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Request for Proposal # 682765
Wood Furniture for Office, Conference, Reception

In collaboration with the University of California and the California State University
Addendum # 1

Mission Statement:
To consistently exceed Member expectations by providing high quality, cost–effective, and timely solutions through a diverse portfolio of competitive agreements and value-added services.
This will be accomplished by Members, employees, suppliers and business associates working together in an ethical, efficient, professional and respectful manner.

Issued by:
Dick Scharff, C.P.M.
Educational and Institutional Cooperative Service, Inc

2 Jericho Plaza, Suite 309

Jericho, New York, 11753-1671

Voice: 619-316-2083
E-Mail: dscharff@eandi.org
Issue Date: February 8, 2007

This addendum provides clarification of various aspects of the RFP and answers questions submitted by potential respondents to the requirements of the RFP.

Questions and Answers

1. “Will a HIGH PRESSURE LAMINATE solution work in this RFP? or does it need to be natural wood?”

Answer:
No laminate based product will be accepted as meeting the intent of the RFP. However, respondents meeting the intent/scope of the RFP for wood furniture are expected to provide discounts off their entire product line, including laminates, if they provide these types of products.
2. “Is this RFP for manufacturers only and for the mfg's to engage the local dealer??
Answer: Paragraph 3.2.14  “Manufacturers’ proposals must clearly state whether the member University/Institution can order direct from the manufacturer or, if the manufacturer does not sell direct, then a list of preferred dealers/distributors will be included in the response.”
The primary goal is to establish direct relationships with wood furniture manufacturers. Respondents should be very clear and specific about dealer relationships and how those arrangements would work to the benefit of the UC, CSU, and Western Region members. University members may appoint dealer(s) with manufacturer input if manufacturer does not service the member location directly.
If a dealer responds to this RFP, the dealer must identify they manufacturer they are representing, provide a written letter from manufacturer that they are an authorized dealer, and, with concurrence from the manufacturer indicate the response is a joint proposal.
3. “Aside from working with your typical mega mfg's / distributors and seeking the best price are there any social goals that you would like to achieve inside this project? i.e working with DBE, WBE, MBE & SBA type companies?”
Answer:  Read Paragraphs 4.10, 4.11, and 4.12 and refer to Attachments C, D, and E to fully understand diversity compliance requirements for your response.

4. “Section 5.2.3 Transition Plan. Please describe more fully what customers are considered in this transition requirement.  For example, does this apply only to UC and CSA sales?”
Answer: This paragraph applies to existing customers within the 13-state E&I Western Region. The CAF requirement should read: “…the Contract Administrative Fee for existing client business will be 2.0% instead of 4.0%.”
5. “Section 6.1 Manufacturing Pricing Discounts - The RFP calls for price increases that do not exceed the State of California PPI; that is an inadequate standard in that many manufacturers are not based in California and their cost structure is not specific to the California PPI.  Furthermore, the cost of furniture is effected by costs associated to gas and oil and transportation costs as well as steel and many other materials.  What categories are you going to accept as PPI increases effecting wood furniture.?”
Answer:
Prices quoted cannot increase during the first 12 months period of the agreement. Price changes after the first 12 months period, if any, shall be made on an annual basis as negotiated by both parties. Any price changes require a 60-day written notification. However, in no event shall price increase exceed three (3) percent or CPI whichever less. In the event that a certain product(s) provided has a significant cost increase in excess of five (5) percent, that particular price(s) shall be negotiated individually.

Price increases for any renewal periods must be supported by documented evidence of supplier cost increases. The UC, the CSU, and the Western Region members shall benefit from any lower price offered to other universities, hospitals, government agencies or entities where the economic and service requirements are similar.  If the bidder's list price is reduced, all shall benefit from a corresponding price reduction based on the discount levels offered by bidders.
Clarifications
The Schedule of Events is unchanged and remains as projected in the RFP.
1. Right to negotiate prior to award.

