
















 

 
 Products/Pricing 
 
 i. Offerors shall provide pricing based on a discount from a manufacturer’s price list or catalog, or fixed 
price, or a combination of both with indefinite quantities. Offeror may offer their complete product, parts, 
and service offering as a balance of line. Prices listed will be used to establish the extent of a 
manufacturer’s product lines, services, warranties, etc. that are available from Offeror and the pricing per 
item. Multiple percentage discounts are acceptable if, where different percentage discounts apply, they 
different percentages are specified. Additional pricing and/or discounts may be included. Products and 
services proposed are to be priced separately with all ineligible items identified. Offerors may elect to limit 
their proposals to any category or categories. The discount proposed shall remain the same throughout the 
term of the contract and at all renewal options. At a minimum, the Contractor must hold the proposed price 
list firm for the first 12 months after the contract award.  
 
 
 
ii. Include an electronic copy of the catalog from which discount, or fixed price, is calculated. Electronic 
price lists must contain the following: (if applicable)  

• Manufacturer part #  

• Offeror’s Part # (if different from manufacturer part #)  

• Description  

• Manufacturers Suggested List Price and Net Price  

• Net price to Region 4 ESC (including freight)  
Media submitted for price list must include the Offerors’ company name, name of the solicitation, and date 
on a Flash Drive (i.e. Pin or Jump Drives).  
 

A. Parts catalog and pricing available through www.autozonepro.com with valid username and 
password.  

B. All categories set at 50% off as published on www.autozonepro.com  
C. AutoZone has submitted pricing in the following format:  

 Excel file on Flash Drive marked “AZ PRICING” 
  
 
iii. Is pricing available for all products, parts, and services? If applicable, include pricing and details for 
aftermarket, used, remanufactured, and refurbished items.  
 

A. Parts catalog and pricing available through www.autozonepro.com . 
 

iv. Describe any shipping charges. 
 

A. AutoZone owns and utilizes their own fleet. We do not have any shipping charges on store stocked 
product, we also offer free shipping on all special ordered and vendor direct shipments to our 
stores. 

 
i. Detail ancillary and freight costs and pricing for orders placed outside Continental US.  

 
A. AutoZone does not charge freight for any merchandise serviced from our stores 
B. AutoZone will offer the OMNIA national account pricing for orders serviced from an AutoZone 

store outside continental US.   
 
 



 

 
ii. What are the minimum shipping requirements? 

 
A. AutoZone will not mandate a minimum for shipping for participating public agencies  

 
 

Detail shipping on all items meeting minimum shipping requirements. Offeror may include a 
shipping fee on orders less than minimum shipment. 

  
v. Provide pricing for warranties on all products, parts, and services.  
 

A. AutoZone shall warrant all application specific Goods sold to Customer to be free from defects in 
materials and workmanship for the period of the then current standard warranty offered by 
AutoZone to its retail customers for such Goods. Notwithstanding the foregoing, AutoZone agrees 
that Customer will receive the benefit of any warranty provided by AutoZone’s vendor that 
AutoZone may pass through to the Customer.     

 
vi. Describe any return and restocking fees.  
 

A. AutoZone will not have additional restocking or return fees for participating public agencies 
providing merchandise is returned in original packaging and in new resalable condition 

 
 
vii. If offering Labor, include: AutoZone does not perform any services, therefore does not have any labor 
charges 
� A per diem rate.  
� All labor rates will be based on standard hours. Indicate standard hours ____am to _____ pm Monday to 
Friday.  
� Overtime rates (after standard hours and Saturday) _____ x Standard Rates.  
� Overtime rates Sunday, (Holidays) _______ x Standard Rates.  
� Minimum charge of ____ hours for overtime work.  
 
viii. Describe any additional discounts, volume purchases, special manufacturer offers, free good programs 
or rebates available. Additional discounts or rebates may be offered for large quantity orders, single ship to 
location, growth, annual spend, guaranteed quantity, volume purchases, etc.  
 

A. AutoZone offers special buy deals advertised on www.autozonepro.com and through delivered 
advertising.  

B. AutoZone offers additional discounts for stocking items on selected categories. 
 
ix. Describe ordering process. Do you provide for on-line ordering, punch out capabilities, and e-commerce 
systems? Describe the options available and any authorization platforms.  
 

A. AutoZone provides on-line ordering through its commercial website Autozonepro.com. 
AutoZone can also integrate with a third-party system via a CXML request into AutoZonePro via 
a Punchout solution or via a direct API integration with our ordering and catalog services. The 
punchout solution requires less development and give the user the AutoZonePro experience 
within the 3rd party system. The direct API integration leverages AutoZone’s ordering and 
catalog services to retrieve the necessary information for customers to utilize for completing 
orders within the 3rd party system.  This requires more development on the customer’s end 
because of how the catalog and orders are displayed would have to be developed for showing 
in the 3rd party system.  

 



 

 
 
x. Are retail sale establishments available? If so, provide a listing of retail establishments and the 
participating public agency ability to access.  
 

A. AutoZone has over 6000 retail locations that participating public agencies can purchase from with 
their PIN (account) number.  

B. AutoZone store location list can be accessed through AutoZone Store Locator — Find the 
AutoZone Near Me    https://www.autozone.com/locations/ 

C. AutoZone has included a flash drive labeled “AZ STORE_DC” in the RFP response with current 
store locations  

 
 
 
xi. Describe any trade-in policy.  
 

A. AutoZone does sell some remanufactured items that require a core trade in, AutoZone provides 
each entity with the choice to be charged for cores, or to be core-deferred. Core deferred- There 
are no charges for cores, unless the core is not received within 72 hours. Core deferral eliminates 
paperwork for the shop and the accounting department. 

 
xii. Describe how customers verify they are receiving Contract pricing. 
 

A. We will provide OMNIA Partners monthly reporting on all agencies attached to the OMNIA Partners 
national account program. We will provide specific agency reporting on transactions upon request. 
 

B. All participating public agencies will be provided credentials to access www.autozonepro.com to 
verify they are receiving Contract pricing 50% off list as published on www.autozonepro.com.  

 
  
xiii. Describe payment methods offered.  
 

A. AZPRO Bill Pay – Credit Card/Electronic Check 
B. ACH/Single Use Credit Card 
C. Checks 

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

A. AutoZone will maintain 50% off list discount as published on www.autozonepro.com throughout the 
term of the contract. 

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

A. AutoZone will maintain 50% off list discount as published on www.autozonepro.com throughout the 
term of the contract 
 

 
 
 
 
 



 

xvi. Describe any rental, leasing, or financing options.  
 

A. AutoZone will offer our standard loan a tool program option to all OMNIA Partners participating 
agencies. The agency puts down a deposit to borrow a tool and receives the deposit back when the 
tool is returned in good condition. 

B. AutoZone will offer our standard Equipment leasing and financing option to all OMNIA Partners 
participating agencies through a 3rd party.  

 
 
 
xvii. Provide any additional information relevant to this section. 
 

A. Core Charges (including pick-up & delivery): 
AutoZone provides each entity with the choice to be charged for cores, or to be core-deferred. Core 
deferred- There are no charges for cores, unless the core is not received within 72 hours. Core 
deferral eliminates paperwork for the shop and the accounting department. Core deferral also does 
not impact credit limits. 

B. Return Policy:  
AutoZone will accept returns, which are in original packaging and in a new, saleable 
condition. 

C. Used Oil and Battery Recycling:  
AutoZone is an authorized collector of battery cores, AutoZone can also accept used oil for 
recycling. 

D. Battery Testing:  
AutoZone provides free battery testing at AutoZone stores 

E. Technician Training: 
Online/On-Demand subscription-based training 

 More than 125 topics available  
o Includes Bilingual courses  

 Cost < $1 per day 
 Average 50 minute per course 
 Modules build around real-world case studies 
 Topics range from ASE Certification Prep to major vehicle systems, including modern 

diagnostics, fuel systems, ignition, computer controls, and more   
 New courses are continually being added 
 Developed by industry leaders and are led by ASE Master Certified, factory-trained instructors 
 Certificates are available for each course 
  

Virtual Training  
 Courses cover a wide variety of topics and experience levels 
 Technical and Shop Management Training available 
 Training courses are developed by industry leaders and are led by ASE Master Certified, 

factory-trained instructors 
 Manuals or downloadable printouts and certificates are available for each course 
 Opportunities to schedule Agency exclusive events to support specific topics and scheduling 
 View our upcoming Virtual Training Schedule: 

https://info.autozonepro.com/acton/fs/blocks/showLandingPage/a/39729/p/p-001a/t/page/fm/0 
 

 
 
 



 

ALLDATA Shop Management System and OEM Repair Information  

REPAIR INFORMATION 

ALLDATA Repair – The industry’s #1 choice for unedited OEM information. Everything you need for faster 
diagnostics and OEM-accurate mechanical repair.  
ALLDATA Collision – The industry’s #1 choice for unedited OEM info. Ensure accuracy and limit liability 
with factory-direct repair information specifically targeted to auto body shops.  
ALLDATA Mobile OEM info, verified repairs, and basic diagnostics on a tablet app 
ALLDATA Collision Advantage for OEM Alerts and more – making sure your estimate is complete and 
accurate.  
ALLDATA Diagnostics – is your affordable scan tool solution, the only one with ALLDATA’s industry-
leading repair information built-in.  
 
