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ATTACHMENT A  - STATEMENT OF WORK   

STEELCASE AGREEMENT #2019.001899 

 

 

This Statement of Work – Attachment A (“SOW”) is issued pursuant to Purchasing Agreement #2019.001899 dated May 21, 2020 
between UC and Steelcase Inc. (“Agreement” or “Master Agreement”).  

 
1. Description/ Goods and Services Scope 

Supplier shall offer a line of Office Furniture and related services; both meeting requirements of this Agreement, to the University of 
California, System-wide. These product lines must include the categories of Systems Furniture, Freestanding Furniture, Storage, 
Tables, and Chairs/Seating. Other categories may include Higher Education Classroom Furniture, Fixed Seating, Architectural 
Elements, Healthcare/Lab, Integrated Technology, Accessories and Technical Support, Outdoor Furniture, and other related 
categories if approved by the UC Procurement, Office of the President. Supplier, through this Agreement, shall also offer their fully 
comprehensive product line and list of services to a national market, through OMNIA Partners, Public Sector, noting a ‘fully 
comphrensive product line’/national product line, is not limited by UC speicific ergonomic and sustainability requirements.  

Related services, either directly or through a subcontracted dealer network; shall include (but are not limited to) 
design/consultation, delivery, storage, project management, and installation (“Services”). Together, the “Goods and Services” all in 
accordance with Federal and State of California laws and the requirements of the UC as further detailed in the incorporated RFP, its 
responses, and below. 

2. Implementation 

 Supplier shall provide and execute an implementation plan which shall provide for an early National roll-out (with Webinar) and a 
phased plan UC rollout by November 1, 2020, inclusive of the items below:  

 Campus Profile Development 

 Campus Visits/UCOP Rollout 

 Campus Training 

 Marketing and Business Development 

 Catalog development, aligning Price Discount List with lines/products with UC Sustainability and Ergonomic Requirements 

 Ecommerce Integration with Testing and Pilots (18mo from date of contract) 

Supplier Responsibilities     

Action - National Program 
  

Date relative to contract 
signature 

Post Summary Agreement information of the Agreement on steelcase.com site 

  

Within 30 days of contract 
execution 

Creation of co-branded marketing materials 

  

within 60 days of contract 
execution 

Creation of Omnia-Specific page on dealer Intranet site 

  

Within 30 days of contract 
execution 

Dealer and Sales Training on Omnia Agreement 

  

Within 30 days of contract 
execution 

Development of Priority Opportunities 
  Ongoing 

Action - UC Program 
  

Contract Start - 
11/01/20 

Dealer Webinar - Comparison to Previous Agreement   within 1 month of contract 

Development of Marketing Materials   9/1/2020 

Sustainability Metrics and Baselines Reported  
  9/1/2020 

Campus Meetings on Transition 
  6/1/-20 -11/1/2020 

UC ECOMMERCE 
  9-28-20 -11/1/2020 

E-Commerced Catalog Development/Transition from Existing Catalogs 
  6/1-20 -11/1/2020 
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Campus Visits/UCOP Rollout 
  Estimate 9/29/20 to 10/31/20 

Campus Profile Development 
  Ongoing 

Campus Training 
  Ongoing 

Marketing and Business Development 
  Ongoing 

      

UC  Responsibilities     

Action 
  

Contract Start - 
11/01/20 

UC agrees to provide staff hours and expertise, as determined necessary by the UC, in order to assist 
with contract implementation and the required integrations with UC eCommerce systems; such 
efforts to include, but not be limited to:   

  

Contract Guidance Documents   Prior to Roll-out 

Participation - Announcement Webinar   Within 1 month of contract 

         Launch marketing through UC internal newsletters   Oct-20 

Campus Roll-out Events    Estimate 9/29/20 to 10/31/20 

Collaboration of UCOP ECOE and P&C  to  achieve eCommerce integration 
  

Complete -18 mo. from contract 

Participation in the development and  issuance of surveys    Ongoing 

 

3. Place(s) of Performance/Locations  

Services shall be provided nationally through OMNIA Partners, for public sector purchasing by Participating Agencies.  UC, as Principal 
Procurement Agency, shall receive services for its locations which are described below; such locations to include any UC Locations 
added during the term of this contract:  
 

a. Ten Campuses - UC Berkeley, UC Davis, UC Irvine, UC Los Angeles, UC Merced, UC Riverside, UC San Diego, UC San 
Francisco, UC Santa Barbara, UC Santa Cruz  

b. Five Medical Centers – UC Davis, UC Irvine, UC Los Angeles, UC San Diego, UC San Francisco 
c. The UC Office of the President – A central system-wide headquarters with offices primarily located in Oakland and 

Sacramento, California, and teaching/administrative offices in Washington, D.C. 
d. The Division of Agriculture and Natural Resources – Comprised of over 60 local offices and Research and Extension 

Centers located throughout California, and County Cooperative Extension offices. 
e. UC Hastings College of Law 
f. Lawrence Berkeley National Lab, which is owned by the Federal Government, but managed by the University of California. 
g. Lawrence Livermore Lab and other additional centers and offices as further detailed at: 

 http://www.universityofcalifornia.edu/uc-system/parts-of-uc    
h. Any awarded Agreement(s) will be available to all current and future locations of the University of California and its 

Affiliates. 
 

 
4. Key Personnel 

Dealers/Subcontractors   

NATIONAL PROGRAM: Dealers authorized  to provide Goods and/or Services nationally, under this SOW, can be found at  

www.steelcase.com/find-us/where-to-buy/dealers . Dealers may be added or deleted over the lifetime of this Agreement.  

UC PROGRAM: Dealers authorized to provide services to the UC are listed with contact information, in Exhibit F to this Statement of 
Work. Dealers may be added or deleted, at request of UC over the lifetime of this Agreement.  

Supplier’s Account Manager is listed below, is subject to UC approval, and has overall responsibility for managing the UC/Supplier 
relationship. If this does not include National Contract, please list in next section:   

Name Kevin Schmidtbauer TITLE: Strategic Account & Business 
Development Manager 
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Email kschmidt@steelcase.com  

Phone (415)699-9529  

Address 475 Brannan Street, Suite 110, San 
Francisco, CA  94107 

 

 
Supplier’s Account Management Team is: 

Name Lisa Christiansen TITLE: Strategic Account Manager 

Email lchriste@steelcase.com  

Phone (408)497-7414  

Address 475 Brannan Street, Suite 110, San 
Francisco, CA  94107 

 

Name Kathryn Le TITLE: Strategic Account Manager 

Email kle@steelcase.com  

Phone (310)383-1064  

Address 1150 S. Olive St., 32nd Floor, Los 
Angeles, CA  90015 

 

Name Liz Seiferth TITLE: Business Development Manager 

Email eseifert@steelcase.com  

Phone (630)240-8180  

Address 4780 Eastgate Mall #100, San Diego, 
CA 92121 

 

Name Barry Popma TITLE: E-Business Consultant 

Email bpopma@steelcase.com  

Phone (616)730-1314  

Address 901 44th St. SE, Grand Rapids, MI 
49508 

 

 
UC’S Project Managers:  

Contract Implementation & Rollout 
for UC Locations 

Yvonne Macon, Contract Administrator yvonne.macon@ucop.edu 

eProcurement Implementation Lia Scott, Associate Director, e-Procurment Technology,  
liascott@ucdavis.edu   
Terese Merrell, Business Systems Analyst, eProcurement Technology,  
Terese.Merrell@ucop.edu  

Sustainability Reporting,  Stephanie Lopez, Special Programs Director UCOP,  
stephanie.Lopez@ucop.edu  
Heather Perry, Sustainable Procurement Program Mgr. UCSB,  
heather.perry@ucsb.edu 

CSR Assessment - UC/EcoVadis 
Liasion 

Stephanie Lopez, Soecial Programs Director UCOP,   
stephanie.Lopez@ucop.edu 

 

5. Reporting Requirements 

Supplier will provide, at a minimum, periodic reports detailing usage and spend by location, incentives and remittance data, and UC 
required sustainability data (UC specific). Supplier agrees to provide other reports to UC, as reasonably requested by UC during the 
Term of the Agreement and any extension(s) thereof, at no additional cost. Supplier shall use UC provided templates if available. 
Reporting periods and requirements, specific to the UC, are provided in Exhibit D: 
 
 
6. Assumptions and UC Exceptions (This section is specific to UC) 
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This Agreement is one of three Broadline Awards made as a result of RFP ## 001218 - RFP - OFFICE FURNITURE - UC SYSTEMWIDE – 
JULY182019 and includes the categories (without minimum purchase volumes) and services stated in Section 1. UC additional 
requirements, restrictions, or exceptions are listed below and are considered to apply to the UC only. 

A. Previously established ergonomic contracts (six in total) with targeted awards in the areas of task chair, tall task stools, height 
adjustable worksurfaces, and work tools (i.e. keyboard trays and monitor arms.  

B. Goods and Services purchased by a contractor,  awarded business through the UC Construction Bidding Process, are not included 
in this scope of work, unless the following criteria are met: 

1. Use of contract(s) are specified, as a requirement or option, within the Construction RFP documents; such use to benefit 
the UC project only and to be validated by protocols established by the campus or within those documents. 

2. For tracking purposes only, the UC Procurement Contract Administrator, shall be notified of construction usage when 
purchases made by contractors (general or sub) are high volume =>$400K and purchased for construction RFP projects 
(not a solicitation by Campus/UCOP Procurement & Contracts).   

C. Architectural Elements are included (if offered by Supplier) in this scope of work, however Demountable Walls and/or any ‘ceiling 
height wall product’, ordered against this Agreement through standard/non-construction channels (e.g. PO or P-card process) will 
be subject to order restrictions. The below approvals must be obtained in writing and submitted by UC department or Buyer, to 
Supplier/Dealer prior to an order being placed by a Dealer to a manufacturer. Supplier will obtain and record email approvals. 
These shall be attached to final campus POs. 

1. Campus Fire Marshall (or equivalent, if none exists) 
2. Design & Construction Management (PM or Management) or Facilities Management (Director or Associate Director) 

D. Spend directed to Small Businesses, deemed necessary by the UC Location to meet any federal, state, agency, etc. program 
requirements.  

E. Supplier will complete CSR Assessment with EcoVadis, within 90 days of Contract signing for purpose of establishing a baseline, 
creating plan for targeted improvements (if below avg. score), and to measure ongoing improvements. If a supplier’s score meets, 
or is above the average score for that category of business, they will not be required to reassess until the contract is reviewed for 
extension ( first Option Year of the contract after the Initial Term of four (4) years). 

F. Supplier will complete Foam Ban Exemption Form within 1 month (30 days) of contract signature. Per Exhibit C requirements, it 
has been established Supplier is not currently in compliance with the UC Sustainable Procurement Policy, as it pertains to 
avoidance of Foam Packaging. As such, they have/will complete an exemption form for these non-compliant practices and 
included a process and target report. The form will be reviewed and revised per accomplishments, prior to any annual systemwide 
business reviews, as further described in Section 9.B and Exhibit C of this document.  The form with table, represent current work 
and testing that are part of the ongoing efforts by Supplier to meet these requirements and includes a target date for meeting 
them. If not fully compliant by that date. Supplier will apply for an exemption for review, planning, and approval of the remaining 
non-compliant item(s).  
 

7.  Service Level Agreement (This section is specific to UC) 

A. During the Term of the Agreement, and any extension(s) of the Term, Supplier will provide services herein, meeting qualitative 

standards, as shown below, within the following response times:  

Response Times  

Response time to return call to clients         within 24 hours (Fri. would be Mon.) 

Response time to visit clients*                     within 3 business days 

Initial design completion and quote meeting           within 10 business days from initial (or 1-2 wk.) 

Quote for project      within 5 business days (sm) 10 days (lg.) 

Final design to ready order quote                within 2 business days 

PO (from UC) to acknowledgement    within 3 business days 

Standard delivery                               standard shipping and delivery 4-5 weeks  

Non –Standard delivery     non-standard shipping & delivery 6-10 weeks 

Incidental non-assembly items                    deliver 3 business days after receipt of items 

Items needing assembly or for projects       deliver and assemble 7 business days (sm) and  

                                                                       10 business days (lg.) after receipt by Dealer 

Storage                  30 business days free  

Returns of non-conforming product**                                 (see below and Requirements – Returned and Damaged Product) 
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Pick-ups                  within 2-3 business days 

Credits/Claims                                      within 5 business days from pick-up 

Requests for reports                            within 10 business days 

Punch list development*                         within 2 business days after installation walk thru 

Punch list closure*                                      within 30 (or 10) business days after both parties agree as to 

responsible party                                        
*Punch List--a term used to describe an inventory list of all corrections to an installation or project which requires an action on the part of the manufacturer and/or its  

Dealer, Installer, etc., to complete. Includes, but not limited, to missing, damaged, mistakenly-shipped or incorrect installation parts, components, or whole pieces of 

ergonomic equipment as directly related to the original purchase order. 
**Non-conforming products will be repaired or replaced at no charge to you. A product is considered non-conforming if it is defective or if it fails to comply with 

information published in the Steelcase Specification Guide or your purchase order. Replacement orders for non-conforming products are processed immediately, and 
Steelcase expedites the shipment of replacement items to the location you specify.  If product is shipped in a quantity that exceeds your ordered quantity, the dealer 
will arrange for pick-up of unneeded items on an expedited schedule and customer will not be responsible for any restock charges. 

 
The minimum service standards set forth above recognize that occasional errors are likely; however, Supplier further agrees to use its 
best efforts to achieve 100% of service levels.  Should the service levels fall below the minimum standards and Supplier/Dealer must 
take corrective action within fifteen (15) days following UC written notification. When failure to correct is the fault of Dealer, UC 
reserves the right to terminate service with a Dealer and to require service be provided (where available) by a different authorized 
Dealer. Mutually acceptable arrangements will be made for completion and payment of existing orders. Any repeated failure by 
Manufacturer/Supplier, shall be handled per Section 2 of Master Agreement.  
 
 

8.  Pricing  

A. Per Master Agreement, all Goods available through this Agreement, include delivery and are priced as a ‘Discount off List’ which 
varies according to delivery or services included. Specific pricing and pricing terms are detailed in the Pricing Exhibit(s). 

