OFFICE OF THE CITY ATTORNEY

CHARLES PARKIN, City Attorney
411 West Qcean Boulevard, 9th Floor

{ang Beach, CA 90802-4511
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AGREEMENT
J6288

THIS AGREEMENT is made and entered, in duplicate, as of May 12, 2022
for reference purposes only, pursuant to Resolution No. RES-22-0061 adopted by the City
Council of the City of Long Beach at its meeting on April 19, 2022, by and between LOS
ANGELES TRUCK CENTERS, LLC, DBA VELOCITY TRUCK CENTERS, a California
limited liability company (“Contractor”), with a place of business located at 2429 S. Peck
Road, Whittier, CA 90601, and the CITY OF LONG BEACH (‘City"), a municipal
corporation.

WHEREAS, Section 1802 of the Long Beach City Charter permits the City to
make purchases under the purchasing contracts of other governmental agencies when
authorized to do so by a resolution; and

WHEREAS, the City desires to purchase eight {8) Roto-Pak side loader
refuse trucks (“Refuse Trucks"), designated for the collection and transportation of organic
waste; and

WHEREAS, Sourcewell (formerly the NJPA) has a CONTRACT for the
purchase of the Roto-Pak side loader refuse trucks, Contract No. 060920-CRN with Crane
Carrier Company, LLC and 091219-NWY with Scranton Manufacturing Company/New way
Trucks (collectively “Sourcewell Contracts”); and

WHEREAS, the City’s participation in these Sourcewell Contracts will
facilitate the City’s ability to purchase as WeEl as provide considerable cost benefits to the
City; and

WHEREAS, Resolution No. RES-22-0061 authorizes the City to purchase
the Refuse Trucks by virtue of the Sourcewell Contract;

NOW, THEREFORE, in consideration of the terms and conditions contained
in this Agreement, the parties agree as follows:

1. The Sourcewell Contracts with Contractor, attached hereto as Exhibit

"A”, is incorporated by this reference as if fully set forth, and the same terms and conditions
1
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contained in the Sourcewell Contracts shall be applicable here except as follows:

A Wherever the Sourcewell Contracts refers to Sourcewell, it
shall be deemed to refer to the City of Long Beach.

B. Contractor shall sell, furnish and deliver to the City eight (8)
Refuse Trucks of substantially the same type and kind purchased under the
Sourcewell Contract, except as modified by Exhibit “B” attached hereto and
incorporated by this reference, in an amount not to exceed Three Million Two
Hundred Fifty-Nine Thousand Six Hundred Fifty-Two Dollars ($3,259,652), including
tax and fees, extending until the warranty on the Refuse Trucks expires. To the
extent that the Sourcewell Contracts and this Agreement are inconsistent, the
following priority shall govern: (1) this Agreement and (2} the Sourcewell Contracts,

C. Payment for the Refuse Trucks purchased from Cont'ractor by
the City shall be made by the City on delivery to and acceptance of the Refuse
Trucks by the City and submittal of an invoice to the City. Payment is due thirty (30}
days after the date of the invoice.

D. All warranties shall accrue to the City of Long Beach.

2. Neither this Agreement nor any money that becomes due to
Contractor under this Agreement may be assigned by Contractor without the prior written
consent of the City Manager or his designee.

3. Any notice given under this Agreement shall be in writing and
personally delivered or deposited in the U.S. Postal Service, return receipt, and shall be
delivered or mailed to Contractor at the relevant address first stated above, and to the City
at 411 West Ocean Boulevard, Long Beach, California 90802 Attn: City Manager. Notice
shall be deemed given three days after depaosit in the mail.

4, The terms appearing on the Sourcewell Contracts are incorporated in
this Agreement.

5. Contractor shall cooperate with the City in all matters relating to self-

accrual of use tax. Contractor shall contact the City Treasurer for additional information
2
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regarding self-accrual.

6. This Agreement and all documents which are incorporated by
reference in this Agreement constitute the entire understanding between the parties and
supersede all other agreements, oral or written, with respect to the subject matter of this
Agreement.

IN WITNESS WHEREQF, the parties have caused this document to be duly

executed with all formalities required by law as of the date first stated above.

LOS ANGELES TRUCK CENTERS, LLC,
DBA VELOCITY TRUCK CENTERS, a
California limited liability company

&) 2022 By f—
Name__ " Brue. Kebws
Title ¢ e
*Contractor”

CITY OF LONG BEACH, a municipal
corporation

zg/ § 2022 By A D Tt

City Manager EXECUTED PURSUANT
1O SECTION 301 OF
“City” THE CITY CHARTER.

This Agreement is approved as to form on ‘\'\me T‘“\ , 2022,

e

CHARLES PARKIN, City Attorney

By a/f;“/"\_;

Deputy
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Sourcewell

Solicitation Number: RFP #060920

CONTRACT

This Contract is between Sourceweli, 202 12th Street Northeast, P.O. Box 219, Staples, MN
56479 {Sourcewell) and Crane Carrier Company, LLC, 1951 Reiser Avenue SE, New Philadelphia,
OH 44663 {Vendor).

Sourcewell is a State of Minnesota local government agency and service cooperative created
under the laws of the State of Minnesota (Minnesota Statutes Section 123A.21) that offers
cooperative procurement solutions to government entities. Participation is open to federal,
state/province, and municipal governmental entities, higher education, K-12 education,
nonprofit, tribal government, and other public entities located in the United States and Canada.

Vendor desires to contract with Sourcewell to provide equipment, products, or services to
Sourcewell and the entities that access Sourcewell’s cooperative purchasing contracts
(Participating Entities).

1. TERM OF CONTRACT
A. EFFECTIVE DATE. This Contract is effective upon the date of the final signature below.
B. EXPIRATION DATE AND EXTENSION. This Contract expires August 1, 2024, unless it is

cancelled sooner pursuant to Article 24. This Contract may be extended up to one additional
one-year period upon request of Sourcewell and with written agreement by Vendor.

C. SURVIVAL OF TERMS. Articles 11 through 16 survive the expiration or cancellation of this
Contract.

2. EQUIPMENT, PRODUCTS, OR SERVICES
A. EQUIPMENT, PRODUCTS, OR SERVICES. Vendor will provide the Equipment, Products, or
Services as stated in its Proposal submitted under the Solicitation Number listed above.
Vendor’s Equipment, Products, or Services Proposal {Proposal) is attached and incorporated

into this Contract.

Ali Equipment and Products provided under this Contract must be new/current model. Vendor
may offer close-out or refurbished Equipment or Products if they are clearly indicated in
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Vendor’'s product and pricing list. Unless agreed to by the Participating Entities in advance,
Equipment or Products must be delivered as operational to the Participating Entity’s site.

This Contract offers an indefinite quantity of sales, and while substantial volume is anticipated,
sales and sales volume are not guaranteed.

B. WARRANTY. Vendor warrants that all Equipment, Products, and Services furnished are free
from liens and encumbrances, and are free from defects in design, materials, and workmanship.
In addition, Vendor warrants the Equipment, Products, and Services are suitable for and will
perform in accordance with the ordinary use for which they are intended. Vendor’'s dealers and
distributors must agree to assist the Participating Entity in reaching a resolution in any dispute
over warranty terms with the manufacturer. Any manufacturer’s warranty that is effective past
the expiration of the Vendor’s warranty will be passed on to the Participating Entity.

C. DEALERS, DISTRIBUTORS, AND/OR RESELLERS. Upon Contract execution, Vendor will
make available to Sourcewell a means to validate or authenticate Vendor’s authorized dealers,
distributors, and/or resellers relative to the Equipment, Products, and Services related to this
Contract. This list may be updated from time-to-time and is incorporated into this Contract by
reference. It is the Vendor’s responsibility to ensure Sourcewell receives the most current
version of this list.

3. PRICING

All Equipment, Products, or Services under this Contract will be priced as stated in Vendor's
Proposal. ‘

When providing pricing quotes to Participating Entities, all pricing quoted must reflect a
Participating Entity’s total cost of acquisition. This means that the quoted cost is for delivered
Equipment, Products, and Services that are operational for their intended purpose, and
includes all costs to the Participating Entity’s requested delivery location.

Regardless of the payment method chosen by the Participating Entity, the total cost associated
with any purchase option of the Equipment, Products, or Services must always be disclosed in
the pricing quote to the applicable Participating Entity at the time of purchase.

A. SHIPPING AND SHIPPING COSTS. All delivered Equipment and Products must be properly
packaged. Damaged Equipment and Products may be rejected. If the damage is not readily
apparent at the time of delivery, Vendor must permit the Equipment and Products to be
returned within a reasonable time at no cost to Sourcewell or its Participating Entities.
Participating Entities reserve the right to inspect the Equipment and Products at a reasonable
time after delivery where circumstances or conditions prevent effective inspection of the
Equipment and Products at the time of delivery.

Rev. 2/2020 2
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Vendor must arrange for and pay for the return shipment on Equipment and Products that arrive
in a defective or inoperable condition.

Sourcewell may declare the Vendor in breach of this Contract if the Vendor intentionally
delivers substandard or inferior Equipment or Products. In the event of the delivery of
nonconforming Equipment and Products, the Participating Entity will notify the Vendor as soon
as possible and the Vendor will replace nonconforming Equipment and Products with
conforming Equipment and Products that are acceptable to the Participating Entity.

B. SALES TAX. Each Participating Entity is responsible for supplying the Vendor with valid tax-
exemption certification(s}). When ordering, a Participating Entity must indicate if it is a tax-
exempt entity.

C. HOT LIST PRICING. At any time during this Contract, Vendor may offer a specific selection
of Equipment, Products, or Services at discounts greater than those listed in the Contract.
When Vendor determines it will offer Hot List Pricing, it must be submitted electronically to
Sourcewell in a line-item format. Equipment, Products, or Services may be added or removed
from the Hot List at any time through a Sourcewell Price and Product Change Form as defined
in Article 4 below.

Hot List program and pricing may also be used to discount and liquidate close-out and
discontinued Equipment and Products as long as those close-out and discontinued items are
clearly identified as such. Current ordering process and administrative fees apply. Hot List
Pricing must be published and made available to all Participating Entities.

4. PRODUCT AND PRICING CHANGE REQUESTS

Vendor may request Equipment, Product, or Service changes, additions, or deletions at any
time. All requests must be made in writing by submitting a signed Sourcewell Price and Product
Change Request Form to the assigned Sourcewell Contract Administrator, This form is available
from the assigned Sourcewell Contract Administrator. At a minimum, the request must:

Identify the applicable Sourcewell contract number;

Clearly specify the requested change;

Provide sufficient detail to justify the requested change;

individually list all Equipment, Products, or Services affected by the requested change,
along with the requested change (e.g., addition, deletion, price change); and

¢+ Include a complete restatement of pricing documentation in Microsoft Excel with the
effective date of the modified pricing, or product addition or deletion. The new pricing
restatement must include all Equipment, Products, and Services offered, even for those
items where pricing remains unchanged.

Rev, 2/2020 3
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A fuily executed Sourcewell Price and Product Request Form will be become an
amendment to this Contract and be incorporated by reference.

5. PARTICIPATION, CONTRACT ACCESS, AND PARTICIPATING ENTITY REQUIREMENTS

A. PARTICIPATION. Sourcewell’s cooperative contracts are available and open to public and
nonprofit entities across the United States and Canada; such as federal, state/province,
municipal, K-12 and higher education, tribal government, and other public entities.

The benefits of this Contract should be available to all Participating Entities that can fegally
access the Equipment, Products, or Services under this Contract. A Participating Entity’s
authority to access this Contract is determined through its cooperative purchasing, interlocal,
or joint powers laws. Any entity accessing benefits of this Contract will be considered a Service
Member of Sourcewell during such time of access. Vendor understands that a Participating
Entity’s use of this Contract is at the Participating Entity’s sole convenience and Participating
Entities reserve the right to obtain like Equipment, Products, or Services from any other source.

Vendor is responsible for familiarizing its sales and service forces with Sourcewelf contract use
eligibility requirements and documentation and will encourage potential members to join
Sourcewell. Sourcewell reserves the right to add and remove Participating Entities to its roster
during the term of this Contract.

B. PUBLIC FACILITIES. Vendor’'s employees may be required to perform work at government-
owned facilities, including schools. Vendor’'s employees and agents must conduct themselves in
a professional manner while on the premises, and in accordance with Participating Entity
policies and procedures, and all applicable laws.

6. PARTICIPATING ENTITY USE AND PURCHASING

A. ORDERS AND PAYMENT. To access the contracted Equipment, Products, or Services under
this Contract, a Participating Entity must clearly indicate to Vendor that it intends to access this
Contract; however, order flow and procedure will be developed jointly between Sourcewell and
Vendor. Typically, a Participating Entity will issue an order directly to Vendor. If a Participating
Entity issues a purchase order, it may use its own forms, but the purchase order should clearly
note the applicable Sourcewell contract number. All Participating Entity orders under this
Contract must be issued prior to expiration of this Contract; however, Vendor performance,
Participating Entity payment, and any applicable warranty periods or other Vendor or
Participating Entity obligations may extend beyond the term of this Contract.

Vendor’s acceptable forms of payment are included in Attachment A. Participating Entities will

be solely responsible for payment and Sourcewell will have no liability for any unpaid invoice of
any Participating Entity.
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B. ADDITIONAL TERMS AND CONDITIONS/PARTICIPATING ADDENDUM. Additional terms and
conditions to a purchase order may be negotiated between a Participating Entity and Vendor,
such as job or industry-specific requirements, legal requirements (e.g., affirmative action or
immigration status requirements), or specific local policy requirements. Some Participating
Entitles may require the use of a Participating Addendum; the terms of which will be worked
out directly between the Participating Entity and the Vendor. Any negotiated additional terms
and conditions must never be less favorable to the Participating Entity than what is contained in
this Contract.

C. PERFORMANCE BOND. If requested by a Participating Entity, Vendor will provide a
performance bond that meets the requirements set forth in the Participating Entity’s order.

D. SPECIALIZED SERVICE REQUIREMENTS. In the event that the Participating Entity requires
service or specialized performance requirements {such as e-commerce specifications,
specialized delivery requirements, or other specifications and requirements) not addressed in
this Contract, the Participating Entity and the Vendor may enter into a separate, standalone
agreement, apart from this Contract. Sourcewell, including its agents and employees, will not
be made a party to a claim for breach of such agreement.

E. TERMINATION OF ORDERS. Participating Entities may terminate an order, in whole or
in part, immediately upon notice to Vendor in the event of any of the following events:

1. The Participating Entity fails to receive funding or appropriation from its governing body
at levels sufficient to pay for the goods to be purchased;

2. Federal, state, or provincial laws or regulations prohibit the purchase or change the
Participating Entity’s reguirements; or

3. Vendor commits any material breach of this Contract or the additional terms agreed to
between the Vendor and a Participating Entity.

F. GOVERNING LAW AND VENUE. The governing law and venue for any action related to a
Participating Entity’s order will be determined by the Participating Entity making the purchase.

7. CUSTOMER SERVICE
A. PRIMARY ACCOUNT REPRESENTATIVE. Vendor will assign an Account Representative to

Sourcewell for this Contract and must provide prompt notice to Sourcewell if that person is
changed. The Account Representative will be responsible for:

¢ Maintenance and management of this Contract;

e Timely response to all Sourcewell and Participating Entity inquiries; and
* Business reviews to Sourcewell and Participating Entities, if applicable.

Rev. 2/2020 5
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B. BUSINESS REVIEWS. Vendor must perform a minimum of one business review with
Sourcewell per contract year. The business review will cover sales to Participating Entities,
pricing and contract terms, administrative fees, supply issues, customer issues, and any other
necessary information.

8. REPORT ON CONTRACT SALES ACTIVITY AND ADMINISTRATIVE FEE PAYMENT

A. CONTRACT SALES ACTIVITY REPORT. Each calendar quarter, Vendor must provide a contract
sales activity report (Report} to the Sourcewell Contract Administrator assigned to this
Contract. A Report must be provided regardless of the number or amount of sales during that
quarter (i.e., if there are no sales, Vendor must submit a report indicating no sales were made).

The Report must contain the following fields:

¢ Customer Name (e.g., City of Staples Highway Department);
e Customer Physical Street Address;

¢ Customer City;

¢ Customer State/Province;

¢ Customer Zip Code;

& Customer Contact Name;

¢ Customer Contact Email Address;

¢ Customer Contact Telephone Number;

¢ Sourcewell Assigned Entity/Participating Entity Number;

¢ [tem Purchased Description;

¢ Jtem Purchased Price;

¢ Sourcewell Administrative Fee Applied; and

» Date Purchase was invoiced/sale was recognized as revenue by Vendor.

B. ADMINISTRATIVE FEE. In consideration for the support and services provided by Sourcewell,
the Vendor will pay an administrative fee to Sourcewell on all Equipment, Products, and
Services provided to Participating Entities. The Administrative Fee must be included in, and not
added to, the pricing. Vendor may not charge Participating Entities more than the contracted
price to offset the Administrative Fee.

The Vendor will submit a check payable to Sourcewell for the administrative fee amount of
$500 multiplied by the total number of trucks purchased by Participating Entities under this
Contract during each calendar quarter. Payments should note the Sourcewell-assigned contract
number in the memo and must be mailed to the address above “Attn: Accounts Receivable.”
Payments must be received no later than 45 calendar days after the end of each calendar
quarter.

Rev. 2/2020 6



DocuSign Envelope ID: DCS02ABA-8FB3-40CF-98BE-7ES6DEBM4EDI

060920-CRN

Vendor agrees to cooperate with Sourcewell in auditing transactions under this Contract to
ensure that the administrative fee is paid on ali items purchased under this Contract.

in the event the Vendor is delinquent in any undisputed administrative fees, Sourcewell
reserves the right to cancel this Contract and reject any proposal submitted by the Vendor in
any subsequent solicitation. in the event this Contract is cancelled by either party prior to the
Contract’s expiration date, the administrative fee payment will be due no more than 30 days
from the cancellation date.

9. AUTHORIZED REPRESENTATIVE

Sourcewell's Authorized Representative is its Chief Procurement Officer.

Vendor’s Authorized Representative is the person named in the Vendor’s Proposal. if Vendor’s
Authorized Representative changes at any time during this Contract, Vendor must promptly
notify Sourcewell in writing.

10. ASSIGNMENT, AMENDMENTS, WAIVER, AND CONTRACT COMPLETE

A. ASSIGNMENT. Neither the Vendor nor Sourcewell may assign or transfer any rights or
obligations under this Contract without the prior consent of the parties and a fully executed
assignment agreement. Such consent will not be unreasonably withheld.

B. AMENDMENTS. Any amendment to this Contract must be in writing and will not be effective
until it has been fully executed by the parties.

C. WAIVER. If either party fails to enforce any provision of this Contract, that failure does not
waive the provision ar the right to enforce it.

D. CONTRACT COMPLETE. This Contract contains all negotiations and agreements between
Sourcewel! and Vendor. No other understanding regarding this Contract, whether written or
oral, may be used to bind either party.

E. RELATIONSHIP OF THE PARTIES. The relationship of the parties is one of independent
contractors, each free to exercise judgment and discretion with regard to the conduct of their
respective businesses. This Contract does not create a partnership, joint venture, or any other
relationship such as master-servant, or principal-agent.

11. LIABILITY
Vendor must indemnify, save, and hold Sourcewell and its Participating Entities, including their
agents and employees, harmless from any claims or causes of action, including attorneys’ fees,

arising out of the performance of this Contract by the Vendor or its agents or employees; this
indemnification includes injury or death to person(s} or property alleged to have been caused
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by some defect in the Equipment, Products, or Services under this Contract to the extent the
Equipment, Product, or Service has been used according to its specifications.

12. AUDITS

Sourcewell reserves the right to review the books, records, documents, and accounting
procedures and practices of the Vendor relevant to this Contract for a minimum of 6 years from
the end of this Contract. This clause extends to Participating Entities as it relates to business
conducted by that Participating Entity under this Contract.

13. GOVERNMENT DATA PRACTICES

Vendor and Sourcewell must comply with the Minnesota Government Data Practices Act,
Minnesota Statutes Chapter 13, as it applies to all data provided by or provided to Sourcewell
under this Contract and as it applies to all data created, collected, received, stored, used,
maintained, or disseminated by the Vendor under this Contract.

If the Vendor receives a request to release the data referred to in this article, the Vendor must
immediately notify Sourcewell and Sourcewell will assist with how the Vendor should respond
to the request.

14, INDEMNIFICATION

As applicable, Vendor agrees to indemnify and hold harmless Sourcewell and its Participating
Entities against any and all suits, claims, judgments, and costs instituted or recovered against
Sourcewel! or Participating Entities by any person on account of the use of any Equipment or
Products by Sourcewell or its Participating Entities supplied by Vendor in violation of applicable
patent or copyright faws.

15. INTELLECTUAL PROPERTY, PUBLICITY, MARKETING, AND ENDORSEMENT

A. INTELLECTUAL PROPERTY

1. Grant of License. During the term of this Contract:
a. Sourcewell grants to Vendor a royalty-free, worldwide, non-exclusive right and
license to use theTrademark(s) provided to Vendor by Sourcewell in advertising and
promotional materials for the purpaose of marketing Sourcewell’s refationship with
Vendor.
b. Vendor grants to Sourcewell a royalty-free, worldwide, non-exclusive right and
license to use Vendor's Trademarks in advertising and promotional materials for the
purpose of marketing Vendor's relationship with Sourcewell.

2. Limited Right of Sublicense. The right and license granted herein includes a limited right

of each party to grant sublicenses to its and their respective distributors, marketing

representatives, and agents (collectively “Permitted Sublicensees”) in advertising and
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promotional materials for the purpose of marketing the Parties’ relationship to Participating
Entities. Any sublicense granted will be subject to the terms and conditions of this Article.
Each party will be responsible for any breach of this Article by any of their respective
sublicensees.
3. Use; Quality Control.
a. Sourcewell must not alter Vendor’s Trademarks from the form provided by
Vendor and must comply with Vendor’s removal requests as to specific uses of its
trademarks or logos.
b. Vendor must hot alter Sourcewell’s Trademarks from the form provided by
Sourcewell and must comply with Sourcewell’s removal requests as to specific uses
of its trademarks or logos.
c. Each party agrees to use, and to cause its Permitted Sublicensees to use, the
other party’s Trademarks only in good faith and in a dignified manner consistent
with such party’s use of the Trademarks. Upon written notice to the breaching party,
the breaching party has 30 days of the date of the written notice to cure the breach
or the license will be terminated.
4. Termination. Upon the termination of this Contract for any reason, each party, including
Permitted Sublicensees, will have 30 days to remove all Trademarks from signage, websites,
and the like bearing the other party’s name or logo (excepting Sourcewell's pre-printed
catalog of vendors which may be used until the next printing). Vendor must return all
marketing and promotional materials, including signage, provided by Sourcewell, or dispose
of it according to Sourcewell’s written directions.

B. PUBLICITY. Any publicity regarding the subject matter of this Contract must not be released
without prior written approval from the Authorized Representatives. Publicity includes notices,
informational pamphlets, press releases, research, reports, signs, and similar public notices
prepared by or for the Yendor individually or jointly with others, or any subcontractors, with
respect to the program, publications, or services provided resulting from this Contract.

C. MARKETING. Any direct advertising, marketing, or offers with Participating Entities must be
approved by Sourcewell. Materials should be sent to the Sourcewell Contract Administrator

assigned to this Contract.

D. ENDORSEMENT. The Vendor must not claim that Sourcewell endorses its Equipment,
Products, or Services.

16. GOVERNING LAW, JURISDICTION, AND VENUE
Minnesota law governs this Contract. Venue for all legal proceedings out of this Contract, or its

breach, must be in the appropriate state court in Todd County or federal court in Fergus Falls,
Minnesota.
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17. FORCE MAIJEURE

Neither party to this Contract will be held responsible for delay or default caused by acts of God
or other conditions that are beyond that party’s reasonable control. A party defaulting under
this provision must provide the other party prompt written notice of the default.

18. SEVERABILITY

if any provision of this Contract is found to be illegal, unenforceable, or void then both
Sourcewell and Vendor will be relieved of all obligations arising under such provisions. If the
remainder of this Contract is capable of performance, it will not be affected by such declaration
or finding and must be fully performed.

19, PERFORMANCE, DEFAULT, AND REMEDIES

A. PERFORMANCE. During the term of this Contract, the parties will monitor performance and
address unresolved contract issues as follows:

1. Notification. The parties must promptly notify each other of any known dispute and
work in good faith to resolve such dispute within a reasonable period of time. If necessary,
Sourcewell and the Vendor will jointly develop a short briefing document that describes the
issue(s), relevant impact, and positions of both parties.

2. Escalation. If parties are unable to resolve the issue in a timely manner, as specified
above, either Sourcewell or Vendor may escalate the resolution of the issue to a higher
level of management. The Vendor will have 30 calendar days to cure an outstanding issue.
3. Performance while Dispute is Pending. Notwithstanding the existence of a dispute, the
Vendor must continue without delay to carry out ali of its responsibilities under the
Contract that are not affected by the dispute. If the Vendor fails to continue without delay
to perform its responsibilities under the Contract, in the accomplishment of all undisputed
work, any additional costs incurred by Sourcewell and/or its Participating Entities as a result
of such failure to proceed will be borne by the Vendor.

B. DEFAULT AND REMEDIES. Either of the foliowing constitutes cause to declare this Contract,
or any Participating Entity order under this Contract, in default:

1. Nonperformance of contractual requirements, or
2. A material breach of any term or condition of this Contract.

Written notice of defauit and a reasonable opportunity to cure must be issued by the party
claiming default. Time allowed for cure will not diminish or eliminate any liability for liquidated
or other damages. If the defauit remains after the opportunity for cure, the non-defaulting
party may:
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¢ Exercise any remedy provided by law or equity, or
« Terminate the Contract or any portion thereof, including any orders issued against the
Contract.

20. INSURANCE

A. REQUIREMENTS. At its own expense, Vendor must maintain insurance policy(ies) in effect at
all times during the performance of this Contract with insurance company(ies) licensed or
authorized to do business in the State of Minnesota having an “AM BEST” rating of A- or better,
with coverage and limits of insurance not less than the following:

1. Workers’ Compensation and Employer’s Liability.
Workers’ Compensation: As required by any applicable law or regulation.
Employer's Liability insurance: must be provided in amounts not less than listed below:
Minimum fimits:
$500,000 each accident for bodily injury by accident
$500,000 policy limit for bodily injury by disease
$500,000 each employee for bodily injury by disease

2. Commercial General Liability Insurance. Vendor will maintain insurance covering
its operations, with coverage on an occurrence basis, and must be subject to terms no
less broad than the Insurance Services Office {“ISO”} Commercial General Liability Form
CG0001 (2001 or newer edition), or equivalent. At a minimum, coverage must include
liability arising from premises, operations, bodily injury and property damage,
independent contractors, products-completed operations including construction defect,
contractual liability, blanket contractual liability, and personal injury and advertising
injury. All required limits, terms and conditions of coverage must be maintained during
the term of this Contract.