The E&I, the UC, and the CSU reserve the right to negotiate the modification of proposed prices, terms and conditions with the bidder(s), or directly with the manufacturer, offering the best value, in conjunction with the award criteria contained herein, prior to the execution of any contract(s) to ensure a satisfactory contract(s). Such terms and conditions may include the proposed financial structure, quality standards, delivery, invoicing/billing administration and other administrative business elements, etc. In addition, we may require additional cost and pricing data or documentation prior to award of any contract in whole or in part which may result from this RFP.

2.   Mandatory Requirements.
Prospective respondents must conform to the following mandatory requirement and provide the required information in order to be considered for award. This will be incorporated into any resulting contract(s). Failure to meet this requirement completely (i.e. FULLY AGREE RESPONSE) will result in disqualification of your company from further evaluation for this program.
 

5.2.2          Contract Administrative and Marketing Fee (CAF)

The awarded Respondent(s) will provide to E&I a Contract Administrative and Marketing Fee (CAF) which is equivalent to 4.00% of Sales Price for all Education orders shipped. The CAF shall be calculated monthly and include all orders shipped during the prior month. The CAF should be transmitted via EFT to E&I on a monthly basis no later than ten (10) days following the end of the month.  Failure to submit the CAF and supporting Report of Sales as specified (see Attachment B) shall incur an interest charge of 1½% per month until amount is paid in full.
Respondent may propose a higher CAF as incentive to potentially be named the single awarded Supplier for this RFP and process. E&I, in conjunction with our RFP team, will determine if the award will be a single award, multiple award, or no award. 

Respondents may include a CAF increase schedule to promote greater utilization of the contract over time. Increases in the CAF rate based on milestone achievement may assist in the future growth of the agreement.

 Respondent’s failure to submit the CAF and Report of Sales when due shall constitute grounds for termination of this Agreement. Award Respondent shall remain liable for all CAFs until such time that the Agreement expires or is terminated.
2. UC Liquidated Damages and “Punch Lists”
A.  Liquidated Damages  
An acceptable delivery date and/or installation date, in accordance with the service level selected by Buyer at time of order (“Commitment Date”), will be established in writing by mutual agreement of the parties  at the time any order  totaling $10,000 net and above is placed. For orders that total less than $10,000, the parties shall establish a liquidated amount at the time the order is placed, and the parties shall negotiate in good faith on this amount.  For Customer Owned Material (COM), Seller and Manufacturer(s) shall confirm the agreed upon Commitment Date to Buyer after COM is inspected and approved for use. Manufacturer (s) will use its best efforts to comply with the agreed-upon Commitment Date when COM is used. 
Seller must receive a complete and accurate order from Buyer, requiring no clarifications or changes prior to the establishment of an agreed-upon Commitment Date. To the extent, however, Seller fails to accurately and completely specify Buyer’s requirements when placing an order(s) with Manufacturer; Seller shall bear all liability for damages incurred by Buyer related to such failure by Seller.
After an order has been placed by Buyer, any changes in quantity or specifications may result in a longer lead time and may incur additional charges.  
Manufacturer and/or Dealer will not be in default or liable to pay liquidated damages if the delay is due to order changes by Buyer or Buyer’s designated representative, construction/inspection delays at the site, Acts of God, or any other reason beyond Seller's reasonable control.
Liquidated Damages for part A. to be determined and calculated as follows:
Seller shall pay Buyer five hundred dollars ($500.00) per day as liquidated damages for every business day beyond the agreed-upon Commitment Date that Seller fails to deliver or meet Substantial Completion of a furniture project.  Substantial Completion shall be defined as the work performed under this Contract has been reviewed and found, to the parties best knowledge, information and belief, to be sufficiently complete in accordance with the Contract Documents so that the Owner can occupy or utilize the space for its intended use. In the event of such failure, Seller shall use its best efforts to provide temporary furniture for use by Buyer until the delayed furniture is delivered or installed. It is the Buyer’s choice to accept or not accept temporary furniture and to waive or not waive any associated liquidated damages associated with the delayed furniture. 
Payment shall be made in the following manner:  Seller shall issue a credit memo in the amount of the liquidated damages, and such amount will be credited against invoices for the entire order. 
Manufacturer and/or Dealer will not be in default or liable to pay liquidated damages if the delay is due to order changes by Buyer or Buyer’s designated representative, construction/inspection delays at the site, Acts of God, or any other reason beyond Manufacturer’s or Dealer’s reasonable control.
B. Liquidated Damages - Project Punchlist Items.
Immediately after or during all installations, Seller agrees to establish a punch list in cooperation with Buyer. A punch list shall consist of an inventory of any and all missing, damaged, mistakenly shipped, or incorrect, installation parts, components, or whole pieces of furniture. The Seller must correct and remedy all the items on the punch list no later than a date mutually agreed-upon by Seller and Buyer (typically four-weeks or sooner).  
Liquidated Damages for part B to be determined and calculated as follows:
Each instance of failure by Seller to meet punch list due date will result in a deduction of 2- 1/2% of the total order amount, for up to four (4) instances, totaling a 10% deduction from the total order (1st instance=2.5%, 2nd=5%, 3rd=7.5%, 4th=10%).
 All items on a punch list must be corrected and remedied on the agreed-upon date in order to avoid the imposition of liquidated damages.  Seller’s correction and remedy of some items on the punch list will not result in a decrease of the applicable percentages above.
Payment shall be made in the following manner: Seller shall issue a credit memo in the amount of the liquidated damages, and such amount will be credited against invoices for the entire order. 
3. Product Grade Classifications.

