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Appendix B 

TERMS & CONDITIONS ACCEPTANCE FORM 

Signature on the Offer and Contract Signature form certifies complete acceptance of the terms 
and conditions in this solicitation and draft Contract except as noted below with proposed 
substitute language (additional pages may be attached, if necessary). The provisions of the 
RFP cannot be modified without the express written approval of Region 4 ESC. If a proposal 
is returned with modifications to the draft Contract provisions that are not expressly approved 
in writing by Region 4 ESC, the Contract provisions contained in the RFP shall prevail. 

Check one of the following responses: 

12<1 Offeror takes no exceptions to the terms and conditions of the RFP and draft Contract. 

(Note: If none are listed below, it is understood that no exceptions/deviations are taken.) 

□ Offeror takes the following exceptions to the RFP and draft Contract. All exceptions must
be clearly explained, reference the corresponding term to which Offeror is taking exception
and clearly state any proposed modified language, proposed additional terms to the RFP
and draft Contract must be included:

(Note: Unacceptable exceptions may remove Offeror's proposal from consideration for
award. Region 4 ESC shall be the sole judge on the acceptance of exceptions and
modifications and the decision shall be final.

If an offer is made with modifications to the contract provisions that are not expressly
approved in writing, the contract provisions contained in the RFP shall prevail.)

Section/Page Term, Condition, or Exception/Proposed Modification Accepted 
Specification (For Region 4 

ESC's use) 



Products/Pricing

Price Sheet
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TAB 2 – PRODUCTS/PRICING 
 
 
a) Products/Pricing 

i. Offerors shall provide pricing based on a discount from a price list or catalog, or 

fixed price, or a co-efficient, or a combination of both with indefinite quantities. 

Prices listed will be used to establish the extent of an Offeror’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. Discounts proposed 

should remain the same for the first 12 months after the contract award. 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. 

 

Regarding products and pricing for Exterior Paving services, we have 
provided an attachment for line-item pricing with noted tabs for escalators 
depending on what state the intended work would be in.  
 

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 or Other Part # 

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

• Description 

• 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). 
 
Pricing is derived from current market standards. No discount is offered. 
 

iii. When a UPB is to be utilized, Offeror should include a state co-efficient for each 

state serviced to include both standard and non-standard hours. 

 

Co-efficient has been provided on PDF products and pricing attachment. 

 

iv. When hourly labor rates are to be utilized, Offeror should indicate the primary job 

titles with not to exceed hourly rates with any applicable discounts. 

 

Hourly rates are not applicable. 
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v. Is pricing available for all products and services? 
 
Pricing available per pricing document attached. 
 

vi. Describe any shipping charges. 
 
The intended pricing does not have per say Shipping charges as it relates to 
exterior paving services.  
 

vii. Provide pricing for warranties on all products and services. 
 
Warranties are in effect for 12 months from acceptance of the work by the 
entity. 
 

viii. Describe any return and restocking fees. 
 
Since this is for products and services related to construction pricing, there 
is no unit price for material items which require a restocking fee. 
 

ix. Describe any additional discounts or rebates available. Additional discounts or 

rebates may be offered for large quantity orders, single ship to location, growth, 

annual spend, guaranteed quantity, etc. 

 

There are no discounts that would apply within this RFP. 

 

x. Describe how customers verify they are receiving Contract pricing. 
 
NRP has an internal compliance officer working each CO-OP estimate to 
ensure that each line item follows approved line items and then verifies with 
RS Means pricing for each line item.  If out of compliance, they request 
revision to align with submitted pricing options. 
 

xi. Describe payment methods offered. 
 
NRP asks for payment options to be based on work performed, within a 
stated month, be paid within 15 days of receipt of NRP’s invoice for the 
month prior. 
 

xii. 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. 

 

NRP ask to review pricing every 6 months due to the violate market 

conditions and logistics issues that currently exist. 
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xiii. Describe how future product introductions will be priced and align with Contract 

pricing proposed. 

 

If NRP ask for, or an entity ask for, additional scope not previously priced 

during our initial offering NRP will evaluate market conditions scope of 

services requested and refer to current RS Means price format to ensure 

the client receives best value. 
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TAB 3 – PERFORMANCE CAPABILITY 
 

 
a) 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 or regional presence, describe how Offeror will 
educate its sales force about the Contract, describe how products and services will 
be distributed, include a plan for marketing the products and services nationwide, 
and describe how volume will be tracked and reported to OMNIA Partners. 
 
NRP has been performing national response for the construction industry 
since 2007.  We have developed a proven method on how to 
schedule/manage a national footprint such as exterior paving services will 
take.  With our dedicated staff to provide compliance reviews, project 
management, and a service department with 24/7/365 on call services, we 
excel at customer service.  
 
Our partners, now over 200, have proven their reliability to ensure total 
customer satisfaction on all fronts, from the sales process to final 
completion.  
 
We have developed a sales process flow chart that will be modified to align, 
if needed, with exterior paving offerings.  We will also have individual 
training seminars, for all (6) of our National Account Managers (NAMs), to 
educate each one on the exterior paving offering we would be available to 
bring on. With our sales team located in key cities around the US (3-Dallas, 
San Diego, Chicago, Philadelphia, and Tampa), NRP covers the entire US 
from those major points including Puerto Rico. 
 
Also, NRP has an in-house marketing department assisting our NAM’s with 
educating public entities on the use of and offerings within our approved 
OMNIA contracts.  This has proven to be a huge plus for our NAMs to draw 
from.  
  

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. 
 
