Form C

EXCEPTIONS TO PROPOSAL, TERMS. CONDITIONS,
AND SOLUTIONS REQUEST

Company Name: Vermeer Corporation

Any exceptions to the terms, conditions, specifications, or proposal forms contained in this RFP must be noted in
writing and included with the Proposer’s response. The Proposer acknowledges that the exceptions listed may or may
not be accepted by NJPA or included in the final contract. NJPA will make reasonable efforts to accommodate the
listed exceptions and may clarify the exceptions in the appropriate section below.

Term, Condition, or NJPA ]
Section/page Specification Exception ACCEPTS
-none-
J
",fwvfi’ 1 . L ‘ ,
Proposer’s Signature: (A A o A7 Date -~ "~ /7

NJPA’s clarification on exceptions listed above:’
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FORM D

Formal Offering of Proposal
(To be completed only by the Proposer)

PUBLIC UTILITY EQUIPMENT WITH RELATED ACCESSORIES AND SUPPLIES |

In compliance with the Request for Proposal (RFP) for PUBLIC UTILITY EQUIPMENT WITH RELATED
ACCESSORIES AND SUPPLIES, the undersigned warrants that the Proposer has examined this RFP and, being familiar
with all of the instructions, terms and conditions, general and technical specifications, sales and service expectations, and any
special terms, agrees to furnish the defined products and related services in full compliance with all terms and conditions of
this RFP, any applicable amendments of this RFP, and all Proposer’s response documentation. The Proposer further
understands that it accepts the full responsibility as the sole source of solutions proposed in this RFP response and that the
Proposer accepts responsibility for any subcontractors used to fulfill this proposal.

Company Name: _ Vermeer Corporation Date: ___ January 18, 2018
Company Address: _ 1210 Vermeer Road East

City: Pella State: 1A Zip: 50219

CAGE Code/Duns & Bradstreet Number: 11457 / 00-527-4071

Contact Person: __Chad Tousey Title: __Corporate Accounts Coordinator
Authorized Signature: ‘\M A oo~ Chad Tousey
4 (Name printed or typed)
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FORME
CONTRACT ACCEPTANCE AND AWARD

(Top portion of this form will be completed by NJPA if the vendor is awarded a contract. The vendor should
complete the vendor authorized signatures as part of the RFP response.)

NJPA Contract #: 012418-VRM

Proposer’s full legal name: Yermeer Corporation

Based on NJPA's evaluation of your proposal, you have been awarded a contract. As an awarded vendor, you
agree fo provide the products and services contained in your proposal and to meet all of the terms and

conditions set forth in this RFP, in any amendments to this RFP, and in any exceplions that are accepted by NJPA.

The effective date of the Contract will be March 14, 2018 and will expire on March 14, 2022 (no later than the
later of four years from the expiration date of the currently awarded contract or four years from the date that the
NJPA Chief Procurement Officer awards the Contract). This Contract may be extended for a fifth year at NJPA's

discretion.

NJPA Authorized Signatures:

9‘4 Jeremy Schwariz

NJPATHRECTOR OF COéf%RAT IVE CONTRACTS (NAME PRINTED OR TYPED)
AND PROC
RO
C»— ” o= . Chad Coaueite
NJPA EXECUTIVE DIRECTOR/CEOQ SIGNATURE (NAME PRINTED OR TYPED)
Awarded on March 12, 2018 NJPA Confract # 012418-VRM

Vendor Avthorized Signatures:
The Vendor hereby accepts this Contract award, including all accepted exceptions and amendments.
Vendor Name ___ \/C’r’f\mu—‘f‘ Coyrporation )

Authorized Signatory's Title C O(.!Q pvate A ccound Ma Naget”

(e aoney C\iad Tousey

VENDOR AUTHORIZED SIGNATURE {NAME PRINTED OR TYPED)

Executed on March 14 20} € NJPA Contract # 012418-VRM



Form F

PROPOSER ASSURANCE OF COMPLIANCE

Proposal Affidavit Signature Page

PROPOSER’S AFFIDAVIT

The undersigned, 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.

I.

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 NJPA members
agencies. The undersigned affirms that he or she is authorized to 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 NJPA, or any person, firm, or
corporation under contract with NJPA, 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 Contract award under this RFP.

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 in
writing and have been included with the Proposer’s RFP response.

