
APPENDIX A  

 VENDOR CONTRACT AND SIGNATURE FORM 

This Vendor Contract and Signature Form (“Contract”) is made as of __________, by and 
between                 (“Vendor”)      and Region 4 Education
Service Center (“Region 4 ESC”) for the purchase of _______________________ 

__________________________________________________ (“the products and services”). 

RECITALS 

WHEREAS, both parties agree and understand that the following pages will constitute the contract
between the successful vendor(s) and Region 4 ESC, having its principal place of business at 7145
West Tidwell Road, Houston, TX 77092.

WHEREAS, Vendor agrees to include, in writing, any required exceptions or deviations from these
terms, conditions, and specifications; and it is further understood that, if agreed to by Region 4 ESC,
said exceptions or deviations will be incorporated into the final contract “Vendor Contract.”

WHEREAS, this contract consists of the provisions set forth below, including provisions of all
attachments referenced herein. In the event of a conflict between the provisions set forth below and
those contained in any attachment, the provisions set forth below shall control.

WHEREAS, the Vendor Contract will provide that any state, county, special district, local
government, school district, private K-12 school, technical or vocational school, higher education
institution (including community colleges, colleges and universities, both public and private), other
government agencies or non-profit organization may purchase products and services at prices
indicated in the Vendor Contract upon registering and becoming a member with TCPN; and it being
further understood that Region 4 ESC shall act as the Lead Public Agency with respect to all such
purchase agreements.

WHEREAS, TCPN has the administrative and legal capacity to administer purchases on behalf of
Region 4 ESC under the Vendor Contract with participating public agencies and entities, as permitted
by applicable law.

ARTICLE 1- GENERAL TERMS AND CONDITIONS 

1.1 TCPN shall be afforded all of the rights, privileges and indemnifications afforded to Region 4 ESC
under the Vendor Contract, and such rights, privileges and indemnifications shall accrue and apply
with equal effect to TCPN, including, without limitation, Vendors obligation to provide insurance and
other indemnifications to Lead Public Agency.

1.2 Awarded vendor shall perform all duties, responsibilities and obligations, set forth in this agreement,
and required under the Vendor Contract.

1.3 TCPN shall perform its duties, responsibilities and obligations as administrator of purchases, set forth
in this agreement, and required under the Vendor Contract.
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1.4 Purchasing procedure: 
 Purchase orders are issued by participating governmental agencies to the awarded vendor

indicating on the PO “Per TCPN Contract # R________.”

 Vendor delivers goods/services directly to the participating agency.
 Awarded vendor invoices the participating agency directly.
 Awarded vendor receives payment directly from the participating agency.
 Awarded vendor reports sales monthly to TCPN.

1.5 Customer Support: The vendor shall provide timely and accurate technical advice and sales support 
to Region 4 ESC staff, TCPN staff and participating agencies. The vendor shall respond to such 
requests within one (1) working day after receipt of the request. 

ARTICLE 2- ANTICIPATED TERM OF AGREEMENT 

2.1 Unless otherwise stated, all contracts are for a period of three (3) years with an option to renew 
annually for an additional two (2) years if agreed to by Region 4 ESC. Region 4 ESC will notify the 
vendor in writing if the contract is extended. Awarded vendor shall honor all administrative fees for 
any sales made based on the contact whether renewed or not. 

2.2 Region 4 ESC shall review the contract prior to the renewal date and notify the current awarded 
vendor, no less than ninety (90) days of Region 4 ESC’s intent renew the contract. Upon receipt of 
notice, awarded vendor must notify Region 4 ESC if it elects not to renew. Awarded vendor shall 
honor the administrative fee for any sales incurred throughout the life of the contract on any sales 
made based on a Region 4 ESC contract whether awarded a renewal or not. Region 4 ESC reserves 
the right to exercise each two-year extension annually. 

ARTICLE 3- REPRESENTATIONS AND COVENANTS 

3.1. Scope: This contract is based on the need to provide the economic benefits of volume purchasing 
and reduction in administrative costs through cooperative purchasing to schools and other members. 
Although contractors may restrict sales to certain public units (for example, state agencies or local 
government units), any contract that prohibits sales from being made to public school districts may 
not be considered.  Sales without restriction to any Members are preferred. These types of contracts 
are commonly referred to as being “piggybackable”.

3.2. Compliance: Cooperative Purchasing Agreements between TCPN and its Members have been 
established under state procurement law. 

3.3. Offeror’s Promise: Offeror agrees all prices, terms, warranties, and benefits granted by Offeror to 
Members through this contract are comparable to or better than the equivalent terms offered by 
Offeror to any present customer meeting the same qualifications or requirements. 

ARTICLE 4- FORMATION OF CONTRACT 

4.1. Offeror Contract Documents: Region 4 ESC will review proposed offeror contract documents. 
Vendor’s contract document shall not become part of Region 4 ESC’s contract with vendor unless
and until an authorized representative of Region 4 ESC reviews and approves it. 

4.2. Form of Contract: The form of contract for this solicitation shall be the Request for Proposal, the 
awarded proposal(s) and best and final offer(s), and properly issued and reviewed purchase orders 
referencing the requirements of the Request for Proposals.  If a firm submitting an offer requires 
Region 4 ESC and/or Member to sign an additional agreement, a copy of the proposed agreement 
must be included with the proposal. 
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4.3. Entire Agreement (Parol evidence): The contract, as specified above, represents the final written 
expression of agreement. All agreements are contained herein and no other agreements or 
representations that materially alter it are acceptable. 

4.4. Assignment of Contract: No assignment of contract may be made without the prior written approval 
of Region 4 ESC. Purchase orders and payment can only be made to awarded vendor unless 
otherwise approved by Region 4 ESC. Awarded vendor is required to notify Region 4 ESC when any 
material change in operations is made that may adversely affect members (i.e. bankruptcy, change of 
ownership, merger, etc.). 

4.5. Novation: If contractor sells or transfers all assets or the entire portion of the assets used to perform 
this contract, a successor in interest must guarantee to perform all obligations under this contract. 
Region 4 ESC reserves the right to accept or reject any new party.  A simple change of name 
agreement will not change the contractual obligations of contractor. 

4.6. Contract Alterations: No alterations to the terms of this contract shall be valid or binding unless 
authorized and signed by a Region 4 ESC staff member. 

4.7. Order of Precedence: In the event of a conflict in the provisions of the contract as accepted by 
Region 4 ESC, the following order of precedence shall prevail: 

 Special terms and conditions
 General terms and conditions
 Specifications and scope of work
 Attachments and exhibits
 Documents referenced or included in the solicitation

4.8 Supplemental Agreements: The entity participating in the Region 4 ESC contract and awarded 
vendor may enter into a separate supplemental agreement to further define the level of service 
requirements over and above the minimum defined in this contract i.e. invoice requirements, ordering 
requirements, specialized delivery, etc. Any supplemental agreement developed as a result of this 
contract is exclusively between the participating entity and awarded vendor. Neither Region 4 ESC, 
TCPN, its agents, members and employees shall be made party to any claim for breach of such 
agreement. 

4.9  Adding authorized distributors/dealers: Awarded vendors are prohibited from authorizing 
additional distributors or dealers, other than those identified at the time of submitting their proposal, 
to sell under their contract award without notification and prior written approval from TCPN. Awarded 
vendors must notify TCPN each time it wishes to add an authorized distributor or dealer. Purchase 
orders and payment can only be made to awarded vendor unless otherwise approved by TCPN. 
Pricing provided to members by added distributors or dealers must also be less than or equal to the 
pricing offered by the awarded contract holder, unless otherwise approved by TCPN. 

ARTICLE 5- TERMINATION OF CONTRACT 

5.1. Cancellation for Non-Performance or Contractor Deficiency: Region 4 ESC may terminate any 
contract if Members have not used the contract, or if purchase volume is determined to be low 
volume in any 12-month period.  Region 4 ESC reserves the right to cancel the whole or any part of 
this contract due to failure by contractor to carry out any obligation, term or condition of the contract. 
Region 4 ESC may issue a written deficiency notice to contractor for acting or failing to act in any of 
the following: 

i. Providing material that does not meet the specifications of the contract;
ii. Providing work and/or material that was not awarded under the contract;
iii. Failing to adequately perform the services set forth in the scope of work and specifications;
iv. Failing to complete required work or furnish required materials within a reasonable amount

of time;
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v. Failing to make progress in performance of the contract and/or giving Region 4 ESC reason
to believe that contractor will not or cannot perform the requirements of the contract; and/or

vi. Performing work or providing services under the contract prior to receiving a Region 4 ESC
reviewed purchase order for such work.

Upon receipt of a written deficiency notice, contractor shall have ten (10) days to provide a 
satisfactory response to Region 4 ESC. Failure to adequately address all issues of concern may 
result in contract cancellation.  Upon cancellation under this paragraph, all goods, materials, work, 
documents, data and reports prepared by contractor under the contract shall become the property of 
the Member on demand. 

5.2 Termination for Cause: If, for any reason, the Vendor fails to fulfill its obligation in a timely manner, 
or if the vendor violates any of the covenants, agreements, or stipulations of this contract Region 4 
ESC reserves the right to terminate the contract immediately and pursue all other applicable 
remedies afforded by law. Such termination shall be effective by delivery of notice, to the vendor, 
specifying the effective date of termination. In such event, all documents, data, studies, surveys, 
drawings, maps, models and reports prepared by vendor for this solicitation may become the 
property of the participating agency or entity. If such event does occur then vendor will be entitled to 
receive just and equitable compensation for the satisfactory work completed on such documents. 

5.3 Delivery/Service Failures: Failure to deliver goods or services within the time specified, or within a 
reasonable time period as interpreted by the purchasing agent or failure to make replacements or 
corrections of rejected articles/services when so requested shall constitute grounds for the contract to 
be terminated. In the event that the participating agency or entity must purchase in an open market, 
contractor agrees to reimburse the participating agency or entity, within a reasonable time period, for 
all expenses incurred.  

5.4 Force Majeure: If by reason of Force Majeure, either party hereto shall be rendered unable wholly or 
in part to carry out its obligations under this Agreement then such party shall give notice and full 
particulars of Force Majeure in writing to the other party within a reasonable time after occurrence of 
the event or cause relied upon, and the obligation of the party giving such notice, so far as it is 
affected by such Force Majeure, shall be suspended during the continuance of the inability then 
claimed, except as hereinafter provided, but for no longer period, and such party shall endeavor to 
remove or overcome such inability with all reasonable dispatch.  
The term Force Majeure as employed herein, shall mean acts of God, strikes, lockouts, or other 
industrial disturbances, act of public enemy, orders of any kind of government of the United States or 
the State of Texas or any civil or military authority; insurrections; riots; epidemics; landslides; lighting; 
earthquake; fires; hurricanes; storms; floods; washouts; droughts; arrests; restraint of government 
and people; civil disturbances; explosions, breakage or accidents to machinery, pipelines or canals, 
or other causes not reasonably within the control of the party claiming such inability. It is understood 
and agreed that the settlement of strikes and lockouts shall be entirely within the discretion of the 
party having the difficulty, and that the above requirement that any Force Majeure shall be remedied 
with all reasonable dispatch shall not require the settlement of strikes and lockouts by acceding to the 
demands of the opposing party or parties when such settlement is unfavorable in the judgment of the 
party having the difficulty. 

5.5 Standard Cancellation: Either party may cancel this contract in whole or in part by providing written 
notice. The cancellation will take effect 30 business days after the other party receives the notice of 
cancellation. After the 30th business day all work will cease following completion of final purchase 
order. Vendor may be requested to provide additional items not already on contract at any time. 

 ARTICLE 6- LICENSES 

6.1 Duty to keep current license: Vendor shall maintain in current status all federal, state and local 
licenses, bonds and permits required for the operation of the business conducted by vendor.  Vendor 
shall remain fully informed of and in compliance with all ordinances and regulations pertaining to the 
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lawful provision of services under the contract. Region 4 ESC reserves the right to stop work and/or 
cancel the contract of any vendor whose license(s) expire, lapse, are suspended or terminated. 

6.2 Survival Clause: All applicable software license agreements, warranties or service agreements that 
were entered into between Vendor and Customer under the terms and conditions of the Contract 
shall survive the expiration or termination of the Contract.  All Purchase Orders issued and accepted 
by Order Fulfiller shall survive expiration or termination of the Contract. 

ARTICLE 7- DELIVERY PROVISIONS 

7.1 Delivery: Vendor shall deliver said materials purchased on this contract to the Member issuing a 
Purchase Order. Conforming product shall be shipped within 7 days of receipt of Purchase Order. If 
delivery is not or cannot be made within this time period the vendor must receive authorization from 
the purchasing agency for the delayed delivery. At this point the participating entity may cancel the 
order if estimated shipping time is not acceptable. 

7.2 Inspection & Acceptance: If defective or incorrect material is delivered, purchasing agency may 
make the determination to return the material to the vendor at no cost to the purchasing agency. The 
vendor agrees to pay all shipping costs for the return shipment. Vendor shall be responsible for 
arranging the return of the defective or incorrect material. 

ARTICLE 8- BILLING AND REPORTING 

8.1 Payments: The entity using the contract will make payments directly to the awarded vendor. 
Payment shall be made after satisfactory performance, in accordance with all provisions thereof, and 
upon receipt of a properly completed invoice. 

8.2 Invoices: The awarded vendor shall submit invoices to the participating entity clearly stating “Per
TCPN Contract”.  The shipment tracking number or pertinent information for verification shall be 
made available upon request. 

8.3 Tax Exempt Status: Since this is a national contract, knowing the tax laws in each state is the sole 
responsibility of the vendor. 

8.4 Reporting: The awarded vendor shall electronically provide TCPN with a detailed monthly report 
showing the dollar volume of all sales under the contract for the previous month.  Reports shall be 
sent via e-mail to TCPN offices at reporting@tcpn.org.  Reports are due on the fifteenth (15th) day 
after the close of the previous month.  It is the responsibility of the awarded vendor to collect and 
compile all sales under the contract from participating Members and submit one (1) report. The report 
shall include at least the following information listed below: 
 Vendor Name
 TCPN Contract Number
 Reporting Period/Year
 Entity Name
 Entity Address ( Including Street, City, State & Zip)
 Entity Purchase Order Number (Individual Purchase Order Numbers)
 Purchase Order Date
 Gross Sale Amount
 Administrative Fee (Based on Gross Sale Amount)
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ARTICLE 9- PRICING 

9.1 Best price guarantee: The awarded vendor agrees to provide pricing to Region 4 ESC and its 
participating entities that are the lowest pricing available and the pricing shall remain so throughout 
the duration of the contract. Pricing offered to Federal government buying consortiums for goods and 
services is exempt from this requirement. The awarded vendor, however, agrees to lower the cost of 
any product purchased through TCPN following a reduction in the manufacturer or publisher's direct 
cost.    

9.2 Price increase: Should it become necessary or proper during the term of this contract to make any 
change in design or any alterations that will increase expense Region 4 ESC must be notified 
immediately. Price increases must be approved by Region 4 ESC and no payment for additional 
materials or services, beyond the amount stipulated in the contract, shall be paid without prior 
approval. All price increases must be supported by manufacture documentation, or a formal cost 
justification letter. 

Awarded vendor must honor previous prices for thirty (30) days after approval and written notification 
from Region 4 ESC if requested.  

It is the awarded vendor’s responsibility to keep all pricing up to date and on file with Region 4 ESC. 
All price changes must be provided to Region 4 ESC, using the same format as was accepted in the 
original contract. 

9.3 Additional Charges: All deliveries shall be freight prepaid, F.O.B. destination and shall be included 
in all pricing offered unless otherwise clearly stated in writing. 

9.4 Price reduction and adjustment: Price reduction may be offered at any time during contract and 
shall become effective upon notice of acceptance from Region 4 ESC. Special, time-limited 
reductions are permissible under the following conditions: 1) reduction is available to all Members 
equally; 2) reduction is for a specific time period, normally not less than thirty (30) days; 3) original 
price is not exceeded after the time-limit; and 4) Region 4 ESC has approved the new prices prior to 
any offer of the prices to a Member. Vendor shall offer Region 4 ESC any published price reduction 
during the contract period. 

9.5 Prevailing Wage: It shall be the responsibility of the Vendor to comply, when applicable, with the 
prevailing wage legislation in effect in the jurisdiction of the purchaser (Region 4 ESC or its 
Members).  It shall further be the responsibility of the Vendor to monitor the prevailing wage rates as 
established by the appropriate department of labor for any increase in rates during the term of this 
contract and adjust wage rates accordingly. 