No exceptions taken on Appendix D, Exhibit B, OMNIA Partners 
Administration Agreement. Will sign upon award. 
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iii. Include completed Appendix D, Exhibits F. Federal Funds Certifications and G. 

New Jersey Business Compliance. 
 
Documents completed and included. 
 

iv. Describe how Offeror responds to emergency orders. 
 
NRP takes service calls 24/7/365 days a year and responds accordingly.  
While Exterior Paving Services normally does not have emergency orders 
that need a less than 4-hour response, we could, dependent on situation, 
dispatch a crew to take precautionary measures to secure a site and then 
address with an action plan that would align with the entities desire.  This 
would be out of the normal contract pricing and would be negotiated upon a 
case-by-case situation. 
  

v. What is Offeror’s average Fill Rate? 
 
Fill rate is not applicable for this RFP. 
 

vi. What is Offeror’s average on time delivery rate? Describe Offeror’s history of 
meeting the shipping and delivery timelines. 
 
There is no set average time of delivery regarding Exterior site services.  
Each project stands on its own.  Regarding starting after PO received, we 
normally start a project within 10 business days of PO received and have 
completed projects within the scope and time allowed.  Regarding one of 
our largest projects in New York state, this project was a little more than 
$1.5 million in exterior services work and was completed within 6 weeks of 
PO received.  This required extreme coordination by all including additional 
crews working extended hours to accomplish this prior to the start of 
school at 3 sites. 
  

vii. Describe Offeror’s return and restocking policy. 
 
Due to the nature of the RFP, there is no restocking and return policy that 
would apply. 
 

viii. Describe Offeror’s ability to meet service and warranty needs. 
 
NRP’s service department that is available to take service or warranty calls.  
Depending on severity of request, we will respond within 4 hours of receipt 
of call during normal business hours and within 6 hours after normal 
business hours. 
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ix. Describe Offeror’s customer service/problem resolution process. Include hours of 
operation, number of services, etc. 
 
If after determination that it is a warranty claim, NRP within, 3 business days, 
will provide an action plan to be approved by the client for resolution. 
 

x. 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. 
 
NRP does and is willing to accept credit cards for payment.  Any project 
that has a transaction to be processed, by way of a credit card, will incur a 
2% additional fee to process the credit card payment.  If the owner wishes 
to follow along with standard payments terms, NRP offers that any work 
completed and approved by the owner, during a calendar month, will be 
invoiced at the end of the month.  The client has 15 days to forward 
payment by way of ACH to NRP. 
 

xi. Describe Offeror’s contract implementation/customer transition plan. 
 
Regarding contract implementation, NRP values each customer.  While 
contracts are a necessary item as part of the construction process, our (4) 
core values represent how we do business.  We utilize the contract for only 
ensuring each party is on the same page then it gets filed away.  We will take 
all exhaustive resources to work out any discrepancy.  Our feeling is to be 
over communicative when an issue arises and believe me issues will arise 
but nothing that cannot be overcome with clear and concise communication 
and the attitude of resolving in the best interest of the client relationship.  
Our partners have flow down provisions in their respective contacts that will 
align with each position within our master contact. We here at NRP value our 
partners as much as our clients.  Each firm represented within our 
relationship is valued at the highest level.  
 

xii. Describe the financial condition of Offeror. 
 
NRP, in 2021, had a record year in sales, profits, and final EBIDA for the 
year.  With this success, expectations and current indications are for 
another record year in sales, profits, and final EBIDA.  We have and will 
continue to have an extreme focus on all accounting efforts to align with 
expectations of our stake holders and employees.  
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xiii. 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. 
 
NRPs website, behind the scenes, is being updated and we expect the new 
site to launch May 2022. Currently you can go to 
www.nationalroofingpartners.com to find a link, within the website, to our 
Cooperative webpage.  This website allows for someone to ask for more 
information on NRP and/or CO-OP and is monitored by NRP 24/7/365 and 
an outside marketing firm. 
 

xiv. Describe the Offeror’s safety record. 
 
NRP has had NO recordable incidents in the past three (3) years.  Also, NO 
citations and or audits unfavorable to NRP in anyway from a governing 
entity over safety.  We pride ourselves in keeping this record clean and at 
the forefront of every person every day.  Our number one goal each day is to 
have each employee return home the same way or better than what they 
showed up for that day.  
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Exhibit A 
Response for National Cooperative Contract 

 
1.0 Scope of National Cooperative Contract 

 
Capitalized terms not otherwise defined herein shall have the meanings given to them in the 
Master Agreement or in the Administration Agreement between Supplier and OMNIA 
Partners. 
 
1.1 Requirement 

 
Region 4 Education Service Center (hereinafter defined and referred to as “Principal 
Procurement Agency”), on behalf of itself and the National Intergovernmental 
Purchasing Alliance Company, a Delaware corporation d/b/a OMNIA Partners, Public 
Sector (“OMNIA Partners”), is requesting proposals for Exterior Surfacing Products, 
Services, and Paving Solutions. 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, secondary 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 each 
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. 

 



Exterior Surfacing Products,  
Services, and Paving Solutions 
Solicitation Number 22-09 
 
 

Tab 3 – Performance Capability www.nationalroofingpartners.com  Page | 2  

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. 

 
1.2 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 
 

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: 
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A. Serving as the subject matter expert for questions regarding joint powers 

authority and state statutes and regulations for cooperative purchasing 

B. Training sessions for Public Agency teams 

C. Training sessions for Supplier teams 

D. Regular business reviews to monitor program success 

E. General contract administration 
 

Suppliers are required to pay an Administrative Fee of 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). 
 