B. Services included in this Agreement, are priced in two ways; 1) as a ‘Discount off List Price’, included with delivered product; 2) as 
‘Value Add Services Rates” priced hourly/separately per service and to be rendered in conjunction with Drop Ship Orders. Both 
forms of Pricing are provided within the Exhibits A & B and detail service deliverables. Note: Services for this category of goods, may 
require the payment of prevailing wage rates. Prevailing Wage installation is quoted separately and rates vary by region.   

C. Delivery, Basic Installation, and Complex installation, as captured within Discount Packages, reflect a rate for delivery with loading 

dock and elevator access.   Where significant push-distances are required, and/or special delivery/installation requirements related 

to public health policy and conditions placed on installation sites,  thereby impacting the estimated delivery time, additional charges 

may apply.  Supplier and Supplier’s Authorized Representatives-Subcontractors will provide written notice to the UC location of any 

such additional charge and obtain UC location’s approval prior to the scheduled delivery. Except as noted above, there shall be no 

separate or additional charges, fees, handling or other incidental costs for products following any contract award. Noted exception 

are surcharges, separate and allowable, when offsetting government imposed tariffs 

 

D. Volume Pricing – Pricing within Exhibits, includes Volume Discounts. As indicated on this Exhibit, the UC may negotiate pricing on 

any single order where Manufacturer’s cost is in excess of the pre-determined discount levels/tiers reflected on Exhibits A & B to this 

Agreement for Office Furniture Products. These orders (Negotiable Tiers) are defined as "high-volume" orders. NET is defined as the 

estimated List-value of the entire order, less discounts, and includes all service fees and expenses excluding taxes." 

 

E.In addition to volume pricing offered by a Supplier during the Contract term, a Supplier may conduct sales promotions involving 

price reductions for a specified lesser period. Supplier may offer Participating Agencies/UC competitive pricing which is lower than 

the not-to-exceed price set forth herein at any time during the Contract term and such lower pricing shall not be applied as a global 

price reduction under the Contract. 

 

9.   Program Requirements  

A.  General 
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a. Minimum Orders - There shall be no minimum order requirements (quantity, dollar size, etc.).   
b. Manufacturer must have a Dealer/Distribution network in California and/or direct support having the capacity to deliver and 

install products for UC systems, meeting UC requirements. 
c. Manufacturer must have a nationwide Dealer/Distribution network having the capacity to deliver and install products 

nationwide, with some regional exceptions. 
d. Furniture purchased from Manufacturer and/or Dealer(s) must meet federal, state, regional and local standards and 

regulations, including, but not limited to: Occupational Safety and Health Administration (OSHA), Business and Institutional 
Furniture Manufacturers Association (BIFMA) acceptance test levels, Underwriters Laboratory (UL) requirements, Americans 
with Disabilities Act (ADA), etc. and; current BIFMA standard: https://www.bifma.org/page/StandardsShortDesc   

e. Manufacturer and/or Dealer must be in full compliance with specific building and fire code restrictions on all jobs. 
f. Manufacturer/Dealer shall agree to follow protocol (to be established), and to receive authorization prior to orders being 

placed for Demountable Walls and Fixed Seating  (UC specific) 
g. Order Cancellation or change - Supplier can accept changes and cancellations of POs (whether by termination or otherwise) 

without cost to UC provided that the products aren’t yet in production. After production has begun, Supplier will take 
reasonable steps to mitigate any costs to UC, but reserves the right to charge UC for the products which are in production. 
Noting that all Supplier’s furniture is made-to-order to the customer’s specifications (e.g.size, finish, fabric)  

 
B.  Administration (This section is specific to UC) 
Supplier shall provide the following program administration functions: 

a. Project Manager to coordinate program implementation (see implementation Plan). 

b. Account Management for on-going contract monitoring and maintenance   

c. On-site sales representation on a regular basis to increase sales activity, assist in resolving problems, demonstrate new 

products, handle returned goods and provide  other customer services as required for the efficient operation of the 

program. 

d. Meetings between supplier’s account manager(s) and UC Purchasing Departments to discuss previous month’s activities 

and resolution of any open issues. 

e. Supplier  shall meet with the UC for Regular Business Reviews to review contract usage and effectiveness, discuss current 

Services offerings and provide suggestions and discussion for continuous improvement in Services efficiencies, and to 

address additional topics pertinent to the relationship towards the UC’s strategic goals. For each Business Review, the 

Supplier must provide pertinent performance and management reports detailing a wide range of information related to this 

Agreement at both the UC-wide level and breakdowns for each individual UC location. At least once annually, provide 

Power Point presentation including (but not limited to) the below: 

 Sales Data for UC System  

 Fiscal Year to Date (beginning July 1). 

 Fiscal Year to Date for the previous year. 

 Last 12 month spend. 

 Last 12 month spend for the prior year. 

 Company or Dealer updates/changes 

 Sustainability 

 Outreach and Projects 

 SLA Scorecard and Issues 

 Product – changes and new lines 

f. Keep the contracting departments/customers apprised of any quality issues including recalls, upgrades and product 

warnings that may affect product performance 

g. A Supplier is required to provide reports (as noted in Section 5 and on Exhibit D) as reasonably requested by UC during the 

term of the agreement at no additional cost to UC.  

 
C. Ecommerce, Invoicing, and Settlement (This section is specific to UC) 

a. Integration Requirement: EProcurement Integration is a requirement of this Agreement and must be accomplished within 18 
months of contract signing. E-commerce technology is utilized at each of the UC locations.  Attachment D to Master 
Agreement- Appendix eCommerce, details requirements. Supplier and UC shall cooperate in good faith to make available to 
UC end purchasers and to encourage such end purchasers to use Seller’s electronic catalog within each locations e-Commerce 
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platform when ordering Products.   Supplier is required to provide (or continue to provide) an acceptable integrated solution 
to the e-Commerce systems deployed in the UC system within the first 18 months of contract.  

b. E-commerce Platform Orders: UC orders will be placed directly with a supplier’s system using either a hosted (static) or punch-
out catalog housed in the UC E-commerce system(s). The catalog offerings will include all charges (exclusive of sales tax), 
including installation/assembly services where applicable. Implementation required within 18 months of contract signing. 
Note: National Participating Agencies have the option to enter into an e-commerce platform order solution on a per agency 
negotiated basis. 

c. Quote Functionality: A Supplier is required to provide ‘quote retrieval functionality’ within 18 months of contract signing, 
defined as the ability for a customer to request quotes from a dealer and then retrieve them from their e-procurement site 
to auto-populate a UC PO. Does your platform currently support the ability for a customer to request a quote from a dealer 
that can then be retrieved, by the customer, through your punchout catalog to populate a Shopping Cart?  Please describe 
your functionality. 

d. Paperless Invoicing: This is a requirement of this Agreement. Supplier will be required (within 18 months of contract signature) 
to transmit their invoices electronically in a format that can be imported into various e-commerce and financial systems; 
cXML and EDI are the preferred invoice transmission methods although a Supplier may elect to utilize an e-invoicing service 
(e.g. Transcepta or Docufree), which allow the supplier to upload invoice data by multiple methods, including e-mail or direct 
data entry, for final transmission to a campus in their preferred electronic method.  

e. Payment type: The University of California’s preferred payment method is by virtual card (PaymentPlus, administered by US 
Bank) or procurement card (including ghost card for eCommerce). Through these programs, the University of California can 
extend NET terms, which means that remittance will be transmitted immediately following full approval of an invoice.  With 
PaymentPlus, suppliers receive email remittance information and are able to retrieve a one-time credit card number for the 
amount of the remittance. Suppliers can utilize their own point of sale solution, or can receive remittance through US Bank 
at competitive interchange rates. Alternative payment methods for the University include PaymodeX, EFT or paper check, 
with varying discounts and net terms offered. Note, some federally funded projects may have additional constraints on 
providing payment within 30 days. 

f. Established Delivery Dates: (UC Specific) An acceptable installation date will be established in writing by mutual agreement 
of Buyer, Supplier and Manufacturer (s) (example:  date on PO satisfies this) at the time of order placement. Supplier must 
receive a complete and accurate order from Buyer, requiring no clarifications or changes prior to the agreed-upon installation 
date. To the extent, however, Supplier fails to accurately and completely specify Buyer’s requirements when placing an 
approved order(s) with Manufacturer, Supplier shall bear liability for damages incurred by Buyer related to such failure by 
Supplier and liquidated damages may apply (see Item 12).    

 
D. National Program 

a. Manufacturer/Suppler must complete and maintain the required contract documents, reporting and/or other responsibilities 
as required by OMNIA Partners, and detailed in referenced RFP. 

b. Manufacturer/Supplier must have a nationwide Dealer/Distribution network having the capacity to deliver and install 
products nationwide, with some regional exceptions. 

 
 
E. Product Requirements 

a. Required Product Categories . (UC Specific) (as defined in Attachment E of Master Agreement and herein) – Suppliers are 
required to provide sufficient product in the below categories; all as subject to Ergonomic requirements as listed on Exhibit 
E and Sustainability Requirements, as listed in Exhibit C. 

 Panels and Desks/Work Surface (Adjustable and Fixed) 

 Storage 

 Freestanding 

 Seating (task, side, conference room, and stackable, but NOT lab, lounge or lobby) 

 Tables Conference (tables, training table, occasional tables , hgt. adjustable tables, other) 
b. Product Purchase Restrictions (UC Specific) - A Supplier should note, there will be special processes put in place surrounding 

the UC’s ordering of Architectural Elements (Demountable Walls) and fixed seating, owing to UC approvals which must be 
garnered prior to an order being placed. Any awarded Supplier will be required to abide by this process. 

c. Parts Sales – A Supplier must offer offer/sell parts for your products to use in UC, and Participating Agencies, in-house repairs. 
A Web catalog or (acceptable alternative) must be supplied. 

 
d. New and Discontinued Products  
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1. Supplier(s) must communicate and make available any special product promotional offers as requested. A system to 
communicate promotions shall be established during the contracting phase of this process. 

2. New Products - The UC recognizes that products and product line additions to the selected Supplier’s offerings are likely 
to occur during the life of this contract.   The UC will consider these additions as enhancements.   Additions will be 
considered under the following methods: 

 Products will be categorized with similar products or product lines into existing market commodity codes/product 
line families previously defined and agreed to by the UC with respect to the discount structure, net price, or total 
cost of the product. 

3. In the event the selected Supplier(s) add a new specialty product line which represents product(s) that are substantially 
different from the products or brands represented in the existing market commodity codes/product line families, the UC 
and the selected Supplier(s) may enter into negotiations to establish a discount structure, net price, or total cost for the 
product(s) if the UC agrees that the product(s) are not covered under an existing market commodity code/product line 
family.   Pricing must be competitive in order to add into the contract.    The selected Supplier(s) will provide appropriate 
documentation to support its position for special pricing.    Negotiations must be completed prior to any purchase orders 
being processed.   In the event the UC and Supplier cannot come to agreement the UC may at its sole opinion conduct a 
separate formal bidding process. 

4. Supplier shall notify the UC 60 day’s in-advance of any products being discontinued wherever possible. 
e. Cabling - All Manufacturers of cabling products, must comply with Technology Industry Association (TIA-569-C-2012) 

standards for cabling raceway and data equipment outlet openings. 
f. Warranty –A minimum warranty of ten (10) years is required for ‘seating’, with a minimum of five (5) years applying to ‘other’ 

products. Note an exception for upholstery, which must have a minimum warranty of 3 years, as further described in 
Steelcase’s exclusive warranties, which may be found on-line at Steelcase.com.   

g. Surcharges and/or Tariffs – With the exception of ‘Tariff Related Surcharges’, there shall be NO surcharges during the term 
of any resulting contract. A supplier may request temporary surcharges for newly levied tariffs affecting their global supply 
chain, either directly or indirectly impacting most/critical materials, whether it is finished goods or directly imported 
materials, or raw materials that their suppliers must purchase from such countries that are affected by such tariffs for use in 
their production process. Any such charges must be substantiated through appropriate documentation prior to the approval 
process beginning. Approved charges will be considered as temporary, with the expectation of removal or reduction in 
accordance with removal or decreases by the government. 

h. FOB - Orders shall be shipped “FOB Destination” and all pricing shall be NET less sales tax.   
  

F. Services 
 

a. Specific Delivery, Installation, and Service options , have been detailed for the UC System and National Accounts. These 
required services are shown separately and/or aligned with a Supplier’s Pricing/Declared Discounts off List and are found on 
Exhibit A or B, as the case may be.  
 

b. Prevailing Wages – Supplier understands that Prevailing Wage requirements apply to this contract, as detailed in Master 
Agreement, Section 10 – Prevailing Wages 
 

c. Customer Satisfaction and Service Standard Metrics (UC Specific) - Supplier will be responsible for product satisfaction.   
Supplier(s) will act as a customer advocate and coordinator for communications with the dealer that is responsible for 
performance and problem resolution.  Supplier(s) responsibility for support continues even if the Supplier discontinues selling 
a product to the extent that resolution is possible.  Suppliers must take necessary actions with dealers to reduce, minimize 
and prevent stock-outs of product (i.e. backorders), and to ensure that promised lead-times/ship dates/arrival dates are 
accurate.  Customer satisfaction will be a determining factor in measuring Supplier(s) performance.   Supplier and UC jointly 
will on a routine basis conduct and monitor customer satisfaction with a formal survey process.  Results and feedback will be 
published on a regular basis in a format to be developed. Supplier and/or Dealer shall provide Toll-free number for assistance 
in order placement and focused customer service team for the UC. 
 