Minimum Limits:

$1,000,000 each occurrence Bodily Injury and Property Damage

51,000,000 Personal and Advertising Injury

$2,000,000 aggregate for Products-Completed operations

$2,000,000 general aggregate

3. Commercial Automobile Ligbility Insurance. During the term of this Contract,
Vendor will maintain insurance covering all owned, hired, and non-owned automobiles
in limits of Hability not less than indicated below. The coverage must be subject to terms
no less broad than 1SO Business Auto Coverage Form CA 0001 (2010 edition or newer),
or equivalent.

Minimum Limits:

51,000,000 each accident, combined single limit

Rev. 2/2020 11



DocuSign Envelope 1D: DC902ABA-8FB3-40CF-98BE-7ES6DE894ED3

060920-CRN

4, Umbrella Insurance. During the term of this Contract, Vendor will maintain
umbrella coverage over Workers’ Compensation, Commercial General Liability, and
Commercial Automobile.

Minimum Limits:

$2,000,000

Failure of Vendor to maintain the required insurance will constitute a material breach entitling
Sourcewell to immediately terminate this Contract for default.

B. CERTIFICATES OF INSURANCE. Prior to commencing under this Contract, Vendor must furnish
to Sourcewell a certificate of insurance, as evidence of the insurance required under this
Contract. Prior to expiration of the policy{ies), renewal certificates must be mailed to
Sourcewell, 202 12th Street Northeast, P.O. Box 219, Staples, MN 56479 or sent to the
Sourcewell Contract Administrator assigned to this Contract. The certificates must be signed by
a person authorized by the insurer(s} to bind coverage on their behalf. All policies must include
there will be no cancellation, suspension, non-renewal, or reduction of coverage without 30
days’ prior written notice to the Vendor.

Upon request, Vendor must provide to Sourceweli copies of applicable policies and
endorsements, within 10 days of a request. Failure to request certificates of insurance by
Sourcewell, or failure of Vendor to provide certificates of insurance, in no way limits or relieves
Vendor of its duties and responsibilities in this Contract.

C. ADDITIONAL INSURED ENDORSEMENT AND PRIMARY AND NON-CONTRIBUTORY
INSURANCE CLAUSE. Vendor agrees to list Sourcewel] and its Participating Entities, including
their officers, agents, and employees, as an additional insured under the Vendor’'s commercial
general liability insurance policy with respect to liability arising out of activities, “operations,” or
“work” performed by or on behalf of Vendor, and products and completed operations of
Vendor. The policy provision(s) or endorsement(s) must further provide that coverage is
primary and not excess over or contributory with any other valid, applicable, and collectible
insurance or self-insurance in force for the additional insureds.

D. WAIVER OF SUBROGATION. Vendor waives and must require (by endorsement or
otherwise) all its insurers to waive subrogation rights against Sourcewell and other additional
insureds for losses paid under the insurance policies required by this Contract or other
insurance applicable to the Vendor or its subcontractors. The waiver must apply to all
deductibles and/or self-insured retentions applicable to the required or any other insurance
maintained by the Vendor or its subcontractors. Where permitted by law, Vendor must require
similar written express waivers of subrogation and insurance clauses from each of its
subcontractors.

E. UMBRELLA/EXCESS LIABILITY. The limits required by this Contract can be met by either
providing a primary policy or in combination with umbrella/excess liability policy{ies).

Rev, 2/2020 12
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F. SELF-INSURED RETENTIONS. Any self-insured retention in excess of $10,000 is subject to
Sourcewell’s approval.

21. COMPLIANCE

A. LAWS AND REGULATIONS. All Equipment, Products, or Services provided under this
Contract must comply fully with applicable federal laws and regulations, and with the laws in
the states and provinces in which the Equipment, Products, or Services are sold.

B. LICENSES. Vendor must maintain a valid and current status on all required federal,
state/provincial, and local licenses, bonds, and permits required for the operation of the
business that the Vendor conducts with Sourceweli and Participating Entities.

22. BANKRUPTCY, DEBARMENT, OR SUSPENSION CERTIFICATION

Vendor certifies and warrants that it is not in bankruptcy or that it has previously disclosed in
writing certain information to Sourcewell related to bankruptey actions. If at any time during
this Contract Vendor declares bankruptcy, Vendor must immediately notify Sourcewell in
writing.

Vendor certifies and warrants that neither it nor its principals are presently debarred,
suspended, proposed for debarment, declared ineligible, or voluntarily excluded from programs
operated by the State of Minnesota; the United States federal government or the Canadian
government, as applicable; or any Participating Entity. Vendor certifies and warrants that
neither it nor its principals have been convicted of a criminal offense related to the subject
matter of this Contract. Vendor further warrants that it will provide immediate written notice
to Sourcewell if this certification changes at any time.

23. PROVISIONS FOR NON-UNITED STATES FEDERAL ENTITY PROCUREMENTS UNDER
UNITED STATES FEDERAL AWARDS OR OTHER AWARDS

Participating Entities that use United States federal grant or FEMA funds to purchase goods or
services from this Contract may be subject to additional requirements including the
procurement standards of the Uniform Administrative Requirements, Cost Principles and Audit
Requirements for Federal Awards, 2 C.F.R. § 200. Participating Entities may also require
additional requirements based on specific funding specifications. Within this Article, all
references to “federal” should be interpreted to mean the United States federal government.
The following list only applies when a Participating Entity accesses Vendor’s Equipment,
Products, or Services with United States federal funds.

A. EQUAL EMPLOYMENT OPPORTUNITY. Except as otherwise provided under 41 C.F.R. § 60, all
contracts that meet the definition of “federally assisted construction contract” in 41 C.F.R. § 60-
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1.3 must include the equal opportunity clause provided under 41 C.F.R. §60-1.4(b}, in
accordance with Executive Order 11246, “Equal Employment Opportunity” (30 FR 12319,
12935, 3 C.F.R. §, 1964-1965 Comp., p. 339), as amended by Executive Order 11375, “Amending
Executive Order 11246 Relating to Equal Employment Opportunity,” and implementing
regulations at 41 C.F.R. § 60, “Office of Federal Contract Compliance Programs, Equal
Employment Opportunity, Department of Labor.” The equal opportunity clause is incorporated
herein by reference,

B. DAVIS-BACON ACT, AS AMENDED {40 U.S.C. § 3141-3148)}. When required by federal
program legislation, all prime construction contracts in excess of $2,000 awarded by non-
federal entities must include a provision for compliance with the Davis-Bacon Act (40 U.S.C. §
3141-3144, and 3146-3148) as supplemented by Department of Labor regulations {29 C.F.R. § 5,
“Labor Standards Provisions Applicable to Contracts Covering Federally Financed and Assisted
Construction”). In accordance with the statute, contractors must be required to pay wages to
laborers and mechanics at a rate not less than the prevailing wages specified in a wage
determination made by the Secretary of Labor. In addition, contractors must be required to pay
wages not less than once a week. The non-federal entity must place a copy of the current
prevailing wage determination issued by the Department of Labor in each solicitation. The
decision to award a contract or subcontract must be conditioned upon the acceptance of the
wage determination. The non-federal entity must report all suspected or reported violations to
the federal awarding agency. The contracts must also include a provision for compliance with
the Copeland “Anti-Kickback” Act (40 U.5.C. § 3145), as supplemented by Department of Labor
regulations (29 C.F.R. § 3, “Contractors and Subcontractors on Public Building or Public Work
Financed in Whole or in Part by Loans or Grants from the United States”). The Act provides that
each contractor or subrecipient must be prohibited from inducing, by any means, any person
employed in the construction, completion, or repair of public work, to give up any part of the
compensation to which he or she is otherwise entitled. The non-federal entity must report

all suspected or reported violations to the federal awarding agency. Vendor must be in
compliance with all applicable Davis-Bacon Act provisions,

C. CONTRACT WORK HOURS AND SAFETY STANDARDS ACT {40 U.5.C. § 3701-3708). Where
applicable, all contracts awarded by the non-federal entity in excess of $100,000 that involve
the employment of mechanics or laborers must include a provision for compliance with 40
U.S.C. §§ 3702 and 3704, as supplemented by Department of Labor regulations (29 C.F.R. § 5).
Under 40 U.5.C. § 3702 of the Act, each contractor must be required to compute the wages of
every mechanic and laborer on the basis of a standard work week of 40 hours. Work in excess
of the standard work week is permissible provided that the worker is compensated at a rate of
not less than one and a half times the basic rate of pay for all hours worked in excess of 40
hours in the work week. The requirements of 40 U.S.C. § 3704 are applicable to construction
work and provide that no laborer or mechanic must be required to work in surroundings or
under working conditions which are unsanitary, hazardous or dangerous, These requirements
do not apply to the purchases of supplies or materials or articles ordinarily available on the
open market, or contracts for transportation or transmission of intelligence. This provision is

Rev. 2/2020 14



DocuSign Envelepe 1D: DCY02ABA-8FB3~40CF-98BE-7ES6DESD4EDS

060920-CRN

hereby incorporated by reference into this Contract. Vendor certifies that during the term of an
award for all contracts by Sourcewell resulting from this procurement process, Yendor must
comply with applicable requirements as referenced above.

D. RIGHTS TO INVENTIONS MADE UNDER A CONTRACT OR AGREEMENT. If the federal award
meets the definition of “funding agreement” under 37 C.F.R. § 401.2(a) and the recipient or
subrecipient wishes to enter into a contract with a small business firm or nonprofit organization
regarding the su bstitution of parties, assignment or performance of experimental,
developmental, or research work under that “funding agreement,” the recipient or subrecipient
must comply with the requirements of 37 C.F.R. § 401, “Rights to Inventions Made by Nonprofit
Organizations and Small Business Firms Under Government Grants, Contracts and Cooperative
Agreements,” and any implementing regulations issued by the awarding agency. Vendor
certifies that during the term of an award for all contracts by Sourcewell resulting from this
procurement process, Vendor must comply with applicable requirements as referenced above.

E. CLEAN AIR ACT (42 U.S.C. § 7401-7671Q.) AND THE FEDERAL WATER POLLUTION CONTROL
ACT (33 U.S.C. § 1251-1387). Contracts and subgrants of amounts in excess of $150,000 require
the non-federal award to agree to comply with all applicable standards, orders or regulations
issued pursuant to the Clean Air Act (42 U.S.C. § 7401- 7671q) and the Federal Water Pollution
Control Act as amended {33 U.S.C. § 1251- 1387). Violations must be reported to the Federal
awarding agency and the Regional Office of the Environmenta! Protection Agency (EPA). Vendor
certifies that during the term of this Contract will comply with applicable requirements as
referenced above.

F. DEBARMENT AND SUSPENSION (EXECUTIVE ORDERS 12549 AND 12689). A contract award
{see 2 C.F.R. § 180.220) must not be made to parties listed on the government wide exclusions
in the System for Award Management {SAM), in accordance with the OMB guidelines at 2 C.F.R.
§180 that implement Executive Orders 12549 (3 C.F.R. § 1986 Comp., p. 189) and 12689 (3
C.F.R. § 1989 Comp., p. 235), “Debarment and Suspension.” SAM Exclusions contains the names
of parties debarred, suspended, or otherwise excluded by agencies, as well as parties declared
ineligible under statutory or regulatory authority other than Executive Order 12549. Vendor
certifies that neither it nor its principals are presently debarred, suspended, proposed for
debarment, declared ineligible, or voluntarily excluded from participation by any federal
department or agency.

G. BYRD ANTI-LOBBYING AMENDMENT, AS AMENDED (31 U.S.C. § 1352). Vendors must file
any required certifications. Yendors must not have used federal appropriated funds to pay any
person or organization for influencing or attempting to influence an officer or employee of any
agency, a member of Congress, officer or employee of Congress, or an employee of a member
of Congress in connection with obtaining any federal contract, grant, or any other award
covered by 31 U.S.C. § 1352. Vendors must disclose any lobbying with non-federal funds that
takes place in connection with obtaining any federal award. Such disclosures are forwarded
from tier to tier up to the non-federal award. Vendors must file all certifications and disclosures
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required by, and otherwise comply with, the Byrd Anti-Lobbying Amendment (31 US.C. §
1352).

H. RECORD RETENTION REQUIREMENTS. To the extent appiicable, Vendor must comply with
the record retention requirements detailed in 2 C.F.R. § 200.333. The Vendor further certifies
that it will retain all records as required by 2 C.F.R. § 200.333 for a period of 3 years after
grantees or subgrantees submit final expenditure reports or quarterly or annual financial
reports, as applicable, and all other pending matters are closed.

I.  ENERGY POLICY AND CONSERVATION ACT COMPLIANCE. To the extent applicable, Vendor
must comply with the mandatory standards and policies relating to energy efficiency which are
contained in the state energy conservation plan issued in compliance with the Energy Policy
and Conservation Act.

J.  BUY AMERICAN PROVISIONS COMPLIANCE. To the extent applicable, Vendor must comply
with all applicable provisions of the Buy American Act. Purchases made in accordance with the
Buy American Act must follow the applicable procurement rules calling for free and open
competition.

K. ACCESS TO RECORDS (2 C.F.R. § 200.336}. Vendor agrees that duly authorized
representatives of a federal agency must have access to any books, documents, papers and
records of Vendor that are directly pertinent to Vendor’s discharge of its obligations under this
Contract for the purpose of making audits, examinations, excerpts, and transcriptions. The right
also includes timely and reasonable access to Vendor’s personnel for the purpose of interview
and discussion relating to such documents.

L. PROCUREMENT OF RECOVERED MATERIALS {2 C.F.R. § 200.322}. A non-federal entity that is
a state agency or agency of a political subdivision of a state and its contractors must comply
with Section 6002 of the Solid Waste Disposal Act, as amended by the Resource Conservation
and Recovery Act. The requirements of Section 6002 include procuring only items designated in
guidelines of the Environmental Protection Agency (EPA) at 40 C.F.R. § 247 that contain the
highest percentage of recovered materials practicable, consistent with maintaining a
satisfactory level of competition, where the purchase price of the item exceeds $10,000 or the
value of the guantity acquired during the preceding fiscal year exceeded $10,000; procuring
solid waste management services in a manner that maximizes energy and resource recovery;
and establishing an affirmative procurement program for procurement of recovered materials
identified in the EPA guidelines.

24. CANCELLATION
Sourcewell or Vendor may cancel this Contract at any time, with or without cause, upon 60

days’ written notice to the other party. However, Sourcewell may cancel this Contract
immediately upon discovery of a material defect in any certification made in Vendor’s Proposal.
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Cancellation of this Contract does not relieve either party of financial, product, or service
obligations incurred or accrued prior to cancellation.

Sourcewell Crane Carrier Company, LLC
DocuSigned by: DocuSigned by:
By: Jrumy Schuwarts, Bu: Julian. Brower
y' _ COFD2A133D06484, .. ————— y e S04D5F78FEDBA0E... _—
Jeremy Schwartz Julian Brewer
Title: Director of Operations & Title: Strategic Accounts Manager
Procurement/CPO 8/7/2020 1 9:15 AM CDT

8/7/2020 | 12:11 PM CDT

Date: Date:

Approved: DocuSlgned by:

(lad (ommtfe

By: N\ _7Esmmsrsi7asice.

Chad Coauette
Title: Executive Director/CEOQ
8§/7/2020 | 12:49 PM CDT

Date:
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RFP 060920 - Class 4-8 Chassis with Related Equipment,
Accessories, and Services

Vendor Details

Company Name:
Address:

Contact:
Email;
Phone:
Fax:
HST#:

Submission Details

Created On:

Submitted On:
Submitted By:

Email:

Transaction #:
Submitter's IP Address:

Crane Carrier Company
1851 Reiser Avenue SE

New Philadelphia, OH 44663
Julian Brewer
jorewer@cranecarrier.com
330-987-3819
330-339-4892

20-4078168

Thursday May 14, 2020 02:16:57

Tuesday June 08, 2020 14:47.57

Julian Brewer

jbrewer@cranecarrier.com
ba54a8b8-8a84-46c9-84e9-026f2060636b
73.208.118.7

Bid Number: RFP 060920

Vendor Name: Crane Carrier Company
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Specifications

Table 1: Proposer ldentity & Authorized Representatives

Genera! Instructions (applies to all Tables) Sourcewsll prefers a brief but thorough response to each question. Please do not merely
attach additional documents to your response without also providing a substantive response. Do not leave answers blank; mark "NA” if
the question does not apply to you (preferably with an explanation).

Pfoposer Legal Name (and

applicable d/bfa, if any):

Crane Carrier Company, LLC

Proposer Address:

1951 Reiser Avenue SE
New Philadelphia, OH 44863

Propeser website address:

www.cranecarrier.com

Proposer's Authorized
Representative (name, title,
address, email address & phone})
{The representative must have
authority to sign the "Proposer's
Assurance of Compliance” on
hehalf of the Propeser and, in the
event of award, will be expected
to execute the resulting confract):

Julian Brewer

Strategic Accounts Manager
1951 Reiser Avenue SE
New Philadelphia, OH 44663
jbrewer@cranecarrier.com
330.987.3819

Proposer's primary contact for this
proposat (name, title, address,
email address & phone}):

Julian Brewer

Strategic Accounts Manager
1951 Reiser Avenue SE
Mew Philadelphia, OH 44663
jbrewer@cranecarrier.com
330.987.3819

Proposer's other contacls for this
proposal, if any {name, fitle,
address, email address & phone):

Mark Hampshire

1951 Reiser Avenue SE
New Philadelphia, OH 44663
mbampshire@cranacarrier.com

330.987.3980

Senior Vice President Sales & Marketing. -

Bid Number: RFP 080920

Vendor Name: Crane Carrier Company
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Table 2: Company Information and Financial Strength

Ling | Soiinis

om (Suesten . fRepemes’ 0

7 Provide a brief history of your company, Founded in Tulsa, Oklahoma in 1946 Crane Carrier's inifial foray into purpose built
including your company's core values, soluions was remanufacturing war surplus equipment for the construction and
buginess philosophy, and industry longevity pefroleum industries after World War [l. Over our 70-year history, Crane Carrier has
related to the requested equipment, products  |established an enduring brand that is synonymous with quality and longevity in the
or services. speciaity vehicle industry. Our Engineered Chassis group continues our longstanding

customer-centric focus of designing and manufacturing purpose built vehicle solutions,
ranging from but not limited to, c-channel frames, torque box frames, l-beam frames,
and fabricated beam frames for alternative energy technology, ground support,
specialty OEM, agriculture, utility and infrastructure, crane severe service, construction,
military, airport services, waste management, and oilfgas. To complement our ever
expanding portfolio of on-and-off highway vehicle solutions Crane Carrier engineers
and assembles a variefy of versatile manifold and tube trailers for diverse
applications from hydraufic fracturing pumps fo drill rigs. Today, the Crane Carrier
brand continues to build upon our 70-year fradition of manufacturing and assembling
on-and-off highway customer vehicle solutions in our ISO 9001 certified New
Phifadeiphia, Ohio facility.

8 What are your company's expectations in the |A Sourcewell confract will allow Crane Carrier to {1) continue providing our public
event of an award? enfify clienfele a streamlined, value-added purchasing option and (2) another avenue

with which {o market our vehicles and grow our brand directly to members without a
third party.

9 Demonstrate your financial strength and Crane Carrier has been building purpose bullt heavy duty vocational fruck chassis for
stability with meaningful data. This could nearly 75 years now. While Crane is a relafively smaller player in the overall truck
include such items as financial statements, chassis market we have had a long tenure in the marketplace we understand and
SEC filings, credit and bond ratings, lelters focus on the value our low enfry chassis provide various industries, namely, but not
of credit, and detailed reference lefters. limited fo street maintenance, waste management, airport services, and infrastructure.
Upload supporting documents {as applicable}
in the document upload section of your
response.

10 What is your US market share for the Our market share in the United States is approximately six percent.
solutions that you are proposing?

1 What is your Canadian market share for the [NA.
solutions that you are proposing?

12 Has your business ever pefitioned for No, we have not,
bankruptcy protection? If so, explain in detail.

13 How is your organization best described: is it |{Crane Carer is an original fruck equipment manufacturer. Our sales and service
a manufacturer, a distributor/dealerfreseller, or |[force are two-fold. Crane Carrier has a sales and service force made up of Crane
a service provider? Answer whichever Carrier employees. Crane Carrier also employs a dealer distribution model for sales
question (elther a} or b) just below) best and service consisting of 57 dealer organizations and 187 dealer locations across
applies to your organization. the United States,

a)  If your company is best described as a
distributor/dealerfreseller (or similar entity),
provide your wiitten authorization to act as a
distributor/dealerfreseller for the manufacturer
of the products proposed in this RFP. If
applicable, is your dealer network
independent or company owned?

b)  If your company is best described as a
manufaciurer or service provider, describe
your relationship with your sales and service
force and with your dealer network in
dellvering the products and services proposed
in this RFP. Are these individuals your
employees, or the employees of a third party?

14 If applicable, provide a detailed explanation NIA
outlining the licenses and certifications that
are both required to be held, and actually
held, by your organization {ncluding third
parties and subcontractors that you use) in
pursuit of the business contemplated by this
RFP.

15 Provide alt “Suspension or Debarment’ N/A.

Information that has applied to your
organization during the past ten years.

Bid Number: RFP 060820

Vendor Name: Crane Carrier Company
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Table 3: Industry Recognition & Marketplace Success

om (Suestion L Reseaneet L e e

16 Describe any relevant industry awards or This year Crane Carrier infroduced our new Low Narrow Tilt (LNT) at the Work
recognition that your company has received  |Truck Show in indianapolis March 4-6, 2020. Articles about our new chassis were *
in the past five years featred in Recydling Today, Waste Today, Waste Advantage, Fleet Equipment,

Government Fleet, and Times Reporter to name a few.

17 What percentage of your sales are fo the 92 percent of our sales the last three years was to the governmental seclor. .
governmental sector in the past three years

18 What percentage of your sales are io the Less than one percent of our sales the last three years were to the education sector. |.
education sector in the past three years

19 List any state, provincial, or cooperative We are currently kisted on Florida Sheriffs Board, Texas Buy Board, and North
purchasing contracts that you hold. What is Carolina Sheriffs Buy Board purchasing contracts, We have been an option on
the annual sales volume for each of these National Auto Fleet Group's Sourcewell contract as well.

contracts over the past three years?
Fiorida Sheriffs Board: 11 unifs in 2017, 25 units in 2018, and 26 units in 2019 for
a three-year total of 62 units.

NJPA/Sourcewell {(via NAFG): 10 units in 2017, 21 unite in 2018, and 33 units in *
2019 for a three-year total of 64 units.

Texas Buy Board: 20 units in 2017, 58 units in 2018, 3 units in 2019 for a three-
year fotal of 81 units.

North Carclina Sheriff's Buy Board: 30 unils in 2017, 39 unils in 2018, 16 units in
2019 for a three-year total of 85 units.

20 List any GSA contracts or Standing Offers Crane Carrier is an option an ATAP's {All Things Are Posslble} GSA contract
and Supply Arrangements (SOSA) that you supplying aircraft refueling chassis.

hold. What is the annual sales volume for
each of these contracis over the past three
years?

Table 4: References/Testimonials

Line ltem 21. Supply reference information from three customers who are eligible to be Sourcewell participating entities.

Entity Name* /1l o0 sl Contact Name * ) _ “-{Phone Nuimber®

City of Milwaukee, WI Jeff Tews ) 414-286-2459

City of Tampa, FL Mark Witfalk 813-348-1153 *
City of Long Beach, CA John Seevers 562-570-5406 *

Bid Number; RFP 060820 Vendor Name: Crane Carrier Company
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Table §: Top Five Government or Education Customers
Line ltem 22. Provide a list of your top five government, education, or non-profit customers {entity name is optional),

including entity type, the state or province the entity is located in, scope of the project(s), size of transaction{s}, and dollar
volumes from the past three years.

Entity Name

Government Hiinois - IL Refuse chassis, Vehicles are 66 vehicles since 2015 $11,748,000
used for waste management and *
snow removal.

Tampa Govemmen{ Florida - FL Refuse chassis. Vehicles are 48 vehicles since 2015 $7.008,000
used for waste management. *
Some of these are CNG vehicles.

Milwaukee Govemment Wisconsin -Wt  |Refuse chassis. Vehicles are 42 vehicles since 2015 $6,258,000
used for waste management and *
snow removal. Some of these
are CNG vehicles.

Long Beach Govemment California - CA |Refuse chassis. Vehicles are 35 vehicles since 2015 $6,335,000
used for waste management. 100 *
percent of these vehicles are
CNG.

Atlanta Gavernment Georgia - GA  |Refuse chassis. Vehicles are 35 vehicles since 2015 $7,070,000 *
used for wasle managment.

Chicago

Bid Number: RFP 060920 Vendor Name: Crane Carrier Company
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Table 6: Ability to Sell and Deliver Service

Describe your company's capability to meet the needs of Sourcewell participating entities across the US and Canada, as applicable. Your
response should address in detail at least the following areas: locations of your network of sales and service providers, the number of
workers {full-time equivalents} involved in each sector, whether these workers are your direct employees {or employees of a third party),
and any overlap between the sales and service functions.

Line ..
ftom

Question
23 Sales force.

Our sales force consists of eight individuals serving in the following positions to
support our United States sales territories: Senior Vice President Sales and Marketing,
Product Manager, Strategic Accounts Manager, and four Regional Sales Managers.

24 Dealer network or other distribution methods. {Crane Carrier also uses a dealer network model to sell and support cur vehicles
nationwide. Our dealer netwark consists of 57 dealer organizations and 187 dealer
locations across the United States. Currently our 187 dealer locations are spread
across the following four regions:

Central: AR, CO, IL, IN, A, KS, MN, MO, NE, NM, NO, OK, 8D, TX, WI, WY
West: AK, AZ, CA, Hi, ID, MT, NV, OR, UT, WA

North: CT, DE, MA, ME, MD, Mi, NH, NJ, NY, OH, PA, RI, VA, VT, WV
South: AL, FL, GA, KY, LA, MS, NC, SC, TN

25 Service force. Crane Carler currently has fwo dedicated regional parls and service managers who
report directly to the our Director of Aftermarket Parts and Service. Our service feam
works in concert to support the needs of our customers ard their vehicles. in an effort
o attend fo our customers' needs as guickly and cost effectively as possible our
approach to Parts and Service is to work through our 57 dealer organizations
representing more than 187 dealer locations across the United States. Approximately *
92 percent our service work is focused on our cn-highway product line. In addition to
training the dealer service teams at our dealer service locations, our regional parls
and service managers work with our dealer service teams to resolve any and alf
issues. When necessary our regional parts and service managers will also go fo
where the truck is fo resolve issues that have been escalated by our dealer service

teams.

26 Describe in detail the process and In many cases the customer service process begins with our 57 dealers organizations
procedure of your customer service acrass the country. Our customers will notify their local dealer of the assistance they
program, if applicable. Include your need with our vehicle. Our Service deparfment has established time standards for
response-time capabiiities and many of the common repairs associated with our vehicles. Our dealers are
commitments, as well as any incentives that |empowered to resolve the warranty or non-warranty issue themselves. If our dealer is
help your providers meet your stated unable to resolve the issue within our established time standards they will reach out to |*
service goals or promises, their Regional Parts and Service Manager and/or Regional Sales Manager for

assistance. Our dealers are trained, cerlified, and capable of resolving most issues
themselves in a reascnable timeframe for our customers. Corporate support is
provided by the regional parts and service managers fully supported by the Director of
Aftermarket Parls and Service.

