A Lee County
8 Southwest Forida

AGREEMENT FOR PIGGYBACK PURCHASE

THIS AGREEMENT FOR PIGGYBACK PURCHASE (“Piggyback™) is made and entered into
by and between the Lee County Board of County Commissioners, a political subdivision of the

State of Florida ("County") and Carroll Air Systems, Inc., hereinafter referred to as the “Vendor”.

WHEREAS, Region 4 Education Service Center, acting as a lead agency, issued RFP 15-
05 on March 15, 2015, to establish a national cooperative contract for HVAC equipment,
installation, service and related services on behalf of itself and all state, local governments, school
districts, and higher education institutions in the United States of America, and other government

agencies and non-profit organizations; and

WHEREAS, Region 4 Education Service Center awarded Contract No. R150505 to Daikin
Applied Americas Inc. dba Daikin Applied effective October 1, 2015 (“Agreement”), attached
hereto and incorporated herein as Attachment 1, which authorizes using agencies to enter into

individual contracts thereunder; and

WHEREAS, the Agreement is eligible for piggyback purchases; and

WHEREAS, On June 7, 2018, Region 4 Education Service Center approved a Request for
Vendor Contract Update from Daikin Applied allowing purchases under the Agreement to be made
through Daikin Applied’s independently owned representative offices, attached hereto and

incorporated herein as Attachment 2; and

WHEREAS, the Vendor is the Daikin Applied authorized representative under the

Agreement for the Lee County area; and



WHEREAS, the County desires to make purchases from the Vendor under the same terms

and conditions of the Agreement.

NOW, THEREFORE, IN CONSIDERATION OF THE FOREGOING AND THE MUTUAL
COVENANTS CONTAINED HEREIN, IT IS AGREED AS FOLLOWS:

The County and the Vendor agree to be bound by the terms and conditions of the Agreement with
respect to the County’s purchases of HVAC equipment, installation, service and related services
from the Vendor during the term of the Agreement and any renewals or extensions thereof.
Furthermore, the County and the Vendor agree to the following additional terms and conditions
for work authorized under this Piggyback, if any.

Definitions

A. Contract Documents — The Contract Documents include this Piggyback, the Agreement,
the solicitation documents, any CPAs issued hereunder, and all supporting documentation
referenced by and incorporated therein.

B. County Project Authorization (CPA) - The term County Project Authorization (CPA) refers
to a written document executed by both parties under this Piggyback setting forth and
authorizing a limited number of services, tasks, or work for a specific project identified by
the County. Such services, tasks, or work is consistent with and has previously been
described by the Region 4 Education Service Center solicitation and the Agreement.

C. County Project Modification — The term County Project Modification refers to a written
document executed by both parties that modifies the services, time and/or cost of a project
authorized by a CPA.

D. Final Completion — The time at which all work under a CPA has been fully, finally, and
properly completed in accordance with the Contract Documents and all other duties,
responsibilities, and obligations have been performed, as verified by the County with tests,
inspections, or otherwise, so as to entitle the Vendor to submit an invoice for final payment.
Final Completion occurs when the project authorized by a CPA is accepted by the County
as evidenced in writing by the County. The terms “finally complete” and “finally
completed” also refer to Final Completion.

E. Liquidated Damages — Damages, usually in the form of monetary payment, agreed to by
the parties to a contract which are due and payable as damages in the event of a breach of
all or part of such contract. Liquidated Damages may be applied on a daily basis for as long
as the breach is in effect.

F. Substantial Completion — The time at which the work under a CPA has progressed and
completed to the point where it is sufficiently complete, in accordance with the Contract
Documents, so that the equipment can be effectively and efficiently utilized for the
purposes for which it is intended without any material impairment of function for a pre-
described period of time. The terms “substantially complete” and “substantially
completed” refer to Substantial Completion. The term -Substantial Completion may be



Vendor’s Insurance

A. Vendor shall procure and maintain insurance as specified in Attachment 4,
Insurance Requirements, attached hereto and made a part of this Agreement.

B. Vendor shall, on a primary basis and at its sole expense, maintain in full force and
effect, at all times during the life of this Agreement, insurance coverage (including endorsements)
and limits as described in Attachment 4. These requirements, as well as the County’s review or
acceptance of insurance maintained by Vendor, are not intended to and shall not in any manner
limit or qualify the liabilities or obligations assumed by Vendor under this Agreement. Insurance
carriers providing coverage required herein must be licensed to conduct business in the State of
Florida and must possess a current A.M. Best’s Financial Strength Rating of B+ Class VII or better.
No changes are to be made to these specifications without prior written specific approval by
County Risk Management. To the extent multiple insurance coverages and/or County's self-
insured retention may apply, any and all insurance coverage purchased by Vendor and its
subcontractors identifying the County as an additional named insured shall be primary.

Liability of Vendor

The Vendor shall save, defend, indemnify and hold harmless the County from and against any and
all claims, actions, damages, fees, fines, penalties, defense costs, suits or liabilities which may
arise out of any act, neglect, error, omission or default of the Vendor arising out of or in any way
connected with the Vendor or subcontractor’s performance or failure to perform under the terms
of this Agreement.

Dispute Resolution

A. In the event of a dispute or claim arising out of this Piggyback, the parties agree
first to try in good faith to settle the dispute by direct discussion. If this is unsuccessful, the parties
may enter into mediation in Lee County, Florida, with the parties sharing equally in the cost of
such mediation.

B. In the event mediation, if attempted, is unsuccessful in resolving a dispute, the
parties may proceed to litigation as set forth below.

C. Any dispute, action or proceeding arising out of or related to this Piggyback will be
exclusively commenced in the state courts of Lee County, Florida, or where proper subject matter
jurisdiction exists, in the United States District Court for the Middle District of Florida. Each party
irrevocably submits and waives any objections to the exclusive personal jurisdiction and venue of
such courts, including any objection based on forum non conveniens.

D. This Piggyback and the rights and obligations of the parties shall be governed by
the laws of the State of Florida without regard to its conflict of laws principles.

B. Unless otherwise agreed in writing, the Vendor shall be required to continue all
obligations under this Agreement during the pendency of a claim or dispute including, but not
limited to, actual periods of mediation or judicial proceedings.



used in the Contract Documents in reference to a particular portion of the work, in which
case the term will be applied as defined above only to that portion of the work, otherwise
it shall be deemed to refer to the total work under the CPA.

County Project Authorizations

A. Work shall only be authorized under this Piggyback by mutual execution of a CPA.
All work shall be provided and performed in accordance with the Agreement and as further
described in any CPAs issued under this Piggyback.

B. A modification to a County Project Authorization may only be authorized by a
County Project Modification properly executed by both parties.

CPA Time and Liquidated Damages

A. Time is of the essence in the performance of the work under this Piggyback as may
be authorized by CPAs. The Commencement Date for the CPA shall mean the date established in
a Notice to Proceed issued by the County after execution of a CPA (“Commencement Date”), and
no work shall be performed prior to the Commencement Date. Any work performed by the Vendor
prior to the Commencement Date shall be at the sole risk of the Vendor. The Work shall be
Substantially Completed within the number of calendar days established by the CPA. The date of
Substantial Completion of the work is the date verified by the County when the work is sufficiently
complete, in accordance with the Contract Documents. The work under a CPA shall be fully
completed and ready for final acceptance by the County within the number of calendar days

established by the CPA and measured from the Commencement Date.

B. The County and the Vendor recognize that, since time is of the essence for any
work under this Piggyback authorized by CPAs, the County will suffer financial loss if the work
is not Substantially Completed within the time specified by the CPA, as said time may be adjusted
as provided for herein. Should the Contractor fail to Substantially Complete the work specified
by a CPA within the time period established by the CPA, the County shall be entitled to assess, as
Liquidated Damages, but not as a penalty, the dollar amount identified by the CPA for each
calendar day thereafter until Substantial Completion is achieved. The work shall be deemed to be
Substantially Completed on the date the County acknowledges in writing that Substantial
Completion has been reached. The Vendor hereby expressly waives and relinquishes any right

which it may have to seek to characterize the above noted Liquidated Damages as a penalty, which



the parties agree represents a fair and reasonable estimate of the County's actual damages at the

time of contracting if the Vendor fails to Substantially Complete the Work in a timely manner.

C. The amount of Liquidated Damages for each project authorized by a CPA shall be
determined using the chart below.

Estimated Project Cost Estimated Project Cost | Daily Charge Per Calendar
Over But Less than Day

$0.00 $50,000.00 $645.00

$50,000.00 $250,000.00 $760.00

$250,000.00 $500,000.00 $970.00

$500,000.00 $2,500,000.00 $1,500.00
$2,500,000.00 $5,000,000.00 $2,400.00
$5,000,000.00 $10,000,000.00 $3,300.00
$10,000,000.00 $15,000,000.00 $4,600.00
$15,000,000.00 $20,000,000.00 $4,300.00
$20,000,000.00 over $5,700.00 plus .00005

D. When any period of time is referenced by days herein, it shall be computed to
exclude the first day and include the last day of such period. All days shall mean calendar day and

not business day.

E. Any agreed upon changes to the project time established by a CPA must be

accomplished by an approved, written County Project Modification.

Bonds

A. For any individual CPA that reaches or exceeds $100,000.00, the Vendor shall
provide Performance and Payment Bonds, in the form prescribed by the County, a sample of which
is attached hereto and incorporated herein as Attachment 3, in the amount of 100% of the project
as established by the CPA, the costs of which are to be paid by the Vendor. The Vendor shall have
the Performance and Payment Bonds recorded by the Lee County Clerk of Court, the cost of said
recording shall be paid by the Vendor.



B. If the cost of the project authorized by a CPA is increased by a County Project
Modification, it shall be the Vendor’s responsibility to ensure that the Performance and Payment
Bonds are amended accordingly and a copy of the amendment recorded by the Lee County Clerk

of Court and forwarded to the County.

(a The Performance and Payment Bonds shall be underwritten by a Surety authorized
to do business in the State of Florida and otherwise acceptable to the County; provided, howeyver,
the Surety shall be rated as "B+" or better as to general policy holders rating as reported in the
most current Best Key Rating Guide, published by A.M. Best Company, Inc.

Public Records

Vendor specifically acknowledges its obligations to comply with Section 119.0701, Florida
Statutes, with regard to public records, and shall:

1) keep and maintain public records that ordinarily and necessarily would be required by
the County in order to perform the services required under this Piggyback;

2) upon request from the County, provide the County with a copy of the requested records
or allow the records to be inspected or copied within a reasonable time at a cost that
does not exceed the cost provided in Chapter 119, Florida Statutes, or as otherwise
provided by law;

3) ensure that public records that are exempt or confidential and exempt from public
records disclosure requirements are not disclosed, except as authorized by law; and

4) meet all requirements for retaining public records and transfer, at no cost to the County, .
all public records in possession of Vendor upon termination of this Piggyback and
destroy any duplicate public records that are exempt or confidential and exempt from
public records disclosure requirements. All records stored electronically must be
provided to the County in a format that is compatible with the information technology
system of the County.

IF THE VENDOR HAS QUESTIONS REGARDING THE
APPLICATION OF CHAPTER 119, FLORIDA STATUTES, TO
THE VENDOR’S DUTY TO PROVIDE PUBLIC RECORDS
RELATING TO THE CONTRACT, CONTACT THE CUSTODIAN
OF PUBLIC RECORDS AT 239-533-2221, 2115 SECOND STREET,
FORT MYERS, FL 33901, publicrecords@leegov.com;
http://www.leegov.com/publicrecords.



Termination

A. The County shall have the right at any time upon fifteen (15) days’ written notice
to the Vendor to terminate this Piggyback in whole or in part for any reason whatsoever. In the
event of such termination, the County shall be responsible to Vendor only for fees and
compensation earned by the Vendor prior to the effective date of said termination. In no event shall
the County be responsible for lost profits of Vendor or any other elements of breach of contract.

5 After receipt of a notice of termination, except as otherwise directed, the Vendor
shall stop work on the date of receipt of the notice of termination or other date specified in the
notice; place no further orders or sub-contracts for materials, services, or facilities except as
necessary for completion of such portion of the work not terminated; terminate all vendors and
subcontracts; and settle all outstanding liabilities and claims.

[The remainder of this page intentionally left blank.]



IN WITNESS WHEREOF, the parties have executed this Agreement for Piggyback Purchase as

of the last date written below.

COUNTY: LEE COUNTY, FLORIDA

APPROVED as to Form for the Reliance of

Lee Countp Only .MM

County Attorney's Office
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1.1

1.2

1.3

Attachment 1

APPENDIX A
VENDOR CONTRACT AND SIGNATURE FORM

This Vendor Contract and Signature Form (“Contract”) is made as of , by and
between (“Vendor”) and Region 4
Education Service Center (“Region 4 ESC”) for the purchase of HVAC Equipment,
Installation, Service, & Related Products (“the products and services”).

RECITALS.

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

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

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

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

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

ARTICLE 1- GENERAL TERMS AND CONDITIONS

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

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

TCPN shall perform its duties, responsibilities and obligations as administrator of purchases, set
forth in this agreement, and required under the Vendor Contract.
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1.4

1.5

2.1
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3.1.

3.2.

3.3.

4.1.

4.2.

Purchasing procedure:

o Purchase orders are issued by participating governmental agencies to the awarded vendor
indicating on the PO “Per TCPN Contract.”

Vendor delivers goods/services directly to the participating agency.

Awarded vendor invoices the participating agency directly.

Awarded vendor receives payment directly from the participating agency.

Awarded vendor reports sales monthly to TCPN.

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

ARTICLE 2- ANTICIPATED TERM OF AGREEMENT

Unless otherwise stated, all contracts are for a period of one (1) year with an option to renew
annually for an additional four (4) years if agreed to by Region 4 ESC. Region 4 ESC will notify the
vendor in writing if the contract is extended. Awarded vendor shall honor all administrative fees for
any sales made based on the contact whether renewed or not.

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

ARTICLE 3- REPRESENTATIONS AND COVENANTS

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

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

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

ARTICLE 4- FORMATION OF CONTRACT

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

Form of Contract: The form of contract for this solicitation shall be the Request for Proposal, the
awarded proposal(s) and best and final offer(s), and properly issued and reviewed purchase orders
referencing the requirements of the Request for Proposals. If a firm submitting an offer requires
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4.3.

4.4.

4.5.

4.6.

4.7.

4.8

4.9

Region 4 ESC and/or Member to sign an additional agreement, a copy of the proposed agreement
must be included with the proposal.

Entire Agreement (Parol evidence): The contract, as specified above, represents the final written
expression of agreement. All agreements are contained herein and no other agreements or
representations that materially alter it are acceptable.

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

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

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

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

Special terms and conditions

General terms and conditions

Specifications and scope of work

Attachments and exhibits

Documents referenced or included in the solicitation

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

Adding authorized distributors/dealers: Awarded vendors are prohibited from authorizing
additional distributors or dealers, other than those identified at the time of submitting their proposal,
to sell under their contract award without notification and prior written approval from TCPN.
Awarded vendors must notify TCPN each time it wishes to add an authorized distributor or dealer.
Purchase orders and payment can only be made to awarded vendor unless otherwise approved
by TCPN. Pricing provided to members by added distributors or dealers must also be less than or
equal to the pricing offered by the awarded contract holder,. unless otherwise approved by TCPN.
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5.1.

5.2

5.3
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ARTICLE 5- TERMINATION OF CONTRACT

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

i.  Providing material that does not meet the specifications of the contract;

ii. Providing work and/or material that was not awarded under the contract;

ii. Failing to adequately perform the services set forth in the scope of work and
specifications;

iv.  Failing to complete required work or furnish required materials within a reasonable
amount of time;

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

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

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

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

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

Force Majeure: If by reason of Force Majeure, either party hereto shall be rendered unable wholly
or in part to carry out its obligations under this Agreement then such party shall give notice and full
particulars of Force Majeure in writing to the other party within a reasonable time after occurrence
of the event or cause relied upon, and the obligation of the party giving such notice, so far as it is
affected by such Force Majeure, shall be suspended during the continuance of the inability then
claimed, except as hereinafter provided, but for no longer period, and such party shall endeavor
to remove or overcome such inability with all reasonable dispatch.

The term Force Majeure as employed herein, shall mean acts of God, strikes, lockouts, or other
industrial disturbances, act of public enemy, orders of any kind of government of the United States
or the State of Texas or any civil or military authority; insurrections; riots; epidemics; landslides;
lighting; earthquake; fires; hurricanes; storms; floods; washouts; droughts; arrests; restraint of
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5.5

6.1

6.2

7.1

72

8.1

8.2

government and people; civil disturbances; explosions, breakage or accidents to machinery,
pipelines or canals, or other causes not reasonably within the control of the party claiming such
inability. It is understood and agreed that the settlement of strikes and lockouts shall be entirely
within the discretion of the party having the difficulty, and that the above requirement that any
Force Majeure shall be remedied with all reasonable dispatch shall not require the settlement of
strikes and lockouts by acceding to the demands of the opposing party or parties when such
settlement is unfavorable in the judgment of the party having the difficulty.

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

ARTICLE 6- LICENSES

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

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

ARTICLE 7- DELIVERY PROVISIONS

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

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

ARTICLE 8- BILLING AND REPORTING

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

Invoices: The awarded vendor shall submit invoices to the participating entity clearly stating “Per
TCPN Contract”. The shipment tracking number or pertinent information for verification shall be
made available upon request.
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9.5

9.6

10.1

111

112

11.4

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

Administrative Fees: All pricing submitted to Region 4 ESC shall include the administrative fee
to be remitted to TCPN by the awarded vendor.

The awarded vendor agrees to pay administrative fees to TCPN of four percent (4%). (Sales will
be calculated for fiscal year of January 15t through December 315t and reset each year)

ARTICLE 10- PRICING AUDIT

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

ARTICLE 11- OFFEROR PRODUCT LINE REQUIREMENTS

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

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

Newproducts/Services: New products and/or services that meet the scope of work may be added
to the contract. Pricing shall be equivalent to the percentage discount for other products. Vendor
may replace or add product lines to an existing contract if the line is replacing or s upplementing
products on contract, is equal or superior to the original products offered, is discounted in a similar
or to a greater degree, and if the products meet the requirements of the solicitation. No products
and/or services may be added to avoid competitive procurement requirements. Region 4 ESC may
require additions to be submitted with documentation from Members demonstrating an interest in,
or a potential requirement for, the new product or service. Region 4 ESC may reject any additions
without cause.

Options: Optional equipment for products under contract may be added to the contractat the time
they become available under the following conditions: 1) the option is priced at a discount similar
to other options; 2) the option is an enhancement to the unit that improves performance or
reliability.
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Product line: Offerors with a published catalog may submit the entire catalog. Region 4 ESC
reserves the right to select products within the catalog for award without having to award all
contents. Region 4 ESC may reject any addition of equipment options without cause.

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

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

ARTICLE 12- SITE REQUIREMENTS

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

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

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

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

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

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

Until final acceptance by the Member, it shall be the Vendor's responsibility to protect all materials

and equipment. The Vendor warrants and guarantees that title for all work, materials and
equipment shall pass to the Member upon final acceptance.
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ARTICLE 13- MISCELLANEOUS

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

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

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

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

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

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

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

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

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

Legal Obligations: It is the Offeror's responsibility to be aware of and comply with all local, state,
and federal laws governing the sale of products/services identified in this RFP and any awarded
contract and shall comply with all while fulfilling the RFP. Applicable laws and regulation must be
followed even if not specifically identified herein.
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13.8 Open Records Policy: Because Region 4 ESC contracts are awarded by a governmental entity,
responses submitted are subject to release as public information after contracts are executed. If
a vendor believes that its response, or parts of its response, may be exempted from disclosure,
the vendor must specify page-by-page and line-by-line the parts of the response, which it believes,
are exempt. In addition, the Offeror must specify which exception(s) are applicable and provide
detailed reasons to substantiate the exception(s). Offeror must provide this information on the
‘Acknowledge and Acceptance to Region 4 ESC’s Open Record Policy” form found at the
beginning of this solicitation. Any information that is unmarked will be considered public information
and released, if requested under the Public Information Act.

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

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

25 0of 174



SEE
NOTE.

87

VENDOR CONTRACT SIGNATURE FORM

The undersigned hereby proposes and agrees to furnish goods and/or services in strict
compliance with the terms, specifications and conditions at the prices proposed within response
unless noted in writing. The undersigned further certifies that he/she is an officer of the company
and has authority to negotiate and bind the company named below and has not prepared this
proposal in collusion with any other Respondent and that the contents of this proposal as to
prices, terms or conditions of said proposal have not been communicated by the undersigned nor
by any employee or agent to any person engaged in this type of business prior to the official
opening of this proposal.

Prices are guaranteed: 120 days

THE ENCLOSED
REDLINED CONTRACT
AND CLARIFICATIONS,

Email address

[NOTE: DAIKIN Company name Daikin Applied Americas Inc. dba Daikin Applied
e L};EEEC’)S"E"S;QS'C?HSE Address 13600 Industrial Park Boulevard
OPPORTUNITY TO _ _

REVIEW AND City/State/Zip  Minneapolis, MN 55441

NEGOTIATE TERMS

AND CONDITIONS Telephone No, _ (753 563-5330

WITH REGION 4 ESC,

AS INDICATED WITHIN Fax No. (763)553-5302

duane.rothstein@daikinapplied.com

D

Binted ranes Michael G. Schwartz

Position with company ,Vice President

Authorized signature WW

Accepted by The Cooperative Purchasing Network:
Term of contract {)efo he r !_) 20185 to _S'(‘.?;Ib'i‘c?m ber 30,920k

Unless otherwise stated, all contracts are for a period of one (1) year with an option to renew
annually for an additional four (4) years if agreed to by Region 4 ESC and the awarded vendor.
Awarded vendor shall honor all administrative fees for any sales made based on a contract

whether rgnewed or not.
ﬁ:ﬁ’é/n//@fwz/z/ﬁ}/ ﬁj/v‘?:f/

Region 4 ESC Authorized Board Member Date
Nitw Dra hex

Print Name

8[,’2‘5 / el

Regiorl 4 ESC Authffrized Board Member Date

Faye B. L)Y’l/)aﬂ‘}’
Print Nafne

TCPN Contract Number g Y 0YaYh)e)
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Tha Conperatwe Pirchasing Network

Vendor Orientation

Respondent companies must commit to attending a vendor orientation meeting at TCPN's
offices should they be awarded a contract with Region 4 ESC through this RFP. Vendor
orientation meetings are meant to establish a good relationship with awarded vendors and
help to ensure compliance and effective administration over the life of the contract.

Respondents should indicate below what date they would like to have their vendor
orientation and who the participants will be. TCPN highly recommends that the individuals
who will handle contract management, reporting and accounting, and marketing all come
to the vendor orientation.

Vendor orientations for this RFP will be held between and

If awarded, our company will plan fo attend vendor orientation on

Potential attendees will include: pyane Rothstein

Bill Davidson
Mark Faucher

SlgnatureW Date: April 24, 2015

Mlchae G. Schwartz, Vice P esjdent

45 of 174




Appendix E:
QUESTIONNAIRE

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

1. States Covered

Offeror must indicate any and all states where products and services can be offered.
Please indicate the price co-efficient for each state if it varies.

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

[JAlabama [IMontana
[]Alaska [INebraska
[]Arizona [[INevada
[JArkansas [CINew Hampshire
[Icalifornia CINew Jersey
[IColorado [INew Mexico
[ Connecticut [INew York
[IDelaware [INorth Carolina
[ District of Columbia CINorth Dakota
[IFlorida [L]Ohio
[1Georgia [1Oklahoma
L1Hawaii [1Oregon
Lidaho LIPennsylvania
[ linois [IRhode Island
[1Indiana [ISouth Carolina
[lowa [[I1South Dakota
[IKansas [Tennessee
[1Kentucky [Texas
[Louisiana [Utah
[ 1Maine [IVermont
[IMaryland _ [ Virginia
[[IMassachusetts [CIWashington
LIMichigan [IWest Virginia
[IMinnesota [ Iwisconsin
] Mississippi CIWyoming
CMissouri

L] All U.S. Territories & Outlying Areas (Selecting this box is equal to checking all boxes below)
[JAmerican Samoa [INorthern Marina Islands
[IFederated States of Micronesia [IPuerto Rico
[1Guam [JU.S. Virgin Islands

LIMidway Islands

2. Diversity Programs .
e Do you currently have a diversity program or any diversity partners that you do

business with? LlYes [XINo
e If the answer is yes, do you plan to offer your program or partnership through
through TCPN ClYes [XINo

(If the answer is yes, attach a statement detailing the structure of your program, along with
a list of your diversity alliances and a copy of their certifications.)
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¢ Wil the products accessible through your diversity program or parthership be
offered to TCPN members at the same pricing offered by your company?
(Yes XINo
All pricing will be established based on discount off of list price for products that have been established on
the TCPN contract. For non-TCPN contract items, pricing will be based on cost plus mark-up.

3. Diverse Vendor Cerfification Participation

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

a. Minority Women Business Enterprise
Respondent certifies that this firm is an MWBE ClYes XINo

List certifying agency:

b. Small Business Enterprise (SBE) or Disadvantaged Business Enterprise (DBE)
'Respondent certifies that this firm is a SBE or DBE LlYes [XINo
List certifying agency:

c. Disabled Veterans Business Enterprise (DVBE)
Respondent certifies that this firm is a DVBE LlYes XINo

List certifying agency:

d. Historically Underutilized Businesses (HUB)
Respondent certifies that this firm is a HUB ClYes XINo

List certifying agency:

e. Historically Underutilized Business Zone Enterprise (HUBZone)
Respondent certifies that this firm is a HUBZone LlYes KINo

List certifying agency:

f. Other _
Respondent certifies that this firm is a recognized diversity [lYes [XINo
certificate holder
List certifying agency:

4. Residency

Responding Company's principal place of business is in the city of Minneapolis _State of MN.
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. Felony Conviction Nofice

Please check applicable box:
L1 A publicly held corporation; therefore, this reporting requirement is not applicable.
X] Is not owned or operated by anyone who has been convicted of a felony.