The Proposer will, if awarded a Contract, provide to NJPA 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
acceptable to NJPA Members. Unless otherwise agreed to, the Proposer must provide only new and first-quality
products and related services to NJPA 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 NJPA will reject RFP proposals that are marked “confidential” (or “nonpublic,”
etc.), 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 Contract is awarded. At that point, proposals
generally become public data. Minnesota Statute §13.37 permits only certain narrowly defined data to be
considered a “trade 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 NJPA for reasonable measures that NJPA takes to uphold such a
data designation.

[The rest of this page has been left intentionally blank. Signature page below]
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By signing below, Proposer is acknowledging that he or she has read, understands, and agrees to comply with the terms
and conditions specified above.

Company Name: Vermeer Corporation

Address: 1210 Vermeer Road East

City/State/Zip: __ Pella, IA 50219

Telephone Number: __ 641-621-8531

E-mail Address: ctousey@vermeer.com
—
Authorized Signature: W T GArDAAA

R ¥
Authorized Name (printed): C_\a 9\ ’TguuS S |
Title: Corporate Accounts Manager

Date: }“’0}'}?

Notarized

Subscribed and sworn to before me this | L? = day of lg WL o, 20 / 6

v

Notary Public in and for the County of _ Ml 1 00 State of _ |0 WA

My commission expires: | )¢/ [ ler 12 / 2020

Signature: \/(//w,@/ My %,i,biuﬂji/wl%

o TAYLOR NUNNIKHOVEN
) E Commission Number 807915

. « My Commission Expires
oW December 12, 2020
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Form P

PROPOSER QUESTIONNAIRE
Payment Terms, Warranty, Products and Services, Pricing and Delivery, and Industry-Specific Questions

Proposer Name: _Vermeer Corporation

Questionnaire completed by: _Chad Tousey

Payment Terms and Financing Options

1) What are your payment terms (e.g., net 10, net 30)?
Payment Terms are Net 30.

2) Do you provide leasing or financing options, especially those options that schools and governmental entities may
need to use in order to make certain acquisitions?

A variety of leasing programs are available. This includes standard leases as well as leases with different purchase
options at the end of the term. Purchase Options using predetermined or fair market values can be used to tailor
monthly payments to a member’s budget. Rates and terms can vary and be tailored to the members needs and

based on their application.

3) Briefly describe your proposed order process. Please include enough detail to support your ability to report quarterly
sales to NJPA. For example, indicate whether your dealer network is included in your response and whether each
dealer (or some other entity) will process the NJPA Members’ purchase orders.

e Vermeer Corporation will utilize a Business-to-Government order process and funds flow.

e Vermeer will establish a national marketing program for the public utility equipment contract like what is
already in place with NJPA today.

e The Process Flow for NJPA orders will be structured to minimize the impact for both the sales team and our

customers as indicated below:

1. Customer contacts the local dealer for NJPA contract purchase

Determine if local agency is NJPA member

a. If member — proceed

b. If not a current member - assist agency with online membership application
3. Dealer determines product specifications and supplies quote

a. Pricing — percentage discount from catalog pricing
4. Develop quote with :

a. Machine pricing

b. Freight — based on zoned freight matrix
5. Quote presented to local agency

a. Accepted — proceed to order process

b. Denied — Dealer does not proceed, seeks possible assistance; Vermeer Corporate & NJPA
6. Dealer places machine order



7. Dealer receives machine and preps for delivery to local agency
8. Dealer delivers machine to customer
a. Perform operator review as needed
b. File equipment registration
9. Dealer submits copy of their dealer-to-NJPA member invoice to Vermeer Corporation
10. Vermeer Corporation adds the purchase to the NJPA quarterly sales report.
a. Vermeer Corporation makes payment to NJPA quarterly and sends the corresponding report.

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

If the P-card is associated with one of the major charge card issuers, then the P-card can be used for parts and
service at multiple dealerships.

Warranty

5) Describe in detail your manufacturer warranty program, including conditions and requirements to qualify, claims
procedure, and overall structure. You may include in your response a copy of your warranties, but at a minimum
please also answer the following questions.

Full description of our one year warranty is provided in manufacturer Warranty Statements.

See attachment Form P-5.1.

Extended warranties are available.

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

All materials and labor are covered as described in manufacturer Warranty Statements.
See attachment Form P-5.1.

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

Standard Warranty is subject to one full year or 1,000 hours, whichever comes first as described in
Manufacturer Warranty Statements. Extended warranties for parts and/or labor are available for a variety
of terms and hours.

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

The Standard warranty repair or replacement must be made at the dealer location as described in
manufacturer Warranty Statements. Extended warranties and preventative maintenance programs are
available that would include some travel time.

Are there any geographic regions of the United States for which you cannot provide a certified technician to
perform warranty repairs? How will NJPA Members in these regions be provided service for warranty repair?