ALLDATA Tech-Assist – Call our diagnostic hotline staffed by ASE-Certified Master Techs for fast 
solutions.  
SHOP MANAGEMENT  
Estimator – A faster, easier way to create professional, compliant estimates.  
 
ALLDATA Shop Manager – A simple tool for shop needs like estimates, repair orders & invoices.  
 
ALLDATA Manage Online – Expanded features for complete shop management & reporting 
 
Free Education Resources: 
(Coming soon) Instructor Toolkit: Teach your students how to meet ASE accreditation standards for 
OEM repair information with our turnkey curriculum resources including Lesson Planners and live 
webinars. 
CAIS Program ALLDATA’s Certified Automotive Information Specialists program tests students and shop 
technicians on the skills and knowledge needed to use ALLDATA Repair and ALLDATA Collision at a 
professional level. 
 
PRICING: 
ALLDATA Repair:  
Education- $1,200 – Annually  
Government- $1,500 – Annually  
 
ALLDATA Collision: 
Education- $1,500 - Annually 
Government- $1,995 – Annually 
 
Discounts apply for additional products purchased with Repair or Collision 

Number of 
Products 

Discount 

2 10% 

3 15% 

4 20% 

5 25% 

 
Upon award of contract, we will provide additional contact information for ALLDATA products   



Distributors, Caps, Rotors 	 Brands	
Distributors, Caps and Rotors	� Duralast, ACDelco, Cardone, 

Delphi, Duralast Gold, Factet, 
MotorCraft, ValuCraft 

Drive Train	
New CV Axles	 Durlast Gold
U-Joints	 Duralast, MOOG

ECM’s	�
	 Duralast, ACDelco, Blue Streak, 	
	 Cardone, Motorcraft	

Engines & Transmissions	
Auto Transmissions	 All Trans, Dahmer Powertrain
	 Grade A, Moveras, 		
	 National, NuTech, Tri-Star
Camshafts, Oil Pumps, Oil Pump Kits,	
Push Rods, Rocker Arms, Valves
Valve Train Systems & Components	� AE, AISIN, Febi, Melling, Osvat, 

Rock, Schoettle, Topline, TRW

Clutches	� AISIN, Exedy, MAS Clutch, 
Perfection, PROSHIFT, Sachs, Valeo

Crankshafts	 Crankshaft Rebuilders

Cylinder Heads	� American Cylinder Heads, Allied, 
	 NuTech

Engines 	� Blackwater, Dahmer, Ford, Grade 
A, Tri Star, Nutech, Nutech Pro, 
Titan

Flywheels	� Perfection, Pioneer, Sachs, Valeo

Harmonic Balancers	 Dorman, Pioneer, Power Bond

Manifolds	 Dorman 

Manual Transmissions	� ATC, Dahmer, High Gear, Midwest, 
Zumbrota

Motor, Transmission Mounts	� Duralast, Marmon Ride Control, 
	 Rodatech, Pioneer 

Piston Rings, Re-build & Re-ring Kits	 Sealed Power, KS, Goetze, Deves

Timing Chain & Gears	� ContiTech, Gates, Iwis, INA, OSK, 
S.A. Gear, Tsubaki 

Transfer Cases	 ATC, Dahmer, High Gear, Mid-West 	
	 Transmissions National

Exhaust	
Converters	� D.E.C., Emico, Flowmaster, 

Magnaflow, Walker 

Mufflers	� Ansa, Dansk, Eberspraecher, Empi, 
Ernst, Starla, Walker Magnaflow

Engine Sensors 
OE	� ACDelco, Bosch, Delphi, Denso, 

Hitachi, MotorCraft

Aftermarket	� Duralast, Duralast Gold, Blue 
Streak, Dorman, Encore,  
Spectra Premium

Quality Parts From Quality Brands

A/C & Heating	 Brands
Condensers & Evap Cores	� ADPI, CSF, Denso, Gilmore,  

USMW, URO

Compressors, other AC Components	 Denso, Four Seasons, Hella,  
	 Sanden, UAC, URO, Valeo

Expansion Device	 Denso, Hella, Sanden,  
	 Santech/Omega, URO,

Heater Cores	� ADPI, Four Seasons, SMP

Batteries	
Automotive	 Duralast ProPower, AC Delco, 	
	 Odyssey, Optima

Lawn & Garden, Marine	 Duralast, Duralast Gold

Power Sports & Utility 	 Duralast, Duralast Gold, Odyssey 

Bearings & Assemblies	
Hub Bearing & Assemblies	� Duralast, Duralast Gold 

Sets & Seals	� Duralast, National 

Belts & Hoses	
MV, V Belt	� Duralast, Continental, Bando,  

JK Fennor, Valucraft 

Molded Hoses	� Continental, Dorman, Rein 

Blower Motors & Accessories	

	 Duralast, Continental, 		
	 SMP/4Seasons 		

Brake Systems	
Brake Calipers 	� Duralast, ACDelco, 

IMC Original Performance 

Drums & Rotors	 Duralast, Duralast Gold,  
	 Duralast Severe, Duralast Pursuit 
	 Beck Arnley, Brembo,  
	 IMC Original Performance

Master Cylinders/Boosters	 Duralast New and Reman, Advics, 	
	 AISIN, ATE, Beck Arnley, FTE, 	
	 MEYLE, Nissin, Rocky, Sanyco, 	
	 TRW, MPA, PBE

Brake Hoses/Lines	 Duralast, NiCopp, Polyarmour

Hardware Kits	 Duralast, Beck Arnley, Dorman, 

Brake Pads	� Duralast, Duralast Gold, Duralast 
Elite, Duralast Severe Duty, 
Duralast Pursuit, ACDelco, Beck 

Arnley, Brembo 

Brake Shoes	 Duralast, ACDelco  

Wheel Cylinders 	 Duralast, ACDelco, Beck Arnley, 	

	 Brembo 		   

Start Ordering Today. Visit AutoZonePro.com or call your Commercial Sales Manager.
Note: “Duralast” reference can include Duralast, Duralast Gold, Duralast Elite, Duralast Severe Duty, Duralast Pusuit, Duralast ProPower EFB, Duralast ProPower, Duralast ProPower Plus, Duralast 
ProPower Ultra and Duralast ProPower AGM brands. Genuine parts (vehicle brands) are available for import applications across most part types.
©2021 AutoZone, Inc. All rights reserved. AutoZone, AutoZone & Design and Duralast are registered marks of AutoZone IP LLC or one of its affiliates.



Filters 	 Brands

Fuel Filters	 Duralast, Original Performance 

Air Filters	� STP, K&N, Fram 

Cabin Air Filters	� K&N, STP

Oil Filters 	 ACDelco, Fram, K&N, Luberfiner, 		

	 Motorcraft, Mobil1, Mopar, 		

	 Rotella, STP  

 

Transmission Filters	� Duralast, Raybestos

Gas & Diesel Injection	

Gas & Diesel Injection	� Duralast, ACDelco, AUS, Bosch, 

Bostech, Continental, Delphi, Denso, 

Encore, Hitachi

Fuel Delivery Parts (Modules, Pumps, etc)	� ACDelco, Bosch, Carter, Delphi, 

Denso, Hitachi, Spectra, TruGrade, 

USMW, VDO, Motorcraft

Fuel Tanks	 Spectra Premium, Dorman

Gaskets	 Fel-Pro, Mahle, Victor Reinz 

Ignition Coils, Modules	 Duralast, Duralast Gold, Accel,  

	 Bosch, Delphi, Denso, Encore, 

	 Hitachi, MotorCraft, NGK, MSD, 

	 ValuCraft

Oxygen Sensors	 ACDelco, Bosch, Denso, Encore, NTK, 	

	 Hitachi, Walker

Radiators	 Duralast  

Shocks & Struts	
Shocks & Struts	� Duralast, ACDelco, Arnott Industries, 

Bilstein, KYB, Sachs, Sensen

Loaded Strut	� Duralast, Arnott Industries, Bilstein, 

KYB, Sachs, Sensen

Air Struts	 Arnott, Westar

Steering & Suspension	
Power Steering Pumps, Steering Gears,  

Rack & Pinion	 Atlantic Automotive (AAE), Duralast, 	

	 Endurance, PWR

PS Hoses	� Duralast

Control Arms	 Duralast, Duralast Gold		

Tie Rod End, Ball Joint,  

Sway Bar, Idler Arms	 Duralast, Duralast Gold

Spark Plugs	 Brands	

Spark Plugs	 ACDelco, AutoLite, Bosch, 		

	 Champion, Denso, MotorCraft,  

	 NGK, E3 

Spark Plugs Wires	 Duralast, Duralast Gold, ACDelco, 		

	 Delphi, Denso, NGK, MotorCraft

COP Boots 	� Duralast, ACDelco, Denso, NGK, 

MotorCraft

Starters/Alternators 	� Duralast, ACDelco, Bosch 

Switches, Ignition Switches,  

Relays	 Duralast, ACDelco, Denso,  

	 Dorman, Hella, MotorCraft 

Tensioners	 �Duralast, ACDelco, Automotive 

Tensioners Inc., Continental, Dorman

Throttle Bodies	 �Duralast, ACDelco, Aisin, AutoLine,  

Blue Streak, Bosch, Cardone, 

Continental/VDO, Dorman, Encore, 

Hitachi, Tech Smart, URO

Tire Pressure Monitors	 Duralast, Schrader, Autel, Bartec, 		

	 Continental, Hamaton, HUF 

Turbochargers	� Mahle, OE-Turbopower, RotoMaster, 

Cardone, Dorman, GP Sorensen, 

MotorCraft, PurePower

Water Pumps & Thermostats	

Water Pumps	 Duralast, Duralast Gold, Valucraft,  		

	 ACDelco

Delco Water Pump Kits	 Duralast, Dayco 

Thermostats	� Duralast, Duralast Gold, Failsafe, 

Valucraft

Window Products	

Washer Pumps	 Dorman

Window Lift Assemblies	� Dorman

Window Lift Motors	 Dorman, WAI

Wiper Motors	 Dorman, WAI

Door Handles	 Dorman

Quality Parts from Quality Brands 

Start Ordering Today. Visit AutoZonePro.com or call your Commercial Sales Manager.
Note: “Duralast” reference can include Duralast, Duralast Gold, Duralast Max, Duralast GT, Duralast ProPower, Duralast ProPower Plus, Duralast ProPower Ultra and Duralast ProPower AGM brands.
Genuine parts (vehicle brands) are available for import applications across most part types.
©2021 AutoZone, Inc. All Rights reserved. AutoZone, AutoZone & Design and Duralast are registered marks of AutoZone IP LLC or one of its affiliates.