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

*If the 3" box is checked a detailed explanation of the names and convictions must be attached.
Processing Information
Company contact for:

Contract Management
Contact Person: Duane Rothstein

Title: Vertical Market Manager, Government

Company: Daikin Applied Americas Inc. dba Daikin Applied
Address: 13600 Industrial Park Boulevard

City: Minneapoiols State: MN Zip: 55441
Phone:(952) 261-9313 Fax: (763) 383-4584

Email: duane.rothstein@daikinapplied.com

Billing & Reporting/Accounts Payable
Contact Person: Duane Rothstein

Title: Vertical Market Manager, Government

Company: Daikin Applied Americas Inc. dba Daikin Applied
Address: 13600 Industrial Park Boulevard

City: Minneapoiols State: MN Zip; 55441
Phone: (952) 261-9313 Fax: (763) 383-4584

Email: duane.rothstein@daikinapplied.com

Marketing
Contact Person: Duane Rothstein

Title: Vertical Market Manager, Government

Company: Daikin Applied Americas Inc. dba Daikin Applied
Address: 13600 Industrial Park Boulevard, Minneapolis, MN 55441
City: Minneapolis, MN 55408 State: MN Zip: 55441
Phone: (952) 261-9313 Fax; (763) 383-4584

Email: duane.rothstein@daikinapplied.com
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7. Distribution Channel: Which best describes your company’s position in the distribution

channel:

X] Manufacturer direct
[ Authorized distributor
] Value-added reseller

L] Certified education/government reseller

[J Manufacturer marketing through reseller
X] Other Authorized Manufacturer's representative of non-

Daikin Applied equipment

8. Pricing Information

e In addition to the current typical unit pricing furnished herein, the Vendor agrees to offer

all future product introductions at prices that are proportionate to Contract Pricing.
KlYes [INo

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

e Pricing submitted includes the required administrative fee.

(Fee calculated based on invoice price to customer)

e Additional discounts for purchase of a guaranteed quantity?

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

KlYes [INo

®lYes [INo

Cooperative/State Agency Discount | Expires | Annual Sales
Offered Volume
Healthcare GPO: MedAssets (Dallas, TX) Multipliers  [08-2016 |Confidential
Healthcare GPO; Novation (Dallas, TX) Multipliers  [07-2017 |Confidential
Healthcare GPO: HealthTrust (Nashville, TN) Multipliers  [05-2017 |Confidential
Healthcare GPO: Amerinet (St Louis, MO) Multipliers  |02-2018 |Confidential
GSA Contracts 1% bellor lhan Moot 106-2019  [$4,700,000
Texas Association of School Boards, Inc., BuyBoard Department, 10 percent off  ||#458-14 $500,000
Austin, TX Labor Rates, ~ ||expires 09- !
J 10-15 percent  |[{30-15 & #461-
off Equipment/ ||14 expires 10-
Parts 8115
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Air Reps, LLC
Name of Person Completing Form: | Michael Hawkins
General
#1 Company’s official registered name.
Response Air Reps, LLC.
#2 Brief history of your company, including the year it was established.
Response We were founded in 1975 and have two offices: Bellevue, WA and Spokane, WA.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 053816286
#4 Corporate office location.
Response Bellevue, WA.
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
We have 44 employees. We have 34 direct sales personnel, four service
Response o ot - o ;
technicians, and six administrative people.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
T— Michael Hawkins, Michael@airreps.com, 425-562-1150, CEO
Bob Guerin, bob@airreps.com, (509) 465-8038, VP
#8 Define your standard terms of payment.
Response 30 days
#12 What is your strategy to increase market share in the public space?
Response We would hire outside sales to call on agencies directly.
#13 What differentiates your company from your competitors?
Response We have the largest sales force in our territory and a broad base of products.
#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Response None.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Response Excellent. We provide top-tier products.
#18 Indicate your company’s ability to provide temporary cooling when needed.
Response We have access to rental temporary cooling systems.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
The purchaser sends a PO to inside sales, and after receipt of approved
Response . s ;
submittals, we release the specified equipment.
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#21 Describe your company’s shipping schedule notification procedures.
Response Our inside sales personnel monitor and manage all projects.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
Response The customer is notified via email and a phone call.
#23 Provide your shipping schedule reporting form. How many times do you update?
Response We do not have a specific form.
#24 How many products do you stock? Where?
Response We stock eight to ten products at our Bellevue, WA warehouse.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response No tracking data is available for this metric.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response Yes. Our units are also ETL-listed.
#28 If your product is defective, what is the replacement process and turnaround?
We work directly with the manufacturer to develop a solution that is satisfactory
Response -
to all parties involved.
#29 What is the capability of your company to respond to emergency/rush orders?
Response We have an inside sales department that handles all rush orders.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
— We provide the manufacturers’ standard warranties and extended warranties
are available on request.
#31 Describe your procedures to monitor the quality of your products.
This is handled by the manufacturer and our service technicians, who work with
Response .
the suppliers.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes. This is variable and available on request.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
Response Typically five years.
#34 What is your standard warranty on Building Automation Controls?
Response We do not sell direct controls.
#35 What is your standard warranty on replacement parts?
Response Our standard warranty on parts is 12 months.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Response We do not directly track this.
Services ' ;
438 Describe your company’s Customer Service Department (hours of operation,
number of service centers, parts outlets, number of technicians, etc.) Clarify if
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the service centers are owned by your company of if they are a network of
subcontractors.
Response Our service department is open 8 AM —5 PM Monday through Friday.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
Response We don’t offer after-hours support.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
We have three service technicians in western Washington and two in eastern
Response Washington. We also engage third-party service companies to help and
support with equipment issues when needed.
442 List your company’s standard scope of work performed for preventative
maintenance visits.
Response We do not offer preventative maintenance.
#43 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HVAC maintenance annually.
Response S50 - $70 million.
445 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response No.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
We do not offer service/maintenance. We are not a service contractor. Our
Response . .
service technicians handle our start-up and warranty call-backs.
#58 Describe your company’s startup and system checkout responsibilities.
Each product has a start-up check list form, The technicians perform all
Hesponse necessary checks and follow the start-up procedures, fill out all necessary
forms, and a copy of each appropriate form is sent to the appropriate
manufacturer.
#59 Describe your company’s post-installation and warranty support.
Response This support is on call.
#64 Is warranty coverage dependent on using your start-up procedure?
Response Yes.
#65 Who performs your start-up procedure?
Typically this is done by Air Reps employees, or else the manufacturer will
Response . ; : o o
provide their own service technician.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
Response We would use a dedicated outside sales person to develop this business.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Airtech Equipment, Inc.
Name of Person Completing Form: | Kyle McLeod
General
#1 Company’s official registered name.
Response Airtech Equipment, Inc.
#2 Brief history of your company, including the year it was established.
Response We were established in 1986.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 15-274-0320
#4 Corporate office location.
Response 3523 Lousma Drive SE, Grand Rapids, Ml
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
We employ seven outside salespeople, three inside sales/sales support, five
Response service technicians, one service dispatcher, three replacement parts people, and
two office administrators.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Response The Grand Rapids, Ml office is our only facility.
#8 Define your standard terms of payment.
Response Net 30 days
#12 What is your strategy to increase market share in the public space?
By providing leading customer service to all of our projects and by meeting the
latest demands for building requirements. We do this by being the most
Response technology driven firm in the business with the best technical support and the
best products. We are visible to engineering firms, building owners and
contractors that serve our markets, and we aggressively market our products
and technology to them.
#13 What differentiates your company from your competitors?
We offer high-quality products with the highest energy efficiency in the market.
Response | We provide products that serve the needs of the building owners better than our
competition does.
#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Response None.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
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We reduce customer costs by providing the most energy efficient products in the
Response market, driving down the cost to own and operate the buildings. Our customers
keep these savings for the life of their buildings.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Response Our reputation is that we provide the best value in the business.
#18 Indicate your company’s ability to provide temporary cooling when needed.
Response We are able to provide this at any time for any sized building.
#19 What equipment/system support documents will your company provide?
A— We can provide submittal documents, marketing literature, tech bulletins, and
any other industry standard documentation, along with custom documentation.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
Once we receive a purchase order, we generate a submittal document that
passes through the construction chain for various levels of approval. This process
Response ensures that we order the correct equipment. Once these purchases are
approved, we electronically submit the order to the factory through its
proprietary software.
#21 Describe your company’s shipping schedule notification procedures.
We provide an estimated ship date at the time of order, after submittal
Response approval, and continually update the customer of this date as the order
progresses.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
I We immediately notify the customer of any shipping delays, by phone and email,
including the cause of the delay and the updated shipping schedule.
#23 Provide your shipping schedule reporting form. How many times do you update?
Response Our shipping schedules are updated weekly.
#24 How many products do you stock? Where?
Response We only stock replacement parts at our location.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response It is a very high percentage but specific figures are not currently available.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response Yes.
#28 If your product is defective, what is the replacement process and turnaround?
A When an installer notifies us of a DOA part, we process the documentation and
order the replacement. It typically takes a day or two to get the new part.
#29 What is the capability of your company to respond to emergency/rush orders?
Rissporse We are fully capable of handling emergency rush orders. Depending on the
equipment type, we can be the best in the business at responding to rush orders.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
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Response We offer the manufacturer’s standard warranties.
#31 Describe your procedures to monitor the quality of your products.
We routinely visit all job sites. During start-ups our technicians audit all of the
Response equipment and generate a report detailing any quality defects. This report is
passed back to the factory.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes. We can meet any reasonable requirement.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
For some projects at local universities we’ve given warranties of five years for
Response
parts and labor.
#34 What is your standard warranty on Building Automation Controls?
Response One year parts and labor.
#35 What is your standard warranty on replacement parts?
Response One year.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Our service department tracks and handles all warranties through the
Response ; ; : : ; S :
dispatcher. This person is responsible for tracking and monitoring all issues.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
S ——— We have a 24/7 on-call service via an automated telephone service. The service
is owned by our company. There is always at least one technician on call.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
Through our after-hours on-call service our average response time is less than
Response
one hour.
440 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Restonse We do our best to meet our customers’ needs and provide more flexibility than
any of our competitors in the market.
#a1 Please describe the quality program(s) within your company which measures
your service work.
Our quality program uses an open-feedback system that lets our customers
Response give reports about their experience with us so that we can monitor and
improve our service.
442 List your company’s standard scope of work performed for preventative
maintenance visits.
Response This is completely dependent on the type of equipment and varies from
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customer to customer.
443 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HVAC maintenance annually.
Response Approximately $400,000, in maintenance only.
#44 Describe your call center organization.
During business hours we use a live operator, who answers and distributes
Response service calls to the appropriate personnel. After hours the call center is
automated with emergency numbers listed and prompted to the callers.
#45 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response Yes.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
O Problems are referred from the on—call technician to the service manager. The
service manager is responsible for determining a course of action.
List the steps taken from start to finish in receiving a service call through to
#47 completion of repair and invoicing. Include time frames associated with each
step.
When we receive a call in the call center, the center schedules and dispatches
a service technician. The service technician diagnoses and repairs the problem.
Once the job is completed, the technician fills out an electronic work order on
Response - :
a laptop and has the customer verify that the work is complete. The completed
work order is immediately and automatically uploaded to the office system,
which then generates an invoice that is mailed the next day.
448 What technology such as GPS tracking does your company use to track
completion of repairs?
Response None.
#49 What is the reputation of your company’s service in the public marketplace?
Response Very good.
450 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
We bill in quarterly or monthly increments depending on the customer
Response .
requirements.
451 Identify the process of receiving a purchase order to the providing of a service
contract.
After we receive a PO we enter the customer in our electronic work order-
management system. This system generates a contract that is signed by both
Response the customer and the sales person. We then schedule the work in the
electronic work-order system and a technician is dispatched according to
predetermined schedules.
452 List your company’s current capabilities for energy management system
monitoring. Discuss the process involved when resolving a problem associated
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with an HVAC unit or system where an energy management system is installed.
We are a full building-automation contractor and as such we can provide a
T— wide variety of Energy Management Monitoring services. When there is
trouble, a call comes into our call center and either a sales engineer or a
technician remotely accesses the facility to help troubleshoot the problem.
453 List the number of sites your company currently monitors Energy Management
Systems (EMS).
Response We currently monitor at least a dozen sites.
45 List your company capabilities regarding system changes and repairs to EMS
systems.
We are fully capable of providing custom programming, graphics displays, and
Response ;
other related services.
#55 List the reporting capabilities your company has for EMS system parameters.
Response We can report any data point that has a pulse.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Yes.
457 Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?
Response We use the same process as for a mechanical equipment problem.
#58 Describe your company’s startup and system checkout responsibilities.
We are completely responsible and capable for system start-up, checkout and
Response sometimes even commissioning projects. Our people are highly trained and the
best in the business. ‘
#59 Describe your company’s post-installation and warranty support.
After installation and start-up, if we are not the service contractor, we wait for
Resppnse the servicing person to notify us of any problemes. If there are problems, the
customer contacts our service department and we follow the procedures
outlined above.
#60 Describe your company’s steps for system analysis.
Depending on the type and size of equipment, we have a step-by-step
Response troubleshooting process (a highly guarded intellectual property of ours) that
we use to make sure that the correct processes are followed in analyzing a
customer’s system.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
All of our computer systems are set up for remote reporting by our service
technicians and salespeople. Work orders and invoices are instantly
Response . : S ;s
transmitted to the office. If necessary we provide immediate feedback to our
customers.
462 What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?
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Response See above. Once the data is transmitted it is immediately billed.
463 Explain how your company qualifies/certifies its service centers and what types
of checks are performed to ensure standards are upheld.
We use an internal audit measuring standard that tracks response time,
Response callbacks, safety factors, and time spent on a job. We constantly monitor this
data and measure it against our standards to ensure quality service.
#64 Is warranty coverage dependent on using your start-up procedure?
Response Yes.
#65 Who performs your start-up procedure?
Response We do, unless the customer refuses it.
#66 List the total dollar volume your company completes in HVAC retrofits annually.
Response $3,000,000
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
We can act as a full mechanical or general contractor and can complete all the
Response . ;
trades on a project. We have done so many times.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
We conduct a complete building audit and recognize the oldest and most
faulty equipment at a site. We also look for the largest energy consumers and
RespoES review this information with the customer. We make recommendations on the
timing of equipment replacement, potential energy savings, and cost
avoidance. Pricing is determined and then budgeted with a potential inflation
factor included.
#69 Describe what project scheduling tools your company uses to track projects
during construction.
We use Gannt charts and our project-management software to ensure
Response . .
milestone achievements.
470 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
Response We use standard engineering methods, building codes, and AHSRAE guidelines.
471 Describe how your company handles site development and project permitting
processes.
Response We follow local codes in the area of work and adhere to those guidelines.
472 Describe you company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.
Our process is that of continued monitoring and frequent job-site meetings
— with the customer to review in detail the scope, equipment, potential hidden
issues, and plans. We review progress at all stages of the project to provide a
satisfying customer experience.
#75 What is your standard warranty on installation?
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Response One year.
#76 What is your standard warranty on energy retrofit contracting?
Response One year.

Do you differentiate in your company’s standard warranty if financing is part of

#77
the contract? If so, please describe.

Response No.

State whether your company provides a quality guarantee on your service. If so,

#78 i
please describe.
Yes. If there is an issue with an item in terms of quality that is brought up
Response .
before closeout, we address it.
479 What states would your company not honor pricing on services for this contract,
in the event that this contract is made available to all states?
Response Our pricing is available only in Michigan.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Brooks Air Systems, Inc.
Name of Person Completing Form: | H. Neff Jenkins
General
#1 Company’s official registered name.
Response Brooks Air Systemes, Inc.
#2 Brief history of your company, including the year it was established.
Brooks Air Systems was founded in 1984 as a manufacturer’s representative of
HVAC products including McQuay, covering North Florida and South Georgia. In
Response 1989 we became an Alerton Dealer and started a controls division. In 2000, we
started a mechanical service division. In 2006, we started a parts division. In
2011, we started an electrical division.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 11-866-4507
#4 Corporate office location.
Response 11196 St. Johns Industrial Parkway South, Jacksonville, FL 32246
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
We employ 55 employees regionally. This includes eight in direct sales, two in
Response . .. - . .
sales support, 19 service technicians, and five in administration.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Two Florida offices:
Jacksonville — 11196 St. Johns Industrial Parkway South, Jacksonville, FL 32246
Jacksonville Key Contact — Neff Jenkins, Owner/President, 904-642-5303 ext.
315, njenkins@brooksair.com
Response
Tallahassee — 2815 Industrial Plaza Drive #1, Tallahassee, FL 32301
Tallahassee Key Contact — Chuck Pierson, Account Manager, 850-701-2350 ext.
316, cpierson@brooksair.com
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
Brooks Air Systems has successfully serviced the public sector for more than 30
years. We have an account management sales team that works directly with
Response ! e . s . .
numerous public entities including school districts, universities, and state,
county, and municipal governments. The account managers leverage the
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capabilities of Brooks Air Systems’ entire team to provide the right solution for
the customer.

#13

What differentiates your company from your competitors?

Response

We are a solutions-based company able to provide HVAC equipment, energy
management and controls, parts, mechanical and electrical turn-key
installations, mechanical and electrical service, energy services, and building
benchmarking.

#15

Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.

Response

The only past litigation involved a disgruntled former employee, which was
settled in 2011. The only current litigation involves an incident on a job site
involving another subcontractor and is currently being handled by the insurance
company.

#16

Provide evidence of your company’s ability to continuously lower the customer’s
costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.

Response

We routinely work with our clients to reduce their energy consumption and
associated utility costs. The strategies include equipment upgrades and
replacements with more efficient equipment. We provide energy management
systems that monitor and optimize usage. We perform preventative
maintenance to maintain performance over the life of the equipment. We
perform electrical upgrades and lighting retrofits to reduce costs associated with
lighting systems. Successful projects include numerous K-12 schools, higher
education, municipal and office buildings.

Products

#17

What is the reputation of your company’s products in the public marketplace?

Response

Brooks Air Systems has a reputation for providing the premier products in each
of the categories of the companies that we represent.

#18

Indicate your company’s ability to provide temporary cooling when needed.

Response

Brooks Air Systems has access to Daikin Applied’s rental fleet of chillers as well as
access to other independent rental companies’ equipment.

#19

What equipment/system support documents will your company provide?

Response

We provide these as submittals and as built drawings as well as installation,
operation, and maintenance manuals.

#20

Identify the process of receiving a purchase order to the ordering of equipment.

Response

Customers can mail, fax, or email purchase orders to their account
representative, who will ensure the project manager enters the order and
verifies its release from the factory.

#21

Describe your company’s shipping schedule notification procedures.

Response

The project manager notifies the customer of the projected ship date once the
factory has entered and processed the order. The project manager provides
updates as the projected ship date gets closer and until the equipment is ready
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to ship.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
The project manager notifies the customer if there is a shipping delay and lets
Response them know the reason and projected new ship date, as well as does anything
else we can to mitigate the impact of the delay.

#23 Provide your shipping schedule reporting form. How many times do you update?
The project manager handling the project reports the shipping schedules. The

Response shipping schedules can be updated as frequently as the customer requires. They
are reported by email or fax as preferred by the customer.

#24 How many products do you stock? Where?

We stock numerous commonly used Daikin Applied parts as well as ABB drives
Response ; - i :
with bypass at our main office in Jacksonville.
#25 What is your percentage of on-time delivery at each manufacturing plant?
ReshBhse The various manufacturers we work with have on-time delivery percentages that
range from 75 to 98 percent. The majority are more than 90 percent on time.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Other than custom units built by manufacturers other than Daikin, most units
Response . . . . :
are UL-listed and in compliance with state codes.

#28 If your product is defective, what is the replacement process and turnaround?

The project manager facilitates the return or repair of defective equipment and
Response parts. The turnaround time varies from manufacturer to manufacturer
depending on whether parts or replacement equipment is in stock.

#29 What is the capability of your company to respond to emergency/rush orders?
Our company is able to provide emergency and rush orders according to the

Response ability of the equipment manufacturer. Depending on the product, we may have
it in stock or it can be custom-built, followed by 10-day or 20-day quick ships.

430 State whether your company provides a quality guarantee on your products. If so,

please describe.
Our company offers the quality guarantee that is provided by each
Response manufacturer. In addition we warranty any service or labor we provide for a
minimum of one year.

#31 Describe your procedures to monitor the quality of your products.

Each manufacturer has its own procedure to monitor the quality of their
Response
products.

#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
We routinely provide five-year parts and labor warranties on equipment and
have had several jobs with warranties of up to 10 years. Beyond 10 years, we can

Response provide comprehensive service agreements that in effect act as extended
warranties for such periods because the customer does not pay for any repairs
to the equipment beyond the monthly service-contract price.

#33 Please give examples of state and local agencies where your company has
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extended labor warranties. Include length of these warranties.

Response

We have five-year parts and labor warranties for the chillers at the Alachua
County Jail. We have 10-year parts and labor warranties for the chillers at the St.
Johns County Health Department.

#34

What is your standard warranty on Building Automation Controls?

Response

The standard warranty is one year parts and labor. Extended warranties are
available as well.

#35

What is your standard warranty on replacement parts?

Response

The standard warranty on replacement parts is one year, parts only.

#36

How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?

Response

The project manager keeps the warranty documents in the job file that can be
referenced any time. A copy of the warranty is provided to the customer after
start-up is completed.

Services

#38

Describe your company’s Customer Service Department (hours of operation,
number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company or if they are a network of
subcontractors.

Response

Our customer service department consists of an operations manager, a service
supervisor, two dispatchers, and 19 service personnel. Our service operation is
available 24 hours a day/7 days a week/365 days a year. Our normal working
hours are 8 AM to 5 PM. We have an on-call service that takes after-hours
service calls and gets them to the on-call service technician, as well as notifies
the operations manager and service supervisor. Our service department
consists entirely of Brooks Air Systems employees.

#39

Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.

Response

We have an on-call service that takes after-hours service calls and passes them
to the on call service technician, as well as notifies the operations manager and
service supervisor. Our typical response time is less than two hours.

#40

Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.

Response

Our organization has an excellent track record of completing timely service
calls and responds at any time, including Christmas, Thanksgiving, and Easter.

#41

Please describe the quality program(s) within your company which measures
your service work.

Response

Our entire service organization meets weekly to discuss the previous week’s
service calls and any issues that occurred that week. At this meeting we discuss
best practices and safety procedures and outline work for the upcoming week.

#42

List your company’s standard scope of work performed for preventative

maintenance visits.

Appendix F — Company Profile — Brooks Air Systems Page 4




F"DAIKIN

Response

Our standard scope of work for preventative maintenance is based on the
manufacturer’s recommendations outlined in the installation, operation, and
service manuals provided by the manufacturers.

#43

List the dollar volume your company completes nationally (or regionally if you
responded as such) in HVAC maintenance annually.

Response

$3.3 million.

#a44

Describe your call center organization.

Response

We have two dispatchers and a service supervisor that work in the office
receiving service calls and scheduling work during normal operating hours (M-
F, 8 AM to 5 PM). We have an on-call service that takes service calls and
dispatches the on-call technician outside of normal working hours.

#45

Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?

Response

We have an 800 number that can reach our service department and our call
center is available 24/7/365.

#46

Describe how service call problems get escalated in emergency situations during
and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?

Response

During normal business hours, the service coordinator receives the service call
and reviews the situation with the service supervisor to determine the best
course of action and the appropriate personnel to respond. After hours, the
on-call service receives the call and notifies the on-call technician with details
of the situation. The service supervisor, service coordinator, and service
manager are also notified. The on-call technician, the service supervisor, and
the service manager determine the best course of action and the appropriate
personnel to respond.

#47

List the steps taken from start to finish in receiving a service call through to
completion of repair and invoicing. Include time frames associated with each
step.

Response

1. Service coordinator receives the call and prioritizes based on level of
emergency — 1-5 minutes

2. Service coordinator and supervisor dispatch the proper personnel to
jobsite — 30 minutes to 24 hours depending on the customer’s level of
urgency.

3. Service work is performed by qualified technician — 2 hours to multiple
days depending on the work required.

4. The service technician completes the online work order and then transmits
that to the service coordinator within five to 10 minutes.

5. The service coordinator reviews the work order for accuracy and then
forwards it to the accounting department for billing. This takes four to
eight hours.