We have the facilities and technicians available to perform warranty throughout the entire United States and
Canada.

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

Warranties will be passed on to the original equipment manufacturer.



6)

e  What are your proposed exchange and return programs and policies?

Vermeer routinely accepts trade-ins for new equipment. The value for a specific piece can be discussed with a
member and their local Vermeer representative. With the warranty we provide combined with a member’s
ability to try and/or see a piece of equipment operate in their local area, the need for simply returning or
exchanging a product is not generally applicable to the type of equipment we deliver.

Describe any service contract options for the items included in your proposal.

Service contracts are available for purchase. It is marketed as Confidence Plus’ with standard, base, and premium
coverage options.

See attachment Form P-6.1.

Pricing, Delivery, Audits, and Administrative Fee

7)

8)

9

Provide a general narrative description of the equipment/products and related services you are offering in your
proposal.

Describe your pricing model (e.g., line-item discounts or product-category discounts). Provide detailed pricing data
(including standard or list pricing and the NJPA discounted price) on all of the items that you want NJPA to consider
as part of your RFP response. Provide a SKU for each item in your proposal. (Keep in mind that reasonable price and
product adjustments can be made during the term of an awarded Contract. See the body of the RFP and the Price and

Product Change Request Form for more detail.)

Vermeer is offering percentage discounts from our stated list prices. For the equipment in the Public Utility
Equipment RFP, the discounts are up to 14%. NJPA’s discount is noted within the folder name of each product
category that contains the pricing templates. There is a pricing template for each model that incorporates the
appropriate and stated discount for each unit and options for each model. The pricing templates utilize model
numbers and sales codes rather than SKU numbers.

Each pricing template includes a line item for freight. A Freight Matrix is included with our pricing files. The Freight
Matrix is broken out by Zone and Machine for each Vermeer product. In order to determine total price, the
Vermeer dealer will utilize the discounted list price on the pricing template and the freight matrix. By supplying
both product price and freight as part of the “bid price”, the member will be able to have full assurance of
contracted pricing eliminating all the potential “gray area” for the Purchasing Officer

This is the same system that has been used, and refined, for the past eight years. To date, based on feedback from
our contract administrator, the use of these templates works well for NJPA and their members. We will continue

to work with NJPA to refine this method if needed.

See attachment Form P-8.1 for pricing templates and freight matrix.

Please quantify the discount range presented in this response. For example, indicate that the pricing in your response
represents is a 50% percent discount from the MSRP or your published list.

The breakdown of specific discounts per product group are detailed within the folder name of each product
category that contains the pricing templates. Please see the folders in attachment Form P-8.1 for a complete
detailed list of discounts. For most of Vermeer equipment utilized by NJPA and its members, the discount is up to
14%. It is important to note that Vermeer utilizes one pricing system which is not inflated. Vermeer does not have
a separate list price which includes higher prices for government entities or for discounting purposes. We have
used the same process for establishing list prices for many decades.



10) The pricing offered in this proposal is

a. the same as the Proposer typically offers to an individual municipality, university, or school
district.

b. the same as the Proposer typically offers to GPOs, cooperative procurement organizations,
or state purchasing departments.

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

d. other than what the Proposer typically offers (please describe).

11) Describe any quantity or volume discounts or rebate programs that you offer.

Quantity discounts may apply when a large quantity of units are being ordered at one time. Please contact the
appropriate Vermeer Dealer or the Vermeer Corporate Accounts Department to discuss.

12) 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.

Cost Plus up to 18% trailers
Cost Plus up to 35% all other items

13) Identify any total cost of acquisition costs that are NOT included in the pricing submitted with your response. This
cost includes all additional charges that are not directly identified as freight or shipping charges. For example, list
costs for items like installation, set up, mandatory training, or initial inspection. Identify any parties that impose such
costs and their relationship to the Proposer.

Equipment Parts-Vermeer Corporation at 1210 Vermeer Road East in Pella, lowa is the sole source manufacturer
of Vermeer Genuine Parts. The Vermeer dealership network is the sole source distributor for genuine Vermeer
parts that are recommended for use on all equipment. The pricing should not exceed the suggested list price.

RDO Vermeer Pacific in California, which is part of the Vermeer dealership network includes the following
additional charges:

CARB registration fee for any unit with a 50 hp engine and over. CARB is California Air Resources Board. This is
government mandated. The dealership begins the registration process as soon as they can because the machine
has to sit until the registration process is complete or there is risk of being issued a citation.

Tire tax of $1.75 per tire. This is required for anything with tires.