 
 
Performance Capability  
 

i. Include a detailed response to Appendix D, Exhibit A, OMNIA Partners Response for 
National Cooperative Contract. Responses should highlight experience, demonstrate 
a strong national presence, describe how Offeror will educate its national sales force 
about the Contract, describe how products and services will be distributed 
nationwide, include a plan for marketing the products and services nationwide, and 
describe how volume will be tracked and reported to OMNIA Partners.  

ii. The successful Offeror will be required to sign Appendix D, Exhibit B, OMNIA 
Partners Administration Agreement prior to Contract award. Offerors should have 
any reviews required to sign the document prior to submitting a response. Offeror’s 
response should include any proposed exceptions to OMNIA Partners Administration 
Agreement on Appendix B, Terms and Conditions Acceptance Form.  

 
 
 

iii. Include completed Appendix D, Exhibits F. Federal Funds Certifications and G. New 
Jersey Business Compliance.  

 
A. Included 

 
 
iii. What is Offeror’s average on time delivery rate? Describe Offeror’s history of 

meeting the shipping and delivery timelines.  
AutoZone’s average delivery time is at or below 35 min, more than 49% of deliveries 
average less than 25min. 

i. Describe delivery time for stock and non-stock items.  
A. AutoZone will provide just in time delivery program 30 minutes or less for all 

agencies 0-3 miles. * See chart below 
B. AutoZone utilizes the latest technology to record timing of each delivery 

 
 

ii. How do you respond to emergency orders? 
A. AutoZone will provide emergency order placement based on communication 

with agencies local AutoZone store location during normal operating hours  
 
  

 
v. What is Offeror’s average Fill Rate and distribution of parts?  
 

A. AutoZone provides 100% distribution to all stores achieving 95%+ fill rate. 



 
 
vi. Describe Offeror’s customer service/problem resolution process. Include hours of operation, 
number of services, etc.  
 

A. Each AutoZone store manages their Customer Service providing real time solutions. 
At each store, there are increasing layers of management, providing WOW! 
Customer Service and having the authority and autonomy to resolve customer 
issues. Store hours can vary, but, as a general rule, AutoZone stores are open 7 
days a week, from 8am – 5pm. In addition, AutoZone’s Customer Care Center is 
open Mon-Fri from 8am – 8pm EST with toll free, fax, and email options. 
Autozonepro.com is available 24 hours and may provide additional assistance in 
problem resolution.  

 
 
vii. Describe Offeror’s invoicing process. Include payment terms and acceptable methods of 
payments. Offerors shall describe any associated fees pertaining to credit cards/p-cards.  
 
 Invoicing Process: 

A. Electronic ordering through autozonepro.com account setup (AZPRO) 
B. Electronic ordering through 3rd party punchout solutions. 
C. Phone call to Store 
D. In Person ordering and pick up – ID requirements.  
E. Invoicing options: 

a. PO requirements available 
b. Invoice copy delivered to shop with items. 
c. Daily/Monthly Invoice file email available 
d. Invoice reprints/Statements available through AZPRO. 
e. Emailed statements 

 

Payment Terms & acceptable payment methods: 

A. AZPRO Bill Pay – Credit Card/Electronic Check 
B. ACH/Single Use Credit Card 
C. Checks 

 

Fees Pertaining to credit cards/P-Card: 

A. No fees for credit card or P-Card usage 
 

 
 
 
 
 
 
 
 
 



 
 
viii. Describe Offeror’s contract implementation/customer transition plan.  
 

A. AutoZone will utilize our outside sales force to communicate the new contract with all 
agencies 

B. AutoZone will develop a strategic internal communication campaign through email and 
company communication outlining our new cooperative agreement.  

C. AutoZone will target all current OMNIA member agencies in our portfolio with a 
marketing campaign and communication to ensure awareness surrounding our new 
contract 

D. All OMNIA members that are currently in our portfolio will automatically transition to the 
new AutoZone program, updated contract documentations will be provided to all 
agencies through our sales force and website.   

 
 
ix. Describe the financial condition of Offeror.  
 

A. Below are the last two years performance of AutoZone. 

 
 

                            



 
x. Provide a website link in order to review website ease of use, availability, and capabilities 
related to ordering, returns and reporting. Describe the website’s capabilities and functionality.  
 

A. AutoZone provides on-line ordering through our www.autozonepro.com portal, agencies 
will have the ability to view products images and specifications, place orders, view 
orders, access catalogs, and participate in promotions. 

xi. Describe the Offeror’s safety record.  
 
We utilize multiple methods, resources and controls to deploy initiatives and policies to enhance 
the safety, health and environment in our stores, DCs and Support Centers. These include, but 
are not limited to, an  

 Environmental Safety & Health Policy and  
 Training and measures developed by third-party experts. 
 member of the National Safety Council (NSC), America’s largest non-profit safety 

advocate. We utilize the NSC membership to track current trends, data, training 
concepts and key metrics. 

 A safe working environment is one of the many ways we demonstrate one of our core 
Values, Cares About People. We continuously strive to improve workplace safety by 
utilizing data to understand opportunities. We use data to update and deliver more 
responsive training, communications, and processes to AutoZoners. 

 AutoZoners access online courses to support their current roles and career paths 
including product knowledge, safety, environmental, Commercial, and management. 
This is reinforced by managers with hands-on experience and opportunities to practice 
what was learned. 

 AutoZone has a dedicated safty pin that is awarded to indeviduals to be recognized and 
to be worn as part of our dresscode. 

 

 
 
xii. Describe Offeror’s green or sustainability program. What types of green/sustainability 
reporting or reviews are available?  
 

A. See attached environmental report  
 
xiii. Provide any additional information relevant to this section. 
 

 AutoZone conducts training for technicians.  
 2019 AutoZone coordinated more than 200 training seminars. AutoZone also conducted 

and maintained the number of training seminars during 2020 and 2021 despite COVID 
challenges virtually. Agency technicians can be invited to attend training seminars when 
a seminar is in the agency’s area. Although in most situations face-to-face interaction is 
preferred, our training partners quickly identified opportunities to engage the attendees. 
Also, the virtual platform allows us to reach a larger audience since location is no longer 
a factor. 



 
 
3.0 Supplier Response  
 
3.1 Company 
 

A. Brief history and description of Supplier to include experience providing similar products 
and services.  
 

AutoZone started with a vision and a commitment to taking care of people who take care of 
cars.  
 
On July 4, 1979, in the small town of Forrest City, Arkansas, we opened the first “Auto Shack”, 
with first day sales of only $300. Since that first day, we’ve kept that vision and commitment 
alive, and it’s been the driving force behind AutoZone’s success – We’re ready to help you take 
your business to thenext level with dedicated people, commercially focused programs and the 
parts you need when you need them.  
 
AutoZone is the leading retailer and a leading distributor of automotive replacement parts and 
accessories in the Americas. Each AutoZone store carries an extensive product line for cars, 
sport utility vehicles, vans and light trucks, including new and remanufactured automotive hard 
parts, maintenance items, accessories, and non-automotive products. Many stores have a 
commercial sales program that provides commercial credit and prompt delivery of parts and 
other products to local, regional and national repair garages, dealers, service stations and public 
sector accounts. We also have commercial programs in all stores in Mexico and Brazil.  
 
AutoZone sells the ALLDATA brand diagnostic and repair software through www.alldata.com 
and www.alldatadiy.com. Additionally, we sell automotive hard parts, maintenance items, 
accessories and non-automotive products through www.autozone.com and our commercial 
customers can make purchases through www.autozonepro.com. We provide product 
information on our Duralast branded products through www.duralastparts.com. AutoZone does 
not derive revenue from automotive repair or installation. 
 