1. Each Location has means to determine their internal level of customer satisfaction and if dealer is meeting 
performance metrics.   If a dealer falls below the service level expectations it will be escalated to that Location’s 
Materiel Manager and to UCOP to determine a mutually agreed upon corrective action plan to resolve the concern.  
If the service levels do not improve to the satisfaction of the University the issue may ultimately result in termination 
of the agreement. 
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d. Ship to and Consolidation of Orders – Required ‘ship to’ for UC locations will be determined at the time of order.  It is the 
responsibility of the manufacturer and servicing dealer to achieve this in the most efficient manner.  For incidental (non-
project) orders, UC expects the servicing dealer to consolidate orders and deliveries in a manner such that multiple deliveries 
to the same campus on the same day should not be charged full freight for each individual item delivery.  Servicing dealer 
shall track, receive, warehouse, and deliver the product to the jobsite and perform final inside deliveries to specific office, 
suite, work space, lab, job site, etc. at all UC delivery accessible locations. Orders shall be shipped “FOB Destination” and  all 
pricing shall be NET less sales tax.  

e. Storage: (UC Specific): First 30 business days of storage required shall be at no cost to UC.  UC may require items to be in 
storage beyond 30 bus days and may be charged at rates not to exceed the charge listed on Exhibit B -Discount and Service 
Pricing. Note: UC must be prepared to accept product within 10 days of shipment or UC must notify Dealer of its need to 
enact its option for 30 days free storage from the Dealer. The 30 days shall begin when product arrives to Dealer’s 
facility/dock. Any period after that point, will be charged at rates quoted within this Agreement. 

f. Returns/Damaged product - Products damaged, duplicated, incorrectly ordered by or incorrectly shipped by the 
manufacturer or dealer, shall be replaced or picked up by the Supplier(s) within 2-3 business days after notification at no cost 
to the UC or participating agencies and thereafter a credit issued (if applicable) within five (5) business days to the satisfaction 
of the customer. There shall be no restocking charges or additional shipping charges, etc. for these items. Replacement orders 
for non-conforming products are processed immediately, and Supplier expedites the shipment of replacement items to the 

location you specify.   
g. Trade Fairs (UC Specific) - If requested a Supplier is expected to sponsor trade and/or manufacturer exhibit/product shows 

at each of the UC locations and must comply with each campus’ policies regarding space rental, advertising and coordination 
with each campus Materiel Management office.   

h. Training (UC Specific) - When requested, the Supplier(s) will provide in-house “start-up” and/or training sessions to the UC 
users regarding the Supplier’s software, ordering system, etc. at no charge to the UC. Similarly, a Supplier shall participate in 
developing and delivering Web Training for same. 

i. Manufacturer/Dealer Documentation – A Supplier must provide the following, free of charge; 1) documentation of existing 
architectural and electrical elements (anything that impacts furniture placement), 2) Data and electrical coordination, 
including Title 24 documentation, 3) Plans and 3D images in AutoCAD and PDF formats. 

j. Material Samples (UC Specific) - A Supplier must provide Material samples to customers, when requested. 
k. Seating Labs-Showrooms (UC Specific) -  Supplier to work with locations to provide sample product/guidance for seating 

labs/showrooms for potential customers to evaluate.    
l. Delivery Delays.  Supplier will report any delivery delay whatsoever to the ordering Location, as well as its cause, within two 

(2) hours after Supplier is able to reasonably determine there will be a delay; the report will be provided to UC by telephone 
and e-mail. Supplier will keep UC fully informed and will take all reasonable action in eliminating the cause of delay. 

m. Credit. Requests for credit can be transmitted by the ordering UC personnel via the established order management system 
(telephone, paper return form, and web-based).  Chargebacks and credit memos will be issued to UC ordering departments 
in the current month’s billing period. If Goods were purchased via UC purchasing card, credit must be issued to the same 
purchasing card. 

n. Out of Stock Items.  If there is an out of stock situation of any ordered inventoried item(s), the out of stock item will be added 
to the back order file and will be delivered to UC when the item is in stock without a further order being submitted. 
 

 
10.   Changes to the Services    

UC may desire to change the Goods and/or Services following execution of an SOW.  If so, UC will submit a written Amendment to 
Supplier describing the changes in appropriate detail. If an Amendment does not require Supplier to incur any additional material 
costs or expenses, then Supplier will make the modification within ten (10) business days of Supplier’s receipt of UC’s Amendment.  If 
an Amendment does require that Supplier incur additional material costs or expenses, then Supplier in good faith will provide UC with 
a written, high level, non-binding assessment of the costs and expenses and the time required to perform the modifications required 
by the Amendment, within ten (10) business days of Supplier’s receipt of UC’s Amendment. UC will notify Supplier in writing within 
ten (10) business days after receipt of Supplier’s response to the Amendment as to whether UC wishes Supplier to implement the 
Amendment based on the response.  UC will compensate Supplier for implementation of an Amendment in accordance with the terms 
and conditions of the relevant Amendment and Supplier’s response to the Amendment, if any.  Supplier’s implementation of an 
Amendment will not delay the performance of Services and/or the delivery of deliverables not reasonably affected by an Amendment. 

11.   No Mandatory Use 
Because there is no mandatory use policy at UC, nothing in this Statement of Work will be construed to prevent UC from entering 
into similar agreements with any third parties including, without limitation, suppliers that may be in competition with Supplier.   
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12.  Liquidated Damages (This section is specific to UC)  

If a Supplier fails to accurately and completely specify a UC Buyer’s requirements when placing an order(s) with Manufacturer, 

Supplier shall bear all liability for damages incurred by UC Buyer related to such failure by Supplier and liquidated damages may 

apply, if deemed appropriate by UC; such liquidated damages noted below:  

 

Supplier shall pay Buyer five hundred dollars ($500.00) per day as liquidated damages for every business day beyond the 

agreed-upon installation date that Supplier fails to install a material amount of product, as defined below.  In the event of such 

failure, Supplier shall use its best efforts to provide temporary furniture for use by Buyer until the delayed furniture is installed. 

It is the Buyer’s choice to accept or not accept temporary furniture and waive or not waive any associated liquidated damages 

associated with the delayed furniture.  Payment shall be made in the following manner:  Supplier shall issue a credit memo in 

the amount of the liquidated damages, and such amount will be deducted from any monies due Supplier by Buyer. Supplier will 

not be in default or liable to pay liquidated damages if the delay is due to order changes by Buyer, construction/inspection 

delays at the site, Acts of God, or any other reason beyond Supplier's reasonable control.  

 A “material amount of product” means the ordered item(s), functional elements and/or accessories that are necessary to allow 

a workspace to be utilized fully and immediately following the agreed-upon installation date.  

Immediately after or during all installations, Supplier agrees to establish a punch list in cooperation with Buyer. A punch list shall 

consist of an inventory of any and all missing, damaged, mistakenly shipped, or incorrect installation parts, components, or 

whole pieces of furniture.  The Supplier must correct and remedy all the items on the punch list within 30 calendar days.    If 

Supplier  fails to correct and remedy all the items on the punch list by the agreed-upon date (if outside 30 days as if silent 30 

days is assumed), Supplier  shall deduct 2 1/2% of the total value of the order from the final invoice submitted to Buyer, as 

liquidated damages.   If Supplier fails a second time to correct and remedy all the items in the punch list by the second agreed-

upon date, Supplier shall deduct another 2 ½% (total of 5%); if Supplier fails a third time to correct and remedy all the items in 

the punch list on the third agreed-upon date, Supplier shall deduct another 2 ½% (total of 7 ½%); and if Supplier fails a fourth 

time to correct and remedy all the items in a punch list on the fourth agreed-upon date, Supplier shall deduct another 2 ½% 

(total of 10%).  The foregoing liquidated damages charge is applicable regardless of whether and/or when some items on a 

punch list are corrected or remedied.  All items on a punch list must be corrected and remedied on the agreed-upon date, 

otherwise, the foregoing liquidated damages shall be applicable. On each installation, Supplier shall hold back from invoicing 

Buyer 10% of the value of the total order to address timely resolution of punch list issues.  The final invoice, if any, shall be 

submitted after Buyer and Supplier mutually acknowledge, in writing, resolution of all items on the punch list.   

13.   Incorporated Documents 
The following documents are incorporated and made part of this Agreement, as if fully set herein, listed in the order of preference 

following the Agreement.  

Exhibit A – National Discount and Service Pricing  
Exhibit B – UC Discount and Service Pricing  
Exhibit C - UC Sustainability Requirements  
Exhibit D – UC Reporting Requirements 
Exhibit E – UC Ergonomic Requirements 
Exhibit F – UC Dealer Network & Capabilities  
Exhibit G - UC –Additional Terms and Conditions 

 

This Statement of Work is signed below by the parties’ duly authorized representatives.   
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THE REGENTS OF THE     STEELCASE INC. 
UNIVERSITY OF CALIFORNIA  
 
________________________________  ____________________________________ 
(Signature)     (Signature) 
 
________________________________             ____________________________________ 
(Printed Name, Title)    (Printed Name, Title) 
 
________________________________          ____________________________________ 
(Date)      (Date) 
 

 
 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Megan E. Maguire, Contract Specialist Leader

May 22, 2020
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provided by UC/Participating Public Agency if immediate installation cannot be accomplished.  If the space provided is inadequate, requiring 
excessive sorting or movement, a charge may be applied based upon agreement between UC/Participating Public Agency and Dealer. 
F. Assembly 
Dealer's ability to assemble Products shipped knocked down or to attach, affix, or bolt in place movable Products is sometimes dependent on union 
jurisdictional agreements.  If trade regulations in force at the time of installation require the use of union tradesmen or tradesmen other than 
Dealer’s own installation personnel at the site, all resulting additional charges (e.g., the differential between union's or other tradesmen’s hourly 
rate and the non-union hourly rate of Dealer’s personnel at Prevailing Wage rates or above Fair Wage/Fair Work; whichever is applicable) will be 
paid by UC/Participating Public Agency. 
G. Damage 
Pursuant to the applicable shipping term, any loss or damage to the Products by weather, other trades (such as painting or plastering), fire, or 
other elements shall be the responsibility of UC/Participating Public Agency after the Products are delivered by Dealer to the Customer’s delivery 
point/inside worksite; and UC/Participating Public Agency agrees to hold Dealer harmless from loss for such reason.  Notwithstanding the 
foregoing, however, any loss or damage to the Products caused by Dealer, its employees or subcontractors during installation shall be the 
responsibility of Dealer. 
H. Insurance 
During the term of this Agreement, Dealer and Steelcase will each maintain all applicable insurance coverage consistent with local insurance 
requirements; and Dealer’s insurance shall be primary.  Insurance certificates are available from Dealer or Steelcase upon request.  Fire, tornado, 
flood, earthquake, windstorm, and other all risks insurance coverage and other applicable insurance at the site will be the responsibility of 
UC/Participating Public Agency (including any deductibles thereunder). 
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August 21, 2019 
 

Yvonne Macon 
 
Commodity Manager - MRO & Facilities 
Center of Excellence - University of California Office of the President 
260 Cousteau Place, Suite. 150 
Davis, Ca. 95618 
 
University of California (UC) RFP #001218 
RFP-OFFICE FURNITURE-UC SYSTEMWIDE-JULY182019 
 
Dear Yvonne, 
 
On behalf of Steelcase and our Steelcase authorized dealer network, we are pleased to submit our best, 
most comprehensive, and most cost-effective package of Goods and Services of the highest quality and 
standards in response to your UC system-wide RFP.  We understand the new UC/OMNIA partnership and 
the intent to make any resultant agreement a national cooperative agreement. With this in mind, we have 
provided both a UC-only product/services/pricing matrix and a Standard product/services/pricing matrix for 
national participants. 
 
For the past 20 years, Steelcase and Steelcase Dealers, have held the Primary Source Agreement with 
the University of California. This long-term and mutually-beneficial relationship has been built on the 
strength of the breadth and depth of the Steelcase Inc multi-category product offering along with best-in-
class dealer network service capabilities. We are excited to propose our most current product offerings 
that satisfy the minimum UC ergonomic and sustainability requirements across your five primary product 
categories.  We are also pleased to offer a continuation of the UC-dedicated and UC-tenured Steelcase 
dealer network, providing wisdom and experience in how best to provide high quality and consistent 
design/project management/delivery/installation services to UC system-wide campuses. Steelcase and 
Steelcase Dealers remain passionately committed to the continuation and expansion of the UC 
eProcurement Platforms that we have jointly developed and implemented successfully over the past 10 
years. 
 
Although we fully realize that it is the intent of UC to award approximately three “Broad Line” Manufacturer 
Awards, Steelcase would like to propose the following incentives should UC elect to remain 
Primary Source with Steelcase only: 
 

 Agreement to extend the current UCOP/Steelcase Contract with existing price-list and 
price-list escalation schedule (our existing Contract remains 3 price-lists behind the 
general market). This represents a 10% product cost savings versus our attached submittal 

 Agreement to extend the existing favorable contract Terms & Conditions, especially as it 
relates to Return Policy and Dealer storage of product awaiting deployment. 

 Agreement to continue to pay 4% Patronage on all UC Product Spend and additional 2% on 
Dealer Services and Non-Steelcase Product Spend. 

 
We hope that you find our RFP submittal responsive and comprehensive and we look forward to 
presenting our program and team credentials in person during the mock-up phase of your evaluation 
process. 
 
Thanks in advance for your consideration of Steelcase and Steelcase Dealer’s Goods and Services. 
 
Sincerely,  
 
 
Charlie Bosetti      Kevin Schmidtbauer 
Vice-President, West Business Group   Strategic Account Manager 
Steelcase Inc.      Steelcase Inc.  
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OMNIA PARTNERS EXHIBITS 
EXHIBIT A- RESPONSE FOR NATIONAL COOPERATIVE CONTRACT 
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1.0 Scope of National Cooperative Contract 
Capitalized terms not otherwise defined herein shall have the meanings given to them in 
the Master Agreement or in the Administration Agreement between Supplier and 
OMNIA Partners. 
 
1.1 Requirement 

The University of California (hereinafter defined and referred to as “Principal 
Procurement Agency”), on behalf of itself and the National Intergovernmental 
Purchasing Alliance Company, a Delaware corporation d/b/a OMNIA Partners, 
Public Sector (“OMNIA Partners”), is requesting proposals for Office Furniture 
and Related Services. The intent of this Request for Proposal is any contract 
between Principal Procurement Agency and Supplier resulting from this Request 
for Proposal (“Master Agreement”) be made available to other public agencies 
nationally, including state and local governmental entities, public and private 
primary, secondary and higher education entities, non-profit entities, and agencies 
for the public benefit (“Public Agencies”), through OMNIA Partners’ cooperative 
purchasing program.  The Principal Procurement Agency has executed a Principal 
Procurement Agency Certificate with OMNIA Partners, an example of which is 
included as Exhibit D, and has agreed to pursue the Master Agreement.  Use of 
the Master Agreement by any Public Agency is preceded by their registration with 
OMNIA Partners as a Participating Public Agency in OMNIA Partners’ 
cooperative purchasing program.  Registration with OMNIA Partners as a 
Participating Public Agency is accomplished by Public Agencies entering into a 
Master Intergovernmental Cooperative Purchasing Agreement, an example of 
which is attached as Exhibit C.  The terms and pricing established in the resulting 
Master Agreement between the Supplier and the Principal Procurement Agency 
will be the same as that available to Participating Public Agencies through 
OMNIA Partners.   