1.3 Estimated Volume 
 

The dollar volume purchased under the Master Agreement is estimated to be 
approximately $100M annually. While no minimum volume is guaranteed to 
Supplier, the estimated annual volume is projected based on the current annual 
volumes among the Principal Procurement Agency, other Participating Public 
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. 

 
1.4 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., governing law) are subject to modification for each 
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, 
diversity requirements such as minority and woman owned businesses, historically 
underutilized business, etc.) (“Supplemental Agreement”). It shall be the 
responsibility of the Supplier to comply, when applicable, with the prevailing wage 
legislation in effect in the jurisdiction of the Participating Agency. It shall further be 
the responsibility of the Supplier to monitor the prevailing wage rates as established 
by the appropriate department of labor for any increase in rates during the term of 
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the Master Agreement and adjust wage rates accordingly. In instances where 
supplemental terms and conditions create additional risk and cost for Supplier, 
Supplier and Participating Public Agency may negotiate additional pricing above and 
beyond the stated contract not-to-exceed pricing so long as the added price is 
commensurate with the additional cost incurred by the Supplier. Any supplemental 
agreement developed as a result of the Master Agreement is exclusively between 
the Participating Agency and the Supplier (Contract Sales are reported to OMNIA 
Partners). 

 
All signed Supplemental Agreements and purchase orders issued and accepted by 
the Supplier may survive expiration or termination of the Master Agreement. 
Participating Agencies’ purchase orders may exceed the term of the Master 
Agreement if the purchase order is issued prior to the expiration of the Master 
Agreement. Supplier is responsible for reporting all sales and paying the applicable 
Administrative Fee for sales that use the Master Agreement as the basis for the 
purchase order, even though Master Agreement may have expired. 

 
1.5 Objectives of Cooperative Program 

 
This RFP is intended to achieve the following objectives regarding availability through 
OMNIA Partners’ cooperative program: 

 
F. Provide a comprehensive competitively solicited and awarded national 

agreement offering the Products covered by this solicitation to Participating Public 
Agencies; 

G. Establish the Master Agreement as the Supplier’s primary go to market strategy 
to Public Agencies nationwide; 

H. Achieve cost savings for Supplier and Public Agencies through a single solicitation 
process that will reduce the Supplier’s need to respond to multiple solicitations and 
Public Agencies need to conduct their own solicitation process; 

I. Combine the aggregate purchasing volumes of Participating Public Agencies to 
achieve cost effective pricing. 

 
2.0 REPRESENTATIONS AND COVENANTS 

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

 
2.1  Corporate Commitment 

 
Supplier commits that (1) the Master Agreement has received all necessary 
corporate authorizations and support of the Supplier’s executive management, (2) 
the Master Agreement is Supplier's primary “go to market” strategy for Public 
Agencies, (3) the Master Agreement will be promoted to all Public Agencies, 
including any existing customers, and Supplier will transition existing customers, 
upon their request, to the Master Agreement, and (4) that the Supplier has read and 
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agrees to the terms and conditions of the Administration Agreement with OMNIA 
Partners and will execute such agreement concurrent with and as a condition of its 
execution of the Master Agreement with the Principal Procurement Agency. Supplier 
will identify an executive corporate sponsor and a separate national account 
manager within the RFP response that will be responsible for the overall management 
of the Master Agreement. 

 
2.2 Pricing Commitment 

 
Supplier commits the not-to-exceed pricing provided under the Master Agreement 
pricing is its lowest available (net to buyer) to Public Agencies nationwide and further 
commits that if a Participating Public Agency is eligible for lower pricing through a 
national, state, regional or local or cooperative contract, the Supplier will match such 
lower pricing to that Participating Public Agency under the Master Agreement. 
 

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

 
 

3.0 SUPPLIER RESPONSE 
 

Supplier must supply the following information for the Principal Procurement Agency to 
determine Supplier’s qualifications to extend the resulting Master Agreement to Participating 
Public Agencies through OMNIA Partners. 

 
3.1 Company 

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

products and services. 
 
NRP has developed a proven and successful process for working in and with 
multiple states and public entities in the roof service industry. For the past 14+ 
years our firm has proven to be the one point of contact no matter where the 
facility is located for firms and entities located in the US. With our 24/7/365 call 
center we can offer immediate response when that need arises and assure the 
client of a quick and timely resolution to their needs. 
 
With our experience in the COOP market with roofing we see this as a way to 
expand our relationship with OMNIA and provide that offering of paving 
services to our existing client base and onboard new clients of this offering. 
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B. Total number and location of salespersons employed by Supplier. 
 
We currently have (6) National Account Managers with another (3) planned to 
hire in next 90 days. Location of NAMs are San Diego CA, Philadelphia PA, 
Chicago IL, (2) Dallas TX, Tampa FL. We also are currently interviewing for (3) 
additional NAMs with preference of NW US area, Midwest, and East Coast. Each 
of NAMs have individual goals for each of our divisions to meet and exceed, 
and with the success in 2021 from each NAM we exceeded our projected 
revenue goals and profit expectations.   

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

 
Currently we have only our HQ located in Coppell, TX 15 mins from DFW 
Airport. We have a goal by 2023 to open a support center (Satellite office) in 
central Florida. 

D. Annual sales for the three previous fiscal years. 
 
2019 – $23 million 
2020 – $25 million 
2021 – $27 million 

a. Submit FEIN and Dunn & Bradstreet report. 
 