27 Identify your ability and willingness to It is Crane Carrier fult intention to offer and promote our complete chassis product line
provide your products and services to to ALL Sourcewell member segments and verticals in the Unifed States. *
Sourcewell participating enfities in the
United States.

28 Identify your ability and willingness to it is Crane Carrier full intention to offer and promote our complete chassis product line
provide your products and services to to ALL Sourcewell member segments and verticals in Canada. *
Sourcewell participating entities in Canada,

29 Idendify any geographic areas of the United |None, It is our endeavor to sell and support our vehicles fo any Sourcewelf member

States or Canada that you will NOT be fully [either through our established dealer network or third party providers.
serving through the proposed confract.

30 Identify any Sourcewell participating entity None. It is our endeavor to sell and support our vehicles to any Sourcewell
sectors (i.e., government, education, not-for- |participating entity sectors either through our established dealer network or third party
profit) that you will NOT be fully serving providers.
through the proposed contract, Explain in .

detail. For example, does your company
have only a regional presence, or do other
cooperative purchasing contracts limit your
ability to promote another confract?

31 Define any specific contract requirements or |We are unawared of any specific contract requirements or restrictions that would
restrictions that would apply fo our interrupt Crane Carrier from continuing to do business as we do foday in Hawali, >
participating entities in Hawaii and Alaska |Alaska, or any of the U.S. Teritories. Currently we have paris and service dealers in
and in US Temitories. Hawaii and Alaska.

Table 7: Marketing Pian

Bid Number: RFP 060920 Vendor Name: Crane Carrier Company
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Liﬂé_ : i
ltern :::

Question

32

Describe your marketing strategy for
promoiing this contract opportunity,
Upload representative samples of your
marketing materials (if applicable) in
the document upload section of your
response.

We are extremely forlunate to have a great deal of experience serving Sourcewell members

via our partnership with National Aute Fleet Group Sourcewell (contract 081716-NAF) the
fast four and a half years. We also have a dedicated Marketing Manager who's primary
responsible is the management of our online presence and communications.

Because of our partnership with National Ao Fleet Group our direct salesforce is well
versed on how the process works for our organization, our dealer network, Sourcewell
members and non-Sourcewell members, and the benefits of a Sourcewell contract for our
organization. National Auto Fleet Group has been a terrific pariner for us. Nevertheless,
having a Sourcewell contract at the manufacturer level and the credibility that brings would
further enhance our ability fo service Scurcewell members throughout North America and
grow our brand,

One of our primary objectives would be to ensure our enfire team continues io understands
clearly the value of our participation in Sourcewell's competitive bid process and of our
award. Helping illustrate how our contract helps alleviate the pain of the bid process
creates value for the customer. This is important.

Another primary objective is aimed at making sure our salesforce can confinue to clearly
communicate to customers, and our dealers, that our Sourcewell confract means our
products can be purchased with the confidence of knowing (1) the competitive bid process
has already taken place for customers via Sourcewell and (2) customers can justify they
are purchasing a best value sclution for their entities because of Sourcewell.

We would update our Sourewell documentation developed for working with all upfitters as
an oplion on our contract to reflect our contract details and distribute those guidelines to
our sales team as a quick reference document.

We will also update our existing quick reference documentation for our dealers accessible
via our online dealer resource poral,

We will continue to use Salesforce.com to inform our dealer network of our Sourcewell
contract and dates for Sourcewelt training opportunities via webinar as needed.

Our sales managers will alse continue to be tasked with ensuring their assigned parts and
service dealers are aware of our contract and how to leverage the competitive advantages
afforded us and them by Sourcewell.

We will continue to revisit our training and training materials over time to enhsure they are
relevant and continue to position our salesforce and dealer network for success.

We will continue to conduct training for dealers as needed on Sourcewell and how to
partner with us in marketing our confract to Sourcewell participating entities in North
America.

Once awarded a Sourcewell contract, Sourcewell's logo will be featured prominently on our
website, marketing materials, literature, signage for tradeshows, and any other relevant
forums to supporl our evangelistic approach to showcasing our contract award,

33

Describe your use of technology and
digital data {e.g., social media,
metadata usage) to enhance
marketing effectiveness.

Bid Number; RFP 060920

We use the data from our webpage, social media pages, Salesforce.com, trade show
badge scans, sales campaigns, and actual sales fo drll down and help us befter
understand where and why we are being successful or unsuccessful in seling our producis
in desired markets. Using the digifal analytics like this helps us hear the voice of the
customer. Hearing our customers and desired customers is one of the reasons we
redesigned our LET2 last year, intreduced our brand new LNT this year, and will be
infroducing on new Low Over Engine (LOE) chassis later this year. It is our intention o
continue using the analytics to creale practical and relevant calls to action incorporating our
Sourcewell confract while continue our efforts to showcase the value Crane Camier provides
with our factory direct value added features.

Vendor Name: Crane Carrier Company
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34 In your view, what is Sourcewelf's role |Our expectation is that Sourcewell would include us in its vendor and product search

in promoting contracts arising out of database for members. Provide us the vector files to include Sourcewell approved imaging

this RFP? How will you integrate a in our marketing materials and communication campaigns. Direct appropriate inquiries they

Sourcewell-awarded contract into your jreceive for products that fall under our confract andfor subcalegories to our point(s) of

sales process? contact.
We will leverage our Sourcewell contract whenever possible on each and every sales
opportunity. We will cerainly be unabashed in the use of our confract as a competifive
advartage and a prominent value-added benefit of doing business with Crane Carrier and
the cooperative purchasing process.
We would also use our opportunities in front of customers to strongly encourage cusiomers
who are not members to join Sourcewell fo optimize the streamlined purchasing for their
other needs.
We would also use our Sourcewell contract as a recruitment tool for new dealers in North
America as we look to continue the expansion of our deafer network.

35 Are your products or services No, cumently they are not.

available through an e-procurement

ordering process? If so, describe your

e-procurement system and how

governmental and educational

customers have used it,

Table 8: Value-Added Aftributes

 |Questio

Describe any product, equipment,
maintenance, or aperator training
programs that you offer to
Sourcewell participating entities.
Include details, such as whether
training is standard or optional,
who provides training, and any
costs that apply.

We offer eguipment and maintenance training for operators. Each of our vehicles comes with
a written operator's manual and we will provide in-person training at the customer's request.
Our equipment and maintenance training is an option our customers are welcomed to take
advantage of.

37

Describe any technological
advances that your proposed
products or services offer. . |

Bid Number: RFP (060920

We offer Ridewell Corporation's 80/40 rear steerable suspension as a factory direct option
for select applications. We were the first to market with this technology.

<This suspension provides the same loading capacity of a 46,000 pound tandem, but the
turning capacity of a single axle truck.

~The 60/40 cuts up to four feet of a wehicle's fumning radius—helping improve route efficiency.
-instead of the 10 tires needed on a traditiona! tandem the 60/40 only requires eight tires—
an immediate cost savings because there is 25% less fires to replace.

*Because the rear axle tracks the steer axe the enhanced tuming capability reduces tire
scrub helping Increase tire life.

+The 60/40 rear steerable suspension is up to 2,500 pounds lighter than a traditional 46,000
pound tandem set up providing an incremental improvement in fuel economy with no loss of
capacity over time for the fleet.

We were the first U.S. chassis manufacturer to offer Effenco's active stop-start electric hybrid
technaology as a factory direct oplion for select applications.

"100% electric 50% of the time",

“Shuts down the engine when chassis is stationary. )
*Provide electric power to vehicle equipment, cab, and chassis accessories including the
HVAC system when the engine is off.

Currently Crane Carrier offers the industry’s only 82" wide low entry cab thaf seats three
people all facing forward with their own seat beits.

Our crew cab is the established ow eniry that seats four people all facing forward with
seats belfs.

All of our vehicles regardiess of size feature the same multiple door, steering (left hand, right
hand, dual), and seating (sit down, stand up) configurations for the uniformity of the fleet and
parts.

Vendor Name: Crane Carrier Company
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38

Describe any “green” initiatives
that relate to your company or to
your products or services, and
include a fist of the cedifying
agency for each.

For nearly 40 years now Crane Carrer has been one of the rare chassis manufacturers to
provide a factory direct compressed natural gas (CNG)-fueled chassis. Unlike much of our
competition no third parties are needed to outfit our chassis for CNG. We can install behind
the cab CNG cabinet systems and side mount CNG cabinet systems. All configurations
include the installation of the CNG fuel confrol module, We also provide front andfor side
mounted fuet fills with shut-off caps and defueling options. A true turmkey CNG solution direct
from our factory, If the customer elects to have the CNG fuel conirol module and CNG tanks
mounted on the body we can build the chassis for such a set up as well.

Crane Camier parinered to help build North America's first alf electric refuse truck. As
technology continues fo improve and the costs assoclated with running heavy duly electric
vehicle fleets decrease Crane Carrier looks forward to providing the industry viable, high
quality, purpose built electric vehicles with the best range possible.

In addition o CNG and our continued exploration into viable fully electric heavy duty chassis,
Crane Carrier offers a factory direct active stop-start eleciric hybrid solution for select
chassis applications. Similar to the technology in cars, the active stop-start system shuts the
engine off when the vehicle idles. Data has shown that this electric hybrid technology,
depending on the vehicle's application, can provide fuel savings ranging from 15 - 35
percent and decrease engine hours as much as 40 - 50 percent,

39

ldenfify any third-party issued eco-
labels, rafings or certifications that
your company has received for the
equipment or products included in
your Proposal related fo energy
efficiency or conservation, lfe-cycle
design {cradle-fo-cradie}, or other
greenfsusfainability factors.

Not applicable.

40

Describe any Women or Minority
Business Entity (WMBE), Small
Business Enfity (SBE), or veteran
owned business cerificafions that
your company or hub pariners
have obtained. Upload
documentation of cerfification (as
applicable) in the document upload
secfion of your response,

Not applicable,

41

What unique attributes does your
company, your products, or your
services offer to Sourcewell
participating entities? What makes
your proposed solutions unique in
your industry as it applies to
Sourcewell participating entities?

Value Added Atfributes of the Crane Carrier Brand:

*Our low enfry's 18" step in height on both sides of the cab is often duplicated by our
competitors, but Is also accompanied by additional steps for entry info their cabs. Crane
Carrier builds TRUE low enfry chassis.

*CCC provides the indusfry's only frue low entry cabs for operators, ‘The ease of enlry into
ouwr cab on both sides helps reduce the risk of slips and falls by operators particularly in

_finclement weather durng.

*Requiring multiple steps fo enter and exit the cab takes a toil on operators over the course
of their work day. Our one-step into the cab helps reduce the amount of operator fatigue at

“lthe end of the day.
~1+Our 1814 square inch radiator—largest in the industry—contributes to a cooler, quieter,
“jroomier workspace for refuse operators. Crane Carrier to not overheat.

Our low entry’s engine cover is small, does not crowd operators and does not extend past
the front edge of the driver's and passenger's seats making for a walk through cab and
better in-cabin room.

+ Fleet drivers come in all shapes and sizes. Tilt telescoping steering columns are standard
on all our steering configurations {feft-hand, right-hand, and dual drive).

«Crane Carrier's low entry crew cab that allows for seating for up to four, all facing forward,
with their own seat belts.

*Our drop frame chassis is bullt from the ground up at our factory with NO third party
required to chop andfor weld the frame.

*The durability of our chassis has allowed our customers to consistently have their vehicles in
service for over 15 years.

*Currently Crane Carrier offers the industry's only 82" wide iow entry cab that seats three
people all facing forward with their own seat belfs,

*Crane Carrier chassis provide some of the best visibility in the industry with the boftom of
our windshields only being 60" from the ground.

“The position of our front axle on our low entry cabovers makes Crane Carrer chassis some
of the best tuming trucks in the industry.

The versatility and rigidity of our chassis benefit all Scurcawell members segments.

Bid Number: RFP 060920

Vendor Name: Crane Carrier Company
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Table 9: Warranty

Describe in detail your manufacturer warranty program, including conditions and requirements to qualify, claims procedure,

and overall structure. You may upload representative samples of your warranty materials (if applicable) in the document
upload section of your response in addition to responding to the questions below.

. Qaestlﬂn

Do your warranties cover all preducts, partls, and
fabor?

The repair or replacement of defeclive parts other than Major Component
Paris will be made without charge for parts or labor when made at a Crane
Carrier authorized Warranty Repair Station. Before any claim for the cost of
replacement parfs installed elsewhere than at an authorized Warranty Repair
Siation may be made under this warranty, prior notification of the need for
the repairs must be given to the Manufacturer's Service Department in New
Philadelphia, Ohio, and prior approval given by said Service Depariment. The
repair or replacement of Major Component Parts will be made in accordance
with the Major Component Warranty Schedule herein. The term "Major
Compenent Parts,” as used above, means clutches, {except facings), steering
gears, radiators, frame rails and cross members. The Warranty shall not
apply to any carrier which has been subjected to misuse, negligence,
accident, or which shall have been altered or repaired outside the factory,
without prior Factory Service Department approval, which alteration or

repair in the Manufacturer's judgment, affected the carrier's stability or
reliability. Nor does it apply to normal maintenance services (such as engine
tune-up, fuel system cleaning, adjustments, wheel alignment and balancing,
brake and clutch adjustments) or the replacement of service items (filter
elements, fluids or lbricants, and friclion facings) made in connection with
such maintenance services. The Manufacturer makes no warranty whatever
with respect to engines, transmissions, axles, tires, starting devices,
alternators, batteries, power take-offs, hoists, mixers, bodies, winches or other
such trade accessories by other manufacturers, and passes on o the
purchaser any and all separate warranties made by the respective
manufacturers thereof.

included in your proposal.

43 Do your warranties impose usage resirictions or Our basic warranty coverage is one year, 12,000 miles or 2,000, whichever
other limitations that adversely affect coverage? comes first. For those customers interested we do provide an optional one
year, unlimited mileage/unlimited hours warranty.
44 Do your warranties cover the expense of No, they do not.
technicians’ travel time and mileage to perform
warranty repairs?
45 Are there any geographic regions of the United Not applicable.
States (and Canada, if applicable) for which you
cannot provide & certified fechnician to perform
warranty repairs? How will Sourcewell participating
entities in these regions be provided service for
warranty repair? . K : : .
48 Will you cover warranty service for items made by |Crane Carrier makes no warmanty whatsoever with respect to engines,
other manufacturers that are part of your proposal, |iransmissions, axles, tires, starting devices, alternators, batteries, power take-
or are these warranties issues typically passed on |offs, hoists, mixers, bodies, winches or other such trade accessories by other
to the original equipment manufaciurer? manufacturers, and passes on to the purchaser any and all separate
warranties made by the respeciive manufacturers thereof,
47 What are your proposed exchange and retuen All frade-ins or exchanges are subject to dealer authorization. Our dealers will
programs and policies? determine how much a frade-in or exchange is worth on a case by case
basis. All order cancellations must be in writing and are subject to lguidation
charges equal to the actual costs incurred by the Crane Carrier Company at
time of cancelfation. Liguidation damages will be invoiced within ten (10)
days after receipt of dealers written cancellation notice, Any Chassis or Body
order cancelation is strictly subject to factory approval, and will not be
considered within sixty (60) days of a scheduled delivery. ) .
48 Describe any service contract optiens for the items |We will taflor our service contracts appropriately to meet the expeclations of

Sourcewell members.

Bid Nurnber: RFP 060920

Vendor Name: Crane Carrier Company
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Table 10: Payment Terms and Financing Options

498 What are your payment terms {e.g., net 10, net 30)? Currently we ask that our customers pay for the chassis upon its N
completion before it ships.
50 Do you provide leasing or financing opfions, especially We currently do not provide leasing or financing options at this time.

those options that schools and governmental entities may
need to use in order to make certain acquisitions?

81 Briefly describe your propesed order process. Include Our Proposed Order Process (this is subject to change as necessary)
enough detail fo support your ability to report guarterly
sales to Sourcewell as described in the Contract template. [a.Crane Carrier and/or one of our dealers will be nofified of the

For example, indicate whether your dealer nefwork is desire to make or initiate on a member's behalf a Sourcewsll
included in your response and whether each dealer (or confract purchase.

some other entity) will process the Sourcewell parficipating

entities' purchase orders. b.We will encourage our salesforce and dealers when possible to

use the Sourcewell approved chassis specifications for meeting
member's needs (06092020-01 - 06062020-52).

iWe understand there will certainly be cases where our Sourcewell
approved chassis specifications will not meet a member's specific
chassis needs.

il.Under those circumstances we will encourage our sales managers
to use the Sourcewell approved chassis specification that comes the
closest to what the customer wants and tailor it to the member's
specific needs.

ii.Using the Sourcewell approved chassis specification that comes
the closest to complying with what the member desires will serve as
a vehicle guide and help keep us in fine with our price ceiling for a
chassis of that kind,

iv.The tailored member specification and pricing would then be sent
to our Sourcewell contact for approval because it is a new chassis
specification.

c.Qur sales managers or dealers would work with the member’s
upfitter of choice on the upfit and pricing.

d.Once we have the completed vehicle{(s} quote our dealer will
present the quote and vehicle specifications to the customer for
review and approval.

e.0nce the order has been placed the customer will issue a PO to
our dealer.

LOur dealer will issue a PO to Crane Carrier and upfitter(s) (if
applicable) selected by the customer.

f.0Once the chassis has been completed, the customer will be
involced for payment, and the chassis will be shipped to the
member's upfitter of choice.

i.Customers are always welcomed to do a pilot inspection at the
Crane Carrier factory of the chassis.

g.After the vehicte(s) have been completed by the upfitter they will be
delivered to our dealer so they can perform the Prep and Delivery
Inspection (PDI).

h.The vehicle(s) will be delivered to the customer after the PDI has
heen completed.
52 Do you accept the P-card procurement and payment No, not at this time.

process? If so, is there any additional cost to Sourcewelt
participating endities for using this process?

Table 11: Pricing and Delivery

Provide detailed pricing information in the questions that follow below, Keep in mind that reasonable price and product adjustments can
be made during the term of an awarded Contract as destibed in the RFP, the template Contract, and the Sourcewell Price and Product
Change Request Form.

Bid Number: RFP 060920 Vendor Name: Crane Carrier Company
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53 Describe your pricing model {(e.g., line-item discounis or Qur pricing model for Sourcewell member pricing is a published
product-category discounts). Provide detailed pricing data catalog percentage discount.
(including standard or list pricing and the Sourcewell
discounted price} on all of the items that you want We have provided 51 different chassis specifications at this time to
Sourcewell to consider as part of your RFP response. If ilustrate the versafility of our low entry chassis product line. Here are
applicable, provide a SKU for each item in your proposal, the SKUs for our chassis specifications:
Upload your pricing materials (if applicable) in the document |01. 06092020-01
upload section of your response. 02. 06092020-02

03. 06069202033
04. 06092020-04
05. 068092020-05
06. 06092020-06
Q7. 06092020-G7
(8. 0609202008
09. 06092020-09
10, 06082020-10
11. 068092020-11
12. 06082020-12
13. 06092020-13
14. 0609202014
16. 06092020-15
16, 08092020-18
17. 06092020-17
18, 06092020-18
19, 06092020-19
20. 06092020-20
21, 08092020-21
22. 06092020-22
23, 06092020-23 *
24. 0609202024
25. 06092020-25
26. 0809202026
27. 06092020-27
28. 06092020-28
29. 06092020-29
30. 06092020-30
31. 06092020-31
32. 06092020-32
33. 06092020-33
34. 06092020-34
35. 06082020-35
38. 06082020-36
37. 08092020-37
38. 06092020-38
39. 06098202040
40. 06092020-41
41. 0609202042
42, 06092020-43
43. 06092020-44
44, 06092020-45
45, 06092020-46
48, 06092020-47
47. 06092020-48
48. 0609202049
49. 06092020-50
50. 06092020-51
§1. 06092020-52

54 Quantify the pricing discount represented by the pricing Our Sourcewell member pricing represents an additionat 10 percent
proposal in this response. For example, if the pricing in off our preferred customer pricing. "

your response represenis a percentage discount from MSRP .

or list, state the percentage or percentage range.

58 Describe any quantity or volume discounts or rebate Our Sourcewell member pricing will be reduced as necessary on a
programs that you offer. case by case basis for volume considerations and commitments to
meet the specific andfor unique needs of a Sourcewell member,

Bid Number: RFP 060920 Vendor Name: Crane Carrier Company
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56 Propose a method of facilitating “sourced” products or
related services, which may be referred to as “open market”
items or "nonstandard options”. For example, you may
supply such items “at cost’ or “at cost plus a percentage,”

or you may supply a quote for each such request.

When working with Sourcewell members our goal is to build them
custom solutions fo meet their individualized needs. As a custom
chassis manufacturer that first step begins with knowing and
understanding the cusiomer's desired vocation for the vehicle {e.g.,
refuse & recyciing, infrastruture maintenance, ground support,
agriculture, ofl & gas, etc.). As a custom chassis builder we are
confident that the upfit of choice will mount seamlessly onto one of
our single axie, standard, or heavy chassis specifications. Once the
customer has identified their upfit manufacturer of choice Crane
Carrier andfor our dealer will partner with that vendor andfor upfit
dealer to ensure (1) the chassis has enough clear space to mount
the desired upfit, (2) the chassis has been set up with the
appropriate GVWR, (3) we provide the customer a complete chassis
and body specification (including desired accessories) for review,
and (4) Crane Carrier andf/or our deaier will provide the customer a
complete guote {which includes freight) for the entire vehicle. Once
the member approves the order Crane Carrier andfor our dealer will
obtain a purchase order from the customer. We will in tum provide a
purchase order o all the other parties involved with building the
member's desired vehicle solution.

We see this process working extremely similar to how we are
sourcing Hems today to provide complete custom built vehicle
solutions. A Sourcewell contract award will allow us fo simplify the
purchasing process for members and help us get their much needed
vehicle soluffions in service faster because we've eliminated the time
delays of the traditional bid process.

57 ldentify any element of the total cost of acquisition that is
NOT included in the prcing submiited with your response,
This includes all additional charges associated with a
purchase that are not directly identified as freight or
shipping charges. For example, list costs for items like pre-
delivery inspection, installation, set up, mandatory training, or
initial inspection. Identify any parties that impose such costs
and their relationship to the Proposer.

Due to Sourcewell member needs there are an infinite number of
unigue vehicle configurations on the market. The pricing included in
our response is for our chassis only. Freight will be added to the
sales price once the member has provided a desired shipping
destination. What we have tried to convey in our response is a
variety of single axle, standard, and heavy chassis specifications that
allow Crane Carrier to work with just about every upfit manufacturer
and a collection of information on their products that work with our
chassis.

In processing & member's order we will obtain pricing from upfit
manufacturers and other equipment manufacturers that are necessary
to build the desired vehicle solutfon(s). The pricing from these
suppliers will be payable fo them and included in the total cost of
acquisition for the member,

58 If freight, delivery, or shipping is an additional cost to the
Sourcewell partficipating entity, describe in detail the
. |complete freight, shipping, and delivery program.

Freight is determined by the customer's desired shipping destination
once we have completed the chassis. We do not know that until the
order is placed and therefore cannot calculate freight in advance of
receiving an order. Many of our products ship incomplete because of
the customers's desired upfi {e.g., refuse fruck, sweeper, ground
suppart, etc.). Once that destination is identified Crane Carmier works
to provide the most cost effective and route efficient shipping we
can. Once the upfit is complete the completed vehicle is shipped to
the respective dealers for pre-delivery inspections before final
delivery to the customer.

Freight is an itemized inclusion in our final pricing of the chassis
specifications, This includes sourced goods if the customer is using
our contract for the purchase of the entire vehicle (e.g., chassis,
upfit, and accessories, etc.).

59 Specifically describe freight, shipping, and delivery terms or
programs avallable for Alaska, Hawall, Canada, or any
offshore delivery.

We used commonly known shipping methods to ship to off-shore
locations. Traditional drive away or hauling solutions are used within
the continental United Staies to get our products fo the respective
port for offshore shipping. From there barges andfor ferries are used
to get our product to their final destination.

60 Describe any unique distribution and/or defivery methads or

options offered in your proposal.

We will tailor our distribufion and/or delivery methods to appropriately
meet the needs of Scurcewell members in the most effcient and
cost effective manner we can.

*

*

*

Bid Number: RFP 060920
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Table 12: Pricing Offered

Ling
ltem

Th Pricing Offerad i this Proposal

61

¢. better than the Praposer typically offers to GPOs, cooperative procurement organizations, or state purchasing

depariments.

No, additional comments at
this fime.

Table 13: Audit and Administrative Fee

Question

Specifically describe any self-audit process or program that you
plan to employ to verify compliance with your proposed Coniract
with Sourcewell. This process Includes ensuring that Sourcewell
participating entities obtain the proper pricing, that the Vendor
reports all sales under the Conftract each quarter, and that the
Vendor remits the proper administrative fee to Sourcewell.

After releasing a chassis order fo manufacturing we will

provide our dealer {or customer on direct sales} an order
confirmation letter with a copy of the chassis specificafion,
and if applicable, listing the customer's desired upfit if
purchase via our confract. The order confirmation letter will
provide our dealers and customers a period of 10 days to
confirm the order's accuracy or to make corrections to the
order without the assessment of change order fees. If we do
not receive written notification of errors within 10 days, we
will assume the order is comrect. Change order fees wilf be
imposed on any changes requested after the 10-day review
period.

Ll

Additionally, we will create a checklist for our sales
administrator(s) to ensure we have complied with all
Sourcewell-related requirements on each sale to members

and required reporting to Sourcewell at the right time intervals.

63

Identify a proposed administrative fee that you wifl pay fo
Sourcewell for faciifating, managing, and promoting the Sourcewell
Contract in the event that you are awarded a Contract. This fee is
typically calculated as a percentage of Vendor's sales under the
Contract or as a per-unit fee; it is not a line-item addition to the
Member's cost of goods. (See the RFP and template Contract for

additional details.)

Crane Carrier will pay Sourcewell a flat, per-unit fee for
facilitating, managing, and promoting our Sourcewell contract.

Table 14A: Depth and Breadth of Offered Equipment Products and Services

_L_iﬁé" A ST

Provide a detailed description of the
equipment, products, and services that you
are offering in your proposak

applications. Sourcewell

applications.

Crane Carrier is offering a variety of Class 6, 7, and 8 low enfry chassis models
that can be adapted as necessary for numerous vehicle vocations with our proposal.
Our chassis models provide members the flexibility to tailor the chassis to their
needs for the application of their cholce. Our proposal features chassis with factory
direct alternative fuel solutions such as CNG and electric hybrid for select

system or stop/start system installed on the chassis at our factory (no third party

installation necessary), Additionally, our response includes chassis specifications with
Ridewell's 80/40 steerable rear suspension as a factory direct installation option for
members seeking vehicles with betler tire life and enhanced turning ability for select

members may elect fo purchase vehicles with the CNG fuel

65

Within this RFP category there may be
subcategories of solufions. List subcategoty
fittes that best describe your products and
sarvices,

Fleet & Related, Roads & Airports, Grounds & Ag, Construction, Public Safety

Bid Number: RFP 060920

Vendor Name: Crane Carrier Company
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Table 14B: Depth and Breadth of Offered Equipment Products and Services

indicate below what Classes of equipment are offered in this proposal.