#48

What technology such as GPS tracking does your company use to track
completion of repairs?
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We use Field Connect to track the location of our service technicians so we can
Response dispatch the person who can respond the most quickly to the customer’s
problem.
#49 What is the reputation of your company’s service in the public marketplace?
Response Excellent.
#50 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
HEspunse We invoice the customer as they request, typically monthly or quarterly,
depending on their preference.
451 Identify the process of receiving a purchase order to the providing of a service
contract.
Our proposals include the details of the service contract including terms and
Response conditions. As soon as we receive a purchase order based on this proposal, we
put a service contract in place.
List your company’s current capabilities for energy management system
#52 monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.
Our company has been providing and installing energy management systems
Response since 1989. We have our own programmers, project managers, start-up
technicians, electricians, and AutoCAD and graphic designers.
453 List the number of sites your company currently monitors Energy Management
Systems (EMS). :
Response We currently monitor more than 100 sites.
45 List your company capabilities regarding system changes and repairs to EMS
systems.
We have programmers and technicians capable of making system changes and
repairs to almost any control system. Our programmers are skilled integrators
Response and have experience integrating various proprietary protocols and open
protocols including BACnet, Lonworks, and Modbus. We are experienced with
the Tridium Niagra Framework as well as Field Server.
#55 List the reporting capabilities your company has for EMS system parameters.
Response We can create and provide custom reports as required by the customer.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Yes.
457 Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?
When we receive a call to service a site, we pull up the EMCS system if we have
remote access to see if we can determine any deficiencies through the EMCS
Response o ; < 6.
system. We use this information to give the technician a head start on a
diagnosis before arriving at the site.
#58 Describe your company’s startup and system checkout responsibilities.
Response We have factory trained and authorized start-up technicians for every
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manufacturer with which we work.
#59 Describe your company’s post-installation and warranty support.
Our company provides warranty support for both our equipment and any
Response turnkey installation we perform (e.g., mechanical, electrical, controls) through
our service department.
#60 Describe your company’s steps for system analysis.
System-specific requirements include current operating condition, energy
Response efficiency, performance analysis per design, life cycle analysis, and
recommended improvements.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
We maintain an in-house domain server including a file server, a web server
and an email server with networked workstations. Our data center performs
Response daily off-site backups for our email server, domain server, and file server. Field
technicians and sales personnel communicate via web-based software and
mobile devices.
462 What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?
Our service department invoices customers on a daily basis once jobs are
Response closed, usually within two or three business days of the service call or project
completion.
463 Explain how your company qualifies/certifies its service centers and what types
of checks are performed to ensure standards are upheld.
All of our HVAC service/start up technicians have completed the local UA234
apprenticeship program and receive continuing education through
Response manufacturer’s certified training programs. Each of our HVAC service/start up
technicians has earned a Journeyman’s License and the US EPA’s Technician
Certification Section 608.
#o4 Is warranty coverage dependent on using your start-up procedure?
The manufacturer defines the warranty coverage. Most manufacturers don’t
Response require we do the start-up, just that someone qualified performs the start-up
and submits the proper paper work to begin the warranty period.
#65 Who performs your start-up procedure?
— We have 19 service technicians of various backgrounds and training levels who
perform our start-ups, depending on the type of equipment.
#66 List the total dollar volume your company completes in HVAC retrofits annually.
Response $2.5 Million
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
Response Electrical, piping, EMS installation, and programming services.
#68 Explain how your company would propose a planned unit replacement program
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including how units would be identified for replacement and how pricing would
be addressed.
We compare the existing units’ age against the ASHRAE expected life of that
Response type of equipment and the observed condition of the unit. We compare the
cost of replacement against repair of the equipment, factoring in the expected
operating cost of newer, more efficient equipment.
469 Describe what project scheduling tools your company uses to track projects
during construction.
T We use Sage Timberline software tools including their Service Management,
Project Management, and Field Connect software modules.
470 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
Response We have factory trained sales engineers with many years of experience
perform equipment selections for turnkey or energy retrofit projects.
471 Describe how your company handles site development and project permitting
processes. '
The assigned project manager is responsible for site development and the
Response e
permitting process.
472 Describe you company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.
Quality control procedures include design review with the customer,
— construction scheduling, customer impact review. We perform equipment
start-up scheduling, installation, and start-up procedures per each
manufacturer’s published specifications.
473 What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?
Our company performs a building survey and energy audit to qualify projects
to be completed, using life cycle analysis to determine the best return on
Response . o . :
investment for the building owner. Proposed projects are ranked in order from
best return to the lowest return with pricing and payback analysis for each.
#74 Describe your company’s construction management plan.
Respionse We assign a dedicated project manager to each project, who conducts weekly
progress meetings with the customer and construction team.
#75 What is your standard warranty on installation?
Response Our standard warranty is one year for parts and labor.
#76 What is your standard warranty on energy retrofit contracting?
Response Our standard warranty is one year for parts and labor.
477 Do you differentiate in your company’s standard warranty if financing is part of
the contract? If so, please describe.
Response No.
478 State whether your company provides a quality guarantee on your service. If so,
please describe.
Response Yes. We provide a one-year guarantee on any service work we perform.
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479 What states would your company not honor pricing on services for this contract,
in the event that this contract is made available to all states?
Response None.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Carroll Air Systems, Inc.
Name of Person Completing Form: | Philip Carroll
General
#1 Company’s official registered name.
Response Carroll Air Systems, Inc.
#2 Brief history of your company, including the year it was established.
We are a full-service, multi-line independent manufacturer's agency
Response . . s
incorporated in Florida in 1972.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 064681299
#4 Corporate office location.
Response Tampa, Florida
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
We have 33 total employees, including 11 outside sales engineers, six inside
Respomse sales engineers, five field service technicians, two aftermarket parts and
warranty parts sales associates, and nine administrative and accounting
associates.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Offices in Tampa (Philip Carroll, President) 813-879-5790,
pcarroll@carrollair.com
Response Ft. Myers (Andrew Kee, Sales Manager) 239-939-5553, akee@carrollair.com
Altamonte Springs (Chris Mills, Sales Manager) 407-831-4880,
cmills@carrollair.com
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
Our strategy is to make continuous improvements in customer service, products,
and business processes; encourage manufacturers to provide innovative
problem-solving products; and continuously monitor (measure) the products and
Response services we provide to the marketplace to insure quality. Also, to advance our
problem-solving capability, competency, and adaptability by training and
educating our sales and support staff; and by developing creative and innovative
ways to serve our customers and provide unconditional customer satisfaction.
#13 What differentiates your company from your competitors?
Response We provide focused customer service, thorough execution of our marketing and
sales processes, and a commitment to problem solving.
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#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Response We've experienced none of the above in the past 15 years.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
Response See answers to #12 and #13.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Response Excellent.
#18 Indicate your company’s ability to provide temporary cooling when needed.
Response We have a 225-ton air-cooled chiller on stand-by in our yard.
#19 What equipment/system support documents will your company provide?
Response We provide all literature that is published by the manufacturer.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
Purchase orders emailed to one of our three offices to the attention of the sales
Response engineer assigned to the project results in that person’s full attention on fulfilling
the order.
#21 Describe your company’s shipping schedule notification procedures.
Shipping schedules are communicated to customers via email with 48- or 72-
Response . . . .
hour notice of delivery to the receiving entity.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
Response We notify the customer as soon as we are aware of any delays.
#23 Provide your shipping schedule reporting form. How many times do you update?
Response We update customers with shipping information as required.
#24 How many products do you stock? Where? ;
Response We stock parts in our Tampa, Florida facility.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response Our deliveries average 90 to 95 percent on time.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response All our units are UL- or ETL-listed.
#28 If your product is defective, what is the replacement process and turnaround?
Response See each manufacturer’s individual warranty.
#29 What is the capability of your company to respond to emergency/rush orders?
Response In most cases we can respond within 24 hours.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Response See each manufacturer’s individual warranty.
#31 Describe your procedures to monitor the quality of your products.
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Response See each manufacturer’s quality procedures.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes, we offer extended parts and labor warranties of one to 10 years.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
Response See response to #32.
#34 What is your standard warranty on Building Automation Controls?
Response We do not offer BAC warranties.
#35 What is your standard warranty on replacement parts?
Response Warranties vary by part.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Response Each manufacturer tracks its own warranties.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
Our self-owned service center is open 8am — 5pm. It includes a parts outlet and
Response ; s
five technicians.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
Response We can offer 24-hours service if required.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Response We've been in business for 43 years. Our longevity speaks for itself.
#a1 Please describe the quality program(s) within your company which measures
your service work.
Response | We monitor all individual service reports to ensure quality.
442 List your company’s standard scope of work performed for preventative
maintenance visits.
Responss Preventative maintenance needs vary by the type of equipment, but it is
typically as required or recommended by the manufacturer.
#43 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HYAC maintenance annually.
Response $300,000 ‘
445 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response Our service manager can be reached 24 hours a day.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
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Response Our service manager would decide on a course of action.
#49 What is the reputation of your company’s service in the public marketplace?
Response Excellent. '
450 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
Response These services are invoiced quarterly.
451 Identify the process of receiving a purchase order to the providing of a service
contract.
Response The customer emails a purchase order to our office and our staff guides the
paperwork through the entire process.
#58 Describe your company’s startup and system checkout responsibilities.
Equipment is started up in accordance with the manufacturer’s
Response : . :
recommendations and instructions.
#59 Describe your company’s post-installation and warranty support.
Responss We can provide quarterly and annual inspections. Warranty support is
provided by our warranty department
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
We use in-house customer relationship management software to handle these
Response .
functions.
462 What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?
Response When work is completed we send the customer an invoice for payment.
463 Explain how your company qualifies/certifies its service centers and what types
of checks are performed to ensure standards are upheld.
Response We follow the manufacturers’ recommendations.
#64 Is warranty coverage dependent on using your start-up procedure?
Response Yes.
#65 Who performs your start-up procedure?
Response Our own technicians.
#66 List the total dollar volume your company completes in HVAC retrofits annually.
Response Our replacement equipment retrofits total $3-5 million.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
Response We would work with a mechanical contractor to develop a program.
#69 Describe what project scheduling tools your company uses to track projects
during construction.
Response We use our in-house CRM software system.
470 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
Response Our in-house sales engineers select equipment.
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473 What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?
Response We seek the most economical way to solve our customers’ HVAC challenges.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Climatec, Inc.
Name of Person Completing Form: | Dave Paulus
General
#1 Company’s official registered name.
Response Javine Ventures, Inc.
#2 Brief history of your company, including the year it was established.
Since 1975, Climatec has been recognized as a leader in the development and
Response installation of large-scale, energy-efficient HVAC systems for commercial
buildings.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 07-752-6739
#4 Corporate office location.
Response Phoenix, AZ
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
We have 104 total employees: 35 in direct sales, 23 in sales support, 16 in
Response . . . . - -
administration, eight service technicians, and 22 other positions.
List the number and location of offices, or service centers for all states being
6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
ARIZONA
Phoenix: 2851 W. Kathleen Rd.,
Phoenix, AZ 85053-4053
P: 602.944.3330
F: 602.674.1279
Tucson: 4585 S. Coach Dr., #101
Tucson, AZ 85714-3462
P:520.571.5200
Response F: 520.571.6805
S:520.352.5225
CALIFORNIA
San Diego: 13715 Stowe Dr.
Poway, CA 92064-6836
P: 858.391.7000
F: 858.679.0531
Lakeside: 11653 Riverside Dr., Suite 149
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Lakeside, CA 92040
P: 619.440.4659
F: 619.440.4659

TEXAS

El Paso: 2211 E. Missouri Ave., Ste. N-227
El Paso, TX 79903
P:915.217.2502

NEW MEXICO

Albuquerque: 8420 Washington Place NE
Albuquerque, NM 87113
P: 505.268.6776
F: 505.255.1329

#8 Define your standard terms of payment.
Response 45 days.
#12 What is your strategy to increase market share in the public space?

Our strategy includes promotion of Climatec’s focus on the Owning Experience
and positioning Climatec as being the preferred business partner because of our
products and services. It also includes promotion of Climatec’s capabilities to be
Response a single source of responsibility for providing complete systems and support at
the owner, designer, and contractor levels. Launch of our new E-Store, an
Internet-based warehouse store, creates a response to today’s market need for
convenience and efficiency.

#13 What differentiates your company from your competitors?

Our primary focus is on the complete Owning Experience of our customers, from
the design of the most complete and cost-effective systems, through purchase,
delivery, and commissioning. We are the only company offering a dedicated
Owning Experience Engineer for service and support over the life of a system.

This focus positions Climatec to be our customers’ first-choice in building
technology solutions by focusing on sales and operational excellence, world-class
service, technology innovation, and investment in employees whose expertise
and professionalism is second to none.

Response

Climatec delivers great customer experiences and rewarding careers by being a
non-bureaucratic business that is entrepreneurial, nimble, and attentive to detail
while placing tremendous focus on employee empowerment, professional
development, service leadership, and community involvement.

Provide information regarding whether your firm, either presently or in the past,

#15
has been involved in any litigation, bankruptcy, or reorganization.

Response None.

#16 Provide evidence of your company’s ability to continuously lower the customer’s

Appendix F — Company Profile — Climatec Company Page 2



P"DAIKIN

costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.

Response

We represent a broad group of manufacturers with products that typically
exceed efficiency standards, saving customers operational costs every year of
usage. '

For example, Daikin air- and water-cooled chillers can be as much as 20 percent
more efficient than required by ASHRAE 90.1. We have been involved with many
new and retrofit Fanwall installations that provide large energy savings over
traditional air handlers.

Products

#17

What is the reputation of your company’s products in the public marketplace?

Response

The best example of reputation is the number of owners who are repeat
purchasers of Daikin products. The majority of Arizona School Districts have
demonstrated confidence by purchasing Daikin and other products from us on
numerous occasions.

#18

Indicate your company’s ability to provide temporary cooling when needed.

‘Response

Climatec works in partnership with Daikin Applied, SPX Cooling Technologies,
Empire, and Aggreko to provide temporary cooling solutions as needed. Those
options include chillers, cooling towers, air conditioners, spot coolers, and air
handlers. We can fill almost any temporary cooling need. Prior to procurement
of equipment, Climatec can advise the end user on site conditions to better help
accommodate temporary cooling, should it ever be required.

#19

What equipment/system support documents will your company provide?

Response

Climatec will provide any and all supporting documentation required by the end
user. This will include (but not be limited to) if requested:
m  Submittal documentation including performance data and equipment
dimensional drawings
= Warranty documentation
= Start-up documentation
= |nstallation, operating, and maintenance manuals
= Wiring diagrams
= Exploded parts diagrams and lists
= Service and parts contacts
=  Training opportunities (for example, chiller maintenance and operating
training)

#20

Identify the process of receiving a purchase order to the ordering of equipment.

Response

We generally accept purchaser-generated terms and conditions with some
internal guidelines based on industry standard practices.

#21

Describe your company’s shipping schedule notification procedures.

Response

Our internal sales support team initiates and produces shipping schedules based
on the customers’ needs for individual projects.

#22

Describe how your company deals with shipping delays. How do you notify your
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customer of delays?

Response

If the equipment need is critical, we work with the factory to see if another
customer would be willing to swap a production spot to keep the unit on time.
We also attempt to arrange expedited freight at no charge to the customer. We
notify the customer of any slipped ship dates via email and a phone call.

#23

Provide your shipping schedule reporting form. How many times do you update?

Response

A sample form is attached. We update the form if there are any changes in ship
dates and with tracking numbers when items ship.

#24

How many products do you stock? Where?

Response

We stock 60 products with various sizes of each. Manufacturers include Daikin,
Danfoss, Griswold, Krueger, Penn, and Ruskin. Products are located at our local
office in Phoenix. In addition, another 100 products of various item types are
available at the factories.

#25

What is your percentage of on-time delivery at each manufacturing plant?

Response

The manufacturers Climatec represents have an average of 97 percent on-time
delivery. (Examples include Daikin 100 percent, CES 100 percent, Danfoss 100
percent, DriSteem 100 percent, Enviro-Tec 100 percent, Griswold 100 percent,
Hartzel 100 percent, Indeeco 100 percent,Krueger 90 percent, Marley 100
percent, Munters 80 percent, Recold 100 percent, Ruskin 95 percent, and TSI
100 percent.)

#27

Are all HVAC units UL listed and in compliance with all applicable codes in all
states?

Response

All HVAC units procured from Climatec are either UL- or ETL-listed. All HVAC
units are in compliance with applicable codes in the states served by Climatec.

#28

If your product is defective, what is the replacement process and turnaround?

Response

The process for replacement of defective components is initiated via a call to
either the service coordinator at the local Climatec office or to the local factory
service branch representative (in the case of Daikin chillers), who then initiates
warranty validation and the parts replacement process with the respective
factory. The scope of Climatec/Daikin replacement (parts or parts and labor) is
project and warranty specific, but in general includes the provision of
replacement parts during the first year, with labor by the installing contractor. In
the case of chillers, the warranty labor function is typically included by Daikin
service during the first year, and possibly beyond.

Turnaround depends on the type of product in question and the availability of
the parts required. Typically, small components are stocked at the
manufacturer. Larger components, such as compressors, may be subject to a
nominal lead time.

#29

What is the capability of your company to respond to emergency/rush orders?

Response

We operate a full stocking warehouse of OEM parts and products. Our
manufacturers also stock a large selection of replacement parts and have the
ability to expedite manufacturing for emergency situations.
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430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Yes. Our quality guarantee is that if there is a quality issue with any product that
Response we have sold, we will work with our factory to repair or replace that product to
the customer’s satisfaction.
#31 Describe your procedures to monitor the quality of your products.
Climatec routinely follows up with customer(s) and/or owner(s) and gets
Respanise feedback on the owning experience of the product(s) they have purchased.
Climatec will monitor the feedback and assist in resolving any issues the
customer(s) and/or owner(s) may have with the product(s).
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes. Various products have extended warranties available from one to 10 years.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
School districts have taken advantage of our extended VRV/Reflok product
Response warranties, which when used in combination can extend the labor warranty to
five years and the parts warranty to 10 years.
#35 What is your standard warranty on replacement parts?
Response Our standard warranty is 12 months from start-up or 18 months from shipment.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Resspeyge We use the manufacturer’s computerized system and have a person within our
organization that is responsible for tracking warranty claims.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
We have a service coordinator that is responsible for the scheduling of internal
Response .. . . ; A
technicians and Daikin Applied service visits.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
a—— After-hours service calls go directly to an outsourced service provider. Time for
response varies depending on customer needs and the service provider.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
We have always been able to find solutions to our customers’ service needs
Response
and have resolved problems promptly.
441 Please describe the quality program(s) within your company which measures
your service work.
Response Our service partners implement and maintain quality programs.
#42 List your company’s standard scope of work performed for preventative
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maintenance visits.
Our service partners provide preventative maintenance visits and the visits
Response
depend on the needs of the customer.
443 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HVAC maintenance annually.
Response We don’t have the dollar volumes of our service partners.
#44 Describe your call center organization.
Response This is dependent on the service partner.
445 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response Most of our service partners offer this service.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
Each sales engineer can be reached via cell phone to escalate emergency
Response . .
situations.
List the steps taken from start to finish in receiving a service call through to
#47 completion of repair and invoicing. Include time frames associated with each
step.
Response Service calls can originate within our office. We then coordinate the work with
our partners and invoice on a regular basis.
448 What technology such as GPS tracking does your company use to track
completion of repairs?
Response This depends on the service partner used for the repair task.
#49 What is the reputation of your company’s service in the public marketplace?
We only partner with service providers that have top-notch reputations in our
Response
marketplace.
450 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
Our service providers can propose different solutions depending on the
Response ,
customer’s needs.
451 Identify the process of receiving a purchase order to the providing of a service
contract.
Response This is dependent on the service provider used.
List your company’s current capabilities for energy management system
#52 monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.
We partner with energy management companies as needed to serve the
— customer’s needs. We can work closely with any of the energy management
companies to troubleshoot equipment-related issues and resolve them
promptly.
453 List the number of sites your company currently monitors Energy Management
Systems (EMS).
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Response This is dependent on our partners that offer EMS.
454 List your company capabilities regarding system changes and repairs to EMS
systems.
Respone We have relationships with most major EMS contractors and can recommend
the appropriate contractor to make system changes and repairs.
#55 List the reporting capabilities your company has for EMS system parameters.
Response This is provided the the EMS contractors.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Most EMS contractors have this capability.
457 Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?
Response . This is provided by the EMS contractors.
#58 Describe your company’s start-up and system checkout responsibilities.
Respionse Equipment warranty is dependent on factory policy and the specific product.
Generally, review of start-up procedures is required for equipment warranty.
#59 Describe your company’s post-installation and warranty support.
Resnonse Equipment warranty is dependent on factory policy and the specific product.
Generally, review of startup procedures is required for equipment warranty.
#64 Is warranty coverage dependent on using your start-up procedure?
— Equipment warranty is dependent on factory policy and the specific product.
Generally, review of startup procedures is required for equipment warranty.
#65 Who performs your start-up procedure?
Response This.is product-specific and.ca.n b'e carried out by the installing contractor,
service company, or commissioning agency.
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
Response We do not do turnkey projects.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
Response We have a stocking warehouse to accommodate this approach.
#69 Describe what project scheduling tools your company uses to track projects
during construction.
Respen We provide equipment shipping schedules and any updates provided by the
factory.
470 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
We work with various professionals, from mechanical contractors to
Response ; ; < : ; :
engineering firms, to provide the proper selections and designs.
471 Describe how your company handles site development and project permitting
processes.

Appendix F — Company Profile — Climatec Company Page 7




P DAIKIN

Responss We work with various professionals, from mechanical contractors to
engineering firms, to work through the permitting process.
472 Describe you company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.
Response We work with various professionals, from mechanical contractors to
engineering firms, to provide to provide the proper quality.
473 What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?
We work with various professionals, from mechanical contractors to
Response engineering firms, to ensure lowest cost, ehergy savings, and speed of
deployment.
#74 Describe your company’s construction management plan.
Response We work with various contractors for field construction management.
#75 What is your standard warranty on installation?
Response Our standard warranty is 12 months.
#76 What is your standard warranty on energy retrofit contracting?
Response Our standard warranty is 12 months.
477 Do you differentiate in your company’s standard warranty if financing is part of
the contract? If so, please describe.
Response Our standard warranty is 12 months.
478 State whether your company provides a quality guarantee on your service. If so,
please describe.
Response Our standard warranty is 12 months.
#79 What states would your company not honor pricing on services for this contract,
in the event that this contract is made available to all states?
Sites in El Paso, TX, and also the states of Arizona, New Mexico, and South
Response Dakota.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: D&B Engineering of New Jersey, Inc.
Name of Person Completing Form: | Bruno Rzeszutko
General
#1 Company’s official registered name.
Response D&B Engineering of New Jersey, Inc.
#2 Brief history of your company, including the year it was established.
Response D&B Engineering is a manufacturer’s representative of HVAC products,
established in 1971.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 064298227
#4 Corporate office location.
Response 444 JFK Drive, Bloomfield, NJ 07003
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
— We have 31 total employees: 18 in sales, four sales suppprt, three engineering
support, and six administrative personnel.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Bloomfield, NJ
—— Bruno Rzeszutko, Director of Estimating
973-429-2828
brzeszutko@dbnj.com
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
Response We partner with vertical-market architects, engineers, and contractors.
#13 What differentiates your company from your competitors?
Longevity (more than 40 years in business), stability (minimal employee
Response turnover), personal relationships with customers, and unparalleled service and
support
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
Our long-time supplier relationships ensure lowest pricing from manufacturers,
Response we address special projects and unique situations with customized pricing
solutions, and we pass price-promotion savings on to our customers.
Products
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#17 What is the reputation of your company’s products in the public marketplace?

D&B and its product lines are widely respected as industry leaders for both

Respenise performance and reliability.
#18 Indicate your company’s ability to provide temporary cooling when needed.
Rental equipment may be available depending on the type of product. Several
Response products offered are available in stock at various warehouse facilities or with
expedited lead times.
#19 What equipment/system support documents will your company provide?
We provide catalogs, installation manuals, and operations manuals. Full design
Response

capabilities are available on many projects.

#20 Identify the process of receiving a purchase order to the ordering of equipment.

After we receive a PO, D&B provides full submittals. On written release to

Response ; : ; ;
P production, the factories begin production.

#21 Describe your company’s shipping schedule notification procedures.

On receipt of a confirmation from the vendor, we immediately provide ship

Response dates to the customer via telephone and email.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
We notify the customer ASAP via telephone and email and work out other
Response

possible options if available.

#23 Provide your shipping schedule reporting form. How many times do you update?

No form is required. We review schedules with the vendors every day via their

Response :
P website portals.

#24 How many products do you stock? Where?

We stock a wide variety of component parts at our corporate warehouse and the

Response manufacturers stock most standard units.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response Most products are either UL- or ETL-certified.
#28 If your product is defective, what is the replacement process and turnaround?
We notify the vendor and get a new item out to the customer site, a service
Response company goes out to service and repair the product, and we sent the defective
item back to the factory for repair or replacement.
#29 What is the capability of your company to respond to emergency/rush orders?
Response We coordinate with the vendor and provide a quick-ship option for a service fee.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Standard warranty is 12 months from startup, not to exceed 18 months from
Response .
shipment.
#31 Describe your procedures to monitor the quality of your products.
Response Quality is monitored by the manufacturer and supported by warranty.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes. These are customized to meet customer needs.
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#35 What is your standard warranty on replacement parts?
We support the standard manufacturer’s warranty, with optional extended
Response . . . . .
warranties on materials and labor available at the time of ordering.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
TR We look up the part’s serial number on the manufacturer’s portal when a
customer calls it in for replacement parts.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
D&B partners with the factory and an independently owned service agency to
Response provide the best customer service in the region. D&B Parts, a wholly owned
subsidiary of D&B Engineering, stocks most commonly used parts locally.
#39 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
All D&B sales engineers provide cell phone and home phone numbers.
Response
Customer can reach our team 24/7.
440 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Response See response #38.
#a1 Please describe the quality program(s) within your company which measures
your service work.
Response See response #38.
442 List. your comp?r.ly's standard scope of work performed for preventative
maintenance visits.
Response See response #38.
#43 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HYAC maintenance annually.
Response See response #38.
#44 Describe your call center organization.
Response See response #38.
#45 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response We can set one up if required. ’
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
Response The principals of D&B are responsible.
#52 List your company’s current capabilities for energy management system
monitoring. Discuss the process involved when resolving a problem associated
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with an HVAC unit or system where an energy management system is installed.
Response See response #38.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response No.
#58 Describe your company’s startup and system checkout responsibilities.
For projects where start-up is included, we provide a pre-startup to the
customer that they must complete and return prior to scheduling start-up.
Response . .. . . .
Once startup is scheduled a technician examines the equipment at the site and
ensures that it is running properly.
#59 Describe your company’s post-installation and warranty support.
Hespanse V\/.arran’Fy support is handled by a dedicated support team in the office to assist
with claims.
#60 Describe your company’s steps for system analysis.
The project team discusses the analysis and uses a software package to provide
Response . ;
documentation and further analysis.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
Customer records are maintained for each job at both D&B and the
Response manufacturer. We track activity and coordinate with the manufacturer to
maintain the latest product and site data.
#64 Is warranty coverage dependent on using your start-up procedure?
Response Yes, although proper documentation must be completed and filed.
#65 Who performs your start-up procedure?
Response Certified employees and third-party subcontractors
#66 List the total dollar volume your company completes in HVAC retrofits annually.
Response S12M - S15M '
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
Through our wholly owned subsidiary, D&B Services, we can provide all
Response . . . .
functions required for a turnkey installation.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
We would set up a site visit to inspect the existing equipment. At that time, we
record nameplate data and any other pertinent information, such as
Response dimensions. We typically take photographs as well. We work with our various
factories to design the best suitable replacement for the customer and do our
best to work within any budget constraints.
469 Describe what project scheduling tools your company uses to track projects
during construction.
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Response Microsoft Project
470 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
With the requirements of the project in mind, we select equipment to provide
Response the highest level efficiency possible while maintaining the overall project
budget. '
471 Describe how your company handles site development and project permitting
processes.
Response A D&B project manager handles such tasks routinely.
472 Describe you company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.
Respanse We set up a site visit to inspect the site. Throughout the project a project
manager is available to oversee the project in its entirety.
473 What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?
We offer the most efficient solutions to maximize any available energy rebates
Respopse and stay within the customer’s intended budget constraints. Our company has
a reputation for delivering projects on-time and on-budget. We have delivered
more than $20 million of utility rebates to customers over the last 20 years.
#74 Describe your company’s construction management plan.
Response D&B has professional project managers on staff.
#75 What is your standard warranty on installation?
Response One year on labor, manufacturers’ warranty on parts
#76 What is your standard warranty on energy retrofit contracting?
Response One year on labor, manufacturers’ warranty on parts
477 Do you differentiate in your company’s standard warranty if financing is part of
the contract? If so, please describe.
Response No.
478 State whether your company provides a quality guarantee on your service. If so,
please describe.
Response All service is guaranteed.
479 What states would your company not honor pricing on services for this contract,
in the event that this contract is made available to all states?
Response Prices are honored for all states in which we do business (NY, NJ, CT, and PA).
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Appendix F:
COMPANY PROFILE

Please provide answers to the following questions in a clear and concise manner. Provide the question
number in your response:

GENERAL:

1. Company’s official registered name.

Daikin Applied Americas Inc.