9.6 Administrative Fees: All pricing submitted to Region 4 ESC shall include the administrative fee to 
be remitted to TCPN by the awarded vendor.  
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The awarded vendor agrees to pay administrative fees to TCPN as calculated as follows: (Sales will 
be calculated for fiscal year of January 1st through December 31st and reset each year) 

Annual Sales Through Contract Administrative Fee 

0 - $50,000,000 2% 

$50,000,001 - $100,000,000 1.75% 

$100,000,001 - $150,000,000 1.5% 

$150,000,001 - $200,000,000 1.25% 

$200,000,001 - $500,000,000 1% 

$500,000,001 - $1,000,000,000 0.75% 

$1,000,000,000+ 0.5% 

ARTICLE 10- PRICING AUDIT 

10.1 Audit rights: Vendor shall, at Vendor’s sole expense, maintain appropriate due diligence of all
purchases made by Region 4 ESC and any entity that utilizes this Agreement. TCPN and Region 4 
ESC each reserve the right to audit the accounting for a period of three (3) years from the time such 
purchases are made. This audit right shall survive termination of this Agreement for a period of one 
(1) year from the effective date of termination. In the State of New Jersey, this audit right shall survive 
termination of this Agreement for a period of five (5) years from the date of final payment. Such 
records shall be made available to the New Jersey Office of the State Comptroller upon request. 
Region 4 ESC shall have the authority to conduct random audits of Vendor’s pricing that is offered to
eligible entities at Region 4 ESC's sole cost and expense. Notwithstanding the foregoing, in the event 
that Region 4 ESC is made aware of any pricing being offered to eligible agencies that is materially 
inconsistent with the pricing under this agreement, Region 4 ESC shall have the ability to conduct an 
extensive audit of Vendor’s pricing at Vendor’s sole cost and expense. Region 4 ESC may conduct 
the audit internally or may engage a third-party auditing firm. In the event of an audit, the requested 
materials shall be provided in the format and at the location designated by Region 4 ESC or TCPN.

ARTICLE 11- OFFEROR PRODUCT LINE REQUIREMENTS 

11.1 Current products: Proposals shall be for materials and equipment in current production and 
marketed to the general public and education/government agencies at the time the proposal is 
submitted.

11.2 Discontinued products:  If a product or model is discontinued by the manufacturer, vendor may 
substitute a new product or model if the replacement product meets or exceeds the specifications 
and performance of the discontinued model and if the discount is the same or greater than the 
discontinued model. 
 

11.3 New products/Services: New products and/or services that meet the scope of work may be added 
to the contract.  Pricing shall be equivalent to the percentage discount for other products. Vendor 
may replace or add product lines to an existing contract if the line is replacing or supplementing 
products on contract, is equal or superior to the original products offered, is discounted in a similar or 
to a greater degree, and if the products meet the requirements of the solicitation. No products and/or 
services may be added to avoid competitive procurement requirements. Region 4 ESC may require 
additions to be submitted with documentation from Members demonstrating an interest in, or a 
potential requirement for, the new product or service. Region 4 ESC may reject any additions without 
cause. 
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11.4 Options: Optional equipment for products under contract may be added to the contract at the time 
they become available under the following conditions: 1) the option is priced at a discount similar to 
other options; 2) the option is an enhancement to the unit that improves performance or reliability. 

11.5 Product line: Offerors with a published catalog may submit the entire catalog.  Region 4 ESC 
reserves the right to select products within the catalog for award without having to award all contents. 
Region 4 ESC may reject any addition of equipment options without cause. 

11.6 Warranty conditions: All supplies, equipment and services shall include manufacturer's minimum 
standard warranty and one (1) year labor warranty unless otherwise agreed to in writing. 

11.7 Buy American requirement: (for New Jersey and all other applicable States) Vendors may only use 
unmanufactured construction material mined or produced in the United States, as required by the 
Buy American Act. Where trade agreements apply, to the extent permitted by applicable law, then 
unmanufactured construction material mined or produced in a designated country may also be used. 
Vendors are required to check state specific requirements to ensure compliance with this 
requirement. 

ARTICLE 12- SITE REQUIREMENTS 

12.1 Cleanup: Vendor shall clean up and remove all debris and rubbish resulting from their work as 
required or directed by Member. Upon completion of the work, the premises shall be left in good 
repair and an orderly, neat, clean and unobstructed condition. 

12.2 Preparation: Vendor shall not begin a project for which Member has not prepared the site, unless 
vendor does the preparation work at no cost, or until Member includes the cost of site preparation in 
a purchase order.  Site preparation includes, but is not limited to: moving furniture, installing wiring for 
networks or power, and similar pre-installation requirements. 

12.3 Registered sex offender restrictions:  For work to be performed at schools, vendor agrees that no 
employee or employee of a subcontractor who has been adjudicated to be a registered sex offender 
will perform work at any time when students are or are reasonably expected to be present. Vendor 
agrees that a violation of this condition shall be considered a material breach and may result in the 
cancellation of the purchase order at the Member’s discretion. Vendor must identify any additional 
costs associated with compliance of this term. If no costs are specified, compliance with this term will 
be provided at no additional charge. 

12.4 Safety measures: Vendor shall take all reasonable precautions for the safety of employees on the 
worksite, and shall erect and properly maintain all necessary safeguards for protection of workers 
and the public. Vendor shall post warning signs against all hazards created by its operation and work 
in progress. Proper precautions shall be taken pursuant to state law and standard practices to protect 
workers, general public and existing structures from injury or damage. 

12.5 Smoking: Persons working under the contract shall adhere to local smoking policies.  Smoking will 
only be permitted in posted areas or off premises. 

12.6 Stored materials: Upon prior written agreement between the vendor and Member, payment may be 
made for materials not incorporated in the work but delivered and suitably stored at the site or some 
other location, for installation at a later date. An inventory of the stored materials must be provided to 
Member prior to payment. Such materials must be stored and protected in a secure location, and be 
insured for their full value by the vendor against loss and damage. Vendor agrees to provide proof of 
coverage and/or addition of Member as an additional insured upon Member’s request. Additionally, if 
stored offsite, the materials must also be clearly identified as property of buying Member and be 
separated from other materials. Member must be allowed reasonable opportunity to inspect and take 
inventory of stored materials, on or offsite, as necessary. 

Until final acceptance by the Member, it shall be the Vendor's responsibility to protect all materials 
and equipment. The Vendor warrants and guarantees that title for all work, materials and equipment 
shall pass to the Member upon final acceptance.
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ARTICLE 13- MISCELLANEOUS 

13.1 Funding Out Clause: Any/all contracts exceeding one (1) year shall include a standard “funding out”
clause.  A contract for the acquisition, including lease, of real or personal property is a commitment of 
the entity’s current revenue only, provided the contract contains either or both of the following 
provisions:  

“Retains to the entity the continuing right to terminate the contract at the expiration of each budget 
period during the term of the contract and is conditioned on a best efforts attempt by the entity to 
obtain appropriate funds for payment of the contract.” 

13.2 Disclosures: Offeror affirms that he/she has not given, offered to give, nor intends to give at any 
time hereafter any economic opportunity, future employment, gift, loan, gratuity, special discount, trip, 
favor or service to a public servant in connection with this contract.

Include a complete description of any and all relationships that might be considered a conflict of 
interest in doing business with participants in TCPN. 

The Offeror affirms that, to the best of his/her knowledge, the offer has been arrived at 
independently, and is submitted without collusion with anyone to obtain information or gain any 
favoritism that would in any way limit competition or give an unfair advantage over other vendors in 
the award of this contract. 

13.3 Indemnity: The awarded vendor shall protect, indemnify, and hold harmless both Region 4 ESC and 
TCPN and its participants, administrators, employees and agents against all claims, damages, losses 
and expenses arising out of or resulting from the actions of the vendor, vendor employees or vendor 
subcontractors in the preparation of the solicitation and the later execution of the contract, including 
any supplemental agreements with members.  Any litigation involving either Region 4 ESC or TCPN, 
its administrators and employees and agents will be in Harris County, Texas. Any litigation involving 
TCPN members shall be in the jurisdiction of the participating agency.

13.4 Franchise Tax: The Offeror hereby certifies that he/she is not currently delinquent in the payment of 
any franchise taxes.

13.5 Marketing: Awarded vendor agrees to allow Region 4 ESC to use their name and logo within 
website, marketing materials and advertisement. Any use of Region 4 ESC name and logo or any 
form of publicity, inclusive of press releases, regarding this contract by awarded vendor must have 
prior approval from Region 4 ESC.

13.6 Certificates of Insurance: Certificates of insurance shall be delivered to the Region 4 ESC 
participant prior to commencement of work. The insurance company shall be licensed in the 
applicable state in which work is being conducted. The awarded vendor shall give the participating 
entity a minimum of ten (10) days notice prior to any modifications or cancellation of policies. The 
awarded vendor shall require all subcontractors performing any work to maintain coverage as 
specified.

13.7 Legal Obligations: It is the Offeror’s responsibility to be aware of and comply with all local, state,
and federal laws governing the sale of products/services identified in this RFP and any awarded 
contract and shall comply with all while fulfilling the RFP. Applicable laws and regulation must be 
followed even if not specifically identified herein.

13.8 Open Records Policy: Because Region 4 ESC contracts are awarded by a governmental entity, 
responses submitted are subject to release as public information after contracts are executed.  If a 
vendor believes that its response, or parts of its response, may be exempted from disclosure, the 
vendor must specify page-by-page and line-by-line the parts of the response, which it believes, are 
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exempt. In addition, the Offeror must specify which exception(s) are applicable and provide detailed 
reasons to substantiate the exception(s).  Offeror must provide this information on the 
“Acknowledgement and Acceptance to Region 4 ESC’s Open Record Policy” form found at the 
beginning of this solicitation. Any information that is unmarked will be considered public information 
and released, if requested under the Public Information Act.

The determination of whether information is confidential and not subject to disclosure is the duty of 
the Office of Attorney General (OAG). Region 4 ESC must provide the OAG sufficient information to 
render an opinion and therefore, vague and general claims to confidentiality by the Offeror are not 
acceptable. Region 4 ESC must comply with the opinions of the OAG. Region 4 ESC assumes no 
responsibility for asserting legal arguments on behalf of any vendor.  Offeror are advised to consult 
with their legal counsel concerning disclosure issues resulting from this procurement process and to 
take precautions to safeguard trade secrets and other proprietary information.  

 After completion of award, these documents will be available for public inspection. 

[Remainder of Page Intentionally Left Blank-Signatures follow on Signature Form] 
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Appendix D:  

GENERAL TERMS & CONDITIONS ACCEPTANCE FORM 

Signature on Vendor Contract Signature form certifies complete acceptance of the 
General Terms and Conditions in this solicitation, except as noted below (additional pages 
may be attached, if necessary).  

Check one of the following responses to the General Terms and Conditions: 

 We take no exceptions/deviations to the general terms and conditions 

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

We take the following exceptions/deviations to the general terms and conditions.  All 
exceptions/deviations must be clearly explained. Reference the corresponding 
general terms and conditions that you are taking exceptions/deviations to.  Clearly 
state if you are adding additional terms and conditions to the general terms and 
conditions. Provide details on your exceptions/deviations below: 

(Note: Unacceptable exceptions shall remove your proposal from consideration for
award. Region 4 ESC shall be the sole judge on the acceptance of 
exceptions/deviations and the decision shall be final.) 
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Appendix E:  

QUESTIONNAIRE 

Please provide responses to the following questions that address your company’s operations,
organization, structure and processes for providing products and services. 

1. States Covered
Offeror must indicate any and all states where products and services can be offered. 

Please indicate the price co-efficient for each state if it varies.

 50 States & District of Columbia (Selecting this box is equal to checking all boxes below) 

 Territories & Outlying Areas (Selecting this box is equal to checking all boxes below) 

2. Diversity Programs

 Do you currently have a diversity program or any diversity partners that you do
business with?         Yes   No

 If the answer is yes, do you plan to offer your program or partnership through
through TCPN Yes   No 

(If the answer is yes, attach a statement detailing the structure of your program, along with 
a list of your diversity alliances and a copy of their certifications.) 

Alabama    Montana 
Alaska Nebraska 
Arizona Nevada 
Arkansas New Hampshire 
California New Jersey 
Colorado New Mexico 
Connecticut New York 
Delaware 
District of Columbia  

North Carolina 
North Dakota 

Florida Ohio 
Georgia Oklahoma 
Hawaii Oregon 
Idaho Pennsylvania 
Illinois Rhode Island 
Indiana South Carolina 
Iowa South Dakota 
Kansas Tennessee 
Kentucky Texas 
Louisiana Utah 
Maine Vermont 
Maryland Virginia 
Massachusetts Washington 
Michigan West Virginia 
Minnesota Wisconsin 
Mississippi 

   Missouri 
Wyoming 

American Samoa   Northern Marina Islands 
Federated States of Micronesia Puerto Rico 
Guam U.S. Virgin Islands
Midway Islands 
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 Will the products accessible through your diversity program or partnership be
offered to TCPN members at the same pricing offered by your company?

 Yes   No 
(If answer is no, attach a statement detailing how pricing for participants would be calculated.) 

3. Minority and Women Business Enterprise (MWBE) and (HUB) Participation

It is the policy of some entities participating in TCPN to involve minority and women business
enterprises (M/WBE), small and/or disadvantaged business enterprises, disable veterans
business enterprises, historically utilized businesses (HUB) and other diversity recognized
businesses in the purchase of goods and services. Respondents shall indicate below whether or
not they hold certification in any of the classified areas and include proof of such certification with
their response.

a. Minority Women Business Enterprise
  Respondent certifies that this firm is an MWBE Yes   No 

  List certifying agency:   _______________________________________________ 

b. Small Business Enterprise (SBE) or Disadvantaged Business Enterprise (DBE)

Respondent certifies that this firm is a SBE or DBE Yes   No 

 List certifying agency:   _______________________________________________ 

c. Disabled Veterans Business Enterprise (DVBE)
Respondent certifies that this firm is a DVBE                                          Yes   No 

 List certifying agency: __________________________________________________ 

d. Historically Underutilized Businesses (HUB)
  Respondent certifies that this firm is a HUB Yes   No 

List certifying agency:   _______________________________________________ 

e. Historically Underutilized Business Zone Enterprise (HUBZone)
 Respondent certifies that this firm is a HUBZone Yes   No 

 List certifying agency:   _______________________________________________ 

f. Other
Respondent certifies that this firm is a recognized diversity Yes   No 
certificate holder       
List certifying agency: _______________________________________________

4. Residency

Responding Company’s principal place of business is in the city of ___________State of ___.
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Huntingburg IN
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5. Felony Conviction Notice

Please check applicable box:

 A publicly held corporation; therefore, this reporting requirement is not applicable. 

 Is not owned or operated by anyone who has been convicted of a felony. 

 Is owned or operated by the following individual(s) who has/have been convicted 
  of a felony. 

*If the third box is checked a detailed explanation of the names and convictions must be attached.

6. Processing Information

Company contact for:

Contract Management 

Contact Person: __________________________________________ 

Title: ___________________________________________________ 

Company: _______________________________________________ 

Address: ________________________________________________ 

City: ___________________ State: _____________ Zip:      

Phone:     Fax: 

Email: 

Billing & Reporting/Accounts Payable 

Contact Person: __________________________________________ 

Title: ___________________________________________________ 

Company: _______________________________________________ 

Address: ________________________________________________ 

City: ___________________ State: _____________ Zip:  

Phone:      Fax: 

Email: 

Marketing

Contact Person: __________________________________________ 

Title: ___________________________________________________ 

Company: _______________________________________________ 

Address: ________________________________________________ 

City: ___________________ State: _____________ Zip: 

Phone:     Fax: 

Email: 
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Martha Schwindt

Contracts Manager

OFS Brands Holdings Inc

1204 East Sixth Street

Huntingburg IN 47542

812 683 7257 812 683 7619

mschwindt@ofsbrands.com

same as above

Steven M Robinson

Director of Government Sales

OFS Brands Holdings Inc

1602 L Street NW, 5th Floor

Washington DC 20036

812 683 7462 202 331 1715
srobinson@ofsbrands.com

- Sales,   Marketing is Wes Harper

, Wes Harper- 15 Timothy Crossing Ct. North Augusta, SC 29860

Wes Harper Cell: 706 267 7555
wesharper@ofsbrands.com

Technology/ Education Market Manager



7. Distribution Channel:  Which best describes your company’s position in the distribution channel:

 Manufacturer direct  Certified education/government reseller 

 Authorized distributor  Manufacturer marketing through reseller 

 Value-added reseller  Other __________________________ 

8. Pricing Information

 In addition to the current typical unit pricing furnished herein, the Vendor agrees to offer all
future product introductions at prices that are proportionate to Contract Pricing.

Yes   No 
(If answer is no, attach a statement detailing how pricing for participants would be calculated.) 

 Pricing submitted includes the required administrative fee. Yes   No 
(Fee calculated based on invoice price to customer)

 Additional discounts for purchase of a guaranteed quantity? Yes   No 

9. Cooperatives

List any other cooperative or state contracts currently held or in the process of securing 

Cooperative/State Agency Discount 
Offered 

Expires Annual Sales 
Volume 

[Remainder of Page Intentionally Left Blank] 
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See attachment



QUESTIONNAIRE 1

2.	 Diversity Programs 
	� OFS Brands relies on our dealer diversity partners to provide services. We plan 

to offer this partnership through TCPN. While OFS Brands manufactures the 
products, the dealers serve as our subcontractor to provide an array of services 
including installation, design, reconfiguration, asset inventory management, re-
upholstery and storage.