 
All transactions, purchase orders, invoices, payments etc., will occur directly 
between the Supplier and each Participating Public Agency individually, and 
neither OMNIA Partners, any Principal Procurement Agency nor any 
Participating Public Agency, including their respective agents, directors, 
employees or representatives, shall be liable to Supplier for any acts, liabilities, 
damages, etc., incurred by any other Participating Public Agency. Supplier is 
responsible for knowing the tax laws in each state. 

 
This Exhibit A defines the expectations for qualifying Suppliers based on 
OMNIA Partners’ requirements to market the resulting Master Agreement 
nationally to Public Agencies.  Each section in this Exhibit A refers to the 
capabilities, requirements, obligations, and prohibitions of competing Suppliers 
on a national level in order to serve Participating Public Agencies through 
OMNIA Partners. 
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These requirements are incorporated into and are considered an integral part of 
this RFP.  OMNIA Partners reserves the right to determine whether or not to 
make the Master Agreement awarded by the Principal Procurement Agency 
available to Participating Public Agencies, in its sole and absolute discretion, and 
any party submitting a response to this RFP acknowledges that any award by the 
Principal Procurement Agency does not obligate OMNIA Partners to make the 
Master Agreement available to Participating Procurement Agencies. 
 

1.2 Marketing, Sales and Administrative Support 
During the term of the Master Agreement OMNIA Partners intends to provide 
marketing, sales and administrative support for Supplier pursuant to this section 
that directly promotes the Supplier’s products and services to Participating Public 
Agencies  
through multiple channels, each designed to promote specific products and 
services to Public Agencies on a national basis. 

 
The OMNIA Partners marketing team will work in conjunction with Supplier to 
promote the Master Agreement to both existing Participating Public Agencies and 
prospective Public Agencies through channels that may include: 
A. Marketing collateral (print, electronic, email, presentations) 
B. Website  
C. Trade shows/conferences/meetings 
D. Advertising 
E.  Social Media 

 
The OMNIA Partners sales teams will work in conjunction with Supplier to 
promote the Master Agreement to both existing Participating Public Agencies and 
prospective Public Agencies through initiatives that may include: 
A. Individual sales calls  
B. Joint sales calls 
C. Communications/customer service 
D. Training sessions for Public Agency teams 
E. Training sessions for Supplier teams 

 
The OMNIA Partners contracting teams will work in conjunction with Supplier to 
promote the Master Agreement to both existing Participating Public Agencies and 
prospective Public Agencies through: 
A. Serving as the subject matter expert for questions regarding joint powers 

authority and state statutes and regulations for cooperative purchasing 
B. Training sessions for Public Agency teams 
C. Training sessions for Supplier teams 
D. Regular business reviews to monitor program success 
E. General contract administration 
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Suppliers are required to pay an administrative fee of three percent (3%) of the 
greater of the Contract Sales under the Master Agreement and Guaranteed 
Contract Sales under this Request for Proposal.  Supplier will be required to 
execute the OMNIA Partners Administration Agreement (Exhibit B). 
 

1.3 Estimated Volume 
 

The dollar volume purchased under the Master Agreement is estimated to be 
approximately $200 million annually.  While no minimum volume is guaranteed 
to Supplier, the estimated annual volume is projected based on the current annual 
volumes among the Principal Procurement Agency, other Participating Public 
Agencies that are anticipated to utilize the resulting Master Agreement to be made 
available to them through OMNIA Partners, and volume growth into other Public 
Agencies through a coordinated marketing approach between Supplier and 
OMNIA Partners.   

 
1.4 Award Basis 

The basis of any contract award resulting from this RFP made by Principal 
Procurement Agency will, at OMNIA Partners option, be the basis of award on a 
national level through OMNIA Partners.  If multiple Suppliers are awarded by 
Principal Procurement Agency under the Master Agreement, those same Suppliers 
will be required to extend the Master Agreement to Participating Public Agencies 
through OMNIA Partners.  Utilization of the Master Agreement by Participating 
Public Agencies will be at the discretion of the individual Participating Public 
Agency. Certain terms of the Master Agreement specifically applicable to the 
Principal Procurement Agency are subject to modification for each Participating 
Public Agency as Supplier, such Participating Public Agency and OMNIA 
Partners shall agree.  Participating Agencies may request to enter into a separate 
supplemental agreement to further define the level of service requirements over 
and above the minimum defined in the Master Agreement (i.e. invoice 
requirements, order requirements, specialized delivery, diversity requirements 
such as minority and woman owned businesses, historically underutilized 
business, governing law, etc.).  It shall be the responsibility of the Supplier to 
comply, when applicable, with the prevailing wage legislation in effect in the 
jurisdiction of the Participating Agency.  It shall further be the responsibility of 
the Supplier to monitor the prevailing wage rates as established by the appropriate 
department of labor for any increase in rates during the term of this contract and 
adjust wage rates accordingly.  Any supplemental agreement developed as a result 
of the Master Agreement is exclusively between the Participating Agency and the 
Supplier (Contract Sales are reported to OMNIA Partners).   
 
All purchase orders issued and accepted by the Supplier may survive expiration or 
termination of the Master Agreement. Participating Agencies’ purchase orders 
may exceed the term of the Contract if the purchase order is issued prior to the 
expiration of the Contract.  Supplier is responsible for reporting all sales and 
paying the applicable administrative fee for sales that use the Master Agreement 
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as the basis for the purchase order, even though Master Agreement may have 
expired. 

 
1.5 Objectives of Cooperative Program  

This RFP is intended to achieve the following objectives regarding availability 
through OMNIA Partners’ cooperative program:  
A. Provide a comprehensive competitively solicited and awarded national 

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

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

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

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

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

 
2.1 Corporate Commitment 

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

2.2 Pricing Commitment 
Supplier commits the not-to-exceed pricing provided under the Master Agreement 
pricing is comparable to or better than the equivalent pricing being offered to any 
similarly situated commercial customers of Supplier’s. 

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

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

3.1 Company 
A. Brief history and description of Supplier.  

 
Answer:  
Founded in 1912 as the Metal Office Furniture Company in Grand Rapids, 
Michigan, Steelcase is over 107 years old. Our innovation legacy began in 
1914 when we received our first patent for the manufacturing process 
developed to make a strong, durable, low-cost fireproof wastebasket – a major 
innovation at that time. Still headquartered in Grand Rapids, today Steelcase 
is a global company with an extensive distribution network and organizational 
footprint, including approximately 12,000 employees, 15 manufacturing 
facilities and more than 750 dealer locations around the world.  
 
Our global family of brands includes Steelcase, Steelcase Education, Steelcase 
Health, Coalesse, Turnstone, DesignTex, Polyvision, AMQ, Orangebox, and 
Smith System. Together, we offer a comprehensive portfolio of architecture, 
furniture and technology products and services designed to unlock human 
promise and support social, economic and environmental sustainability. 
 

B. Total number and location of sales persons employed by Supplier. 
 
Answer:  

Steelcase Global Reg Building Work City Headcount 
Americas ATLANTA Atlanta 22 
Americas BOSTON BOSTON 16 
Americas Calgary Alberta Canada Calgary 4 
Americas CANADA Toronto 23 
Americas CHICAGO Chicago 30 
Americas Chile Santiago 4 

Americas 
Coalesse Showroom 
Chicago Chicago 2 

Americas DALLAS Dallas 13 
Americas DENVER Denver 11 
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Americas Global Headquarters Grand Rapids 115 
Americas Home Office DALLAS 4 
Americas Home Office AUSTIN 3 
Americas Home Office CHICAGO 3 
Americas Home Office JACKSONVILLE 3 
Americas Home Office JERSEY CITY 3 
Americas Home Office MINNEAPOLIS 3 
Americas Home Office NASHVILLE 3 
Americas Home Office PHILADELPHIA 3 
Americas Home Office SAINT PAUL 3 
Americas Home Office SAN DIEGO 3 
Americas Home Office ALTADENA 2 
Americas Home Office ATLANTA 2 
Americas Home Office CARMEL 2 
Americas Home Office CINCINNATI 2 
Americas Home Office DENVER 2 
Americas Home Office FORT LAUDERDALE 2 
Americas Home Office FRANKLIN 2 
Americas Home Office GRAND RAPIDS 2 
Americas Home Office INDIANAPOLIS 2 
Americas Home Office KANSAS CITY 2 
Americas Home Office LOS GATOS 2 
Americas Home Office LOUISVILLE 2 
Americas Home Office MONMOUTH BEACH 2 
Americas Home Office PITTSBURGH 2 
Americas Home Office PLYMOUTH 2 
Americas Home Office RALEIGH 2 
Americas Home Office SAINT LOUIS 2 
Americas Home Office SEATTLE 2 
Americas Home Office SPRING 2 
Americas Home Office STILLWATER 2 
Americas Home Office WESTLAKE 2 
Americas Home Office ALEXANDRIA 1 
Americas Home Office ANN ARBOR 1 
Americas Home Office ANNAPOLIS 1 
Americas Home Office APEX 1 
Americas Home Office BALLWIN 1 
Americas Home Office BEL AIR 1 
Americas Home Office BETHESDA 1 
Americas Home Office BIRMINGHAM 1 
Americas Home Office BLOOMFIELD HILLS 1 
Americas Home Office BLOOMINGTON 1 
Americas Home Office BOCA RATON 1 
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Americas Home Office BOWIE 1 
Americas Home Office BRADLEY BEACH 1 
Americas Home Office BROWNSTOWN TWP 1 
Americas Home Office CANANDAIGUA 1 
Americas Home Office CARY 1 
Americas Home Office CATONSVILLE 1 
Americas Home Office CHAGRIN FALLS 1 
Americas Home Office CHANDLER 1 
Americas Home Office CHESTERFIELD 1 
Americas Home Office CITRUS HEIGHTS 1 
Americas Home Office CLAREMONT 1 
Americas Home Office CLARKSTON 1 
Americas Home Office COLONIA 1 
Americas Home Office COLUMBUS 1 
Americas Home Office COMMERCE TWP 1 
Americas Home Office CONROE 1 
Americas Home Office COOPER CITY 1 
Americas Home Office CORONA DEL MAR 1 
Americas Home Office DANA POINT 1 
Americas Home Office DAVIDSONVILLE 1 
Americas Home Office DEWEY 1 
Americas Home Office DRAPER 1 
Americas Home Office EAST BERLIN 1 
Americas Home Office EAST ROCKAWAY 1 
Americas Home Office EDMOND 1 
Americas Home Office EDWARDSVILLE 1 
Americas Home Office ELLICOTT CITY 1 
Americas Home Office EMERYVILLE 1 
Americas Home Office FAIRVIEW 1 
Americas Home Office FOREST HILLS 1 
Americas Home Office FRANKFORT 1 
Americas Home Office FRANKLIN LAKES 1 
Americas Home Office FRISCO 1 
Americas Home Office FT LAUDERDALE 1 
Americas Home Office GAITHERSBURG 1 
Americas Home Office GARLAND 1 
Americas Home Office GILLETTE 1 
Americas Home Office GLEN ALLEN 1 
Americas Home Office GLEN ELLYN 1 
Americas Home Office GLEN ROCK 1 
Americas Home Office GRANBURY 1 
Americas Home Office GRAPEVINE 1 
Americas Home Office GREENVILLE 1 
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Americas Home Office GREENWOOD VILLAGE 1 
Americas Home Office GREER 1 
Americas Home Office GUYTON 1 
Americas Home Office HERMOSA BEACH 1 
Americas Home Office HIGH POINT 1 
Americas Home Office HOPKINS 1 
Americas Home Office HOUSTON 1 
Americas Home Office IMPERIAL 1 
Americas Home Office INVER GROVE 1 
Americas Home Office JAMESVILLE 1 
Americas Home Office KATY 1 
Americas Home Office LAGUNA NIGUEL 1 
Americas Home Office LAKE OSWEGO 1 
Americas Home Office LEBANON 1 
Americas Home Office LEE'S SUMMIT 1 
Americas Home Office LEWIS CENTER 1 
Americas Home Office LIBERTY 1 
Americas Home Office LONG BEACH 1 
Americas Home Office LOS ALTOS 1 
Americas Home Office LOTHIAN 1 
Americas Home Office LOVELAND 1 
Americas Home Office MACUNGIE 1 
Americas Home Office MANCHESTER 1 
Americas Home Office MANDEVILLE 1 
Americas Home Office MAPLE GROVE 1 
Americas Home Office MAPLEWOOD 1 
Americas Home Office MATTHEWS 1 
Americas Home Office MEDINA 1 
Americas Home Office METAMORA 1 
Americas Home Office MIAMI 1 
Americas Home Office MORRISVILLE 1 
Americas Home Office NEWBERRY 1 
Americas Home Office NEWPORT COAST 1 
Americas Home Office NORWALK 1 
Americas Home Office NUTLEY 1 
Americas Home Office ODESSA 1 
Americas Home Office OMAHA 1 
Americas Home Office OREGON 1 
Americas Home Office OVIEDO 1 
Americas Home Office PARKLAND 1 
Americas Home Office PENSACOLA 1 
Americas Home Office PEORIA 1 
Americas Home Office PEWAUKEE 1 
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Americas Home Office PHOENIX 1 
Americas Home Office PLANO 1 
Americas Home Office PLANTATION 1 
Americas Home Office PONTE VEDRA 1 
Americas Home Office PORTLAND 1 
Americas Home Office POWELL 1 