Dunn & Bradstreet #86-9004451 
W9 Attached 

E. Describe any green or environmental initiatives or policies. 
 

NRP values and does its part to protect the environment. Within the roof 
service side of our business, we ask each partner (Sub) to utilize Green 
products and materials where applicable. Each of us must do our part with 
protecting the environment. One of our initiatives is that of recycle of 
construction materials. We provide separate dumpsters clearly marked for 
construction debris that can be recycled and other for the landfill. Also ask our 
subs to utilize Green products friendly to the environment from adhesives to 
any liquids utilized in the construction process that can minimize adverse 
effects to nature. 

This year NRP launched it BIO ROOF alternate for customers that have an 
extreme focus and ability to utilize a Green Roof system. Not only does this 
type of construction provide a clear alternate to standardized roofing systems 
but exceeds any Green Standard for LEED certifications. 
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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. 
 
NRP does not have any approved certifications that would apply for diversity 
programs. With this said we do have and have provided minority participation 
in roofing service contracts when required by way of our vast subcontracting 
base. We feel there should be no price change for the utilization of a minority 
firm or program.   
 

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: _________________________  
 
 
 
 
 

X 

X 

X 

X 

X 
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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. 
 
With our current subcontractor base, we can provide minority-owned 
participation with either MWBE or Minority approved firms. These firms are 
certified by individual states where work is to be performed and upon stated 
requirement within bid form NRP will provide certifications per state 
requirement with the bid forms. 
 

I. Describe how supplier differentiates itself from its competitors. 
 
We feel the #1 area that sets NRP apart from all other competition is our 
communication and 1 number to call 24/7/365 for all your roofing and paving 
needs. As with any relationship communication is key. We ask each client to 
hold weekly meetings for updates on project status, to vet out issues that may 
arise and resolve in a team environment. 

J. Describe any present or past litigation, bankruptcy or reorganization involving 
supplier. 
 
NRP has not filed bankruptcy or reorganization or had litigation with a client. 
Our philosophy is to attack any issues head on with a client and resolve timely 
and equitably between each other when these arise. No one wins when it gets 
to a point of litigation except individual counsel. 

K. Felony Conviction Notice: Indicate if the supplier 
 
No officer of NRP or supplier has had a felony conviction. 
 

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

 

Not Applicable 
 

b. is not owned or operated by anyone who has been convicted of a felony; or 
 
Not Applicable 
 

c. is owned or operated by and individual(s) who has been convicted of a 
felony and provide the names and convictions. 
 
Not Applicable 
 

L. Describe any debarment or suspension actions taken against supplier 
 

Not Applicable 
 
 
 
 



Exterior Surfacing Products,  
Services, and Paving Solutions 
Solicitation Number 22-09 
 
 

Tab 3 – Performance Capability www.nationalroofingpartners.com  Page | 9  

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. 
 
NRP offers the following for paving services: 
Prebid walks 
Engineering and Design services when needed 
Estimating and scope writing services 
Layout and survey 
Demolition and grading 
Utility relocations 
Subbase prep 
Asphalt services 
Concrete services 
Control joint sawing and sealing 
Striping 
Way Signage and HC Signage 
Cleaning of parking 

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. 
 
NRP does not have any restriction to offering paving services within any 
domestic US states. We also can include Puerto Rico within this offering. 
With our current OMNIA offering on roofing services, we intend on expanding 
our website to state we offer paving through the OMNIA contract. Our intent is 
to notify all current OMNIA customers of NRP about the additional offering of 
paving and develop a marketing plan for this approved offering to all current 
OMNIA customers. 
 

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. 
 
NRP has been fully transparent with its COOP clients on all pricing related to 
roofing services ensuring compliance with our established pricing within 
OMNIA contract. We intend to keep this transparency with all OMNIA offerings 
to ease customers mind that they are receiving the same agreed upon pricing 
format. 
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NRP has a compliance person dedicated to COOP compliance to ensure we 
follow all standards and pricing established. Once a sub issues line item 
pricing the compliance department reviews in detail for compliance with the 
agreed upon contract and verifies to our estimating department compliance 
or revisions needed to bring into compliance. No proposal is sent to the 
entity without full compliance approval. The compliance department also 
reviews current RS Means pricing for reference. 
 

D. Identify all other companies that will be involved in processing, handling, or shipping 
the products/service to the end user. 
 
NRP has two different subs that will be involved in this offering. 
US Pavement 
Urban Infraconstruction 
Both have the ability to work in all 50 states with US Pavement covering 
Puerto Rico. 
 

E. Provide the number, size and location of Supplier’s distribution facilities, 
warehouses, and retail network as applicable. 
 
NRP has (1) office and warehouse located in Coppell, TX. Since this offering 
is for paving services all materials are timely based to be delivered to the 
jobsite and do not require warehousing of materials. 

With NRP located 15 mins from DFW Airport, our PM staff can usually be 
anywhere in the US within 4-6 hour notice if an emergency. 

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 

 
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 
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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 

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. 

 
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. 
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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 
 

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 
 

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 

 
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. 
 

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

 
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. 

 
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. 
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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. 

 
L. Provide the Contract Sales (as defined in Section 12 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”). 

$___________in year one 
$___________in year two 
$___________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. 
 

NRP’s response to 3.3 Marketing and Sales can be found on the following 
pages. 
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3.3 MARKETING AND SALES – NRP RESPONSE 

It is National Roofing Partners' (NRP) goal to integrate our marketing 
efforts with OMNIA and create synergies that will grow business through 
the Exterior Surfacing Products, Services and Paving Solutions contract. 
Our objectives with this program are: 

 
• Build greater awareness of the advantages of contracting with NRP 

under this contract 

• Increase the usage of the contract amongst all current and prospective 
members 

• Leverage our relationships that have been traditionally bid and 
awarded in the past and move over to using the OMNIA contract. 