	� Our dealer diversity partners nationally are all categorized as small businesses 
by the SBA. OFS Brands has 16 dealers that are certified as Texas Historically 
Underutilized Businesses (HUB). The certificates signed by Paul Gibson, Statewide 
HUB Program Manager are enclosed for each of the following dealers:

	 1.	 Business Interiors of Texas Inc.

	 2.	 Workplace Resource LLC

	 3.	 Texas Wilson Office Furniture

	 4.	 Nelson Interiors LLC

	 5.	 Broussard Basics LLC

	 6.	 Office Source LTD- Austin

	 7.	 Office Source LTD- San Antonio 

	 8.	 Facility Interiors Inc.

	 9.	 Shelton- Keller Group Inc.

	 10.	Total Office Solutions

	 11.	 G.L. Seaman & Company

	 12.	Navajo Office Products LLC

	 13.	Ables-Land Inc.

	 14.	BKM Total Office of Texas LLC

	 15.	Baker Office Products Inc.

	 16.	Built for Dreams Inc. (listed at State web site as HUB, certificate not received)

	� Please note that the services accessible through our partnership will be offered to 
TCPN at the same pricing available from OFS Brands.





































Questionnaire
9.	
  Listing	
  of	
  OFS	
  Brands	
  State	
  and	
  Coop	
  Contracts

Cooperative	
  /	
  State	
  Agency Discount	
   Expires Annual	
  Sales
Offered Volume

State	
  of	
  Georgia OFS	
  &	
  First	
  Office: 1/31/15 4,361,052.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
48.5%	
  Del	
  &	
  Installed
Carolina:
50%	
  Del	
  &	
  Installed
Loewenstein:
49.5%	
  Del	
  &	
  Installed

State	
  of	
  Florida OFS,	
  First	
  Office	
  & 3/1/16 1,650,343.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
Carolina:
60%	
  Delivered
Loewenstein:
56.1%	
  Delivered
STAKS	
  &	
  Eleven:
63%	
  Delivered

State	
  of	
  Texas OFS,	
  First	
  Office	
  & 9/21/18 1,297,789.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
Carolina	
  Casegoods:
56.2%	
  Delivered
Seating:	
  	
  	
  56.7%	
  Del
Loewenstein:
56.2%	
  Delivered

State	
  of	
  New	
  York OFS	
  &	
  First	
  Office 12/1/18 1,071,936.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
Casegoods:	
  	
  56.2%
Seating:	
  	
  	
  56.7%
Carolina:	
  	
  	
  	
  54.59%
Loewenstein:	
  	
  	
  58.5%

State	
  of	
  North	
  Carolina OFS	
  Casegoods: 3/31/15 782,736.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
53%
First	
  Office	
  
Casegoods:	
  	
  52.5%
Carolina
Seating:	
  	
  	
  43%

State	
  of	
  Pennsylvania 48%	
  Delivered 4/30/15 682,606.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
State	
  of	
  Alabama 45%	
  Del	
  &	
  Installed 11/30/15 672,027.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
State	
  of	
  New	
  Jersey OFS	
  &	
  First	
  Office: 7/31/17 615,843.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  

43%	
  Del	
  &	
  Installed
Carolina:
40%	
  Del	
  &	
  Installed
Loewenstein:
39%	
  Del	
  &	
  Installed



Questionnaire
9.	
  Listing	
  of	
  OFS	
  Brands	
  State	
  and	
  Coop	
  Contracts

State	
  of	
  Mississippi OFS,	
  First	
  Office	
  & 6/30/15 343,729.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
Carolina:
45%	
  Del	
  &	
  Installed
Loewenstein:
41%	
  Del	
  &	
  Installed

State	
  of	
  Kentucky OFS	
  &	
  First	
  Office 4/3/15 317,362.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
Casegoods:	
  	
  56.2%
Delivered
Seating:	
  	
  	
  	
  56.7%
Delivered

State	
  of	
  Connecticut 42%	
  Del	
  &	
  Installed 6/30/15 26,062.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
State	
  of	
  South	
  Carolina 50%	
  Del	
  &	
  Installed 12/4/17 99,661.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  
State	
  of	
  New	
  Mexico OFS,	
  First	
  Office	
  & 5/11/16 93,572.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  

Carolina:
60%	
  Delivered
Loewenstein:
56.1%	
  Delivered
STAKS	
  &	
  Eleven:
63%	
  Delivered

TIPS	
  /	
  TAPS 48%	
  Del	
  &	
  Installed 10/25/15 145,246.00	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  



COMPANY PROFILE 1

1.	 Company’s official registered name:  
	 OFS Brands Holdings Inc.

2.	� Brief history of your company, including the year it was established. 
OFS Brands is a family owned, community driven company providing socially 
responsible furniture and logistics solutions in office, healthcare, education, 
government and home office markets across the world. 

	� Established in 1937, OFS Brands has grown into a global leader while staying 
true to its local roots and core values of sustainability and craftsmanship. Our 
headquarters is located in Huntingburg, Indiana with facilities in Archdale, North 
Carolina and Leitchfield, Kentucky. We have a work force of 1,625 employees and 
11 manufacturing facilities that comprise 2.8 million square feet.

	� OFS Brands is the parent company for 4 product brands; OFS, First Office, 
Carolina and Loewenstein and our trucking company, Styline Logistics. Our 
proposal to Region 4 incorporates solutions from each of these brands.

3.	 Company’s Dun & Bradstreet (D&B) number:  
	 006364434

4.	 Corporate office location:  
	 1204 East Sixth Street, Huntingburg, IN 47542

5.	� List the total number of sales persons employed distribution center by your 
organization within the United States, broken down by market.  
See attached numbers by city and state

6.	� List the number and location of offices, or service centers for all states being 
offered in solicitation. Additionally, list the names of key contacts at each 
location with title, address, phone and e-mail address.  
See the attached location of OFS Brands showrooms

7.	� Provide the number of furniture dealers that your organization works with, 
broken down by State. If you are a retail based company, please provide your 
retail store locations, broken down by State.  
See attached listing by state of OFS Brands dealers



COMPANY PROFILE 2

8.	� Describe how your organization will ensure agencies receive the Region 4  
ESC contract pricing through your dealer network, or via retail stores. 
All purchase orders issued by agencies utilizing the TCPN Contract must first 
be reviewed by the OFS Contracts Dept. prior to being keyed into our order 
entry system by Customer Service. This applies to all dealer orders, retail orders 
and direct purchase orders. We also require the dealer to submit a copy of the 
customer purchase order. The OFS Contracts Dept. reviews pricing on a line item 
basis to verify conformance with the Region 4 Contract. In the event that pricing 
is not in accordance with the Contract, the Contracts Dept. will notify the public 
agency of the additional savings and inquire whether the agency will need to 
modify the purchase order.

9.	� Detail any rebates, custom lists, or other incentive offers, that will be extended 
through the contract. 
OFS will offer a rebate of .25% for product sales in excess of $5 million during a 12 
month period. The rebate does not apply to services. Volume discounts are also 
available at the purchase level.

10.	� Describe how your company proposes to distribute the furniture, and related 
products, nationwide.  
OFS proposes to utilize our national network of small business dealers to actively 
promote the TCPN Contract.

	� Our dealers must go through a certification process by attending a Government 
Ethics webinar conducted by our law firm, Crowell and Moring and by validating 
the eligibility of employees in the Dept. of Homeland Security E-Verify Program. 
Additional criteria include requiring the dealer principal to dedicate at least one 
sales person to the Government and Education vertical market that will pursue 
opportunities under the TCPN contract. The Government dealer sales person 
will be required to attend TCPN training upon award of the contract and will 
participate in the OFS annual dealer performance review. We will require the 
Government dealer representative to regularly engage with the TCPN Regional 
Program Manager in sales calls to public agencies.

	� In addition to the sales responsibility, dealers will provide all services under 
the contract as the OFS subcontractor. Services include design, installation, 
reconfiguration, project management; asset management, re-upholstery and 
storage (see enclosed description of dealer services).

	� Dealers must submit all orders to OFS Contracts for verification of contract 
pricing. Additional dealer functions include checking acknowledgements, 
coordinating delivery with the customer and performing installation services. 
A copy of the agency purchase order must accompany the dealer order. The 
customer has the option of issuing the order directly to OFS or placing the order 
with the local small business dealer.



COMPANY PROFILE 3

11.	� State your standard delivery time (in days) and any available options that an 
agency might have for expediting delivery.  
The standard lead time is 60 days after receipt of order and select items are 
available on 12 day quick delivery. Products available on the 12 day quick delivery 
program are annotated in the price lists.

12.	� Please detail any restocking fees and the procedures required for returning 
products. 
OFS Brands will not accept returned merchandise without a signed Return 
Authorization (RA) issued by our customer service department.

	� All returned merchandise must be properly packaged and cartoned to           
prevent further damage. Carton must be clearly marked with identifying RA 
number so that proper credit can be issued.

	 OFS Brands will consider issuing RAs for the following reasons:

	 · Manufacturing defect (must be inspected by OFS Brands sales representative)

	 · OFS Brands order processing error

	 · Shipping error

	 · Duplicate shipments

	 · Mismarked cartons

	� All merchandise must be returned within thirty (30) days of the date of the            
RA to receive credit.  Freight damage, signs of usage, missing parts, etc. will be 
adjusted on the amount of credit to be issued. The customer is responsible for all 
freight charges to return products.

13.	� State the process for returning damaged goods.  
a. Inspect all cartons for damage and verify carton quantity. All shipments are 
delivered to the transportation company in good condition;

	� OFS Brands liability ceases at this time. Do not refuse merchandise damaged in 
transit. Instead enter a claim with the transportation company.

	 �b. Record damages and/or shortages on the bill of lading and freight bill. 
Do not accept the shipment until all shortages are noted on both the bill of 
lading and the freight bill. Sign only for the items you receive. If you give the 
delivering carrier a clear receipt for a shipment, the carrier is relieved of further 
responsibility.

Question 13 continued on next page



COMPANY PROFILE 4

		

	 �c. If concealed damage is found: Notify the delivering carrier at once and request 
an inspection. For shipments via Styline Logistics, notify your OFS Brands Customer 
Service Representative. This must be done within 15 calendar days of delivery. 
Without this inspection the transportation company will not entertain a claim for 
loss or damage. If the carrier will not perform this inspection, you should prepare an 
affidavit that you contacted the carrier, noting the time and date, and that the carrier 
failed to comply with your request. All shipping cartons and inner packing must be 
retained for carrier inspection. Do not move the damaged merchandise from the 
receiving location. It must also be retained for the inspection.

14.	� Please provide contact information for the person(s) who will be responsible for  
the following areas, including resumes:

	 a. Sales: Steve Robinson - (812) 683-7462, srobinson@ofsbrands.com

	 b. Sales Support: Matt McCormick - (312) 480-8522, mmccormick@ofsbrands.com 
		  Richard Goodrum - (602) 290-3312, rgoodrum@ofsbrands.com

	 c. Marketing: Wes Harper - (706) 267-7555, wesharper@ofsbrands.com

	 d. Financial Reporting: Martha Schwindt - (812) 683-7257, mschwindt@ofsbrands.com

	 e. Executive Support: James Reeese - (812) 683-7405, jreese@ofsbrands.com

15.	 Define your standard terms of payment.  
	 Payment terms are Net 30 days. We also accept Visa, Master Card and AMX.

16.	 Who is your competition in the marketplace? 
	� Our competition in the marketplace is Steelcase, Herman Miller, Knoll, Haworth, 

Kimball and Shelby Williams

17.	 Overall annual sales for last three (3) years; 2011, 2012, 2013:

	 2011: $221,917,838

	 2012: $212,107,489

	 2013: $233,569,005

18.	 Overall public sector sales, excluding Federal Government,  
	 for last three (3) years; 2011, 2012,2013:

	 2011: $15,164,682

	 2012: $11,731,381

	 2013: $12,488,152



COMPANY PROFILE 5

19.	� What is your strategy to increase market share? 
The OFS Brands strategy to increase market share is two-fold, with the 
introduction of award winning products and expanding our presence in the 
government sector by recruiting industry leading sales talent that excel in the 
education, state and local government markets through experience with a 
national buying agreement.

	� During our industry annual trade show in June, 2014-Neocon; OFS won awards 
for 9 new products from Contract Magazine and Interior Design Magazine. We 
introduced over 20 products at Neocon, more than any other company. Similarly, 
during Neocon 2013, we were the recipients of Best of Neocon awards for 3 other 
product introductions and 2 more new products were honored at the Best of 
Year Awards (BOY) in December, 2013.  OFS Brands is nominated for 6 Best of 
Year Awards for new products at the upcoming New York ceremony in December, 
2014. Additionally, First Office introduced an innovative line up of education 
furniture in 2013 that integrates technology for the student and reflects the new 
approaches to learning. Our commitment to increase market share was further 
demonstrated with the acquisition of 2 companies; Carolina and Loewenstein in 
2008.

	� OFS recognizes the growth potential in the education, state and local government 
markets and has sought industry leading talent that has in depth experience 
with national buying agreements. Knoll is the leader in furniture sales to the 
Government. OFS recruited the Vice President of their Government Division, 
Steve Robinson, to lead this vertical market in January, 2014. Steve was 
responsible for securing Knoll’s furniture contract with US Communities in 1997 
and successor contracts in 2001, 2006 and 2012. Under Steve’s leadership Knoll’s 
US Communities annual sales grew to $58.6 Million, to be their largest furniture 
provider.

	� Additionally, OFS hired Matt McCormick, a 20 year Knoll Regional Manager as 
the Director of Sales for the East and Richard Goodrum, a 26 year Knoll Regional 
Manager as the Director of Sales for the West. Matt and Richard have in depth 
knowledge of the Government procurement process. They were participated 
in the launch of US Communities (USC) in 1997 and growth in their respective 
Regions over the next 15 plus years by having weekly engagement with the USC 
Program Managers. OFS also added 10 new sales representatives in 2014 to 
increase our market presence.



COMPANY PROFILE 6

20.	 What differentiates OFS Brands from competitors?  
	� OFS Brands offers unique custom capabilities to provide modular cabinetry and 

casework for our customers with Carolina Mile Marker. Additionally, OFS, through 
our division, Styline Logistics is the only furniture manufacturer that uses its 
own fleet of trucks and company employed drivers to deliver products to our 
customers.

	� The custom laminate, wood and Corian capabilities of Mile Marker modular 
cabinetry and casework enable us to provide athletic and student lockers, counter 
tops and cabinets for dormitory kitchen/break rooms.

	� The benefit is that Mile Marker is delivered in 6 weeks, unlike conventional mill 
work. Another advantage is that Mile Marker ships fully assembled, offering simple 
installation and components that can be easily moved and reconfigured. A full 
support team is available from specification through installation. The option rich 
solutions offered by Mile Marker allow each application to be customized for 
specific needs. While conventional contractor millwork is guaranteed for 1 year, 
Mile Marker comes with a limited lifetime warranty.

	� Our trucking company, Styline Logistics, has a fleet of 200 trucks and 250 trailers. 
Products are delivered on our trucks, regardless of order size. We are the only 
company in our industry that does not contract delivery of product to customers. 
The benefit is that clients receive goods free of freight damage. In 2013, we 
delivered 99.9 percent of our products without any damage. Additionally, our 
Customer Service Dept. contacts the customer a few prior to shipment and 
arranges a delivery appointment. Our trucks are equipped with GPS and our 
dispatch center in High Point, NC monitors their position throughout the day to 
ensure that the deliveries are made at the scheduled time.

21.	� Describe the capabilities and functionality of OFS Brands’ on-line catalog/
ordering website.  
All of the OFS Brands catalogs and price lists for all 4 brands, OFS, First Office, 
Carolina and Loewenstein, are available at our website: www.ofsbrands.com. We 
have established customized electronic catalogs with the corporate standards for 
several national accounts and are eager to build a custom site for TCPN users.

22.	� Describe your company’s Customer Service Department (hours of operation, 
number of service centers, etc.).  
Locations are in Huntingburg, IN and High Point, NC.  The hours of operation are 
8:00 AM to 5:00 PM EST, M-F.



COMPANY PROFILE 7

23.	� Describe your company’s ongoing quality control processes to ensure qualified 
in-house personnel, installers, and subcontractors.  
The OFS Brands quality assurance program is a program designed to meet and 
exceed our customer’s expectations. It is our goal that each user of our furniture 
should be proud of their newly purchased furniture for years to come. The high 
quality products that we manufacture will enhance the appearance of an office, 
while also allowing the user to maximize productivity and efficiency in the 
workplace. Quality is not just a department, nor is it just a theory. Quality is an 
overall business system that is practiced every day at OFS Brands. This quality 
business system includes the OFS Brands supply chain, starting with the external 
vendors and extending through the shipping of products. It also consists of 
specifications that control the incoming material; state of the art equipment to 
produce high quality parts; cleanliness of facilities; work instructions to outline 
correct process for the assembly, finish, and pack process; a design staff that 
sets specifications; an Engineering and Quality Department that communicates 
these set specifications to the production floor; and production standards which 
enforce compliance to these pre-set specifications. The driving factor of the OFS 
Brands quality business system is all OFS Brands personnel including both plant 
and office employees.

	� Each individual takes immense pride in his or her work, which is the reason we 
continue to be an industry leader in high quality furniture.