Line Item - [Category or Type 5 . |Offered * .’ : Comments
66 Ciass 8 chassis ~ Yes Diesel, CNG, and electric-hybrid
" No chassis. Suggested applications are,
but not limited to, waste management, |*
infrastructure maintenance, ground
support, and construction,
67 Class 7 chassis ~ Yes Diesel, CNG, and electric-hybrid
 No chassis. Suggested applications are,
but not limited to, waste management, {*
infrastructure maintenance, ground
supporf, and construclion.
68 Class 6 chassis ~ Yes Diesel, CNG, and electric-hybrid
~ No chassis, Suggested applications are,
but not limited to, wasle management, |.
infrastructure maintenance, ground
suppori, construction, and
foodheverage delivery.
69 Class 5§ chassis " Yes Not applicable at this time. .
& No
70 Class 4 chassis  Yes Not applicable at this time. .
& No

Bid Number: RFP 060920 Vendor Name: Crane Carrier Company



DocuSign Envelope ID: DCS02ABA-8FB3-40CF-98BE-TES6DESS4ED3

Table 15: Industry Specific Questions

Line - -
om0

Question

71 If you are awarded a confract, provide a
few examples of intemal metrics that will
be tracked lo measure whether you are
having success with the contract.

The analytics are not only important fo our sales organization, but to our board of
direclors as well. A few examples of the internal metrics we will kely be tracking to
measure our SUCCess are:

- New business eamed due to our Sourcewell contract.

- Repeat business retained due to our Sourcewell confract.

- Increase of market share.

- Exisiing customers switching to Sourcewell purchases vs. bidding.

- Percentage of our municlpal business using our Sourcewell contract.
- Sourcewell contract usage per region.

- Vehicle applications purchased via Sourcewell contract.

72 Describe your company's offering in
relation {o altemative fuel sources, including
electric or others.

For nearly 40 years now CCC has been one of the rare manufacturers to provide a
factory direct compressed natural gas (CNG)-fueled chassis. Unfike much of our
competition no third parties are needed to outfit our chassis for CNG. We can install
behind the cab CNG cabinet systems and side mount CNG cabinet systems. All
configurations include the installation of the CNG fuel control module. We also provide
front andfor side mounted fuel fills with shut-off caps and defueling oplions. A true
turnkey CNG solution direct from our factory, If the member elects to have the CNG
fuel control module and CNG tanks mounied on the body we can build the chassis
for such a set up as well

Crane Carrier partnered to help build North America's first all electric refuse fruck. As
technology continues to improve and the costs associated with running heavy duty
electric fruck fleets decrease Crane Carrier looks forward to providing the industry
viable, high quality, purpose buil electric trucks with the best range possible.

in addition o CNG and our cortinued exploration inte viable fully electric heavy duty
chassis, Crane Carrier offers a factory direct active stop-start electric hybrid solution
for select chassis applications. Similar to the {echnology in cars, the active stop-start
system shuts the engine off when the vehicle idles. Data has shown that this electric
hybrid technology, depending on the vehicle's application, can provide fuel savings
ranging from 15 - 35 percent and decrease engine hours as much as 40 - 50
percent, A true tumkey electric hybrid solution.

73 Describe any manufacturing processes or
materials utilized that contribute fo chassis
strength, cab strength, overall durabity,
driver safety that differentiate your offerings.

Qur industry leading cab room for operators, ease of entry and exit of our cab,
accessibility for preventative and duty cycle maintenance, visibility, furning radius, and
the strength and rigidity of our frame that allows our customers to experience vehicle
lfe cycles of 16 — 20 years regularly.

Our crew cab is the only low entry cab that sits four pecple all facing forward with
seat belts, Our LNT is the namowest low entry cab in the industry that seat three
people facing forward all with seat belts.

74 Describe any differenfiating serviceability
attributes (remole diagnostics, etc.) your
proposal offers.

Whereas we do not offer serviceability attributes that significantly distinguish us from
our competitors, we believe our ability to service our vehicles, and more impaortant
ilustrate how we value our customers, is more than comparable to what our
competitors are offering.

Table 16: Exceptions to Terms, Conditions, or Specifications Form

Line ltem 75. NOTICE: Ta identify any exception, or to request any modification, to the Scurcewell template Contract terms, conditions, or specifications, a
Proposer must subimit the exception or requested modification on the Exceptions te Terms, Conditions, or Specifications Form immediately below. The
contract section, the specific text addressed by the exception or requested modification, and the proposed medification must be identified in detait.
Proposer's exceptions and proposed modifications are subject to review and approval of Sourcewell and will not automatically be included in the contract,

‘Coontract Section: | Term; Condition; or Specification !

~ [Exception of Propesed Modification

Documents

Bid Number: RFP 060920

Vendor Name: Crane Carrier Company
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Ensure your submission document{s) conforms to the following:
1. Documents in PDF format are preferred. Documents in Word, Excel, or compatible formats may also be provided.

2. Documents should NOT have a security password, as Sourcewell may not be able to open the file. It is your sole responsibility to
ensure that the uploaded document(s) are not either defective, corrupted or blank and that the documents can be opened and viewed by
Sourcewell.

3. Sourcewell may reject any response where any document(s) cannot be opened and viewed by Sourcewell.

4, If you need to upload more than one (1) document for a single item, you should combine the documents into one zipped fils. If the
zipped file contains more than one {1} document, ensure each document is named, in relation to the submission format item responding
to. For example, if responding to the Marketing Plan category save the document as "Marketing Plan.”

+ Financial Strength and Stahility - RFP 0680820 Financial Strength and Stability Documents.pdf - Monday June 08, 2020 14:20:59
+« Marketing Plan/Samples - RFP 080920 Marketing Plan and Samples Documents.pdf - Monday June 08, 2020 14,22:41

+ WMBE/MBE/SBE or Related Certificates - RFP 060920 WMBE MBE SBE Documents.pdf - Monday June 08, 2020 14:25:42

« Warranty Information - RFP 0680920 Warranty information Documents.pdf - Monday June 08, 2020 14:26:10

+ Pricing - RFP 060920 Pricing Documents.pdf - Monday June 08, 2020 14:26:36

e Additional Document - RFP 080920 Upload Additional Information Documents.pdf - Monday June 08, 2020 14:26:59

Bid Number: RFP 0680820 Vendor Name: Crane Carrier Company
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Proposer's Affidavit

PROPOSER AFFIDAVIT AND AS c COMPLIANCE

| certify that | am the authorized representative of the Preposer submitting the foregoing Proposal with the legal authority to bind the
Propaser fo this Affidavit and Assurance of Compliance:

1.

10,

1.

The Proposer is submitting this Proposal under its full and complete legal name, and the Proposer legally exists in good standing in
the jurisdiction of its residence.

. The Proposer warrants that the information provided in this Proposal is true, corract, and reliable for purposes of evaluation for

contract award.

. The Proposer, including any person assisting with the creaticn of this Proposal, has arrived at this Proposal independently and the

Proposal has been created without colluding with any cther person, company, or parties that have or will submit a proposal under
this solicitation; and the Proposal has in all respects been created faitly without any fraud or dishonesty. The Proposer has not
directly or indirectly entered into any agreement or arrangement with any person or business in an effort to influence any part of this
solicitation or operations of a resulting contract; and the Proposer has not taken any action in restraint of free trade or
competitiveness in connection with this solicitation. Additionally, if Proposer has worked with a consultant on the Proposal, the
consultant (an individual or a company) has not assisted any other entity that has submitted or will submit a proposal for this
solicitation.

To the best of its knowledge and belief, and except as otherwise disclosed in the Proposal, there are no relevant facts or
circumstances which could give rise to an organizational conflict of interest. An organizational conflict of interest exists when a
vendor has an unfair competitive advantage or the vendar’s objectivity in performing the coniract is, or might be, impaired.

The contents of the Proposal have not been communicated by the Proposer or its employees or agents to any person not an
employee or legally authorized agent of the Proposer and will not be communicated to any such persons prior to Due Date of this
soficitation.

If awarded a contract, the Proposer will provide to Sourcewell Participating Entities the equipment, products, and services in
accordance with the terms, conditions, and scope of a resulting contract.

The Praposer possesses, or will possess before delivering any equipment, products, or services, all applicable licenses or
certifications necessary to deliver such equipment, preducts, or services under any resulting contract.

The Proposer agrees to deliver equipment, products, and services through valid contracts, purchase orders, or means that are
acceptable to Sourcewell Members. Unless otherwise agreed to, the Proposer must provide only new and first-quality products and
related services to Sourcewell Members under an awarded Contract.

The Proposer will comply with all applicable provisions of federal, state, and local laws, regulations, rules, and orders.

The Proposer understands that Sourcewelt will reject RFP proposals that are marked "confidential" (or "nonpublic," etc.), either
sUbstantially or in their entirety. Under Minnesota Statutes Section 13.591, subdivision 4, all proposals are considered nonpublic
data until the evaluation is complete and a Contract is awarded. At that point, propesals become public data. Minnesota Statutes
Section 13.37 permits only certain narrowly defined data fo be considered a "trade secret,” and thus nonpublic data under
Minnesota's Data Practices Act.

Proposer its employees, agents, and subcontractors are hot:

a. Included on the "Specially Designated Nationals and Blocked Persons” list maintained by the Office of Foreign Assets Contro}

of the United States Department of the Treasury found at: htips:/fwww. lreasury goviofac/downloads/sdnlist.pdf;

b. Included on the government-wide exclusions lists in the United States System for Award Management found at:

hitps:/iwww. sam.gov/portal/3; or

¢. Presently debarred, suspended, proposed for debarment, declared ineligible, or voluntarily excluded from programs operated

Bid Number: RFP 060920 Vendor Name; Crane Carrier Compémy
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by the State of Minnesota; the United States federal government or the Canadian government, as applicable; or any
Participating Entity. Vendor certifies and warrants that neither it nor its principals have been convicted of a criminal offense
related to the stubject matter of this solicitation.

¥ By checking this box | acknowledge that 1 am bound by the terms of the Proposer’s Affidavit, have the legal authority to submit this
Proposal on behalf of the Proposer, and that this electronic acknowledgment has the same legal effect, validity, and enforceability as if |
had hand signed the Proposal. This signature will not be denied such legal sffect, validity, or enforceability sclely because an electronic
signature or electronic record was used in its formation, - Julian Brewer, Strategic Accounts Manager, Crane Carrier Company, LL.C

The Proposer declares that there is an actual or potential Conflict of Interest relating to the preparation of its submission, and/or the
Proposer foresees an actual or potential Conflict of interest in performing the contractual obligaticns contemplated in the bid.

~ Yes # No

The Bidder acknowledges and agrees that the addendum/addenda below form part of the Bid Document.

Check the box in the column " have reviewed this addendum™ bejow fo acknowledge each of the addenda,

lha\.rerewewed the B
- below addendum and - :
; File Name " attachments (if . Pages
: applicable)
Addendum_11_Class 4-8_Chassis_RFP060920 ¥
Wed June 3 2020 07:52 AM -
Addendum_10_Class_4-8_Chassis_ RFP060920 B
Wed May 27 2020 03:40 PM -
Addendum_9_Class_4-8_Chassis_RFP060920 b
Tue May 26 2020 02:51 PM -
Addendum_8_Class_4-8 Chassis_RFP060920 "
Thu May 21 2020 01:21 PM -
Addendum_7_Class_4-8_Chassis_RFP060920 P
Men May 18 2020 03:30 PM -
Addendum_6_Class_4-8_Chassis_RFP060920 w 2
Wed May 13 2020 04:40 PM
Addendum_5_Class_4-8_Chassis_RFP060920 &
Tue May 12 2020 10:00 AM -
Addendum_4_Class_4-8_Chassis_RFP060920 7
Mon May 4 2020 01:24 PM =
Addendum_3_Class_4-8_Chassis_RFP060920 W
Wed April 29 2020 03:45 PM -
Addendum_2_Class_4-8_Chassis_RFP060920 o _
Wed April 22 2020 01:14 PM
Addendum_1_Class_4-8_Chassis_RFP060920 &
Fri April 17 2020 12:32 PM "

Bid Number: RFP 050920 Vendor Name: Crane Carrier Company
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Sourcey

Solicitation Number: RFP#091219

CONTRACT

This Contract is between Sourcewell, 202 12th Street Northeast, P.O. Box 219, Staples, MN
56479 (Sourcewell) and Scranton Manufacturing Company/New Way Trucks, 101 State Street
Scranton, |A 51462{Vendor).

Sourcewell is a State of Minnesota local government agency and service cooperative created
under the laws of the State of Minnesota {Minnesota Statutes Section 123A.21) that offers
cooperative procurement solutions to its members. Participation is open to all levels of
governmental entity, higher education, K-12 education, nonprofit, tribal government, and other
public entities located in the United States and Canada.

Vendor desires to contract with Sourcewell to provide equipment, products, or services to
Sourcewell and its Members {(Members).

1. TERM OF CONTRACT
A. EFFECTIVE DATE. This Contract is effective upon the date of the final signature below.

B. EXPIRATION DATE AND EXTENSION. This Contract expires November 15, 2023, unless it is
cancelled sooner pursuant to Article 24. This Contract may be extended up to one additional
one-year period upon request of Sourcewell and with written agreement by Vendor.

C. SURVIVAL OF TERMS. Articles 11 through 16 survive the expiration or canceliation of this
Contract.

2. EQUIPMENT, PRODUCTS, OR SERVICES

A. EQUIPMENT, PRODUCTS, OR SERVICES. Vendor will provide the Equipment, Products, or
Services as stated in its Proposal submitted under the Solicitation Number listed above.
Vendor’s Equipment, Products, or Services Proposal (Proposal} is attached and incorporated
into this Contract.

All Equipment and Products provided under this Contract must be new/current model. Vendor
may offer close-out or refurbished Equipment or Products if they are clearly indicated in
Vendor's product and pricing list. Unless agreed to by the Member in advance, Equipment or
Products must be delivered as operational to the Member’s site.

Rev. 4/2019
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This Contract offers an indefinite quantity of sales, and while substantial volume is anticipated,
sales and sales volume are not guaranteed.

B. LAWS AND REGULATIONS. All Equipment, Products, or Services must comply fully with
applicable federal laws and regulations, and with the laws of the state or province in which the
Equipment, Products, or Services are sold.

C. WARRANTY. Vendor warrants that all Equipment, Products, and Services furnished are free
from liens and encumbrances, and are free from defects in design, materials, and workmanship.
In addition, Vendor warrants the Equipment, Products, and Services are suitable for and will
perform in accordance with the ordinary use for which they are intended. Vendor's dealers and
distributors must agree to assist the Member in reaching a resolution in any dispute over
warranty terms with the manufacturer. Any manufacturer’s warranty that is effective past the
expiration of the Vendor's warranty will be passed on to the Member.

D. DEALERS AND DISTRIBUTORS. Upon Contract execution, Vendor will make available to
Sourcewell a means to validate or authenticate Vendor’s authorized Distributors/Dealers
relative to the Equipment, Products, and Services related to this Contract, This list may be
updated from time-to-time and is incorporated into this Contract by reference. It is the
Vendor’s responsibility to ensure Sourcewell receives the most current version of this list.

3. PRICING

All Equipment, Products, or Services under this Contract will be priced as stated in Vendor's
Proposal.

Regardless of the payment method chosen by the Member, the total cost associated with any
purchase option of the Equipment, Products, or Services must always be disclosed in the pricing
guote to the applicable Member at the time of purchase,

When providing pricing quotes to Members, all pricing quoted must reflect a Member's total
cost of acquisition. This means that the quoted cost is for delivered Equipment, Products, and
Services that are operational for their intended purpose, and includes all costs to the Member’s
requested delivery location.

A. SHIPPING AND SHIPPING COSTS. All delivered Equipment and Products must be properly
packaged. Damaged Equipment and Products may be rejected. If the damage is not readily
apparent at the time of delivery, Vendor must permit the Equipment and Products to be
returned within a reasonable time at no cost to Sourcewell or its Members. Members reserve
the right to inspect the Equipment and Products at a reasonable time after delivery where
circumstances or conditions prevent effective inspection of the Equipment and Products at the
time of delivery.

Rev. 4/2019
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Vendor must arrange for and pay for the return shipment on Equipment and Products that arrive
in a defective or inoperable condition.

Sourcewell may declare the Vendor in breach of this Contract if the Vendor intentionally
delivers substandard or inferior Equipment or Products. In the event of the delivery of
nonconforming Equipment and Products, the Member will notify the Vendor as soon as
possible and the Vendor will replace nonconforming Equipment and Products with conforming
Equipment and Products that are acceptable to the Member.

B. SALES TAX. Fach Member is responsible for supplying the Vendor with valid tax-exemption
certification(s). When ordering, Members must indicate if it is a tax-exempt entity.

C. HOT LIST PRICING. At any time during this Contract, Vendor may offer a specific selection
of Equipment, Products, or Services at discounts greater than those listed in the Contract.
When Vendor determines it will offer Hot List Pricing, it must be submitted electronically to
Sourcewell in a line-item format. Equipment, Products, or Services may be added or removed
from the Hot List at any time through a Sourcewell Price and Product Change Form as defined
in Article 4 below.

Hot List program and pricing may also be used to discount and liquidate close-out and
discontinued Equipment and Products as long as those close-out and discontinued items are
clearly identified as such. Current ordering process and administrative fees apply. Hot List
Pricing must be published and made available to all Members.

4. PRODUCT AND PRICING CHANGE REQUESTS

Vendor may request Equipment, Product, or Service changes, additions, or deletions at any
time. All requests must be made in writing by submitting a signed Sourcewell Price and Product
Change Request Form to the assigned Sourcewell Contract Administrator. This form is available
from the assighed Sourcewell Contract Administrator. At a minimum, the request must:

* |dentify the applicable Sourcewell contract number

s Clearly specify the requested change

» Provide sufficient detail to justify the requested change

e Individually list all Equipment, Products, or Services affected by the requested
change, along with the requested change (e.g., addition, deletion, price change)

* Include a complete restatement of pricing documentation in Microsoft Excel
with the effective date of the modified pricing, or product addition or deletion. The
new pricing restatement must include all Equipment, Products, and Services offered,
even for those items where pricing remains unchanged.

A fuily executed Sourcewell Price and Product Request Form will be become an
amendment to this Contract and be incorporated by reference.

Rev. 4/2019
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5. MEMBERSHIP, CONTRACT ACCESS, AND MEMBER REQUIREMENTS

A. MEMBERSHIP. Membership in Sourcewell is open to public and nonprofit entities across the
United States and Canada; such as municipal, state/province, K-12 and higher education, tribal
government, and other public entities.

The benefits of this Contract should be available to all Members that can legally access the
Equipment, Products, or Services under this Contract. A Member’s authority to access this
Contract is determined through its cooperative purchasing, interlocal, or joint powers laws. Any
entity accessing benefits of this Contract will be considered a Service Member of Sourcewell
during such time of access. Vendor understands that a Member's use of this Contract is at the
Member’s sole convenience and Members reserve the right to obtain like Equipment, Products,
or Services from any other source.

Vendor is responsible for familiarizing its sales and service forces with Sourcewell membership
requirements and documentation and will encourage potential members to join Sourcewell.
Sourcewell reserves the right to add and remove Members to its roster during the term of this
Contract.

B. PUBLIC FACILITIES. Vendor's employees may be required to perform work at government-
owned facilities, including schools. Vendor’'s employees and agents must conduct themselves in
a professional manner while on the premises, and in accordance with Member policies and
procedures, and all applicable laws.

6. MEMBER ORDERING AND PURCHASE ORDERS

A. PURCHASE ORDERS AND PAYMENT. To access the contracted Equipment, Products, or
Services under this Contract, Member must clearly indicate to Vendor that it intends to access
this Contract; however, order flow and procedure will be developed jointly between Sourcewell
and Vendor. Typically a Member will issue a purchase order directly to Vendor. Members may
use their own forms for purchase orders, but it should clearly note the applicable Sourcewell
contract number. Members will be solely responsible for payment and Sourcewell will have no
liability for any unpaid invoice of any Member.

B. ADDITIONAL TERMS AND CONDITIONS. Additional terms and conditions to a purchase order
may be negotiated between a Member and Vendor, such as job or industry-specific
requirements, legal requirements (such as affirmative action or immigration status
requirements}, or specific local policy requirements. Any negotiated additional terms and
conditions must never be less favorable to the Member than what is contained in Vendor's
Proposal.

C. PERFORMANCE BOND. If reguested by a Member, Vendor will provide a performance bond
that meets the requirements set forth in the Member’s purchase order.

Rev. 4/2019
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D. SPECIALIZED SERVICE REQUIREMENTS. In the event that the Member requires service or
specialized performance requirements (such as e-commerce specifications, specialized delivery
requirements, or other specifications and requirements) not addressed in this Contract, the
Member and the Vendor may enter into a separate, standalone agreement, apart from this
Contract. Sourcewell, including its agents and employees, will not be made a party to a claim
for breach of such agreement.

E. TERMINATION OF PURCHASE ORDERS. Members may terminate a purchase order, in
whole or in part, immediately upon notice to Vendor in the event of any of the following
events:

1. The Member fails to receive funding or appropriation from its governing body at
levels sufficient to pay for the goods to be purchased;

2. Federal or state laws or regulations prohibit the purchase or change the
Member’s requirements; ofr

3. Vendor commits any material breach of this Contract or the additional terms
agreed to between the Vendor and a Member,

F. GOVERNING LAW AND VENUE, The governing law and venue for any action related to a
Member’s purchase order will be determined by the Member making the purchase.

7. CUSTOMER SERVICE

A. PRIMARY ACCOUNT REPRESENTATIVE. Vendor will assign an Account Representative to
Sourcewell for this Contract and must provide prompt notice to Sourcewell if that person is
changed. The Account Representative will be responsible for:

* Maintenance and management of this Contract;
s Timely response to all Sourcewell and Member inquiries; and
» Business reviews to Sourcewell and Members, if applicable.

B. BUSINESS REVIEWS. Vendor must perform a minimum of one business review with
Sourcewell per contract year. The business review will cover sales to members, pricing and
contract terms, administrative fees, supply issues, customer issues, and any other necessary
information.

8. REPORT ON CONTRACT SALES ACTIVITY AND ADMINISTRATIVE FEE PAYMENT

A. CONTRACT SALES ACTIVITY REPORT. Each calendar quarter, Vendor must provide a contract
sales activity report {Report) to the Sourcewell Contract Administrator assigned to this
Contract. A Report must be provided regardless of the number or amount of sales during that
quarter (i.e., if there are no sales, Vendor must submit a report indicating no sales were made).

5
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The Report must contain the following fields:

® Customer Name (e.g., City of Staples Highway Department);
e Customer Physical Street Address;

e Customer City;

s Customer State;

Customer Zip Code;

Custemer Contact Name;

Customer Contact Email Address;

Customer Contact Telephone Number;

Sourcewell Assigned Entity/Member Number;

ltem Purchased Description;

s [tem Purchased Price;

e Sourcewell Administrative Fee Applied; and

e Date Purchase was invoiced/sale was recognized as revenue by Vendor.

B. ADMINISTRATIVE FEE. In consideration for the support and services provided by Sourcewell,
the Vendor will pay an administrative fee to Sourcewell on all Equipment, Products, and
Services provided to Membaers. The Vendor will submit a check payable to Sourcewell for the
percentage of administrative fee stated in the Proposal multiplied by the total sales of all
Equipment, Products, and Services purchased by Members under this Contract during each
calendar quarter. Payments should note the Sourcewell-assigned contract number in the memo
and must be mailed to the address above “Attn: Accounts Receivable.” Payments must be
received no later than forty-five (45) calendar days after the end of each calendar quarter,

Vendor agrees to cooperate with Sourcewell in auditing transactions under this Contract to
ensure that the administrative fee is paid on all items purchased under this Contract.

In the event the Vendor is delinquent in any undisputed administrative fees, Sourcewell
reserves the right to cancel this Contract and reject any proposal submitted by the Vendor in
any subsequent solicitation. In the event this Contract is cancelled by either party prior to the
Contract’'s expiration date, the administrative fee payment will be due no more than thirty (30)
days from the cancellation date.

9. AUTHORIZED REPRESENTATIVE
Sourcewell's Authorized Representative is its Chief Procurement Officer.
Vendor’'s Authorized Representative is the person named in the Vendor’s Proposal. If Vendor’s

Authorized Representative changes at any time during this Contract, Vendor must promptly
notify Sourcewell in writing.

Rev. 4/2019
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10. ASSIGNMENT, AMENDMENTS, WAIVER, AND CONTRACT COMPLETE

A. ASSIGNMENT. Neither the Vendor nor Sourcewell may assign or transfer any rights or
obligations under this Contract without the prior consent of the parties and a fully executed
assighment agreement. Such consent will not be unreasonably withheld.

B. AMENDMENTS. Any amendment to this Contract must be in writing and will not be effective
until it has been fully executed by the parties.

C. WAIVER. If either party fails to enforce any provision of this Contract, that failure does not
waive the provision or the right to enforce it.

D. CONTRACT COMPLETE. This Contract contains all negotiations and agreements between
Sourcewell and Vendor. No other understanding regarding this Contract, whether written or
oral, may be used 1o bind either party.

E. RELATIONSHIP OF THE PARTIES. The relationship of the parties is one of independent
contractors, each free to exercise judgment and discretion with regard to the conduct of their
respective businesses. This Contract does not create a partnership, joint venture, master-
servant, principal-agent, or any other relationship.

11. LIABILITY

Vendor must indemnify, save, and hold Sourcewell and its Members, including their agents and
employees, harmless from any claims or causes of action, including attorneys’ fees, arising out
of the performance of this Contract by the Vendor or its agents or employees; this
indemnification includes injury or death to person(s) or property alleged to have been caused
by some defect in the Equipment, Products, or Services under this Contract to the extent the
Equipment, Product, or Service has been used according to its specifications.

12. AUDITS

Sourcewell reserves the right to review the books, records, documents, and accounting
procedures and practices of the Vendor relevant to this Contract for a minimum of six (6) years
from the end of this Contract. This clause extends to Members as it relates to business
conducted by that Member under this Contract.

13. GOVERNMENT DATA PRACTICES
Vendor and Sourcewell must comply with the Minnesota Government Data Practices Act,
Minnesota Statutes Chapter 13, as it applies to all data provided by or provided to Sourcewell

under this Contract and as it applies to all data created, collected, received, stored, used,
maintained, or disseminated by the Vendor under this Contract.

Rev. 4/201%
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If the Vendor receives a request to release the data referred to in this article, the Vendor must
immediately notify Sourcewell and Sourceweli will assist with how the Vendor should respond
to the request.

14, INTELLECTUAL PROPERTY

As applicable, Vendor agrees to indemnify and hold harmless Sourcewell and its Members
against any and all suits, claims, judgments, and costs instituted or recovered against
Sourcewell or Members by any person on account of the use of any Equipment or Products by
Sourcewell or its Members supplied by Vendor in violation of applicable patent or copyright
laws.

15. PUBLICITY, MARKETING, AND ENDORSEMENT

A. PUBLICITY. Any publicity regarding the subject matter of this Contract must not be released
without prior written approval from the Authorized Representatives. Publicity includes notices,
informational pamphlets, press releases, research, reports, signs, and similar public notices
prepared by or for the Vendor individuaily or jointly with others, or any subcontractors, with
respect to the program, publications, or services provided resulting from this Contract.