We will accomplish our objectives as summarized below: 
 

• Employ an integrated Marketing Program 
• Deploy dedicated team of Sales Representatives of NRP and our Partners 
• Educate Sales Representatives of Paving Partners 
• Deploy initiatives to connect with Superintendents, Business Managers 

and Facilities Managers 
• Leverage cooperative and JOC expertise of NRP Cooperative Specialists 

 
 

The Marketing plan will be broken down into 5 different categories: 
 

• Build Awareness (items marked with an "*" will be first 90 days and 
will continue throughout first year) 

- Public Relations / Press Releases* 
- Training of internal NRP personnel and NRP Partners/ Internal 

Communications* 
- Website update* 
- CRM utilization for electronic marketing 
- Development of presentation materials* 
- Advertising 
- Social Media* 
- Blog / Video Blog* 
- Targeted marketing with Manufacturer Partners 
- Associations 

 
• Lead Generation 

- Direct Marketing / telemarketing 
- Manufacturer Partner Opportunities 
- NRP Partner Opportunities 
- Webinars 
- Trade Shows 
- Cooperative Summits 
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• Create Preference 
- Seminars / Training of Member Agencies 
- Sales Tools & co-branded literature* 

 
Build Awareness 

 
The NRP OMNIA Marketing Campaign will be initially focused on building 
the NRP Brand within the OMNIA Membership and Program Managers. 
This will be launched within 30 days after award of contract. Building 
awareness will be our primary focus and we will do so via the following 
methods: Public relations, press releases, internal communications/ 
training, electronic marketing, website, social media, advertising, direct 
marketing, and co-branded collateral. 

 
Initially, an extensive program will be launched to target state and local 
media with press releases of our new contract. These will also be tailored 
for each of our Partners in the program so that they can extend their 
reach into their local communities that they serve where they are known 
as a "best in class" local paving company that will now be assessable via 
the OMNIA Contract. 

 
Internal Communications/ Training 

 
The training of the NRP Team is essential to the success of this Contract. 
Successes will be achieved from the educating and motivating of all sales 
and marketing personnel to promote the contract. This program will 
include: 
 

• Seminars and webinars 
• Creation of Presentation Materials 
• Creation of an NRP OMNIA Training Manual that will be used as a 

sales training tool 
 

All training will be led by Executive VP of Sales Tony Rader. As discussed 
within this submission his vast experience in exterior paving solutions is 
key to educating and providing the proper training for a successful launch.  
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Website 
 

NRP has a current page on its site for COOP with its current offerings and 
will expand this for exterior paving solutions. This will include a landing 
page to the contract documents on the OMNIA website as well as 
marketing materials. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

CRM Utilization for Electronic Marketing 

 
NRP utilizes Salesforce CRM that can produce and track electronic 
marketing campaigns. Personalized messages will be created to 
promote the newly awarded contract. 
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Development of Presentation Materials 
 

NRP will produce presentation materials so NRP Sales Team and Partner 
Sales Teams can electronically present via laptop the advantages and 
benefits of using the OMNIA Contract. Two presentations will be created, 
one for internal training and one for presentation to prospects and 
customers. Key points are: 
 

• Save time and money with pre-competed and competitively awarded 
contract 

• Work with best-in-class local contractors 
• No Change Orders 
• Reduce procurement time from months down to weeks or even days 
• Compliant process with OMNIA Contract assures peace of mind 

 
Advertising 

 
The OMNIA Contract will be promoted within targeted states through 
advertisements in state, local and association publications. Some of the 
potential groups that we will advertise with are: 
 

• ASBO 
• AASA 
• Municipal League 
• NIGP 
• Facilities Masters 
• Any sponsored Region 4 Event/Publication 

 
Social Media 

 
NRP uses many forms of social media and will incorporate Linkedln, 
Twitter, Facebook and lnstagram to promote award of contract. 
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Blog / Video Blog 

 
We have a very strong presence via our video blog that is hosted by 
Ernesto Palomino, NRP Marketing Coordinator. Ernesto updates the 
video blog frequently and will host session promoting the OMNIA 
Contract. 

 

 

 

 

 

 

 

 

 

 

 

 
The NRP YouTube Channel https:ll www.youtube .com/channel/UCOpdvdZx4C5RFU/vHX o9cBwlfeatured 

 
Targeted Marketing with Manufacturer Partners 

 
We will be doing some joint marketing with manufacturer partners helping 
to create even more leverage in the marketplace. 

 
Associations 

 
We will actively participate in many national and local associations as we 
build relationships across the country. We are very active in industry 
associations (see Value Add Section) but related to marketing the 
Cooperative contract, we will consider membership in: 
 

• ASBO -Association of School Board Officials 
• AASA - American Association of School Administrators 
• NIGP - National Institute of Governmental Purchasing 
• NAEP - National Association of Educational Procurement 
• APPA - Association of Physical Plant Administrators 
• NACO - National Association of Counties 
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Lead Generation 
 

Direct Marketing / Telemarketing 
 

NRP has a dedicated Appointment Setter, Mason Richardson, 
currently on staff. We plan on hiring an outside firm to dedicate 
significant time towards setting up appointments with public 
procurement and facilities professionals when awarded this contract. 