	� The following is more detailed documentation that explains and supports the 
Quality business systems of OFS Brands:

	� Raw Materials: Hardwood parts and veneered panels are manufactured by OFS 
Brands. By producing our own hardwood and veneer parts, we can control the 
quality of each component part. Hardwood parts are cleared of all defects such 
as knots or internal log deterioration. Furniture panels and surfaces consist of 
top grade veneers. Tops are filled prior to assembly to further clarify the true 
beauty of wood grains. This is evident with a finished unit showing beautiful 
wood grain clarity. All OFS Brands vendors conform to pre-set specifications. 
Parts that are supplied to OFS Brands for manufacturing, such as high pressure 
laminate, core material, and upholstery fabrics, are immediately inspected and 
evaluated when received at our facilities. This assures that our vendors conform 
to the specifications we set, not what the vendor sets. If defects are found, it is 
rejected and returned to the vendor. If it passes inspection, it is put into inventory 
for usage. It is important for all raw materials (whether internal or external) to be 
defect free. This will help ensure a high quality finished product. Also, it enables 
manufacturing facilities to operate with maximum efficiency ensuring each OFS 
Brands customer a quality product that is delivered on time.

Question 23 continued on next page
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	� Assembly: Assembly processes used by OFS Brands guarantee long lasting and 
durable furniture. Wood screws and glue in joints help stabilize units for long 
term use. Further strength is added to structural joints by using 16-gauge steel 
angle brackets and wooden glue blocks. Several series feature a “lock miter” 
construction which allows the visible areas of the chassis to be unbroken by 
panels, making a smooth external appearance. Drawers feature the highest quality 
grade suspensions to ensure a strong but smooth and quiet operation. All OFS 
Brands suspensions feature a lifetime warranty.

	 �Finish: OFS Brands uses one of the most detailed finish systems in the wood 
office furniture industry with advanced electronic equipment to monitor and 
control the process. As units enter the finish line in each plant, a SAP and 
NGR stain is applied to make the color uniform and is then checked for color 
acceptance. The SAP and NGR stains will provide consistency in the finish colors 
when veneer color tones vary. Then the unit goes through a wash coat process 
which seals and protects the SAP and NGR stains. Then the entire unit is hand 
sanded for smoothness and checked for color acceptance. A filler and wipe stain 
is then applied to fill the open grain in the veneer which will bring out and hi-light 
the finished grain patterns in the veneer. This is the last stage of color application, 
and the unit is checked for color acceptance. Next, the unit goes through a curing 
oven. Then, the Euroluxe sealer coat is applied, and color is checked. The unit 
cures through an oven for 10-15 minutes. The unit is then hand sanded again for 
smoothness and checked for color acceptance. The final step is the application of 
the Euroluxe top coat. The unit goes through the last curing oven for 30 minutes. 
When coming out of the last oven, color again is checked for final acceptance. 
The unit moves on to the trim line, runs through final inspection and the unit is 
then packed. Each unit is packaged with a specially designed carton which will 
allow for the easy moving of units. The inner packing consists of padded corner 
pads, cushioned flats, and a foam cover to protect the unit from scratches. In 
addition to the above mentioned Quality checks, OFS Brands also uses a weekly 
testing plan to assure color consistency from plant to plant. 

Question 23 continued on next page
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	� Customer Complaints: Customer complaints are measured in our internal 
management tool called My OFS Brands. A complaint will result in the filing of 
a FIR- Field Inspection Report.  Although the FIR goes to the Customer Service 
Representative for resolution, the reports are also sent to the Plant Manager 
that was responsible for the production of the item. The Plant Manager is held 
accountable and must investigate what triggered the complaint and enter their 
findings into the data base. The FIR’s are reviewed on a weekly basis by the Senior 
Vice President of Operations and all Plant Managers to monitor any specific 
trends and to verify that the customer has now been satisfied. 

	� Shipping: Upon being packed, each unit is delivered to a finished goods 
warehouse. OFS Brands has a company owned transportation system, Styline 
Logistics. Freight is carried on our own tractors and trailers, and drivers are 
employed by OFS Brands. This allows us to control the handling of merchandise 
all the way to the delivering destination. Our personnel are responsible for moving 
the furniture within the shipping warehouse, staging the furniture for shipment 
and loading in our trailers. Our drivers transport, handle and deliver with care 
assuring that there is no damage to the furniture. Once units are loaded on our 
trailers, they are not unloaded until it reaches the delivering destination. Many 
other transportation systems such as LTL and pool truck carriers frequently 
pass through many terminals before reaching the final destination, resulting in 
an increased percent of damage. Common LTL and pool truck carriers average 
between 8 and 10% damage. OFS Brands has a freight damage rate of less than 
.1%. This helps in completing an installation on time negating unnecessary freight 
claims and the ordering of replacement furniture. 

	� Installers and Subcontractors: OFS Installation Services routinely audits the work 
of our installers and subcontractors to verify that the products are installed to 
our standards. We offer regional training sessions to our dealer installation teams 
throughout the year. On large projects, an OFS Installation Services member will 
act as the crew chief to ensure a smooth installation. 

24.	� Describe and provide and product or service warranties offered by your 
organization.  
A copy of the 4 product brand warranties, OFS, First Office, Carolina and 
Loewenstein are enclosed. We are proposing our commercial warranties.

25.	� Provide information regarding whether your firm, either presently or in the past, 
has been involved inany litigation, bankruptcy, or reorganization.  
OFS Brands is not involved in any current or past litigation, bankruptcy, or 
reorganization.
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MARKETING/SALES

17.	� Detail how your organization plans to market this contract within the first ninety 
(90) days of the award date. This should include, but not be limited to:

	 a. A co-branded press release within first 30 days 
	 b. Announcement of award through any applicable social media sites 
	 c. Direct mail campaigns 
	 d. Co-branded collateral pieces 
	 e. Advertisement of contract in regional or national publications 
	 f. Participation in trade shows 
	 g. Dedicated TCPN and Region 4 ESC internet web-based homepage with: 
		  i. TCPN and Region 4 ESC Logo 
		  ii. Link to TCPN and Region 4 ESC website 
		  iii. Summary of contract and services offered 
	��	  iv. �Due Diligence Documents including; copy of solicitation, copy of contract 

and any amendments, marketing materials 

	� Our marketing plan in the first 90 days consists of 7 action items:

	 �a. �OFS Brands, through its Public Relations Dept., will team with TCPN to develop 
and issue a co-branded press release within the 14 days. An announcement will 
also be made on Facebook and Twitter concurrently.

	 b. �We will develop a series of co-branded one page fliers promoting the contract 
that will change on a quarterly basis. These fliers can be used in direct mail 
campaigns. The first flyer will be available 14 days after award for approval by 
Region 4 and TCPN. A direct mail campaign will take place within 30 days of 
flyer development.

	 c. �OFS Brands will develop a 16 page product brochure highlighting items on the 
contract. It will contain the TCPN logo, contract number, benefits of using the 
contract. Print copies will be available no later than 60 days from award.

	 d. �OFS Brands is happy to advertise the contract in regional or national 
publications. We would rely on TCPN to let us know which periodicals are most 
effective at reaching their members. A minimum of one advertisement in a 
national publication will take within 90 days from the award date. 

	 e. �We will have display space at the NIGP trade show in the TCPN aisle during 
August, 2015 in Kansas City. OFS Brands will participate in any other national 
or regional trade shows that the TCPN Regional Program Managers believe are 

Question 17 continued on next page
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successful.

	 f. �OFS Brands will create a dedicated TCPN and Region 4 ESC internet web-based 
home page with the logos of the 2 organizations, a link to the web sites of TCPN 
and Region 4 ESC and a summary of the contract and services offered. Copies 
of the solicitation, any amendments, and the contract and marketing materials 
will also be posted to the homepage no later than 60 days after award. We will 
have the beta site for viewing by Region 4 and TCPN within 50 days award.

	 g. �A dedicated Region 4/TCPN email address will be established within 14 days of 
award.

18. 	� Describe how your company will demonstrate the benefits of this contract to 
eligible entities if awarded. 
OFS Brands has many public entities that have expressed interest in procuring 
our products, but these are agencies are unable to do so because of the lack of a 
piggy back agreement. We will develop a list of target customers categorized by 
the geography of the TCPN Regional Program Manager and create an action plan 
for each account. We will extend an invitation to the Regional Program Managers 
to participate in the sales calls to these accounts. We will take the 1 page flyer 
that outlines the contract benefits and a copy of the contract on these calls.

19.	� Explain how your company plans to market this agreement to existing 
government customers. 
We are eager to market the agreement to our existing customers. The benefit to 
these customers is the savings associated with the contract. Additionally, many of 
our existing contracts have a limited offering and do not include the entire OFS 
Brands product portfolio. A second benefit to the public agency of using TCPN 
and Region 4 is the ability to procure all of the products under a single contract 
vehicle, while enjoying savings.

20.	� Provide a detailed ninety (90) day plan describing how the contract will be 
implemented within your firm.  
The submission of the OFS Brands proposal to Region 4 has been the collective 
effort of sales, marketing and contracts. The benefit upon award is the buy-in and 
familiarity of these key internal functions. As an example, Marketing is already 
developing a draft flyer to launch in the first 14 days. Personnel from these key 
disciplines will participate in the kick off meeting in Houston during March. 
Following this session, a training session will be held during the week of March 23 
with Customer Service and Order Entry. They will be trained by our Government 

Question 20 continued on next page
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Contract Manager on pricing compliance at the order level and that all orders 
must go through a pricing review by the Contracts Department prior to data 
entry. During the week of March 16, a joint meeting will be held with our IT and 
Marketing Department to commence the development of the dedicated home 
page. A separate meeting will be held during the same week with the Contracts 
Department to set up the monthly reporting requirements and IFF payment. A 
3 way conference call will be orchestrated between OFS, our Public Relations 
firm and TCPN to develop the press release during the week of March16. Follow 
up meetings or conference calls will occur every other Friday with Marketing, 
Contracts and IT to ensure that the collateral material, web site, reporting and IFF 
are on track for the May 1 start date.

21.	� Describe how you intend on train your national sales force on the Region 4 ESC 
agreements. 
Upon award of a contract, OFS Brands would like to meet with Region 4 and 
TCPN to develop the curriculum for the training webinar. The training webinar will 
be mandatory for the OFS Brands sales force and it will be offered at 3 different 
times during the month of April. We welcome the instruction of the TCPN 
Regional Program Managers in the webinars. The PowerPoint presentation will 
be posted at the company intranet site, My OFS Brands after the third session. 
Topics will include benefits of the contract, eligible agencies, print and web based 
marketing materials, review of the TCPN web site and OFS Brands dedicated 
TCPN site, best pricing guarantee, etc.

	� There will be quarterly mandatory webinar training modules throughout 2015 and 
2016 on the TCPN Contract. Since vacations start in July, the second mandatory 
training webinar will be in June, 2105. These sessions will highlight TCPN sales 
success stories, sales tips, new collateral marketing materials and web based 
tools. Additionally, we will set up sales rep and dealers training at the local market 
level with the TCPN Regional Program Managers throughout the year.

22.	� Provide a list of industry trade shows/conferences your company annually 
attends.

	 - Neocon 
	 - Neocon East 
	 - BDNY 
	 - Healthcare Design 
	 - CoreNet



COMPANY PROFILE 13

23.	� Acknowledge that your organization agrees to provide its company logo(s) to 
Region 4 ESC and agrees to provide permission for reproduction of such logo in 
marketing communications and promotions.  
OFS Brands agrees to provide its logos to Region 4 ESC and permits reduction of 
such logos in marketing communications and logos.

24.	� Provide the revenue that your organization anticipates each year for the first 
three (3) years of this agreement.

	 $3 Million in year one

	 $15 Million in year two

	 $25 Million in year three

ADMINISTRATION

24.	� Describe your company’s implementation and success with existing cooperative 
purchasing programs, if any, and provide the cooperative’s name(s), contact 
person(s) and contact information as reference(s). 

	� OFS Brands is extremely successful with our 15 state contracts. We participate 
in a small regional buying coop in Texas and Arkansas-TIPS/ TAPS Cooperative 
Purchasing System (The Interlocal Purchasing System). The implementation was 
very simple, requiring the posting of basic contact information, a link to the OFS 
Brands website at the TIPS/ TAPS home page and monthly reporting. There has 
been moderate success under the program with sales of $419,571 from 2011- 2013. 

	 Contact Persons: David Mave at 903-243-4759 or Kim Thompson at 903-243-4789

25.	� Describe the capacity of your company to report monthly sales through this 
agreement.  
OFS Brands has the capability to provide very detailed and customized monthly 
reporting. As an example, we provide extremely complex monthly reports to 
our Healthcare GPO, Novation, to capture their 3% IFF. Many of our other state 
contracts require either monthly or quarterly reporting with an IFF component and 
no 2 states use the same format. 
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26.	� Describe the capacity of your company to provide management reports, i.e. 
consolidated billing by location, time and attendance reports, etc. for each 
eligible agency.  
OFS Brands has the capacity to provide management reports including 
consolidated billing by location for each eligible agency.

27.	 Please provide any suggested improvements and alternatives for doing business 
with your company that will make this arrangement more cost effective for your 
company and Participating Public Agencies. 
As a first time supplier to Region 4, we are eager to learn from our experiences with 
the participating agencies and grow sales. We would be in a better position to offer 
feedback after 12 months of participation.

GREEN INITIATIVES

28.	� Please provide your company’s environmental policy and/or green initiative. 
The OFS Brands Environmental Policy is attached. Also provided is a separate 
page titled “Environmental Attributes”, highlighting the many standards that OFS 
Brands are tested to comply with such as GREENGUARD, level, etc.

VENDOR CERTIFICATIONS

29.	� Provide a copy of all current licenses, registrations and certifications issued 
by federal, state and local agencies, and any other licenses, registrations or 
certifications from any other governmental entity with jurisdiction, allowing 
respondent to perform the covered services including, but not limited to 
licenses, registrations or certifications. M/WBE, HUB, DVBE, small and 
disadvantaged business certifications and other diverse business certifications, 
as well as manufacturer certifications for sales and service must be included if 
applicable. 
Copies of the Historically Underutilized Business (HUB) Certificates for our Texas 
based dealers are provided.



OFS	
  Brands	
  Sales	
  Reps	
  by	
  Location

Number of Reps Business City State
1 Birmingham AL
1 North Little Rock AR
2 Scottsdale AZ
2 Tempe AZ
2 Mission Viejo CA
2 Sacremento CA
3 Santa Monica CA
3 San Francisco CA
4 Denver CO
4 Washington DC
3 Miami FL
1 Jacksonville FL
4 Dania FL 
1 Agusta GA
3 Atlanta GA
1 Honolulu HI
1 Des Monies IA
4 Chicago IL
1 Spingfield IL
2 Huntingburg IN
2 Overland Park KS
1 New Orleans LA
4 Boston MA
1 Mason MI
1 Minneapolis MN
2 High Point NC
1 Charlotte NC
1 Newark NJ
1 Las Vegas NV
4 Manhattan NY
1 Buffalo NY
3 Ballston Spa NY
3 Columbus OH
2 Portland OR
3 Philidelphia PA
4 Pittsburgh PA
1 Columbia SC
1 Austin TX
3 Houston TX
1 Collierville TN
2 Nashville TN
4 Dallas TX
1 Virginia Beach VA
4 Seattle WA
2 Green Bay WI

98 Total



OFS BRANDS SHOWROOMS 1

ATLANTA SHOWROOM

1362 Collier Road NW

Atlanta, GA 30318

404.231.4347 / atlantashowroom@ofsbrands.com

Attn: Scott Hall

CHICAGO SHOWROOM

222 Merchandise Mart Plaza, Suite #1132

Chicago, IL 60654

312.222.9377 / chicagoshowroom@ofsbrands.com 

Attn: Amanda Tribo

DALLAS SHOWROOM

International on Turtle Creek

150 Turtle Creek Boulevard, Suite #207

Dallas, TX 75207

214.571.0366 / dallasshowroom@ofsbrands.com

Attn: Ashley Pyle 

NEW YORK SHOWROOM

1250 Broadway, Suite #3501

New York, NY 10001

212.337.9676 / nyshowroom@ofsbrands.com 

Attn: Folasade Ogun

SANTA MONICA SHOWROOM

3130 Wilshire Boulevard, Suite #150

Santa Monica, CA 90403

310.453.0212 / lashowroom@ofsbrands.com 

Attn: Kelly Bone

WASHINGTON DC SHOWROOM

1602 L Street NW, 5th Floor

Washington, DC 20036

202.331.1063 / dcshowroom@ofsbrands.com

Attn: Jamie Mason
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ENVIRONMENTAL POLICY 1

The following information on the 
OFS Brands organization is a 
summary of the policies that we 
have implemented and the activities 
we are practicing. This information 
should be used to provide insight 
into our organization’s Sustainability 
Plan and how we can consistently 
produce furniture products to meet 
the requirements and environmental 
demands of our customer base 
as well as our own continuous 
improvement efforts.  

OFS BRANDS’ DFE VALUES

OFS Brands’ goal is to improve the 
environmental performance of our 
products through the utilization of 
a Design for the Environment (DfE) 
approach in all product quality and 
design. We have accomplished this 
by incorporating the standard use of 
recycled materials, recycled content, 
and renewable materials when 
available. Environmentally certified 
materials, water management and 
energy efficiency are also part of 
our Research and Development 
processes. 

OFS Brands collaborates with 
industry designers to develop 
innovative furniture that exceeds the 
functionality requirements of the 
user while minimizing the amount 
of materials required for production. 
This design element greatly 
reduces the amount of material 
required to produce a traditional 
single user workstation, while also 
incorporating some of the core 
principles of green building design

At OFS Brands, we value our 
ability to guarantee sustainability 
through the implementation of 
ongoing sustainability education 
and training with all associates. The 
USGBC LEED® standards are closely 
followed when building facilities and 
performing any renovations. We 
also strive to continuously observe 
the industry and government 
sustainability programs, and 
continue to contribute to these with 
resources and corporate leadership.