Americas Home Office 
RANCHO MISSION 
VIEJO 1 

Americas Home Office RENTON 1 
Americas Home Office REYNOLDSBURG 1 
Americas Home Office RICHFIELD 1 
Americas Home Office ROCHESTER HILLS 1 
Americas Home Office SAGAMORE HILLS 1 
Americas Home Office SAINT AUGUSTINE 1 
Americas Home Office SAINT LOUIS PARK 1 
Americas Home Office SAN ANTONIO 1 
Americas Home Office SAN MATEO 1 
Americas Home Office SEYMOUR 1 
Americas Home Office SHAKOPEE 1 
Americas Home Office SHELBY TOWNSHIP 1 
Americas Home Office SIMPSONVILLE 1 
Americas Home Office SPRING HILL 1 
Americas Home Office SPRING LAKE 1 
Americas Home Office ST LOUIS 1 
Americas Home Office STEVENSVILLE 1 
Americas Home Office STEWARTSVILLE 1 
Americas Home Office TAMPA 1 
Americas Home Office TEMPE 1 
Americas Home Office TIGARD 1 
Americas Home Office TOWNSEND 1 
Americas Home Office TROY 1 
Americas Home Office TRUMBULL 1 
Americas Home Office TULSA 1 
Americas Home Office UNION 1 
Americas Home Office VIENNA 1 
Americas Home Office WALNUT CREEK 1 
Americas Home Office WANSHIP 1 
Americas Home Office WASHINGTON 1 
Americas Home Office WEST CHESTER 1 
Americas Home Office WEST SPRINGFIELD 1 
Americas Home Office WESTERVILLE 1 
Americas Home Office WESTFIELD 1 
Americas Home Office WESTFORD 1 
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Americas Home Office WESTON 1 
Americas Home Office WOODBRIDGE 1 
Americas Home Office WOODLAND HILLS 1 
Americas Home Office WYCKOFF 1 
Americas Home Office ZEPHYRHILLS 1 
Americas Home Office ZIONSVILLE 1 
Americas Home Office CARDIFF 1 
Americas HOUSTON Houston 12 
Americas Kentwood Distribution Kentwood 1 
Americas LASR # 17 
Americas Mexico City Miguel Hidalgo 45 

Americas 
Monterrey Global 
Business Center 

San Pedro Garza 
Garcia 105 

Americas NEW YORK New York 40 
Americas PHILADELPHIA Philadelphia 6 
Americas Polyvision - Suwanee Duluth 1 
Americas SAN FRANCISCO San Francisco 29 
Americas SAND # 1 
Americas SANTA MONICA Santa Monica 3 
Americas SEATTLE Seattle 9 
Americas Steeelcase Vancouver Vancouver 6 

Americas 
Steelcase Learning and 
Exploration Ctr Grand Rapids 5 

Americas STEELCASE UNIVERSITY Grand Rapids 4 
Americas WASHINGTON Washington 16 
Asia (APAC) Bangalore, India Bangalore 1 
Asia (APAC) HK-CT Hong Kong 6 
Asia (APAC) Hong Kong # 1 
Asia (APAC) Kuala Lumpur, Malaysia Lingkaran Syed Putra 1 
Asia (APAC) Shanghai, China Shanghai 3 
Asia (APAC) Singapore, China Singapore 6 
Europe (EMEA) BOSTON BOSTON 1 
Europe (EMEA) DE_MAN Mannheim 5 
Europe (EMEA) FR_EP # 44 
Europe (EMEA) FR_GE # 41 
Europe (EMEA) GB_IE # 22 
Europe (EMEA) Home Office  BRATISLAVA 1 
Europe (EMEA) Home Office ABIDJAN 1 
Europe (EMEA) Home Office BORDEAUX 1 
Europe (EMEA) Home Office CASABLANCA 1 
Europe (EMEA) Home Office CURIS AU MONT D'OR 1 
Europe (EMEA) Home Office DUBLIN 1 
Europe (EMEA) Home Office HENGGART 1 
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Europe (EMEA) Home Office KUWEIT CITY 1 
Europe (EMEA) Home Office LONDON 1 
Europe (EMEA) Home Office MARSEILLE 1 
Europe (EMEA) Home Office PRAHA 4 SEBEROV 1 

Europe (EMEA) Home Office 
SAINT ORENS DE 
GAMEVILLE 1 

Europe (EMEA) Home Office SAINT-HERBLAIN 1 
Europe (EMEA) Home Office TOURCOING 1 
Europe (EMEA) Home Office VILLETTE D'ANTHON 1 
Europe (EMEA) Home Office ZAGREB 1 
Europe (EMEA) Home Office # 1 

Europe (EMEA) 
Insightful Environments 
Rainham Rainham 30 

Europe (EMEA) ITALY Anzola Emila 2 
Europe (EMEA) SAF # 3 
Europe (EMEA) SAUDI Riyadh 3 

Europe (EMEA) 
SOLUTIONS BY 
STEELCASE NANTERRE Paris 2 

Europe (EMEA) STEELCASE - LEEDS, UK LEEDS 5 
Europe (EMEA) Steelcase Azerbaijan Baku 1 
Europe (EMEA) Steelcase Barcelona Barcelona 4 

Europe (EMEA) 
STEELCASE GBC CLUJ-
NAPOCA Cluj-Napoca 48 

Europe (EMEA) Steelcase Hungary Budapest 2 

Europe (EMEA) 
Steelcase International 
WorkLab Schiltigheim 17 

Europe (EMEA) Steelcase Israel Tel Aviv 1 
Europe (EMEA) Steelcase Middle East Dubai 5 

Europe (EMEA) 
Steelcase Middle East 
Operations Riyadh 1 

Europe (EMEA) 
STEELCASE MUNICH 
(DE_MU) Munich 64 

Europe (EMEA) Steelcase Poland Warsaw 2 
Europe (EMEA) Steelcase Portugal Carnaxide 6 

Europe (EMEA) 
Steelcase Portugal - 
Lisboa Lisboa 3 

Europe (EMEA) Steelcase Russia Moscow 4 
Europe (EMEA) Steelcase Sarrebourg Sarrebourg 1 

Europe (EMEA) 
Steelcase Spain, 
Barcelona Barcelona 6 

Europe (EMEA) Steelcase Spain, Madrid Madrid 204 
Europe (EMEA) Steelcase srl Milano 1 
Europe (EMEA) Steelcase Sweden Stockholm 2 
Europe (EMEA) Steelcase Switzerland VERNIER-GENEVE 1 
Europe (EMEA) Steelcase Turkey Istanbul 1 
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Europe (EMEA) 
Steelcase WorkLab 
Rosenheim Rosenheim 44 

Europe (EMEA) 
Steelcase WorkLife 
Amsterdam Amsterdam 6 

Europe (EMEA) 
Steelcase WorkLife 
Brussels Mechelen 1 

Europe (EMEA) 
Steelcase WorkLife 
London London 31 

Europe (EMEA) 
Steelcase WorkLife 
Madrid Madrid 82 

Europe (EMEA) Steelcase WorkLife Paris Paris 28 
Europe (EMEA) UK # 1 

 
 
 

C. Number and location of support centers (if applicable) and location of 
corporate office. 
 
Answer: 
 
 
Corporate Office Location: 
Steelcase Inc  
901 44th Street  
Grand Rapids, MI 49508  
 
 
Worklife Centers: 27   
 Americas  
1. Atlanta, Georgia  
2. Boston, Massachusetts  
3. Chicago, Illinois  
4. Dallas, Texas  
5. Los Angeles, California  
6. Mexico City, Mexico  
7. New York, New York  
8. San Francisco, California  
9.  Toronto, Canada  
10.  Washington, D.C.  
 
EMEA 
11. Dubai, U.A.E.  
12.  London, England  
13.  Madrid, Spain  
14.  Paris, France  
15. Strasbourg, France 
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16. Zurich, Switzerland 
 
Asia Pacific  
17. Bangalore, India   
18. Beijing, China   
19. Delhi, India   
20. Hong Kong  
21. Hyderabad, India 
22. Mumbai, India  
23. Shanghai, China   
24. Singapore   
25. Melbourne, Australia 
26. Sydney, Australia   
27. Tokyo, Japan 
 
Business Centers:  
1. Steelcase - Cluj, Romania  
2. Steelcase - Grand Rapids, Michigan, USA  
3. Steelcase - Kuala Lumpur, Malaysia  
4. Steelcase - Monterrey, Mexico  
5. Steelcase - Strasbourg, France  
6. Designtex - New York, USA  
7. Polyvision - Atlanta, USA  
8. Steelcase - Rosenheim, Germany   
 
Learning + Innovation Centers  
1. Grand Rapids, Michigan – Learning + Innovation Center  
2. Munich, Germany – Learning + Innovation Center 
 
 
 

D. Annual sales for the three previous fiscal years. 
 
Answer:  
FY2019 $3.4 billion 
FY2018 $3.1 billion 
FY2017 $3.0 billion 
 
 
 

E. Submit FEIN and Dunn & Bradstreet report. 
 
Answer: 
FEIN: 38-0819050 
Dunn & Bradstreet number: 00-601-6547 
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Please see our document titled Steelcase Office Furniture RFP D&R Report 
attached under Supplier Response in the CalUSource portal.  
 
 

F. Describe any green or environmental initiatives or policies. 
 

Answer: 
 
Our commitment to sustainability is sincere – and it shows in our actions. We 
believe that providing the best solutions for our customers begins by ensuring 
they’re the best solutions for our environment. That’s why every step of the 
way – through design, manufacturing, delivery and product lifecycle – we 
consider the impact of our work on people and on the environment and 
uncover opportunities to make things better.  
Materials chemistry.  
We’re precautionary and proactive, with a comprehensive approach to 
understanding what goes into our products. As a leader in our industry, our 
materials chemistry practice assesses materials to understand their potential 
impacts on human and environmental health. We've assessed over 1,800 
materials and are actively working with our supply chain to phase out 
materials of concern, developing suitable alternatives where they may not yet 
exist.  
Life cycle thinking.  
Know your impact, product by product. Steelcase measures a product’s impact 
on the environment and human health at every phase – design, manufacture, 
delivery, use and reuse, recycle, end of life – to uncover opportunities to 
improve. We design products for circularity by avoiding and eliminating 
materials of concern, optimizing performance throughout the life cycle and for 
remaking, recovery, and end of life strategies.  
Recycling and reuse.  
The Steelcase products you choose will serve your people a long time. They 
reconfigure to work in new ways as needs change. They disassemble with 
ease so you can replace parts quickly. When you’re ready for something new, 
you can take advantage of our robust (and often inspiring) Phase 2 product 
recycle and reuse program.  
Certified products.  
If sustainability is your goal, we can help you get there – certifiably so. 
Steelcase can help you select solutions that contribute to certification systems 
like LEED and WELL. We offer more than 50 Cradle to Cradle Certified™ 
Products Program. Many of our products and materials are certified through 
the Scientific Certification Systems (SCS) Indoor Advantage™ air quality 
program. We participate in the BIFMA e3 furniture Level Certification 
program. Our wood manufacturing facility is FSC Chain of Custody certified 
to provide customers, like you, with FSC certified products.  
Here for good.  
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If your sustainability commitment includes picking the right partners, you’ll 
be glad you met Steelcase. Our approach is holistic, research-based and 
measurable and our commitment is long-term. Steelcase offices and 
production facilities carry extensive certifications and registrations including 
LEED, ISO 9001, ISO 14001, EMAS, and OSHAS 18001. 
 
 

G. Describe any diversity programs or partners supplier does business with and 
how Participating Agencies may use diverse partners through the Master 
Agreement.  Indicate how, if at all, pricing changes when using the diversity 
program. 
 
Answer:  
 
Steelcase is committed to diverse channels around the world and our Supplier 
Diversity program has been in place since 1991. We focus on promoting the 
growth and development of minority-owned, women-owned, service veteran-
owned as well as service-disabled veteran-owned businesses and HUBzone in 
the United States by integrating them into our procurement process. 
 
We place emphasis on infrastructure and spend reporting, communication, 
networking, and supplier development and mentoring. We regularly 
participate in trade shows, conferences, and networking events to identify 
potential suppliers. Additionally, we align and maintain relationships with 
diverse business associations, as well as small business associations, and 
advertise in publications that serve our diverse business communities. 
 
There are no pricing changes when working with one of our diverse suppliers. 
Please note that we do not differentiate our suppliers for certain customer 
accounts.   We do have an opportunity to leverage diverse dealers. 
 
 
 

H. Describe any historically underutilized business certifications supplier holds 
and the certifying agency.  This may include business enterprises such as 
minority and women owned, small or disadvantaged, disable veterans, etc.  
 
Answer: 
 
We require certification through WBENC, NWBOC, and NMSDC for our 
minority and women owned businesses. At this time, we require self-
certification for our veteran suppliers. We also require certification for 
HUBzone and Service Disabled Veterans. 
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I. Describe how supplier differentiates itself from its competitors. 
 
Answer: 
 
We hear over and over from our customers that one of the reasons they choose 
to do business with Steelcase is because they trust us. They trust our ability to 
translate research into workplace insights, perform at a consistently elevated 
level, develop products that meet evolving workplace needs, leverage our 
team to deliver great experiences and our willingness to assess ourselves 
critically for improvement opportunities.  
 
This is why we are the industry leader, and listed below are just a few reasons 
Steelcase differentiates ourselves from the industry: 
 
 Dealer Network. We have the largest, most experienced global dealer 

network in the industry—750+ dealers with over 800 locations around the 
world. Our dealers help us respond nimbly to the needs of our clients, and 
perform as a familiar, local partner. We don’t just sell products---we 
provide an exceptional service experience. 

 Commitment to Research. Over the past three years, Steelcase invested 
over $115 million in research, design and developmental activities to 
better understand the needs of individuals, teams and organizations. This 
dedication to innovation and research is reflected in the ever-evolving 
intelligent design of our products and philosophies. Our portfolio is 
expanding and current products are being enhanced to complement the 
agile workplace. In fact, we introduced more than 50 new products, 
enhancements and extensions to our portfolio in the past 18 months. 

 History of Reliability. Steelcase was founded in 1912 by a few people 
with a strong commitment to integrity and doing the right thing. These 
principles are the foundation of our company—passed on from decade to 
decade. For our company one thing has remained constant: people have 
always been the core of our business, and that includes our customers.  

 Creating Great Experiences. We are focused on creating a great 
experience for you wherever work happens. We leverage our knowledge 
in the industry to grow and learn alongside our customers. By learning 
from our customers—what they value, what their pain points are, how 
they view the workplace—we can create a truly customized workspace 
that inspire and engage. 

 Collaborative Approach. Each organization we work with is unique, and 
we have successfully engaged our wide breadth of tools, resources and 
teams to support their needs. We help our customers through each phase 
of their projects—no matter the scope or size. Our process is simple and 
thorough, and we have successfully implemented thoughtful design, 
quality applications, and supportive services to our customers time and 
time again. 
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J. Describe any present or past litigation, bankruptcy or reorganization involving 
supplier.  
 