AutoZone has the largest all company-owned footprint in the aftermarket industry, 
Perhaps more impressive are AutoZone’s other unique differentiators … 
 

 AutoZone’s culture of WOW! Customer Service 
 WITTDTJR (What It Takes To Do The Job Right – AutoZoners providing trust worthy 

advice to customers) 
 ExtraMiler (when AutoZoners go the extra mile to satisfy the customer, he or she is 

rewarded)  
 The ability to consistently offer the same parts & service levels in different parts of the 

country. 
 AutoZone’s approach to distribution (AutoZone is the only company in the aftermarket 

space that picks-up product from the manufacturer vs. waiting for the product to be 
delivered (this improves product to store delivery times, a very unique advantage). 

 AutoZone’s systems (in-store & online ordering for members and commercial 
customers) 



 
 AutoZone’s structure (while AutoZone is very large, it has the feel of a much smaller 

organization, because everything is localized, with empowerment and autonomy given to 
local AutoZoners).  

 AutoZone parts, its hassle-free return policy, warranty policy, labor claim reimbursement 
policy, nationwide warranty, and so much more. 

 
At AutoZone, diversity is one of the core values, and it is our pledge and values that 
drive the way we run our business. We strive to exceed our customers' expectations by 
going the extra mile, and the diverse backgrounds and skills of our AutoZoners help us 
do that. Our stores reflect the diversity of the communities that they serve, which allows us to 
better meet our customers' needs and solve their problems. We know that it is the 
different experiences, viewpoints and talents of our AutoZoners that lead to WOW! 
Customer Service and help our teams succeed. 
 
AutoZone has more than 15,000 government fleet customers in all 50 states, and hundreds of 
thousands of repair shop customers that rely on AutoZone and its quality parts. 
  
B. Total number and location of salespersons employed by Supplier.  
 

A. AutoZone owns more than 6,000 store locations (no franchises or independents) and 
has more than 100,000 employees. AutoZone operates in all 50 states.  

 Store Manager manages 1 store (6,000). Store Managers report to a District 
Manager.  

 District Manager supports about 10-13 stores.  
 Territory Sales Managers supports about 8-10 Commercial Managers.  
 Commercial Store is equipped with a Commercial Manager (5,400),  

 
C. Number and location of support centers (if applicable) and location of corporate office. 
 

5 SUPPORT CENTERS 
 
United States  
AutoZone’s J.R. Hyde III Store Support Center (SSC), is in Memphis, Tennessee.  
ALLDATA is located in Elk Grove, California. 
 
Mexico  
Centro de Apollo a Tiendas” (CAT) supports all Mexico stores, in Monterrey, Mexico 
DataZone Support Center is in Chihuahua, Mexico. 
 
Brazil  
Centro de Suporte as Lojas (CSL)  is in Sao Paulo, Brazil 

  
Corporate Office 

AutoZone corporate office and store support center 
AutoZone Parts, Inc 
123 South Front Street - Memphis, TN. 38103 



 
D. Annual sales for the three previous fiscal years.  
 

a. Submit FEIN and Dunn & Bradstreet report.  
 

2018 $11,221,077,402 
2019 $11,863,742,680 
2020 $12,631,967,045 

 
DUNNS 15-723-3511 

FEIN # 62-1611058 

See DOCUMENTS ATTACHED 

 
E. Describe any green or environmental initiatives or policies.  
 

A. See attached environmental report  
 
F. Describe any diversity programs or partners supplier does business with and how 
Participating Agencies may use diverse partners through the Master Agreement. Indicate how, if 
at all, pricing changes when using the diversity program. If there are any diversity programs, 
provide a list of diversity alliances and a copy of their certifications.  
 
G. Indicate if supplier holds any of the below certifications in any classified areas and include 
proof of such certification in the response:  
 
a. Minority Women Business Enterprise  

Yes No  
If yes, list certifying agency: ___________________________________  
 
b. Small Business Enterprise (SBE) or Disadvantaged Business Enterprise  
(DBE)  
Yes No  
If yes, list certifying agency: ___________________________________  
 
c. Historically Underutilized Business (HUB)  
 
Yes No  

If yes, list certifying agency: ___________________________________  
 
d. Historically Underutilized Business Zone Enterprise (HUBZone)  
 
Yes No  
If yes, list certifying agency: ___________________________________  
 
e. Other recognized diversity certificate holder  
 
Yes No  
If yes, list certifying agency: ____________________________________ 



 
 
 
H. List any relationships with subcontractors or affiliates intended to be used when providing 
services and identify if subcontractors meet minority-owned standards. If any, list which 
certifications subcontractors hold and certifying agency.  
 

A. AutoZone does not intend to use subcontractors or affiliates when providing services.  
 
I. Describe how supplier differentiates itself from its competitors.  
 

A. Largest all company-owned store footprint in the USA 
B. Management, Vision, Execution 
C. Supply chain, Systems, Inventory 
D. Organizational hierarchy 
E. Company owned and operated fleet to service customers with “Hot Shot” delivery 
F. Technology investment to provide the most current repair information with ALLDATA 
G. Duralast the #1 brand for professional technicians  

 
 
J. Describe any present or past litigation, bankruptcy or reorganization involving supplier.  
 

A. AutoZone has approximately 6,000 retail stores and 100,000 employees throughout the 
world and periodically receives notice of filed lawsuits in the ordinary course of business. 
Any material litigation can be found in AutoZone's public filings. 
  

 
K. Felony Conviction Notice: Indicate if the supplier 

a. is a publicly held corporation and this reporting requirement is not applicable;  

 AutoZone is a publicly held corporation  
b. is not owned or operated by anyone who has been convicted of a felony; or 
c. is owned or operated by and individual(s) who has been convicted of a felony and 
provide the names and convictions.  
 

 
L. Describe any debarment or suspension actions taken against supplier  
    AutoZone does not have any debarment or suspension actions.  
 
 
 
 
 
 
 
 
 
 
 



 
3.2 Distribution, Logistics  
 

A. Each offeror awarded an item under this solicitation may offer their complete product 
and service offering/a balance of line. Describe the full line of products and services 
offered by supplier.  

 
A. All States indicated will receive 50% discount from list price. List price can be 

verified at www.autozonepro.com 
B. AutoZone’s No Core Charge policy 
C. AutoZone’s nationwide warranty and labor reimbursement policy 
D. AutoZone’s technician clinic classes and seminars 
E. AutoZone’s monthly and quarterly product specials and deals 
F. ALLDATA shop repair information and technology  

 
 

B. Describe how supplier proposes to distribute the products/service nationwide. Include 
any states where products and services will not be offered under the Master Agreement, 
including U.S. Territories and Outlying Areas. 

 
AutoZone has over 6000 company owned stores servicing all 50 States, Alaska, Hawaii 
and Puerto Rico 
Provide participating agencies with a hot-shot delivery program allowing locations the 
ability to acquire Goods from AutoZone via ordering by phone and/or on-line at 
www.autozonepro.com. The Hot Shot program is intended to provide locations with 
Goods needed to perform repair work at the location that has placed the order; however, 
the Hot Shot Program is not intended to be a supply chain inventory replenishment 
program. Provide hot-shot delivery service based upon the schedule below for normal 
store stocked items: 

          
 

 
 
A. AutoZone will utilize our fleet of vehicles to deliver parts to specific location within the 

agency. 
B. AutoZone will utilize all sister stores and hub locations to maximize product 

availability and prompt delivery. 
 
 
 
 
 
 
 
 
 
 



 
 
  

C. Describe how Participating Agencies are ensured they will receive the Master 
Agreement pricing; include all distribution channels such as direct ordering, retail or in-
store locations, through distributors, etc. Describe how Participating Agencies verify and 
audit pricing to ensure its compliance with the Master Agreement.  

 
 

A. All participating agencies will be placed on our OMNIA partners national account 
program parent hierarchy, and they will have access to www.autozonepro.com, a 
very user-friendly and intuitive site. The site allows for parts lookup via VIN, part 
#, part description, and category description. Customers can view order history, 
account balances, paid invoices, and can also print/email a duplicate invoice. 
Agencies will receive our OMNIA Partners national pricing when ordering online, 
on phone or in person, they can validate and verify pricing through this portal or 
by communicating with our local sales force. 

 
 

D. Identify all other companies that will be involved in processing, handling or shipping the 
products/service to the end user. 

 
A. AutoZone will only utilize other companies for delivery and shipping in cases 

such as drop ship of large equipment / bulk purchases and some engine and 
transmission sales. Companies will vary based on product category.  

 
E. Provide the number, size and location of Supplier’s distribution facilities, warehouses 

and retail network as applicable.  
 

A. AutoZone will include a flash drive labeled “AZ STORE_DC”  in the RFP 
response with all AutoZone Store and Distribution center locations. 

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
 

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

i. Executive leadership endorsement and sponsorship of the award as the public sector 
go-to-market strategy within first 10 days  
ii. Training and education of Supplier’s national sales force with participation from the 
Supplier’s executive leadership, along with the OMNIA Partners team within first 90 days  
 
AutoZone will conduct the following 

A. AutoZone has 7 Divisions. The first communication would take place via 
Microsoft TEAMS conference calls to each of the Division’s personnel. 

B. An announcement will be published on an AutoZone store communication 
informing all AutoZone employees of the award and the program for 
participating agencies. 

C. An announcement and program deal will be posted on the AutoZone intranet 
for all employees to access.  

D. AutoZone’s Regional Business Development Managers would be trained and 
serve as OMNIA Partners trainers for each of their Regions. 