B. MARKETING. Any direct advertising, marketing, or offers with Members must be approved
by Sourcewell. Materials should be sent to the Sourcewell Contract Administrator assigned to
this Contract.

C. ENDORSEMENT. The Vendor must not claim that Sourcewell endorses its Equipment,
Products, or Services.

16. GOVERNING LAW, JURISDICTION, AND VENUE
Minnesota law governs this Contract. Venue for all legal proceedings out of this Contract, or its
breach, must be in the appropriate state court in Todd County or federal court in Fergus Falls,
Minnesota.
17. FORCE MAJEURE
Neither party to this Contract will be held responsible for delay or defauit caused by acts of God
or other conditions that are beyond that party’s reasonable control. A party defaulting under
this provision must provide the other party prompt written notice of the default.
18. SEVERABILITY
if any provision of this Contract is found to be illegal, unenforceable, or void then both

Sourcewell and Vendor will be relieved of all obligations arising under such provisions. If the
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remainder of this Contract is capable of performance, it will not be affected by such declaration
or finding and must be fully performed.

19. PERFORMANCE, DEFAULT, AND REMEDIES

A. PERFORMANCE. During the term of this Contract, the parties will maonitor performance and
address unresolved contract issues as follows:

1. Notification. The parties must promptly notify each other of any known dispute
and work in good faith to resalve such dispute within a reasonable period of time. if
necessary, Sourcewell and the Vendor will jointly develop a short briefing document
that describes the issue(s), relevant impact, and positions of both parties.

2. Escalation. If parties are unable to resolve the issue in a timely manner, as
specified above, either Sourcewell or Vendor may escalate the resolution of the issue to
a higher level of management. The Vendor will have thirty (30) calendar days to cure an
outstanding issue.

3. Performance while Dispute is Pending. Notwithstanding the existence of a
dispute, the Vendor must continue without delay to carry out all of its responsibilities
under the Contract that are not affected by the dispute. If the Vendor fails to continue
without delay to perform its responsibilities under the Contract, in the accomplishment
of all undisputed work, any additional costs incurred by Sourcewell and/or its Members
as a result of such failure to proceed will be borne by the Vendor.

B. DEFAULT AND REMEDIES. Either of the following constitutes cause to declare this Contract,
or any Member order under this Contract, in default:

1. Nonperformance of contractual requirements, or
2. A material breach of any term or condition of this Contract.

Written notice of default and a reasonable opportunity to cure must be issued by the party
claiming default. Time allowed for cure will not diminish or eliminate any liability for liguidated
or other damages. If the default remains after the opportunity for cure, the non-defaulting
party may:

s Exercise any remedy provided by law or equity, or
» Terminate the Contract or any portion thereof, including any orders issued
against the Contract.

20. INSURANCE

A. REQUIREMENTS. At its own expense, Vendor must maintain insurance policy(ies) in effect at
all times during the performance of this Contract with insurance company{ies) licensed or
authorized to do business in the State of Minnesota having an “AM BEST” rating of A- or better,
with coverage and limits of insurance not less than the following:

9
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1. Workers’ Compensation and Employer’s Liability.
Workers’ Compensation: As required by any applicable law or regulation,
Employer's Liability Insurance: must be provided in amounts not less than listed below:
Minimum {imits:
$500,000 each accident for bodily injury by accident
$500,000 policy limit for bodily injury by disease
5500,000 each employee for bodily injury by disease

2. Commercial General Liability Insurance. Vendor will maintain insurance covering
its operations, with coverage on an occurrence basis, and must be subject to terms no
less broad than the Insurance Services Office (“1SO”) Commercial General Liability Form
CGO0001 (2001 or newer edition). At a minimum, coverage must include liability arising
from premises, operations, bodily injury and property damage, independent
contractors, products-completed operations including construction defect, contractual
liability, blanket contractual liability, and personal injury and advertising injury. All
required limits, terms and conditions of coverage must be maintained during the term
of this Contract.

Minimum Limits:

$1,000,000 each occurrence Bodily Injury and Property Damage

$1,000,000 Personal and Advertising Injury

$2,000,000 aggregate for Products-Completed operations

$2,000,000 general aggregate

3. Commercial Automobile Liability Insurance. During the term of this Contract,
Vendor will maintain insurance covering all owned, hired, and non-owned automobiles
in limits of liability not less than indicated below. The coverage must be subject to terms
no less broad than 1SO Business Auto Coverage Form CA 0001 {2010 edition or newer).
Minimum Limits:
$1,000,000 each accident, combined single limit

4. Umbrella insurance. During the term of this Contract, Vendor will maintain
umbrella coverage over Workers’ Compensation, Commercial General Liability, and
Commercial Automobile.

Minimum Limits:

$2,000,000

5. Professional/Technical, Errors and Omissions, and/or Miscellaneous Liability.
During the term of this Contract, Vendor will maintain coverage for ali claims the Vendor
may become legally obligated to pay resulting from any actual or alleged negligent act,
error, or omission related to Vendor’s professional services required under this
Contract.

Minimum Limits:

$2,000,000 per claim or event

10
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$2,000,000 — annual aggregate

6. Netwaork Security and Privacy Liability Insurance. During the term of this
Contract, Vendor will maintain coverage for network security and privacy liability. The
coverage may be endorsed on another form of liability coverage or written on a
standalone policy. The insurance must cover claims which may arise from failure of
Vendor's security resulting in, but not limited to, computer attacks, unauthorized
access, disclosure of not public data — including but not limited to, confidential or
private information, transmission of a computer virus, or denial of service.

Minimum limits:

52,000,000 per occurrence

$2,000,000 annual aggregate

Failure of Vendor to maintain the required insurance will constitute a materiat breach entitling
Sourcewell to immediately terminate this Contract for default.

B. CERTIFICATES OF INSURANCE. Prior to commencing under this Contract, Vendor must
furnish to Sourcewell a certificate of insurance, as evidence of the insurance required under this
Contract. Prior to expiration of the policy{ies), renewal certificates must be mailed to
Sourceweill, 202 12th Street Northeast, P.O. Box 219, Staples, MN 56479 or sent to the
Sourcewell Contract Administrator assigned to this Contract. The certificates must be signed by
a person authorized by the insurer(s} to bind coverage on their behalf. All policies must include
there will be no cancellation, suspension, non-renewal, or reduction of coverage without thirty
(30} days’ prior written notice to the Vendor.

Upon request, Vendor must provide to Sourcewell copies of applicable policies and
endorsements, within ten (10) days of a request. Failure to request certificates of insurance by
Sourcewell, or failure of Vendor to provide certificates of insurance, in no way limits or relieves
Vendar of its duties and responsibilities in this Contract.

C. ADDITIONAL INSURED ENDORSEMENT AND PRIMARY AND NON-CONTRIBUTORY
INSURANCE CLAUSE. Vendor agrees to name Sourcewell and its Members, including their
officers, agents, and employees, as an additional insured under the Vendor’s commercial
general liability insurance policy with respect to liability arising out of activities, “operations,” or
“work” performed by or on behalf of Vendor, and products and completed operations of
Vendor. The policy provision(s} or endorsement(s) must further provide that coverage is
primary and not excess over or contributory with any other valid, applicable, and collectible
insurance or self-insurance in force for the additional insureds.

D. WAIVER OF SUBROGATION. Vendor waives and must require (by endorsement or
otherwise) all its insurers to waive subrogation rights against Sourcewell and other additional
insureds for losses paid under the insurance policies required by this Contract or other
insurance applicable to the Vendor or its subcontractors. The waiver must apply to all
deductibles and/or self-insured retentions applicable to the required or any other insurance
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maintained by the Vendor or its subcontractors. Where permitted by law, Vendor must require
similar written express waivers of subrogation and insurance clauses from each of its
subcontractors.

E. UMBRELLA/EXCESS LIABILITY. The limits required by this Contract can be met by either
providing a primary policy or in combination with umbrella/excess liability policy(ies).

F. SELF-INSURED RETENTIONS. Any self-insured retention in excess of $10,000 is subject to
Sourcewell’s approval.

21. COMPLIANCE

A. LAWS AND REGULATIONS. All Equipment, Products, or Services provided under this
Contract must comply fully with applicable federal laws and regulations, and with the laws in
the states and provinces in which the Equipment, Products, or Services are sold.

B. LICENSES. Vendor must maintain a valid status on all required federal, state, and local
licenses, bonds, and permits required for the operation of the business that the Vendor
conducts with Sourcewell and Members.

22. BANKRUPTCY, DEBARMENT, OR SUSPENSION CERTIFICATION

Vendor certifies and warrants that it is not in bankruptcy or that it has previously disclosed in
writing certain information to Sourcewell related to bankruptcy actions. If at any time during
this Contract Vendor declares bankruptcy, Vendor must immediately notify Sourcewell in
writing.

Vendor certifies and warrants that neither it nor its principals are presently debarred,
suspended, proposed for debarment, declared ineligible, or voluntarily excluded from programs
operated by the State of Minnesota, the United States federal government, or any Member.
Vendor certifies and warrants that neither it nor its principals have been convicted of a criminal
offense related to the subject matter of this Contract. Vendor further warrants that it will
provide immediate written notice to Sourcewell if this certification changes at any time.

23. PROVISIONS FOR NON-UNITED STATES FEDERAL ENTITY PROCUREMENTS UNDER
UNITED STATES FEDERAL AWARDS OR OTHER AWARDS

Members that use United States federal grant or FEMA funds to purchase goods or services
from this Contract may be subject to additional requirements including the procurement
standards of the Uniform Administrative Requirements, Cost Principles and Audit Requirements
for Federal Awards, 2 C.F.R. § 200. Members may also require additional requirements based
on specific funding specifications. Within this Article, all references to “federal” should be
interpreted to mean the United States federal government. The following list only applies when
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a Member accesses Vendor's Equipment, Products, or Services with United States federal
funds.

A. EQUAL EMPLOYMENT OPPORTUNITY. Except as otherwise provided under 41 C.F.R. § 60, all
contracts that meet the definition of “federally assisted construction contract” in 41 C.F.R, § 60-
1.3 must include the egual opportunity clause provided under 41 C.F.R. §60-1.4(b}, in
accordance with Executive Order 11246, “Equal Employment Opportunity” (30 FR 12319,
12935, 3 C.F.R. §, 1964-1965 Comp., p. 339}, as amended by Executive Order 11375, “Amending
Executive Order 11246 Relating to Equal Employment Opportunity,” and implementing
regulations at 41 C.F.R. § 60, “Office of Federal Contract Compliance Programs, Equal
Empioyment Opportunity, Department of Labor.” The equal opportunity clause is incorporated
herein by reference.

B. DAVIS-BACON ACT, AS AMENDED (40 U.S.C. § 3141-3148). When reguired by federal
program legisiation, all prime construction contracts in excess of $2,000 awarded by non-
federal entities must include a provision for compliance with the Davis-Bacon Act {40 U.S.C. §
3141-3144, and 3146-3148) as supplemented by Department of Labor regulations (29 C.F.R. § 5,
“Labor Standards Provisions Applicable to Contracts Covering Federally Financed and Assisted
Construction”). In accordance with the statute, contractors must be required to pay wages to
laborers and mechanics at a rate not less than the prevailing wages specified in a wage
determination made by the Secretary of Labor. in addition, contractors must be required to pay
wages not less than once a week. The non-federal entity must place a copy of the current
prevailing wage determination issued by the Department of Labor in each solicitation. The
decision to award a contract or subcontract must be conditioned upon the acceptance of the
wage determination. The non-federal entity must report all suspected or reported violations to
the federal awarding agency. The contracts must also include a provision for compliance with
the Copeland “Anti-Kickback” Act (40 U.S.C. § 3145), as supplemented by Department of Labor
regulations (29 C.F.R. § 3, “Contractors and Subcontractors on Public Building or Public Work
Financed in Whole or in Part by Loans or Grants from the United States”). The Act provides that
each contractor or subrecipient must be prohibited from inducing, by any means, any person
employed in the construction, completion, or repair of public work, to give up any part of the
compensation to which he or she Is otherwise entitled. The non-federal entity must report

ali suspected or reported violations to the federal awarding agency. Vendor must be in
compliance with all applicable Davis-Baccn Act provisions.

C. CONTRACT WORK HOURS AND SAFETY STANDARDS ACT (40 U.S.C. § 3701-3708). Where
applicable, all contracts awarded by the non-federal entity in excess of $100,000 that involve
the employment of mechanics or laborers must include a provision for compliance with 40
U.5.C. § 3702 and 3704, as supplemented by Department of Labor regulations {29 C.F.R. § 5).
Under 40 U.S.C. § 3702 of the Act, each contractor must be required to compute the wages of
every mechanic and laborer on the basis of a standard work week of 40 hours. Work in excess
of the standard work week is permissible provided that the worker is compensated at a rate of
not less than one and a half times the basic rate of pay for all hours worked in excess of 40
hours in the work week. The requirements of 40 U.S.C. § 3704 are applicable to construction
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work and provide that no laborer or mechanic must be reqguired to work in surroundings or
under working conditions which are unsanitary, hazardous or dangerous. These requirements
do not apply to the purchases of supplies or materials or articles ardinarily available on the
open market, or contracts for transportation or transmission of intelligence. This provision is
hereby incorporated by reference into this Contract. Vendor certifies that during the term of an
award for all contracts by Sourcewell resulting from this procurement process, Vendor must
comply with applicable requirements as referenced above.

D. RIGHTS TO INVENTIONS MADE UNDER A CONTRACT OR AGREEMENT. If the federal award
meets the definition of “funding agreement” under 37 C.F.R. § 401.2(a} and the recipient or
subrecipient wishes to enter into a contract with a small business firm or nonprofit organization
regarding the substitution of parties, assighment or performance of experimental,
developmental, or research work under that “funding agreement,” the recipient or subrecipient
must comply with the requirements of 37 C.F.R. § 401, “Rights to Inventions Made by Nonprofit
Organizations and Small Business Firms Under Government Grants, Contracts and Cooperative
Agreements,” and any implementing regulations issued by the awarding agency. Vendor
certifies that during the term of an award for all contracts by Sourcewell resulting from this
procurement process, Vendor must comply with applicable reguirements as referenced above.

E. CLEAN AIR ACT {42 U.S.C. § 7401-7671Q.) AND THE FEDERAL WATER POLLUTION CONTROL
ACT {33 U.S.C. § 1251-1387). Contracts and subgrants of amounts in excess of $150,000 require
the non-federal award to agree to comply with all applicable standards, orders or regulations
issued pursuant to the Clean Air Act {42 U.S.C. § 7401- 7671q) and the Federal Water Pollution
Control Act as amended {33 U.S.C. § 1251- 1387). Violations must be reported to the Federal
awarding agency and the Regional Office of the Environmental Protection Agency {(EPA)}. Vendor
certifies that during the term of this Contract will comply with applicable requirements as
referenced above,

F. DEBARMENT AND SUSPENSION {EXECUTIVE ORDERS 12549 AND 12689). A contract award
(see 2 C.F.R. § 180.220) must not be made to parties listed on the government wide exclusions
in the System for Award Management (SAM), in accordance with the OMB guidelines at 2 C.F.R.
§180 that implement Executive Orders 12549 (3 C.F.R. § 1986 Comp., p. 189) and 12689 (3
C.F.R. § 1989 Comp., p. 235), “Debarment and Suspension.” SAM Exclusions contains the names
of parties debarred, suspended, or otherwise excluded by agencies, as well as parties declared
ineligible under statutory or regulatory authority other than Executive Order 12549. Vendor
certifies that neither it nor its principals are presently debarred, suspended, proposed for
debarment, declared ineligible, or voluntarily excluded from participation by any federal
department or agency.

G. BYRD ANTI-LOBBYING AMENDMENT, AS AMENDED (31 U.S.C. § 1352). Vendors must file
any required certifications. Vendors must not have used federal appropriated funds to pay any
person or organization for influencing or attempting to influence an officer or employee of any
agency, a member of Congress, officer or employee of Congress, or an employee of a member
of Congress in connection with obtaining any federal contract, grant, or any other award
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covered by 31 U.5.C. § 1352, Vendors must disclose any lobbying with non-federal funds that
takes place in connection with obtaining any federal award. Such disclosures are forwarded
from tier to tier up to the non-federal award. Vendors must file ali certifications and disclosures
required by, and otherwise comply with, the Byrd Anti-Lobbying Amendment (31 US.C. §
1352).

H. RECORD RETENTION REQUIREMENTS. To the extent applicable, Vendor must comply with
the record retention requirements detailed in 2 C.F.R. § 200.333. The Vendor further certifies
that it will retain all records as required by 2 C.F.R. § 200.333 for a period of three (3) years
after grantees or subgrantees submit final expenditure reports or guarterly or annual financial
reports, as applicable, and all other pending matters are closed.

.  ENERGY POLICY AND CONSERVATION ACT COMPLIANCE. To the extent applicable, Vendor
must comply with the mandatory standards and policies relating to energy efficiency which are
contained in the state energy conservation plan issued in compliance with the Energy Policy
and Conservation Act.

J. BUY AMERICAN PROVISIONS COMPLIANCE. To the extent applicable, Vendor must comply
with all applicable provisions of the Buy American Act. Purchases made in accordance with the
Buy American Act must follow the applicable procurement rules calling for free and open
competition.

K. ACCESS TO RECORDS (2 C.F.R. § 200.336). Vendor agrees that duly authorized
representatives of a federal agency must have access to any books, documents, papers and
records of Vendor that are directly pertinent to Vendor’s discharge of its obligations under this
Contract for the purpose of making audits, examinations, excerpts, and transcriptions. The right
also includes timely and reasonable access to Vendor’s personnel for the purpose of interview
and discussion relating to such documents.

L. PROCUREMENT OF RECOVERED MATERIALS {2 C.F.R. § 200.322). A non-federal entity that is
a state agency or agency of a political subdivision of a state and its contractors must comply
with Section 6002 of the Solid Waste Disposal Act, as amended by the Resource Conservation
and Recovery Act. The requirements of Section 6002 include procuring only items designated in
guidelines of the Environmental Protection Agency (EPA) at 40 C.F.R. § 247 that contain the
highest percentage of recovered materials practicable, consistent with maintaining a
satisfactory level of competition, where the purchase price of the item exceeds $10,000 or the
value of the quantity acquired during the preceding fiscal year exceeded $10,000; procuring
solid waste management services in a manner that maximizes energy and resource recovery;
and establishing an affirmative procurement program for procurement of recovered materials
identified in the EPA guidelines.

24. CANCELLATION
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Sourcewell or Vendor may cancel this Contract at any time, with or without cause, upon sixty
(60} days’ written notice to the other party. However, Sourcewell may cancel this Contract
immediately upon discovery of a material defect in any certification made in Vendor’s Proposal.
Termination of this Contract does not relieve either party of financial, product, or service
obligations incurred or accrued prior to termination.

Sourcewell Scranton Manufacturing Company/
New Way Trucks

Docusigned by: DocuSigned by:
By: | Jrimy Sduwarta, By: @S;\N

COFD2A139D064849... ACE37C12014541C...

Jeremy Schwartz Don Ross
Title: Director of Operations & Title: Vice President od Sales and Marketing
Procurement/CPO
Date: 11/11/2019 | 4:15 PM CST Date: 11/21/2019 | 4:06 PM CST
Approved:

BocuSigned by:

By: ULML CONM»HL

TE42BBF817AB4CC...

Chad Coauette

Title: Executive Director/CEQ
Date: 11/13/2019 | 6:40 PM CST
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RFP 091219 - Mobile Refuse Collection Vehicles with Related
Equipment, Accessories, and Services

Vendor Details

Company Name: Scranton Manufacturing Co.< Inc.

Does your company conduct business
under any other name? If yes, please  New Way Trucks

state:
101 State Street
Address:
Scranton , 1A 51462
Contact: Jesse Geeslin
Email: jgeeslin@newwayfleetforce.com
Phone:; 715-321-6048
HST#: 42-0993825

Submission Details

Created On: Thursday July 11, 2019 11:28:13
Submitted On: Thursday September 12, 2019 16:03:12
Submitted By: Jesse Geeslin

Email: jgeestin@newwayfleetforce.com
Transaction #: bb987cd9-c812-4f9a-990d-2071bf6a773d

Submitler's IP Address: 66.43.199.59
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Specifications

Proposer ldentity & Authorized Representatives

_ |Question |Response

1 Proposer Legal Name {and applicable |Scranfon Manufaciuring Company/New Way Trucks .

dibla, if any):
2 Proposer Address: 101 State Street, Scranion, lowa 51462 *
Proposer website address: newwaytrucks.com *

Proposer's Authorized Representative Pon Ross, Vice Presideni of Sales and Marketing, 101 State Street, Scranion, [A 51462,
(name, titte, address, email address & |[dross@newwaytrucks.com, 712.652.3396

phone) (The representative must have .
authority o sign the "Proposer’s
Assurance of Compliance” on behalf
of the Proposer).

5 Proposer's primary contact for this Don Ross, Vice President of Sales and Marketing, 101 State Street, Scranton, IA 51462,
proposal (hame, title, address, email dross@newwaytrucks.com, 712.652.3396 *
address & phone):

[} Proposer's other contacts for this Josse Geeslin, Director of Sales for New Way FleetForce, 101 State Street, Scranton, 1A 51462,
proposal, if any {name, title, address, |jgeesiin@newwayflestforce.com, 715.321.6048
email address & phone):

Company Information and Financial Strength

7 Provide a brief history of your company, inclwding |Scranton Manufacturing and its New Way Trucks brand is the crown jewel of the McLaughlin

your company’s core values, business philosophy, |[Family Companies. It is the largest privately-held mobite refuse collection vehicle manufacturer
and indusfry longevity refated to the requested in the nation. New Way Trucks is the fastest-growing company in the $80 billion solid waste
equipment, producis or services, industry and has been family-owned for more than 48 years, Throughout our existence, we

have been committed {o innovation, safety, quality, and customer satisfaction, Midwest valies
drive everyihing we do, and our people are our mosi valuable asset. When asked about why
and how our company has grown, McLaughlin Family Companies founder and 2009 National
\Waste & Recycling Association {NWRA) Hall of Fame inductee, John McLaughlin, attribites the
company’s conlinued success to the 4 P's; Principles, People, Products, and Persistence.

Since the very beginning, New Way's business plan has been based on growth and
expansion. We have experienced exponential year-over-year growth i each of the iast 10
years, and in 2015 we added a 56,000 square foot manufacturing addition. In 2018 a $3
millicn investment in computerized fabrication equipment and robotics continued that expansion
and foday our manufacturing space exceeds 400,000 square feet under roof in centfral lowa
with joint venture manufacturing projects throughout North America.

We are proud to offer the widest lineup of refuse cofiection equipment of any manufacturer in
the industry. Cur full line of affordable refuse equipment includes front loaders, rear loaders, .
satellite bodies, recycling bodies, side foaders, and aulomated side loaders In sizes ranging
from 6 to 43 yards. We alsc offer Compressed Naturaf Gas {CNG) fueling integration on all of
our modsts, which resulfs in a cleaner burning vehicle that lowers exhaust emissions and
utilizes a domestic fuel source,

We are also proud to boast the nation's largest Dealer Network with 36 dealers and 83
saparate locations that provide service fa all 50 states, In Canada, our Dealer Network
includes five privately-owned dealerships and 13 locations covering all of Canada. New Way's
Dealer Network also includes 11 additional focations across the globe. Due to our extensive
Dealer Natwork, New Way Trucks are on the ground in five of the world's seven continents.

Cur smali-town lowa focation in America’s hearfland stiff holds dear our family values and a
hard work ethic that has been passed down through generations. Pair this work ethic and
dedicaticn fo the job with the ability to inncvate and the willingness to lean, and you'll see
why New Way is able to produce such cutfing edge, high quality products, Through continually
Investing in training and educational opportunities for all employees, we are proud to maintain
a focus on research, remaining adaptable, and drive customer value in order to meet the
specific needs of our end-users.

8 Provide a detalled description of the products and |New Way Trucks offers the widest product lineup of refuse collection equipment in the indusiry.
services that you are offering in your proposal. Our Mammaoth front end load (FEL) models come in both standard and west-coast lightweight
designs. Our rear end load {(REL) models; the Diamondback, Viper, Cobra, Cobra High
Compaction, and King Cobra range in size from 6 to 32 cubic yards for both residentiat and
cammercial collection applications. In addition, we offer the strongest and most durable
aviomated side load (ASL) mobile refuse collection vehicle on the market, the Sidewinder, and
our Mamba Safeliife Side Loader completes the lineup. New Way is also the exclusive dealer
for RotoPAC, the world's first augerdriven automated side loader.
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Ali of our mobile refuse collection vehicles are available to be rented through our New Way
FleetForce program - the only direct-from-manufacturer rental company in the industry. New
Way FleetForce offers various rental contract options, ranging from as shorl as one week t0 a
multi-year restal contract. New Way FleetForce maintains a rental fleet of the newest and most
productive waste coflection vehicles and has the volume fo meet Members' various needs and
delivery requirements. in most cases, delivery can happen Imrnediately. Since our FleetForce
mebile refuse collection vehicles are built and distributed like any other of our New Way
products, Members are guaranteed factory-frained support through our nationaily-renowned
Dealer Network.

Front Loaders

The New Way Mammoth Is known for its superior strength and front-load durability, Designed
with one-piece, curved shell body side construction for supetior strength and a streamfined
appearance, the New Way Mammoth Front-End Loader comes equipped with the strongest
steel specifications in the waste industry. in addition, heavy-duty, single-piece constructed arms,
torque tube assembly, and Pack-on-the-Go features maximize route and labor efficlency.

Standard features on the Mammoth front-loader mobile refuse collection vehicle include a 4-
split bearing block with bronze bushings and an easy adjust deceleration valve, giving the
operalor control of the arm’s return to the vehicle body, Two safely cameras come standard
on this series; one affording the operator a view intc the hopper and another to assist in
reverse. This front loader also boasts the largest clean-out doors and sump in the industry.
Combined, these two features set the standard for ease of access and the clean out of trash
trapped behind the packing blade. As with alf New Way Trucks mobile refuse collection
vehicles, the Mammoth comes standard with a two-year cylinder warranty.

No other front-load mobile refuse collection vehicle on the market can offer the ease of use
and maintenance, superior strength, durability, and product support of a New Way Mammoth
Front Loader.

The New Way Mammoth Western Series is a lighter front-end-loader with mammeoth strength.
There is no need to sacrifice power in & front-load mobile rafuse collection vehicle when a .
lighter weight matters. The Western Series Mammoth Front Loader is over 10 percent lighter
than the Mammoth, while boasting the same superior strength and capacity that afl New Way
Trucks are known for. Weighing in at just 16,100 to 17,300 pounds, the Westemn Series
Mammoth maintains an impressive 34 fo 40 cubic yard hopper capacity and a packer cycle
time of onky 25 seconds.

This front-loader was designed to be compliant with DOT weight reguladions in many areas,
which we accomplished with lighter weight, high-tensile steels. This results in a mobile refuse
collection vehicle with superior strength at a reduced overall body weight that is compliant with
coastal states' regulations.

Custotmization of the Western Series Mammoth to accommodate 2 to 4  cubic yard bins i3
easy with smaller hydraulic cylinder sizes. This front loader still offers an incredible 8,000

pounds of lit in the single-piece arm, but when less strength is required for smaller bins,

customers can ajso select a 6,000 pound hydraulic cylinder opfion.