Registration fee for units that have to be licensed and plated. This is done as a courtesy to the customer. If a
customer prefers to take responsibility for this on their own, then the dealer does not charge a registration fee.

14) If delivery or shipping is an additional cost to the NJPA Member, describe in detail the complete shipping and delivery
program.

We have provided a freight matrix which includes any applicable freight costs. For those products that are more
specialized in nature, we included a maximum freight rate as a way to provide the NJPA member with a check
point and a not to exceed amount. The total price for each piece of equipment is determined by using the iscounted
model price in conjunction with the zone based freight matrix. Delivery is included in this total price for each unit.



15) Specifically describe those shipping and delivery programs for Alaska, Hawaii, Canada, or any offshore delivery.

We have Vermeer dealerships covering Alaska, Hawaii, Canada, as well as throughout the globe. The Vermeer
dealer works with Vermeer Corporation’s logistics team to ship the product from the manufacturing plant to their
location. The dealer then preps and delivers the equipment to the customer.

16) Describe any unique distribution and/or delivery methods or options offered in your proposal.

Due to the nature of our product and business model, Vermeer is set up to distribute and deliver through the
Vermeer dealership network. The service, longevity, and expertise of this dealership network along with the
relationship with Vermeer Corporation is what makes it a unique distribution channel. Having a zoned freight
matrix is something Vermeer does specific for NJPA.

17) Please specifically describe any self-audit process or program that you plan to employ to verify compliance with your
proposed Contract with NJPA. This process includes ensuring that NJPA Members obtain the proper pricing, that the
Vendor reports all sales under the Contract each quarter, and that the Vendor remits the proper administrative fee to
NJPA.

Each dealer receives funding from Vermeer Corporation for products sold and delivered to NIPA members. To
receive this funding the dealer must submit paperwork to the Vermeer Corporate Accounts Department
(specifically to Shelly Larson and Jodi Schnell), stating the NJPA program was utilized and who the purchasing
member is. This paperwork along with submitted equipment registration is used as an accounting tool and in our
audit process. Vermeer Corporation supplies marketing materials and schedules training sessions, allowing
Vermeer to educate the Vermeer Dealers in the proper use and promotion of the NJPA program.

18) Identify a proposed administrative fee that you will pay to NJPA for facilitating, managing, and promoting the NJPA
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 RFP
Section 6.29 and following for details.)

Vermeer Corporation is proposing a 1.4% administrative fee to be paid to NJPA when reporting quarterly sales.
Industry-Specific Questions

19) Describe how the equipment you propose in response to this RFP simplifies the operation for
end-users.

Drills- Series 3 (Speed, Sound, Simplicity)

1. focus on increasing speed of machine (carriage speed, rotation speed, tracking speed)
2. focus on engine shielding and cooling package to reduce sound at operator’s ear
3. focus on making the machines as easy to run as possible

Common Machine Controls- if an operator is used to running any of our drills they can comfortably run
a larger or smaller drill with limited training

Aurora Touchscreen Display- both locating and drilling display in clear view of the operator

Marine grade controls- eliminates rocker switches. All non-drilling functions are located on one key pad
Dial control- operator can easily change drill settings using dial located on control station

Variety of Rod Options- right tool for the job

Excavator style cabs for greater comfort and legroom



Narrow Width drills to access small and limited job site openings

Ride-on Tractors

Integrated system display allows monitoring of machine functions

Common controls across the trencher lineup providing better training, efficiency and productivity
Large fuel tanks for increased productivity on the job

Interchangeable axle hubs allowing a change from tracks to rubber tires

20) Provide examples from your product offering that are not available from most competitors in this industry.

Drills

Bolt-on rack and pinion for easy change-out

CanBus system for onboard diagnosis

Dual screen display options

Pre and post planning tools providing detail reports making the job more efficient
Marine grade controls for all weather conditions

One piece forged drill rod for added strength and durability

Ride-On Tractors

“Auto Creep” is a Vermeer exclusive feature monitoring engine speed and maintaining the correct load for
production.

Quad tracks are available on all ride-on tractors from the RTX450 to the RTX1250.

21) Explain how your equipment in this category reduces down-time on the job site.

Drills

Can Bus system- to display fault codes and onboard diagnosis to identify what parts are needed to fix the issue

Commonality of parts- focus on using common components which makes it so our service techs are used to
working on components even on new machines, which decreases diagnostic time

Vise Logic- helps to decrease stresses on the drill rods due to improper operation

Bolt-on rack and pinion- easily change out rack and pinion rather than having to break welds

Ride-On Tractors

Heavy Duty axle options for increased durability
Quad track options allow for more flotation and higher tractive effort

Detailed descriptions of fault codes on the DP10 digital display enabling the technician to have the appropriate
parts for the initial service call.