 
Manufacturer Partner Opportunities 

After introduction and building awareness with our Partners, we will jointly 
pursue opportunities to promote the OMNIA contract nationwide, starting in 
targeted areas of the country where labor solution contracts are more 
accepted and then moving into other states. 

 
NRP Partner Opportunities 

 
After introduction and building awareness with our NRP Partners, we will jointly 
pursue opportunities to promote the OMNIA contract nationwide, starting in 
targeted areas of the country where labor solution contracts are more accepted 
and then moving into other states. 

 
Webinars 

 
With the hosting of webinars that our nationwide Partners promote, we 
anticipate generating significant opportunities to set introductory meetings to 
discuss with OMNIA Members or perspective OMNIA Members the benefits 
and advantages of accessing this Contract. 
Trade Shows 
 
We will consider trade shows that, after performing research, will provide 
the most value to us and our Partners and the best return on investment. 
The Cooperative Logo will be on display at the booth. We will also make 
every effort to secure speaking opportunities at workshops and breakout 
sessions. The trade shows that we will consider are in alignment with the 
Associations listed in the previous section. We will have very strong 
interest in attending anything hosted by Region 4 ESC or where they are 
looking for sponsorship. 
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Trade Shows 

 
We will consider trade shows that, after performing research, will provide 
the most value to us and our Partners and the best return on investment. 
The Cooperative Logo will be on display at the booth. We will also make 
every effort to secure speaking opportunities at workshops and breakout 
sessions. The trade shows that we will consider are in alignment with the 
Associations listed in the previous section. We will have very strong 
interest in attending anything hosted by Region 4 ESC or where they are 
looking for sponsorship. 
 

NIGP & Cooperative Summits 
 

We will attend the annual NIGP conference and additional Summits to 
promote our relationship. These are a great source of leads, and we 
welcome the opportunity to participate in as many as possible. We would 
attend these local summits with our local Partner. This local, "best in class" 
provider(s) is a very powerful part of our offering and we want them to be 
active in any of these types of events. 

 
Create Preference 
 

Seminars/ Training of Member Agencies 
 

Conducting of Educational Seminars geared towards increasing roofing 
knowledge will be promoted both in person and long-distance via webinar. 
Topics will include but are not limited to: Introduction to Exterior paving 
solutions and the advantages of utilizing a COOP offering. 

 
Sales Tools & Co-Branded Literature 

 
Literature and sales tools will be created to promote the brand and the 
Contract offering. The importance of literature at a local level is that our 
literature will be tri-branded with NRP logo, Cooperative logo, and our 
Partner logo. The importance of our Partners having their own literature 
and tools cannot be understated as it will help in training them and making 
the Contract, their contract. 

 
Power of NRP Partners and Leveraging Relationships 

 
This will be an on-going process as we stated it in Lead Generation, but 
it will also continue to take place to start creating the preference of 
Agencies working directly with their preferred contractor using the 
OMNIA Contract. 
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Marketing materials and Information  
 

NRP commit to Co brand NRP/OMNIA all marketing materials related 
to the COOP process. These materials will be submitted to OMNIA for 
approval prior to use or distribution. Materials highlighting the program 
will ensure communication of ease of utilizing the COOP process, No 
Fees, Best Gov’t pricing are highlighted.  

 

Close Sale 
 

Compliant Proposal Process 
 

Compliant proposals are critical to what we do and a repeatable 
compliant process of how our Partners engage us for line-item proposal 
creation will be communicated between us and our Partners. In addition, 
this will be communicated with Member Agencies as well. Done correctly, 
the Member Agency will have tremendous confidence in that they are 
receiving a compliant proposal, which will give them peace of mind to 
continue to work with us now and well into the future. 

 
The following is the NRP Quotation I Proposal Process 

 
1. RFP for Roofing Project with OMNIA Member is received 
2. Estimating Department reviews request with Sales 

Representative and Customer and determine initial needs. 
3. Customer will either request one proposal or multiple 

proposals from multiple NRP Partners 
4. Project is created in NRP internal Asset Management System 

for tracking purposes and status updates throughout entire 
process 

5. Email sent to Partner with the following: 
• Project Number 
• Site location / address / onsite contacts 
• Specification / Scope of work / detail drawings 
• NRP cost sheet will be issued to Partner 

6. Cost sheet received from Partner(s) 
7. Review documents and cost sheets received from Partner and discuss as 

necessary 
8. Final NRP Proposal formulated per OMNIA Contract Terms 
9. Submit final line-item proposal with the scope of work/ specification 

to OMNIA Member for review and acceptance 
10. OMNIA Member accepts proposal 
11. Job Start scheduled 
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Close Out File 
 

At conclusion of project, warranty inspection is performed. At this time, upon 
request, we will provide a copy of all Job Reports, photos, video, etc. in the 
Asset Management Program Customer link for access by anyone that has 
credentials to the Asset Management Program. 

 

Reporting Structure 
 

Executive Support     Financial Reporting 
Tony Rader Exec. VP    Kyrah Coker - CFO 
trader@rlnrp.com    kcoker@rlnrp.com  
817-676-3110     469-348-6315 

 
Marketing     Accounts Payable 
Ernesto Palomino    Corrie Sanders 
Marketing Director    Accounting Manager 
epalomino@rlnrp.com    ap@rlnrp.com  
817-805-5861     469-549-0944 

 
Sales      Contracts 
Tony Rader Exec. VP    Kyrah Coker - CFO 
trader@rlnrp.com    kcoker@rlnrp.com  
817-676-3110     469-348-6315 

  
Sales Support 
Kristi Hill 
Exec Admin Sales 
khill@rlnrp.com 
817-657-8338 

 
Structure of sales team 

 
As previously discussed, we have National Account Managers (NAMs) located in key 
areas of the country for quick and rapid response to any agency. NAMs all report up to 
Executive VP Tony Rader with support from (2) admins and marketing staff. 