Each Western Series Mammoth front lcader's standard equipment includes high-tensile steel,
heavy-duty single-piece arms, forgue tube assembly, two safety cameras: one for operator
viewing of the hopper and another for backing up, and the largest clean-out doors and sump
in the industry. New Way Trucks aiso includes a two-year hydraulic cylinder warranty on alt
mabile refuse colfection vehicles.

Overall, the Western Series Mammoth frontoader offers brute force and superior strength
and stamina, all while being weight-log compllant for more stringent Department of
Transportation regulations.

Rear Loaders

The New Way King Cobra offers industry-leading reardoad waste compaction. The design of
this heavy-duty moblle refuse collection vehicle sets the bar in the refuse industry, putting i at
the top of the Industry’s food chain, The King Cobra is the unequivocal feader with an
approximate 1,000 to 1,300 pounds per cubic yard compaction rate and superior rear-loading
capabilities.

Built to take on a {ot of work without requiring much maintenance, the King Cobra rear loader
offers many of the standard features of other New Way rear-loaders. Curbside hydraulic
access, side-body auiomatic tailgate locks, a rear-view camera and two-year hydraulic cylinder
warranty are just a few of the many standard oplions. The King Cobra can also be
customized to meet the needs of a Member's individual operation.

Combine all of this with the fact that the King Cobra has the lowest cost of operation of any
comparable body size and one of the lowest warranty claims of any mobile refuse collection
vehicle body in the industry, and you've got a mobile refuse collection vehicle that charms the
most demanding of routes.

The New Way Cobra Magnum is a large rear-loader that is still fully DOT compliant. The
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Cobra Magnum offers the ultra-high compaction of the King Cobra with a body weight lighter
than what the competition is able to achieve.

The Cobra Magnum js designed to comply with Department of Transporiation weight
regulations and offers the easiest operational features in ftoday's mobile refuse collection
vehicle market. Operators have convenient access to curbside hydraulic controls on this
impressive rear loader that will easily compact approxdimately 1,000+ pounds per cubic yard.

Add in a huge 3,55 cubic yard hopper and a striking 21-23 second cycle time, and the Cobra
Magnum delivers the perfect size mobile refuse collection vehicle with the bite to crush
anything you throw its way,

The newest addition to New Way's product line is the Cobra High Compaction 25 yard rear-
end-loader, The Caobra High Compaction (HC) boasts the compaction and speed of its bigger
brothers, the Cobra Magnum and King Cobra, but features a lightweight body with an overalf
fower profile for height-rastricted refuse collection routes,

Preventive maintenance is made simple and easy with the vehicle's mounted front valve, easy
access wiring system, and removable slide show access cover. The new Way Cobra HC hits
the industry in 2020 with its 1,100 to 1,300 pounds per cubic yard compaciion rate, 15,000
pound weight (for the standard 25-yard model), and a 21-23 second cycle time.

Additional features include a farge 3.5 cubic yard hopper with wide 80-inch tailgate and
inboard hydraulic cyfnders, an inside-body hydraulic tank, optional auto-lock furmnbuckles, and
opticnal bol-on winch systems.

The New Way Cobra is a lightweight rear loader with full-sized compaction. Qur Cobra rear-
end-joader is the contractor's choice, striking the perfect balance between cutstanding
compaction and a lightweight 20 cubic yard hody. With a compaciion rate of up to 1,000
pounds per cubic vard, the Cobra is a powerful rear load mobile refuse collestion vehicle that
will do everything mid-size mobile refuse collection vehicles can do,

Add in the Cobra's large 3 cubic yard hopper - available in 9 to 25 cubic yard capacities -
on a single-axie chassis, externally-mounted hydraulic cylinders for easy maintenance,
operating valve on the oulside of the hopper, automatic tailgate locks with outside lever
contrals, high-compaction body and a variety of container-handfing options for hoth steel and
plastic carts, and you'll understand why the Cobra dominates the mobile refuse collection
vehicle industry,

The New Way Viper is an innovative rear-end-lcader built for safety and maintenance, K Is
one of the most popular mid-compaction rear loader bodies on the market today. Larger
capacify Viper unils are excellent for both residential and commercial work.

New Way's enginsering {eam has increased safety and added value with a design that moves
the hydraulic cylinders and the operating valve to the outside of the vehicle’s body. This
creates a straight ine between levers and control rods, making maintenance quick and easy.
The operator valve placement efiminates the need to reach info the vehicle body, increasing
operafor safety.

The Viper also comes standard with automatic failgate locks with the control handie located on
the side of the chassis, thus eliminating the time and effort needed to go back and forth to
operate the traditional turnbuckle locks.

With accessories and adapters to accommodale alt varieties of residential cart tippers and
commercial containers, a rear-view camera and a two-year hydraulic cylinder warranty, this
venomous rear loader Is sure to paralyze the competition.

The Mew Way Diamondback packs powaerful features into a compact profile. Qur smallest rear-
load mobile refuse collaction vehicle axhibits quakty in workmanship and raw materials that
differentiates it from the compefition, This compact, low-profile mobile refuse collection vehicle
with a low load-still threshold has a compaction rate of approximately 800 pounds per cubic
yard in the standard unit and up to approximately 1,000 pounds per cubic vard on the high-
compaction model.

When searching for quslity, affordability, and maneuverability to service residential park
collection routes, the Diamondback mobile refuse collection vehicle is the answer, It is available
in & or 8 cubic yard body capacities, and is adaptable to afl residential cart tippers.

The Diamondback is lethal fo the competition as if comes fully-aquipped with a range of
standard features that are merely options on most other units, including a rear-vision camera
and standard two-year hydraulic cylinder warranty.

Aufornated Side Loaders

The New Way Sidewinder XTR is an automated side-loader with one-operator efficiency. With a
faster compaciion rate unrivaled by any other side-oad mobife refuse colfection vehicle on the
market and the industry’s strongest frame-mounted collection arm that reaches up to an
impressive 12 feet, efficiency is always at the operator's side. The Sidewinder XTR combines
the convenience of automated loading with the ability to maneuver in tight spaces to create
an ultra-tough, overbuitt side-loading machine.

Af the end of the day, the convenient feafures of the Sidewinder XTR are even more evident,
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Mobile refuse collection vehicle operators appreciate the convenience of being able ic easily
clean cut behind the pack panel witts the widest opening access and largest clean-out sump
in the industry. Add to that the standard rear-view camera and a two-year hydraulic cylinder
warranty, and you can see why the Sidewinder XTR has a sofid grip on the competition.

The New Way RotoPAC Is the first auger-driven organics and municipal solid waste coliection
vehicle in the world, The ultimate goal of waste management Is zero waste being deposited
inte landfils. With an eye fowards the future, New Way is leading the pack with our RotoPAC,

Organics on Monday, municipal solid waste (MSW)} on Tuesday. Gone are the days of
makntaining separate trucks to meet a community's waste management needs. As the first
mobile refuse collection vehicle in the world that works equally well with municipal solid waste
as it does with organic refuse collection, the dual-purpose RotoPAC is designed for operational
flexibility.

The RotoPAC's self-cleaning auger not only more efficiently compacts organic materials - such
as grass clippings and food waste - bt will automatically reverse in the rare event of a jam.
The 23,000 pounds of auger torque makes quick work of compaction and self-cleaning, which
eliminates downtime fo clean out behind a pack panel. The aulomated arm has a 12.foot
reach and can easily manage up fo 500 pounds at maximum extension.

Add to that & 27 cubic yard body, the highest legal payload in the industry at 25,000 pounds,
reduced hydraulic cylinder maintenance due to the auger, and a liquid-tight hopper up to 40 .
inches high, and you have the mosi innovative, adaptable, and futuristic mobile refuse
coliection vehicle available on the market today. The RotoPAC is available in sizes ranging
from 14 to 27 cubic yards,

Satellite Side Loader

Tha New Way Mamba is a fiercely-fast and agile side loader. This salellite side loader skithers
its way ine residential refuse collection routes that other mobile refuse collection vehicles -
cannot and provides the freedom to load from either side of the vehicle. With its slender body
construction, the Mamba plays a vital role and has the ability to transfer compacted materials

to larger rear loaders,

Available in fixed-bady mount, the Mamba also featwres cart fipper and barrel dumper options,
giving Members the ability 1o customize a side-loader machine that is sure to strike fear into
the competition.

What are your company's expectations in the
aevent of an award?

In fthe event of an awarded contract, members of the New Way team wilf travel to Minnesota
within 45 days of an award io Initiate further training on the new agreement and formally
launch the contract. The remainder of our organization wilt be subsequently trained, and
updated procedures will be quickly disseminated to our Regional Sales Managers (RSMs) an
onward to our Dealer Network, New, discounted pricing wif become valid immediately to
Members and our new turnkey solution will be quickly implemented,

A Sourcewell-awarded contract will allow New Way Trucks to continue {o provide Members with
great preducts a! a discounted price to our many existing municipal customess, grow our
municipal base, and open the door ta new opportunities in the educational space.

¢

Demonstrate your financial strength and stability
with meaningful data. This could inciude such
items as financial staiements, SEC filings, credit
and bond ratings, letters of credit, and detailed
reference letters. Upload supporting documents (as
applicable) in the document upload section of your
response.

New Way Trucks is the cornerstone of the Mclaughlin Famity Companies, a rapidly expanding
central-iowa based group of companies focused on refuse, recycling, and veterinary equipment
manufacturing and retail product distribution for new and used automobiles and automotive
products, The company has consistenily experienced annual double-digit growth, and now
employs nearly 550 people in Cenfral lowa. This growth is expected to continue as the
company is committed to expanding manufacturing capacity 1o meet an ever-growing demand -
for its product line. On average, New Way has experienced a 20 percent per year growth on
orders recelved and units buiit over the past three years.

il

What is your US market share for the solutions
that you are proposing?

New Way Trucks holds an approximate 15 percent market share in the US for mobile refuse
equipment. Our Dealer Network lays the cornerstone for our entire organization, covering every
state in the nation and all of Canada. Although Sourewell focuses on the USA and Canada,
New Way aiso has a global presence through our international Dealer Network, with our
equipment currently on five of seven of the world's continents.

12

What is your Canadian market share, if any?

Accaording fo our best estimates, New Way currently has a 20 percent market share in
Canada. Canada is also home to our RotoPAGC manufacturing operation, With 5 dealerships in
43 locations covering the entirety of Canada, our presence in Canada is poised to expand.

13

Has your business ever petitioned for bankruptcy
protection? If so, explain in detail,

No. New Way Trucks is a financially stable organization with confinued growth year after year.
We are the largest privately held manufacturer of refuse equipment in North America and rank

in the top 3 of all manufacturers of our type.
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14

How is your organization best described: is it a
manufacturer, a distributor/dealerf/reseler, or a
service provider? Answer whichever question
(either a) or b) just below) best applies to your
organization,

a) If your company Is best described as a
distributor/dealer/reseller {or similar entity), provide
your written authorization o act as a
distributor/dealer/reseller for the manufacturer of
the products proposed in this RFP. if applicable, is
your dealer netwark independent or company
owned?

b) If your company is best described as &
manufacturer or service provider, describe your
relationshkip with your sales and service force and
with your dealer network in defivering the products
and services proposed in this RFP. Are these
individuals your employees, or the employees of a
third party?

Both Mew Way's sales force and Dealer Mefwork cover afl of the U.5. and Canada. Our sales
force is comprised of all New Way employees, whereas our trusted dealers and their
representatives are employees of thelr respective dealerships,

Domestically, the New Way Dealer network is made up of 36 privately owned dealerships with
83 separate locations across the United States. In Canada, our Dealer Network is five
dealerships strong and spans 13 locations, This North American network includes hundreds of
employees dedicated to showcasing the New Way brand. To support its customers and
extensive Dealer Network, New Way Trucks has a broad sales, marketing, and service
organization made up of New Way employees. Ten Regional Sales Managers (RSMs) are
responsible for cur North American sates terrifories and provide direct dealer and end-user
product support. These RSMs are responsible for training, educating, and demonstrating our
products to end-users and dealers. They also assist with price quofing, order development,
and support both during and after the product sale. Our Service, Warranty, and Parts teams
provide after-sales support to both dealers and end-users. Field Service teams provide on-site
technical support and fraining to our end users and Dealer Natwork.

New Way certified field service technicians are available to Members, These field service
technicians provide service and support at Dealer and Member locations to assist with any
maintenance needs that arise.

The New Way Dealer Network js the first line of defense for any paris or service issue, Each
dealer maintains an inventory of stock parts and a team of service fechnicians are available
to support Members when necessary.

16

If applicable, provide a detailed explanation
outlining the licenses and cerlifications that are
both reguired to be held, and actually heid, by
your organization (inckuding third parfies and
subcontractors that you use) in pursuit of the
business contempiated by this RFP,

The American National Standards Institute (ANSI) is the governing bedy for refuse equipment
specifications and requirements in North America, and is administered by the National Waste
and Recycling Association (MWRA). New Way is represented on all ANS! committess and is
actively involved in establishing new equipment safety protocols and equipment specifications
for our industry.

New Way is also actively involved with the NWRA including holding senior-level board seats on
both the 10-person Board of Trustees and the 1t-seat Supplier Board of Governors, fn
addition, our manufaciuring facility Is cerlified by the Qccupational, Safety, and Health
Administration (OSHA).

18

Provide all “Suspension or Disbarment” information
that has applied to your organization during the
past ten years.

New Way Trucks has not been suspended or disbarred from participating in any government
contracts since the company's inception.

17

Within this RFP category there may be
subcategories of solutions. List subcategory fifles
that best describe your products and services,

Mobile Refuse Collection Vehicle Rental Program: New Way is a diversified provider of
municipal equipment. As part of New Way's offering, we also provide rental options through
New Way FleetForce - the only direct-from-manufacturer rental aperation in the industry. New
Way FieetForce provides both short and long<term rental solutions for all the equipment we
manufacture. A rental program is a great solution for Members jooking for different finance
options to acquire the \same great New Way Truck.

Work Ready Vehicle Program: The New Way Trucks Work Ready Vehicle Program is designed
to meet Members' immediate needs for sclid waste collection vehicles. New Way regularly
builds standard, weli-equipped vehicles that provide immediate solutions for Members that
desire quicker turnarcunds.
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Industry Recognition & Marketplace Success

ftom’ Questton o Response
18 Descr!be any relevant mdustry awards or New Way is extremeiy active in the MNorth Amancan sollct waste |ndustry and has been
recognition that your company has received in recognized by both the NWRA and Solid Waste Association of North America (SWANA)
the past five years throughout the years, Az mentioned In ifem seven, our founder, John Mcbaughlin is a
member of the NWRA Hall of Fame,
2019 NWRA member of the year Don Ross, New Way Vice President of Sales & Marketing,
Though it falls outside of the suggesied 5-year window, Don is also the recipient of the 2008
Solid Waste Association of Morth America (SWANA) Distinguished Service Award. '
2018 Waste36C 40 under 40 Johnathon Mclaughlin, New Way Executive Vice President
2017 NWRA member of the year Mike Mclaughlfin, New Way Chisf Executive Officer
2018 SWANA Collection & Transfer Technical Division Director, Don Ross, New Way VP of
Sates & Marketing
19 \What percentage of your sales are ic the New Way Trucks serves both the private and public seclors of the Industry, however the
governmental sector In the past three years majoriy of our customers are government entities. In the past three years alone nearly G *
percent of New Way sales were to the public sector.
20 What percentage of your sales are fo the Less than five percent of New Way sales is currently fo the education sector, however New
education sector in the past three years Way is proud to list a number of major universifies as customers. This list includes Marvard
University, Pennsylvania State Unjversity - University Park, The University of Missowri at
Columnbia, Bucknelt University, The University of Minnesota - Twin Cities, lowa State University,
The George Washington Urniversity (DC), Gecrgia State University, and The Ohio State *
University. A number of other educational institutions are New Way customers, including the
Jurupa Unified School District {CA), Leng Island Unified (NY), San Ramon Valley Unified
School District {CA), Atascadero Unified School District (CA), and the Long Beach Unified
Scheol District {CA}, to name just a few.,
21 List any state or cooperative purchasing contracts |New Way currently holds a confract with the Houstop-Galveston Area Cooperative, however
that you hold. What is the annual sales volume sales via this cooperative account for less than ope percent of annual total units sold. .. .
for each of these contracts over the past three
years? .
22 Ligt any GSA contracts that you hold. What is New Way is listed as a manufacturer on GSA confract #47QMCA18DCOOE, held by our
the annual sales vofume for each of these dealer, Maryland Industrial Trucks. Through this contract New Way equips military bases .
contracts over the past three years? around the globe with refuse collection equipment. Sales via this contract have accounted for
less than five percent of annual fotal units sold,

Referencesi/Testimonials

Line Hem 23.

Entity Name”’ oin | Contact Name ®. : : 5 |Phione Number” . S dan
City of Sacramento, California (Sourceweti Hector Barron - F'ublic Works D|reclor 916-808-8300 N
Member #18730)

City of Danville, lllinois (Scurcewell Member #2185} |Carl J. Carpenter - Director of Public Works 217-431-2287 *
Emerald Coast Utilittes Authority (Sourcewell Randy Rudd - Director of Shared Services 850-898-4676 N
Member #19660)

City of Greenville, South Carclina (Sourcewell Dave Derrick - Assistant Director of Public Works 864-467-4345

Member #4052)

City of Savannah, Georgia (Sourcewell Member
#28141)

John Sawyer - Public Works Director 912-651-4241

Top Five Government or Education Customers

Line ltem 24. Provide a list of your top five government, education, or non-profit customers {entity name is optional), including entity type, the
state or province the entity is located in, scope of the project(s), size of transaction(s}, and dollar volumes from the past three years,

(statel
ciProvimee i

California - CA

i 1._: Slze of Transactlons

City of Government The City of Sacramento’s Recycling $7,966.496.98

Way customer for many years.
California’s capital ¢ty provides waste
collection services to more than
128,000 residential customers, and
New Way Trucks are trusted with the
collection and disposal of all refuse
and recycling materials.

New Way has buxlt 49 moblie
Sacramento, and Solid Waste department has refuse collection vehicles for
California been a regular and consistent New the City of Sacramento over

the past 3 years, with 16
more currently on order. Our
relationship goes back
further than that, as there
are dozens more New Way
Trucks in the City's fleet.
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services for all City departimenis,
Savannah residenis, and paid
subscribers residing in the
unincorporated areas of Chatham
County, Georgia. Savannah has been
a hational leader in handling waste
in the management-by.component
approach in which different types of
waste have different handling
characteristics and are re-used,
recycled, processed, or disposed of
accordingly. New Way is lucky to
have been part of such an
innovafive approach to managing
municipal solid waste,

Trucks. With over 50 New
Way Trucks in the Cify’s
fleet, we are glad to have
played a part in kesping one
of the nafion’s most
picturesque cities beautiful
for so many years,

Gity of Kansas | Government Missouri - MO A relatively new Sourcewell Member, |The city of Kansas City, $2,047,314
City, Missouri Kansas City is one of the fastest- Missourfs most recent New
growing and dynamic municipalities in |Way order was for 30 units.
the Midwest. As a resuit of recently
privatizing collection efforts, the city
provides one of the most cost-
effactive trash and recycling
callection services in the nation,
Residents of Kansas City are not
charged a monthly fee for irash
coflection service, but rathar the
service is funded from general fax
dollars. Currently, Kansas City's
Public Works Depariment is
evaluating its current sclid waste
managemant process and is
developing a Long-Term Solid Waste
Strategic Management Plan, a plan
that New Way is honored to be
included in.
City of Government South Carolina- |The Garbage & Recycling division of |The City of Greenville's most [$1,202,697.9¢
Greenville, sC the City of Greenville, South Carclina |recent New Way order was
South Carolina uses New Way Trucks for the for 5 mobile refuse collection
collection and disposal of residential |vehicles. Like many of our
solid waste, New Way Trucks valued municipal partners,
confributed to the city's Fleet Greenville is a repeat
Services Division sarning a #11 customer.
ranking on the NAFA Fleet
Management Association's 2017 Top
100 list.
Emerald Coast Government Florida - FL Among other services, the Emerald ECUA has bought 8 New $1,113,729.40
Utilities Authority Coast Utifities Authority provides solid |Way Trucks within the past
(ECUp) waste, recycling, and yard frash year, bringing the number of
r collection to residential properties New Way mobile refuse
within the unincorporated area of collection vehicles in their
Escarmbla County, Florida, New Way  [fleet fo an even 20. Through
is proud to have provided mobile discussions with ECUA
refuse collection equipment to leadership, we are expecting
Florida's oldest county in an effort to |orders anywhers from thirty
keep a beautiful area of the country [to forty vehicles in the near
in pristine condition. future. Ten are on order
currently, with more
purchases programmed for
2020,
City of Government Georgia - GA The City of Savannah's Department |Yet another repeat customer, |$519,650,52
Savannah, of Refuse Disposal provides solid the City of Savannah's latest
Georgia waste processing and disposal order was for 6 New Way
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Ability to Sell and Deliver Service Nationwide

Describe your company's capability to meet the needs of Sourcewel Members across the US, and Canada if applicable.Your respanse should address in
detail at least the following areas: locations of your network of sales and service providers, the number of workers (full-time equivalents} involved in each sector,

whether these workers are your direct employees (or employees of a third party}, and any overlap between the sales and service functions.

U_m.;' o
tem

Question

~ |Response

25

Sales force.

New Way is proud to employ 10 Regional Sales Managsets (RSMs) that cover all of the Norh
American continent. Qur RSMs are strategically located within their territories to provide
immediate response to customer inquiries. New Way proudly boasts the largest sales team of
any refuse equipment manufacturer in North America. Qur RSMs are supported by three sales
assistant, a sales order supervisor, and fwo markefing specialists located at our primary
manufacturing facility.

26

Dealer network or other distribution methods.

New Way's Dealer Network is the cornerstone of the entire organization. Our expansive Dealer
Network is able to service every state in the United States and all of Canada. Cur 36 U.5.
deglers have B3 locations throughout the country, and our § Canadian dealers have 13
locations throughout Canada,

27

Service force,

New Way supports our dealer service programs with both factory-based and field service teams,
Along with an extensive parls department, our factory-based service department operates like a
call center by providing technical support to our dealers' service depariments as well as our
end users. New Way's four fleld service representatives are regionally Jocated in Florida,
Arizona, Missouri, and iowa fo provide on-site fechnical support for critical cut-of-service issues
and !o support our factory-based service teams with on-ground intelfigence, Additionally, most
dealers have their own service programs and provide field service support to customers,

The New Way Parts Department - centrally located in Carroll, lowa, has 3 knowledgeable call
center support staff, 1 Internet salesperson, and 5 Shipping and receiving personnel to handle
any replacement parts needs for Members in an efficient, professional, and timely manner, We
have the ability to ship parts anywhere in the world with our logistics parinerships, Due to our
close refationship with New Way's production plant, lead times for uncommon paris are very low.

Qur Dealer Network is the first fline of defense for any parls and services inquiries. Each of our
dealers currently stock parts and have several senvice technicians immediately avallable o
pravide assistance where needed,

28

Describe in defait the process and procedure of
your customer service program, Iif applicable.
include your respense-time capabilities and
commitments, as well as any incentives that help
your providers meet your staled service goals or
promises.

New Way's service department is ed by an experienced service manager and bas two in-house
service fechnicians and four field service technicians. Our two in-house technicians are always
available by phone, so our response time is usually immediate. Our field service technicians are
also available by phone but much of the time are on-site at customer or dealer locations as
needed, In addition, the New Way controls, hydraulic and mechanical engineering teams are
also available to assist the service team.

To assure customer safisfaction sach New Way service teamn member takes full ownership of
each call and visit following up to complete tesolution.

Cur parts department is able o provide immediate response to our customers’ needs. New Way
constantly works with our dealer support network to provide timely customer service out in the
field as well. Ali dealers have access to the full New Way products paris catelog and keep the
most commeon parts in stock for immediate delivery in order to support members and their New
Way equipment. If a dealer doesn’t have a part in stock, New Way ships globallyl Based in the
central United States, parts can be available anywhere in the continental US overnight.

New Way's direct rental company, New Way FleetForce, Is able to provide pre-positioned rental
vehicles across the nation. Rental vehicles are also available for both long and short-term
rentals for coniract changes, seasonal leaf collection, emergency clean-up and disaster
recovery, and other short or long-term refuse collection projects,

Because New Way FleetForce rentals are immediately available, they are ideally suited to ald in
ratusal disaster recovery operations. New Way Trucks have aided with storm clean-up efforts in
both the Houston area following Hurricane Harvey and In Puerto Rice following Hurricane Maria.

29

Identify any geographic areas of the United
States that you wilk NOT be fully serving through
the proposed contract,

MNew Way has mobile refuse coliection vehicles in all 50 states, and is well-equipped to provide
refuse equipment solutions to every state in the country, There is nowhere that we won't
service nationwide.,

30

Identify any Sourcewell Member sectors e,
gavernment, education, not-for-profit) that you
will NOT be fully serving through the proposed
contract, Explain in detail, For example, does
your company have only a regional presence, or
do other cocperative purchasing contracts limit
your ability to promote ancther contract?

Through our national presence and extensive dealer network, New Way Trucks is able to serve
all Sourcewell Member sectors,

31

Define any specific contract requirements or
restrictions that would apply fo our Members in
Hawail and Alaska and in US Territories,

There are no restrictions in Alaska, Hawail, or any US Territories. New \Way vehicles are
currently in service throughout Alaska, Hawaii, and alf US Territories.
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Marketing Pian

Question

{Respanse*

Describe your marketing strategy for
promoting this contract opportunity.

Uplead representative samples of your
marketing materials (if applicable) in the
decument uplead section of your respense.

Sourcewell is and will continue to be a key feature in the entire New Way sales and marketing
program. New Way dedicates a page on our website - newwaytrucks.com/sourcewell - o our
partnership with Sourcewelf. For the past five years, New Way has included the NJPA/Sourcewell
contract information in all of its marketing efforts including a logo on all of our product brochures, in
gll dealer communication including electronic newsletters, and at all evenis and conferences, We have
also parinered with Sourcewelt staff to present the benefits of being a Sourcewell Member at the New
Way semi-annual dealer summit event.

Additionaily, New Way will continue to participate in Nationwide Sourcewell training events. New Way
Trucks is also prepared to co-sponsor local, regional, and nationwide trade shows with our Dealer
Network - which all focus on aur products and partnership with Sourcewell,

Attached for your review are samples of our marketing materials. Product literature is available for aHl
New Way products.

33

Describe your use of technolegy and
digital data (e.g., social media, metadata
usage} to enhance marketing effectiveness.

New Way is an indusfry leader in social media strategy & digital media execution. Our official
accounts have over 3,700 page likes on Facebook, 500+ twitter followers, 250+ YouTube subscribers,
and 1,000+ instagram followers,

New Way Trucks is also an industry leader in online presence, as our advanced and comprehensive
website has averaged over 12,750 pageviews every month throughout the last calendar year, Within
the site is a password-protected dealer portal - a great resource for product specifications, company
news, publicly available dealer contact information, and Sourcewell pricing and contract information for
dealer use. C

QOur on-site Research & Development Department is constanfly striving to make data-driven decisions
to improve the refuse bodies we manufacifure. In turn, these product updates are marketed through
both fraditicnal and digital means.

