to ABM and our culture. Our
people are our most important resource, and we
are committed to ensuring that they are provided
with a safe and healthy working environment. To
accomplish this, we provide routine and site-
specific safety training, safe tools and equipment,
and a dedicated staff of safety representatives.

ABM is one of the safest companies in the
industry, and our safety record is consistently
better than the national average. To achieve
these results, we maintain an extensive safety
program.

MENTALITY
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All ABM field employees receive safety training
upon hire that consists of a:

e Safety Policy Review
e Aerial Lift Training

e Trade-Specific, Hands-On Training

All foremen receive, at a minimum:

e OSHA 10-Hour Training Class

e First Aid

e Cardio-Pulmonary Resuscitation (CPR)

Training

To ensure every project meets our criteria for
safety, our regional safety managers:

e Monitor Safe Production

e Provide Regular Reports That Bring About
Learning Opportunities and Communication

e Conduct Safety Audits at Regular Intervals
to Correct Deficient Items

e Coach Staff on Corrective Measures, And
Issue Formal Reports

e Confirm Our Foremen and Field Crews
Consistently Maintain High Safety
Standards

e Discuss Weekly “Toolbox Talks”
e Conduct Daily Pre-Task Plans
e Inspect Their Areas Daily for Safety Issues

e Stretch-And-Flex Prior To Daily Work with
Their Assigned Crews



OUR SAFETY-FIRST MENTALITY ABME

Commitment to Safety

ABM is committed to excellence in workplace safety. We as a company believe that there is not a job or
activity so important that it cannot be accomplished in a safe manner. Safety is one of the highest
corporate values and it is our goal that all employees work accident and injury free every day. Each
employee is responsible for their own safety and the safety of fellow employees, our contractors, and the
public. To accomplish this, we will:

e Work to achieve zero accidents and injuries in all aspects of our business operation.

e Conduct all activities responsibly and in a manner that promotes the health and safety of our
employees, contractors, customers, and the communities in which we do business.

e Assess our safety performance on a regular basis, and at all levels of the Company.

e Provide appropriate resources to implement and maintain safety programs and incorporate safety into
the business planning process.

e Foster employee wellness through education and employee involvement.

e« Promote open and proactive communications relative to workplace safety with our employees,
contractors, regulatory agencies, public officials, and customers.

e« Comply with applicable federal, state, and local occupational safety and health laws and regulations
in the communities in which we do business.

e Work with suppliers and contractors to ensure that the products and services that they provide meet
our safety standards.

Creating a work environment that fosters continuous improvement in the safety of our employees,
contractors, customers, and communities is a critical element of our business success. All employees
have a responsibility to follow all safety protocol, utilize PPE, and foster a safe working environment for
fellow employees, suppliers, and contractors.

Our objective is to provide a clean, safe, and healthy working environment for all employees. It is our
intention to comply with all safety and health standards that are enforced by local, state, and federal
authorities. To that end, we will provide engineering controls, administrative controls, personal protective
equipment, and training to abate and reduce exposure to hazards and prevent injury and illness. We have
developed policies, rules, and procedures, which will contribute to the safety of all employees. We expect
all employees to work according to good safe practices as posted, instructed, and discussed.

Employees will contribute to the company safety program by following all safety rules, bringing unsafe
conditions to the attention of management, and recommending actions to improve the effectiveness of the
program.

Job leaders should request that employees observe and follow the regulations that have been put in

place to help ensure the safe conduct of work. Leaders should take such action, if necessary, to obtain
compliance.
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The service manager will report all safety
incidents, including near misses, within eight (8)
hours to the project owner via phone or email.
The division safety manager will investigate all
safety incidents to determine root cause(s) of
the incident.

Training, process modifications, or tools are put
in place to prevent similar incidents in the future.
Lessons learned are developed and personnel
are trained to prevent recurrence. These diligent
efforts work towards ABM'’s goals of zero
accidents and employee safety.

All ABM management is required to perform
safety walks on job sites with all levels of
employees.

Vice Presidents and above are required to
perform this duty a minimum of once per
quarter. Managers and supervisors are required
to perform these duties a minimum of once per
month.
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Items of inspection are based on the scope of
work. These include, but are not limited to,
everything from PPE usage, lock out/tag out
usage, fall protection, NFPA 70E (National Fire
Protection Association) adherence, job hazards,
and any other item that may affect the safety of
our team members.
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Elevating Services with Technology

Describe technology used to support the contract.

ABM uses several different technologies in support of our clients and programs. Time tracking is handled
using traditional time clocks and an Integrated Voice Response (IVR) system. Time collection data
passes through to our financial systems, which are used to pay employees and generate invoices for
billing purposes. At some customer locations, we leverage specialized tracking software where
employees can check into their routes. This information is gathered and used to track where employees
are located when in large buildings and to streamline routes and overall service delivery. In addition,
many site supervisors and project managers have access to email and various other online tools we
make available to ABM information workers.