E. An internal launch plan will be created and executed with the AutoZone sales 
force. 

F. A co-branded press release within the first 30 days. 
G. Announcement of award through any applicable social media sites. 
H. Advertisement of contract in our company Tune-In publication. 
I. Ongoing OMNIA Partners Training for all 60 AutoZone regions on new contract 

award and cooperative benefits. 
J. OMNIA Partners connect portal training with our National Account Business 

Development team “RBDMs” (Regional Business Development Managers)  
K. Conduct a quarterly dedicated companywide Public Sector/OMNIA partners 

focus activity (One quarter in 2022). 
L. Dedicated OMNIA internet web-based homepage with: 

a. OMNIA / AutoZone Logos 
b. Link to OMNIA website 
c. Summary of contract and services offered 
d. Due Diligence Documents including, copy of solicitation, copy of 

contract and any amendments, marketing materials 
 

 

ALLDATA will conduct the following 

A. ALLDATA has 11 Regions. The first communication will take place via 
Microsoft TEAMS conference call to all regions to discuss the contract award 
and cooperative benefits. 

B. A co-branded press release within the first 30 days or inclusion with AutoZone’s 
press release. 



 
C. Dedicated campaign communication to ALLDATA’s 105 Business Solutions 

Managers “BSMs” twice yearly. 
D. Information page on ALLDATAs internal portal with details of the program for 

visibility and reference. 
E. Collaborative training with AutoZone when possible. 
F. OMNIA Connect portal training with Regional Sales Managers. 
G. Participate in OMNIA Partners focus activities with AutoZone . 
H. Dedicated OMNIA Partners internet web-based link with: 

a) OMNIA Partners/ALLDATA logos 
b) Link to OMNIA Partners website 
c) Summary of ALLDATA portion of the contract 

 
 
 
 

B. Provide a detailed ninety-day plan beginning from award date of the Master Agreement 
describing the strategy to market the Master Agreement to current Participating Public 
Agencies, existing Public Agency customers of Supplier, as well as to prospective Public 
Agencies nationwide immediately upon award, to include, but not limited to:  

i. Creation and distribution of a co-branded press release to trade publications  
ii. Announcement, Master Agreement details and contact information published on the 
Supplier’s website within first 90 days  
iii. Design, publication and distribution of co-branded marketing materials within first 90 
days  
iv. Commitment to attendance and participation with OMNIA Partners at national (i.e. 
NIGP Annual Forum, NPI Conference, etc.), regional (i.e. Regional NIGP Chapter 
Meetings, Regional Cooperative Summits, etc.) and supplier-specific trade shows, 
conferences and meetings throughout the term of the Master Agreement  
v. Commitment to attend, exhibit and participate at the NIGP Annual Forum in an area 
reserved by OMNIA Partners for partner suppliers. Booth space will be purchased and 
staffed by Supplier. In addition, Supplier commits to provide reasonable assistance to 
the overall promotion and marketing efforts for the NIGP Annual Forum, as directed by 
OMNIA Partners.  
vi. Design and publication of national and regional advertising in trade publications 
throughout the term of the Master Agreement  
vii. Ongoing marketing and promotion of the Master Agreement throughout its term (case 
studies, collateral pieces, presentations, promotions, etc.)  
viii. Dedicated OMNIA Partners internet web-based homepage on Supplier’s website 
with:  
• OMNIA Partners standard logo;  

• Copy of original Request for Proposal; 
• Copy of Master Agreement and amendments between Principal Procurement Agency 
and Supplier;  

• Summary of Products and pricing;  

• Marketing Materials  

• Electronic link to OMNIA Partners’ website including the online registration page;  

• A dedicated toll-free number and email address for OMNIA Partners  



 
 
AUTOZONE 

A. The contract will be marketed through AutoZone’s sales force, RCSMs 
“Regional Commercial Sales Managers”, TSMs “Territory Sales Manager” 
through in person sales calls and our commercial store staff through 
outbound sales call campaign. We will also utilize AutoZone’s Commercial 
Sales Call Center (outbound calls). All active existing OMNIA member 
customers in our portfolio will be segmented and visited by our outside sales 
force for immediate follow-up. 

B. We will identify and provide additional leads to our sales force from the 
OMNIA connect portal on high active cooperative using agencies that fit our 
business model, we will target the top 20 for each AutoZone region.  

C. Target lists would be distributed to Territory Sales Managers with a call- to-
action for immediate follow-up. 

D. Direct mail campaigns to current AutoZone serviced agencies. 
E. Co-branded collateral pieces to be shared with our internal sales force. 
F. Actively participate in various public sector trade shows. 
G. New marketing collateral developed, and AutoZone’s website enhanced to 

include all pertinent information, regarding the OMNIA Partners contract. 
H. Dedicated OMNIA Partners proposition flyer to be shared with all agencies.  

 
ALLDATA 

A. The contract will be marketed through ALLDATA’s sales force, Regional 
Sales Managers and Business Solutions Managers (Field and Inside Team) 
through outbound sales calls and live appoints/visits. We will also utilize 
AutoZone’s Commercial Sales Call Center (outbound calls). 

B. We will identify and provide additional leads to our inside and outside Sales 
Tea, from the OMNIA Connect portal on high active cooperative using 
agencies that fit our business model, specifically with those leads showing 
AutoZone spend last YTD or current YTD. 

C. Target list will be sent to Regional Sales Managers to filter and distribute to 
their respective Business Solutions Managers.  

D. Co-branded collateral pieces to be shared with our internal sales force. 
E. Actively participate with AutoZone in public sector trade shows when 

possible. 
 
C. Describe how Supplier will transition any existing Public Agency customers’ accounts to the 
Master Agreement available nationally through OMNIA Partners. Include a list of current 
cooperative contracts (regional and national) Supplier holds and describe how the Master 
Agreement will be positioned among the other cooperative agreements.  
 

A. AutoZone’s and ALLDATA sales force will conduct strategic sales calls to all agencies. 
B. Communicate the benefits of cooperative purchasing. 
C. OMNIA contract would be marketed as a vehicle to forgo the expensive and time-

consuming bid process (e.g. a piggy-backable contract). 
D. AutoZone and ALLDATA do not participate in any other cooperative contracts. 

 
 



 
D. Acknowledge Supplier agrees to provide its logo(s) to OMNIA Partners and agrees to provide 
permission for reproduction of such logo in marketing communications and promotions. 
Acknowledge that use of OMNIA Partners logo will require permission for reproduction, as well.  
 

A. AutoZone and ALLDATA agree to provide OMNIA partners its logo(s) to utilize in 
marketing communications and promotions. 
 

 
E. Confirm Supplier will be proactive in direct sales of Supplier’s goods and services to Public 
Agencies nationwide and the timely follow up to leads established by OMNIA Partners. All sales 
materials are to use the OMNIA Partners logo. At a minimum, the Supplier’s sales initiatives 
should communicate:  
 

i. Master Agreement was competitively solicited and publicly awarded by a Principal 
Procurement Agency  
ii. Best government pricing  
iii. No cost to participate  
iv. Non-exclusive  

 
 

A. AutoZone agrees to proactively communicate sales deals and dedicated services to 
public sector agencies nationwide through local store staff, Regional Business 
Development Managers and Territory Sales Managers. 

B. ALLDATA agrees to proactively communicate sales deals to public sector agencies 
nationwide through Regional Sales Managers and Business Solutions Managers. 
 

 
 
F. Confirm Supplier will train its national sales force on the Master Agreement. At a minimum, 
sales training should include:  
 

i. Key features of Master Agreement  
ii. Working knowledge of the solicitation process  
iii. Awareness of the range of Public Agencies that can utilize the Master Agreement 
through OMNIA Partners  
iv. Knowledge of benefits of the use of cooperative contracts  

 
A. AutoZone agrees to conduct OMNIA Partners specific training with all Regional Business 

Development Managers and all 60 AutoZone regions to include regional sales teams 
(RMs/RCSMs/DMs/TSMs). Communicate knowledge and benefits of cooperative usage 
and provide OMNIA Connect portal training/credentials.  

B. ALLDATA agrees to conduct OMNIA Partners specific training with all Regional Sales 
Manager and Business Solutions Managers Communicate knowledge and benefits of 
cooperative usage and provide OMNIA Connect portal training/credentials.  

 
 
 
 



 
G. Provide the name, title, email and phone number for the person(s), who will be responsible 
for:  

i. Executive Support  
ii. Marketing  
iii. Sales  
iv. Sales Support  
v. Financial Reporting 
vi. Accounts Payable  
vii. Contracts  

A. AutoZone will assign a single point of contact for the OMNIA partners cooperative 
contract for all the above functional groups. Shant Aslan, shant.aslan@autozone.com 
(310) 901-1751. 

 
 
H. Describe in detail how Supplier’s national sales force is structured, including contact 
information for the highest-level executive in charge of the sales team.  

 
 Shant Aslan – Business Development Manager Public Sector (single point contact) 
 

National Account sales team has multiple layers to ensure response and coverage for customers 
of every size and demographic. 

 

   
 

 
 
 
I. Explain in detail how the sales teams will work with the OMNIA Partners team to implement, 
grow and service the national program.  
 

A. AutoZone’s sales force will have updated OMNIA Regional Manager (RM) listing to 
utilize for lead sharing and joint call activity when applicable. We will utilize OMNIA 
Connect portal to identify new opportunities and engage the OMNIA RMs when 
necessary. Share sales material and program updates on regular bases with OMNIA 
RMs.  