2. Brief history of your company, including the year it was established.

Daikin is the largest global HVAC manufacturer for commercial, industrial and residential air
conditioning systems, and the global air conditioning leader. In North America, Daikin Applied
provides expertise in commercial HYAC systems with technologically advanced and highly applied
systems. Daikin’s core business centers on air conditioning (AC), which is 87 percent of Daikin’s
annual sales, which makes us truly distinct from others in our business.

In 2006, Daikin acquired McQuay International, and we spent the next five years focusing on quality
before we added Daikin to the McQuay name. Leveraging the knowledge and resources that make
Daikin the global AC leader, we’ve become a leader in nearly every product category.

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

172719437

4, Corporate office location.

13600 Industrial Park Blvd.
Minneapolis, MN 55441

5. List number of employees either nationally or regionally (if your response is not all states) with
breakdown of direct sales, sales support, service technicians, engineering support and
administration.

Company total number of employees nationally is 2,491

- Direct sales: 84 sales workers

- Service technicians: 472 technicians

- Engineering support: 350 professionals

- Administration: 176 administrative support workers

Note: Sales support employees are included in administration and direct sales breakdowns.

Daikin Applied also has 120 independent representative offices that include 600 sales engineers
supporting Daikin Applied in local markets.
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6. List the number and location of offices, or service centers for all states being offered in
solicitation. Additionally, list the names of key contacts at each location with title, address,
phone and e-mail address.

Our corporate headquarters are in Minneapolis, MN. We have five manufacturing facilities: Auburn,
NY; Verona, VA; Faribault, MN; Owatonna, MN; and Phoenix, AZ. We maintain more than 50 HVAC
service offices throughout the United States.

See Miscellaneous tab for list of service and sales locations.

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

a. Sales

b. Sales Support

c. Marketing

d. Financial Reporting
e. Executive Support

See Miscellaneous tab for resumes

Sales

Mark Faucher — Vice President, Owner Sales, 763-218-5198, mark.faucher@daikinapplied.com
Sales Support

Duane Rothstein — Vertical Market Manager, Government, 952-262-9313,
duane.rothstein@daikinapplied.com

Marketing
Susan Kaufman — Vice President, Strategic Marketing, 763-553-5461,
susan.kaufman@daikinapplied.com

Financial Reporting
Clayton Jacoby — Senior Vice President, Financial and Information Technology, 763-553-5081,
clayton.jacoby@daikinapplied.com

Executive Support ,
Kirk Thorne — Executive Vice President, Sales, Marketing and Aftermarket, 763-553-5385,
kirk.throne@daikinapplied.com

8. Define your standard terms of payment.

Net 30 days.

9. Whois your competition in the public marketplace?

Major manufacturers such as Carrier, JCI-York, and Trane are Daikin’s direct-equipment competition.
However, we also compete with multiple contractors on turnkey solutions.

10. Overall annual sales for last three (3) years; 2012, 2013, 2014?

The following yearly sales represent equipment and service for Daikin Applied. Parts sales are not
included.

= 2012: $638.9M USD
= 2013: $646.7M USD
= 2014: $680.5M USD

20f 174



11. Overall public sector sales, excluding Federal Government, for last three (3) years; 2012, 2013,
20147

Daikin Applied bundles public sector sales and with other defined tracking categories that include
Federal Government sales. We have no means of excluding Federal Government sales to provide a
value that only represents public sector sales. The best Daikin Applied can do is provide the
following yearly sales which is representative of the education market (a public sector):

= 2012: $142.2M USD

= 2013: $133.5M USD
= 2014: $138.8M USD

12. What is your strategy to increase market share in the public space?

Public entities are under constant pressure to do more with less. Daikin recognizes this significant
pressure in managing energy so we make energy efficiency our number-one strategic priority. Our
goal is to deliver public entities efficiencies that meet or exceed their goals for cost savings and
sustainability, evidenced by:

= For many equipment lines, Daikin’s energy-efficiency rating exceeds ASHRAE standards and
leapfrogs domestic competitors

= Daikin is the leader in variable speed compressor technology

= Daikin’s Modular Central Plant (MCP) is a pre-engineered, pre-assembled module that is a
low-cost alternative to a site-built central plant

= Magnitude centrifugal compressor chillers earn LEED points and require much lower start-up
energy, creating electrical savings

Our sales team structure offers a further advantage to growing market share in the public space
where systems and compliance requirements can be unique to each municipality. Daikin’s National
Accounts team is dedicated to deliver on TCPN'’s needs at the organizational level, and our sales
representatives serve as the local experts, intimately versed in their municipality needs. This
partnership ensures Daikin can deliver custom solutions for TCPN and its member organizations.

13. What differentiates your company from your competitors?
Daikin Applied is part of Daikin Industries, the number-one air conditioning company globally. HVAC
is all we do. One hundred percent of our efforts are dedicated to innovating HVAC technology and
solutions to improve performance, reliability and energy efficiency for our customers.

14. Briefly summarize your company’s Quality control/Quality assurance program.

All Daikin Applied facilities are ISO 9000-certified by an outside registrar.

15. Provide information regarding whether your firm, either presently or in the past, has been
involved in any litigation, bankruptcy, or reorganization. :

Daikin Applied is and has been involved in litigation but these matters would not adversely affect the
performance of this business relationship.
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16. Provide evidence of your company’s ability to continuously lower the customer’s costs.
Provide examples of any documented cost reduction results that your company has engaged in
with your customers.

Daikin Applied believes in a comprehensive approach to reducing the total cost of operations for the
customer’'s HVAC systems. It is our usual approach to a customer’s request for equipment
replacement, energy retrofit or HYAC system conversion evaluations, that we determine if they have
goals for energy reduction, energy-efficiency improvement or sustainability initiatives.

We have successfully aided customers in lowering their cost of operations and maintenance through
our equipment, installation as well as operations and maintenance (O&M) practices. We have many
tools to help customers analyze the impacts of increased preventative maintenance and its impact on
energy efficiency as well as equipment longevity and reliability. These are the type of value-added
services Daikin Applied can offer an equipment or service customer. We can financially quantify and
project cash-flows for customers to use in making important investment decisions. Daikin Applied
has several case studies documenting these savings which are attached within our response.

In addition to these cost reductions, our service offices conduct weekly training on equipment,
systems and controls to increase technician productivity that reduces the amount of time our
technicians use to solve customer issues. We measure technician time on activities and
continuously strive to improve the time required to properly repair and service HVAC equipment
while maintaining peak operational performance for our customers.

PRODUCTS:
17. What is the reputation of your company’s products in the public marketplace?

As the number-one brand internationally, Daikin leads the industry with a reputation for innovation in
next-generation technology (e.g., inverter technology offering greater energy savings and comfort;
heat pump technology for absorbing and moving heat from the air; and refrigerant control, providing
efficient heat absorption).

Daikin Applied benefits from this international leadership and is known in the Americas for
technology that drives efficiency. Leveraging the knowledge and resources that make Daikin the
global AC leader, we now have the world’s most advanced chiller R&D center (LEED Gold Certified)
where we can simulate ambient environments of sub-arctic and Saharan temperatures at the same
time. This is just one example of the innovation that drives our reputation for advancing technology.

18. Indicate your company’s ability to provide temporary cooling when needed.

Daikin Applied has air-cooled chillers with capacities between 55 and 500 tons. These include pumps
with bypass, hose, and power cabling. Temporary cooling is available via Daikin Applied service
offices or local manufacturer’s representative offices in the United States and Canada.

19. What equipment/system support documents will your company provide?

Daikin Applied provides a complete submittal document that includes technical data sheets, certified
drawings, wiring diagrams and specifications for all products we manufacture. Each product also
ships complete with an installation manual and an O&M manual. Daikin Applied also has a host of
systems application guides that are available to its customers.
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20. Identify the process of receiving a purchase order to the ordering of equipment.

Once Daikin Applied receives a purchase order, we create an equipment submittal package. We
send the submittal package to the owner for their review and approval. After receipt of approved
submittals, the Daikin Applied local manufacturer’s representative enters the order via Daikin Tools.

21. Describe your company’s shipping schedule notification procedures.

Each proposal from Daikin Applied contains lead times to notify the owner up front of current
manufacturing lead times. Once we receive a purchase order, we enter a contact name and phone
number via Daikin Tools. The factory and/or shipping company calls the designated customer-
contact person prior to shipment notifying them of when to expect on-site delivery.

22. Describe how your company deals with shipping delays. How do you notify your customer of
delays?

When Daikin Applied customer service is advised of delays by factory scheduling or purchasing due
to the factory being behind schedule or parts shortages, Daikin Applied customer service emails the
local manufacturer's representative who transmitted the order to advise them of the delay, explain
the reason for the delay, and provide them what we currently know as the new ship date. We then
follow up each day with production and keep the customer apprised of progress. We work with the
shipping company to have trucks available to deliver the equipment as soon as it's ready to leave the
factory.

23. Provide your shipping schedule reporting form. How many times do you update?

See Miscellaneous tab for shipping schedules which are updated weekly by Daikin Applied
factories.

24. How many products do you stock? Where?

Daikin Applied stocks multiple models and configurations of air-cooled and water-cooled chillers,
condensing units, fan coils, light-commercial rooftops, packaged terminal air conditioning units
(PTACs) and water source heat pumps (WSHPs). Products included in Daikin Applied's stocking
program are stored at their respective manufacturing facility.

25. What is your percentage of on-time delivery at each manufacturing plant?

= Air Handlers, Applied & Commercial Rooftop Units: 98 percent

= Chillers: 95+ percent

= Unitary: From April 2014 through March 2015: 92.8 percent of WSHPs have shipped on-time or
early. For the same period, 98.2 percent of unit ventilators (UVs) have shipped on-time or early.

26. Describe any direct order entry system or capabilities your organization has such as
internet capabilities.

Daikin Applied has no customer-direct ordering capabilities. All OEM product orders are placed via
sales representatives or parts-distributor channels. Daikin Applied has custom product configurators
and ordering tools that our sales teams use to place customer orders. The tools exist on a mixture of
distributed Windows, web and mobile platforms.
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27. Are all HVAC units UL listed and in compliance with all applicable codes in all states?

= Air handlers, applied, and commercial rooftop units: All units are listed by ETL which tests in
accordance to UL1995.

= Air-cooled chillers: all our standard air-cooled chillers meet the commonly applicable national
codes such as ASHRAE 90.1, ASME and NPFA 70.

= \Water-cooled chillers: all of our centrifugal chiller products are ETL-tested and UL listed.

= Fan Coils: Yes.

= Unitary: Yes.

28. If your product is defective, what is the replacement process and turnaround?

If a component is found to be defective, technical support determines if it can be fixed in the field or
needs to be replaced. Replacement parts are available in our Dayton, OH warehouse and typically
ship within 24 hours. Defective products are covered by the standard Daikin Applied warranty

policy. Warranty policies vary by product but typically cover parts for 18 months after shipment and
may offer a labor allowance for repairs made within six months of shipment. Ordering replacement
parts and performing labor are the responsibility of the installing contractor or service designee of the
owner or owner’s representative. Critical replacement parts are readily available through Daikin
Applied’s Aftermarket and Parts distribution channel.

All centrifugal products are warrantied to be free of defects in material or workmanship for the
duration of the warranty period. If any part is deemed defective, it will be replaced to the extent of the
warranty on the equipment. The process varies in time duration depending on the defective
components. Some repairs are completed within hours of diagnosis by Daikin Factory Service.

Products are covered for factory defects by the standard Daikin Applied warranty policy. Policies vary
by product but typically cover parts for 18 month after shipment and may offer a labor allowance for
repairs made within six months of shipment. Ordering replacement parts and performing labor are
the responsibility of the installing contractor or service designee of the owner or the owner’s
representative. Critical replacement parts should be readily available through the Daikin Applied
Aftermarket and Parts distribution channel.

29. What is the capability of your company to respond to emergency/rush orders?

= Applied and commercial rooftop units: the standard production cycle is six to eight weeks with an
option for 20-day quick shipping.

= Air handlers: standard production cycle is six to eight weeks with an option for 5/10/20-day quick
ship.

= Air-cooled and water-cooled chillers: Daikin Applied has an extensive stock program that covers
a majority of tonnages and includes commonly selected options for select air-cooled and water-
cooled chillers. Stock chillers can generally ship within days.

= Fan coils offer a 5/10/15-day quick-ship program.

= Daikin maintains several million dollars of in-stock centrifugal-chiller inventory for emergency or
rush orders. We also maintain a certain capacity for stock modification, should a standard-stock
machine not fulfill the immediate need.

= Daikin Applied stocks a large volume of WSHPs in two warehouses, one in Staunton, VA and the
other in Laredo, TX. Stocked units are available for immediate shipment. Both WSHPs and UVs
offer quick-ship ordering options.
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30. State whether your company provides a quality guarantee on your products. If so, please
describe.

Air handlers, applied, and commercial rooftop units: All units have a one-year standard parts-only
warranty. Optional warranties are available for compressors and heat exchangers.

Air-cooled and water-cooled chillers: Daikin Applied chillers are manufactured in an ISO 9001-
certified manufacturing facility and each unit undergoes a rigorous quality inspection and
functionality test prior to shipment. Customer quality and satisfaction are our top priority.

The Daikin centrifugal chillers are built to Daikin’s strict quality standards, complying with quality
checks throughout the manufacturing process and culminating with a rigorous test at the
completion of the production cycle. All of our centrifugal chiller products are built in Daikin's ISO
9001- and 14001-certified production facility in Staunton, VA, and participate in the AHRI
qualification/certification process. We maintain six AHRI test cells to simulate job conditions for
certified performance prior to leaving the Staunton facility.

31. Describe your procedures to monitor the quality of your products.

Quality metrics are measured at all levels, including factory metrics, aftermarket metrics and major
quality problems.

32. Do you offer extended parts and labor warranties? If yes, state length of warranty.

Air handlers, applied, and commercial rooftop units: we offer an optional five-year
warranty on compressors and a 10-year warranty on natural-gas furnaces, or an up to
five-year complete unit-parts warranty.

Air-cooled and water-cooled chillers: standard products generally have either a one-year
parts and labor warranty or a one-year parts-only warranty, depending on the product.
Optional parts-only or parts and labor warranties can be purchased for up to five years.
We will provide longer warranties, as requested.

The standard centrifugal warranty is 18 months from shipment or 12 months from start-
up, whichever comes first. This warranty covers the entire unit for parts and labor. There
are several customizable warranty options, covering parts and/or labor and refrigerant for
varying lengths of time.

Unitary: The extended warranty offerings vary by product. Most products offer a four-year
extended parts warranty (covering the 19th to 66th months after shipment). Extended
labor warranties are not offered.

33. Please give examples of state and local agencies where your company has extended labor
warranties. Include length of these warranties.

The following customers have five-year contracts:

Klein Independent School District (ISD) (TX) — extended parts, labor and refrigerant warranty on
numerous chillers
Conroe ISD (TX) — extended parts, labor and refrigerant warranty on numerous chillers
Beaumont ISD (TX) - extended parts, labor and refrigerant warranty on numerous chillers
City College of NY (NY) — preventative maintenance on multiple chillers
Pharr-San Juan-Alamo ISD in the Valley (TX) — several campuses and varied equipment under
extended parts and labor warranty
Edinburg ISD (NY) — several campuses and varied equipment under extended parts and labor
warranty ‘
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34. What is your standard warranty on Building Automation Controls?

Daikin Applied doesn’t manufacture Building Automation Controls.
35. What is your standard warranty on replacement parts?
One year from the date of purchase.

36. How does your company track warranties and update equipment lists/warranty periods as units
or components are replaced?

All warranty parts orders are linked in a warranty database to specific serial numbers. In addition, if
labor is requested for the repair, this data is also linked in the same database to the unit serial
number.

37. What states would your company not honor pricing on your supplied equipment for this
contract, in the event that this contract is made available to all states?

Daikin Applied will honor its pricing in all 50 states.

SERVICES:

38. Describe your company’s Customer Service Department (hours of operation, number of
service centers, parts outlets, number of technicians, etc.) Clarify if the service centers are
owned by your company of if they are a network of subcontractors.

The Daikin Applied Service Team has more than 50 company-owned service centers located
throughout the United States and Canada that are available to provide complete HVAC service 24
hours a day, seven days a week. Our service team consists of more than 500 factory-trained
technicians with extensive knowledge and experience that enables them to support service
requirements for entire facilities. Our main parts distribution center is located in Dayton, OH, but all of
our service center locations carry a local inventory of OEM parts that enables us to provide fast
support to our customer base.

39. Describe how your company handles after-hours customer service needs. Indicate your
average response time to emergency service calls.

Daikin Applied Service provides service 24 hours a day, seven days a week (24/7). During after
hours, each service location uses a live, local call center to support emergency service requirements.
Our answering service will directly contact our on-call technician, who will typically respond back to
the customer via telephone in less than 30 minutes.

40. Discuss your organization’s capability and historical flexibility in completing timely service
calls and problem resolution. ‘

The Daikin Applied Service team has a more than 40-year history of providing timely service
and problem resolution to our North American customer base. Our factory-trained
technicians are highly skilled at providing 24/7 emergency repairs, planned maintenance,
repair services, full turnkey upgrades and temporary cooling solutions for our diverse
customer base.
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41. Please describe the quality program(s) within your company which measures your service
work. ’

Currently, the Daikin Applied service team has several key performance indicators (KPIs) in place
that enable us to measure the promptness and reliability of our service team's work. These KPlIs give
us insight into the speed and quality of our repair services which allows us to make constant and
continuous improvements to our service performance.

42. List your company’s standard scope of work performed for preventative maintenance visits.

Daikin Applied Services provides customized preventative maintenance solutions to our customers.
These solutions are designed based on the equipment type, the customer’s requirements and the
system design. Our maintenance offers can include comprehensive maintenance (all parts and
labor), predictive maintenance, inspection maintenance and remote maintenance. See
Miscellaneous tab for examples of service programs which includes their scope.

43. List the dollar volume your company completes nationally (or regionally if you responded as
such) in HYAC maintenance annually.

Daikin Applied completes $59.9M in maintenance contracts, including time and material repairs,
annually.

44, Describe your call center organization.

Daikin Applied Service does not operate a national call center. All service requests are handled at
the local level by our local service teams. This local service support is available on a 24/7 basis.

45. Does your company offer a dedicated, 800 number for all locations to place phone and fax
orders? Is the call center available 24 hours/7 days week?

Each Daikin Applied service center has a dedicated toll-free telephone number for placing service
orders. Each of our service centers are available for any service requirement on a 24/7 basis.

46. Describe how service call problems get escalated in emergency situations during and after
hours. Who would be responsible in your company for assessing the appropriate course of
action to remedy the problem?

For emergency service calls during our normal business hours, Daikin Applied service
coordinators review and prioritize each emergency request. Prioritizing these calls is based
on the nature of the call and the site conditions (e.g., life-safety issues, calls from hospitals
or data centers). Our service coordinators then review each emergency service request with
our operations team so we can accurately match the skill set required for the job with the
appropriate need. In an after-hours emergency call situation, our live, local call center will
contact the main on-call technician. If the call center cannot reach the on-call technician
within 10-15 minutes, it will contact the alternative on-call technician or the technician
supervisor. If there is no response from the supervisor, we escalate the emergency call to
the district service manager to address the call emergency.
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47. List the steps taken from start to finish in receiving a service call through to completion of
repair and invoicing. Include time frames associated with each step.

Once the call is initiated, we send the information to the assigned technician via a handheld
device. After completion of work, service technicians capture all pertinent data on the
handheld device and transmit it to the host system. After collection of site data, we send
copies of material/subcontractor invoices and a viable purchase order for the job to the audit
queue for review. If all required information is complete, we send the job to our billing system
(Oracle) for invoicing. The time required varies widely, based on the individual job
requirements and scope, ranging from the same day to possibly weeks for job completion.

48. What technology such as GPS tracking does your company use to track completion of
repairs?

All of our service vehicles are equipped with GPS devices in an effort to assure quick
response (i.e., the closest technician) and also provide proof-of-service data because as the
travel route, time and stops are all time-stamped and tracked. Daikin Applied also uses our
service operating system (Astea) to monitor the status and progress of our service jobs.
Astea enables our service operations team the ability to get real-time status and updates for
any jobs we are working on.

49. What is the reputation of your company’s service in the public marketplace?

Daikin Industries, a Fortune 1000 company, is the largest air conditioning company in the world.
Combining advanced technologies and R&D capabilities, Daikin creates innovative products,
systems and services that benefit the industry and lives of our customers. With more than six million
square feet of manufacturing space and 5,000 dedicated employees in 75 countries on six
continents, Daikin Applied is uniquely positioned to make sure our products and services are always
within our customers’ reach.

50. How does your company spread the cost of a Preventative Maintenance contract over the entire
year?

Daikin Applied Service accounts for any costs associated with a preventative maintenance contract
in the month in which the service occurred. Services are reported on a monthly basis.

51. Identify the process of receiving a purchase order to the providing of a service contract.

Generally, requirements are discussed prior to the presentation of a proposal. Once the proposal is
accepted and a purchase order is received, the scope of the agreement is reviewed with the
assigned technician and a mutually acceptable schedule for inspections is established.

52. List your company’s current capabilities for energy management system monitoring. Discuss
the process involved when resolving a problem associated with an HVAC unit or system
where an energy management system is installed.

Generally, Daikin Applied does not monitor energy management systems (EMS) directly; we rely on
our subcontracting partners. Daikin Applied will maintain HYAC equipment and/or systems. [f there
is an issue associated with the EMS, Daikin Applied will reach out to the highest-level technical
support available, as necessary.
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53.

54,

55.

56.

57.

58.

59.

List the number of sites your company currently monitors Energy Management Systems
(EMS).

Today, Daikin Applied Service monitors approximately 88 remote sites through our Daikin D-Net
service. Daikin D-Net is our remote equipment-monitoring package designed for our applied chiller
products. :

List your company capabilities regardihg system changes and repairs to EMS systems.

The system change and repair capabilities of Daikin Applied service varies throughout our
organization. Our local talent level for EMS system repairs varies based on such factors as
equipment type, equipment manufacturer and local expertise.

List the reporting capabilities your company has for EMS system parameters.

Daikin Applied does not manufacture EMS systems. We would rely on our sub-contractor
relationships for maintenance and repair of EMS systems.

Does your company maintain and repair/replace EMS in-house (self perform) including
monitoring, alarm resolution, repairs and adjustments?

Daikin Applied does not manufacture EMS systems. We would rely on our sub-contractor
relationships for maintenance and repair of EMS systems.

Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a site with an EMS
system. How does repair get escalated for service?

Daikin Applied does not manufacture EMS systems. We would rely on our sub-contractor
relationships for maintenance and repair of EMS systems.

Describe your company’s startup and system checkout responsibilities.

We send a factory-certified technician to perform a factory start-up of new equipment. This includes
working with other trades (e.g., electrical, piping, controls contractors) to assure proper electrical and
piping connections, verification of voltages and water flows, and other details. The technician starts
up and logs the machine, making note of operating characteristics at varying load conditions. The
technician also performs cursory overview training on the proper operation of the unit for designated
customer personnel.

Describe your company’s post-installation and warranty support.

Daikin Applied’s post-installation and warranty support is provided by our factory service

offices. During the final project close-out and customer satisfaction meeting, we produce a project
information binder for the customer. One tab in our notebook includes the warranties for the project
in written form. The warranty start dates begin either with the equipment start-up or the project
completion notice unless otherwise defined in our contract.

After close-out, the project is transitioned to the warranty period. Daikin Applied opens up a service
call in our business systems to clearly outline when the warranties begin and end as well as the
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extent of coverage for Daikin Equipment, non-Daikin equipment, materials and labor, as defined and
agreed to in our contract with the customer.

Our service coordinators are the main point of contact for customer warranties and during the project
close-out meeting, we give our warranty support phone number, email and contact names to the
customer. We review the process for warranty claims with our customer contacts which include a
phone call to our service coordinator. Our service coordinator contacts the Daikin warranty
administrator for any Daikin-manufactured equipment and the representative for non-Daikin
equipment, as well as scheduling and dispatching our technicians for providing the warranty services
requested. The technicians communicate the status of any warranty-related items to the customer. If
the requested deficiency is regarding Daikin Applied- or subcontractor-provided material, equipment
or a workmanship-related item, we proceed immediately with repairs or adjustments. We complete a
service ticket upon completion and leave a copy of the service report with our customer contact. If
our technicians find the requested item is not within the scope of our project, we notify the customer
and discuss the issue with them.

We are very client-centric and customer satisfaction is very important to us. We normally err on the
side of customer satisfaction for items that cannot be agreed on with the customer. We want our
customers to think of us and call us for service because they remember receiving outstanding
service from our team.

60. Describe your company’s steps for system analysis.

Daikin Applied’s local professionals analyze facilities with existing systems. Daikin Applied forms a
team that typically consists of our local manufacturer’s representative and local service
representative. For larger projects and systems, the team can be expanded to include engineering
support. The members of the team, along with the owner’s representative, analyze the system and
collectively formulate a solution.