Answer:  
 
As a 100+ year old industry leading company with global operations, 
Steelcase Inc. naturally gets involved in periodic legal proceedings including 
contract disputes and other claims arising from time to time in the normal 
course of business. Steelcase business practices have been sound throughout 
our existence, and we believe there is no past, current, or contemplated future 
situation that would have any material adverse effect on Steelcase’s integrity, 
financial stability or reputation, or that should cause our customers concern 
regarding Steelcase’s overall business practices or continuing ability to serve 
them. 

 
 

K. Felony Conviction Notice: Indicate if the supplier 
a. is a publicly held corporation and this reporting requirement is 

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

felony; or 
c. is owned or operated by and individual(s) who has been convicted of a 

felony and provide the names and convictions. 
 

Answer: 
 
Steelcase is a publicly held corporation and this reporting requirement is 
not applicable. 

 
 

L. Describe any debarment or suspension actions taken against supplier 
 
Answer: 
 
Steelcase has never been debarred or suspended. 
 

3.2 Distribution, Logistics 
A. Describe the full line of products and services offered by supplier. 

 
Answer: 
 
At Steelcase, our purpose is to unlock human promise by transforming work, 
worker and workplace. Through our family of brands that include Steelcase®, 
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Coalesse®, Designtex®, PolyVision®, Turnstone®, Smith System®, 
Orangebox® and AMQ™, we offer a comprehensive portfolio of furniture, 
architectural products and technology solutions that support people at work. 
 
Our brands provide an integrated portfolio of furniture settings, user-centered 
technologies and interior architectural products for both individual and 
collaborative work across a range of price points. We have expanded our 
offerings through investments in product development and our recent 
acquisitions and marketing partnerships. Our furniture portfolio includes 
panel, fence and beam-based furniture systems, storage, fixed and height-
adjustable desks, benches and tables and complementary products such as 
worktools. Our seating products include task chairs which are highly 
ergonomic, seating that can be used in collaborative or casual settings and 
specialty seating for specific vertical markets such as healthcare and 
education. Our technology solutions support group collaboration by 
integrating furniture and technology. Our interior architectural products 
include full and partial height walls and architectural pods. We also offer 
services designed to reduce costs and enhance the performance of people, 
space and real estate. Among these services are workplace strategy consulting, 
data-driven space measurement, lease origination services, furniture and asset 
management and hosted event experiences. 
 

B. Describe how supplier proposes to distribute the products/service nationwide. 
Include any states where products and services will not be offered under the 
Master Agreement, including U.S. Territories and Outlying Areas. 
 
Answer:  
 
We make our products and services available through the largest, most 
experienced network of dealers in the industry. The Steelcase dealer network 
is comprised of 750+ dealers with over 800 locations around the world. 

 
As a U.S.-based company, Steelcase complies with all applicable U.S. 
government requirements, including export and re-export controls expressed 
in the U.S. Export Administration Regulations; prohibitions on transactions 
with -- or transfers to -- the governments of, parties located in or operated 
from, or nationals of countries subject to comprehensive U.S. economic 
sanctions (in particular, as of the date of this Agreement, Cuba, Iran, and 
Sudan); and prohibitions on transactions with or transfers to entities or 
individuals identified on the U.S. government’s List of Specially Designated 
Nationals and Blocked Persons (Treasury Department) and Denied Persons 
List and Entity List (Commerce Department). Therefore, providing product 
and services is limited by these restrictions for the sanctioned countries and 
unavailable for the embargoed countries. 
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C. Identify all other companies that will be involved in processing, handling or 

shipping the products/service to the end user. 
 
Answer:  
A directory of Steelcase’s Authorized Dealer Network may be found at the 
following link: https://www.steelcase.com/find-us/where-to-buy/dealers. 
 

D. Provide the number, size and location of Supplier’s distribution facilities, 
warehouses and retail network as applicable. 
 
Answer: 
 
To serve our customers across North America and in several export markets, 
Steelcase has a network of five North American manufacturing facilities. 
These plants operate in tandem with a network of six regional distribution 
centers, or RDCs. All products are shipped from the plants to the RDCs, 
where they are consolidated into complete customer orders in preparation for 
delivery.   
Our regional distribution centers (RDCs) are strategically located: 

 Grand Rapids, MI – 480,000 square feet 
 Ontario, CA - 186,000 square feet 
 Puyallup, WA - 65,000 square feet 
 Desoto, TX - 115,000 square feet 
 Atlanta, GA - 227,000 square feet 
 Hazelton, PA - 200,130 square feet 

These six RDC locations match up with the major population centers of the 
United States, while also giving us access to the population centers of Canada 
and major cargo ports for our export markets. Today 80% of our North 
American customers are located within 250 miles of an RDC. Our extensive 
network of Steelcase Authorized Dealers also assists customers with 
warehousing. 
 
 
 

3.3 Marketing and Sales 
A. Provide a detailed ninety-day plan beginning from award date of the Master 

Agreement describing the strategy to immediately implement the Master 
Agreement as supplier’s primary go to market strategy for Public Agencies to 
supplier’s teams nationwide, to include, but not limited to: 

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

ii. Training and education of Supplier’s national sales force with 
participation from the Supplier’s executive leadership, along with the 
OMNIA Partners team within first 90 days 
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Answer:  
 
Steelcase has a number of existing cooperative procurement contracts which 
our dealers have historically used to service public sector clients across the 
country.  Given the depth of these relationships and the associated sales 
volumes, we are not able to immediately position OMNIA Partners as our 
exclusive go-to-market strategy for public agencies.  With that said, our 
approach is to heed the direction of the customer and help them purchase their 
Steelcase solutions through the vehicle that makes the most sense for them.  
As a company, Steelcase sees significant potential in the OMNIA Partners 
National Cooperative Contract to incrementally grow our public sector 
business.  Should we be fortunate enough to receive an OMNIA award, we 
would immediately take the following steps over the first ninety (90) days to 
proactively launch our agreement: 

  
 Develop a comprehensive launch package for Steelcase dealers that 

includes an OMNIA overview including key positioning points, OMNIA-
Steelcase agreement highlights, pricing overview, OMNIA membership 
information, and a detailed Participation Letter which must be signed and 
returned to Steelcase prior to being added to the Agreement as a Steelcase 
Subcontractor. 

 Communicate broadly to Steelcase dealers via our intranet regarding the 
scope/availability of the OMNIA-Steelcase agreement. 

 Host a webinar with Steelcase Dealers and OMNIA Partners staff to 
review the agreement, terms, membership specifics, OMNIA 
marketing/sales support, and key targets by region. 

 Establish a regular cadence of communication between Steelcase POC and 
OMNIA staff to include frequency of business reviews, protocols for 
communication engagement between OMNIA, Steelcase, and Steelcase 
dealers, and guidance for issue resolution. 

 
 
 

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

i. Creation and distribution of a co-branded press release to trade 
publications 
 
Answer:  Upon award, Steelcase will work collaboratively with 
OMNIA Partners to craft and release a statement regarding our new 
agreement and who has the ability to utilize this agreement moving 
forward. 
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ii. Announcement, contract details and contact information published on 
the Supplier’s website within first 90 days 
 
Answer:  Upon award, Steelcase will post summary information of the 
OMNIA Partners-Steelcase relationship on our public website.  
Complete agreement information including pricing, terms, member 
information, and dealer Participation Letters will be loaded to our 
Village intranet site. 
 

iii. Design, publication and distribution of co-branded marketing materials 
within first 90 days 
 
Answer:  Upon award, Steelcase will work proactively with OMNIA 
Partners to craft relevant co-branded marketing materials that elaborate 
on the nature of our relationship, the scope of our agreement, and the 
process by which clients may procure Steelcase solutions through the 
OMNIA-Steelcase agreement. 
 

iv. Commitment to attendance and participation with OMNIA Partners at 
national (i.e. NIGP Annual Forum, NPI Conference, etc.), regional 
(i.e. Regional NIGP Chapter Meetings, Regional Cooperative 
Summits, etc.) and supplier-specific trade shows, conferences and 
meetings throughout the term of the Master Agreement 
 
Answer: Given our pursuit and support of public sector business, 
Steelcase regularly attends national, regional, and supplier-specific 
trade shows throughout the course of a year.  As mentioned 
previously, given the nature of our relationships with multiple 
purchasing cooperatives, we neutrally attend these events without 
outwardly advocating for one cooperative over another. 
 

v. Commitment to attend, exhibit and participate at the NIGP Annual 
Forum in an area reserved by OMNIA Partners for partner suppliers.  
Booth space will be purchased and staffed by Supplier.  In addition, 
Supplier commits to provide reasonable assistance to the overall 
promotion and marketing efforts for the NIGP Annual Forum, as 
directed by OMNIA Partners. 
 
Answer:  See response to sub-item “iv.” above.  While Steelcase will 
not exhibit in an OMNIA-specific booth space during the NIGP 
Forum, we will make all reasonable efforts to promote and market the 
OMNIA-Steelcase relationship and parameters of our agreement. 
 

vi. Design and publication of national and regional advertising in trade 
publications throughout the term of the Master Agreement 
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Answer:  Steelcase selectively advertises in national and regional 
trade publications based on a comprehensive product promotion plan 
across our marketing groups.  These placements are geared more 
around our product solutions and supporting research versus vehicles 
by which they may be purchased. 
 

vii. Ongoing marketing and promotion of the Master Agreement 
throughout its term (case studies, collateral pieces, presentations, 
promotions, etc.) 
 
Answer:  Steelcase will work collaboratively with OMNIA Partners to 
develop relevant promotional materials that will help both Steelcase 
and dealer sales representatives best position OMNIA and the value of 
the OMNIA-Steelcase agreement to public sector prospective clients. 
 

viii. Dedicated OMNIA Partners internet web-based homepage on 
Supplier’s website with: 

 OMNIA Partners standard logo; 
 Copy of original Request for Proposal; 
 Copy of contract and amendments between Principal 

Procurement Agency and Supplier; 
 Summary of Products and pricing; 
 Marketing Materials 
 Electronic link to OMNIA Partners’ website including the 

online registration page; 
 A dedicated toll-free number and email address for OMNIA 

Partners 
 
Answer:  Steelcase will create an OMNIA-specific page on our 
Village intranet site which contains all of the items listed above.  For 
confidentiality purposes, we will not post these items on our public 
Steelcase.com site where competitors may freely view them.  
Regarding a dedicated 800-number for OMNIA, Steelcase will provide 
OMNIA will multiple layers of communication touch-points during 
our post-award kick-off meeting.  Anything pertaining to the National 
Cooperative Agreement will be directed to our agreement owner, 
Steve Knippen.  Project-specific questions from public sector clients 
would first be directed to one of our local Steelcase dealers.  Should 
there be a need for further escalation, Steve Knippen would be the next 
point of contact. 

 
 

C. Describe how Supplier will transition any existing Public Agency customers’ 
accounts to the Master Agreement available nationally through OMNIA 
Partners. Include a list of current cooperative contracts (regional and national) 
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Supplier holds and describe how the Master Agreement will be positioned 
among the other cooperative agreements. 
 
Answer:  
 
Steelcase will market the Master Agreement in the same or similar manner as 
we market our other national GPO contracts. In the event an existing Public 
Agency customer notifies Steelcase in writing of their intent to align with the 
OMNIA Master Agreement and such Public Agency is eligible to use the 
Master Agreement, Steelcase will assist in transitioning any existing 
agreement(s) in order to allow the Public Agency to take full advantage of the 
OMNIA Master Agreement. 
 

D. Acknowledge Supplier agrees to provide its logo(s) to OMNIA Partners and 
agrees to provide permission for reproduction of such logo in marketing 
communications and promotions.  Acknowledge that use of OMNIA Partners 
logo will require permission for reproduction, as well. 
 
Answer:  
 
Steelcase agrees to provide to OMNIA Partners a limited, revocable, non-
transferable, non-sublicensable right to use Steelcase’s logo solely for use in 
marketing the Master Agreement, provided that Steelcase’s approval is sought 
by OMNIA Partners and granted by Steelcase prior to each such use. 
 

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

i. Master Agreement was competitively solicited and publicly awarded 
by a Principal Procurement Agency 

ii. Best government pricing 
iii. No cost to participate 
iv. Non-exclusive  

 
Answer:   
 
Steelcase will work collaboratively with OMNIA Partners post-award to 
develop a list of priority accounts/opportunities based on the current OMNIA 
Partners membership list.  We will also follow-up on all leads provided by 
OMNIA Partners in a timely way.  With respect to branded sales materials, all 
Steelcase brochures, cut-sheets, and technical specification documents are 
generic and not labeled with the logo of any purchasing cooperative.  With 
that said, in our OMNIA-specific promotional materials, we will explicitly 
explain the manner by which we were awarded an agreement, the lack of cost 
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to participate, and the non-exclusive nature of the agreement.  As we hold 
multiple cooperative contracts, we are not in a position to generically state 
that in every situation that the OMNIA national agreement pricing will be the 
deepest 
 
 

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

i. Key features of Master Agreement 
ii. Working knowledge of the solicitation process 

iii. Awareness of the range of Public Agencies that can utilize the Master 
Agreement through OMNIA Partners 

iv. Knowledge of benefits of the use of cooperative contracts 
 
Answer: 
 
 Steelcase agrees to train all involved employees on the subjects above. 
 
 
 
G. Provide the name, title, email and phone number for the person(s), who will 

be responsible for:  
i. Executive Support 

ii. Marketing 
iii. Sales 
iv. Sales Support 
v. Financial Reporting 

vi. Accounts Payable 
vii. Contracts 

                     Answer: 
 

 Executive Support:  Jeff Fredrickson; Director, Government Solutions; 
jfredric@steelcase.com; 616-292-9904 

 Marketing:  Steve Knippen; Market Leader, National Education & Health 
Market Development; sknippen@steelcase.com; 630-806-5537 

 Sales:  Steve Knippen 
 Sales Support: Steve Knippen 
 Financial Reporting: Steve Knippen 
 Accounts Payable:  Steve Knippen 
 Contracts:  Steve Knippen / Megan Maguire; Specialist, Pricing & 

Contracts; mmaguire@steelcase.com; 269-929-7204 
 
H. Describe in detail how Supplier’s national sales force is structured, including 

contact information for the highest-level executive in charge of the sales team. 
 