Through the Research and 
Development processes and 
product design phases, Design 
for the Environment Protocol 
(DfE) is applied at all levels and 
has been adapted not only to the 
design of our products, but to our 
manufacturing processes as well.

Reductions in waste are quickly 
realized during our manufacturing 
processes. Through the use of our 
optimizing software, we are able 
to create the best possible yields 
on a job-to-job basis, while cutting 
our raw board material. This initial 
process in the manufacturing of 
our furniture created yields of 
approximately 74% for all cut board 
material during 2013. We also utilize 
off-fall from our board cutting 
processes to produce minor parts/
components as well as pallets used 
to transport materials throughout 
our multiple manufacturing facilities. 
This DfE approach to our processes 
creates gained efficiencies and 
promotes a culture that enables 
all employees to participate in 
continuous improvement and waste 
reduction innovations. 

Our CIS lean manufacturing 
program allows us to practice lean 
manufacturing initiatives as an 
important resource when promoting 
innovation, by continuously working 
with our supply chain partners to 
initiate strategies and incentives in 
product design for sustainability.

The OFS Brands DfE approach to 
Research & Development of product 
design:

• Design and quality control enable 
our products to endure several years 
and possess a 12 year warranty.

• Recyclable materials such as 
wood, metal, aluminum, and glass 
are all used to manufacture our 
products.

• 100% post-industrial waste is used 
by our suppliers to manufacture all 
MDF and particleboard.

• Low VOC is a feature standard 
feature throughout our product 
portfolio.

• Water-based glues used on our 
seating products contain low VOC.

• 100% recyclable fabrics are offered 
for upholstery materials.

• Refinishing and reupholstering can 
lengthen the life of several products.

• 100% recyclable materials are used 
in our packaging, many of which 
incorporate a high level of recycled 
content.

• Utilization of all environmental 
principles to ensure water and 
energy efficiency is encouraged 
and monitored through our product 
design and incorporated into our 
manufacturing processes.

• Contract agreements with our 
external supply partners incorporate 
environmental guidelines.

• To ensure our suppliers are able 
to meet and exceed environmental 
guidelines, their performance is 
evaluated quarterly.

OFS Brands has initiated research 
into Chemicals of Concern 
avoidance within our furniture 
products. Following the Living 
Building Challenge’s determination 
of hazardous or toxic chemicals, 
along with the BIFMA e3 
Sustainability Standard’s Chemicals 
of Concern listing and evaluation 
processes, we have begun working 
with our supply chain partners 
to identify potential toxics within 
the material makeup of certain 
products. It is the intention of 
OFS Brands to identify these 
chemicals, report on any inclusion 
into our products and work to 
replace potential hazards with safer 
alternatives. 

RE-LAMPING

OFS Brands has re-lamped multiple 
manufacturing facilities, a total of 
8 in all, with more energy efficient 
lighting. Preliminary data show 
annual reductions for two of the 
facilities totaling approximately 
362.6 metric tons of CO2 and 
583,033 kwh of electricity. Total 
savings over the next 10 years are 
estimated at just under $1 million. 
Calculations for the remaining 
facilities are still being completed.

RECYCLING

OFS Brands has an established 
recycling and reuse program. This 
program was created several years 
ago to divert as much solid waste 
from landfill disposal as possible, 
with an ultimate goal of 100% solid 
waste diversion. Our progress 
is monitored continuously, and 
through our recycling efforts in 2013 
the following costs and emissions 
have been avoided:

2976 tons of wood waste used as 
fuel and 7,369 wooden pallets. Using 
average pallet size figures of 48” 
x 40” x 6” and an average weight 
of 40.5 lbs. per pallet, we estimate 
approximately 150 tons were 
recycled during 2013. These pallets 
were either reused, refurbished, or 
converted into wood fuel pellets. 

Landfill cost avoided through wood 
reuse and recycling, at $28.35/ton = 
$88,622.10

This does not include the cost of 
purchasing alternate fuel (natural 
gas) or for logistics to transport to 
landfill.

Recycling:

Metal, plastic, paper, cardboard, thin 
film, and banding in 2013:

Received for recycling $35,759.48

Recycled pounds 832,990

Recycled tons 416.50

Disposal cost per ton $28.35

Avoided cost $11,807.78

Received plus avoided $47,567.26

*Plus $88,622.10 of avoided costs for 
wood = $136,189.36.

Excluding the amount of wood 
combusted and used as a bio-
fuel for our boilers, the recycling 
of all other materials indicates an 
emission reduction of approximately 
1132 metric tons of CO2 equivalent 
based off of the U.S. EPA’s Waste 
Reduction Model (2013). This 
reduction is figured against the 
alternative landfill disposal method. 



E-Waste is sent to a local company 
who provides a certification of 
responsible recycling. Total E-Waste 
recycled in 2013 was 12,050 lbs. 
The recycling of this electronic 
equipment results in the equivalent 
of 114.1 metric tons of CO2 emissions 
reduced. 

Through our 2013 recycling efforts, 
OFS Brands avoided a total of 1,246.1 
metric tons of CO2e emissions.

In addition to the above recorded 
amounts, recycling units at facilities 
reclaim dirty solvent from the finish 
line and gun cleaning operations 
so that it can be used again for 
reducing the amount of virgin 
solvent purchased. These recycling 
units are also used to reclaim 
unused commercial products, so the 
solvent portion can be used to clean 
finished products and equipment. 
This is a great example of reusing a 
material that would have otherwise 
been disposed of.

FSC COC CERTIFICATION

The demand for certified forest 
products has grown significantly 
in recent years. OFS Brands’ goal 
to act as a responsible steward of 
the environment encouraged us to 
pursue our FSC Chain of Custody 
(COC) certification back in 2007. 
This enabled us to procure and 
process wood fiber based materials 
that are certified under the most 
recognized global certification 
standard for responsibly harvested 
and/or recovered wood material. 
This provides our customers (Dealer, 
A&D community and end-users) the 
added reassurance that they have 
purchased furniture that meets the 
strict requirements of the FSC COC 
Standard.

BIFMA LEVEL CERTIFICATION

OFS Brands offers level certification 
on its entire product portfolio, 
containing over 170 different 
product lines within all four brands. 
These products are both Level 
1 and Level 2 certified and at 
the beginning of June, 2014, the 
majority of all OFS Brands products 
moved to Level 2 certified status 
under the BIFMA e3 Sustainability 

Standard.

The BIFMA e3 Sustainability 
Standard, which provides the 
foundation for level certification, is 
the multi-attribute, sustainability 
standard and third-party 
certification program for the 
furniture industry. The e3 
Sustainability Standard was created 
to deliver the most open and 
transparent means of evaluating and 
communicating the environmental 
and social impacts of furniture 
in the marketplace. Taking into 
account a company’s social actions, 
energy usage, material selection, 
and human and ecosystem health 
impacts; level addresses how a 
product has been examined by an 
independent third party certifier 
and its respective numeric marking 
indicates what threshold of 
certification it has achieved.

Creating products that can achieve 
the level certification has required 
OFS Brands to closely work with our 
supply chain and rethink the design 
and engineering of the products 
that we produce, and the processes 
that we use to produce them. 
Sourcing materials from suppliers 
that can provide environmental 
attributes of the components that 
we purchase, developing best 
practices in production and waste 
management, benchmarking energy 
usage and participating in and 
building upon existing philanthropic 
initiatives are key activities that OFS 
Brands has incorporated into its 
sustainable development plans. This 
has not only enabled our products 
to achieve the requirements of level 
certification, but has provided the 
foundation for future sustainable 
growth throughout our organization.

EUROLUXE™ AND GREENGUARD 
CERTIFICATION

In 2008, OFS Brands worked with 
European and American scientists 
to develop the unique properties of 
the patented Euroluxe™ finish. The 
Euroluxe™ finish is applied with a 
premium patented spray process 
that requires nanotechnology to 
precisely regulate the timing and 
mixture of the sensitive materials. 
This new finish improved upon the 

existing finish and also allowed OFS 
Brands products to meet indoor 
air quality standards set by LEED® 
and BIFMA. This also allowed all 
of OFS Brands products within 
wood casegoods, conference and 
seating to achieve GREENGUARD 
Indoor Air Quality Certification by 
the GREENGUARD Environmental 
Institute. Seating products are also 
certified under the GREENGUARD 
Gold standard, previously Children 
and Schools standard.

STYLINE LOGISTICS AND 
SMARTWAY CERTIFICATION

Styline Logistics, an OFS Brands™ 
company, was the first company 
in our industry to join as an EPA 
SmartWay Transport Partner. Styline 
Logistics was also the first logistics 
company in the State of Indiana 
to employ a mandatory no idling 
policy campus wide. Through these 
commitments Styline Logistics 
has been able to reduce diesel fuel 
consumption by over 300,000 
gallons annually. The following 
criteria must be met to qualify for 
the EPA’s SmartWay Program:

• Significant, measurable air 
quality and/or greenhouse gas 
improvements while maintaining or 
improving current levels of other 
emissions and/or pollutants.

• A proven mechanism to quantify 
benefits.

• A verifiable reporting mechanism.

• A written partnership-type 
agreement.

• An education requirement 
that connects the brand with its 
environmental benefits.

We have well trained loading 
teams utilizing hand trucks and 
specialized furniture handling 
equipment. A fleet of air-ride trailers 
and experienced company delivery 
drivers contribute to providing 
damage-free delivery services to 
our customers. All of our efforts 
are reflected in an industry leading 
99.987% damage-free delivery 
performance for our customers. This 
high percentage of damage-free 
deliveries is an underlying, yet vital, 

part of our sustainability focused 
development. Through product 
replacement avoidance, we are able 
to drastically reduce the labor and 
materials required to reproduce and 
transport replacement products, 
which also results in energy savings 
and avoided emissions.

COOL SPRINGS  
EDUCATION CENTER

Cool Springs Education Center is 
an innovative corporate educational 
agrarian campus developed by 
OFS Brands. The property is a 
multipurpose facility that includes 
several building structures, a man-
made reservoir, marina, hiking trails, 
and other various features. Cool 
Springs is utilized for the education 
of our customers on the company’s 
environmental heritage and policies, 
environmental preservation of the 
site, and customer recreation. OFS 
Brands also employs Cool Springs 
as an opportunity to promote 
education for the local community 
and student learning activities. 

• Educate customers on the value 
of specifying wood based products 
and specifying certified components 
through explanation of carbon loads 
and forest management.

• Show that carbon emissions 
can be reduced over 100 times by 
specifying wood based materials 
instead of non-renewable core 
materials.

• Provide examples of how carbon 
can be absorbed, stored, and 
utilized from managed forestland 
to improve air quality and provide a 
sustainable resource for the future.

• Cool Springs utilizes 530 acres of 
OFS Brands managed property. 411 
acres of the property is FSC Forest 
Management certified forestland, 
and is enrolled in the Indiana 
Classified Forest and Wildlands 
Program.

The property is home to our Cool 
Springs Nature Trail, our Education 
Center that is LEED®-NC Silver 
Certified, and multiple outdoor 
activity centers. The Nature Trail 
is a ½ mile guided tour explaining 
forest management in the central 
hardwoods region, and how 
sustainability is achieved through
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selective harvesting and timber 
stand improvement. Along the 
Nature Trail, customers are invited to 
plant a hardwood tree and be a part 
of the long legacy of environmental 
heritage promoted by OFS Brands 
and its founders. 

OFS Brands was happy to grant 
two plots of land for the newest 
additions to the woodlands of Cool 
Springs. Two research tree plantings 
were completed by the Hardwood 
Tree Improvement and Regeneration 
Center (HTIRC), a collaborative 
regional research, development and 
technology transfer effort between 
industry, university, private, state 
and federal entities to advance 
the science of hardwood tree 
improvement, genomics, physiology, 
protection, and utilization.

The Education Center is LEED®-
NC Silver Certified. It houses our 
heritage room, gathering spaces 
for educational groups and 
demonstrations, as well as the 
maintenance headquarters for 
the property. The activity centers 
provide a variety of outdoor 
activities to allow guests to gain a 
closer feel for the hardwood forest 
and how we can utilize its benefits. 
Some activities that can be done 
include nature hikes, mountain 
biking, canoeing, and battery 
powered boat rides.

Events at Cool Springs beyond OFS 
Brands customers:

• Sept 2011 - FSC COC meeting: 
Informational meeting to explain 
and recruit loggers and primary 
producers (sawmills) into the FSC 
program.

• Oct. 2011 - Hosted Boy Scout troop 
for fall camp out and badge work 
session

• Nov. 2011 - Hosted the Indiana 
Forest and Woodland Owners 
Association during their annual 
meeting for landowner chain saw 
training, to allow forest owners to 
better manage their properties.

• March 2012 - Hosted the Indiana 
Tree Farm committee annual 
meeting to recognize tree farmers 
in Indiana, and to allow those 
interested in forest management 
to see the efforts currently taking 

place at Cool Springs, as well as to 
promote education to the public on 
the benefits of wood.

• April 2012 - Hosted Boy Scout 
council cross over event 

• May 2012 - Hosted A Kid’s Place 
daycare for a ½ day of outdoor 
education and experience. Children 
between the ages of 4-12 were 
guided through the Nature Trail 
where they were introduced to 
the many benefits we gain from 
the forest, and how we as people 
can affect the woodland. After the 
completion of the trail they were 
involved in the assembly of a human 
tree factory to demonstrate the 
parts and functions of a tree. 

• Sept 2012 - Hosted a fundraiser for 
local Young Life groups, and were 
able to help in raising over $12,000 
to benefit the youth that the group 
serves. 

OFS BRANDS’ FOREST 
ACHIEVEMENTS

• OFS Brands Forest Stewardship 
Award - An annual award sponsored 
by OFS Brands and presented 
by the Dubois County Soil and 
Water Conservation District to 
a local landowner that practices 
and promotes proper forest 
management and stewardship.

• June 2011 - Helped in the planning, 
coordination, and hosting of a 
“Stump to Product” forestry tour, 
in conjunction with the local SWCD 
and Indiana Project Learning Tree. 
The tour was designed to inform 
educators and the general public 
about forest management and the 
steps involved along the journey of 
a tree becoming a finished product.

• June 2011 - Filming within the OFS 
Brands manufacturing plants in 
conjunction with the development 
of a PBS Indiana Expeditions film, 
“Forests At Work” to promote 
Indiana’s forestry.

• April 2012 - U.S. Forest Service 
planted grafted butternut trees 
to develop a seed orchard, in an 
attempt to produce seed that may 
conserve the butternut species and 
possibly produce seed resistant to 
butternut canker. OFS Brands also 
provides routine maintenance of the 
site through mowing and watering.

CARBON

OFS Brands privately owns and 
manages nearly 8,000 acres of 
land in our surrounding region 
with approximately 7,100 acres of 
that land being forestland. This 
forestland is FSC certified, and also 
certified under the American Tree 
Farm Program. Using data provided 
by the U.S. EPA it is estimated that 
384,910 metric tons of CO2 are held 
within our managed forests. It is also 
estimated that 7,698 metric tons of 
CO2 are sequestered annually within 
this acreage. 

In 2013 OFS Brands’ operations 
emitted approximately 25,411 metric 
tons of CO2 through its electricity 
and natural gas usage. This usage 
includes all facilities within the 
organization that are either directly 
or indirectly linked to the production 
of our products. This includes, but 
is not limited to, all manufacturing, 
maintenance, warehousing and 
administration facilities. 

The amount of CO2 that our 
managed forests sequester annually 
is approximately 30% of what was 
emitted in 2013.
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OUR COMMITMENT TO THE COMMUNITY 1

At OFS Brands, we realize the importance of Education and the impact it has on the 
local and global economy.  Research has shown that a student’s ability to learn is 
directly related to the environment he or she is learning in. This means our donations 
and furniture can play a huge part.  

A KID’S PLACE - FREE PRESCHOOL

We recently partnered with A Kid’s Place in Huntingburg, IN on their new preschool 
program.  They received an early childhood matching grant from the State of Indiana, 
to partially fund a free preschool program for eligible families (living at 100% poverty 
or greater).  In order to receive the grant, A Kid’s Place was required to raise matching 
funds and create community partnerships.  This program will provide free preschool 
to 10 children in our local community.  Our involvement was to create a progressive 
learning space for the children attending this program.  We were also able to donate 
all furnishings for the new space.  The preschool program will officially launch the 
second week of August, 2014.  

CAVOZOS JUNIOR HIGH - COFFEE SHOP CLASSROOM

In Lubbock, Texas, Cavozos Junior High School wanted to create a Coffee Shop 
Classroom (A versatile space that has a variety of seating and table groupings.  
Students can choose where and how they want to work each day.) and lacked the 
funds.  OFS Brands was able to donate the furnishings for this space and provide 
these students with a progressive learning environment.