61. Discuss your company’s current computer systems architecture. How does your company’s
computer system guarantee customers receive consistent service support, HVAC responsibility
verification, and management reporting?

Daikin Applied uses multiple computer systems and software packages to provide customer support.
Daikin Tools is a software platform that manages our equipment orders. Oracle manages all of our
financial transactions. Astea manages customer support for our service business. Daikin Applied
uses SalesForce.com in many ways, such as tracking warranty and quality calls to improve our high
quality standards.

62. What does your company do to ensure bills are received from service centers within a
reasonable time frame and issued to government entities for payment?

Accounts Payable is a centralized function located in Minneapolis and all invoices are directed to
Minneapolis for timely payments.
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63. Explain how your company qualifies/certifies its service centers and what types of checks are
performed to ensure standards are upheld.

All start-up technicians have been thoroughly factory trained on the proper start-up and operating
procedures for the specific type of machine. This is accomplished with formal classroom and hands-
on training at our factory schools. These technicians are also supported by their local supervisory
staff, a network of regional trainers and our Technical Response Center. This assures that any issue
can be identified and addressed properly and completely.

64. Is warranty coverage dependent on using your start-up procedure?

= Yes. The start-up documents must be completed with signatures and dated for determination of
the effective warranty-period dates.

= |t is the customer owner’s responsibility to complete and return the registration and start-up forms
accompanying the product to the manufacturer within ten days of the original start-up. If this is
not done, the ship date and the start-up date will be deemed the same for the warranty- period
determination and such warranties will expire 12 months from that date.

= See Miscellaneous tab for a copy of Daikin Applied Americas Inc.’s Limited Product Warranty.

65. Who performs your start-up procedure?

Our factory-trained and highly skilled service technicians are qualified in each specific product and
handle the start-up procedures for Daikin Applied equipment.

66. List the total dollar volume your company completes in HVAC retrofits annually.

$26,400,000.

67. List the other functions your company can provide regarding unit replacement to offer a turnkey
project (ex. electrical, sheet metal work, EMS system connection and programming, etc.)

Architecture and engineering services (all disciplines); electrical construction; general construction;
plumbing; piping; sheet metal; roofing; fire alarm and fire protection; access control and security;
safety, rigging and crane; asphalt and concrete work; structural steel and reinforcement; vibration
control; seismic analysis and reinforcement; temporary power with HVAC; HVAC thermal-loads
analysis, testing and balancing; commissioning, controls and programming; indoor air-quality
analysis; ventilation analysis; and redundancy analysis.

In addition, we also provide infrared thermography; predictive maintenance; preventative
maintenance; HVAC service and repair; energy retrofits; measurement and verification; performance
monitoring and alarm notification; performance reporting; energy analysis; O&M program
assessment and recommendations; asset management and financial analysis for total cost of
operations or lifecycle cost-analysis; and other services.

68. Explain how your company would propose a planned unit replacement program including how
units would be identified for replacement and how pricing would be addressed.

Daikin Applied typically performs an assessment for all of the units included in the program regarding
condition, useful life, nature of the spaces served and customer priority, upcoming or predicted major
repairs or services, and then works with the team to prioritize the recommended replacements given
available capital funding. '
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We are flexible with the implementation for projects with funding plans and can offer fixed pricing for
a given time frame, if needed. Otherwise, we can help to establish budget values for a future lump-
sum proposal for the determined scope of professional services and resultant construction and
service work.

69. Describe what project scheduling tools your company uses to track projects during
construction.

Daikin Applied normally uses Microsoft Excel for less complex projects and Microsoft Project for

more complex projects. We have templates for common equipment replacement and energy retrofits
that our project managers use to create a schedule that meets each customer's needs for the level of
detail and accounts for service interruptions typically encountered with equipment-replacement work.

70. How does your company make the proper equipment selection on a turnkey or energy retrofit
contract project?

Our customers complete a written survey to determine if the existing unit has satisfied their demands
for heating, cooling and ventilation, and whether they have any "hot" or "cold" issues or have noticed
unusual smells. Daikin Applied asks the customer about any future plans they have for remodeling or
renovations that may affect the proposed scope of work. For a unit being considered for replacement
or retrofit, Daikin Applied recommends that the customer consider a load analysis to ensure that the
recommended equipment and system retrofits have the capacity to meet current loads and code
requirements for ventilation. If determined to be necessary, Daikin Applied gathers and analyzes the
most recent testing and balancing reports, or a system commissioning report, to help uncover issues
with unit capacity or occupant comfort, load deficiency or other ventilation-related issues. We
typically ask the customer if they have any preferences for equipment manufacturers, configurations,
motors and drives, and any other equipment-specific requirements or wants.

After evaluation of available options open to the customer and their situation, Daikin Applied makes
recommendations for equipment types, energy sources, accessories and other elements that we feel
help meet the customer's requirements and requests. After discussion and reaching an agreement,
the customer confirms the equipment to be used in the project. After this, we generate submittals
either for records purposes or for internal customer review and approvals, as the customer's internal
processes dictate.

71. Describe how your company handles site development and project permitting process es.

Daikin Applied does not perform traditional site development and does not obtain project permits for
new construction. To clarify, we do not get involved in helping customers identify and purchase land
or to perform site surveys, soil treatment, clearing and grubbing, environmental impact analysis, civil
and site engineering or improvements, or new building construction. We have many offices that
possess a general contractor's license in addition to their mechanical, plumbing and electrical
licenses.

When required by the Authority Having Jurisdiction (AHJ) for the particular scope of services, Daikin
Applied or our contracting partners prepare documents for plan review and permit applications and
then post any permit-required documents and plans as well as requesting inspections, as required.
We obtain final inspection approvals and certificates of occupancy for projects when required.
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72. Describe you company’s design-build quality control guidelines for design, construction and
review on a turnkey or energy retrofit contract project.

When performing design-build services for our clients, we assign a full-time project or program
manager, depending on the volume of design and construction work included within the offer. During
the concept-development, design-development and construction-documents phases for engineering,
we employ a team approach that includes the client and the project team (which includes
professional disciplines and contracting partners mutually agreed-upon with the client).

The project or program manager performs the internal quality control review after the design
professional's quality control process to ensure that before we approach the client, we have
documents that are professional in appearance and contain the correct content for the development
stage of the documents. We strive to define the customer's requirements and wants early in the
project and review them during the design phase of the work to ensure compliance and to gain
support for future engineering work direction and to reduce re-work. Given available time in the
schedule, documents are forwarded in advance of document-review meetings. The assigned project
manager or program manager is the individual responsible for the quality control reviews.

We do not have construction-document standards for equipment replacement, system retrofit, or
energy-related retrofits at this time. We work with many different customers, architects, engineers
and contractors and rely on these professionals to follow the customer's guidelines for drawing,
specification and contract documents, or to use their own formats for such documents.

We perform the quality control reviews using our experience, and provide the level of detail required
to convey the requirements to the AHJ and the construction team members. To ensure compliance
with the contract documents, the quality-control process continues into the contracting phase with
submittal preparation and reviews, sample submittals for materials-quality review, and site
observations throughout construction.

The Daikin Applied plan for site observations to ensure compliance varies from a continuous on-site
presence to weekly or bi-weekly reviews depending on the nature of the work. We complete a site
assessment form that reviews contracting work in process and complete daily reports to track
progress and document quality-related issues for each day that construction or service work is
performed. We conduct daily safety and meetings for the work that covers the work being performed
that day and the next day. All representatives discuss quality-related concerns for the project at this
meeting so that deficiencies may be identified quickly and fixed as issues appear.

When the project scope is nearing completion, the Daikin Applied project manager performs a
detailed review of all of the work performed under the contract and notes quality-related issues in the
punch list. The client and their user groups are invited to participate in this detailed quality review.

The quality control process next includes formal submission and review of the punch list and
development of an action plan to complete the punch list in accordance with the schedule.

Quality control isn’t considered completed until after the final submittal of installation, O&M manuals
as well as the start-up documentation, testing and balancing reports, commissioning reports, training
for client users and maintenance/operations staff, followed by the final AHJ inspections and cleanup
by all trades. This process also includes a final review of the close-out documentation, punch list item
re-inspection and financial close-out documents.
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Daikin Applied randomly generates customer satisfaction surveys to clients to ensure that we have
met their expectations for quality and performance during the project. The feedback goes to the
project manager and the Daikin Applied leadership team, which adjusts our quality control
procedures and performance periodically, based on customer feedback and project performance.

73. What is your company’s design approach and philosophy for a turnkey or energy retrofit
contract project?

Daikin Applied's philosophy is based on meeting the customer’s needs. It starts with understanding
the goals for the project and the client’s business needs. With that in mind, we design a solution that
fits their requirements, whether it is lowest first-cost, maximum energy efficiency, best lifecycle-cost,
highest reliability, or other criteria. We spend time discussing and understanding the needs as the
critical first step. With these discussions in mind, our design approach consists of understanding the
"baseline" or existing situation, which may include a load analysis or a ventilation analysis, as well as
a specific review of the existing HVAC and associated systems that may be affected by different
solutions.

Once we analyze these factors, we work with the customer and their building occupants to discuss
the pros and cons of different solutions to meet their goals. This process may consist of one meeting
or a series of meetings, depending on the extent and complexity of the project. If it's an energy-
related project that must be analyzed to quantify potential energy savings, then we determine
whether the energy savings are to be simply stated based on our experience in the industry, or if it
needs to be financially guaranteed.

We then determine which methods to employ to gather energy consumption and rate information,
use patterns, system and equipment efficiencies, building envelope and internal loads, and other
information to prepare the energy analysis. We may perform a bin model or perform a more detailed
energy simulation using eQuest, if required. In providing the sufficient level of detail for analysis that
the customer requires, we don’t invest any of our or the customer's resources that are not required. A
review of the requirement for measurement and verification are made for both guaranteed and not-
guaranteed energy-savings projects.

Even though a project may not require guaranteed energy savings, establishing a few metrics that
can be "baselined" before the retrofit and then logged or measured after the retrofit, can give all
parties confidence that the energy retrofit has produced the desired results. We work with the
customer to determine the IPMVP protocol that best applies for the measurements so that standards
are followed and can be validated by a third party, if required. In guaranteed projects, we normally
recommend keeping the M&V costs to less than five percent of the project cost, and if it is not
guaranteed, less than one percent of the project cost.

74. Describe your company’s construction management plan.

For construction projects that we perform for our clients, Daikin Applied creates a construction-
management plan appropriate for meeting the customer's requirements and wants, as well as to
ensure that adequate safety, cost control, schedule management, and installation coordination exists
for meeting the project's goals.

Our project managers use project execution plan templates for common retrofit types that can be
customized to meet construction management requirements. The project execution plan consists of
the following general areas: customer goals for the project, stakeholders in the project, scope of work
included and excluded, cost controls, scheduling and management, communications planning, as
well as design and professional services, if included. The plan also includes specifying the
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contracting team by trade or discipline and their customer roles (with contact information), the
staffing plan, procurement plan, safety plan and risk management plan. \We strive to keep the cost for
performing the construction management to 10 percent or less depending on the customer
requirements and the controls for the construction administration. We believe that whenever labor is
performed on the site for any of our subcontractors or ourselves, there should be supervision to
ensure that all project controls remain in place.

75. What is your standard warranty on installation?

Daikin Applied's standard warranty terms for service and repair work is 30 days on labor and one
year on parts that are provided as part of the repair.

76. What is your standard warranty on energy retrofit contracting?
Our warranty for energy retrofits is the same as our installation work stated above.

77. Do you differentiate in your company’s standard warranty if financing is part of the contract? If
so, please describe.

No.

78. State whether your company provides a quality guarantee on your service. If so, please describe.

We offer quality guarantees within our warranties. The standards for construction materials and
installation are somewhat subjective but we strive to keep customers satisfied and are willing to work
with customers during the warranty period for maintaining customer satisfaction. After the warranty
period, we believe we need to keep customer satisfaction as high as possible and will strongly
consider quality-related support for the work we perform although we cannot guarantee that we will
cover the costs for quality claims beyond our warranty period.

79. What states would your company not honor pricing on services for this contract, in the event
that this contract is made available to all states?

We honor pricing for all U.S. states, based on the current contracting and HVAC services laws,
unless those laws are modified during the term of our agreement to the extent that Daikin Applied
can no longer take the risks associated with contracting or service within a state, county or
municipality. We will inform TCPN of legal changes beyond our control that would cause us to
discontinue performing business in a certain geographical area as soon as we become aware of any
new legislation.

SAFETY:
80. Describe your company’s safety program during service/repair work.

We have a formal company safety training program for our service business. We also have a
dedicated safety professional for our service business who maintains an OSHA 30-hour certification.

We conduct periodic topic reviews in accordance with our safety policy, procedures and plans. We
perform safety audits in compliance with our policy and prepare reporting for our corporation as
required by law. We follow all OSHA, state and local safety laws and will comply with additional
customer safety plans that are part of a project or service agreement.
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For service or repair work, if at all possible, we prefer to use the same technicians for all work on the
customer's site because they are familiar with the working conditions and general nature of the
customer’s business, as well as any customer-related safety processes, requirements and forms.

For any new technicians to a site or new site that our team responds to, we complete a job site
hazard assessment form, after check-in and discussion with the client about the scope for the service
or repair. This discussion enables us to understand the potential hazards that may be involved during
the work needed.

Before performing any work, we look at the hazards that may be present, assess if they apply to the
work we need to perform, and analyze the safest way to accomplish the work. If the work requires
two technicians, then our technicians are trained to call the office to request dispatch of a second
technician to work with them.

Our technicians use and are trained with their Personal Protective Equipment (PPE). If the work
requires specialized clothing, harnesses or safety equipment, we generally have everything needed
on our service vehicles. However, if it is a special situation, we may need to leave the site to obtain
the proper safety gear, or wait for PPE gear to be brought to our work site. Our technicians
understand that taking the time to perform the work in a safe manner is important to everyone. If we
identify any safety-related issues in the performance of our work or as we are approaching the area
of work, we notify the customer about the potential hazard to their employees, customers and
vendors.

81. Describe youf company’s safety program during construction.

The construction safety program is identical to our program for service and repair work. All Daikin
service employees complete annual OSHA compliance training as well as company-mandated safety
toolbox training at all job sites. A Job Hazard Analysis (JHA) is also completed before beginning work
each day at all job sites and is available at the site for review. Daikin Service also has an aggressive
job site safety auditing program, which is conducted by Daikin site supervision and Daikin
management. Records for all these programs are available on request.

82. Indicate number of lost hours or other benchmarks to verify your company’s effectiveness of
their safety record.

Daikin’s service team maintains safety tracking numbers in companywide format or broken down by
district. Daikin tracks TRIR, lost days and severity rate. These records are available in the client’s
format of choice, upon request.

83. What reporting mechanism does your company provide to the customer upon completion of any
project?

For preventative maintenance and service repairs, we provide our service tickets as well as the
associated forms for preventative maintenance work or other forms for specialized repairs or
services (e.g., eddy current, vibration analysis, alignment). For on-site reports, these are the only
documents prepared and no other documents are provided other than billings. For construction-
related projects, we follow our contracting project-execution process with formal letters for substantial
completion, final completion and the final documentation package for the project.
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The final documentation package usually includes many of the following documents (but sometimes
not all apply): installation manuals, O&M manuals; letter of documentation for owner training with
attendees listed; testing and balancing reports; commissioning reports; refrigerant monitoring and
other equipment calibration reports; as-built drawings; recommended spare parts lists; service
agreement proposal; equipment warranty statements for Daikin and non-Daikin equipment; controls
drawings and sequences of operation; and a set of submittals and project documents (plans and
specifications) usually in electronic format.

MARKETING/ SALES

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

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

@™poo gD

We are 100 percent committed to marketing our partnership with TCPN and its member community
in the most proactive, responsible way.

Daikin Applied staffs a full marketing team with expertise across multiple media and vertical markets.
Our recent and planned marketing initiatives and successes include 14 trade shows in the 2015
calendar year; a digital campaign including search engine marketing (SEM) and social media; a
website receiving over 13,000 sessions per month including 60 percent from new visitors; a print
campaign in industry-leading trade publications; public relations that created over 100 million
impressions and over 50 feature articles in FY2014; targeted direct and email; and dozens of printed
collateral pieces.

For TCPN, we recommend kicking off our relationship with a work session with TCPN leadership to
understand your marketing objectives and create a custom plan to support them. Using our simple
strategic framework we would answer the following questions:

1) What is the business challenge we are trying to solve?
2) What is the source of growth?

3) Who are the people associated with this growth?

4) What problem do they have that Daikin can help solve?

5) What do they know/believe about Daikin?
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6) What do we want them to do in the future?

7) Where can we find them at scale? Why are they there? How can we engage them in that

context?

8) How can we use our owned properties to deliver on this need?

From this strategic platform we would create a custom marketing plan that may include:

A press release to announce the partnership, within the first 30 days.

Announcement of award from our social properties; creative support to announce the partnership
across TCPN and member properties.

Participation at our national sales meeting in Orlando in September 2015 which welcomes over
1,000 guests and sales representatives to see our equipment in live demonstrations, receive
training from product managers and engage with our executive team and sales representatives
over three days.

A road show that brings our equipment to your members in multiple markets for training and
exposure.

Webinars for thought leadership and virtual training.

Publicity at scheduled trade shows; collateral for TCPN'’s trades shows; additional trade show of
TCPN’s choosing.

SEM with strategic and creative support in keyword selection and messaging.

Landing page or microsite that links to our website, the designated sales representative and/or a
TCPN property.

Co-branded collateral.

85. Describe how your company will demonstrate the benefits of this contract to eligible entities if
awarded.

After a contract award, Daikin Applied will educate our local manufacturer’s representatives and
service representatives on the benefits of the TCPN contract. In turn, those local representatives will
educate eligible customers of the benefits of the TCPN contract.

86. Explain how your company plans to market this agreement to existing government
customers.

After a contract award, Daikin Applied will educate our local manufacturer’s representatives and
service representatives on the benefits of the TCPN contract. In turn, those local representatives will
educate existing customers about the benefits of the TCPN contract.

87. Provide a detailed 90-day plan describing how the contract will be implemented within your
company.

After a contract award, Daikin will hold multiple web conference calls and multiple regional training
workshops to educate all of our manufacturer’s representatives and service offices. Internally, all of
our software and computer systems will be customized to properly track qualified TCPN orders.
Daikin Applied will also train internal personnel (credit representatives, accounting, legal, etc.) on the
requirements of the TCPN contract. Daikin Applied will also put in place a committed manager to
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implement, execute and grow the TCPN contract.

88. Describe how you intend to train your national and/or regional sales force on the Region 4 ESC
agreement.

Daikin Applied holds a yearly national sales meeting. These meetings are either held in a centralized
location or held regionally. In either case, multiple mandatory training workshops will be held to
educate our equipment and service sales forces.

89. Acknowledge that your organization agrees to provide its company logo(s) to Region 4 ESC and
agrees to provide permission for reproduction of such logo in marketing communications and
promotions.

Yes. We agree to provide company logos to Region4 ESC and agree to provide permission for
reproduction of our logo in marketing communications and promotions.

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

$5M ___inyear one
$15M in year two
$30M in year three

ADMINISTRATION

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

Daikin’s Group Purchasing Organization, (GPO) contract implementation is consistent among our
Healthcare GPO'’s.
1. New GPO agreements are launched across GPO membership through a GPO in-house

communication system.

2. Daikin Applied’s Market team launches new contract data to all Daikin Applied representatives
and employees through in-house communication.

3. Healthcare National Account team drives contract utilization through Daikin Applied rep site visits,
GPO customer site visits and participation in national healthcare conferences.

4. Healthcare National Account Manager meets quarterly with GPO key accounts (key accounts
determined through strategic Daikin Applied-GPO planning).

5. Healthcare National Account Manager meets biannually with GPO to review program.

References:

= Premier, Inc. - Donna Craft, 704-425-2883, donna_craft@premierinc.com

» MedAssets - Charles Messamore, 972-813-7749, charles.messamore@medassets.com
= Novation - Casey Scott, 972-581-5977, cascott@novation.com

= HealthTrust - Jenna Thomas, Jenna.thomas@healthtrustpg.com

= Amerinet - Mike Reed, Mike.Reed@amerinet-gpo.com
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Daikin Applied’s Dedicated and Knowledgeable TCPN Members

Over the last five years a large group of individuals with a high degree of TCPN knowledge and
experience have joined Daikin Applied America’s Team. It is with this nucleus of individuals along
with other dedicated resources that will accelerate Daikin Applied’s introduction into the market place
as a provider of World Class HVAC services.

The following is a representative list of individuals with TCPN and government experience:

Name Title
Mark Faucher Vice President of Sales and Service for the Americas
Guy Gibson Senior Sales Representative HTS, Houston Texas
Kurt Lyles Senior Sales and Service Representative Mechanical Concepts Louisiana
Scott Schomburg District Service Manager Houston Texas
Joe Leichner P.E. Senior Energy Engineer for the America’s
William Davidson Senior Director of National Accounts for the America’s
David Bourque Senior National Account Manager for the Americas and Canada
Duane Rothstein Vertical Market Manager Federal Government
Tom Matthews Service Sales Representative Washington DC

See Miscellaneous tab for the resumes of the individuals listed above.

Daikin Applied from its most senior management levels to the field implementers are dedicated in
making this new partnership an important success.

92. Describe the capacity of your company to report monthly sales through this agreement.

After a contract award, all of Daikin Applied’s equipment ordering, accounting and reporting software
will be customized to track all TCPN orders.

93. Describe the capacity of your company to provide management reports, i.e. consolidated billing
by location, time and attendance reports, etc. for each eligible agency.

Each eligible TCPN customer will be set up in Daikin Applied’s accounting and ordering systems
and tagged as a TCPN member. These two reporting systems will allow Daikin Applied to generate
multiple reports for Daikin Applied and TCPN.

94. Please provide any suggested improvements and alternatives for doing business with your
company that will make this arrangement more cost effective for your company and Participating
Public Agencies.

A Daikin Applied national account engagement utilizes a continuous improvement process and
regular strategic account reviews to determine how we are working with our GPO partners. From
generation of reports, managing coordination across factories, delivery, service offices and
equipment representative offices, we engage in regular process improvement reviews treating our
GPO relationships as dynamic opportunities to improve efficiencies to make it as cost effective as
possible for us as well as our customers.

As a selected partner of TCPN, we intend to align inside and outside sales resources to maximize
our team’s effectiveness as we work with you and with TCPN-member entities. We will also review
the opportunity to leverage select e-commerce, dedicated parts and service contacts to maximize
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effective communications and minimize added costs.

G Initiati

We are committed to helping to build a cleaner future! As our business grows, we want to make
sure we minimize our impact on the Earth's climate. So we are taking every step we can to
implement innovative and responsible environmental practices throughout Region 4 ESC to
reduce our carbon footprint, reduce waste, promote energy conservation, ensure efficient

computing, and much more. Wewould like vendors to partner with us in this enterprise. To that
effort, we ask respondents to provide their companies environmental policy and/or green
initiative.

95.

96.

97.

98.

Please provide your company’s environmental policy and/or green initiative.

Daikin leads by producing premier products, systems and solutions while maintaining a strong
commitment to the air we breathe, the earth and water that sustains us, and to our employees and
the communities where we live and work. Daikin is focused on a sustainable future, the highest
environmental standards, energy-efficiency leadership and exemplary corporate citizenship.

We rigorously measure and monitor our progress within the company to reduce waste and conserve
resources. Within the larger community we help solve the problem of climate change by using our
technological strength to mitigate the further increase of greenhouse gas emissions. It is in Daikin’s
DNA to strive for excellence and meet or surpass all environmental standards.

Vondior Gorifieations {iF amslicaial

Provide a copy of all current licenses, registrations and certifications issuedby federal, state and
local agencies, and any other licenses, registrations or certifications from any other
governmental entity with jurisdiction, allowing respondent to perform the covered services
including, but not limited to licenses, registrations or certifications. M/\WBE, HUB, DVBE, small
and disadvantaged business certifications and other diverse business certifications, as well as
manufacturer certifications for sales and service must be included if applicable.

See Miscellaneous tab.

Please provide a copy of your certificate of insurance.

See Miscellaneous tab.

Please provide a letter on the bonding company’s letterhead detailing your bonding
capability.

See Miscellaneous tab.
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References

Provide a minimum of FIVE (5) customer references for product and/or services of similar scope
dating within the past 3 years. Please try to provide an equal number of references for K12, Higher
Education and City/County entities. Provide the following information for each reference:

Entity Name

Contact Name and Title City and
State

Phone Number Years

Serviced

Description of Services Annual
Volume

See References tab.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: ElitAire, Inc
Name of Person Completing Form: | Matt Beecroft
General
#1 Company’s official registered name.
Response ElitAire, Inc.
#2 Brief history of your company, including the year it was established.
Established in 2008, ElitAire is the largest and most diverse independent HVAC
Response , . -
manufacturers’ representative in Ohio.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 01-689-0728
#4 Corporate office location.
Response Cincinnati, OH
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
Response 12 sales, 10 engineering and sales support, and two service technicians.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Cincinnati OH — Serving the Tri-State (IN, KY, OH) Cincinnati and Dayton markets.
Rick DeWitt, Principal. 11325 Reed Hartman Hwy, Suite 100, Cincinnati OH
Response 45241, 513-475-3800, rdewitt@elitaire.com.
Columbus OH — Matt Beecroft, Principal, 6155A Huntley Rd., Columbus, OH
43229, 614-360-1330, mbeecroft@elitaire.com
#12 What is your strategy to increase market share in the public space?
Response We are focused on providing energy efficiency and engineering support.
#13 What differentiates your company from your competitors?
fespomss The quality of our systems engineering and application support, as well as our
after-sale support.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
We continuously initiate new products and services that lower the end-users’
Response ;
overall cost of ownership.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Response Our reputation is that of a high-value supplier. '
#18 Indicate your company’s ability to provide temporary cooling when needed.
Response Yes.
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#19 What equipment/system support documents will your company provide?
Respoise We provide f:letailed HVAC systems-efficiency and application-support
documentation.