OMNIA PARTNERS EXHIBITS 
EXHIBIT A- RESPONSE FOR NATIONAL COOPERATIVE CONTRACT 

 

25 
 

Answer: 
 
Eddy Schmitt, Senior Vice President of Sales in the Americas, 
eschmitt@steelcase.com 
 
The Steelcase Americas sales structure is divided into the following regions: 
 West Business Group – Northwest and West Coast  
 Central Business Group – Central and Mountain 
 Northeast Business Group – Eastern Canada, New England, New York, 

New Jersey 
 East Business Group – Mid-Atlantic, Midwest, Southeast 
 South Business Group – Florida, South Central, Central & South America, 

Mexico 
 Global Client Collaboration 

 
Each region has a Vice President to oversee the business and is supported by a 
diverse team of regional vice presidents, regional sales managers, sales 
account managers, and sales support staff. 
 

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

 
Answer:   
 

As the national POC for Steelcase with respect to the OMNIA Partners 
national agreement, Steve Knippen will work closely with the OMNIA 
Partners team to efficiently launch and service the new agreement post-award 
based on the steps outlined in our response to letter A. Growing the agreement 
with prospective OMNIA Partners members will require market-by-market 
coordination with Steelcase leadership and our engaged dealer partners.  As 
noted in our response to item H, Steelcase has regional sales leadership teams 
that allocate Steelcase sales resources based on market dynamics/client make-
up.  Steve and his Steelcase counterpart Kevin Loubert will work proactively 
with local Steelcase leadership along with our local dealer(s) to target 
prospective OMNIA members and develop appropriate sales strategies to 
penetrate these accounts.   

 
J.  Explain in detail how Supplier will manage the overall national program 

throughout the term of the Master Agreement, including ongoing coordination 
of marketing and sales efforts, timely new Participating Public Agency 
account set-up, timely contract administration, etc. 

 
Answer:  
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Post-award, Steve Knippen will meet with OMNIA Partners and align on go-
forward expectations of Steelcase regarding contract administration, process, etc.  
He will also align with OMNIA on the appropriate cadence for OMNIA/Steelcase 
business review/alignment meetings, goals/objectives for those sessions, 
measurements, etc.   
 
 
K.  State the amount of Supplier’s Public Agency sales for the previous fiscal 

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

 
Answer:  
 
This is confidential information and Steelcase cannot disclose our top ten 
Public Agency customers. 
 
M. Describe Supplier’s information systems capabilities and limitations regarding 

order management through receipt of payment, including description of 
multiple platforms that may be used for any of these functions. 

 
Answer:   
 
Steelcase utilizes the Hedberg Business Management System with all of our 
customers. This system supports the entire sales, planning, order management, 
receiving, warehousing and financial management life cycle. Hedberg provides a 
completely controlled process for Steelcase, as well as creates a direct link 
between the designers’ drawing and the corresponding quote. Hedberg also allows 
our dealers to manage product lead times electronically and proactively by 
individual product.  
 
From the moment the product is ordered, Steelcase and our dealers follow the 
product manufacturing and delivery schedule through Steelcase’s Delivery 
Notification System (DNS). This system provides order confirmation and arrival 
of product dates. These are closely monitored to confirm the schedule is being 
met and provide updated product arrival information to assist in determining task 
scheduling, schedule recovery, or schedule compression. Often, orders and 
product components are tagged according to the install sequence. Timelines and 
critical order entry dates are determined and communicated to the entire servicing 
team. 
 
Through web-based tools, our dealers track the status of your orders prior to 
delivery. The system is continuously monitored and provides the ability to 
identify and preempt potential obstacles, such as back-ordered product. We also 
utilize a LASER (Lean After Ship Experience Rationalization) system for our 
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dealer network to submit post-delivery issues and bring swift resolution to 
damage claims and other post-delivery issues.   
 
 
M.  If the Supplier wants to guarantee sales, provide the Contract Sales (as defined 

in Section 10 of the National Intergovernmental Purchasing Alliance 
Company Administration Agreement) that Supplier will guarantee each year 
under the Master Agreement for the initial three years of the Master 
Agreement (“Guaranteed Contract Sales”). 

 
$_______.00 in year one 
$_______.00 in year two 
$_______.00 in year three 
 
To the extent Supplier guarantees minimum Contract Sales, the 
administration fee shall be calculated based on the greater of the actual 
Contract Sales and the Guaranteed Contract Sales. 

   
Answer:  
 
Steelcase will not guarantee any sales.  

 
 

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

i. Respond with Master Agreement pricing (Contract Sales 
reported to OMNIA Partners). 

ii. If competitive conditions require pricing lower than the standard 
Master Agreement not-to-exceed pricing, Supplier may respond 
with lower pricing through the Master Agreement. If Supplier is 
awarded the contract, the sales are reported as Contract Sales to 
OMNIA Partners under the Master Agreement.  

iii. Respond with pricing higher than Master Agreement only in the 
unlikely event that the Public Agency refuses to utilize Master 
Agreement (Contract Sales are not reported to OMNIA Partners). 

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

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

 
Answer:   
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Steelcase will respond to Public Agency solicitations using market competitive 
solutions and strategies which are the same or similar to those of our other 
national GPO contracts. In the event such solicitation results in Contract Sales, 
Steelcase will report the Contract Sales to OMNIA Partners per the Master 
Agreement. 
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Certification of Non-Involvement in Prohibited Activities in Iran 

 
Pursuant to N.J.S.A. 52:32-58, Offerors must certify that neither the Offeror, nor any of its parents, 

subsidiaries, and/or affiliates (as defined in N.J.S.A. 52:32 – 56(e) (3)), is listed on the Department 

of the Treasury’s List of Persons or Entities Engaging in Prohibited Investment Activities in Iran 

and that neither is involved in any of the investment activities set forth in N.J.S.A. 52:32 – 56(f). 

 

Offerors wishing to do business in New Jersey through this contract must fill out the Certification of 

Non-Involvement in Prohibited Activities in Iran here: 

http://www.state.nj.us/humanservices/dfd/info/standard/fdc/disclosure_investmentact.pdf. 
 

Offerors should submit the above form completed with their proposal. 
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NEW JERSEY BUSINESS REGISTRATION CERTIFICATE 
(N.J.S.A. 52:32-44) 

 

Offerors wishing to do business in New Jersey must submit their State Division of Revenue issued 

Business Registration Certificate with their proposal here. Failure to do so will disqualify the 

Offeror from offering products or services in New Jersey through any resulting contract. 

 

http://www.state.nj.us/treasury/revenue/forms/njreg.pdf 
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Callouts

1. Universal worksurfaces and storage with wood veneer tops an fronts

2. LED task light

3. Round laminate meeting table (42”dia) with metal base

4. Universal lateral files with wood fronts (4 drawers)

5. Amia Air chair with mesh back and upholstered seat (adjustable arms, height and lumbar)

6. Crew guest chairs with casters, fully upholstered seat and back

Executive Office

Key Plan
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Callouts

1. Answer panel system (66”h)

2. Universal laminate worksurfaces and metal storage

3. LED task light

4. Universal metal lateral files with laminate tops (3 drawers)

5. Amia Air chairs with mesh back and upholstered seat (adjustable arms, height and lumbar)

Workstations

Key Plan
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Open Office Benching and File Storage

Callouts

1. Answer panel system (66”h)

2. Universal laminate worksurfaces and metal storage

3. LED task light

4. Universal metal lateral files with laminate tops (3 drawers)

5. Amia Air chairs with mesh back and upholstered seat (adjustable arms, height and lumbar)

Key Plan
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Callouts

1. Groupwork folding tables with laminate top (18”d x 72”w)

2. Series 1 chairs with mesh back and upholstered seat (adjustable arms and lumbar)

Teamwork Table

Callouts

1. Jenny lounge chairs

2. Bassline round coffee table with laminate top and metal base

Two-Seat Touchdown 
Meeting Space

Key Plan
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Callouts

1. Universal laminate U-shape desk with metal storage

2. LED task light

3. Amia Air chair with mesh back and upholstered seat (adjustable arms, height and lumbar)

4. Move guest chairs on casters, fully upholstered seat and back

Manager Office

Key Plan
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Key PlanCallouts

1. Groupwork folding tables with laminate top (18”d x 72”w)

2. Cobi chairs with mesh back and upholstered seat

Large Meeting Room
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Train
CONTINUED LEARNING AND TRAINING
In thriving organizations, employee growth is essential, which means learning 
and training are never over. The flexibility and simplicity of Groupwork are 
ideal for company-wide training experiences in multipurpose settings.

Steelcase
Groupwork Flip Top

With clean, purposeful design, Groupwork complements any workplace 
aesthetic, from conference rooms and training spaces, to cafes and lounges and 
every space in between.

Meet
WORKING TOGETHER
Meetings like project kick-off’s, group reviews, working sessions and status 
updates are common in every organization. Designed for collaboration, 
Groupwork goes in any
conference setting to support the ways people work together.

Steelcase
Groupwork Table
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INTUITIVE SUPPORT

Steelcase Series 1 was thoughtfully designed with the performance you’ve come 
to expect from Steelcase. With integrated LiveBack® technology, adaptive 
bolstering and 4D adjustable arms, Steelcase Series 1 delivers dynamic 
performance without sacrificing attainability.

A RANGE OF AESTHETICS

Steelcase Series 1 offers 11 mix-and-match knit, flexor and lumbar color options, 
and a wide range of shell and finish options that enable organizations to express 
their brand in a way that best represents them. Plus, it’s available in standard and 
stool heights with headrest and coat hanger options to support a wide range of 
tasks and workstyles.

Steelcase
Series 1

Amia is a hardworking, versatile ergonomic office chair that adds an element of 
sophistication to any workspace.

We believe the only way to provide the best office furniture solutions is to 
ensure they’re the best products for the environment. That’s why every step 
of the way – through design, manufacturing, delivery and product life cycle 
– we consider the impact of our work on people and on the environment and 
uncover opportunities to make things better.

Whether it’s the conference room, a personal workstation, or the home office, 
the versatile design of the Amia office chair fits into any work environment.

Steelcase
Amia + Amia Air
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Universal, our most versatile and extensive storage offering, expands what 
storage can do, while working seamlessly with a broad range of freestanding 
and panel systems.

EXPAND WHAT STORAGE CAN DO

Storage should do more than hold files. It should augment your work process: 
provide easy access to materials, maximize real estate, act as a forum for 
collaboration, and contribute to a unified workplace aesthetic.

Universal, our most versatile and extensive storage offering, expands what 
storage can do, while working seamlessly with a broad range of freestanding 
and panel systems.

MAKE COLLABORATION MORE SPONTANEOUS
Effective storage can make collaboration more spontaneous and productive. 
Universal lateral files with cushion top welcome guests for impromptu 
conversations, while also allowing users quick access to their personal 
possessions. Adjacent Universal lateral files in a team space provide storage for 
supplies and project artifacts, such as samples and swatches, reducing clutter on 
the worksurface.

MAXIMIZE YOUR WORK ENVIRONMENT

To save workplace real estate, storage should be integrated in innovative ways 
and do more than simply hold materials. With its unified design aesthetic, 
Universal storage elegantly defines the workspace. Lateral files, towers, cabinets, 
bookcases and bins create boundaries, add visual privacy and effective storage. 
With a consistent aesthetic and comprehensive storage choices, Universal helps 
maximize your work environment.

Steelcase
Universal Storage

With the choice of chair, stool, or perching height stool and a variety of features 
such as arm rests, caster or glides, Move meets every workspace need.

The Move chair features adaptive bolstering that conforms to the user, 
providing tailored comfort for each individual. The enhanced inner core system 
creates ideal seat comfort for a brief duration.

Move stackable side chairs are a durable solution available with a variety of 
options.

As you sit, you move; so Move was designed to adjust and conform to the 
natural movements of the body. Comfortable and versatile, this lightweight 
stackable chair offers seating solutions for a wide range of spaces in the 
workplace.

Pull up a few Move chairs for an impromptu get-together. Or gang together in 
neat, tidy rows in a presentation area or training room. When everyone’s gone, 
Move chairs conveniently stack 5-high on the floor, or up to 10 on the optional 
dolly.

Steelcase
Move Chair





13University of California

Ideal for collaboration and impromptu meetings, Jenny Low fuels startup 
culture by creating comfortable lounge spaces for spontaneous, natural 
interactions.

• Positions users in true lounge posture.
• Height pairs perfectly with Campfire Skate Table.
• Relaxed seat angle to allow for a deeper sit.
• Updated feet for a lower profile and to encourage lounge posture.
• Delivers a more residential feel to the office.

Turnstone
Jenny

Bassline tables by turnstone bring a unique look to any space. Choose from 
standard offerings or make a statement by adding your own custom top for a 
truly one-of-a-kind table.

Turnstone
Bassline Tables
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COLLABORATIVE SEATING
There’s no such thing as a quick meeting. We spend more time collaborating 
today than ever before. Squirming, fatigue, and loss of focus are unavoidable. 
Let’s face it. Working with others requires a completely different set of postures, 
and thus, a completely different kind of chair. One that helps keep you 
comfortable and focused in collaborative settings like conference and training 
rooms.

FLEXIBILITY
Every part of the cobi office chair was designed to flex and adjust to your body. 
With its insightful and ergonomic design, the chair’s top flexing edge lets you 
comfortably rest your arm on top of the chair—you know, like you’ve tried to 
do on every chair you’ve ever sat in. The flexing seat encourages you to move 
and shift, allowing you to sit centered or off to the sides. And the flexing back 
contours to support any posture your body needs at any given moment.

AUTOMATIC COMFORT
Research says you don’t adjust chairs in conference rooms. Maybe up or down, 
but probably not much more than that.

The cobi chair offers one manual adjustment (seat height). The rest is taken care 
of for you by putting you in the best position of comfort. When you first sit in 
cobi, it senses your center of gravity and adjusts to the position that will put the 
least amount of stress on your body, while still keeping you properly oriented 
and supported. When you shift or move, cobi does the same.

Steelcase
Cobi Chair
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Different Workstyles. Different Needs.

Steelcase research revealed that when mobility and collaboration intersect, four 
user profiles are created for benching solutions.