34

In your view, what is Sourcewell's role in
promoting coniracts arising out of this
RFP? How will you integraie a Sourcewel-
awarded contract into your sales process?

A Sourcewell-awarded contract represents a long term partnership between well-respected
organizations. This partnership is made stronger by the participation of its members and engagement
of its vendors and Sourcewell represenis the conduit between these entities. For the confract to be
successful, both parties should help promote its value, A vendor such as New Way needs Sourcewell
to coanect us to its members while simultaneously promoting the competitive nature of the
procurement took, the high-quality, industry leading vendors i selects, and the ease of use of its
program. At the same fime, a vendor such as New Way, with its large North American footprint, vast
dealer network, and industry-leading municipal customer base, should showcase its Sourcewsll-
awarded contract as the cornerstone of s municipal sales program. No other compeitively procured
agreement has the reach, ease of use, and cost savings of a Sourcewelf-awarded contract, and New
Way's team wilt promote and demonstrate that value through all of its sales and marketing channels,
as it does today.

New Way Trucks highly values Sourcewell's continued padicipation in our semi-annual dealer summit
and training programs that bring together and support Members and Vendors.

Sourcewslt is already a large parl of the sales process at New Way Trucks. We prominently place
the Sourcewell logo and awarded contract number on product literature, marketing collateral,
aNewsletters, and our website. Our New Way Dealers are very well-versed in doing business within
the confines of the Sourcewell Contract. New Way will confinue to exhibit our partnership with
Sourcewell at local, regional, and nafional training events and tradeshows. Sourcewell will remain a
key fixdure in New Way's sales process.

35

Are your products or services available
through an e-procurement ordering
process? If so, describe your e-
procurement system and how govermnmental
and educational customers have used it

Since 90 percent of our mobile refuse coliection vehicles are specially customized for our cusiomars,
we do not currently offer an e-procurement ordering process,

Vatue-Added Attributes

Describe any product, equipment,
maintenance, or opesator fraining
programs that you offer io Sourcawell
Members. Include details, such as
whether fraining is standard or
aptional, who provides trainiag, and
any costs that apply.

As mentioned previously, New Way regularly hosts Dealer Summits and nationwide training events
aimed at informing and educating both our Dealer Network and Members on how to best care for our
New Way Trucks. We also host and broadcast at-factory service events and vehicle updates. We'l
even go out to a Member location and train them on the product during time-of-sale and throughout
the preduct life cycle, We proactively trair members to show how a New Way solution will work better
for them than their current product. To do this effectively, we always have a fleet of new demc
vehicles across the United States and Canada available for demenstration to Members.

In addition to our regional and at-factory sessions, New Way provides standard on-site delivery
maintenance fraining to the Member through our Deater Network.
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Describe any technological advances
that your proposed products or
services offer,

New Way Is constantly innovating, and technological advances are too numerous to list. However, two
significant advances include the following:

Introduced & years ago, the New Way RotoPAC is the first augerdriven organics coltection vehicle in
North America. It is also the first mobile refuse collection vehicle that works equally as well with
municipal solid waste as it does with organic refuse collection. Additionally, it is the first mobile
compactor to offer 23,000 pounds of torque In a screw-fype auger,

In early 2018, New Way teamed with BYD - an international leader in battery-electric automoebiles - o
detfiver the firsé 100 percent battery eleciric Class 8 rear loader to Recology Cleanscapes in Seattie,
Washington, We are proud to have aided in developing the most advanced mobile refuse collection
vehicles in the wosld and to have played such a major part in effecting positive, sustzinable change.
New Way Trucks is currently working with BYD on other 100 percent battery-electric configurations,
including & fully-automated side Joad mobile refuse collection vehicle,

New Way's latest body features are designed to make routine service easier than ever. To keep
vehicles running in top form, periodic maintenance is required, and our 20-person engineering
department is making that easier through thoughtful design,

38

Describe any “green” initiatives that
relate to your company of fo your
products or services, and include a
list of the certifying agency for sach.

Asida from offering a compressed nalural gas fueling system on any of our product madels, resufting
in cleaner emissions, New Way paricipates in other environmerially-friendly initiatives at our
manufacturing facility, We monitor stormwater on an annual basis. We also patticipate in a filter
program with a local landfill to ensure that we carmry permits for proper disposal. in addition, we
contract with Safety Kleen to dispose of paint waste in an environmentally-responsible manner. Finally,
the air quality in our factory is tested twice per year, once in the summer and once in the winter,
During this process, we analyze all areas of production to collect several readings to assure that our
employees are breathing clean air.

39

Identify any third-party issued eco-
labels, ratings or certifications that
your company has received for the
equipment or products included in
your Proposal related to energy
efficiency or conservation, life-cycle
design (cradle-to-cradle}, or other
greenfsustainability factors.

Alternative fuels continue to be a focus. That's why New Way incorporates fuel defivery systems infe
our truck bodies, Additionally, New Way teamed with BYD - an international leader in battery-electric
automobiles - in eanly 2018 ic deliver the first 100 percent battery electric Class 8 rear loader fo
Recology Cleanscapes in the Pacific Northwest, The BYD Chassis is the first of its kind in the United
States, and New Way is proud to have made this project a reality, A number of units are currently on
order in different configurations, and we are excited and honored to be at the forefront of the battery-
electric movement as an alternative o fraditionally fueled vehicles.

More than 25 percent of all New YWay mobile refuse collection vehicles are builf to be fueled with
compressed natural gas. Cleaner emissions, fuel savings, and whisper quiet operation are just a few
reasons why so many of cur clients are opting to make the transition o mabile refuse collection
vehicles fueled by Compressed Natural Gas. CNG systemns are available on most New Way models,
and we continue to work with fuel providers fo make the waste industry more environmentally friendly.

40

Describe any Women or Minority
Business Entity (WMBE), Smail
Business Entity (SBE), or veteran
owned business certifications that your
company or hub partners have
obfained. Lipload documentation of
cartification {as applicable} in the
document upload section of your
response.

New Way is a family-owned company and, as a result, is not eligible for these cerifications. However,
New Way supporis the National Waste & Recycling Association wemen’s council through active
engagement and generous contributions to the association, We are proud to have representation on
the NWRA Women's Councif, and we are honored to employ several active-duty U.S. military members
and veterans,

Southern Sewer Equipment Sales, one of our New Way Dealers in Flotida, is a §1 percent female
owned, state-certified MBE. [t is also certified by several cities and counties with certification pending in
others.

Envirotech Equipmert Comparny, our New Way Dealer for the state of Wisceonsin, is a certified woman-
owned business located in Lannon, Wisconsin,

Guthrie Sales & Service, our New Way Dealer that serves northwest New York State, was founded in
2015 and is currently woman-owned.
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41 What unigue atiributes does your Deafer Network
company, your products, or your
services offer to Sourceweil Members? |New Way Trucks is an industry leader unlike other mobile refuse collection vehicle manufacturers in
What makes your proposed sciutions |many ways. Most importantly, we've got the strongest and most well-respected Dealer Network in the
unigue in your industry as it applies industry, We're also proud to boast the widest, and continually expanding, product lineup in the mobile
to Sourcewell members? refuse collection vehicle manufacturing industry. Additionally, New Way Is home to the only direct-from-
manufacturer rental company, New Way FleetForce, in the industry. Qur competiters use third parties fo
rent and lease their vehicles.

Customization

New Way Trucks believes that all solid waste is local and although waste collection may be similar in
different areas of the country, it takes on its own unique character, depending on where it occurs, As
a result, each New Way Truck takes on its own unigue personality and is customized for that specific
focal waste collection peed.

As the largest privatefy-hefd manufaciurer of refuse bodies in North America, we are proud to offer the
most customizable bodies available on the market today. 90 percent of our mokile refuse collection
vehicles leave our manufacturing facilities specially cusiomized for our valued customers. We are also
the fastest-growing company - public or private « in the entire solid waste industry. New Way Trucks
was the first North American refuse manufacturer in China and was a vital part of the 2008 Beijing
Olympics, where more than 270 New Way Trucks were used o service one of the largest international
sporting evenis in the woerld.

Local Pariner - Global Reach

We have the ability to ship parts anywhere in the world with our logistics partnerships. All dealers
have access to the full New Way products parts catalog and keep the most common parts in stock for
immediate delivery in order to support members and their New Way equipment. In the rare case of a
dealer being out of a stock part, New Way ships globally! Based in the central United States, paris
can be available anywhere in the continentat US overnight.

42 Identify your ability and willingness to  [Through our 5 dealer pariners across 13 locations in the couniry, New Way Is proud to offer all our
provide your products and services to  |mobile refuse collection vehicles and service capabilities to Canada in its entirety. R
Sourcewell member agencies in
Canada.

Warranty

Describe in defail your manufacturer warranty program, including conditions and reguiraments to qualify, ¢laims procedure, and overall
structure. You may upload representative samples of your warranty materials (if applicable) in the document upload section of your response in
addition to responding to the questions below.

New Way manufactured replacement paris, components, and assemblies are scid
under a Limited Warranfy fo be free from defects in workmanship or material for a
pericd of twelve (12) months. This is a part replacement only warranty and the item
must be returned te the New Way Dealer for exchange. The labor and shipping cost
to replace the parts shall be the responsibiity of the customer. There is no warranty
on expendable items, wear components, or used parts.

Do your warranties cover all products, parts, and labor?

Exiended warranties are available on all of our current bodies and turnkey chassis.
Mere information about extended warranties can be found on our price sheets and
via the chassis' Original Equipment Manufacturer (GEM).

Sourcewell Members will register their New Way warranty cards., This process is
handled via an easy onfine form that a Member's local New Way Dealer can fill out.

Parts only warranly {see section Ili.d of attached warranty statement) will apply for
distributor or customer instalied accessories that have been purchased through
Scranton Manufacturing Company, provided part failure was not due to improper
insfallation, use, or neglect. Damage caused by incorrectly installed fiekd accesscries
may void portions or all of the unit’s warranty.

When a warranty service is requested, the distributor shall:

-Verify warrardy eligibility of the machine to be serviced per previous sections
-Diagnose the problem to determine that the service is warrantable

-Ensure that the parts necessary fo perform the repair are available

-Provide the necessary repair services

Complete and submit the Warranty Reguest Form

For more on the Warranty Request Form, see sections V.b and V.c of the atiached
warranty statement
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44

Do your warranties impose usage restrictions or other
limitations that adversely affect coverage?

New Way's warranty shali not apply to equipment that has been subject to misuse,
negligence, or accident, or which has been repaired or aftered without Mew Way's
prior knowledge or consent. New Way will not be responsible for warranty repairs
made ir the field by personnel other than from New Way or an authorized New Way
agent unless previously authorized by New \Way.

New Way Trucks are designed io operate only with the CEM praducts used by New
Way. This limited warranty will be void if the New Way products are modified other
than as done at New Way's factory or at a New Way authorized dealer unless
authorized by New Way.

Use of parts and assemblies from another manufacturer as substitutes for OEM
producis wilk also void the limited warranty. There will be no warmranty on used parts,

45

Do your warranties cover the expense of technicians’
travel time and mileage to perform warranty repairs?

Travel time and mileage are not subject to warranty laber reimbursement.

46

Are there any geographic regions of the United Sates
(and Canada, if applicable} for which you cannot provide
a certified technician to perform warranty repairs? How
will Sourcewell Members in these reglons be provided
senvice for warranty repair?

We have warranty service coverage in all areas covered under the Sourcewell
contract. Service requests will be covered by the lecal autherized dealer or their
designated service center,

47

Will you cover warranty setvice for items made by other
manufacturers that are part of your proposal, or are
these warranties issues typically passed on fo the
original equipment manufacturer?

in the case where a chassis is provided, New Way's warranty covers the vehicle's
body only. The OEM is responsible for covering the warranfy for a chassis.

New Way's warranty statement does not cover cther manufacturers’ goods., New Way
warrants the packer body assembly for a standard base pericd of one (1) year from
date of delivery (see section lll.a of aftached warranty statement). This limited
wazranty applies to body components as defined below o be free from proven
defects in material and workmanship. Wear parts (pins, bushings, chain assemblies,
door and gate seals, wear pads, efc.), and normal wear and tear are exciuded. Labar
repair cost may also be covered, {see section IV.g of attached warranty statement).
Tha body assembly is defined as the following:

-Arms {front Joaders and side loaders)

-Packer or £ject Panel

-Tallgate

-Electrical components

-Factory installed aftermarket parts {see section {V.a of attached warranty statement)
-Hydraukc components not including cyfinders (see secticn 1V.d of attached warranty
statement}

-Paint

Base Hydraulic Cylinder Warranty

New Way warrants all hydraulic cylinders for a siandard base period of two {2} years,
This limited warranty applies to cylinder defects in matertal and/or workmanship ondy.
See section V.o of attached warranty statement for details. During the first year,
replacement labor (see section IV.g of attached warranty statement) and shipping cost
to the authorized disfributor are covered. At the start of the second year, replacement
labor and shipping costs are not covered by New Way. Optional three (3} or five (5}
year extended warranties for hydraulic cylinders are available.

48

What are your proposed exchange and return programs
and policies?

In the case of catastrophic fallure of one of cur bodies that is deemed to be the
fault of our manufacturing process, New Way would offer a replacement at our
expense,

Parts may be returned by following the procedure outlined in section Via of the
attached warranty statement,

49

Describe any service contract opfions for the items
included in your propesal.

Service contracts are not available at this time, however optional extended warranties
are available at the time of order,
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Payment Terms and Financing Options

{Response

What are your payment ferms (e.g., net 10, net 30)?

Net 30 Days

Do you provide feasing or financing options, especially those
options that schools and governmental entities may need fo use
in order o make certain acguisitions?

New Way offers a number of financing options, including Sourcewell's
National Cooperative Partner program,

teasing through New Way FleetForce - As part of New Way's offering, we
also provide renfal options through New Way FleetForce. As the only direct-
from-manufacturer refuse hauler renter in the industry, New Way FleetForce
provides both short and leng-term rental solutions for all the equipment we
manufacture, This includes our full line of Front Loaders, Rear Loaders,
Automated Side Loaders, and our Satefiite Side Loader. A rental program is
a great solution far Membess looking for different finance options fo acquire
the same great New Way product. New Way FieetForce offers various rental
contract options, ranging from as short as one week to a multiple years-long
rental confract. Through maintaining a rental offering of the newest and
most productive waste collection vehictes, New Way FlestForce has the
volume to meet Members varicus needs and can coordinate the defivery
rental units directiy to Members ina t]mely manner. In most cases, delivery
can happen immediately,

Rentals are a desirable option for many haulers and especially for Members
that represent municipaiities. Leasing alfows Members to:

-Easily begin a new collection route due to annexatxon without the typical up-
front investment of purchasing.

-Start a new route or relationship without the possible strain on cash flow.
-Quickly replace a fEeet unlt that _goes down unexpeciedly or is out of
service.

-Manage an emergency clean-up aliuailcm where fime is of the essence or a
temporary expansion of service may be necessary - such as seasonal leaf

“land brush collection,
1-Take on a brand new route with a guality New Way waste coflection unit

after determining which model is baest for the situation,

52

Briefly describe your proposed order process. Include enough
detail o support your ahifity to report quartsrly sales io
Sourcewell as described in the Contract template. For example,
indicate whether your dealer network is included in your response
and whether each dealer (or some other entity) wilt process the
Sourcewell Members’ purchase orders.

MNew Way’s Sourcewell order procedure has been streamlined into a simple 5-
step process.

t. A Member searches the New Way website or contacts a local New Way
dealer for a mobile refuse collaction vehicle that meets their unique
spedcifications.

2, The New Way Dealer visits the Sourcewel website to verify Sourcewell
Membership and develops a New Way Trucks Dealer quotation to the
Members specifications ulilizing the Sourcewell Contract's discounted pricing
and sends to the Member for approval.

3. The Member approves the quotation and issues a purchase order to the
New Way Dealer, whe subsequently submits a dealer order to New Way to
start production.

4. Onee complete, the mokile refuse collection vehicle is shippad to the New
Way Dealer for pre-delivery inspection (PDI), and a delivery appointment is
ceordinated with the Member.

5. The mebile refuse collection vehicle is moved to the Member's location,
where the New Way Dealer conducts operator training and the Member
takes delivery of its New \Way mobile refuse colfection wehicle.

53

Do you accept the P-card procurement and payment process? If
50, is there any additional cost to Sourcewelf Members for using
this process?

We do accept the P-card procurement and payment process. There is 8 3%
processing fee associated with alf P-card purchases,




DocuSign Envelope 1D: 98DDEB3J0-163C-4FDE-SEAB-507481C4EATA

Pricing and Delivery

Provide detailed pricing information in the questions that follow below. Keep in mind that reascnable price and product adjustmenis can be made during the

ferm of an awarded Confract as desribed in the RFP, the template Confract, and the Sourcewell Price and Product Change Request Form.

Line . |auestion -

Rem o] SRR b e S e S

54 Describe your pricing medel (e.g., fine-ifem discounts or product- New Way Trucks maintains individual MSRP/retail price lists for each of our
category discounts). Provide detailed pricing data (inciuding equipment product offerings. We will offer a four (4) percent discount off
standard or list pricing and the Sourcewell discounted price) on all |MSRP/retail price to Scurcewell Members under this contract. Please see
of the items that you want Sourcewell to consider as past of your jour pricing attachment for all catalog pricing of our MSRP/retail equipment.
RFP response. If applicable, provide a SKU for each item in your
proposal. Upload your pricing materials (if applicable) in the
document upload section of your response.

55 Quantify the pricing discount represented by the pricing proposal New Way Trucks Is offering all Members a four (4) percent discount off its
in this respense. For example, if the pricing in your response retail or list price on all of our mchile refuse collection vehicle models.
represents a percentage discount from MSRP or list, state the
percentage or percentage range.

56 Describe any quantily or volume discounts or rebate programs that [New Way Trucks is happy to offer negotiable volume discounts on large
you offer, orders, New Way does not offer a rebate program at this time.

57 Propose a method of facllifating “sourced” products or refated New Way Trucks provides the following solutions:
services, which may be referred fo as "open market” items
or “nonstandard options”. For example, you may supply such 1) Members have the opfion to purchase a chassis as a sourced good. {n
items “at cost” or “at cost plus a percentage,” or you may supply |fact, New Way Trucks currerly has over 550 chassis in stock from the top
a quote for each such request, manufacturers in the Industry. We are proud that our chassis inventory

allows us 1o boast of the largest supply of ready vehicles in North America.
2} On the rare occasion that one of our work-ready chassis is not what a
Member wants, we have the resources to locate the correct chassis for a
Member, Due to our strategic partnerships with every major chassis
manufacturer, we can purchase as many chassis as a Member desires at a
competitive market price that is advantageous to the Member, Due to the
level of customization that we provide, it may become necessary {o source
a ‘good' (chassis) from another provider. In that rare Instance, the sourced
good is considered cost-plus,

58 Identify any element of the total cost of acquisition that is NOT ftems such as pre-delivery inspection, installation, set up, mandatory training,
included in the pricing submitted with your response. This includes {and initiai inspection are all free of charge and completed prior to the
all additional charges asscciated with a purchase that are not Member taking delivery.
directly identified as frelght or shipping charges. For example, list
costs for items like pre-delivery inspection, installation, set up,
mandatory training, or initial inspection. identify any parties that
impose such costs and their relationship to the Proposer.

59 If freight, delivery, or shipping is an additional cost to the New Way Trucks provides a few defivery options fo Members. The Member
Sourcewell Member, describe in detail the complete freight, can choose between picking a completed mobile refuse collection vehicle up
shipping, and delivery program. at one of cur manufacturing facilities, having the completed vehicle delivered

to an authorized New Way Dealer, or having the completed vehicle delivered
directly to the Member's location. We will work with the Member during the
order process to identify the right choice. Freight is an additional sourced
charge. New Way Trucks wili always offer competitively procured freight costs
to Members,

60 Specifically describe freight, shipping, and delivery ferms or Qur Alaska and Hawaii New Way Dealers have years of exparience in
programs available for Alaska, Hawaii, Canada, or any offshore coordinating the delivery of New Way Trucks. In order to make it as easy
delivery. as possible for Members in both states, our dealers wilf leverage their

existing freight networks to coordinate timely and competitively-priced
deliveries. Simitarly, for Members in Canada, our respected Canadian Dealer
Network that covers ali of Canaca will help broker freight and shipping. All
freight costs are competitively procured.

All freight charges wili be passed through to members at a competitively-
sourced cost without mark-ap.

61 Describe any unique distribution and/or delivery methods or Our distribution network is unique in that New Way Trucks has the most
options offered in your proposal, rabust Dealer Network in the United States, To best serve our extensive

Dealer Network, New Way Trucks currently has 15 trained drivers defivering
our New Way products across North America and also employs the best
drive-away delivery companies as needed.
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Pricing Offered

Line.
item’

The Pricing Offered.in this Proposal Is:

62

. better than the Proposer typically offers to GPOs, cooperative procurement organizations, or state purchasing departments.

New Way Trucks is providing our
Dealer Network with a fixed, not-
to-exceed cost befow list price at
a four {4) percent discount off
manufacturer's suggested retail
price for use nationwide and in
Canada. For the purpose of this
contract, all pricing is quoted in
United States Doflars for both
US and Canadian delivery.

Audit and Administrative Fee

Specifically describe any self-audit process or program that you plan o
empioy 1o verify compliance with your proposed Contract with Sourcewelt,
This process inciudes ensuring that Sourcewell Members obtain the proper
pricing, that the Vendor reports all sales under the Confract each quarter,
and that the Vendor remils the proper administrative fee to Sourcewedl.

Scurcewelf orders will be independently tracked as part of the
overall New Way Trucks order process;

Member Numbers will be verified and compared fo the most recent
Member list;

Order pricing is then verified to ensure pricing does not exceed the
current Sourcewell discount and reviewed for potential volume "
discounts and additional member savings;

For dealer-submiited non-Sourcewell municipal, educational, or non-
profit orders, New Way Trucks wilf review the current Member list
and notify the dealer if their customer is not a Sourcewell Member;

Naw Way Trucks will provide a gquarierly report of all Sourcewsl!l
sales along with the proper administrative fees for afl orders reported

64

Identify a proposed administrative fee that you will pay to Sourcewell for
facilitating, managing, and promoting the Sourcewell Gontract in the event
that you are awarded a Contract This fee is typically calculated as a
percentage of Vendor's sales under the Contract or as a per-unit fee; it is
not a Ene-item addition to the Member's cost of goods. (See the RFP and
template Contract for additionat defails.)

New Way Trucks will provide Scurcewell with a Direct Sales

Administrative Fee of 1.5 percent. The fee will apply to all currendly-
priced confract goods. The fee will not apply to non-contract priced |,
goods such as freight, sourced goods, training, elc.

Industry Specific Questions

If you are awarded a contract, provide a few
examptes of internal metrics that wilt be tracked
to measure whether you are having success
with the contract.

New Way will frack the total number of units quoted, units sold, cverall sales figures, and lead
time. We wiil also generate and track new Sourceweli Membership sign-ups done through our .
Dealer Neiwork throughout the term of the coniract.
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If your proposal does not include the chassis
as a turnkey solution, propose, in detail, the
process you or your dealer will follow to assist
the Sourcewell member to acquire the chassis.

To meet more pressing Member needs, our proposat does include the chassis as a turnkey
solution, This simple six (6} step process is laid out below.

1} A Member searches the New Way website eShowroom or contacts a New Way dealer for a
work-ready mobiie refuse callection vehicle that meets their unique specifications,

2} The New Way Dealer verifies specifications and corfacts our Sourcewell ready vehicle
program manager for vehicle availability.

3) Once a vehicle is localed, the New Way Dealer reviews specifications with the Member and
quotes price based on not-to-exceed contract pricing.

4) The Member approves the quotation and issues a purchase order to the New Way Dealer,
who subseguently submits a dealer order to New Way.

5) The work-ready mebile refuse collestion vehicle is shipped to the New Way Dealer for pre-
delivery inspection (PDI), and a delivery appointment s coordinated with the Member,

6) The ready vehicle is then moved o the Member's location. When it amrives, the New Way
Dealer conducts operator training and the Member takes delivery of its New Way work-ready
refuse truck.

Through New Way, we are proud io offer work-ready refuse vehicle solutions for immediate
sale. Members are welcome to choose between these work-ready selutions or a more
custornizable option, whichever choice better meets 8 Member's desires, New Way's current
work-ready trucks are always in production and are constantly available, They are featured
and advertised on our eShowroom website, accompanied by easy-to-read specification sheets,
detailed photographs, and professionally-shot videos. This helps a Member more easily find
what inventory Is immediately avallable and ready for purchase. We also have trucks currently
working in our Demonstration Truck line that are aggressively priced and ready for immediate
sale. We even have off-rent frucks avallable for purchase as well.

87

Explain key designs or processes your
company takes to provide and promote safs
aperation of your equipment.

New Way's engineers study ergonomics throughout our production process, We strive o have
the safest working envirenment for both our employees and the end user when interacting with
our mobile refuse collection vehicles. We cover all operational hazards with an exhaustive list
of safety features and engineering controls, such as interlocks, guarding, signage, and
recornmending personal protective equipment when necessary.

We also provide thorough operators manuals and require New Way Dealers to complete final
walk-throughs with end users that aim to promote the safest operafion of our New Way Trucks
as paossible. Everything we do is done with operator safety and ergonomics in mind, and we
confinue to take a proactive approach to safety improvements that are frankly toe numerous to
count. Whether i be rear-vision cameras, automatic tailgate latches, internal hydraufic cylinders
to reduce external pinch-points, integrated strobe-light safety systems, safety sensors, or our
jargest standard riding steps in the industry, New Way Trucks feads the pack as one of the
most innovative and safety-driven manufacturers for mobile refuse collection vehicle operators
in the nation. Our research & development and engineering departmenis are constantly making
improved safety Integrations in an effort to keep our moblle refuse collection vehicles the
safest industry-wide.

As we outlined in item 15, New Way is leading the industry by having representation on alt
American National Standards Institute (ANSI|) commitiees. We are also actively invelved in
establishing new equipment safety protocols for the refuse industry both with the help of ANSI
and internally in our Research & Development department.

88

Explain how your equipment in this category
reduces down-time for the purchasing entity.

Before a completed New Way Truck leaves for the purchasing entity's destination, the New
Way quality depariment must complete a therough internal guality inspection checklist. En
addition, final product testing is required before a mebile refuse collection vehicle is shipped
out to the purchaser. A standard walk-around and demonstration on initial delivery to the
Member must also be completed.

At all times, at least four New Way certified field technicians and trucks are available to help
with uptime in the field as well, New Way is proud o provide service and inspections in the
fiekd to assure uptime and to help with any maintenance issues that may arise.

69

Describe how the equipment you propose
simplifies the operation for end-users.

By providing the most robust product line in the indusiry, Members are able fo get exactly
what they need. New Way proudly provides more customizable options than any other mobile
refuse collection vehicle manufacturer in the United States and Canada. 80 percent of the
mebile refuse collection vehicles that we manufacture are customized in one way or another,
Our custornization options avaitable to end-users are the most competitive in the refuse
industry, Once delivered, our vehicles are ready to operate and require no additional
modifications for refuse collection.
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70

Provide examples from your preduct offering
that are unique in the industry.