#20 Identify the process of receiving a purchase order to the ordering of equipment.
Our experienced team of sales engineers, sales support, and administrative
support personnel evaluates the purchase order, confirms its applicability to the

Response application, provides detailed engineering drawings/details for approval, reviews
approval documents with appropriate individuals, makes corrections as needed,
and releases equipment for production. We analyze and adjust shipping
schedule requirements during this process.

#21 Describe your company’s shipping schedule notification procedures.

hesponse We provide a shipping schedule as soon as it’s available and provide a weekly
update of project status to the appropriate individuals.

422 Describe how your company deals with shipping delays. How do you notify your

customer of delays?
We notify the customer immediately, understand the impact, and work with

Response .
manufacturers and customers to bring the best result.

#23 Provide your shipping schedule reporting form. How many times do you update?

Response See attachment for an example.

#24 How many products do you stock? Where?

We stock the full line of Daikin parts and water-source heat pumps at our

Response e s 3 .
facilities in Columbus and Cincinnati.

#25 What is your percentage of on-time delivery at each manufacturing plant?

Response This varies by manufacturer but generally is above 95 percent.

427 Are all HVAC units UL listed and in compliance with all applicable codes in all

states?

Response Yes.

#28 If your product is defective, what is the replacement process and turnaround?

Response This process varies by manufacturer.

#29 What is the capability of your company to respond to emergency/rush orders?
Our full staff is available to respond to emergency needs, including overnight and

Response
weekends.

430 " | State whether your company provides a quality guarantee on your products. If so,

please describe.
We provide industry standard warranties and custom-matched guarantees for

Response . "
clients on an as-needed basis.

#31 Describe your procedures to monitor the quality of your products.

We provide factory trained and certified start-up technicians combined with

Response - 2
manufacturer-quality feedback and warranty parts-capture mechanisms.

#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.

Response Yes, lengths as needed by the customer.

433 Please give examples of state and local agencies where your company has

extended labor warranties. Include length of these warranties.
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For various Ohio Facilities Construction Committee projects we have supplied
warranties of up to four years.
#35 What is your standard warranty on replacement parts?
Our standard warranty is 18 months from start-up, not to exceed 18 months
from shipment.
How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Response Yes.

Response

Response

#36

Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
Response These services are provided by Daikin Applied factory service.
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Project Update for RTP Gahanna Process Cooling

Estimated  Start-up  Start-Up
Equipment Estimated Estimated Date Start-up  Checklist Complete
i t Manufacturer/Type Tags Submittal Status Released Date  Lead Time Ship Date Shipped Date Status Date

Chiller ACCH-1 Approved 1/14/2015 % 3/30/2015 3/30/2015  pending  Pending = Pending
Chiller ACCH-2 Approvad 1/14/2015 % 4/10/2015 Pending Pending | Pending  Pending
Cooling Coils AHU-1 Cooling Coils AAN 1/30/2015 X 2/27/2015 2/26/2015  Pending X Pending
Split System split1 Approvad 1/30/2015 X 2/3/2015 2/3/2015 Pending % pending
Heat Exchanger HE-1 AAN 1/30/2015 % 3/10/2015 3/10/2015  Panding X Pending

(Attachment for Question 23 Appendix F response for ElitAire showing example of shipping schedule

reporting form)
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Havtech, Inc.
Name of Person Completing Form: | Normand Long
General
#1 Company’s official registered name.
Response Havtech, Inc.
#2 Brief history of your company, including the year it was established.
We are a manufacturers’ representative for commercial HVAC manufacturers
BESODAE established in 1982, and we currently have approximately 154 associates. We
are the dominant supplier to the local markets of Washington DC, Baltimore,
Maryland, and Virginia.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 13-025-3388
#4 Corporate office location.
Response 9505 Berger Road, Columbia, MD 21046
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
: engineering support and administration.
We maintain 46 outside sales engineers, 40 inside sales engineers and support
personnel, 26 in our service group, six in accounting, four in marketing, four in
Response e ; 2 ] ; : : 2z - = o P
training, eight in estimating, eight in administration, six in parts sales, and six in
management, for a total of 154 employees.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Office Serving Marketing Area:
9505 Berger Road
Columbia, MD 21046
301-206-9225
" Key Contacts:
Norm Long
Response President
301-206-9225
normlong@havtech.com
Dave Doughty
Vice President
301-206-9225
davedoughty@havtech.com
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Joe Roetering
VP, General Manager
301-206-9225
joeroetering@havtech.com
Brian Song
VP and Treasurer
301-206-9225
briansong@havtech.com
Paul Miller
Equipment Operations Leader
301-206-9225
paulmiller@havtech.com
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
Response By offering innovative solutions and exceptional service
#13 What differentiates your company from your competitors?
BispEnss Our superior product offerings and the depth of knowledge of our sales
engineers with regards to applications and system knowledge.
#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Havtech has not been involved with any litigation other than hiring attorneys for
Response . .
collections of monies due to Havtech.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
Havtech consistently provides the best value proposition for the customer by
providing the lowest lifecycle costs to the end user with the lowest energy
Response consumption. This is evidenced by the large quantity of rebates Havtech has
secured for large developers and end users—including schools. See attached
approved rebate for a local school.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Response Excellent reputation—references available on request.
#18 Indicate your company’s ability to provide temporary cooling when needed.
Havtech has sources for rental equipment for this requirement, including but not
Response . e ;
limited to Daikin Service.
#19 What equipment/system support documents will your company provide?
We provide product and equipment submittals, installation manuals, operating
Response .
manuals, and maintenance manuals.

Appendix F — Company Profie - Havetech ' Page 2




F"DAIKIN

#20 Identify the process of receiving a purchase order to the ordering of equipment.
HespEnss We review the client purchase order for accuracy and for terms and conditions.
If acceptable, we place an equipment order with the manufacturer.
#21 Describe your company’s shipping schedule notification procedures.
We advise the client of an estimated ship date as soon as it is made available to
Response
us from the manufacturer.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
As soon as a manufacturer advises us of a delay, we in turn notify the client in
Response . . .
writing via e-mail.
#23 Provide your shipping schedule reporting form. How many times do you update?
Once the manufacturer provides the estimated ship date, depending on the
Response urgency of hitting the target ship date, we customize the update frequency to
match the customer’s required need for updates.
#24 How many products do you stock? Where?
Respofise We stock thousands of products, with a value in excess of $5,000,000. All stock
is at 9505 Berger Road, Columbia, MD 21046.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response Approximately 95 percent
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response All equipment is either UL- or ETL-rated. ETL is an independent testing agency
approved by all federal, state, and local governments.
#28 If your product is defective, what is the replacement process and turnaround?
Once a defect is determined, we order a replacement part immediately. If it is
Response stocked locally, the part can ship immediately. If it is not stocked, we order it
immediately from the manufacturer for shipment ASAP.
#29 What is the capability of your company to respond to emergency/rush orders?
Our company has the ability to respond to these situations within one to two
Response .
hours maximum.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Response All products are guaranteed for quality, and all manufacturers provide a one-
year parts warranty to back up the quality of the equipment they produce.
#31 Describe your procedures to monitor the quality of your products.
Each manufacturer has their own process in place, and the majority of the
Response manufacturers we represent use the ISO 9001 standards, which are accordingly
certified.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes, as required by the purchaser.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
Response U.S. Nuclear Regulatory Agency, Rockville, MD - five-year parts and labor on
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1,500 tons of water-cooled chillers.

#34 What is your standard warranty on Building Automation Controls?
Response One year parts and labor.
#35 What is your standard warranty on replacement parts?
If a replacement part is covered by a warranty, then the term is the original
Response equipment warranty. If a part is not associated with a warranty, then the parts

warranty is 90 days.

How does your company track warranties and update equipment lists/warranty

#36 , ;
periods as units or components are replaced?
Response All equipment warranties are tracked by serial numbers.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
Our customer service department is open from 7 am to 5 pm daily. We have
one large parts outlet with more than $5,000,000 in inventory. We have 18
Hesponse service technicians and access to another 40 manufacturers’ technicians. Our
service is not a center, instead our service is provided at the client’s center—
wherever the equipment is located is where we go to repair it. Our service
group is owned by our company and is not part of a network of subcontractors.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
. Our service company has an after-hours telephone hot line. The average
response time is dependent on the service level contracted by the client.
#40 Discuss your organization’s capability and historical flexibility in completing

timely service calls and problem resolution.

Our company sales have doubled in the last five years. This would not have
Response happened had we not been successful at providing timely service calls and
resolution of problems and issues.

Please describe the quality program(s) within your company which measures

#41 ;
your service work.

All our service technicians are unionized. This in itself is a big step towards
quality. Clients’ feedback is encouraged and we use it to rate the quality of
Response service we provide. This feedback lets us provide further training to those
individuals who need it, or if necessary replace those individuals who do not
meet our expectations for a minimum level of proficiency.

List your company’s standard scope of work performed for preventative

#42 1 2
maintenance visits.
This will vary by equipment/systems/products. Below is typical for a VRV
Response system:
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Under our standard preventive maintenance and inspection services agreement,
Havtech provides preventive maintenance and inspection labor, associated
materials (e.g., oil, grease, air filters, oil and refrigerant test kits, and belts) and
travel labor and expense, including living expenses, required to:

= Conduct a number of periodic preventive maintenance visits per year in
accordance with manufacturer recommendations, equipment run hours,
application demands, environmental factors, and the experience of
Havtech technicians and service managers.

= All work is performed during normal Havtech working hours, 6:30 A.M. to
3:00 P.M. Monday-Friday.

= |dentify defects, failed or doubtful components, oil leaks, refrigerant leaks,
excessive vibration, and noisy or improper operation.

= Inform customers of preventive maintenance progress, inspection findings,
and applicable maintenance and repair options.

= Recommend cost-effective repairs, applicable retrofit options and
equipment-replacement alternatives.

#43

List the dollar volume your company completes nationally (or regionally if you
responded as such) in HVAC maintenance annually.

Response

Our revenue for regional service work is around $5,000,000, of which about 30
percent is maintenance.

#44

Describe your call center organization.

Response

We have dedicated personnel in our service and parts departments. Our
service department has three people dedicated to handling incoming calls and
the parts department has six people dedicated to handling incoming calls.

#45

Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?

Response

An 800 number is available via telephone only. Service is available 24/7. Parts
are available M-F, 7am to 5 pm.

#46

Describe how service call problems get escalated in emergency situations during
and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?

Response

Our customer service agents handle emergency calls. They transfer the calls to
our dispatchers, who then align the issue with the technician most competent
to handle that issue. Depending on the level of service contracted, the agents
appropriately rout a technician to the emergency situation. After-hours
emergencies are handled by the customer service representative on duty using
a similar approach.

#47

List the steps taken from start to finish in receiving a service call through to
completion of repair and invoicing. Include time frames associated with each
step.

Response

1. We receive a phone call, time frame immediate.
2. We immediately schedule a technician for job site repair, the scheduling
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based on the level of emergency and client needs.

3. The technician goes to the job site to assess issues. If only labor is required,
the technician makes the repairs. If parts are needed, the technician
communicates parts needs electronically via notepad to our parts
department so the parts can be ordered immediately. The technician is
rescheduled for a return visit based on arrival date/time of the parts, the
emergency level, and contract requirements.

4. We order parts within several hours of the request, and arrange for them
to be shipped ground or overnight based on level of need. This can take
one to several days.

5. The parts arrive and our technician goes to the job site to make repairs.
The technician goes out the same day or the day after parts arrive and
completes the job.

6. The technician reports electronically via notepad all work done at every job
site visit, which the service coordinator receives daily. As soon as the
project is done, the technician closes out the work ticket the same day. This
transaction is transmitted electronically via notepad and an invoice is
generated within one day.

What technology such as GPS tracking does your company use to track

#48 ; :
completion of repairs?
Response A GPS cannot track the completion of repairs. It can only track the location of
service vehicles. All Havtech service vehicles have GPS tracking included.
#49 What is the reputation of your company’s service in the public marketplace?
Response Our reputation is very favorable. References are available on request.
450 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
Response This is completely negotiable with the client. It can be annual, semi-annual,
quarterly, monthly, or for other periods.
451 Identify the process of receiving a purchase order to the providing of a service
contract.
As soon as we receive a purchase order, we implement and schedule the
Response .
service contract. .
List your company’s current capabilities for energy management system
#52 monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.
We currently do not do remote monitoring on a contract basis. We do remote
Response monitoring for new projects under installation for issue resolution and while
under warranty. We can make this service available to customers on request.
453 List the number of sites your company currently monitors Energy Management
: Systems (EMS).
Response 10
P~ List your company capabilities regarding system changes and repairs to EMS

systems.
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We are a company dedicated to the solutions and controls business. We offer
Response
all of the above.
#55 List the reporting capabilities your company has for EMS system parameters.
We can handle unlimited reporting as long as EMS is available in the unit
Response . .
controller being monitored.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Yes.
457 Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?
Our troubleshooting process involves sending controls specialists from our
Hesponse company who have controls, HVAC equipment, electrical, and other building-
system experience. Depending on the issue identified, we contact the
appropriate company for service.
#58 Describe your company’s start-up and system checkout responsibilities.
All start-ups require completion of a pre-start-up checklist by the installer.
Once completing this checklist the installer notifies us that the equipment is
Response ready for start-up. The technician performs all the start-up requirements
dictated by the factory. This includes recording of critical operating parameters
and metrics.
#59 Describe your company’s post-installation and warranty support.
Our company will support the products as required so they are working in
Response . : . ;
conformance with the information provided by the manufacturer.
#60 Describe your company’s steps for system analysis.
All of our applied sales personnel are degreed engineers and are fully versed in
Respoinse all HVAC systems and controls. An understanding of HVAC and controls is
mandatory for system analysis. Steps include on-site review of operational
problems, with an elimination process to root out the sources of problems.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
Our computer architecture uses mainframe computers on site with full
Respionss redundant back up off-site. The IT department is staffed full-time, and has
redundant blade servers. The highest level of reliability is built in to ensure no
interruptions of service.
462 What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?
Our internal process flow ensures that we generate invoices at the time of
Response work completion. We invoice progress on projects where this is the designated
method of payment.
463 Explain how your company qualifies/certifies its service centers and what types
of checks are performed to ensure standards are upheld.
Response Each technician is a union member—this in itself ensures quality personnel. All
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technicians have been sent to factory training, and continue to be sent to
ongoing training for enhanced knowledge of specific capabilities. Our service
department also has a customer-feedback process. This highlights whenever
there’s a need for recurring training for deficiencies, or replacement of
individuals when performance cannot be enhanced.

#64 Is warranty coverage dependent on using your start-up procedure?
. Response Yes.
#65 Who performs your start-up procedure?
Depending on the equipment, start-up procedures can be handled by the
Response installing contractor or anyone qualified. For more advanced equipment, our
company or the factory personnel perform the start-up.
#66 List the total dollar volume your company completes in HVAC retrofits annually.
Response Our retrofit sales are approximately $50,000,000 annually.
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection

and programming, etc.)

Response ATC/EMS installations, programming, and upgrades
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Heat Transfer Solutions, Inc.
Name of Person Completing Form: | Guy Gibson/Tarynbeth Pilutti
General
#1 Company’s official registered name.
Response Heat Transfer Solutions, Inc.
#2 Brief history of your company, including the year it was established.
Response We were established in 2000.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 011168775
a4 Corporate office location.
Response 3350 Yale St., Houston, TX 77018
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
Responss We have 200 total employees: 55 in direct sales, 50 service technicians, 50 in
sales support, and 25 in administration. The remainder work in parts and IAQ.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address. _
HTS Dallas — 1625 Wallace #120, Carrollton, TX 75006. Contact — Nikki
Henderson, Executive Assistant, 469-263-1019, nikki.henderson@hts.com
HTS Fort Worth — 7415 Whitehall St. #109, Richland Hills, TX 76118. Contact -
Nikki Henderson, Executive Assistant, 469-263-1019, nikki.henderson@hts.com
HTS Houston — 3350 Yale St., Houston, TX 77018. Contact — Todd McCullough,
General Manager, 832-328-1010, todd.mccullough@hts.com
HTS Austin — 6101 Courtyard Dr., Building 4, Austin, TX 78730. Contact — Misty
Response Proler or Nikki Henderson, Executive Assistants, 469-263-1000,
nikki.henderson@hts.com
HTS Round Rock — 2251 Picadilly Dr., Ste B260, Round Rock, TX 78664. Contact —
Misty Proler or Nikki Henderson, Executive Assistants, 469-263-1000,
nikki.henderson@hts.com
HTS Beaumont — 3050 C Rusk Street, Beaumont, TX 77702. Contact — Misty
Proler or Nikki Henderson, Executive Assistants, 469-263-1000,
nikki.henderson@hts.com
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HTS San Antonio — 127 W Nacoma, San Antonio, TX 78216. Contact - Misty Proler
or Nikki Henderson, Executive Assistants, 469-263-1000,
nikki.henderson@hts.com

#8

Define your standard terms of payment.

Response

30 days

#15

Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.

Response

Cause No. 2014-64032; BWY 8 Hotel Partnership Limited. v. EBCO General
Contractor, Ltd., et al.; in the 165th Judicial District Court of Harris County, Texas.

Heat Transfer Solutions, Inc. (“HTS”) is one of 9 named defendants in this
lawsuit. HTS was sued for breach of warranties; negligence and theories of
product liability. Discovery is ongoing in the case, which was filed on October 30,
2014.

Products

#17

What is the reputation of your company’s products in the public marketplace?

Response

The reputation of our products shows that we are bringing the leading
manufacturers to North America, along with the astounding technology and
innovation they've developed to awaken the industry to new possibilities. We
are the manufacturers’ representative for some of the highest efficiency units in
the marketplace using our Variable Refrigerant Volume (VRV) technology. Daikin
is also considered a world leader in DX split systems. We represent some of the
most highly respected equipment in the industry: Daikin, Munters, Krueger, and
Fulton, to name a few.

#18

Indicate your company’s ability to provide temporary cooling when needed.

Response

HTS has long-standing relationships with several chiller rental companies to
ensure any customer’s portable-cooling needs are met. If necessary, we can
survey a customer site in advance and develop a plan for future needs so that
should an emergency arise, we are ready to respond at a moment’s notice.

#19

What equipment/system support documents will your company provide?

Response

We provide all installation, operations, and maintenance manuals for all
equipment along with submittals if requested.

#20

Identify the process of receiving a purchase order to the ordering of equipment.

Response

Once we receive a purchase order, it is compared to the proposal to

ensure accuracy. If we have approved submittals, and unless the project is
scheduled to be started at a much later date, we place the equipment order
immediately. We order equipment with long lead times as soon as the purchase
order is received. (An exception example would be a project that is not to start
for six months but equipment orders take only six weeks. In that case, we would
delay the equipment order so the equipment does not sit for an unnecessarily
lengthy time before it’s needed.) On completion, we invoice the customer and
would pay TCPN its standard fee.
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#21 Describe your company’s shipping schedule notification procedures.
Once an order is placed and a shipping date received from the manufacturer, we
Response send a shipping notification to the customer via email notifying them of
estimated shipping dates.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
If there is a delay in shipment that becomes unacceptable to the customer in
order to meet committed timeframes, a substitute item may be presented to the
customer for approval. If there is a difference in pricing, this will require
Response additional approval from the client. If there is no possibility of a substitute item
being accepted, we implement weekly monitoring and reporting of shipping
status to the customer. This is accomplished by a telephone call to the
customer’s designated representative along with a follow-up email.
#28 If your product is defective, what is the replacement process and turnaround?
With regards to parts only, our warranty responses receive priority service and
Response we attempt to respond to them within a two- to four-hour timeframe with a
replacement part. If the entire unit is in need of replacement, the replacement
time would be based on the manufacturer’s stock and shipping ability.
#29 What is the capability of your company to respond to emergency/rush orders?
When an item is ordered as an emergency or rush item, we overnight parts and
Response materials if they’re available. There is normally an upcharge for this type of
shipping.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Our quality guarantee is the same as our warranty and is administered in the
Response ; ' , ; ;
same fashion. We follow the manufacturer’s guarantee of quality on all items.
#31 Describe your procedures to monitor the quality of your products.
All products are inspected immediately on arrival for any defects or product
Response g
issues.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
We routinely offer five-year parts and labor warranties and in special situations
Response -
can offer up to 10 -year warranties.
#35 What is your standard warranty on replacement parts?
Response Our standard warranty is one year from date of installation.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
All components are entered into our service software, along with their
Response installation dates and warranty periods. If we have to replace a piece of
equipment, we indicate that and enter the new equipment information and
warranties in our software system.
Services
#39 | Describe how your company handles after-hours customer service needs.
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Indicate your average response time to emergency service calls.

Response

HTS is a 24-hour, 365-day operation and as such, uses an answering service in
order to provide our customers with a dedicated point of contact at all times.
The answering service receives a weekly list from our service coordinators
informing the service who is the primary on-call technician, as well as who is
the secondary on-call technician and the on-call supervisor. On receiving an
after-hours call, the answering service contacts the primary on-call technician
by cell phone and immediately sends an email to the on-call supervisor and the
service manager to indicate that the customer call has been received.

Should the answering service be unable to reach the primary technician or if
the primary technician is involved in a call that will delay or prevent a timely
response, the answering service contacts the secondary on-call technician. The
service also emails the on-call supervisor and the service manager to indicate
the call has been directed to the secondary on-call technician. OQur typical
response time to a service request after-hours is two hours.

#41

Please describe the quality program(s) within your company which measures

your service work.

Response

Our customer quality assurance program consists of conducting ongoing
surveys of our performance, along with routine site visits by our field
supervisors and our service manager. On completion of a service call, one of
our service coordinators follow up with the customer to ensure all was done to
the customer’s satisfaction. If there are any issues, they are immediately
turned over to the service manager for follow-up. We discuss quality during
every technician meeting and give recognition to those technicians going above
and beyond our high standards.

#42

List your company’s standard scope of work performed for preventative
maintenance visits.

Response

As each piece of equipment requires a specific scope of work for maintenance,
we are showing below the typical scope of work for an air-cooled chiller. All
other pieces of equipment have similar scopes specific to their needs.

Annual maintenance tasks
Inspect, clean, and wipe control panels
Clean and touch up paint (original manufacturers color) on compressors

Refrigerant system

Leak-test entire chiller

Check evaporator refrigerant pressure

Inspect condenser refrigerant pressure

Inspect refrigerant charge

Leak test relief valves and vent piping of relief valves to check for improperly
sealed relief valves
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Inspect sight glasses
Inspect system superheating and subcooling

Lubrication system

Inspect operation of lubrication system
Inspect oil level in oil separator
Inspect oil heater operation

Electrical systems

Inspect condition of contacts for wear, pitting, etc.
Check meg compressor motor and oil pump

Check and tighten all electrical connections

Check and tighten oil-heater leads

Inspect electrical components for deficiencies
Inspect operating and safety controls

Check and tighten motor leads at motor

Inspect evaporator heat tape for proper operation

Operating checks

Inspect starter operation, voltage, and current

Inspect operating and safety controls

Complete operating log and record settings

Inspect operation of condenser fans

Inspect condenser fans to insure proper clearance of fan openings
Inspect operation of lubrication system

Inspect all piping components for leakage and damage

Inspect set-point values and adjust as required

Inspect condenser coils for dirt and debris

Written reports

Provided to customer representative following each regular inspection or
emergency call

Report to operator noting any uncorrected deficiencies

SCHEDULED MAINTENANCE

Inspect refrigerant-filter temperature drop at full load conditions
Visually inspect oil-filter pressure-drop indicator

Inspect operating and safety controls

Inspect operation of loaders and unloaders

Check and calibrate temperature controller

Inspect operation of lubrication system

Inspect operation of motor starter

Check evaporator and condenser pressures

Inspect unit for proper refrigerant charge
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Check for proper oil level

Inspect operation of condenser fans

Complete operating log of temperatures, pressures, voltages and amperages
Report to operator noting any uncorrected deficiencies

#44

Describe your call center organization.

Response

Our current call center is in operation 24/7 with on-call technicians, back-up
technicians, and an on-call supervisor. Once we receive a call from a customer,
the on-call technician is notified via cell phone. Should the call center receive
no response from the primary on-call technician within a 20-minute period, the
center places a call to the backup on-call technician as well as to the on-call
supervisor. Should either of those fail to respond for any reason within a 20-
minute period, the center calls the service manager. The center also emails
notification of all emergency calls to the service manager, the field supervisor,
and the regional manager.

#46

Describe how service call problems get escalated in emergency situations during
and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?

Response

Once a technician is on a call, if the technician is unable to diagnose the issue
within a two-hour period, the technician notifies the supervisor and sends an
email to the service manager. Should the call continue to be an issue the
ultimate responsibility for addressing a course of action falls on the service
manager.

#47

List the steps taken from start to finish in receiving a service call through to
completion of repair and invoicing. Include time frames associated with each
step.

Response

The customer calls our 24-hour service number. (For the TCPN contract, the
customer’s response time will be within a two-hour period.) The technician
arrives on site and repairs the customer equipment. The technician
electronically sends notification of the time and materials used to the service
coordinator at the end of each day. Following completion of the service call,
the service coordinator checks all service invoices and vendor purchases
against purchase orders on file and issues an invoice to customer within two to
five days.

#48

What technology such as GPS tracking does your company use to track
completion of repairs?

Response

Our technicians are provided with handheld devices that are synched to a GPS
system. The GPS monitors and tracks each process involved in making a service
call and time-stamps each step via software. Following completion of the call,
the technician indicates it is complete on the handheld device, which causes
sending of an email to the service department with a copy of the technician’s
time sheet for review.

#49

What is the reputation of your company’s service in the public marketplace?

Response

Excellent.
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#50

How does your company spread the cost of a Preventative Maintenance contract
over the entire year?

Response

Our maintenance agreements are routinely invoiced over the period of the
agreement at a frequency determined in advance with our customer. We bill
monthly, bimonthly, quarterly, and annually.

#51

Identify the process of receiving a purchase order to the providing of a service
contract.

Response

After receipt of a service-contract purchase order, the order is immediately
checked against any estimate we have provided to ensure that the scope of
work and pricing matches. Should all items match, we enter the contract along
with its estimate into our software system and assign a start date and time to
it.