The next level for clients is integrating diverse data sources, systems, Internet of Things (IoT) devices and
emerging technologies to gain new real-time insights to exceed traveler expectations and maximize
productivity and cost efficiency. ABM prides itself on its innovative solutions incorporating cutting-edge
technology. Our workforce can concentrate on the needs of end users to exceed their expectations.
Through our creative thinking and innovative approach, we provide improved service delivery while
reducing the costs and improving the end user experience and your bottom line.

Our technological solutions enable responsiveness @

any time of the day, from any location. Our on-site
and management teams are equipped with handheld

mobile devices that allow the account team to Gate TrafficData D9 Bounters A " Smart Restrooms
manage employees, see real-time information about

workorder statuses, or identify the nearest ABM @

resources in case of emergency requests. We - @
increase the dependability of our people and &

processes through the support of efficient systems Internet of Things Real-Time Centralized Innovation

L . Response Systems Dashboards Incubation
that are transparent to you, and visible to our senior
management.

Benefits
Elevated Experiences with Advanced Technology

We empower great guest experiences with technology. We maximize efficiency and productivity, ensuring
consistent quality service satisfying passengers with cleanliness, and care. With ABM, you meet quality
expectations and tight deadlines by engaging modern cleaning technologies like web-based dispatch,
location-based technology, and transparent auditing to merge maximum effort, productivity, and cost
efficiency. Our exclusive, innovative mobile technology keeps you equipped to provide affordable, high-
quality services that scale to your demand. Our proactive, data-driven insights will become your
competitive advantage.

Budget Management

Reduce operating expenses with a single source for all the aviation services you need. ABM customizes
a service package for you that delivers economies of scale and improves the efficiency and performance
of your airport or airline.
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Appendix B

Appendix B is also included in Section 6 — Required Documents.

Antitrust Certification Statement (Tex. Government Code 8§
2155.005)

Appendix A, Doc #1
ANTITRUST CERTIFICATION STATEMENTS
(Tex. Government Code § 2155.005)
Attorney General Form

| affirm under penalty of perjury of the laws of the State of Texas that

1. | am duly authorized fo execute this Contract on my own behalf or on behalf of the company,
corporation, firm, partnership or individual (Company) listed below;

2. In connection with this proposal, neither | nor any representative of the Company has violated
any provision of the Texas Free Enterprise and Antitrust Act, Tex. Bus. & Comm. Code Chapter
15;

3. In connection with this proposal, neither | nor any representative of the Company has violated
any federal antitrust law; and

4. MNeither | nor any representative of the Company has directly or indirectly communicated any
of the contents of this proposal to a competitor of the Company or any other company,
corporation, firm, partnership or individual engaged in the same line of business as the

Company.
Company Contact
ABM Building Solutions. LLC I
Signature
Lauren Kirwan
Printed Name
Senior Operations Analyst
Position with Company
Address 14141 Southwest Freeway Suite 477
Official Authorizing Proposal
Sugar Land, Texas 77478
nal
Richard Phelps
Printed Name
Phone 301.440.1303 Vice President Operations
Position with Company

Fax 8060.053.2069

Version Apal 10, 2024
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Implementation of House Bill 1295 Certificate of Interested
Parties (Form 1295)

ABM understands and will adhere to the requirements of Form 1295 and will complete the Certificate of
Interested Parties in the event that they reach out to ABM.
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Texas Government Code 2270 Verification Form

Appendix A, DOC # 3
Texas Government Code 2270 Verification Form

House Bill 89 (85R Legislative Session), which adds Chapter 2270 to the Texas Government
Code, provides that a governmental entity may not enter into a contract with a company without
verification that the contracting vendor does not and will not boycott Israel during the term of the
contract.

Furthermore, Senate Bill 252 (85R Legislative Session), which amends Chapter 2252 of the
Texas Government Code to add Subchapter F, prohibits contracting with a company engaged in
business with Iran, Sudan or a foreign terrorist organization identified on a list prepared by the
Texas Comptroller.

I, Richard Phelps , as an authorized representative of
ABM Building Solutions, LLC , a contractor engaged by
Insert Name of Company

Region 14 Education Service Center, 1850 Highway 351, Abilene, Texas 79601, verify by this
writing that the above-named company affirms that it (1) does not boycott Israel; and (2) will not
boycott Israel during the term of this contract, or any contract with the above-named Texas
governmental entity in the future.

Also, our company is not listed on and we do not do business with companies that are on the
Texas Comptmller of Pubic Accounts list of Desngnated Fomign Terrorists Organizations found

| further affirm that if our company’s position on this issue is reversed and this affirmation is no
longer valid, that the above-named Texas governmental entity will be notified in writing within one
(1) business day and we understand that our company's failure to affirm and comply with the
requirements of Texas Government Code 2270 et seq. shall be grounds for immediate contract
termination without penalty to the above-named Texas governmental entity.

| swear and affirm that the above is true and correct.