DALLAS, TEXAS - FURNITURE FOR KIDS EVENT

In Dallas, OFS Brands hosts the Furniture for Kids Event each year.  This event benefits 
the Vogel Alcove, a school for homeless children.  In 2013, we raised over $100,000 for 
this program and also donated all of the school furnishings.  
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Steven M Robinson
Director of Government Sales

OFS Brands, Inc. 
January, 2014 – Present
Director of Government Sales
	 - Responsible for sales to Federal, State, local Governments and Public Higher Education
	 - �Lead national sales force and dealer network for vertical market to achieve double digit annual sales 

growth
	 - Hold quarterly training webinars with sales force and dealers
	 - �Serve as primary negotiator for a future national buying cooperative, GSA Contract and State Contracts 

in Alabama, Florida, Georgia, New Mexico, New Jersey, New York, Pennsylvania, South Carolina, and 
Texas

	 - Ensure that OFS Government Contracts include all recent product introductions 
	 - Established OFS Government Ethics Policy and Compliance Program 
	 - �Collaborate with marketing and contracts in the development of the Government website and vertical 

market material
	 - Work with Finance and Contracts to ensure pricing compliance on Government contracts

Knoll, Inc. 
January, 1988 – December, 2013
Vice President Government Division
	 - �Established US Communities Contract with Fairfax County, VA in 1997 and secured several succeeding 

contracts, including current term of January 1, 2013 through December, 2016.
	 - Created dedicated Knoll- US Communities National Program Manager position
	 - Grew US Communities annual sales from $2 Mil in 2002 to $56.3 Mil in 2007
	 - �Established corporate and pricing commitment and lead conversion of Public Agencies to US 

Communities
	 - �Held mandatory US Communities sales representative and dealer training in Los Angeles, Chicago and 

Washington, DC in December, 2011
	 - �Worked with US Communities Advisory Board to promote contract to other Public Agencies in their 

locale
	 - Participated with US Communities in rollout and training for New York and New Jersey
	 - First furniture vendor to sign onto US Communities marketplace
	 - �Participated in numerous US Communities Customer Summits during 2013 including Fairfax, Dallas, 

Houston, San Diego and Phoenix
	 - Worked with US Communities Marketing to participate in quarterly campaigns
	 - �Held weekly communication with US Communities Program Managers on strategic accounts and 

participated in quarterly reviews with US Communities Supplier Manager
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Matt McCormick
Northeastern Regional Sales Manager
	
OFS Brands, Inc. 
November 2012 – Present
Northeastern Regional Sales Manager
	 - �Responsible for the day to day operations of the sales and distribution team in the Northeastern territory 

comprised of New England, NY, PA, DE, MD, VA and Illinois.
	 - Responsible for managing pricing and quoting
	 - Development and implementation of distribution programs and activities
	 - Manage the allocation of resources across the sales team including management of (3) major showrooms
	 - �Manage the internal sales support team in the NE region including 3 showroom managers and in-house 

specification team.
	 - �Facilitate and expedite customer service response on client issues – direct line of communication with 

senior leadership in operations, manufacturing, production and logistics
	 - �Support in product development, modifications, customs and specials.  Pull resources to solve client 

needs.

Desks Inc
October 2009 – November 2012
Vice President of Sales and Operations
	 - �Responsible for managing the day to day operations of the sales team, CAD and design services team, 

Project Managers, Account Managers.
	 - �Responsible to support all client satisfaction and supporting the allocation of resources to deliver the 

best customer service possible.
	 - �Train and educate the sales and services team on all major partner products and services to maximize 

our effectiveness in delivery top quality solutions
	 - �Support the corporate mission of offering the top value solution for our customers
	 - �Development of all corporate marketing tools including the introduction of our new website and project 

management process chart, a 27 stage process guaranteed to deliver a complete, on-time and on budget 
furniture solution.

Knoll
July 1989 – October 2009
Southwestern Regional Sales Manager/ Chicago Sales Manager
	 - �Responsible for the day to day management of the sales force and management of the relationship with 

our dealer partners
	 - �Support the allocation of resources to deliver on client commitments.
	 - �Manage service team to help exceed client expectations and deliver on quality and solutions

Projects Experience:
-	 Georgetown University
-	 National Education Association
-	 George Washington University
-	 American University
-	 DePaul - green room
-	� Center for NanoScience and 

Engineering
-	 Syracuse University
-	 Buffalo State College
-	 St Mary College
-	� State University of New York - 

Oswego
-	 Skidmore College
-	 Siena College
-	 University of Massachusetts Lowell
-	 East Somerville High School
-	 Bentley College

-	 Northeastern University
-	 Buffalo State University
-	 Salve Regina
-	� University of Massachusetts- 

Amherst
-	 Harvard University
-	 Amherst College
-	 Worcester Academy
-	 Rutgers - New Brunswick
-	 West Chester University
-	 University of Wilmington
-	 Trenton College of NJ
-	� Kean University Green Lane 

Building Seating
-	� State University of New York - 

BUFFALO
-	 New Jersey Institute of Technology

-	� Hudson County School of 
Technology

-	 Eastern CT State University
-	 The Gunnery School 
-	 Naugatuck High School
-	 University of New Haven
-	 University at Buffalo
-	 Nazareth College
-	 University of Rochester
-	 Barnard College
-	 Guggenheim- Indianapolis
-	� Kennebunk Valley Community 

College
-	 Lehigh University
-	 Penn State University - Harrisburg
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Richard Goodrum
Western Regional Sales Manager

OFS Brands, Inc.
March 2013 - Present
Western Regional Sales Manager
	 - ��Responsible for day to day operations of the sales and distribution team in the Western 

territory comprised of California, Oregon, Washington, Hawaii, Alaska, Montana, Nevada, 
Arizona, Utah, New Mexico, Colorado, and Wyoming

	 - �Responsible for managing quoting and pricing
	 - �Development and implementation of distribution programs and activities
	 - �Manage the allocation of resources across the sales team including showrooms in Santa 

Monica, San Francisco, Denver, Portland, and Seattle
	 - �Manage the internal sales support team in the Western Region
	 - �Facilitate and expedite customer service response in client issues, direct line of communication 

with senior leadership in operations, manufacturing, production, and logistics
	 - �Support product development, modifications, customs, and specials

Knoll, Inc
February 1989 - March 2013
San Francisco, Northern California, Hawaii Regional Manager
Southwestern Regional Manager - Arizona, Colorado, Wyoming, Utah, New Mexico, West Texas
Houston Sales Representative

Projects Experience
	 - �Arizona State University
	 - �University of Arizona
	 - �Northern Arizona University
	 - �University of Wyoming
	 - �University of Texas - El Paso
	 - �New Mexico State University
	 - �University of New Mexico
	 - �Mesa Community College
	 - �Glendale Community College
	 - �Gateway Community College
	 - �Chandler Gilbert Community College
	 - �University of Denver
	 - �Paradise Community College
	 - �Phoenix Community College
	 - �Scottsdale Community College
	 - �Rio Salado Community College
	 - �South Mountain Community College
	 - �University of Phoenix
	 - �University of Nevada
	 - �Santa Fe Community College
	 - �New Mexico Community College
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Martha Schwindt
Government Contract Administrator & GSA Account Manager

OFS Brands, Inc. 
July 2003 – Present
Government Contract Administrator & GSA Account Manager
	 - �Responsible for the compliance of all Federal, State, and Group Purchasing contracts, and for the 

maintenance of records pertaining to the contracts. 
	 - �Point of contact for all internal staff and outside sales personnel for matters relating to contract terms 

and conditions. 
	� - �Tracking and reporting of contract sales, including reporting of sales and payment of Industrial Funding 

Fees to GSA.  Establishing and monitoring reports for sales and payment of Administrative Fees  for 
State contracts including Alabama, Florida, Georgia, New Mexico, New Jersey, New York, South Carolina, 
and Texas. 

	 - �Monitoring Federal Government bid sites and preparing and submitting responses to the bids. 
	 - Submitting responses electronically to State Purchasing organizations for new and renewal contracts.   
	 - �Developing website for contract information and maintaining updates on the site.
	 - Providing price quotes and product specification assistance to government customers. 
	 - �Assisting Customer Service Account Managers and Order Entry staff in correct processing of contract 

orders and management of service issues. 
	 - Assisting Accounts Receivables Dept. in resolution of billing issues. 

OFS Brands, Inc. 
April 1993 – July 2003
National Accounts Coordinator & Customer Service Account Rep
	 - �Obtaining installation quotes and coordinating deliveries with local installers on behalf of contract 

Endusers. 
	 - �Pre-editing purchase orders to ensure correct pricing and product specifications. 
	 - �Compiling sales reports to be provided to Endusers on quarterly, semi-annual or annual basis. 
	 - �Tracking of orders to ensure delivery commitments and working with the company’s Logistics Dept. to 

resolve late shipments. 
	 - �Managing warranty claims for repairs and replacements.
	 - �Point of contact for product and service information, and resolving product and service issues.

Kimball International 
September 1985 – January 1993
National Accounts Administrator  
	 - �Maintaining the records for all national purchasing agreements.
	 - �Tracking sales and compiling sales reports to be provided to the Endusers as well as to internal sales 

staff.  
	 - �Distributing information to outside sales teams relevant to agreement terms and conditions.
	 - �Initiating renewals, price increases, and other related changes to existing agreements.
	 - �Point of contact for all inquiries regarding agreements held by the company.
	 - �Assisting Customer Service and Project Management staff to ensure they adhered to the terms of 

agreements.



RESUMES 5

James Reese
National Sales Manager

OFS Brands, Inc. 
December 2007 – Present
National Sales Manager
	 - Responsible for all global sales activities for OFS Brands.
	 - Manage all sales activities including budgets and SG&A  
	 - Collaborate with marketing and product development on new initiatives
	 - Oversee all vertical market managers
	 - Maintain high level relationships with dealers, clients and national accounts 

OFS Brands, Inc. 
March 2006 - December 2007
Regional Sales Manager 
	 - �Responsible for the sales activity in the central region
	 - Conducted weekly calls and quarterly reviews with independent and direct sales force
	 - Conducted quarterly reviews with all distribution partners
	 - Implemented programs to utilize all GPO and cooperative buying group relationships
	 - Responsible for expense budgets for the central region
	 - Exceeded goal for all brands
	 - Implemented two national account programs that are still active today

Allseating 
April 2004 - December 2005
Regional Sales Manager 
	 - �Responsible for the sales activity in the central region
	 - Conducted weekly calls and quarterly reviews with independent and direct sales force
	 - Conducted quarterly reviews with all distribution partners
	 - Implemented programs to utilize all GPO and cooperative buying group relationships
	 - Responsible for expense budgets for the central region

James Reese & Associates 
March 1994 - December 2003
Sales Representative
	 - �Conducted B2B sales activity as a multi-line independent sales representative
	 - �Maintained relationships with several contract manufactures in the Kentucky territory
	 - �Developed a distribution network in Kentucky for several manufacturers
	 - �Achieved stated sales goals 
	 - �Worked with GPO’s, GSA and the Kentucky state contract
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Wes Harper
Technology/Education Market Manager 

OFS Brands, Inc.
December 2013 - Present
Technology/Education Market Manager
	 - �Responsible for the Education marketing platform and market strategy.
	 - �Identifying product gaps and opportunities.
	 - �Conducting competitive product analysis.
	 - �Developing the Education brochure and story behind our full facility approach.  
	 - �Assisting reps, dealers and designers with bid responses, quotes and orders.  
	 - �Creating and delivering sales presentations for education opportunities.  
	 - �Managing all new product launches.
	 - �Setting inventory levels to maintain competitive lead times.  
	 - �Adjusting inventory levels based on product demand.  
	 - �Training internal employees and reps on all education products and our market approach.
	 - �Understanding how education is changing and the challenges today’s educators are facing. Creating 

designs/solutions that help address these challenges.  

OFS Brands
October 2011 - November 2013
Education Sales Rep - GA
	 - �Working with Higher Ed accounts to create custom solutions based on their needs. 
	 - �Responsible for creating detailed presentations and quotes.  
	 - �Working with customers to rethink the traditional classroom and library.  
	 - �Developing collaborative layouts that supported interaction and individual work.  
	 - �Presenting the classroom of the future to multiple Universities and K-12 schools.  
	 - �Understanding how education is changing and the challenges today’s educators are facing. Creating 

designs that help address these challenges.  
	 - �Customers included:   

Georgia Southern University 
Savannah Technical College 
Medical College of GA 
Valdosta State University 
Ogeechee Technical College 
Augusta State University 
Okeefonokee Technical College 
Wiregrass Technical College 
Armstrong Atlantic University













































Appendix I: 

EVALUATION QUESTIONNAIRE/SELF CHECKLIST 

Products/Pricing (40 Points) 

1. Are all products and services being proposed listed under APPENDIX B on a corresponding
electronic device?   Yes   No 

2. Is there a price list for all available products/services on a corresponding electronic device?
Yes   No 

3. Did you provide the warranty information that is offered by your company?
Yes   No 

4. Will customers be able to verify they received the contract price?
Yes   No 

Please explain how they would verify the contract price. 

5. What payment methods do you accept?
A. _______________ B. _______________ 

Performance Capability (30 Points) 

1. Did you indicate which states you can deliver to under APPENDIX E, Question 1?
Yes   No  

2. What is the capability of your company to respond to emergency orders?
Please explain what actions you would take.

3. Please provide your company’s average fill rate over the last three fiscal years.
1) _________ 2) __________ 3) _________

4. Please provide your company’s average on time delivery rate over the last fiscal year.
_________

5. Does your company agree to the following statement on shipping charges “All deliveries shall
be freight prepaid, F.O.B. destination and shall be included in all pricing offered unless
otherwise clearly stated in writing.” ? Yes   No

If not please explain.

6. What is your company’s return and restocking policy? Are there any applicable fees?
Please provide a brief description and example.

7. What is your company’s history of meeting shipping and delivery timelines?

8. Will your company be able to meet the one year warranty guarantee as stated on page 16
under pricing? Yes   No

If not, please explain.
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X

X

X

X

All orders are sent to the Contracts Dept for price 
verification prior to being keyed by Order Entry 

Purchase Card (AMX, VISA, MC) check and electronic payment

X

OFS offers a 12 day delivered quick ship program, called GO in the 48 
contiguous states. Quick ship products are annotated in the price lists

99%

98-99% 98-99% 98-99%

X

FOB Destination is offered in the 48 contiguous states only

X

All returns require prior authorization is required. A restocking 
fee of 25% of net and freight charges to return the item apply.

During the last 3 years, we shipped 98 to 99% on time. Since we own our own trucking fleet, delivery is  99.4% on time



9. Did you provide your company’s information regarding your customer service department  as
per APPENDIX F, Question 15? XYes   No

10. What is your company’s current invoicing process?

11. Did you indicate how your company will implement the contract as per APPENDIX F,
Question 20?     Yes   No

12. Did you provide your Dun & Bradstreet number?  Yes   No

13. Did you provide information on your website and on-line ordering capacities as per
APPENDIX F, Question 14? Yes   No 

Qualification and Experience (20 points) 

1. What is your company’s reputation in the marketplace?

2. What is the reputation of your products and/or services in the marketplace?

3. Does your company have past experience with Region 4 ESC and/or TCPN members?
If so, please list them and their contact information (Up to five).

4. Did you list your key employees and their qualifications as per APPENDIX F, Question 6?
Yes   No 

5. Did you provide the locations and sales persons who will work on the contract as per
APPENDIX F, Question 6 & 7?  Yes   No

6. What past experience does your company have working in the government sector?

7. Did you provide information on working with cooperative purchasing programs as per

8. Did you provide information on any litigation, bankruptcy, reorganization, etc. as per

9. Did you submit at least 10 customer references relating to the products and services within
this RFP, with an equal representation coming from K12, Higher Education and
City/County/non-profits entities as per APPENDIX F? Yes   No

10. Did you list and submit all applicable MWBE, HUB, DVBE, small and disadvantaged
business certifications that your company holds?       Yes   No

11. Did you list and submit all applicable M/WBE, HUB, DVBE, small and disadvantaged
business and other diverse certifications that your company holds? Yes     No

HUB certificates were provided for our TX based participating dealers

Value Add (10 Points) 

1. Did you submit a marketing plan as per APPENDIX F, Question 17?
Yes   No 

2. Did you provide a national sales training plan as per APPENDIX F, Question 21?
Yes   No
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OFS or its authorized dealer invoices the customer upon 
product shipment

X

X

X

X

X

x

X
OFS is a large business

x

X

APPENDIX F, Question 16?  xYes   No

APPENDIX F, Question 24?  XYes   No

. Services are invoiced upon completion.

Please see attachment for expanded answers to certain questions

X

See attachment

See attachment

See attachment

See attachment

16 references were submitted



QUALIFICATIONS AND EXPERIENCE - EXPANDED RESPONSES 1

1.	 Reputation in the Marketplace 
	 �OFS Brands has undergone a major transformation from 500 employees and a 

supplier of wood case goods in 2007 to 1,625 employees in 2014, providing a 
full range of products for the multigenerational workforce, constantly evolving 
technology and today’s education spaces.

	� OFS Brands is committed to meeting the needs of its customers with 
environmental accountability. It is the pursuit of OFS Brands to create healthier 
future generations through continuous improvement in air quality controls, 
ongoing waste reduction processes, expanded use of sustainable and recycled 
materials in manufacturing and giving back to our community.