B. ALLDATA sales force will have updated OMNIA Partners RM listing to utilize lead 
sharing and joint calls/visits with Business Solutions Managers when applicable. We will 
utilize OMNIA Partners portal to identify new opportunities and engage the OMNIA RMs 
when necessary. Share sales material and program updates with RMs as needed. 

 



 
I. Explain in detail how Supplier will manage the overall national program throughout the term of 
the Master Agreement, including ongoing coordination of marketing and sales efforts, timely 
new Participating Public Agency account set-up, timely contract administration, etc.  
 

A. Assigned single point of contact to make certain all initiatives are executed and to  
assist in navigating the AutoZone sales force and functional teams. 

B. Ongoing AutoZone’s sales force engagement and collaboration with OMNIA RMs to 
communicate cooperative benefits to agencies. 

C. AutoZone has established fast and easy process for new account set up, that requires 
no credit application to be filled out.  

D. Distribute marketing material on regular bases to all agencies, to include new product 
updates (Line card) and monthly/quarterly deals and specials. 

E. Highlight OMNIA Connect portal utilization, identify key participating agencies as leads 
for the sales force. 
 

 
 
J. State the amount of Supplier’s Public Agency sales for the previous fiscal year. Provide a list 
of Supplier’s top 10 Public Agency customers, the total purchases for each for the previous 
fiscal year along with a key contact for each.  
 

A. AutoZone’s total Public Sector agency sales for FY2021 were $24MM, below are the top 
10 agencies from FY2021 

  

      
 

 
 
 
 
 
 
 
 
 
 
 
 

Agency Name Sales Contact Name 

CITY OF OXNARD PO7610 FLEET SERVICS DIV 523,824.83$ Cynthia Baughman
SOUTHWEST CAREER COLLEGE 206,453.46$ CHRIS ARRIOLA

CITY OF AUSTIN SERVICE CENTER #1 162,668.45$ VIRGINIA WHITAKER
WALLACE STATE COMMUNITY COLLEGE 148,567.61$ MARK BOLIN

CITY OF JACKSON N AZ 137,491.34$ DIANNA DAVIS
COUNTY OF HIDALGO SHERIFFS OFF 109,634.46$ MONICA HINOJOSA
POMONA UNIFIED SCHOOL DISTRICT 100,346.76$ NATHANIEL HOLT
CITY OF AUSTIN SERVICE CENTER #5 89,420.92$   TONY FIRKINS

CITY OF BARTLETT 83,087.10$   ANGELA MILLER
CITY OF SIOUX CITY 82,926.28$   DARREL BULLOCK



 
K. Describe Supplier’s information systems capabilities and limitations regarding order 
management through receipt of payment, including description of multiple platforms that may be 
used for any of these functions.  
 

F. Electronic ordering through autozonepro.com account setup (AZPRO). 
G. Electronic ordering through 3rd party punch out platforms.  
H. Call to Store. 
I. In Person ordering and pick up – ID requirements.  
J. Invoicing options: 

a. PO requirements available 
b. Invoices hand delivered to shop with items. 
c. Daily/Monthly Invoice file email available. 
d. Invoice reprints/Statements available through AZPRO. 
e. Emailed statements 

 

Payment Terms & acceptable payment methods: 

D. AZPRO Bill Pay – Credit Card/Electronic Check 
E. ACH/Single Use Credit Card 
F. Checks 

 
 
L. Provide the Contract Sales (as defined in Section 10 of the OMNIA Partners Administration 
Agreement) that Supplier will guarantee each year under the Master Agreement for the initial 
three years of the Master Agreement (“Guaranteed Contract Sales”).  
$_______.00 in year one  
$_______.00 in year two  
$_______.00 in year three  
To the extent Supplier guarantees minimum Contract Sales, the Administrative Fee shall be 
calculated based on the greater of the actual Contract Sales and the Guaranteed Contract 
Sales.  
 
 
M. Even though it is anticipated many Public Agencies will be able to utilize the Master 
Agreement without further formal solicitation, there may be circumstances where Public 
Agencies will issue their own solicitations. The following options are available when responding 
to a solicitation for Products covered under the Master Agreement.  
 

i. Respond with Master Agreement pricing (Contract Sales reported to OMNIA Partners).  
ii. If competitive conditions require pricing lower than the standard Master Agreement 
not-to-exceed pricing, Supplier may respond with lower pricing through the Master 
Agreement. If Supplier is awarded the contract, the sales are reported as Contract Sales 
to OMNIA Partners under the Master Agreement.  
iii. Respond with pricing higher than Master Agreement only in the unlikely event that the 
Public Agency refuses to utilize Master Agreement (Contract Sales are not reported to 
OMNIA Partners).  
iv. If alternative or multiple proposals are permitted, respond with pricing higher than 
Master Agreement, and include Master Agreement as the alternate or additional 
proposal.  



 
 
Detail Supplier’s strategies under these options when responding to a solicitation. 

 
 
A. AutoZone’s intention will be to respond with the OMNIA partners cooperative 

contract agreement and pricing which is a very competitive proposal. 
B. If competitive conditions require pricing lower than the standard agreement pricing, 

AutoZone may respond with a lower price and report sales as contract sales to 
OMNIA partners under the master agreement. 
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ENVIRONMENTAL  
RESPONSIBLITY
AtAutoZone,wetakeour responsibility for theenvironmentseriously. Weseek 
tomeet theneeds of thepresent whileprotecting our futurebypracticing 
environmental responsibility everydayand driving compliance withapplicable 
environmental laws and regulations whereverwedo business.

We utilize multiple methods,  
resources and controls to deploy  
initiatives and policies to enhance  
the safety,health and environment  
in our stores, DCs and Support  
Centers. These include,but are not  
limited to,an Environmental Safety 
&Health Policy and training and  
engagement measures developed  
by third-party experts.

Our stores, DCs and transportation fleet are major recyclers of used lead 
batteries, used oil, scrap metal, cardboard, plastic and wood pallets. To 
minimize waste and protect the environment, we follow best practices for 
disposing of chemical products and hazardous waste items.

Our DCs recycle approximately 802,000 wood pallets, 1,000 tons of plastic, 
21,000 tons of cardboard and 17,000 tons of steel annually. The wood  
pallets are reused and then recycled at our DCs. Steel, plastic and cardboard 
are recycled through third-party vendors that specialize in handling these 
materials. These efforts prevented more than 170,000 metric tons of 
greenhouse gas (GHG)emissions.

PEOPLE INVOLVEMENT GOVERNANCE
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CUSTOMER RECYCLING

At AutoZone, we make it simple for customers to protect the environment by providing a safe and easy 
way to dispose of used oil, batteries and car parts. We offer one of the largest recycling programs in 
the U.S. for these items. Customers can recycle automotive batteries, oil and oil filters, cores from 
remanufactured parts, and damaged merchandise by simply dropping items off in our stores.

SUPPORTING NON-PROFITS WITH EXCESS INVENTORY

We donate excess inventory to non-profit organizations. To-date,we have donated over 100 pallets of 
parts and products to more than a dozen non-profits or small businesses across the U.S.

Additionally, we are a member of the National Safety Council (NSC), America’s largest non-profit safety
advocate. We utilize the NSC membership to track current trends, data, training concepts and 
key metrics.

In partnership with Good360, in FY2020 we donated pallets of oil, chemicals and 
cleaning supplies to a well-known Oregon non-profit organization, serving its 
community by offering automotive training to individuals seeking employment in the 
automotive fieldand by performing quality car services at a fair price.

we recycled 
over

12million
gallons

of oil

we collected 
nearly

900,000
oil filters for recycling

we recycled 
over

66,000
tons

of used and worn out auto parts  
to suppliers to be recycled and  

remanufactured

we recycled

346,000
tons

of batteries back to suppliers to  
be recycled and remanufactured

FY2020 RECYCLING FACTS

STARTINGLINE ABOUTAUTOZONE COVID-19 SUSTAINABILITY PEOPLE INVOLVEMENT GOVERNANCE
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ECOFRIENDLY PHYSICAL BUILDING INITIATIVES

We utilize many energy efficiency programs and environmental, health and
safety initiatives in select stores and DCs including but not limited to:

• Centrally managed Energy Management System that controls heating and 
air-conditioning systems (HVAC) and lighting

• LED sensor-enabled interior lighting

• LED exterior and sign lighting
• Developed annual EH&S training for stores and DCs

• Energy-efficient roofing that reduces heat buildup during summer months

• Weather sealing on doors

• HVAC upgrades with peak power reduction

• Third-party energy conservation audits in DCs

• Energy-efficient dock doors in Arizona DC

• Fast-closing overhead doors in Florida DC

• Replaced power industrial equipment battery chargers with more efficient
battery chargers

• Created AutoZoner Environmental, Health and Safety (EH&S) manual, 
which provides policies, guidance and procedures to manage store EH&S 
programs including segregating certain waste streams by colored buckets 
(Bucket Program), used oil and filter recycling program, and hazardous 
materials management plan (atmost stores)

We continually challenge ourselves to reduce energy costs despite the growing 
square footage of stores and DCs.