#64

Is warranty coverage dependent on using your start-up procedure?

Response

Equipment that requires factory start-up does require use of specific start-up
procedures. We arrange for one of our technicians to be on site during start-up
of all equipment requiring it. We perform our own start-up as well as working
with the manufacturer’s representative on equipment they are required to
start in order for their warranty to be effective.

#65

Who performs your start-up procedure?

Response

We use factory trained service personnel to perform start-ups.

#68

Explain how your company would propose a planned unit replacement program
including how units would be identified for replacement and how pricing would
be addressed.

Response

We conduct site inspections with our service supervisor and a service
technician. We note operating conditions and take photographs of units with
any obvious issues. We make an estimate of repair costs versus replacement
costs. We complete an analysis and compile a list of equipment, along with a
proposed replacement schedule based on urgency, likelihood of failure, and
other items, for discussion with the customer. Based on a mutually agreed
schedule for replacement, we create a pricing matrix and give it to the
customer. From time to time, some customers may not have the finances
available to replace equipment. In this case, we can step in with a financial-
services partner to help the customer obtain the necessary funds in order to
move their project forward.

#77

Do you differentiate in your company’s standard warranty if financing is part of
the contract? If so, please describe.

Response

The only differentiation is that the account has to be current in its payment for
a warranty to apply.

#78

State whether your company provides a quality guarantee on your service. If so,
please describe.

Response

Our quality guarantee is the same as our warranty guarantee and is
administered in the same way.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Hoffman & Hoffman, Inc.
Name of Person Completing Form: | Jim Bingham, Dan Epperson, Christine Flowe, Chris Stegall
General
#1 Company'’s official registered name.
Response Hoffman & Hoffman, Inc.
#2 Brief history of your company, including the year it was established.
Hoffman & Hoffman, Inc., was founded in 1947 by Louis Hoffman and Harry
Hoffman in Greensboro, NC, and became a North Carolina corporation in 1958.
The company has evolved to maintain sales territories and numerous branch
locations throughout the states of North Carolina, South Carolina, Virginia, and
Response Tennessee, and performs HVAC controls services (through its division, Hoffman
Building Technologies) internationally. Hoffman & Hoffman, Inc., sells products
of, and represents, numerous manufacturers of industrial HVAC equipment,
undertakes controls and maintenance services (through HBT above and its
division Hoffman Mechanical Solutions (HMS)), and provides energy efficiency
consulting services through its division Hoffman Energy Group (HEG).
#3 Company’s Dun & Bradstreet (D&B) number.
Response 071568745
#a4 Corporate office location.
Response 3816 Patterson Street Greenshoro, N.C. 27407
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
Direct sales 109, sales support 53, service technicians 62, engineer support 25,
Response e z
and administration 33.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Greensboro, NC — Home Office 3816 Patterson Street, Greensboro, NC 27407
Contact & Title: Rusty Hoffman, president
Phone: 336-292-8777
Email address: rusty.hoffman@hoffman-hoffman.com
Responise Asheville, NC — 802 Fairview Road, Suite 600, Asheville, NC 28803
Contact & Title: Brian Dietrich, panager
Phone: 828-273-2522
Email address: brian.dietrich@hoffman-hoffman.com
Charlotte, NC — 2833 Griffith Street, Charlotte, NC 28203
Contact & Title: Mike Bledsoe, manager

Appendix F — Company Profile — Hoffman & Hoffman Page 1




F"DAIKIN

Phone: 704-364-8584
Email address: mike.bledsoe@hoffman-hoffman.com

Raleigh, NC — 2741 Noblin Road, Suite 100, Raleigh, NC 27604
Contact & Title: Steve Bartholomew, manager

Phone: 919-747-2741

Email address: steve.bartholomew@hoffman-hoffman.com

Wilmington, NC — 1132 Shipyard Blvd., Wilmington, NC 28412
Contact & Title: Jay Hopper, manager

Phone: 910-515-0935

Email address: jay.hopper@hoffman-hoffman.com

Charleston, SC — 459 Deanna Lane, Wando, SC 29492
Contact & Title: Jimmy King, manager

Phone: 843-654-7153

Email address: jimmy.king@hoffman-hoffman.com

Columbia, SC — 104 Vantage Point Drive, Cayce, SC 29172
Contact & Title: Darryl Frick, manager

Phone: 803-451-8340

Email address: darryl.frick@hoffman-hoffman.com

Greenville, SC — 95 Marcus Drive, Creekside Park, Greenville, SC 29615
Contact & Title: John Powell, manager

Phone: 864-303-7070

Email address: john.powell@hoffman-hoffman.com

Chesapeake, VA — 617 Innovation Dr., Suite 103, Chesapeake, VA 23320
Contact & Title: Greg Prose, manager

Phone: 757-548-1711

Email address: greg.prose@hoffman-hoffman.com

Richmond, VA — 2104 W. Laburnum Ave., Suite 102, Richmond, VA 23227
Contact & Title: Bill Braden, manager

Phone: 804-272-1500

Email address: bill.braden@hoffman-hoffman.com

Roanoke, VA — 3524 Brambleton Avenue SW, Roanoke, VA 24018
Contact & Title: Brad Dawes, manager

Phone: 540-725-8707

Email address: brad.dawes@hoffman-hoffman.com
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Chattanooga, TN — 4638 Resource Drive, Suite 108, Chattanooga, TN 37418
Contact & Title: Kevin Milz, manager
Phone: 423-963-5026
Email address: kevin.milz@hoffman-hoffman.com
Knoxville, TN — 408 Erin Drive, Knoxville, TN 37919
Contact & Title: Duke Bennett, manager
Phone: 865-474-7487
Email address: duke.bennett@hoffman-hoffman.com
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
Our strategy is to leverage the TCPN system by continual monitoring of bid
Respanss opportunities, developing and maintaining key relationships with public entity
decision-makers, and maintaining competitive pricing with preferably specified
equipment and services.
#13 What differentiates your company from your competitors?
Resonss We're differentiated by our people (experience, customer service, customer
relationships) and our products (variety, best of brands, reliability).
#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Hoffman & Hoffman, Inc., has never been the debtor in any bankruptcy or
reorganization. Hoffman & Hoffman has been the plaintiff in numerous
Response 2 ; : :
collection lawsuits to collect on delinquent accounts, and has otherwise had
limited involvement in employment-law disputes.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
Hoffman researches quantity discounts to pass along to customers and educates
customers on the full-lifecycle and efficiency costs of ownership. Hoffman Energy
Responss Group is in the business of providing design and construction services to entities
(e.g., hospital in Greensboro, NC) that seek to replace inefficient HVAC or lighting
equipment, change wasteful behaviors, and/or reduce their energy footprint and
thus reduce long-term costs.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Hoffman is consistently ranked as a top 10 manufacturers’ representative in the
Response .
industry.
#18 Indicate your company’s ability to provide temporary cooling when needed.
Response Hoffman can provide temporary cooling (e.g., temporary chillers).
#19 What equipment/system support documents will your company provide?
Response We provide all submittal, maintenance, installation, manufacturer’s data, and
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other materials requested by customers.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
Response For TCPN orders, the PO goes first to the designated company administrator,
then to the applicable territory manager for order processing.
#21 Describe your company’s shipping schedule notification procedures.
We offer 24/28/72 shipping with advance calling notice, at the customer’s
Response .
election.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
Response Typically by phone call or directly from carrier.
#24 How many products do you stock? Where?
Response We stock between 1,500 and 2,000 SKUs at our facilities.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response Our on-time parts delivery is 97.3 percent.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Not necessarily all of our products are UL-listed, but the vast majority of
Response . . i .
products have UL or other registrations exhibiting compliance.
#28 If your product is defective, what is the replacement process and turnaround?
After the customer notifies our company of a defect, Hoffman connects the
Response customer to the applicable product manufacturer to make a warranty claim and
assists with filing the claim.
#29 What is the capability of your company to respond to emergency/rush orders?
Response Subject to product availability, we can process rush orders in 24 hours or less.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
In connection with any equipment, Hoffman extends the manufacturer’s
Response warranty and all quality guarantees contained therein. The contractor also
warrants that any labor it provides will be performed in a workmanlike manner
in accordance with industry standards.
#31 Describe your procedures to monitor the quality of your products.
We constantly monitor manufacturer bulletins, customer feedback, and industry
research. We monitor all components during the check, test, and startup of
Response installed systems. Any components found to be defective are returned to the
manufacturer for replacement. Parts found to be of unacceptable quality are
resourced.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response At times. The length of the warranty varies per product and customer.
#34 What is your standard warranty on Building Automation Controls?
In connection with any controls equipment, Hoffman extends the manufacturer’s
warranty. The contractor warrants that any labor it provides hereunder will be
Response . . " cic
performed in a workmanlike manner in accordance with industry standards, and,
unless otherwise agreed, no claim for defective workmanship may be brought
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unless the customer provides Hoffman with written notice of such defect within
90 days from the date such services have been performed.

#35

What is your standard warranty on replacement parts?

Response

Hoffman extends the manufacturer’s standard warranty.

#36

How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?

Response

Hoffman employs a full-time warranty administrator, who maintains a database
by model and serial number to track warranties for every customer.

Services

#38

Describe your company’s Customer Service Department (hours of operation,
number of service centers, parts outlets, number of technicians, etc.) Clérify if
the service centers are owned by your company of if they are a network of
subcontractors.

Response

Hoffman Mechanical Solutions (HMS) is the service division of Hoffman and
Hoffman, Inc. Our standard hours of operation are 8 am until 5 pm Monday
through Friday but we maintain 24/7/365 technician on-call availability. We
currently employ 25 HVAC service technicians who are available to service all
13 Hoffman branch offices. Hoffman Parts is based in Greensboro, NC, and
provides inventory and parts service to HMS as well as contractors and owners.
Hoffman Building Technologies (HBT) also has a service group that performs
maintenance and repairs to building-automation systems. HBT employs a total
of 30 technicians in their service and construction groups.

#39

Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.

Response

Hoffman Mechanical Solutions provides a 24/7/365 on-call technician service.
We currently have a minimum of two technicians on call at all times and
typically respond via telephone within 30 minutes, and on-site (if required)
within four hours. HBT provides a similar service for controls support.

#40

Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.

Response

HMS is fully staffed with technicians and administrative personnel. We handle
emergency requests immediately and prioritize all other service calls as needed
to minimize customer down time. We track all calls via a software system and
management reviews calls weekly for status updates. Any job that ages beyond
a week or that accumulates considerable costs results in a phone call to the
technician and/or customer for input. Our goal is to efficiently complete all
calls in a timely fashion and clearly communicate any obstacles that may delay
resolution of problems.

#41

Please describe the quality program(s) within your company which measures
your service work.

Response

HMS does not have a formal quality control program. Instead, we gauge our

performance by customer feedback and the amount of repeat business we see.
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The high quality of work performed by HMS field technicians and the accuracy
and timeliness of our administrative efforts and billing have been paramount in
the growth of HMS from five to 32 employees over the last two years.

#42

List your company’s standard scope of work performed for preventative
maintenance visits.

Response

Preventative maintenance varies by product but typically encompasses one
annual comprehensive service and three seasonal operational inspections. The
comprehensive service normally includes condenser cleaning, checking and
tightening of all electrical connections, and verification of all refrigeration
circuits/compressors/condenser fans/motors, etc. The seasonal inspections use
a detailed log sheet to verify the system is operating properly under loaded
conditions.

#43

List the dollar volume your company completes nationally (or regionally if you
responded as such) in HVAC maintenance annually.

Response

~$4.8 million.

#44

Describe your call center organization.

Response

Hoffman Mechanical Solutions has two dispatchers on duty during normal
business hours. We use a third-party answering service during non-standard
business hours. Combining these services, HMS offers 24/7/365 telephone
support with a live individual.

#45

Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?

Response

Yes. Phone = 1-855-761-HVAC (4822). Fax=855-327-4830. Both numbers are
valid and staffed 24/7/365.

#46

Describe how service call problems get escalated in emergency situations during
and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?

Response

HMS has two dispatchers on duty during normal business hours. On
notification of an emergency, the dispatcher determines the best-suited
technician for the situation and immediately dispatches that person to the job
site. If a technician is not available, the dispatcher escalates the issue to either
the manager of technical operations or the service manager. This individual
then makes the decision of which technician will be pulled off an ongoing job
and sent to the emergency. The manager of technical operations and the
service manager are also available to respond if needed. HMS uses a tiered
approach to after-hours emergency situations. The on-call technician has
primary responsibility to answer the initial call and respond. If the technician
does not respond within 30 minutes, the manager of technical operations is
notified. If the manager of technical operations does not respond within 30
minutes, the service manager is notified. Should any of the above people need
additional assistance to complete the work required, additional
technicians/resources will be called in as needed. HMS also provides a
complete contact list to our customers. This list includes cell phone numbers
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and email addresses for all field and office personnel.

#47

List the steps taken from start to finish in receiving a service call through to
completion of repair and invoicing. Include time frames associated with each
step.

Response

On notification of service need, the HMS dispatcher uses our software system
to create a work order. This work order number is provided to the assigned
technician(s) and all costs associated with the repair applied to this work order.
The technician completes a field report for each work order and includes
details of the tasks performed, materials purchased, refrigerant used, mileage,
and other details. After completion of the work the technician marks the field
report complete. The Service Manger reviews each field report at the end of
every week. Completed work orders are assigned to a project administrator
who reviews costs and processes the invoice. HMS typically bills within five
business days of work completion. All jobs in progress are reviewed weekly by
the service manager, dispatcher, and the assigned technician in order to keep
the jobs current and properly processed until completion.

#48

What technology such as GPS tracking does your company use to track
completion of repairs?

Response

None currently, but a mobile device/GPS option is in the implementation phase
for our HBT Controls technicians and under consideration for our mechanical
division.

#49

What is the reputation of your company’s service in the public marketplace?

Response

Excellent. HMS provides experienced, highly skilled technicians with a wide
range of factory training. Hoffman promotes customer service above financially
based decisions and believes that doing a consistently good job leads to repeat
business and loyal customers.

#50

How does your company spread the cost of a Preventative Maintenance contract
over the entire year?

Response

HMS typically bills quarterly in advance with equal payments but can customize
billing as needed by individual customers.

#51

Identify the process of receiving a purchase order to the providing of a service
contract.

Response

We enter received purchase orders into our service software. This triggers
generation of a service agreement that requires data entry for equipment lists,
scope of work, tasking, work schedules, billing, and other details. Once
entered, the system automatically generates work orders in advance of the
service-inspection dates.

#52

List your company’s current capabilities for energy management system
monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.

Response

Hoffman maintains master controller software that monitors alarms, alerts,
and potential issues in customer systems and directs notices to the appropriate
Hoffman personnel. Hoffman personnel contact the applicable customer after
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receiving such an alert. If necessary, a service technician is dispatched to the
applicable site to achieve a resolution.

#53

List the number of sites your company currently monitors Energy Management

Systems (EMS).

Response

We monitor between 30 and 50 sites.

#54

List your company capabilities regarding system changes and repairs to EMS

systems.

Response

Our company employs approximately 75 individuals with skill sets that include
engineers for design and programming, technicians (construction and service)
for commissioning and resolving customer issues, project managers to oversee
installation of projects under construction, and account managers to maintain
relationships with our customers and to ensure customer satisfaction with the
performance of their system. We maintain employees certified as Alerton
engineers and Tridium AX, which includes our engineers, technicians and
project managers.

#55

List the reporting capabilities your company has for EMS system parameters.

Response

Our software system inherently has the capability to store data about trends
and alarms, which enables us to access historical data as well as real-time
alarming and trending data to alert the owner of potential problems. Our
software system includes an SQL database, which can integrate with any other
reporting software (such as Crystal Reports) to enable customized reporting.
Our software can also integrate with the Microsoft Office package to enable
customized calculations for analysis by the customer.

#56

Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?

Response

Yes.

#57

Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?

Response

For construction projects, a project manager receives the call from the
contractor or owner. Based on that conversation, the project manager calls a
technician for a site visit to correct the problem. For service projects, we have a
toll-free number for customer calls. If the customer is a service-agreement
customer, the call is automatically set with a high priority and our service
engineer dials the site for immediate resolution. If this cannot be completed or
if there is no remote access, we dispatch a service technician to meet the
owner on site for resolution. If the customer is not a service-agreement
customer, we follow that same process with a slightly lower priority on the call.
For escalation in either case, the first determination is based on the criteria of
the equipment running and if the situation threatens safety
(fire/smoke/security). The next priority is based on equipment protection (i.e.,
a freezestat tripped risking the freezing of a coil causing damage to the
equipment and the surroundings). The next priority is owner comfort for
determining the level of response time.
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#58

Describe your company’s startup and system checkout responsibilities.

Response

The check/test/startup process varies by equipment and manufacturer type.
Typically, for a new construction project, HMS provides technical assistance to
the installing contractor during the construction phase and then completes a
detailed start-up before the equipment is released for acceptance by the
building owner. HMS completes the product specific warranty/registration
paperwork and files it with the manufacturer accordingly. Field reports, log
sheets, and warranty and registration paperwork is provided as needed
throughout the construction process.

#59

Describe your company’s post-installation and warranty support.

Response

For new construction projects, Hoffman supports the installing contractor as
needed through the 12-month construction warranty. The level of support
-varies by contractor and equipment type. For Hoffman- installed equipment,
HMS provides full owner direct warranty support as needed to fulfill the
warranty obligation. Typically, Hoffman is notified of warranty issues via our
service call and dispatching process and our personnel address such issues as
required.

#60

Describe your company’s steps for system analysis.

Response

Hoffman uses our network of sales engineers, service managers, and
service/controls technicians to thoroughly evaluate the entire HVAC

system. This multidisciplined approach provides our customers with a
comprehensive analysis that includes many perspectives and evaluation
criteria, such as energy consumption, equipment reliability, ease of operation,
maintenance expectations, life cycle costs, and other factors.

#61

Discuss your company’s current computer systems architecture. How does your
company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?

Response

Hoffman uses Viewpoint construction and service software to record, schedule,
monitor and bill construction and service work. The system tracks customer
activity, service locations, customer equipment to be maintained, tasks to be
performed, service agreements, and work status. Viewpoint is a
comprehensive system that provides all necessary levels of financial and
management reporting.

#62

What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?

Response

We review all work orders weekly for a status update. We place any completed
work orders in the queue for cost review and billing. We use a profitability
report to validate costs vs. billing.

#63

Explain how your company qualifies/certifies its service centers and what types
of checks are performed to ensure standards are upheld.

Response

Hoffman prequalifies all employees during the hiring process. In addition to our
standard background check and drug screening, several other factors are
considered, such as prior work experience and reputation in the workplace.
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Hoffman Mechanical Solutions typically hires experienced professionals who
are known for quality work and customer service. We also look for talented
entry level employees and assign more senior level technicians as their
mentors. Through this model, Hoffman has become a quality provider of HVAC
service, which has resulted in our rapid growth.

#64

Is warranty coverage dependent on using your start-up procedure?

Response

No. However, extended warranties may be available for some Hoffman-
started products. Example: ABB variable-speed drives.

#65

Who performs your start-up procedure?

Response

These procedures are carried out by HVAC service technicians, controls
technicians, and electronics technicians.

#66

List the total dollar volume your company completes in HVAC retrofits annually.

Response

~$750,000

#67

List the other functions your company can provide regarding unit replacement to
offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)

Response

In addition to Hoffman’s Equipment, Controls, Energy, and Mechanical Service
Divisions, we strategically partner with various architects, construction
managers, and subcontractors to provide turnkey solutions to any HVAC need.

#68

Explain how your company would propose a planned unit replacement program
including how units would be identified for replacement and how pricing would
be addressed.

Response

Hoffman sales engineers and service technicians survey all equipment and
develop a list of deficiencies by equipment type. Each unit is ranked on several
factors such as age, condition, dependability, repair history, operating cost,
and importance of area served. We then develop an itemized budget and
generate a replacement strategy based on the customers’ needs and the
individual unit rankings. We present several equipment/system options with
various cost comparisons, such as first cost vs. lifecycle cost.

#69

Describe what project scheduling tools your company uses to track projects
during construction.

Response

Hoffman uses Viewpoint construction software. Viewpoint is a comprehensive
system that can track all aspects of a project, including labor forecasting,
subcontracts, and project reporting.

#70

How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?

Response

A Hoffman sales engineer selects the equipment based on the building
requirements. This involves a detailed evaluation of not only the equipment
capacity but also includes other important (but often overlooked) factors such
as noise, aesthetics, vibration, and seismic concerns.

#71

Describe how your company handles site development and project permitting
processes. ;

Response

Site development outside the expertise of Hoffman may be subcontracted to
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qualified parties. Either Hoffman or its subcontractors obtain permits as
required for the project.
472 Describe your company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.
Hoffman employs registered professional engineers to conduct thorough

Response reviews with the owner. Hoffman's contracts with subcontractors contain
quality control verbiage to define expectations.

473 What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?
Hoffman's goal is to meet or exceed expectations through quality analysis of

Response the customer's needs, monitoring of the project, and follow-up on
commitments.

#74 Describe your company’s construction management plan.
Hoffman teams with quality subcontractors and design professionals to

Hesponse promote the best possible outcome. The company conducts monthly reviews
of all milestones and performs thorough inspection and commissioning of all
projects.

#75 What is your standard warranty on installation?
New construction provides one-year materials, equipment, and labor
warranties.

Response Retrofit and service work provides one-year warranties on materials and
equipment, and 90 days on labor. Additional material or equipment warranties
may be available if offered by the manufacturer.

#76 What is your standard warranty on energy retrofit contracting?
For a period lasting one year from the date of substantial completion of its
work, Hoffman represents and warrants to the customer that each service and

—— product (including all required labor and materials) furnished by Hoffman or its
subcontracted parties conforms to the terms of its written contract with the
customer and is free from material faults or defects in material and
workmanship.

477 Do you differentiate in your company’s standard warranty if financing is part of
the contract? If so, please describe.

Response No. In general, Hoffman does not offer financing options.

478 State whether your company provides a quality guarantee on your service. If so,
please describe.

Response Please refer to our standard warranty above.

479 What states would your company not honor pricing on services for this contract,
in the event that this contract is made available to all states?
Any states outside of Hoffman’s geographical territory would need additional

Response :
evaluation.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Long Building Technologies
Name of Person Completing Form: | Jason Nefs
General
#1 Company’s official registered name.
Response Long Building Technologies
#2 Brief history of your company, including the year it was established.
We were established in Colorado in 1965 and our footprint now covers seven
Response
states.
#3 Company’s Dun & Bradstreet (D&B) number.
Response
#4 Corporate office location.
Response Littleton, CO 80120
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
Response We have 350 employees in all states combined.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
HeSponss Because of the large distances between offices, Long operates in more than 20
locations. Our key contacts can be found in the Miscellaneous tab/Rep Roster.
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
We are a full mechanical service and controls contractor. We call on and build
Response ; ; ) ; : : :
relationships with the owners over a long period of time. This builds trust.
#13 What differentiates your company from your competitors? _
The breadth of our offerings. We provide equipment, air distribution materials,
Response controls, building security, and service. As a whole, this grouping of offerings is
unique in our markets.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
We offer discounts as the customer purchases more of our packaged offerings.
Response We also work to reduce first costs when purchasing energy efficient equipment.
We do this via rebates from the energy companies.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Response We feel we have the strongest line card in our territories. Our offerings are well
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known and well accepted at both the engineering and owner levels of the
market. We have more than 50 product offerings, most of which are produced
by manufacturers that have been in business for more than 25 years.
#18 Indicate your company’s ability to provide temporary cooling when needed.
We have a number of relationships that enable us to provide temporary cooling
Respanse and heating as required. For smaller projects, we own and use our own
temperature units. For larger projects we have a relationship with a local vendor
from which we rent equipment as needed. .
#19 What equipment/system support documents will your company provide?
Any and all documentation that is requested by end users will be made available
Response -
to them.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
If the customer is previously credit-approved, the order is simply placed.
Response Otherwise, the customer will be asked to fill out a credit application, credit will
be established, and the order will be placed.
#21 Describe your company’s shipping schedule notification procedures.
Resparise The end user/customer is notified on a weekly basis via email of the current ship
date, a confirmed ship date, and or PRO#/shipping information
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
When we identify information that is not consistent with what was originally
Response expected, we share that information with the customer via a phone call and
email.
#23 Provide your shipping schedule reporting form. How many times do you update?
Response We report weekly at a minimum, and more often if something critical changes.
#24 How many products do you stock? Where?
We stock thousands of SKU numbers in one of our five warehouses located
Response S
across our territories.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response It averages 90 to 95 percent.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response Yes.

#28 If your product is defective, what is the replacement process and turnaround?
Response Warranties are administered per the specifications and work is completed ASAP.
#29 What is the capability of your company to respond to emergency/rush orders?