2.	 Reputation of Products and Services 
	 �OFS Brands has a reputation of delivering sustainable products with rates of 

99.4% on time and 99.1% damage free. OFS Brands through our 4 product 
brands; OFS, First Office, Carolina and Lowenstein provides turnkey solutions and 
one stop shopping for cafeteria, case goods, classroom and library, ergonomic 
solutions, lounge/reception, science lab, seating, conference room and technology 
support furniture and workstations. OFS product introductions in 2013 and 2014 
have captured more design awards than any other company in our industry.

3.	 OFS Brands has past experience with several TCPN members including: 
	 a.	 Western Kentucky University: Tiffany Hayes - 270-745-2127 
	 b.	 University of Kentucky: Shareese Malone - 859-257-5911 ext. 253 
	 c.	 Kentucky Community Technical College: Eric Shaffer - 859-256-3363 
	 d.	 New Jersey Institute of Technology: Sharyn Serrafin - 973-596-5279 
	 e.	 UCSF: Edward Sorrento - 415-241-5080

6.	 Past Experience in Government Sector 
	� OFS Brands has been a long time contractor to several states and currently holds 

16 contracts in GA, FL, SC, TX, NY, NC, PA, AL, NJ, MS, KY, CT, SC, NM, WI and 
AR. 	

	� We also participate in the TIP/ TAPS Cooperative Purchasing System. OFS 
Brands is a very active participant in the Federal market and has held a GSA 
Schedule Contract since 1998 and the Navy FISC BPA since 2006. In 2010, the US 
Army awarded its largest contract ever for wood case goods to OFS Brands to 
accommodate relocating war fighters and civilians under BRAC.



QUALIFICATIONS AND EXPERIENCE - EXPANDED RESPONSES 2

In 2012-2013, OFS Brands recognized the opportunity to grow sales in the 
Government space. They recruited 3 members of the Knoll management team that 
had tremendous success with local Government and education utilizing the US 
Communities Contract (USC). They are Steve Robinson, Matt McCormick and Richard 
Goodrum. Knoll is considered the industry leader in Government sales and is the top 
furniture supplier under USC.

The Region 4 ESC Team has the following experience. Their resumes provide detailed 
information on public agencies served.

Steve Robinson - Director of Government Sales 
Steve has over 36 years of experience in Government Sales and Contracts. Most 
recently, he served as Vice President- Government Division for Knoll Inc. from 1988 
to 2013. Steve started the US Communities program for Knoll in 1997 and ran the 
program for 16 years. He secured new US Contracts in 2001, 2006 and 2012 and 
grew US Communities sales to $58.6 Mil. Steve directed a Government team of 23 
representatives and 6 Government Managers at Knoll. He worked extensively with 
Peter Foley when he was the USC Program Manager for the West Coast. Peter, Steve 
and the Knoll Government Team regularly met with public agencies and significantly 
grew sales together. Steve also participated in USC customer seminars and trade fairs 
with Chris Penny as the National Sales Director for Office Depot. He also participated 
in every US Communities quarterly review.

Martha Schwindt - Government Contract Administrator 
Martha is responsible for contract management and compliance at OFS Brands for all 
public sector contracts, including 16 states. She has been with OFS Brands for 11 years 
in this capacity. Martha is responsible for all contractual matters with public agencies 
and provides monthly sales reporting and remittance of the Industrial Funding Fee. 

Richard Goodrum - Western Regional Sales Manager 
Richard served as a Regional Manager for Knoll in the San Francisco and Phoenix 
Regions. He had 24 years of experience with Knoll selling to local Governments and 
higher education. Richard participated in the launch of the USC Contract in 1997 and 
subsequent contract awards. He established Knoll as the furniture standard in 23 
universities, several counties and municipalities using the USC contract vehicle.

Matt McCormick- Northeastern Regional Sales Manager 
Matt served as a Regional Manager for Knoll in the Phoenix and Chicago Regions. 
He had 20 years of experience with Knoll selling to local Governments and higher 
education. Matt also participated in the launch of the US Contract in 1997 and 
subsequent contract awards. He established Knoll as the furniture standard in 41 
universities, several counties and cities using the USC Contract.
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Steven M Robinson
Director of Government Sales

OFS Brands, Inc. 
January, 2014 – Present
Director of Government Sales
	 - Responsible for sales to Federal, State, local Governments and Public Higher Education
	 - �Lead national sales force and dealer network for vertical market to achieve double digit annual sales 

growth
	 - Hold quarterly training webinars with sales force and dealers
	 - �Serve as primary negotiator for a future national buying cooperative, GSA Contract and State Contracts 

in Alabama, Florida, Georgia, New Mexico, New Jersey, New York, Pennsylvania, South Carolina, and 
Texas

	 - Ensure that OFS Government Contracts include all recent product introductions 
	 - Established OFS Government Ethics Policy and Compliance Program 
	 - �Collaborate with marketing and contracts in the development of the Government website and vertical 

market material
	 - Work with Finance and Contracts to ensure pricing compliance on Government contracts

Knoll, Inc. 
January, 1988 – December, 2013
Vice President Government Division
	 - �Established US Communities Contract with Fairfax County, VA in 1997 and secured several succeeding 

contracts, including current term of January 1, 2013 through December, 2016.
	 - Created dedicated Knoll- US Communities National Program Manager position
	 - Grew US Communities annual sales from $2 Mil in 2002 to $56.3 Mil in 2007
	 - �Established corporate and pricing commitment and lead conversion of Public Agencies to US 

Communities
	 - �Held mandatory US Communities sales representative and dealer training in Los Angeles, Chicago and 

Washington, DC in December, 2011
	 - �Worked with US Communities Advisory Board to promote contract to other Public Agencies in their 

locale
	 - Participated with US Communities in rollout and training for New York and New Jersey
	 - First furniture vendor to sign onto US Communities marketplace
	 - �Participated in numerous US Communities Customer Summits during 2013 including Fairfax, Dallas, 

Houston, San Diego and Phoenix
	 - Worked with US Communities Marketing to participate in quarterly campaigns
	 - �Held weekly communication with US Communities Program Managers on strategic accounts and 

participated in quarterly reviews with US Communities Supplier Manager
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Matt McCormick
Northeastern Regional Sales Manager
	
OFS Brands, Inc. 
November 2012 – Present
Northeastern Regional Sales Manager
	 - �Responsible for the day to day operations of the sales and distribution team in the Northeastern territory 

comprised of New England, NY, PA, DE, MD, VA and Illinois.
	 - Responsible for managing pricing and quoting
	 - Development and implementation of distribution programs and activities
	 - Manage the allocation of resources across the sales team including management of (3) major showrooms
	 - �Manage the internal sales support team in the NE region including 3 showroom managers and in-house 

specification team.
	 - �Facilitate and expedite customer service response on client issues – direct line of communication with 

senior leadership in operations, manufacturing, production and logistics
	 - �Support in product development, modifications, customs and specials.  Pull resources to solve client 

needs.

Desks Inc
October 2009 – November 2012
Vice President of Sales and Operations
	 - �Responsible for managing the day to day operations of the sales team, CAD and design services team, 

Project Managers, Account Managers.
	 - �Responsible to support all client satisfaction and supporting the allocation of resources to deliver the 

best customer service possible.
	 - �Train and educate the sales and services team on all major partner products and services to maximize 

our effectiveness in delivery top quality solutions
	 - �Support the corporate mission of offering the top value solution for our customers
	 - �Development of all corporate marketing tools including the introduction of our new website and project 

management process chart, a 27 stage process guaranteed to deliver a complete, on-time and on budget 
furniture solution.

Knoll
July 1989 – October 2009
Southwestern Regional Sales Manager/ Chicago Sales Manager
	 - �Responsible for the day to day management of the sales force and management of the relationship with 

our dealer partners
	 - �Support the allocation of resources to deliver on client commitments.
	 - �Manage service team to help exceed client expectations and deliver on quality and solutions

Projects Experience:
-	 Georgetown University
-	 National Education Association
-	 George Washington University
-	 American University
-	 DePaul - green room
-	� Center for NanoScience and 

Engineering
-	 Syracuse University
-	 Buffalo State College
-	 St Mary College
-	� State University of New York - 

Oswego
-	 Skidmore College
-	 Siena College
-	 University of Massachusetts Lowell
-	 East Somerville High School
-	 Bentley College

-	 Northeastern University
-	 Buffalo State University
-	 Salve Regina
-	� University of Massachusetts- 

Amherst
-	 Harvard University
-	 Amherst College
-	 Worcester Academy
-	 Rutgers - New Brunswick
-	 West Chester University
-	 University of Wilmington
-	 Trenton College of NJ
-	� Kean University Green Lane 

Building Seating
-	� State University of New York - 

BUFFALO
-	 New Jersey Institute of Technology

-	� Hudson County School of 
Technology

-	 Eastern CT State University
-	 The Gunnery School 
-	 Naugatuck High School
-	 University of New Haven
-	 University at Buffalo
-	 Nazareth College
-	 University of Rochester
-	 Barnard College
-	 Guggenheim- Indianapolis
-	� Kennebunk Valley Community 

College
-	 Lehigh University
-	 Penn State University - Harrisburg
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Richard Goodrum
Western Regional Sales Manager

OFS Brands, Inc.
March 2013 - Present
Western Regional Sales Manager
	 - ��Responsible for day to day operations of the sales and distribution team in the Western 

territory comprised of California, Oregon, Washington, Hawaii, Alaska, Montana, Nevada, 
Arizona, Utah, New Mexico, Colorado, and Wyoming

	 - �Responsible for managing quoting and pricing
	 - �Development and implementation of distribution programs and activities
	 - �Manage the allocation of resources across the sales team including showrooms in Santa 

Monica, San Francisco, Denver, Portland, and Seattle
	 - �Manage the internal sales support team in the Western Region
	 - �Facilitate and expedite customer service response in client issues, direct line of communication 

with senior leadership in operations, manufacturing, production, and logistics
	 - �Support product development, modifications, customs, and specials

Knoll, Inc
February 1989 - March 2013
San Francisco, Northern California, Hawaii Regional Manager
Southwestern Regional Manager - Arizona, Colorado, Wyoming, Utah, New Mexico, West Texas
Houston Sales Representative

Projects Experience
	 - �Arizona State University
	 - �University of Arizona
	 - �Northern Arizona University
	 - �University of Wyoming
	 - �University of Texas - El Paso
	 - �New Mexico State University
	 - �University of New Mexico
	 - �Mesa Community College
	 - �Glendale Community College
	 - �Gateway Community College
	 - �Chandler Gilbert Community College
	 - �University of Denver
	 - �Paradise Community College
	 - �Phoenix Community College
	 - �Scottsdale Community College
	 - �Rio Salado Community College
	 - �South Mountain Community College
	 - �University of Phoenix
	 - �University of Nevada
	 - �Santa Fe Community College
	 - �New Mexico Community College
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Martha Schwindt
Government Contract Administrator & GSA Account Manager

OFS Brands, Inc. 
July 2003 – Present
Government Contract Administrator & GSA Account Manager
	 - �Responsible for the compliance of all Federal, State, and Group Purchasing contracts, and for the 

maintenance of records pertaining to the contracts. 
	 - �Point of contact for all internal staff and outside sales personnel for matters relating to contract terms 

and conditions. 
	� - �Tracking and reporting of contract sales, including reporting of sales and payment of Industrial Funding 

Fees to GSA.  Establishing and monitoring reports for sales and payment of Administrative Fees  for 
State contracts including Alabama, Florida, Georgia, New Mexico, New Jersey, New York, South Carolina, 
and Texas. 

	 - �Monitoring Federal Government bid sites and preparing and submitting responses to the bids. 
	 - Submitting responses electronically to State Purchasing organizations for new and renewal contracts.   
	 - �Developing website for contract information and maintaining updates on the site.
	 - Providing price quotes and product specification assistance to government customers. 
	 - �Assisting Customer Service Account Managers and Order Entry staff in correct processing of contract 

orders and management of service issues. 
	 - Assisting Accounts Receivables Dept. in resolution of billing issues. 

OFS Brands, Inc. 
April 1993 – July 2003
National Accounts Coordinator & Customer Service Account Rep
	 - �Obtaining installation quotes and coordinating deliveries with local installers on behalf of contract 

Endusers. 
	 - �Pre-editing purchase orders to ensure correct pricing and product specifications. 
	 - �Compiling sales reports to be provided to Endusers on quarterly, semi-annual or annual basis. 
	 - �Tracking of orders to ensure delivery commitments and working with the company’s Logistics Dept. to 

resolve late shipments. 
	 - �Managing warranty claims for repairs and replacements.
	 - �Point of contact for product and service information, and resolving product and service issues.

Kimball International 
September 1985 – January 1993
National Accounts Administrator  
	 - �Maintaining the records for all national purchasing agreements.
	 - �Tracking sales and compiling sales reports to be provided to the Endusers as well as to internal sales 

staff.  
	 - �Distributing information to outside sales teams relevant to agreement terms and conditions.
	 - �Initiating renewals, price increases, and other related changes to existing agreements.
	 - �Point of contact for all inquiries regarding agreements held by the company.
	 - �Assisting Customer Service and Project Management staff to ensure they adhered to the terms of 

agreements.



RESUMES 5

James Reese
National Sales Manager

OFS Brands, Inc. 
December 2007 – Present
National Sales Manager
	 - Responsible for all global sales activities for OFS Brands.
	 - Manage all sales activities including budgets and SG&A  
	 - Collaborate with marketing and product development on new initiatives
	 - Oversee all vertical market managers
	 - Maintain high level relationships with dealers, clients and national accounts 

OFS Brands, Inc. 
March 2006 - December 2007
Regional Sales Manager 
	 - �Responsible for the sales activity in the central region
	 - Conducted weekly calls and quarterly reviews with independent and direct sales force
	 - Conducted quarterly reviews with all distribution partners
	 - Implemented programs to utilize all GPO and cooperative buying group relationships
	 - Responsible for expense budgets for the central region
	 - Exceeded goal for all brands
	 - Implemented two national account programs that are still active today

Allseating 
April 2004 - December 2005
Regional Sales Manager 
	 - �Responsible for the sales activity in the central region
	 - Conducted weekly calls and quarterly reviews with independent and direct sales force
	 - Conducted quarterly reviews with all distribution partners
	 - Implemented programs to utilize all GPO and cooperative buying group relationships
	 - Responsible for expense budgets for the central region

James Reese & Associates 
March 1994 - December 2003
Sales Representative
	 - �Conducted B2B sales activity as a multi-line independent sales representative
	 - �Maintained relationships with several contract manufactures in the Kentucky territory
	 - �Developed a distribution network in Kentucky for several manufacturers
	 - �Achieved stated sales goals 
	 - �Worked with GPO’s, GSA and the Kentucky state contract
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Wes Harper
Technology/Education Market Manager 

OFS Brands, Inc.
December 2013 - Present
Technology/Education Market Manager
	 - �Responsible for the Education marketing platform and market strategy.
	 - �Identifying product gaps and opportunities.
	 - �Conducting competitive product analysis.
	 - �Developing the Education brochure and story behind our full facility approach.  
	 - �Assisting reps, dealers and designers with bid responses, quotes and orders.  
	 - �Creating and delivering sales presentations for education opportunities.  
	 - �Managing all new product launches.
	 - �Setting inventory levels to maintain competitive lead times.  
	 - �Adjusting inventory levels based on product demand.  
	 - �Training internal employees and reps on all education products and our market approach.
	 - �Understanding how education is changing and the challenges today’s educators are facing. Creating 

designs/solutions that help address these challenges.  

OFS Brands
October 2011 - November 2013
Education Sales Rep - GA
	 - �Working with Higher Ed accounts to create custom solutions based on their needs. 
	 - �Responsible for creating detailed presentations and quotes.  
	 - �Working with customers to rethink the traditional classroom and library.  
	 - �Developing collaborative layouts that supported interaction and individual work.  
	 - �Presenting the classroom of the future to multiple Universities and K-12 schools.  
	 - �Understanding how education is changing and the challenges today’s educators are facing. Creating 

designs that help address these challenges.  
	 - �Customers included:   

Georgia Southern University 
Savannah Technical College 
Medical College of GA 
Valdosta State University 
Ogeechee Technical College 
Augusta State University 
Okeefonokee Technical College 
Wiregrass Technical College 
Armstrong Atlantic University



Appendix B:  

PRODUCT / SERVICES SPECIFICATIONS 

It is the intention of Region 4 ESC to establish an annual contract with highly qualified Vendor(s) for 
Furniture and Installation on a national basis. Vendor(s) shall, at the request of Region 4 ESC 
and/or TCPN members, provide these covered products and associated services under the terms of 
this RFP and the CONTRACT TERMS AND CONDITIONS.  

 Category A – Audio/Visual Furniture

 Category B – Cafeteria

 Category C – Casegoods

 Category D – Classroom & Library

 Category E - Dormitory

 Category F – Ergonomic Solutions

 Category G – Filing Storage

 Category H – Lounge/Reception

 Category I – Related Products and Support Services

 Category J – Science  Lab

 Category K – Seating / Chairs

 Category L –Tables/Meeting Conference Room

 Category M – Technology Support Furniture

 Category N - Workstation

Respondents are strongly encouraged to submit their entire catalogue and turn-key solutions within 
the scope of this RFP. Region 4 ESC reserves the right to reject parts of offerings that it deems to fall 
outside the scope of the RFP.  

Respondents shall be able to offer Region 4 and TCPN members the best options available to meet 
their needs and shall be familiar with the resources available to provide the product/services at the 
best possible cost. 