Our goal is to decrease Scope 1and Scope 2 energy-related emissions from our U.S. business – that is, our stores, DCs and SSC – by 15% by 2025
(from a 2019 baseline). This means that we commit to decreasing the emissions produced by the burning of fuel to heat our U.S. business and the
electricity to light and cool them by15% over the next four years.
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SUSTAINABILITY EMISSIONS GOALS

We have started a partnership with a global specialist in  
sustainability and efficiency, and are collaborating to develop 
and act on specific short, medium and long term sustainability
goals including, for example, GHG reduction targets. This includes 
creating a consistent approach to monitoring and measuring 
progress. We have started by quantifying the GHG emissions that 
we produce as part of doing business.

The main sources of AutoZone’s emissions are categorized into  
two types, or ‘Scopes,’ as defined by the GHG Protocol. Scope 1 
measures are emissions produced from burning fuels to heat our
U.S. business. Scope 2 measures are emissions that are created 
when generating the electricity that we use to power our U.S.  
business. Most of our emissions come from the electricity used in  
our U.S. business.

As a global corporate citizen, it is our responsibility to understand 
our environmental footprint and the impact that heating our 
stores and powering them has on the world. We have committed 
to conducting a yearly GHG emissions inventory with an aim to 
periodically update our stakeholders on our progress. We are 
also taking action to decrease the Scope 1and 2 energy-related 
emissions stemming from our U.S. business by 15% by 2025.

Scope Activities Emissions (MT
CO2e)

Scope 1 Natural gas and propane combusted for heating 31,365
Scope 2 Electricity consumed 189,672

14%

86%

FY2020 Scope 1&2 Emissions

Scope 1 Scope 2

Table1:AutoZone US FY2020 Emissions
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Our goal reflects our commitment to Go the Extra Mile for our local and global communities.
This 15% decrease in emissions is equivalent to:

• Avoiding charging over 4 billion smartphones

• Preventing burning nearly 37 million pounds of coal

• Planting nearly 41,000 acres of trees

Our goal is both ambitious and achievable, reflecting the current energy saving projects
that are already planned and budgeted for, as well as the greening (that is, more use of
renewable power)of the U.S. electricity grid.
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We plan to achieve our GHGemissions reduction 
goal by implementing energy-savings programs 
across our U.S. stores and DCs. Many of these  
programs are already underway and delivering 
positive results. Despite our store footprint 
growth of 2.65% between FY2019 and FY2020,  
our emissions stayed level, increasing just 0.07%  
over that time and, on a per square foot basis, we  
produced 2.57% fewer emissions in FY2020 than  
in FY2019.

We will continue to realize emissions reductions 
through projects such as:

• Installing over 27,000 MWh of rooftop  
solar panels

• Replacing over 1.1million lightbulbs across  
nearly 3,000 stores with more efficient  
lightbulbs, resulting in nearly 39,000 MWh of  
energy saved per year

• Replacing rooftop HVAC blower motors with  
more efficient Software Smart Motor systems, 
which will save up to 52,000 MWh
of energy annually

These initiatives alone are expected to avoid over 
50,000 MT of CO2emissions. The emissions  
expected to be reduced through these projects, 
and together with the projected greening of the

U.S. electricity grid, combine to more than  
achieve our goal, even with our expected healthy 
growth in the number of stores, hubs and
Mega Hubs.



AutoZone Corporate Social Responsibility Report 202126

OUR FACILITIES SAVE MILLIONS  
OFkWh OFENERGY PER YEAR

We continue to pilot new concepts and deliver 
a disciplined energy savings approach based  
on strategic initiatives like LED lighting, roof  
replacements, rooftop solar, thermostat locks, 
and weather stripping around doors in our  
stores. To date with these initiatives, except  
for FY2020, we have reduced kWh usage per  
square foot by 33% and avoided using nearly 2  
billion kWh since 2007.

kWh per square foot increased in FY2020  
primarily because of increased HVAC usage  
in our stores in response to COVID-19. For  
example,temperature set points were  
lowered in March 2020 due to face covering  
requirements that made stores less  
comfortable for AutoZoners and customers 
and increase in customer traffic count  
resulted in frequent door opening/closings.

WITH THE EXCEPTION OF FY2020, WE HAVE  
BEEN ABLE TOREDUCE kWh YEAR  
OVER YEAR EVEN THOUGH WE CONTINUE  
TOADD ADDITIONAL STORES AND  
SQUARE FOOTAGE.
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RENEWABLE ENERGY INVESTMENTS

In 2020, AutoZone made significant investments in solar power in six 
states— Massachusetts, Minnesota, Missouri, North Carolina, Vermont, 
and South Carolina. AutoZone’s commitment to solar investment sets the 
stage for over 1.5billion kWh of fossil fuel offsetting solar power to be 
delivered over the life of the projects. The impact of the lifetime generation 
of electricity from over 140,000 solar panels, installed across six states,  
equates to meaningful GHG impacts.

• The number of CO2emissions AutoZone offsets is equivalent to 13,772
tankers worth of gasoline used.

• GHGemissions avoided equates to 50,500 garbage trucks of waste that
was recycled instead of landfilled.

• Carbon sequestration power of the annual capability of 1,275,000 acres 
of forests.

ONTHE HORIZON

We continually look for ways to improve and plan to test new technologies to 
further reduce our energy and water usage footprint including:

• Installing rooftop solar panels to offset up to71% of the location’s annual 
energy spend on select sites such as California, Massachusetts, New 
Jersey and Rhode Island with other states expected in the future.

• Select stores in Texas have smart irrigation and receive real-time visibility 
to leaks to prevent over/under-wateringwith stores in other states to be 
added in the future.

ALLDATA’s Support Center in Elk Grove, California, was constructed in 2008 and incorporates many environmentally friendly features including the
installation of reclaimed water irrigation systems, use of drought-tolerant natural vegetation, specialty heating and ventilation systems to improve
energy efficiency,and motion sensor-enabled fluorescent lighting.

STARTINGLINE ABOUTAUTOZONE COVID-19 SUSTAINABILITY PEOPLE INVOLVEMENT GOVERNANCE
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WE WILL BE SAFETODAY

A safe working environment is one of the many ways we  
demonstrate one of our core Values, Cares About People.We  
continuously strive to improve workplace safety by utilizing  
data to understand opportunities. We use data to update 
and deliver more responsive training, communications, and 
processes to AutoZoners.

We verify weekly that every light-duty fleet vehicle has a 
working telematics device for GPS tracking. This provides 
a solid foundation for unsafe driving alerts and key  
performance indicators reporting provided to leadership.

We believe that safety starts with leadership and positive 
recognition drives effective behaviors. Annually, we celebrate 
our safest and most improved regions and DCs announcing  
“Safest Region”,“Most Improved Region”,and “Safest DC of 
the Year”at our National Sales Meeting.

WORKPLACE SAFETY,  
TRANSPORTATIONAND EMISSIONS

STARTINGLINE ABOUTAUTOZONE COVID-19 SUSTAINABILITY PEOPLE INVOLVEMENT GOVERNANCE
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VEHICLE SAFETYAND EMISSIONS

AutoZoners who deliver store orders using over-the-road tractors 
are trained extensively before operating any AutoZone over-the-road
private fleet tractor. This training underscores safe driving techniques
and reinforces procedures for reducing fuel use and emissions.

We are proud to announce a reduction in our over-the-road private 
fleet preventable collisions of 8% for 2020, all while keeping our total 
miles driven flat versus last year.Our continued efforts in technology 
and personal one-to-one coaching are imperative to our success for  
the safety of our AutoZoners while out on the road delivering WOW! 
Customer Service!

Our store fleet safety program is based on utilization of telematics 
data to identify unsafe driving behaviors. This leading indicator 
system is designed to prevent collisions from occurring by alerting 
management for coaching opportunities with our drivers. In 2019, 
our store Commercial fleet reported a 7.75preventable collision rate
(calculated by total preventable collisions, times 1,000,000, divided by 
miles driven).
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INNOVATIVE TRACTOR-TRAILER FLEET

We have lowered fuel consumption and GHG emissions by investing in technologies like 
solar charging and auxiliary power units, which also keep our drivers comfortable and 
improve lift gate performance.

Transportation Fleet  
2020 Highlights
• Improved miles per gallon (MPG) by an additional 8% 

or .56 miles per gallon with the introduction of 
automatic transmissions to the fleet in 2018.

•All tractor-trailers use Strehle TrailerBlades or 
aero skirts that are SmartwayVerifiedand meet  
the CaliforniaAir Resource Board GHS standards. 
These blades/skirts improve MPG by an additional
5.5%, which has reduced annual fuel consumption by 
500K gallons on average each year.

• Implemented Battery Powered auxiliary power 
units in 2018 eliminating the need for
diesel-powered generator systems to provide climate 
control to the sleeper tractors during overnight stays 
reducing diesel fuel consumption by 300 gallons per  
tractor or 35,100gallons annually and idle time from  
13% to below11%.

• Introduced solar charging technology on tractors in 
2019 to power tractor-trailer lift gates used in
store deliveries.

STARTINGLINE ABOUTAUTOZONE COVID-19 SUSTAINABILITY PEOPLE INVOLVEMENT GOVERNANCE

BENEFITS OFIN-CAB TECHNOLOGY  
AND LOWERING FUELCONSUMPTION
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Qualification and Experience  
 

i. Provide a brief history of the Offeror, including year it was established and corporate office 
location.  

 

 In 1979, the first AutoZone was established in Forrest City, Arkansas, under the name of 
Auto Shack.  