 
Our team has a great history of working with OMNIA personnel on other offerings and 
will continue to expand and build upon those existing relationship to make this contract 
a total success. We continue to hold training sessions with OMNIA staff that enhance 
the sales process and continue to provide clarity and information on how we can 
improve our sales efforts with OMNIA. The OMNIA staff have been fantastic to date 
and always available to assist our staff with navigating certain agencies to expand the 
current program. 
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Top Ten in 2021 
 

1. Schenectady ISD, $2mil, Michael Barry barrym@schenectady.k12.ny.us 
2. Springfield City Schools, $2.1mil, John Parrish parrishjh@scsdoh.org 
3. Neptune BOE, $1.1mil, Nancy Lewis, nlewis@neptune.k12.nj.us 
4. Spokane Public Facilities District, $1.0mil, Monte Koch, mkoch@spokanepfd.org 
5. Southwest Local SD, $1.0mil, Adam Lohbeck, 

adam.lohbeck@southwestschools.org 
6. Sweetwater Schools, $900K, Rodney Boruff, Rodney.boruff@scstn.net 
7. Horry County, $800K, John Barnhill, barnhillj@horrycounty.org 
8. Newport News City, $500K, Michael Monelly, monellymj@nnva.gov 
9. Mitchell County, $480K, Heidi Harris, auditor@co.mitchell.tx.us 

10. Hallandale Beach, $420k, Freddie La Rosa, elarosa@hallandalebeachfl.gov 
 
 

Payment options 
 

NRP accepts either ACH, checks and can accept credit card payments with a 
processing fee. 

 
 Anticipated Volume  
 

Year One  $1,000,000 
Year Two  $2,000,000 
Year Three  $3,000,000 

 

mailto:barrym@schenectady.k12.ny.us
mailto:parrishjh@scsdoh.org
mailto:nlewis@neptune.k12.nj.us
mailto:mkoch@spokanepfd.org
mailto:adam.lohbeck@southwestschools.org
mailto:Rodney.boruff@scstn.net
mailto:barnhillj@horrycounty.org
mailto:monellymj@nnva.gov






















































 

Version October 19, 2021 

Exhibit G 
New Jersey Business Compliance 

 
  

NEW JERSEY BUSINESS COMPLIANCE 
 
Suppliers intending to do business in the State of New Jersey must comply with policies and 
procedures required under New Jersey statues.  All offerors submitting proposals must complete the 
following forms specific to the State of New Jersey.  Completed forms should be submitted with the 
offeror’s response to the RFP.  Failure to complete the New Jersey packet will impact OMNIA 
Partners’ ability to promote the Master Agreement in the State of New Jersey. 
 
DOC #1 Ownership Disclosure Form  
DOC #2 Non-Collusion Affidavit 
DOC #3 Affirmative Action Affidavit 
DOC #4 Political Contribution Disclosure Form 
DOC #5 Stockholder Disclosure Certification 
DOC #6 Certification of Non-Involvement in Prohibited Activities in Iran 
DOC #7 New Jersey Business Registration Certificate 
 
New Jersey suppliers are required to comply with the following New Jersey statutes when 
applicable: 
 

 all anti-discrimination laws, including those contained in N.J.S.A. 10:2-1 through N.J.S.A. 
10:2-14, N.J.S.A. 10:5-1, and N.J.S.A. 10:5-31 through 10:5-38; 
 

 Prevailing Wage Act, N.J.S.A. 34:11-56.26, for all contracts within the contemplation of the 
Act; 

 
 Public Works Contractor Registration Act, N.J.S.A. 34:11-56.26; and 

 
 Bid and Performance Security, as required by the applicable municipal or state statutes. 
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TAB 4 – QUALIFICATION AND EXPERIENCE 
 

 
a) Qualification and Experience 

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

corporate office location. 
 
NRP was founded in 2007 as Roof Services firm and has since expanded to 
include all 50 states and Puerto Rico.  Our offerings include Roof 
Service/Maintenance, Reroofing, Coatings, Extended Warranty programs, 
Artificial Intelligence inspections, and Paving Services.  With our HQ based 
in Coppell, TX (15 mins from DFW Airport), we can be anywhere in the US 
within 4-6 hours.  We provide in-house sales, estimating, project 
management, on-site supervision, compliance certifications, and in-house 
service response team. 
 

ii. Describe Offeror’s reputation in the marketplace. 
 
NRP, we feel, is the most trusted resource and has a respect at its highest 
level from its manufacturer relationships to subcontractor/vendor relations. 
We let firms know we value our (4) Core Values and live by these each and 
everyday (Client Focus, Results Driven, Passion and Humble).  With our 
executive management involved in several boards, commissions, and 
national associations, these avenues provide a way for NRP to give back to 
a construction industry that we value as a way of life.  
 

iii. Describe Offeror’s reputation of products and services in the marketplace. 
 
For materials and or products, we represent in the marketplace, we use only 
the highest quality of materials/products available.  We do not short cut or 
cut corners. This will come to light when firms do this.  We expect our 
manufactures, vendors, and partners to comply and use the same high 
quality of raw materials to manufacture the end products for delivery so that 
the owner never has to worry when NRP is on the site.  We confirm this by 
providing backup documentation from each vendor/manufacturer ensuring 
the product they bought aligns with our high standards.  
 