Paragraph 3.2.2. For the purposes of this RFP, a wood furniture product will be considered “A Grade” if it meets 70% or greater of the A grade attributes specified in this paragraph. Since there is no “C Grade” classification, a product must meet all “B Grade” attributes to be considered “B Grade.”
4.  Revised distribution direction for RFP responses:

	EXHIBIT IV - Mailing List For Wood Furniture RFP #682765

	DESTINATION
	Attention
	Title/Dept. Name
	E-mail Address
	# of Copies

(WITHOUT PRICING)
	Original WITH PRICING

	E&I
	Dick Scharff
	Director of Regional Contracts
	dscharff1@eandi.org
	 
	1 e-mail; 2 hard copy

	UCLA
	Ty Haubrich
	Strategic Sourcing
	thaubrich@finance.ucla.edu
	 
	1 e-mail; 1 hard copy

	UCSD
	Brant Yancey
	Strategic Sourcing/Purchasing
	byancey@ucsd.edu
	1 e-mail
	 

	UCLA
	Lynn Singer
	Strategic Sourcing
	lsinger@finance.ucla.edu
	1 e-mail
	 

	UCLA
	
	
	krodrigu@finance.ucla.edu
	1 e-mail
	

	UCOP
	Darryl Sweet
	Strategic Sourcing
	darryl.sweet@ucop.edu
	1 e-mail
	 

	UCSF
	Elizabeth DeBartolo
	
	edebartolo@finance.ucsf.edu
	1 e-mail
	

	UCSF
	Mike Rodriguez
	Strategic Sourcing/Purchasing
	mrodriguez@finance.ucsf.edu
	1 e-mail
	 

	UCI
	Diana Silver
	Purchasing
	dhsilver@uci.edu
	1 e-mail
	 

	UC-Merced
	
	Strategic Sourcing/Purchasing
	cdeegan@ucmerced.edu
	1 e-mail
	 

	UC-Davis  
	Nicole Lack
	Strategic Sourcing/Purchasing
	nrlack@ucdavis.edu
	1 e-mail
	 

	UC-Davis
	Sue Norris
	
	snorris@ucdavis.edu
	1 e-mail
	

	UCR
	Les Martin
	Purchasing
	les.martin@ucr.edu
	1 e-mail
	 

	UCSC
	
	Purchasing
	garthk@ucsc.edu
	1 e-mail
	 

	UCSB
	Randy Stoskopf
	Purchasing
	randall.stoskopf@purc.ucsb.edu
	1 e-mail
	 

	UC-Berkeley
	Dave Kolsom
	Strategic Sourcing/Purchasing
	kolsom@uclink.berkeley.edu
mlynch@uhs.berkeley.edu
	1 e-mail
	 

	CSU Chancellor's Office
	Melody Kojima
	Contract Services 
	mkojima@calstate.edu
	
	1 email; 1 hard copy
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