Unless otherwise specified, any manufacturers’ names, trade names, brand names, information or 

catalogue numbers listed in a specification are descriptive, not restrictive. With the Customer’s prior 

approval, the Vendor(s) may provide any product that meets or exceeds the applicable specifications. 
The Vendor(s) shall demonstrate comparability to the Customer’s satisfaction. The Customer will 

decide at their sole discretion whether a product is acceptable as an equivalent. 
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The scope of this RFP shall include but not limited to the following categories. Respondents do not have to 
offer every category in order to be considered for award. 
OFS Brands is pleased to submit products and electronic price lists under our 4 brands; OFS, First Office, Carolina and Loewenstein for the following Categories:

:Loewenstein is offered

: OFS and First Office are offered

: OFS and First Office are offered

: OFS and First Office are offered

: OFS, First Office Carolina and  Loewenstein are offered

: Carolina Mile Marker is offered

: OFS, First Office , Carolina and Loewenstein are offered

: OFS, First Office and First Office Eleven Collaborative are offered

: OFS and First Office are offered  

: OFS Eleven  Workspace and First Office Stax are offered

: No Bid

: No Bid

Mile Marker Lockers, Custom Modular Cabinetry and Case Work. Services offered are installation, design, reconfiguation, project management, asset
                                                                                                                             management, reupholstery and storage

:First Office is offered



The Respondent warrants that all products under this Contract shall be covered by the industry 
standard or better warranty. All products and equipment should carry a minimum industry standard 
manufacturer’s warranty that includes materials and labor. The Respondent has the primary 
responsibility to submit product specific warranty as required and accepted by industry standards.  

Respondents shall provide a clear and detailed description of shipping and delivery terms if different 
than that described in Article 7; 7.1   

Dealers/Resellers 

If Respondent is a dealer or re-seller a Manufacturer’s Dealer Certificate (Exhibit A) verifying their 
authorization to offer product line must be included in their response. Failure to include may result in 
a non-award.   

Manufacturers 

A complete list of authorized dealers/resellers must be included in your proposal.  Failure to include 
may result in a non-award.  It shall be the responsibility of the manufacturer to ensure this list is 
current and to advise Region 4/TCPN of any additions and/or deletions to this list. 

Product/Price Updates 

New products/services may be added during the term of the contract upon written request providing it 
is within the original scope of this RFP.  All requests are subject to review and approval by Region 4 
ESC and/or TCPN.  At no time is the Supplier allowed to unilaterally change products or pricing. 

Successful bidder shall be responsible for notifying TCPN of all obsolete and discontinued products 
in writing and in a timely manner.  

Returns 

The vendor will honor all standard return policies. No restocking fees may be charged to Region 4 or 
TCPN members if an item is returned due to damage, incorrect product shipped or Vendor customer 
service order entry error. Restocking fees for all other reasons shall be capped at 10% of the value of 
the items that require restocking. 
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OFS BRANDS MENU OF SERVICES 1

OFS Brands is pleased to offer the following menu of services under Solicitation 14-22. 
All services will be provided by the OFS Brands authorized small business dealer in 
the marketplace:

	 - �Design: We provide advanced furniture planning, LEED planning, graphic 
visualizations, knowledge workshops, typical development and furniture finding/
specification

	 - �Professional Installation Services: Installation of education desks, seating ,tables, 
filing, cafeteria and lounge furniture

	 -� Reconfiguration: We inventory, re-design and reinstall your product to maximize 
your investment

	 - �Project Management: Our project managers attend weekly construction 
meetings, coordinate installation with other trades and provide our clients with 
the critical paths using Microsoft Project software

	 - �Asset Inventory Management: We manage your inventory from our dealer’s 
warehouse or from the public agency warehouse using web based software

	 - �Re-Upholstery: We can make your chairs and lounge seating look new again. We 
help you select new material and pick up, re-upholster and re-deliver your “like 
new” furniture

	 - �Storage: Many times there are delays in construction or renovation that result 
in the need to store your furniture purchase. The furniture will be stored in the 
secure warehouse of your local dealer 



1

ENRICHED LEARNING 
ENVIRONMENTS
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OFS BRANDS: WORKING AS ONE 

The learning styles of today’s students are redefining education 

spaces. Our brands work together to create comfortable and flexible 

environments that support multiple ways to teach, share and learn. 

At OFS Brands, we treat every space as a learning space. 

3

OFS  +  FIRST OFFICE  +  CAROLINA  +  LOEWENSTEIN
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THE NEW EDUCATIONAL ENVIRONMENT 

Technology, collaboration and generational character are transforming 

education. Research has shown that 25% of a student’s success is related 

directly to the environment in which they are learning. Today’s educators 

and designers are creating more “learner centered” models that revolve 

around teamwork, problem solving and group discussion. Learning can 

happen anywhere, so each space has to be flexible as well as provide 

students with access to power and technology. All of our brands work 

together to create engaging, flexible spaces that better support today’s 

working, learning and teaching styles. 
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CLASSROOMS
High-function rooms that quickly adapt to change and 

provide students with a place to learn, share and connect.  

 

TEACHER STATIONS 
Supportive furniture that allows for a mobile and flexible 

learning environment.   

 

COLLABORATIVE SPACES 
Open areas where students can come together organically 

and choose how they want to work.   

 

CAFETERIAS 
Dynamic spaces where students can interact, dine or study.   

 

MEDIA CENTERS/LIBRARIES  
Social spaces where students study and access information.  
 
ADMINISTRATIVE AREAS 
Versatile workspaces that foster communication and 

productivity.  
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A fluid, open space allows everyone to be  

seen and heard. Furniture is mobile with 

seamless support for all learning tools, 

including technology. 
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7

Applause by First OfficeApplause by First Office

CLASSROOMS
New approaches to learning are transforming the classroom. Today’s 

students are social learners, equipped with unlimited access to information 

and digital media. Research shows that the learning environment should 

combine work, learning, living and play. Incorporating these elements 

creates a stimulating environment that promotes learning and allows 

students to discover and explore their passions.

Scoot by First Office
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Intermix Whiteboard by First Office
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Shift Swivel by First OfficeShare by First OfficeShare by First Office

Flexible spaces encourage an engaging, interactive 

learning environment. Mobile desks and chairs allow 

the classroom to be quickly reconfigured with ease 

and minimal disruption.
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9

Small group settings create an environment that 

is centered around learning and sharing. A mix of 

chairs and tables in a variety of shapes and sizes 

can be arranged to accommodate any group.

Knack by First Office Applause by First OfficeKnack by First Office
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Easy access to power and data make students  

more likely to engage in the learning experience 

and eliminates downtime.

Intermix Huddle Table by First OfficeIntermix Huddle Table by First OfficeAct by First Office
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11

Separate meeting spaces within the classroom 

are equipped with power and data to support 

interaction and small group breakout sessions.

Media Bullet by First OfficeShift Stack by First Office Media Bullet by First Office
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Auditoriums can be designed for quick  

modification, with mobile seating that allows 

students to form small groups when needed.

Sebree by OFSFlexxy Guest by OFSFlexxy Guest by OFS
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13

With tables equipped for technology,  

digital content can be shared with the  

group or accessed individually by students.

Flexxy Guest by OFS Applause by First Office Flexxy Guest by OFS
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TEACHER STATIONS 
The Layer Teacher Station unlocks instructors from a single teaching 

style. By supporting multiple postures and mobility, instructors can 

transition seamlessly to whatever style suits their needs and captures 

their students’ attention.

Layer Lectern by First Office Flexxy Swivel by OFS

Layer Teacher Station by First Office Layer Teacher Station by First Office
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Collaborative spaces encourage thought  

and interaction. Writeable surfaces, multiple 

seating options and easy access to power  

and data promote better communication.
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17

COLLABORATIVE SPACES 
Learning can—and does—happen anywhere. Creating natural spaces for 

interaction throughout campus is an effective way to support that process. 

Providing a variety of settings within an open area gives students the 

freedom to choose the environment that best serves their needs.   

Caprice by Loewenstein

Tiffany by Loewenstein

Oasis by First Office

Boost by First Office
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The Edge by First Office

Innovative designs allow students to select 

their own modes of interaction. Furniture 

provides the structure to keep groups 

connected and engaged. 

The Edge by First Office The Edge by First Office
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A diverse mix of gathering spots can 

support any group, from small to large 

and structured to casual.

Madrid by OFS Tangent by LoewensteinMadrid by OFS
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A combination of lounge seating and 

tables creates a diverse environment 

where students are comfortable dining, 

studying, or working together.  
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CAFETERIAS 
No longer just a place to eat, many cafeterias have become multi-purpose 

environments where students can also socialize or gather for studying  

or community events. To support all of these uses, cafeterias should be 

flexible, promote interaction, and offer a variety of seating options. 

Range by First Office Range by First Office

Applause by First Office Enclave by Carolina
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Modifiable groupings allow spaces to transform 

quickly and easily to fit a variety of student needs.  

Basil by Carolina Basket by Carolina Qubz by Carolina
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Booths provide groups with a more private 

meeting or dining space while mobile tables and 

chairs can be rearranged to easily accommodate 

groups of all sizes. 

Tiffany by Loewenstein Tiffany by Loewenstein Retrospect by Carolina
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An open space with areas for large and small 

groups, encourages interaction and quickly 

adapts to change.
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Juga by Loewenstein  Juga by Loewenstein

LIBRARIES 
Libraries have become the focal point for student activity. Students visit them 

to access printed and digital information, meet with groups and study. It is 

important for these spaces to be flexible and provide students with unlimited 

access to power and technology. The library should encourage interaction 

and give students the freedom to choose how they want to work and learn. 

Re: by OFS Eleven by OFS
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A comfortable, casual space reinforces 

collaboration and allows working, learning 

and socializing to become one.  

Fiat by OFSTangent by LoewensteinTangent by Loewenstein
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Versatile spaces promote interaction while also 

allowing for an individual learning experience.

Re: by OFS Caprice by Loewenstein
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Natural light, color and comfortable seating can 

all contribute to stimulating educational spaces. 

Modello by LoewensteinRiff Impulse G2 by OFSFocal Point by OFS
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Integrated power throughout the space encourages 

the use of technology, interaction and supports 

hands-on learning. 

Bända by LoewensteinBända by LoewensteinCollier by Loewenstein
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Versatile workspaces provide flexibility and 

foster communication. Open office arrangements 

paired with private meeting spaces can create  

an innovative environment that supports the 

needs of staff.
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ADMINISTRATIVE AREAS 
Administrators and educators can also benefit from flexible spaces  

that support teamwork and technology. Rethinking administrative areas 

can improve staff communication and interaction, leading to improved 

support services for students.

Agile by First Office

Staks by First Office

Sleek by First Office
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All of our products are tested by accredited laboratories to meet or 

exceed ANSI/BIFMA test standards for safety, durability, and structural 

adequacy. This includes the ANSI/BIFMA X6.1 test for educational seating 

products, the ANSI/BIFMA X5.1 test for general purpose office chairs, the 

ANSI/BIFMA X5.4 test for lounges and public seating, the ANSI/BIFMA 

X5.5 test for desks and tables, and the ANSI/BIFMA X5.9 test for storage 

units. These tests are intended to give an estimated minimum product life 

of ten years. For more information, please visit www.ofsbrands.com.

OFS  +  FIRST OFFICE  +  CAROLINA  +  LOEWENSTEIN OFSBRANDS.COM  •  800.521.5381
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Appendix G: 

VALUE ADD 

Please include any additional products and/or services not included in the scope of the solicitation that you 
think will enhance and/or add value to this contract for participating agencies. 
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OFS Brands is pleased to offer 2 additional products and a menu of expanded services providing a turn-key solution to public agencies.

The products are from our Carolina Mile Marker line:
-  Customized Modular Cabinetry and Casework 
- Athletic and Student lockers 

- The custom wood, laminate and Corian capabilities of Mile Marker modular cabinetry and casework enable us to provide countertops and cabinets for a number 
of applications including dormitory kitchen/ breakrooms. Mile Marker can also be used to build shelving, book cases and reception desks. The option rich solutions 
offered by Mile Marker allow each application to be customized for specific needs. Unlike millwork, Mile Marker ships fully assembled, offering simple installation. 
Components can be easily moved and reconfigured, should needs change.  Mile Marker components are engineered to disassemble and reattach.While conventional 
contractor millwork is guaranteed for 1 year, Mile Marker comes with a limited lifetime warranty. Another benefit is delivery in 6 weeks. A full support team is 
available from specification through installation. A chart is enclosed that outlines the benefits of Mile Marker versus traditional millwork.

Mile Marker lockers are available in wood or laminate and can be customized for athletics or general student use. Mile Marker lockers were the choice of the 
National Football League's Buffalo Bills for their remodeled locker room at Ralph Wilson Stadium during the summer of 2014. Please see the enclosed flyer and Mile 
Marker locker price list that illustrate some our custom locker capabilities.

In addition to installation, OFS Brands, through our dealer network, is pleased to offer an extensive menu of services to Region 4. These services include design, 
reconfiguation, project management, asset management, reupholstery and storage. Please see the enclosed description of dealer services and separate page of hourly 
rates.

OFS Brands is pleased to deliver products to our customers damage-free, through our company owned transportation company, Styline Logistics. The drivers are 
employees of OFS Brands. We have a fleet of 200 trucks and 250 trailers. Products are delivered on our trucks, regardless of order size. We are the only company 
in the industry that does not contract delivery of product to customers. All our trucks are GPS equipped and their location is monitored throughout the day by 
our dispatch center in High Point, NC to ensure that arrival is at the scheduled customer appointment time. 

OFS Brands/Styline Logistics have a freight damage rate of less than .1%. This helps in completing an installation on time, negating unnecessary freight claims and 
ordering replacement furniture.

Styline Logistics is SmartWay certified and represents one of the sustainable initiatives of OFS Brands. SmartWay is one of the U.S. Environmental Protection 
Agency (EPA) clean air programs that uses voluntary, rather than regulatory methods to achieve air quality benefits. Smart Way's focus is in the transportation 
sector and encompasses products and services associated with fuel consuming engines.

Last and most important is the safety our products, especially in the education setting. All OFS Brands seating products are GREENGUARD Gold 
Certified, from UL Environment, formerly known as GREENGUARD for Children and Schools. GREENGUARD Gold (versus standard GREENGUARD) is 
the most rigorous chemical emission standard and helps reduce indoor air pollution and the risk of chemical exposure. Additionally, OFS Brands is one of the 
first manufacturers whose products have been tested to comply with the the new ANSI/BIFMA X6.1 Educational Seating Test Standard, ensuring safety for the 
students.
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OFS BRANDS MENU OF SERVICES 1

OFS Brands is pleased to offer the following menu of services under Solicitation 14-22. 
All services will be provided by the OFS Brands authorized small business dealer in 
the marketplace:

	 - �Design: We provide advanced furniture planning, LEED planning, graphic 
visualizations, knowledge workshops, typical development and furniture finding/
specification

	 - �Professional Installation Services: Installation of education desks, seating ,tables, 
filing, cafeteria and lounge furniture

	 -� Reconfiguration: We inventory, re-design and reinstall your product to maximize 
your investment

	 - �Project Management: Our project managers attend weekly construction 
meetings, coordinate installation with other trades and provide our clients with 
the critical paths using Microsoft Project software

	 - �Asset Inventory Management: We manage your inventory from our dealer’s 
warehouse or from the public agency warehouse using web based software

	 - �Re-Upholstery: We can make your chairs and lounge seating look new again. We 
help you select new material and pick up, re-upholster and re-deliver your “like 
new” furniture

	 - �Storage: Many times there are delays in construction or renovation that result 
in the need to store your furniture purchase. The furniture will be stored in the 
secure warehouse of your local dealer 



Logistics & Transportation

OVERVIEW

Styline Logistics creates 

integrated logistics 

solutions tailored to 

meet individual 

customer’s unique 

transportation needs. 

•	� Largest Fleet in 

the Contract 

Furniture Industry

•	 More than 170 Tractors

•	 More than 350 Trailers

•	 Company 

	 Owned Fleet

•	 Late Model Tractors 

•	� On-Board GPS

•	 Uniformed Drivers 

SERVICES

•	� LTL Furniture Pick-Up 

and Delivery

•	� Nationwide Coverage  

in 48 States

•	� Home Delivery Service  

Available

•	� Warehousing and 

Distribution

•	� Order Fulfillment

•	� Project Management

•	� Truckload Services

•	� Installation Services

•	� Transportation 

Brokerage

•	� Free Delivery 

Notifications

DAMAGE AVOIDANCE

•	� Specialized Handling 

for Various Types of 

Furniture

•	� Well-Trained 

Loading Teams

•	� Utilizing Special 

Furniture  

Handling Equipment

•	� Fleet of 

Air-Ride Trailers 

•	� Experienced Company  

Delivery Drivers 

•	� Industry leading 

99.98%  

Damage-Free Delivery  

Performance

ORDER TRACKING

•	� Tracking Shipments 

From Pick-Up to 

Delivery

•	� Real-Time Updates 

Utilizing Data from 

GPS Equipped Trucks

•	� Pick-Up Date

•	� Current Shipment 

Status

•	� ETA

•	� Delivery Address

•	� Confirmed Delivery 

Date and Time

•	� Last Name and First 

Initial of Receiver
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