 In 1987, the company name was changed from Auto Shack to AutoZone. 
 In 1989, AutoZone implements the first SMS stocking system for the auto parts industry in 

order to enhance the “in-stock” condition of parts for our customers. 
 In 1991, AutoZone stock (AZO) debuts on the New York Stock Exchange. Additionally, 

AutoZone becomes the first auto parts provider to register all customer warranties into a 
single database. We are still the only provider of this service today in the auto parts industry. 

 In 1994, The AutoZone satellite broadcast system debuts, which allows stores and locations 
across the country to access product inventory from multiple shipping locations. 

 In 1995, the 1,000th AutoZone store is opened. Duralast and Duralast Gold batteries are 
introduced to the auto parts industry. 

 In 1996, the new www.autozone.com website is launched along with a dedicated vertical 
management team for the commercial automotive parts market. AutoZone acquires 
ALLDATA, the leading software provider of automotive diagnostic and repair information. 

 In 1999, AutoZone obtains Fortune 500 ranking for the first time. AutoZone has improved its 
ranking on the Fortune 500 list every year since the initial listing. 

 In 2004, founder Pitt Hyde was inducted into the Automotive Hall of Fame. Pitt set a 
precedent as the first aftermarket retailer to be inducted. 

 In 2002 AutoZone launched its dedicated national account team. 
 In 2007, AutoZone exceeds $6.2 billion in revenue and opens its 4,000th store in Houston, 

Texas. 
 In 2016, AutoZone exceeds $10 billion in revenue. 
 In 2017 AutoZone exceeds $2 billion in commercial sales. 
 In 2020 AutoZone launches commercial APP. 
 In 2020 AutoZone exceeds $12.5 billion in revenue. 
 Corporate office location: 123 S. Front St, Memphis, TN 38103 

 

 

 
 

ii. Describe Offeror’s reputation in the marketplace.  
 
AutoZone strives in providing WOW! Customer service to all segments of our operation, our retail 
stores, distribution centers and store support centers. Our goal is to meet and exceed all customers 
expectation by providing loyal trustworthy advice. Because we know our business partnerships 
reflect our reputation and culture, we put serious thought into where we purchase the products and 
services that keep our business running. We seek out only ethical, law-abiding suppliers, and when 
we find companies that meet our high standards, we work with them to establish lasting 
relationships. Our strong financial standing is a big testament reflecting our mission in providing 
outstanding customer service.  
 
 
 



 

 
iii. Describe Offeror’s reputation of products and services in the marketplace.  

 
AutoZone is a leading distributor of automotive replacement parts and accessories in the United 
States with over 6,000 stores across 50 states, the District of Columbia, and Puerto 
Rico.  Commercial customers have access to AutoZone’s ‘hot-shot’ delivery program including 
discounts on more than 750,000 SKUs. AutoZone is the exclusive provider of Duralast OE-quality 
aftermarket parts as well as ALLDATA Repair, the industry-leading OE repair information software. 
 

iv. Describe the experience and qualification of key employees.  
 
AutoZone hires highly motivated, energetic, and experienced employees to ensure we provide 
WOW customer service in all our stores. We promote and highly encourage our parts specialists to 
become ASE certified in many categories specially Parts. We have a minimum of 1 ASE parts 
certified employee in each AutoZone store location. Our commercial and wholesale department 
operates as its own entity within our store with dedicated staff to service our commercial/wholesale 
customers. Additionally, we have a national sales team to support state level customer’s needs.   

  
v. Describe Offeror’s experience working with the government sector.  

 
AutoZone provides WOW customer service to all public sector agencies that currently have an 
account with our stores, through hot shot delivery and competitive public sector national account 
program and pricing. Pricing available through www.autozonepro.com. 
AutoZone awarded multiple aftermarket parts contracts with various size agencies, City of Oxnard, 
State of Arkansas, City of Anaheim, State of North Carolina, State of Mississippi to name few.  
 

vi. Describe past litigation, bankruptcy, reorganization, state investigations of entity or current 
officers and directors. 

 
A. AutoZone has approximately 6,000 retail stores and 100,000 employees throughout the 

world and periodically receives notice of filed lawsuits in the ordinary course of business. 
Any material litigation can be found in AutoZone's public filings. 

 
vii. Provide a minimum of 5 customer references relating to the products and services within this 

RFP. Include entity name, contact name and title, contact phone and email, city, state, years 
serviced, description of services and annual volume.  

 
1. Entity Name: OMNIA Partners  

Contact Name and Title: Scott Wynne, Senior Director Partner Development  
City and State: Franklin, TN.  
Phone Number: 615‐431‐1102 
Years Serviced: 10 years 
Description of Services: Current AutoZone Cooperative contract holder  

Annual Volume: $16MM  
 

2. Entity Name: State of Arkansas  
Contact Name and Title: John Leverett, State Procurement  
City and State: Little Rock, AR.  
Phone Number: 501‐683‐2222 
Years Serviced: 2 years 
Description of Services: Parts, accessories, chemicals, shop supplies, tools/equip 

Annual Volume: $200K 



 

 
3. Entity Name: State of Mississippi  

Contact Name and Title: Billy Beard, Director, Fleet Management   
City and State: Jackson, MS.  
Phone Number: 601‐359‐5171 
Years Serviced: 4 years 
Description of Services: Parts, accessories, chemicals, shop supplies, tools/equip 

Annual Volume: $885K 
 

4. Entity Name: City of Anaheim 
Contact Name and Title: Maria Rodriguez, Buyer  
City and State: Anaheim, CA. 
Phone Number: 714‐765‐5218 
Years Serviced: 8 years 
Description of Services: Parts, accessories, chemicals, shop supplies, tools/equip 

Annual Volume: $100K 
 

5. Entity Name: City of Oxnard  
Contact Name and Title: Patricia Garcia, Purchasing 
City and State: Oxnard, CA 
Phone Number: 805‐385‐7538 
Years Serviced: 2 years 
Description of Services: Parts, accessories, chemicals, shop supplies, tools/equip 

Annual Volume: $520K 
 

6. Entity Name: City of Austin 
Contact Name and Title: Bridney Stewart, Procurement  
City and State: Austin, TX.  
Phone Number: 512‐974‐3127 
Years Serviced: 2 years 
Description of Services: Parts, accessories, chemicals, shop supplies, tools/equip 

Annual Volume: $98K 
 
 

viii. If Offeror anticipates Participating Public Agencies will sign a service agreement, Offeror 
must include their company’s standard service agreement with their RFP response.  

 
A. AutoZone does not perform or provide any service-related offerings, only aftermarket and 

OEM parts sales.  
 

 
Provide any additional information relevant to this section.  
 
 
 
 
 
 



 
 

AutoZone / ALLDATA Value Add 

 

AutoZone is the leading retailer and a leading distributor of automotive replacement parts and 
accessories in the Americas. Each AutoZone store carries an extensive product line for cars, 
sport utility vehicles, vans and light trucks, including new and remanufactured automotive hard 
parts, maintenance items, accessories, and non-automotive products.  Many stores also have a 
commercial sales program that provides commercial credit and prompt delivery of parts and 
other products to local, regional and national repair garages, dealers, service stations and public 
sector accounts. We also have commercial programs in Mexico and Brazil. AutoZone also sells 
the ALLDATA brand diagnostic and repair software through www.alldata.com and 
www.alldatadiy.com. Additionally, we sell automotive hard parts, maintenance items, 
accessories, and non-automotive products through www.autozone.com and our commercial 
customers can make purchases through www.autozonepro.com. We also provide product 
information on our Duralast branded products through www.duralastparts.com. AutoZone does 
not derive revenue from automotive repair or installation. 

AutoZone owns more than 6,000 locations (no franchises or independents) and has 
more than 100,000 employees. 

ALLDATA is the industry’s #1 choice for unedited mechanical and collision OEM repair 
information, diagnostic tools, shop management software, and support services, trusted by 
more than 400,000 technicians in over 115,000 shops worldwide. 

Reporting Capabilities 

AutoZone prides itself on capturing data and reporting data in an easy-to-read format. Reporting 
is typically published quarterly but could be made available monthly. AutoZone has a plethora of 
reports available to Public Sector partners, and customization is also an option, when a 
standard report doesn’t suffice. 

It’s not uncommon for Public Sector partners to consider reporting requests as ad hoc, when the 
reports are standardized reports in the AutoZone-world. However, AutoZone is very flexible 
when it comes to providing value to its partners, through customized reporting, or other means.  

Project Staffing and Organization 

AutoZone has a single point-of-contact for Public Sector Business in sales and account 
receivables. 

In addition, we have dedicated commercial staff to offer additional support where needed. 
Regional Manager, Regional Commercial Sales Manager, Territory Sales Manager, Commercial 
Sales Manager, District Managers and Store Managers all align on customers’ needs to ensure 
complete satisfaction.  

AutoZone does not use resellers or subcontractors. AutoZone, and potentially ALLDATA (an 
AutoZone company) will fulfill the requirements. 



 
 

 

Quality Control (QC) and Quality Assurance (QA) 

AutoZone offers one of the best warranties and labor claim reimbursement policies in the entire 
industry. AutoZone is able to offer these incredible programs, because of the high-quality of 
AutoZone product. As the largest aftermarket provider in the industry, AutoZone could not afford 
to offer inferior product quality. Rest assured . . . when AutoZone parts are installed, there’s a 
high comfort-level. 
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