As the largest privately-held mobile refuse cellection vehicle manufacturer in North America,
another feature that sets New Way apart in the industry is that we offer the most robust
product fine available. Members are able to choose from mobile refuse collection vehicle sizes
as small as & cubic yards to as large as 43 cubic yards,

We are also recepiive to our end-users' needs, as 920 percent of our vehicles leave our plant
having been customized in some way, shape, or form. New Way is also home to the only
direct-from-manufacturer rental company (FleetForce) in the industry, Members are not required
to work through a third party for a rental mobile refuse collection vehicte,

New Way Trucks also offers the RotoPAC, the first automated, auger-driven organics and
municipal solid waste collection vehicle in the world.

It is the most versatile collection bedy available today. The RotoPAC is also the first mobile
compactor of its kind to offer 23,000 pounds of torgue in a screw-type auger for an
impressive 1,000 pounds per cubic yard compaction rate. The automated side-loader also
offers the hest legal payload in the industry, easily handling up fo 13 tons of organic or
municipal solid waste. The RotoPAC's hopper displacement afso ranks 20 percent higher than
any other automated side load system, at 7 cubic yards per minute. Finally, with a wheelbase
24 inches shorter than conventional side loaders, the RotoPAC is able to get you into, and
out of, the tightest spaces with relative ease.

The arm of our Sidewinder XTR Automated Side-Loader is the smoothest operating, most
durable arm in the mobile refuse collection vehicle industry.
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If an hybrid/electric chassis optien is not a part
of your product offering, provide informaticn on
when a hybrid/electric option may be part of
your offering.

New Way Trucks is proud to offer Members battery-electric options, In early 2018, we teamed
with BYD - an international feader in battery-electric automobiles - to announce the first 100
percent battery electric Class 8 rear loader to Recology Cleanscapes in the Pacific Northwest.
The BYD Chassis Is the first of its kind in the United States, and New Way is proud to have
made this project & reality.

A number of units are currently on order in different configurations, and we are excited and
honered to he at the forefront of the battery-elecltric movement as an alternative fo traditionally
fueled vehicles. Through our working relationship with BYD we aim to further integrate our
products into the electric vehicle space fo provide a betier, greener, overall mobile refuse
collecticns vehicle,

ARhough pricing was not available at the time of this proposal, Members can expect the same
four (4} percent discount as soon as if is made available. By our estimates, this will occur in
the first quarter of 2020.
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Describe any safety innovations on your
equipmeant that are eithar exclusive or that you
have introduced intc the marketplace,

The American National Standards Institute {ANSH is the governing body for refuse equipment
specifications and requiremeants in North America, and is administered by the National Waste
and Recycling Association (NVWRA). New Way is represented on all ANSI committees and is
actively involved in establishing new equipment safety protocols for our industry. As industry
leaders, we help shape the safefy innovations of the future, For example, New Way was one
of the first manufacturers to make rear-vision cameras - a chief safety measure in the refuse
industry - standard on our mobile refuse collection vehicles over a decade ago.

The integration of a New Way bedy with its chassis is one of the most critical safety and
performance refated processes. New Way works exhaustively behind the scenes with every
major truck chassis manufacturer to seamlessly integrate the body and chassis as a single
refuse collection vehicle instead of simply a chassis and body like many of our competitors,
The relationships between New Way and its chassis manufacturers is emblematic of the final
marriage of body and chassis; that is a fully integrated, pre-engineered, fully-validated chassis
and body combination. The chassis come ready for immediate mounting, with no cutting and
splicing of wires, in many cases the vehicle’s frame and controls are fully integrated to provide
as safe of an operator experience as is available today. This process reduces the complexity
of wiring and routing, reduces weight, mitigates electronic mishaps, and makes routine
maintenance easier, faster, and cheaper for the Member, Additionally, integration makes
operating the mobile refuse collection vehicie more ergonomic, thus increasing driver
productivity and decreasing driver fatigue. All of these features combine to make drivers’s jobs
easter and more comfortable, which results in higher driver retention rates. Higher retention
means more experienced operators that are more adept at not only keeping themselves safe,

but those on the road around them as well
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Exceptions to Terms, Conditions, or Specifications Form

Line ltem 68. NQTIGE: To identify any exception, or fo request any modification, to the Sourcewell template Coniract terms, conditions, or specifications, a
Proposer must submit the exception or requested modification on the Exceptions to Terms, Conditions, or Specifications Form immediately below. The
cantract section, the specific text addressed by the exception or requested modification, and the proposed modification must be identified in detail.
Proposer's exceptions and proposed modifications are subjedt to review and approval of Sourcewell and will not automatically be included in the contract.

Contract Section

Documents

Ensure your submission document{s) conforms to the following:
1. Documents in PDF format are preferred, Documents in Word, Excel, or compatible formats may also be provided,

2. Documents should NOT have a security passward, as Sourcewell may not be able to open the file. # is your sole responsibifity to ensure that the uploaded
document(s) are not either defective, corrupted or blank and that the documents can be opened and viewed by Sourcewell.

3. Sourcewell may reject any response where any document(s) cannot be opened and viewed by Sourcewell.

4. if you need to upload more than one (1) decument for a single item, you should combine the decuments inte one zipped file. If the zipped file contains more
than one (1) document, ensure each document is named, in relation {o the submission format item responding to. For example, if responding to the Marketing
Plan category save the document as “Marketing Plan.”

* Financial Strength and Stability - Sourcewell RFP Financial Strength and Stability zip - Thursday September 12, 2019 14:25:07

* Markefing Plan/Samples - Sourcewell RFP Marketing Plan & Samples.zip - Thursday September 12, 2019 14:24:11

» WMBE/MBE/SBE or Related Cerlificates (optional)

+ Warranty Information - 128126 NWT Standard Warranty Policy.pdf - Thursday September 12, 2019 14:25:49

* Pricing - NWT Sourcewell RFP (191218 Pricing.zip - Thursday September 12, 2019 15:58:21

» Additional Document - NWT Sourcewel RFP 081219 Additional Docs - Transmittal Letter and Supporting Document.zip - Thursday September 12, 2019
14:29:48
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Proposers Assurance of Comp

PR Cl

PROPOSER’S AFFIDAVIT

The undessigned, authorized representative of the entity submitting the foregoing proposal (the "Proposer”}, swears that the following statements are true to the
best of his or her knowledge.

1.

The Proposer is submitting its proposal under its true and correct name, the Proposer has been properly originated and legally exists in good standing in
its state of residence, the Proposer possesses, or will possess before delivering any products and related services, all applicable licenses necessary for
such delivery to Sourcaewell member agencies. The undersigned affimns that he or she is authorized fo act on behalf of, and to legally bind the Proposer to
the terms in this Contract,

. The Proposer, or any person representing the Proposer, has not directly or indirectly entered into any agreement or arrangement with any other vendor or

supplier, any official or employee of Sourcewell, or any person, firm, or corporation under contract with Sourcewell, in an effort to influence the pricing,
terms, or conditions relating to this RFP in any way that adversely affects the free and open competition for a Confract award under this RFP.

. The contents of the Proposer's proposal have not been communicated by the Proposer or its employees or agents to any person not an employee or

agent of the Proposer and will not be communicated to any such persons prior to the official opening of the proposals,

. The Proposer has examined and understands the terms, conditions, scope, contract opportunity, specifications request, and other documents in this

solicitation and affirms that any and all exceptions have been noted and included with the Proposer's Proposal.

. The Proposer will, if awarded a Confract, provide fo Sourcewell Members the /products and services in accordance with the terms, conditions, and scope

of this RFP, with the Proposer-offered specifications, and with the other documents in this solicitation.

. The Proposer agrees to deliver products and services through valid contracts, purchase orders, or means that are acceptabie to Sourcewelf Members.

Unless otherwise agreed to, the Proposer must provide only new and first-quality preducts and related services to Sourcewell Members under an
awarded Contract,

. The Proposer will comply with all applicable provisions of federal, state, and local laws, regulations, rules, and orders.

. The Proposer understands that Sourcewell will reject RFP propesals that are marked “confidential” {or "nonpublic,” efc.), either substantially or in their

entirety. Under Minnesota Statute §13.591, Subd. 4, all proposals are considered nonpublic data until the evaluation is complete and a Cenfract is
awarded. At that point, proposals generally become public data. Minnesola Statute §13.37 permits only certain narrowly defined data to be considered a
“rade secret,” and thus nonpublic data under Minnesota’s Data Practices Act.

The Proposer understands that it is the Proposer’s duty to protect information that it considers nonpublic, and it agrees to defend and indemnify Sourcewell for
reasonable measures that Sourcewell takes fo uphold such a data designation.

F By checking this box | acknowledge that | am bound by the terms of the Proposer's Affidavit, have the legal authority to submit this Proposal on behalf of the

Proposer, and that this electronic acknowledgment has the same legal effect, validity, and enforceability as if | had hand signed the Proposal, This signature will
not be denied such legal effect, validity, or enforceability solely because an electronic signature or electronic record was used in its formation, - Jesse Geeslin
, Director of Sales for New Way FleetForce

The Proposer declares that there is an actual or potential Confiict of Interest relating to the preparation of its submission, and/or the Proposer foresees an
acfual or potential Conflict of Interest in performing the contractual obligations contermplated in the bid,

 Yes & No

The Bidder acknowledgas and agrees that the addendum/addenda below form part of the Bid Document.

Check the box in the column "l have reviewed this addendum™ below to acknowledge each of the addenda,

I have reviewed the
‘ File Name below addendum and Pages
; attachments {if 4
applicahle)
Mobile Refuse Vehicles_Addendum 3 B .
Mon August 18 2019 10:58 AM
Mobile Refuse Vehicles_Addendum 2 ) .
i Fri August 16 2019 02:42 PM
! Mobile Refuse Vehicles_Addendum 1 =4 N
: Fri August 8 2018 08:45 AM
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EXHIBIT “B”



\§ VELOCITY

Buyers Order

Deal#: DE-88828
TRUCK CENTERS Opp#: 2021-136407
www.VeloctyTriekCenters.com Date: 03/15/2022
[ Contact: Ron Creighton - Mobile: 562/755-6108 - Email: RCreighton@vvgtruck.com |
QT;: 112663 \@ Te: \
CITY OF LONG BEACH FINANCIAL
2600 TEMPLE AVE
LONG BEACH CA 90806 County: Los Angeles
Phone: (562) 570-5000
Ernesto.Martinez@Ilongbeach.gov /
. AN
Unit#: Stock##: New 2023 CRANE CARRIER LET2-40 Price: $183,748.00
VIN: FACTORY ORDEQ GVW: 60000
1. NEW WAY ROTO-PAK 25 CY AUTOMATED SIDE LOADER, $158,083.00
2. NEW WAY STEEL SURCHARGE $14,954.00
3.3rd BYE 3 CAMERA SYSTEM W/ 7" MONITOR SAFETY SYSTEM., $4,286.46
4, CRANE CARRIER FREIGHT CHARGE $2,108.00
5. FLOOR PLAN EXPENSE $5,583.60
6. DEALER DELIVERY, WASH AND FUEL $1,000.00
To Be Delivered On or About: 12/19/2022 Unit Price: $369,763.06
Unit#: Stocldt: New 2022 CRANE CARRIER LET2-40 Price: $183,748.00
VIN: FACTORY ORDE1 GVW: 60000
1. NEW WAY ROTOQ-PAK 25 CY AUTOMATED SIDE LOADER. $158,083.00
2. NEW WAY STEEL SURCHARGE $14,954.00
3. 3rd EYE 3 CAMERA SYSTEM W/ 7" MONITOR SAFETY SYSTEM. $4,286.46
4, CRANE CARRIER FREIGHT CHARGE $2,108.00
5. FLOOR PLAN EXPENSE $5,583.60
6. DEALER DELIVERY, WASH AND FUEL $1,0060.00
To Be Delivered On or About: 11/07/2022 Unit Price: $369,763.06
Unit#: Stockt: New 2022 CRANE CARRIER LET2-40 Price: $183,748.00
VIN: FACTCRY ORDE2 GVW: 60000
1. NEW WAY ROTO-PAK 25 CY AUTOMATED SIDE LOADER. $158,083.00
2. NEW WAY STEEL SURCHARGE $14,954.00
3, 3ed EYE 3 CAMERA SYSTEM W/ 7" MONITOR SAFETY SYSTEM. $4,286.46
4, CRANE CARRIER FREIGHT CHARGE $2,108.00
5. FLOOR PLAN EXPENSE $5,583.60
6. DEALER DELIVERY, WASH AND FUEL $1,000.00
Teo Be Delivered On or About: 11/07/2022 Unit Price: $369,763.06
Unit#: Stock#: New 2022 CRANE CARRIER LET2-40 Price: $183,748.00
VIN: FACTORY ORDE3 GVW: 60000
1. NEW WAY ROTO-PAK 25 CY AUTOMATED SIDE L.OADER, $158,083.00
2, NEW WAY STEEL SURCHARGE $14,954.00

CITY OF LONG BEACH FINANCIAL Ron Creighton

CNLY THOSE ITEMS AND SERVICES SPECIFICALLY WRITTEN ON THIS ORDER ARE INCLUDED IN THE STATED PRICE.
ANY OTHER AGREEMENTS, UNLESS IN WRITING, ARE NOT BINDING ON SELLER.
The numbered pages of this Order comprise the entire agreement affecting this purchase and no other agreement or understanding of any nature cencerning
this purchase has been made or entered into, or will be recognized. I hereby certify that no credit has been extended to we for the purchase of this motor
vehicle except as appears in writing on the face of this agreement, I have xead and understand the final page of this agreement and agree to it as a part
of this order the mame ap if it were printed above my signature, I certify that I am of legal age, or older, that I have legal capacity and authority to
execute this agreement on behalf of my company, and hereby acknowledge receipt of a copy of this oxder.

{Purchaser's Name})

X

{Salesperson Name}

(Purchaser's gigna!ure)

(Approved By)

Date

Mar 15 2022 3:10PM Page 1 of 4

Yhis order is nat valid unless signed and accepled by dealer



Buyers Order
Deal#: DE-88828
Opp#: 2021-136407
Date: 03/15/2022

. ____ Contact: Ron Creighton - Mobile: 562/755-6108 - Email: RCreighton@vvgtruck.com

frts 112663 Voo

CITY OF LONG BEACH FINANCIAL

2600 TEMPLE AVE

LONG BEACH CA 90806 County: Los Angeles
Phone: (562) 570-5000
Ernesto.Martinez@longbeach.gov

N\ AN

/

3. 3:d EYE 3 CAMERA SYSTEM W/ 7" MONITOR SAFETY SYSTEM. $4,286.46
4, CRANE CARRIER FREIGHT CHARGE $2,108.00
5. FLOOR PLAN EXPENSE $5,583.60
6. DEALER DELIVERY, WASH AND FUEL $1,000.00
To Be Pelivered On or About: 11/07/2022 Unit Price: $369,763.06
Unit#: Stock#: New 2022 CRANE CARRIER LET2-40 Price: $183,748.00
VIN: FACTORY ORDE4 GVW: 60000
1. NEW WAY ROTO-PAK 25 CY AUTOMATED SIDE LOADER. $158,083.00
2. NEW WAY STEEL SURCHARGE $14,954.00
3.3rd EYE 3 CAMERA SYSTEM W/ 7" MONITOR SAFETY SYSTEM. $4,286.46
4. CRANE CARRIER FREIGHT CHARGE $2,108.00
5. FLOOR PLAN EXPENSE $5,583.60
6. DEALER DELIVERY, WASH AND FUEL $1.000.00
To Be Delivered On or About; 11/07/2022 Unit Price: $309,763.06
Unit#: Stock#: New 2022 CRANE CARRIER LET2-40 Price: $183,748.00
VIN: FACTORY ORDE3S GVW: 60000
1. NEW WAY ROTO-PAK 25 CY AUTOMATED SIDE LOADER. $158,083.00
2. NEW WAY STEEL SURCHARGE $14,954.00
3. 3td EYE 3 CAMERA SYSTEM W/ 7" MONITOR SAFETY SYSTEM. $4,286.46
4, CRANE CARRIER FREIGHT CHARGE $2,108.00
5. FLOOR PLAN EXPENSE $5,583.60
6. DEALER DELIVERY, WASH AND FUEL : $1.000.00
To Be Delivered On or About: 11/407/2022 Unit Price: $369,763.06
Unit#: Stock#: New 2022 CRANE CARRIER LET2-40 Price: $183,748.00
VIN: FACTORY ORDE6 GVW: 60000
1. NEW WAY ROTO-PAK 235 CY AUTOMATED SIDE LOADER, $158,083.00
2. NEW WAY STEEL SURCHARGE $14,954.00
3, 3rd EYE 3 CAMERA SYSTEM W/ 7" MONITOR SAFETY SYSTEM. $4,286.46
4, CRANE CARRIER FREIGHT CHARGE $2,108.00
5. FLOOR PLAN EXPENSE $5,583.60
6. DEALER DELIVERY, WASH AND FUEL $1,000.00

ONLY THOSE ITEMS AND SERVICES SPECIFICALLY WRITTEN ON THIE ORDER ARE INCLUDED IN THE STATED PRICE.
ANY OTHER AGREEMENTS, UNLESS IN WRITING, ARE NOT BINDING ON SELLER.

of this order the same as if it were printed above my sigmature. I certify that I am of legal age, or older, that I have legal capacity and
exscute this agreement on behalf of my company, and hereby acknowledge receipt of a copy of this oxder.

the numbered pages of thie Order comprise the entire agreement affecting this purchase and no other agreement or understanding of any nature concerning
thia purchase has been made or entered intc, or will be recognized. I hereby certify that no credit has been extended to me for the purchase of this motor
vehicle except as appears in writing on the face of this agreement. I have read and understand the final page of this agreement and agree to it ag a part

authority to

CITY OF LONG BEACH FINANCIAL Ron Creighton
{Purchasers Namey = (Salesperson Name)
X
{Purchaser's Signature) {Approved By)
Date Date

Mar 15 2022 3:10PM Page 2 of 4 This order is not valid uniess signed and accepted by dealer




Buyers Order

Deal#: DE-88828
Opp#: 2021-136407
Date: 03/15/2022
5 Contact: Ron Creighton - Mobile: 562/755-6108 - Email: RCreighton@vvgtruck.com i

@fn: 112663 \@To: \

CITY OF LONG BEACH FINANCIAL

2600 TEMPLE AVE

LONG BEACH CA 920806 County: Los Angeles
Phone; (562) 570-5000
Ernesto.Martinez@longbeach.gov

www.\WelocliyTruckCenters.com

N /

To Be Delivered On or About; 11/07/2022 Unit Price: $369,763.006

Unitd: Stock#: New 2022 CRANE CARRIER LET2-40 Price: $183,748.00
VIN: FACTORY ORDER GVW: 60000

1. NEW WAY ROTO-PAK 25 CY AUTOMATED SIDE LOADER. $158,083.00

2. NEW WAY STEEL SURCHARGE $14,954.00

3. 3rd EYE 3 CAMERA SYSTEM W/ 7" MONITOR SAFETY SYSTEM, $4,286.46

4, CRANE CARRIER FREIGHT CHARGE $2,108.00

5. FLOOR PLAN EXPENSE $5,583.60

6. DEALER DELIVERY, WASH AND FUEL $1.000.00

To Be Delivered On or About: 11/07/2022 Unit Price: $369,763.06

Sub Tetal $2,958,104.48

Doc Fee $680.00

CA Tire Recycle Fee $122.50
FET (Each): $633.20 - Tire Credit (Each): $633.20
Sales Tax (10.250%) $300,726.85

--To Invoice (8) Units Above @ $407,454.23 Each-- Total Vehicle Sate Price$3,259,633.83
Net Total $3,259,633.83

Lientholder: None

2023 CRANE CARRIER LET2-40 WITH NEW WAY 25 CY ROTO-PAK AUTOMATED SIDE LOADER.
CRANE CARRIER SOURCEWELL #060920-CRN
NEW WAY SOQURCEWELL #091219-NWY

#%¢ PRICING IS SUBJECT TO CHANGE DUE TO SUPPLY CHAIN AND PRODUCTION ISSUES. #**

ONLY THOSEZ ITEMS AND SERVICES SPECIFICALLY WRITTEN ON Y¥HIS ORDER ARE INCLUDED IN THE STATED PRICE,
ANY OTHER AGREEMENTS, UNLESS IN WRITING, ARE NOT BINDING ON SEILLER.
The numbered pages of thia Order comprise the entire agreement affecting this purchase and no other agreement or understanding of any nature concerning
this purchase has been made or entered into, or will be recognized. I hereby certify that ne credit has bsen extended to me for the purchase of this motor
vehicle except as appears in writing on the face of this agreement. I have read and understand the final page of thia agreement and agree to it as a part
of this order the same as if it were printed above my mignature. I certify that T am of legal age, or older, that I have legal capacity and authority to
execute this agreement on behalf of my company, and hereby acknowledge receipt of a copy of this order.

CITY OF LONG BEACH FINANCIAL Ron Creighton
{Purchasar's Name} {Salesperson Name)
X
{Purchaser's Signature) {(Approved By)
Gale Date

Mar 15 2022 3:10PM Page 3 of 4 This order is not valid unless signed and accepted by dealer



1. TRADE-IN(S). Purchaser shalf deliver trade-in(s) in the same condition as at the fime of inspection and appraisal by Seller
reasonable wear and tear excepted, except as disclosed in the Agreement. Furchase represents that each truck shall be free and clear of all
tlens and encumbrances and warrants that the trade-in{s) are that type and condition described in this Agreement, including any attachments
hereto.

2, TERMS OF PAYMENT. Unless otherwise agreed, net payment shall be due on delivery, Late payments shall bear interest at the
rate of 18% per annum, or the maximum permitted by law, whichever is less. If acceptance of delivery is delayed by Purchaser, payment shall
become due on the date when Seller is prepared to deliver. If the financial condition of Purchaser at any time does not, in the judgment of
Seller, justify continuance of the work to be performed by Seller hereunder on the terms of payment as agreed upon, Seller may suspend such
work, or postpone delivery, and require such assurances of Purchaser's perfarmance as Seller deems adequate, including payment in
advance, or Seller may cancel this order and shall receive reimbursement for its reasonable and proper canceliation charges. In the event of
bankruptcy or insolvency of Purchaser, veluntary or involuntary, Sefler shall be entitied to cancel any order then outstanding at any time and
seek reimbursement for its reasenable and proper cancellation charges.

3. CANCELLATION, Purchaser may cancel this order only if Seller is able to cance! said order with the manufacturer, and only upen
written notice. Upon cancellation or faiiure to accept delivery, Purchaser shall pay Seller reasonable cancellation changes and expenses, notto
be less than Seller's out-of-pocket expenses including carrying costs. o SRR

4, SALES AND OTHER TAXES. Unless otherwise specified herein, Seller's price does not include federal excise, sales, use, or other
taxes. Consequently, in addition to the price specified herein, the amount of any other excise, sales, use difiherasesptitil to the sale or
use of the trucks purchased hereunder shall be paid by Purchaser, or in lieu thereof Purchaser shal provide Seller with a tax exemption
certificate acceptable fo the faxing authorities. Purchaser agrees that all taxes related to this transaction, whether arising at the time of the
transaction or in the future, are Purchaser’s responsibiiity and further agrees to promptly pay any such taxes.

5. DELIVERY. All trucks furnished hereunder shall be delivered to Purchaser at the Seller's dealership location or other location as
designated in this Agreement. Unless otherwise provided, delivery will be made via carriers and routes designated by manufacturer with freight
charges to be included in the purchase price. Delivery dates are approximate and are based upen receipt of all necessary information from
Purchaser. Seller shall not be liable for defays in delivery or manufacturing, or other causes beyond Seller's control.

6. TECHNICAL CHANGES. Purchaser acknowledges that the manufacturer and Seller reserve the right to change the specifications of
the truck(s) at any time without obligation to make such changes in other trucks previously deliverad to Purchaser. In addition, manufacturer
and Seller reserve the right to make design changes and substitution of materials subsequent to the receipt of the order which, in
manufacturers or Seller's opinion are necessary to improve the truck. Purchaser agrees to accept any such changes as fulfiliment of Seller's
obligations under this order.

7. REQUIRED EQUIPMENT. This order shall be deemed ta include, whether or not specified herein, all equipment or accessories
required by the National Highway Traffic Safety Act or other regulations in effect at the time of order of receipt. It is agreed that any additional
or different equipment not specified which is required at the time of delivery to meet the foregoing Act or other regulations will be added and the
cosfs shall be paid by Purchaser, Purchaser understands that certain safety equipment is avaitable that is not legally required and is available
at Purchasers request for an additional fee.

8. TITLE AND REMEDIES. Until full payment by Purchaser of all amounts due hereunder, Selter reserves the title fo all equipment
furnished hereunder. If Purchaser defaults in payment or performance hereunder or becomes subject to insolvency, receivership, or
bankruptey proceedings, or makes an assignment for the benefit of creditors, or without the consent of Seller voluntarily or involuntarily sells,
transfers, leases, or permits any fien or attachment on the equipment delivered hereunder, Seller may treat all amounts then or thereafter owing
hereunder by Purchaser as immediately due and payable {subject only to credits required by law) and Seller may repossess said equipment by
any means available by law and shall enjoy any and all other remedies of a secured creditor under the Uniform Commercial Code. Purchaser
shall execute and deliver to Seller such financing statements and other documents, as Seller may deem appropriate to evidence, perfect, and
protect the priority of its security Interest in the truck(s) subject to this order.

9. GENERAL, Any assignment by Purchaser of this order or any rights hereunder, without written consent of Seller, shall be void.
Clerical errors in this order may be automatically corrected by giving written notice thereof to Purchaser by a duly authorized representative of
Seller. No waiver, alteration, or modification of any of the provisions hereof shall be binding unless and until in writing and signed by a duly
authorized representative of Seller. To the extent not covered by other terms herein, including terms of warranty and limitation of liability, efc.,
the provisions of the Uniform Commercial Code shall govern this sale.

10. IMPORT TARIFFS: Purchaser acknowledges that any import tariffs imposed by the government are the sole responsibility
of the Purchaser and will result in an increase in the Seller's price equal fo the amount of the obligatory tariff.

This Agreement (including by reference the provisions set out in manufacturer's standard warranty or warranties) shalt constitute the
entire agreement between Purchaser and Seller, and no understandings or obligations not expressly set forth herein or in manufacturer's
standard warranty or warranties are binding upon Purchaser or Seller.

ALL WARRANTIES, IF ANY, BY A MANUFACTURER OR SUPPLIER OTHER THAN SELLER ARE THEIRS, NOT SELLER'S, AND ONLY
SUCH MANUFACTURER OR OTHER SUPPLIER SHALL BE LIABLE FOR PERFORMANCE UNDER SUCH WARRANTIES. SELLER
HEREBY DISCLAIMS ALL WARRANTIES, EXPRESS OR IMPLIED, INCLUBING ANY IMPLIED WARRANTIES OF MERCHANTABILITY OR
FITNESS FOR A PARTICULAR PURPOSE,

Accepted and Agreed by:

{Company Name) o (Date)

Signor's Name and Title: X
(Please Print Name and Title. Must be an Officer of the company {Signature)
Authorized to approve capital purchases.)

Mar 15 2022 3:10PM
Page 4 of 4