Kichard Frelps 11/01/2024

Signature of Named Authorized Company Representative Date
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Exhibit A — Response for National Cooperative Contract

Exhibit A
Response for National Cooperative Contract

Scope of National Cooperative Contract

Capitalized terms not otherwise defined herein shall have the meanings given to them in the

Master
Partners

Agreement or in the Administration Agreement between Supplier and OMNIA

Requirement

Region 14 ESC (hercinafter defined and referred to as “Principal Procurement
Agency”), on behalf of itself and OMNIA Partners, Public Sector, Inc., a Delaware
corporation (“OMNIA Partners”), is requesting proposals for Ambassador Program
and Related Products and Services. The intent of this Request for Proposal is any
contract between Principal Procurement Agency and Supplier resulting from this
Request for Proposal (“Master Agreement”) be made available to other public
agencies nationally, including state and local governmental entities, public and private
primary. sccondary and higher education entities, non-profit entities, and agencies for
the public benefit (“Public_Agencies”). through OMNIA Partners’ cooperative
purchasing program. The Principal Procurement Agency has executed a Principal
Procurement Agency Certificate with OMNIA Partners, 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 is preceded by their registration with
OMNIA Partners as a Participating Public Agency in OMNIA Partners’ cooperative
purchasing program. Registration with OMNIA Partners 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, and
by using the Master Agreement, any such Participating Public Agency agrees that it is
registered with OMNIA Partners. whether pursuant to the terms of the Master
Intergovernmental Purchasing Cooperative Agreement or as otherwise agreed to, 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 OMNIA Partners.

All transactions, purchase orders, invoices, payments etc., will occur directly between
the Supplier and each Participating Public Agency individually, and neither OMNIA
Partners, 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. Supplier is responsible for knowing the tax laws in cach
state.

This Exhibit A defines the expectations for qualifying Suppliers based on OMNIA
Partners’ 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 OMNIA Partners.

Veorson Junc 26, 2004
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These requirements are incorporated into and are considered an integral part of this
RFP. OMNIA Partners reserves the right to determine whether to make the Master
Agreement awarded by the Principal Procurement Agency available to Participating
Public Agencies, in its sole and absolute discretion, and any party submitting a
response to this RFP acknowledges that any award by the Principal Procurement
Agency does not obligate OMNIA Partners to make the Master Agreement available
to Participating Procurement Agencies.

Marketing, Sales and Administrative Support

During the term of the Master Agreement OMNIA Partners intends to provide
marketing, sales, partnership development and administrative support for Supplier
pursuant to this section 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.

OMNIA Partners will assign the Supplier a Director of Partner Development who will
serve as the main point of contact for the Supplier and will be responsible for managing
the overall relationship between the Supplier and OMNIA Partners. The Director of
Partner Development will work with the Supplier to develop a comprehensive strategy
to promote the Master Agreement and will connect the Supplier with appropriate
stakeholders within OMNIA Partners including, Sales, Marketing, Contracting,
Training, and Operations & Support.

The OMNIA Partners marketing team will work in conjunction with Supplier to
promote the Master Agreement to both existing Participating Public Agencies and
prospective Public Agencies through channels that may include:

A. Marketing collateral (print, electronic, email, presentations)

B. Website

C. Trade shows/conferences/meetings

D. Advertising

E. Social Media

The OMNIA Partners sales teams will work in conjunction with Supplier to promote
the Master Agreement to both existing Participating Public Agencies and prospective
Public Agencies through initiatives that may include:

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

Vermon Junc 26, 2004
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1.3

1.4

The OMNIA Partners contracting teams will work in conjunction with Supplier to

promote the Master Agreement to both existing Participating Public Agencies and

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

. Training sessions for Public Agency teams

Training sessions for Supplier teams

. Regular business reviews 1o monitor program success

monN®

General contract administration

Suppliers are required to pay an Administrative Fee of 3% 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 OMNIA Partners
Administration Agreement (Exhibit B). At Supplier’s option, Suppliers may pay
additional fees beyond administrative fees, such as technology fees, to OMNIA
Partners and/or a third party for additional support and/or access to OMNIA Partners’
technology platform.

Estimated Volume

The dollar volume purchased under the Master Agreement is estimated to be
approximately S50 million. 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 Agencies that are
anticipated to utilize the resulting Master Agreement to be made available to them
through OMNIA Partners, and volume growth into other Public Agencies through a
coordinated marketing approach between Supplier and OMNIA Partners.

Award Basis

The basis of any contract award resulting from this RFP made by Principal
Procurement Agency will, at OMNIA Partners” option, be the basis of award on a
national level through OMNIA Partners. 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
OMNIA Partners. 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 (e.g., govemning law) are subject to modification for cach
Participating Public Agency as Supplier and such Participating Public Agency may
agree without being in conflict with the Master Agreement as a condition of the
Participating Agency's purchase and not a modification of the Master Agreement
applicable to all Participating Agencies. Participating Agencies may request to enter
into a separate supplemental agreement to further define the level of service
requirements over and above the minimum defined in the Master Agreement (e.g..
governing law, invoice requirements, order requirements, specialized delivery,

Vermon Junc 26, 2024
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