 
 
 
 
 
 
 
 
 
 
 



Exterior Surfacing Products,  
Services, and Paving Solutions 
Solicitation Number 22-09 
 

Tab 4 – Qualification and Experience www.nationalroofingpartners.com  Page | 2   

 
iv. Describe the experience and qualification of key employees. 

 
NRP Executive VP has been in the contracting industry for over 45 years 
with a wide range of contracting services and specifically in the 
concrete/asphalt side of the industry. Some of the high-profile projects 
completed by his oversight are: 
 
- City of Hurst Conference Center 

o multi-story concrete structure with both an underground parking 
and elevated parking deck. 

- City of Hurst, Pipeline Road rehab 
o Consisting of removal and reinstall of new asphalt roadway 

inclusive of underground utility relocations. 
- City of Murphy Texas Municipal Complex 

o New city hall, fire station, maintenance, public work, and police 
station complete with new concrete roadways, sidewalks, and 
parking. 

- TXDot 
o Hwy 26 rehab in Colleyville, TX 
o CP Waggoner concrete trail/parking system in Grand Prairie  

- City of Southlake 
o White Chapel Rd 

- City of Arlington 
o 5 different projects 
o Roads 
o Parks/Trail System 

- City of Bedford 
o 5 Fire Stations 
o 2 Parks/Trail Systems 

- City of Keller 
o Parks, Parking, and Trails 

- City of North Richland Hills 
o Parks, Parking, and Water Parks 

- City of Saginaw 
o Parks, Parking, and Water Parks 

- City of Kennedale 
o Parks, Parking, and Water Parks 

- City of Forest Hill 
o Parks, Parking, and Water Parks 

- UPRR 
o Intermodal Yard 350 AC site 

- City of Addison 
o Water Park 

- City of Haltom City 
o 3 Fire Stations 

- City of White Settlement 
o Water Park 
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- City of Lake Worth 
o Roads and Trails 

- City of Fort Worth 
o 10+ projects in parks, parking, and trails 

- City of Dallas 
o 5+ projects in parks, parking, and trails 

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

 
NRPs Executive VP has extensive experience in coordinating, managing, 
and navigating the public sector.  From contracts to procurement to 
everyday oversight.  The exhaustive list above and relationships created 
over the past 30+ years is one that OMNIA can be assured of a smooth 
process from start to finish. 
 

vi. Describe past litigation, bankruptcy, reorganization, state investigations of entity or 
current officers and directors. 
 
NRP has not ever filed for bankruptcy, reorganization, had a state 
investigation of entity or officers. We recently have had a court case where 
NRP discovered fraud from an employee and prosecuted the former 
employee with a positive result for NRP against the former employee.   
 

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. 
 
NRP has historically been a roof service firm covering the US for major 
clients.  Within the past 24 months, NRP has been asked to provide paving 
services as an option for our clients who wish to have a singular point of 
contact for all their projects nationwide.  We have since partnered with a 
national firm, US Pavement, who brought a vast amount of experience of 
knowledge, history, and quality in both concrete and asphalt services 
nationally.  The below references represent a response to this RFP.  
Schenectady ISD was performed with US Pavement as our subcontractor.  
This project was completed on time and within the budget at the highest 
quality to meet the ISD’s requirements.  
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References: 
 
1. Schenectady ISD 

- Michael Barry 
- 518-925-4994 
- barrym@schenectady.k12.ny.us  

 
2. Brinker International 

- Ray Hodges 
- 615-602-5731 
- Ray.Hodges@brinker.com  

 
3. CBRE / Chase Bank 

- Sean Spiers 
- 925-321-1157 
- sean.spiers@chase.com 

 
4. Sunrise Senior Living 

- Steven McCoy 
- 215-316-2641 
- Steven.McCoy@sunriseseniorliving.com 

 
5. CVS Health 

- Chandler Crawford 
- 401-770-9404 
- Chandler.Crawford@cvshealth.com 

mailto:barrym@schenectady.k12.ny.us
mailto:Ray.Hodges@brinker.com
mailto:sean.spiers@chase.com
mailto:Steven.McCoy@sunriseseniorliving.com
mailto:Chandler.Crawford@cvshealth.com
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TAB 5 – VALUE ADD 

 
 

a) Value Add 
 

i. Provide any additional information related to products and services Offeror 
proposes to enhance and add value to the Contract. 
 
In some instances, NRP does run across adjustments to existing services 
that are in need of repair and or movement such as underground utilities, 
electrical lines, plumbing lines, communication lines. When these events 
occur, we will provide pricing associated with line items identified within the 
current RS Means catalog to satisfy these needs. 

 
2. Competitive Range: It may be necessary to establish a competitive range. Factors from 

the predetermined criteria will be used to make this determination. Responses not in the 
competitive range will not receive further award consideration. Region 4 ESC may 
determine establishing a competitive range is not necessary. 

 
3. Past Performance: An Offeror’s past performance and actions are relevant in determining 

whether or not the Offeror is likely to provide quality goods and services; the administrative 
aspects of performance; the Offeror’s history of reasonable and cooperative behavior and 
commitment to customer satisfaction; and generally, the Offeror’s businesslike concern 
for the interests of the customer may be taken into consideration when evaluating 
proposals, although not specifically mentioned in the RFP. 

 
4. Additional Investigations: Region 4 ESC reserves the right to make such additional 

investigations as it deems necessary to establish the capability of any Offeror. 
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