22) Explain how your company has integrated technology into your equipment to provide efficiencies and
analytics to save time and costs on the job.

Drills
CanBus system for onboard diagnosis
Dual screen display options



Ride-On Tractors
Auto Creep uses the computer to maintain the ideal engine load, consistently for maximum production
Trench Sense monitors engine speed and overrides the controls automatically to help reduce engine stalls and

hydraulic pressure spikes.

Automatic applied and released parking brakes allow for safe operations and reduce operator error of driving
through the brakes.

Productivity Tools

Vermeer offers integrated on rig telematics (Vermeer Fleet) options across the Series 3 drill line-up. Vermeer
Fleet provides fleet managers equipment GPS location to efficiently locate and route equipment and crews to
the jobsite. Vermeer Fleet identifies planned maintenance schedules and captures completed services, while
displaying idle times and fuel consumed. Vermeer Fleet also helps managers identify operating expense
reduction opportunities and prompts them to take action on a machine with maintenance alert notifications
and fault diagnostic codes.

Advanced telematics (Vermeer Fleet +Edge) available on the D23x30S3, D24x40S3 and D40x5553 help increase
job productivity by managing and analyzing operational data. With this tool you can capture near real-time
machine data, such as mud flow, thrust and pullback force and rotational torque on a rod-by-rod basis.
Operations and fleet managers can review machine information at any point in time during or after a drilling
operation to help improve the performance of the equipment and crews.

Vermeer Projects, a mobile bore planning and as-built collection tool, allows users to capture utility locations
and depths in a GIS environment and plan a bore path designed to avoid buried utilities and obstacles. This
bore plan can be exported from Vermeer Projects and uploaded to Vermeer BoreAssist on the DCI Aurora
display. Vermeer BoreAssist allows users to view the bore plan profile and rod-by-rod plan on the rig as well
as actual depth and pitch recordings as they are recorded on the locator. Users can view bore path progress
and use the information provided in BoreAssist to make bore path corrections during the bore.

23) How does your manufacturing process eliminate waste and non-value added options to keep price
increases to a minimum?

In order to eliminate waste from our manufacturing processes, we first need to teach our team members what
waste looks like (the 8 common wastes in any process) and what value added and non-value added activities
are. Once they are equipped with this knowledge we empower them to eliminate waste through the kaizen
methodology and tools. This can take place during their day to day work or during a formal kaizen event. The
methodology includes understanding our current state and problem identification through the eyes of the
team member or the customer of a process. As we eliminate waste from our processes, we become safer,
more productive and produce better quality. All of these things contribute to the cost of our product.

The same methodology applies to product development. We strive to understand customer needs or the
problems they are experiencing and then develop a solution to meet that need. If we developed options or
products that don’t help our customers solve a problem we are consuming resources without a purpose, which
would be introducing waste in to our business.

Similar to our internal process improvement, we want our customers to be safe, productive and do quality
work so we look at how our products function and serve their intended purpose.

24) Explain how your distributors are set up to provide service and support for equipment in this
industry.



Vermeer aims to provide each customer with a differentiated, highly personalized experience
consistently through the robust dealer network with locations to cover the United States and

Canada.
See attachments: Form A 18.1 & 18.2

From selecting the right equipment, to training operators, to providing the parts and service
needed, Vermeer dealerships give our customers the localized support and confidence to get the
job done while maximizing productivity, whether it’s on the jobsite or in the field.

Support is far from over following the initial sale. Equipping customers with the right parts at the
right time to keep yellow iron working productively is a top priority. Vermeer delivers additional
business confidence through enhanced support and parts availability. Customers can feel
confident knowing there is a partner nearby, whose goal is to be their equipment dealer of choice.

25) Identify how your products, services and supplies address the scope of this RFP.

The need for clean water, faster communication and reliable access to electricity requires a range of
equipment that can work in the most rural, remote areas and the most congested, populous cities, in a

range of ground conditions — from hard rock to clay to cobble.

Anticipating the variety of conditions in which installation of these vital utilities are performed, Vermeer
offers a comprehensive and high-quality product offering, including horizontal directional drills, guided
boring systems, trenchers, vibratory plows, rockwheels, piercing tools and vacuum excavators, as well as a
range of tooling, accessories, and support equipment ready to see you though the most challenging jobs.

(f///lx—f/k /!/' - 292 — /¢
Signature: W Date: A A /¥