The design of the FrameOne benching system addresses the needs of various 
types of office workers including nomads, residents, project teams, and 
functional groups

FrameOne benching workstations are designed to enrich varying levels of 
mobility and collaboration required by workers and workplaces today, offering 
more customizable options than other bench applications. 

The traditional, one-size-fits-all bench desks are ineffective for both workers 
and organizations. FrameOne offers more customizable options than other 
bench desk applications, and its modular design adapts easily to maximize real 
estate and adjust to changing business needs.

• A light, refined aesthetic
• Floating tops
• Recessed legs
• Discreet cable distribution
• Worktools, lighting, power access and privacy screens are all hosted on a 

convenient integrated rail 

Steelcase
FrameOne

TS Series storage supports the increasingly mobile ways of working with a 
wide variety of solutions spanning the high performance workplace. The clean, 
hardworking design adds efficiency and utility which blends with any aesthetic 
or application.

ORGANIZED + EFFICIENT, EVERYWHERE
TS Series storage supports the increasingly mobile ways of working with a wide 
variety of solutions spanning the high performance workplace.

FEATURES
• Selection of pedestals, mobile filing, laterals, bins and shelves provide choice 

when designing workstations.
• Tall wardrobe or cubby lockers accommodate varying needs of mobile 

workers.
• Lateral files support organizational needs for archival filing or shared storage 

of team supplies.

MOBILE OPTIONS FOR DYNAMIC ORGANIZATIONS
Support change within the workstation, and give people more flexibility and 
control over where and how work happens. For organizations which frequently 
reconfigure, mobile products make it that much easier.

FEATURES
• Slim and small-scale mobile pedestals move storage where it’s needed.
• Mobile file centers provide user options for organizing their contents.
• Hinged top pedestals feature a cushion top that opens to provide bag 

storage and frequently accessed accessories.

Steelcase 
TS Series Storage
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Answer Freestanding is uniquely designed to help you maximize your real 
estate, while leveraging Answer in a whole new way. From open plan to private 
of ce, Answer Freestanding provides a breadth of applications to support 
collaborative and focused work, meeting all the needs of your workplace with 
one kit of parts.

Flexibility Begins With Compatibility.

Answer modular workstations are designed with built-in flexibility and 
interconnectivity to meet today’s evolving workplace demands.

From open bench applications to more individual private space, the flexibility 
of Answer modular office workstations provides workers with the balance of 
both privacy and collaboration.

Answer’s consistent design language and wide range of aesthetic options ensure 
integration into any environment while optimizing real estate.

Answer office workstations can help organizations balance collaboration and 
privacy, support mobility and optimize real estate.

• Thin trim offers a clean, consistent design. Open base trim provides a 
lighter scale aesthetic.

• Personal caddy provides quick access to the user’s work bag and mobile 
files.

• FrameOne leg and Universal storage with FrameOne feet offer design 
consistency.

• Soft edge worksurface eliminates pressure points on wrist and forearms.
• Power and data access door integrates into the worksurface.
• Recessed frameless glass provides a clean design aesthetic and provides 

access to natural light.

Steelcase
Answer Panels





Prevailing Wage Determination (For Buyers) 
Before Bid is accepted: 
 In all P.O.s, bid, contract documents and when requesting quotes: 

 Notify suppliers of DIR registration requirement 
 Specify that project is subject to compliance monitoring/enforcement by DIR 

 Search for a Contractor: https://efiling.dir.ca.gov/PWCR/Search.action 
 Do not accept bid, issue P.O., or enter into a contract without proof of supplier’s DIR registration 

 Require the prime contractor to post job site notices as prescribed by regulation 
 Include mandated language in RFPs, reflecting requirement that contractor register with DIR in order to be qualified bidder   

 Use Library of Provisions  
 

Determine Prevailing Wage: 
 Determine the date of the prevailing wage determination applicable to the project (See Prevailing Wage Decision Tree) 

 For RFP – Date of Advertisement 
 For P.O. – Date of 1st quote received 

 OP or campus must make available the prevailing wage schedule upon request  
 Determine when Prevailing Wages are required (See Categories of Public Works and Commodities List) 

 Dollar threshold 
 Construction (See Construction or Maintenance Flowchart) 
 Hauling of refuse  

 Refer to DIR website for assistance  
 Renewable energy projects 
 Public funds 
 Maintenance (See Construction or Maintenance Flowchart) 

 Refer to Definitions of Maintenance UC vs. CA Code of Regulations  
 New projects: Submit PWC 100 within five days of award of the work 

 Include project number from PWC 100 prior to PO approval  
 Ongoing projects: Submit PWC 100 promptly after supplier requests  

 Contractors may not electronically submit to DIR payroll records for the project unless UC has filed a PWC 100 
 Add Prevailing Wage clause to P.O. 

 
For violations: 

 Report a suspected violation to DIR 
 Contact Campus point of contact to determine campus- driven investigation 

 



Categories of Public Works 
1. Dollar threshold  

• All public works over $1,000, including maintenance 
• Check Commodities List 

2. Construction 
• Assembly and disassembly of office furniture that is either affixed or part of a modular 

system    
• Assembly and installation of modular dorm furniture 
• Laying of carpet done under contract, or under a building lease-maintenance contract 
• Wall attachments 
• Moving services included in a Construction project 
• Work performed during the design and preconstruction phases of Construction, 

including inspection and land surveying 
• Work performed during the post construction phases of Construction, including job 

site clean-up  
3. Hauling of refuse 

• From a public works site to an outside disposal location 
• Does not include hauling of recyclable materials (e.g. copper, steel, aluminum) that 

have been separated from jobsite prior to transportation and that are to be sold at fair 
market value 

4. Renewable Energy Projects  
• Done under private contract where the work is performed on UC property in California 

-and- 
more than 50% of the energy generated will be purchased by UC 

-or- 
the project is primarily intended to reduce UC’s energy costs 

 





SteelcaSe 
limited lifetime Warranty 
for americas

you can depend on uS. our productS. our ServiceS. our people. 

exceptionS to the lifetime coverage

Steelcase Inc. (“Steelcase”) warrants that Steelcase®, Coalesse®, and Turnstone® brand products (collectively, “Steelcase
Branded Products”) are free from defects in materials and workmanship for the life of the product, except as set forth
below. This warranty applies to Steelcase Branded Products delivered in Americas: United States, Canada, Mexico, Latin
America and the Caribbean. The warranty is valid from the date of delivery, regardless of shift usage, to the original End
User and is non-transferable. Steelcase will repair or replace with comparable product, at its option and free of charge
(for materials and components) any product, part or component which fails under normal use. If repair or replacement is
not commercially practicable, Steelcase will provide a refund or credit for the affected product. End User means the final
purchaser acquiring a product from Steelcase or a Steelcase Authorized Reseller for the purchaser’s own use and not for
resale, remarketing or distribution.
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SyStemS, Storage, deSKS, taBleS and Benching

12 years 
Airtouch®, Elective Elements®, Migration™, Ology™, and Walkstation® 
height-adjustable mechanisms and electronics, modular power, Post and 
Beam textile in-fills, mechanisms, casters and glides, lighting fixtures, 
Coalesse steel legs, steel bases, and door hinges; OttimaEco Bench, 
Implicit®, and VolumArt

5 years  
Architectural doors, office systems doors, Series 3, Series 5 and Sync™ 
height adjustable mechanisms and electronics, Elective Elements  soft-
close drawer slide, urethane edge treatments, Steelcase Health overbed 
tables, lighting power supplies, ballasts and LED lighting components, 
Coalesse Flip Top™ mechanisms, Coalesse occasional table frames

3 years 
V.I.A.® electric hinge, IRYS pod, Campfire™ footrest, Walkstation treadmill 
parts and wear items (1 year service and labor), Coalesse electrical 
desktop, table top and rail mounted that houses power and/or data, and/
or USB, Coalesse Free Stand mechanism and tablet, Coalesse SW_1® 
table tablet including slide mechanism, exposed wood legs

Seating

12 years 
Mechanisms, pneumatic cylinders, arm caps, foam, casters and glides,
Max-Stacker® III, wood frame side chairs, tablet arms, Node™ and 
Shortcut® personal worksurface, Steelcase Health recliner components 
and optional accessories other than internal structure, Surround sleep 
surface bracket, Coalesse lounge wood, bent-ply or steel frames

5 years  
Steelcase Health recliner, sleep and central locking and trendelenburg
mechanisms and associated levers and pedals, Steelcase Health heat
and massage units, Brody fabric on footrest, Coalesse stacking chairs
and dollies, Coalesse Lox™ foot stool ring

3 years 
Coalesse exposed wood frames and wood legs, Lagunitas™ articulating
back, SW_1 lounge tablet

interactive and acouStic SolutionS

5 years  
Qt™ PRO Emitters, Control Modules and Qt Room Control

3 years 
media:scape® technology components; RoomWizard™

1 year 
Certified refurbished RoomWizard, Workplace Advisor sensors and
gateway (excluding subscription)

BoardS and eaSelS

12 years  
Verb™ teaching lectern and plastic components

5 years  
Premium tackboards

3 years  
Huddleboard™, Answer® markerboard surfaces, Coalesse Exponents™ 

markerboard surfaces, Clipper™

WorKtoolS

12 years 
Keyboard mechanisms, flat panel monitor arms, lighting fixtures, vertical 
cable carrier

5 years  
Articulating and adjustable arms, lighting power supplies, ballasts and LED 
lighting components; launch pad power components

3 years 
Personal caddy pad, Kybun®, Executive office tools, palm rests, Power 
Pincher®, USB charging station

SurfaceS

12 years 
Laminate, wood veneer and solid surface, all standard vertical
surface textiles (except Cogent™: Geode and Sprite) and the following
seating textiles: Billiard Multi-Use by Designtex®, Buzz2, Chainmail;
Cogent:Connect, and Cogent:Trails, Imperma, New Black, Playground,
Texel, Stand In, Seating vinyl, Connect 3D, 3D Knit, 3D Microknit, Jersey® 
Mesh, QiVi® Net, Reply® Air Mesh, Elmorustical, Elmosoft, and Elmotique 
Leather, Steelcase Leather, I-Skin

5 years 
Bo Peep, Brisa, Cogent: Geode Vertical, CuraNet™; Gaja-Cradle to
CradleCM, Jacks, Link™, Nitelights, Redeem, Remix, Retrieve; Sprite,
Spyder, Steelcut Trio, glass surfaces, paint colorfastness, Steelcase
Health wood finish, Surround Sleep surface fabric

3 years  
RTF Steelcase Health casegoods, vinyl wrapped surfaces and acrylic,
Coalesse glass, granite, Corian®, Fusion top surfaces, Bix™ projection
mesh screen, translucent corner table screen and side table top; Coalesse
SW_1 and Lagunitas knit, Hexa , LessThanFive® carbon fiber chair
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Steelcase reserves the right to request that the damaged product be returned prior to granting a remedy.

THIS LIMITED WARRANTY IS THE SOLE REMEDY FOR PRODUCT DEFECT AND NO OTHER EXPRESS OR IMPLIED WARRANTY IS PROVIDED, 
INCLUDING BUT NOT LIMITED TO ANY IMPLIED WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE. STEELCASE 
SHALL NOT BE LIABLE FOR ANY CONSEQUENTIAL, INDIRECT, SPECIAL, PUNITIVE OR INCIDENTIAL DAMAGES. 

Steelcase limited lifetime Warranty for americas

Warranty doeS not apply to product defectS, damage, 
failure or loSS reSulting from:

 • Normal wear and tear.

 • Failure to apply, install, reconfigure, or maintain products according to 
published Steelcase or manufacturer instructions and guidelines.

 • Abuse, misuse, or accident (including, without limitation, use of 
product in unsuitable environments or conditions).

 • Alteration or modification of the product.

 • The substitution of any unauthorized non-Steelcase components 
for use in the place of Steelcase components in an integrated 
product solution, including but not limited to worksurfaces, leg 
supports, panels, brackets, shelves, overhead bins and other integral 
components.

Warranty doeS not cover:

•  Products considered by Steelcase to be consumables; (e.g., batteries,    
   bulbs/lamps).

 • Variations occurring in surface materials (e.g., colorfastness (except
   paint), matching grains, textures and colors across dissimilar subtrates         
   and lots), and natural aging found in materials such as wood and
   leather.

-   Planked Veneer intentional and natural variations that includes, 
     but not limited to: character marks, grain pattern, color and 
     natural color aging.

 • Select Surfaces, Steelcase Health Graded-In, Coalesse Graded-in, 
Custom Surfaces, Coalesse Customer’s Own Material (COM), and 
Open Line Laminate are not covered, except as warranted by the 
original supplier, for material properties including, but not limited to, 
quality, aging, colorfastness, shade variations, puddling, wrinkling or 
abrasions.

 • Other manufacturers’ products (Steelcase shall pass along any 
warranty it receives with respect to other manufacturers’ branded 
products, including Bolia, EMU, Carl Hansen, FLOS, and Mitchell Gold 
+ Bob Williams).

Warranty provideS excluSive remedieS:

 • Pursuant to this limited warranty, if a product fails under ordinary use 
as a result of a defect in materials or workmanship, Steelcase will (i) 
repair or, at Steelcase’s option, replace the affected product at no 
charge, with a new or refurbished product of comparable function, 
performance and quality or ii) refund or credit of the purchase price for 
the affected product, at Steelcase’s discretion, if Steelcase determines 
that repair or replacement is not commercially practicable or cannot be 
timely made. 

 - A product “defect” means an inadequacy in the materials or 
workmanship of the product that (i) existed at the time when you 
received the product from Steelcase or a Steelcase Authorized 
Reseller and (ii) causes a failure of the product to perform under 
ordinary use in accordance with the materials and documentation 
accompanying the product.

 - An “ordinary use” means use of the product (i) in conformance with 
all applicable local, state or federal laws, codes and regulations 
(including without limitation building and/or electrical codes) and 
(ii) in accordance with manufacturer recommendations and/or 
instructions in the materials and documentation accompanying the 
product.

 - A “Steelcase Authorized Reseller” means any dealer that (i) is duly 
authorized by Steelcase to sell the product, (ii) is legally permitted to 
conduct business in the jurisdiction where the product is sold, and 
(iii) sells the product new and in its original packaging.

 • Replacement parts are covered for 2 years or the balance of the 
original warranty, whichever is longer.










