We do this every day; it has simply become a part of daily life. We and our
Response .
manufacturing partners are ready.
#30 State whether your company provides a quality guarantee on your products. If so,
please describe.
We work closely with manufacturers and installing contractors to adhere to a
Response company policy of “no bad jobs.” We will not walk away from difficult situations.
We want to ensure that the end user is happy.
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#31 Describe your procedures to monitor the quality of your products.
Maintenance contracts on the equipment enables us to stay close to the
Response products. We also monitor all of our control sites via a monitoring room at
headquarters in Denver, CO.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes, as specified or requested.
433 Please give exa’mples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
We have granted hundreds of extended warranties over the years. Extended
Response warranties on both parts and labor are quite typical in our markets. A five-year
compressor warranty would be an everyday example.
#34 What is your standard warranty on Building Automation Controls?
Response One year from date of acceptance.
#35 What is your standard warranty on replacement parts?
This varies by manufacturer, however, at a minimum one year from startup or 18
Response -
months from shipment.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
We use a project-management, customer relationship-management software
Response system. Company personnel enter information and generate reports to help us
manage this data.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
We employ more than 50 technicians across seven states. We have parts
T warehouses and personnel in all seven states. Our typical hours of operation
are 7:30am-5:00pm, Mountain time. We also have an after-hours emergency
call-in number that alerts a technician that is assigned to be on call.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
Our on-call technician has a device that receives the call. Distance traveled,
Response weather, and the reason for call all have an influence on the response time.
However, within reason, a one-hour response time is our goal.
440 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Henponse We have been in the service business for more than 30 years. Rapid response
is paramount to our success and our longevity is evidence of that success.
#a1 Please describe the quality program(s) within your company which measures
your service work.
Response We consistently follow up with our customers immediately after a service call
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to receive feedback. The person responsible for this is a full time position at
Long. We want to know and understand the experience the customer is having
because it is simply the best “measuring stick” there is. Additionally, we collect
metrics on renewals and callbacks.
442 List your company’s standard scope of work performed for preventative
maintenance visits.
Response This is dependent on the equipment or control system in place.
443 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HYAC maintenance annually.
Response $7.5 million.
#44 Describe your call center organization.
_ Every location has a full-time dispatcher who is the normal first contact. If that
Response person is on the phone or not available we have a call tree to insure the
customer gets to speak with a human.
445 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response Yes. We also have recently established a website to supplement this.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
First would be a technician, next would be Long’s field manager, then the
Response account manager, and finally the general manager, who would have the final
word.
448 What technology such as GPS tracking does your company use to track
completion of repairs?
Response We use GPS.
#49 What is the reputation of your company’s service in the public marketplace?
We have a long-time history, having been in our markets for years. We
Response specialize in being a friendly, professional service provider rather than the low-
dollar service provider.
450 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
This depends on the contract but dollars are typically billed with respect to the
Response » g
maintenance work that is completed
List your company’s current capabilities for energy management system
#52 monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.
Capabilities are custom and typically per the construction documents. When
Response alarms are identified the owner is contacted and a trouble shooting procedure
commences.
453 List the number of sites your company currently monitors Energy Management
Systems (EMS).
Response We monitor between 30 and 60.
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#54 List your company capabilities regarding system changes and repairs to EMS
systems.
Response We offer full-service capabilities.
#55 List the reporting capabilities your company has for EMS system parameters.
Response We offer full-service capabilities.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Yes.
#58 Describe your company’s startup and system checkout responsibilities.
Response We follow the manufacturer’s recommendations for these procedures.
#59 Describe your company’s post-installation and warranty support.
We are local and available via phone or email as needed by the end user. We
Response offer phone support, but more commonly would revisit the site to work
through any issues.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
Response We use cloud architecture for all our computer services.
462 What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?
Response Account billings are handled by a number of full time employees who insure
proper billing is handled in a timely manner.
463 Explain how your company qualifies/certifies its service centers and what types
of checks are performed to ensure standards are upheld.
Respafige All technicians are factory trained on the products they service. We participate
in regular training sessions provided by the manufacturers.
#64 Is warranty coverage dependent on using your start-up procedure?
Response This depends on the products in question, however, in most instances no.
#65 Who performs your start-up procedure?
Response Our company service technicians handle these procedures.
#66 List the total dollar volume your company completes in HVAC retrofits annually.
Response $7-10 Million.
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
Response We provide sheet metal, hydronics, EMS, and building security services.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
We would provide site assessment, meetings with owners, budgeting, and
Response ;
strive to meet other needs.
#69 Describe what project scheduling tools your company uses to track projects
during construction.
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Response We use customer relationship management software.
#70 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
Response In-house engineers assist with applications, sizing, and equipment selection.
#75 What is your standard warranty on installation?
Response One year from acceptance.
#76 What is your standard warranty on energy retrofit contracting?
Response This is dependent on contract documents.
477 Do you differentiate in your company’s standard warranty if financing is part of
the contract? If so, please describe.
Response No.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Mechanical Concepts, LLC
Name of Person Completing Form: | Kurt G. Lyles
General
#1 Company'’s official registered name.
Response Mechanical Concepts, LLC
#2 Brief history of your company, including the year it was established.
Mechanical Concepts was established in 2007. The four founding partners are all
are still active in the company today. We provide commercial sales and service in
Response North Louisiana, East Texas, and South Arkansas. We are a manufacturers’
representative for many different equipment lines. We have grown to have more
than 30 employees and are a more than $20 million dollar business today.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 004167604
#4 Corporate office location.
Response Shreveport, LA
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
We have 32 employees. These consist of eight sales engineers, 15 service
Response technicians, two parts sales and support people, four sales support people, and
three administrative personnel.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Main Office
PO Box 3570
Shreveport; LA 71133
Kurt Lyles, partner
318-550-0525
klyles@mechanicalconceptslic.com
o — East Texas Office
PO Box 555
Atlanta, TX 75551
David Waites, sales engineer
903-720-3475
dwaites@mechanicalconceptslic.com
Monroe, LA Office
617 N 2nd Street
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Monroe, LA 71201
Dan Weir, sales engineer
318-525-5916
dweir@mechanicalconceptsllc.com
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
Our strategy is to increase sales in our market area and improve service by hiring
Response , ‘
the best people in our market area.
#13 What differentiates your company from your competitors?
—_— Locally, we have a 45 percent market share in applied equipment sales. We try to
differentiate ourselves through superior customer service at competitive prices.
#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Response There are none.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
We have several large public entities that we currently work with (e.g., Tyler
- Junior College, LSU Shreveport, University of Louisiana in Monroe) and with
which we have completed energy conservation projects and maintenance-saving
projects. We continue to win those through the standard public-bid process.
Products
#17 What is the reputation of your company’s products in the public marketplace?
— We are the dominant supplier of HVAC equipment and service in our area. Our
reputation speaks for itself.
#18 Indicate your company’s ability to provide temporary cooling when needed.
Respanss We have temporary HVAC equipment available for same-day delivery to our
service area (e.g., chillers, towers, air units, boilers, packaged equipment).
#19 What equipment/system support documents will your company provide?
Response We provide support documents on all equipment we service and sell.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
Our sales staff receives purchase orders and then completes what we call an
CA— Order Turn In process, in which we pass the project to the support and
administration side of the house. The inside support team orders the equipment
and files the project in our internal filing system.
#21 Describe your company’s shipping schedule notification procedures.
S T— The project manager tracks all shipments and sends all customers and sales
associates a copy of all of their orders and ship dates on a weekly basis.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
Response All shipments are tracked by our project managers and they continually keep our
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customers informed via email or telephone.
#23 Provide your shipping schedule reporting form. How many times do you update?
Typical example — updated weekly
_KURT i )
; Purchase Factory Schedu
Order Customer i Job Name Product Ack _ Order No. Ship D4
0315-196 MSS Berry Plastics Chiller 2015 Daikin Applied 3/27/2015 7/7/2015
Response. 0215-058 Byrnes GRMC Central Plant Expansion Daikin Applied 2/12/2015 236589 5/22/201
0215-058-3 Byrnes GRMC Central Plant Expansion Danfoss 3/16/2015 7299227 4/6/2015
0315-107-1 RPR Lubetech Bryan Boilers 3/17/2015 5150074 4/23/201
0315-191-1 Service 1st Parkview Baptist_AHU Replacement Daikin Applied 3/25/2015 5/15/201
0315-153 Fitz Monroe  Progressive Bank Lennox 3/20/2015 21116805 5/29/201
0315-108-1 OPSB West Ridge Girls Locker Room Daikin Applied 3/16/2015 237915 4/24/201
#24 How many products do you stock? Where?
Response We stock equipment and parts at our main location in Shreveport, LA.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response Our on-time delivery percentage is 94 percent.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response Yes.
#28 If your product is defective, what is the replacement process and turnaround?
All equipment carries at least a one-year parts warranty. We process all warranty
Response via our parts department the same day as the claim. We ship all replacement via
standard freight.
#29 What is the capability of your company to respond to emergency/rush orders?
REspanse We prqcess emergency orders on a fairly regular basis. Those all go out
immediately.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Limited Warranty: The company warrants that it will provide free replacement
parts in the event any products sold by company and used in the United States
proves defective in material or workmanship for a period of 12 months from the
initial start-up or 18 months from the date of shipment, whichever expires
sooner. Goods not manufactured by the company sold under this agreement are
warranted only to the extent that the manufacturer warranted them to the
Hesponise company or directly to the purchaser.
The company’s liability to the purchaser shall not exceed the lesser of the cost of
correcting defects in the goods sold or the original purchase price of the goods
and the company shall not in any event be liable to buyer or third parties for any
delays of special, indirect, or consequential damages.
The company’s warranty does not apply to any goods which have been opened,
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disassembled, repaired, or altered by anyone other than the company or its
authorized service representative or which have been subjected to misuse,
misapplication, or abuse. The company is not obligated to pay any labor or
service costs for removing or replacing parts, or any shipping charges.
Refrigerants, fluids, oils, and expendable item such as filters are not covered by
this warranty. This parts warranty and any optional extended warranties are
granted only to the user. The company’s duty to perform under any warranty
may be delayed, at the company’s sole option, until the company has been paid
in full for all goods purchased by purchaser. No such delay shall extend the
warranty period.

THIS WARRANTY CONSTITUTES THE PURCHASER'’S SOLE REMEDY. IT IS GIVEN IN
LIEU OF ALL OTHER WARRANTIES; EXPRESS OR IMPLIED. THERE IS NO IMPLIED
WARRANTY OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE, IN
NO EVENT AND UNDER NO CIRCUMSTANCES SHALL MECHANICAL CONCEPTS,
LLC. BE LIABLE FOR INCIDENTAL OR CONSEQUENTIAL DAMAGES, WHETHER THE
THEORY BY BREACH OF THIS OR ANY OTHER WARRANTY NEGLIGENCE OR STRICT
TORT.

The company must receive a start-up information report for goods containing
motor-compressors and/or furnaces. The registration/start-up form must be
completed and returned to the company within ten (10) days of original
equipment start-up or start-up date and ship dates will be deemed the same for
warranty determination.

No person (including any agent, salesman, dealer or distributor) has the authority
to expand the company’s obligation beyond the terms of express warranty, or to
state that the performance of the product is other, than published by the
company.

Terms of Sale: Sale of goods covered hereby to purchaser is made solely on the
terms and conditions set forth herein, not withstanding any additional or
conflicting terms and conditions that may be contained in any purchase order or
other form of purchase, all of which additional or conflicting terms and
conditions are hereby rejected by the Company unless agreed upon in writing
and signed by an officer of the Company. No waiver alteration or modification of
the foregoing terms and conditions shall be valid unless made in writing and
signed by an authorized official of MECHANICAL CONCEPTS, LLC. In particular and
without limiting the foregoing, not withstanding anything to the contrary in
purchase order or any other documents, the Company does not accept any order
subject to project design and specifications. The purchaser is to accept full and
sole responsibility to determine whether the product ordered by the purchaser
meets the design and specification requirements of any project.

#32

Do you offer extended parts and labor warranties? If yes, state length of warranty.
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We offer extended warranties on an as-needed basis. Five- and 10-year
Response : ; -
warranties are common and are available for parts, labor, and total maintenance.

433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.

States of Texas, Louisiana, and Arkansas — five- and 10-year parts and labor
Response ;
warranties.
#34 What is your standard warranty on Building Automation Controls?
Response One year.
#35 What is your standard warranty on replacement parts?
Response One year.

436 How does your company track warranties and update equipment lists/warranty

periods as units or components are replaced?
We track ship dates and startup dates. Our standard warranties are 12 months
Response from the initial start-up or 18 months from the date of shipment, whichever
expires sooner.
Services
Describe your company’s Customer Service Department (hours of operation,

438 number of service centers, parts outlets, number of technicians, etc.) Clarify if the
service centers are owned by your company of if they are a network of
subcontractors.

We have three service centers and our regular hours of operation are 8-5 M-F.
Response .
All three centers are owned and operated by Mechanical Concepts.

439 Describe how your company handles after-hours customer service needs. Indicate
your average response time to emergency service calls.

We have 24/7 emergency service and support and on-call personnel available at
Response all times. Customers contacting us at 318-550-0525 are connected to immediate
support 24/7.

440 Discuss your organization’s capability and historical flexibility in completing timely
service calls and problem resolution.

We put customer service first and can be to any of our customers’ sites within
Response
two hours.

441 Please describe the quality program(s) within your company which measures your
service work.

We have weekly and monthly meetings where we focus on our QIP (Quality
Response Improvement Process) and safety. We have continual reviews of work in
progress as well as site visits to jobs by management.

442 List your company’s standard scope of work performed for preventative
maintenance visits.

Here is a typical example of an internal form we use to track preventative
Response maintenance on an air-cooled chiller:
Model: Serial:
Owner
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Needs
OK Repair

Task

Comments

Complete Chiller Log Sheet

Check and Calibrate Operating Controls &
Safeties

Check and adjust operating and safety control
setpoints.

Check the unit thoroughly for refrigerant leaks
on the unit and all associated refrigerant piping.

Meg test compressor motors.

Check and tighten all electrical terminals and
check contacts for wear.

Check oil level in compressor and add as
required.

Tighten motor terminals and control panel
terminals.

Check crankcase heater operation.

Check external interlocks, flow switches, pumps,
and fans.

Oil sample analysis on each compressor in each
chiller.

Clean air-cooled condensers.

Check condenser fans and motors.

Check superheat and subcooling (adjust
superheat as required).

Check air and water flows of the condenser and
evaporator sections.
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Check Settings in the Chiller Plant Control
Report any uncorrected deficiencies noted.
Report to Customer Any Problems With Equip &
Controls
Notes:
443 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HVAC maintenance annually.
Response $5,000,000.
#44 Describe your call center organization.
Service Manager
Service Operations Manager
Response Secretary
Dispatcher
15 service technicians
445 Does your company offer a dedicated, 800 number for all locations to place phone
and fax orders? Is the call center available 24 hours/7 days week?
Response Yes, 318-550-0525.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
The service operations manager and dispatch are responsible for handling that
Response .
directly.
47 List the steps taken from start to finish in receiving a service call through to
completion of repair and invoicing. Include time frames associated with each step.
We receive calls through our main number and relay them to dispatch, which
receives all of the pertinent information from the customer. We enter the call
into our accounting system and dispatch a technician to the site. The technician
meets with the customer, corrects the problem to the customer’s satisfaction,
Response — . . :
and then completes a service ticket that is emailed from the technician to the
office and the customer. The office reviews the ticket, processes an invoice, and
sends it to the customer. All of these steps take place on a daily and continual
basis. Other than the technician’s service call, each step takes a few minutes.
448 What technology such as GPS tracking does your company use to track completion
of repairs?
Response Verizon Cellular
#49 What is the reputation of your company’s service in the public marketplace?
Response We hire the very best service technicians on our service area and their
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reputations speak for themselves.

#50

How does your company spread the cost of a Preventative Maintenance contract
over the entire year?

Response

We typically spread the cost as requested by the customer (e.g., four equal
quarterly payments).

#51

Identify the process of receiving a purchase order to the providing of a service
contract.

Response

Our sales staff receives purchase orders and then completes what we call an
Order Turn In, a process in which the contract is passed to the support and
administration side of the house. The inside support team inputs the project into
our internal accounting and filing system. The system tracks service calls and
maintains a schedule for preventative-maintenance calls.

#52

List your company’s current capabilities for energy management system
monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.

Response

We have an in-house employee dedicated to energy management and building
automation systems. All of our technicians are versed in basic EMS system
operation and are very comfortable with these systems. In our market, most all
jobs we work on have some sort EMS installed.

#53

List the number of sites your company currently monitors Energy Management
Systems (EMS).

Response

More than 30.

#54

List your company capabilities regarding system changes and repairs to EMS
systems.

Response

We have an in-house employee dedicated solely to energy management and
building automation systems. All of our 14 other service technicians are versed
in basic EMS system operation.

#55

List the reporting capabilities your company has for EMS system parameters.

Response

This is somewhat dependent on the system we are working on. We share with
the customer all of the data their system can provide. Our technicians also
provide detailed reports of all work we do.

#56

Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?

Response

Yes.

#57

Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a site
with an EMS system. How does repair get escalated for service?

Response

Calls are received through email or our main number and relayed to dispatch
who receives all of the pertinent information from the customer. If it is an EMS
issue, that call is routed to our dedicated EMS technician who can access sites
remotely. If a problem can be corrected remotely, it is. Otherwise we send a
technician to the site. We enter the call into our accounting system and dispatch
a technician. The technician meets with the customer, corrects the problem to
the customer’s satisfaction, and then completes a service ticket that is emailed
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from the technician to the office and the customer.
#58 Describe your company’s startup and system checkout responsibilities.
We start up and commission the products we sell. All equipment has its own
Hespense start-up and commissioning documentation associated with it. We fill out that
paperwork as we start the particular piece of equipment. We file all required
paperwork with the factory.
#59 Describe your company’s post-installation and warranty support.
We service and support all the equipment we sell through our service
Response
department.
#60 Describe your company’s steps for system analysis.
System analysis is a broad topic. We have eight sales engineers and 15 service
Response technicians that do some form of system analysis every day at multiple locations
using a variety of tools, software, and experience.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
We use QuickBooks with additional “bolt on” programs for service dispatch. As
to the system guaranteeing customers receive consistent service support,
Response verification, and management reporting, we guarantee it, not our system. We
have a small market, so word of mouth and reputation are everything. We can’t
afford not to guarantee it.
#62 What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?
Response Billings are done on a daily basis.
463 Explain how your company qualifies/certifies its service centers and what types of
checks are performed to ensure standards are upheld.
All service centers are “in-house.” All employees’ training and qualifications are
Response .
measured and tracked on a regular basis.
#64 Is warranty coverage dependent on using your start-up procedure?
Response All large equipment requires factory start-up for warranty.coverage.
#65 Who performs your start-up procedure?
Response Our service technicians perform all start-up procedures.
#66 List the total dollar volume your company completes in HVAC retrofits annually.
Response $10,000,000
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
We implement turnkey work including the following: Mechanical, electrical,
Response ductwork, drywall, structural steel, EMS/BAS systems, concrete, engineering,
and architectural services.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would be
addressed.
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Response

Equipment replacements are generally capital-budget expenditures (but they
don’t have to be). Our degreed sales engineers typically work with the customer
to identify which equipment should be replaced when. We then provide
budgetary estimates for the work with projected escalations in cost. Once the
customer is ready to implement a project, we finalize pricing and complete the
work as scheduled.

#69

Describe what project scheduling tools your company uses to track projects
during construction.

Response

We use Microsoft Small Business Server, QuickBooks, Excel, and Outlook.

#70

How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?

Response

Our degreed sales engineers are all experts in equipment selection and provide
the optimal equipment for the customer.

#71

Describe how your company handles site development and project permitting
processes.

Response

We are licensed contractors in all of the states we service. We file permits for all
work through the local authorities (which are different in all three states we
service).

#72

Describe your company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.

Response

All our work conforms to Southern Building Code and all work is permitted and
inspected by our management team as well as the local inspection offices.

#73

What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?

Response

The customer comes first.

#74

Describe your company’s construction management plan.

Response

Construction management is overseen by our service operations manager. We
plan implementation work timely, effectively, safely, and efficiently. We
maintain programs for all of the above. We make sure all of our subcontractors
adhere to our standards and maintain our level of insurance.

#75

What is your standard warranty on installation?

Response

Limited Warranty: The company warrants that it will provide free
replacement parts in the event any products sold by company and used in
the United States, proves defective in material or workmanship for a period
of 12 months from the initial start-up or 18 months from date of shipment,
whichever expires sooner. Goods not manufactured by the company sold
under this agreement are warranted only to the extent that the
manufacturer warranted them to the company or directly to the purchaser.

The company’s liability to the purchaser shall not exceed the lesser of the
cost of correcting defects in the goods sold or the original purchase price of
the goods and the company shall not in any event be liable to buyer or third
parties for any delays of special, indirect or consequential damages.
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The company’s warranty does not apply to any goods which have been
opened, disassembled, repaired, or altered by anyone other than the
company or its authorized service representative or which have been
subjected to misuse, misapplication, or abuse. The company is not
obligated to pay any labor or service costs for removing or replacing parts,
or any shipping charges. Refrigerants, fluids, oils, and expendable item such
as filters are not covered by this warranty. This parts warranty and any
optional extended warranties are granted only to the user. company’s duty
to perform under any warranty may be delayed, at company’s sole option,
until company has been paid in full for all goods purchased by purchaser. No
such delay shall extend the warranty period.

THIS WARRANTY CONSTITUTES THE PURCHASER’S SOLE REMEDY. IT IS
GIVEN IN LIEU OF ALL OTHER WARRANTIES; EXPRESS OR IMPLIED. THERE IS
NO IMPLIED WARRANTY OF MERCHANTABILITY OR FITNESS FOR A
PARTICULAR PURPOSE, IN NO EVENT AND UNDER NO CIRCUMSTANCES
SHALL MECHANICAL CONCEPTS, LLC. BE LIABLE FOR INCIDENTAL OR
CONSEQUENTIAL DAMAGES, WHETHER THE THEORY BY BREACH OF THIS OR
ANY OTHER WARRANTY NEGLIGENCE OR STRICT TORT.

The company must receive a start-up information report for goods
containing motor-compressors and/or furnaces. The registration/start-up
form must be completed and returned to the company within ten (10) days
of original equipment start-up or start-up date and ship dates will be
deemed the same for warranty determination.

#76 What is your standard warranty on energy retrofit contracting?
Response One to 10 years depending on the project needs.
477 Do you differentiate in your company’s standard warranty if financing is part of the
contract? If so, please describe.
Response No.
478 State whether your company provides a quality guarantee on your service. If so,
please describe.
Response Typif:ally, we provide a one-year parts and 90-day labor warranty on all standard
service work.
479 What states would your company not honor pricing on services for this contract, in
the event that this contract is made available to all states?
Response We are licensed contractors in Louisiana, Texas, and Arkansas.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Norman S. Wright Mechanical Equipment Corporation
Name of Person Completing Form: | Corydon C. Palmer
General
#1 Company’s official registered name.
Response Norman S. Wright Mechanical Equipment Corporation
#2 Brief history of your company, including the year it was established.
Founded in San Francisco, CA, in 1906, the company has been in continuous
Response . .
operation ever since.
#4 Corporate office location.
Response Brisbane, CA
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
Response We have approximately 200 employees (150 sales and 50 administrative).
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
San Francisco, CA:
Corydon Palmer, senior sales engineer,
415-467-7600,
cpalmer@norman-wright.com
Sacramento, CA:
Robert Beyer, executive vice president,
916-381-6666,
bbeyer@norman-wright.com
Fresno, CA:
Response Paul Duckworth, executive vice president,
559-449-8701,
pduckworth@nsw-duckworth.com
Santa Clara, CA:
Tim Knoop, vice president,
408-748-1304,
tknoop@norman-wright.com
Reno, NV:
Michael Lotspeich, vice president,
775 826-8622,
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mlotspeich@norman-wright.com
Honolulu, HI:
Marites Calad, vice president,
808-678-3911,
mcalad@norman-wright.com
Los Angeles, CA:
Tim Archer, vice president,
714-632-9800,
tarcher@nswecla.com
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
Response We .seek.to promote new product technologies with consulting/design
engineering firms.
#13 What differentiates your company from your competitors?
Response Our in-depth product and HVAC systems skills and knowledge.
#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Responise We’ve been involved in business litigation only. There has been no bankruptcy or
reorganization in company history.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Generally the product lines sold by Norman S. Wright are considered to be from
Response il e " : . s :
the industry’s top manufacturers in terms of innovation and overall quality.
#19 What equipment/system support documents will your company provide?
Response We provide all support documents as required on a project basis.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
After receipt of a purchase order or notice to proceed, we prepare engineering
Response submittals. After approval of engineering submittals we release the order to the
warehouse or factory for fulfillment or manufacturing.
#21 Describe your company’s shipping schedule notification procedures.
Our schedule for each notification procedure varies with the product’s
Response . -
complexity. Notifications are generally updated weekly.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
Response We notify customers of any shipping delays immediately and in writing.
#24 How many products do you stock? Where?
Response Our stock inventory value exceeds $5M, spread across five stocking locations.
427 Are alI?HVAC units UL listed and in compliance with all applicable codes in all
states:
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Response All our HVAC units are UL- or ETL-listed.
#28 If your product is defective, what is the replacement process and turnaround?
Bespamse This process varies with product complexity and the nature of defect. In many
cases replacement products are available locally for immediate shipment.
#29 What is the capability of your company to respond to emergency/rush orders?
This situation also varies with product complexity. In many cases the product can
Response : . . .
be delivered in one day from the time order is placed.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Response Our manufacturing partners warrant/guarantee the products.
#31 Describe your procedures to monitor the quality of your products.
We monitor regular feedback from field service and installation personnel
Response (contractors) as well as maintaining regular communications with the various
factories.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes. Warranty lengths vary with project requirements.
#34 What is your standard warranty on Building Automation Controls?
Response One year.
#35 What is your standard warranty on replacement parts?
Response One year.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Response We have a database that we use to track this information.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
Response Our sales offices handle customer service functions.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
Response time varies with project requirements. Sometimes we can provide
Response R
24/7 availability.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Response We are completely capable of providing timely service calls.
#44 Describe your call center organization.
 —— Our sales offices handle customer service functions. Our manufacturing
partners (factories) maintain a call center in some cases.
#45 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response No.
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Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
Response This situation varies with project and customer requirements.
#49 What is the reputation of your company’s service in the public marketplace?
Response NSW has an excellent reputation for service in the public marketplace.
List your company’s current capabilities for energy management system
#52 monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.
Response We can remotely monitor many Daikin chiller and VRV products.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
; including monitoring, alarm resolution, repairs and adjustments?
Response No.
#58 Describe your company’s start-up and system checkout responsibilities.
This procedure varies with the product. Generally Norman S. Wright and Daikin
Response coordinate with the installing contractor to confirm that all prestart-up
requirements are complete prior to commencing start-up work.
#59 Describe your company’s post-installation and warranty support.
REspanise We provide.a very high level of support after the installation, arguably the best
in the local industry.
#64 Is warranty coverage dependent on using your startup procedure?
Response Typically yes.
#65 Who performs your startup procedure?
T—— Daikin Applied service personnel or direct field personnel perform start-up
procedures.
#69 Describe what project scheduling tools your company uses to track projects
during construction.
Response We use Microsoft Project.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Norman S. Wright Climatec Mechanical Equipment of
San Diego, LLC
Name of Person Completing Form: | Terry Watkins
General
#1 Company’s official registered name.
Response Norman S. Wright Climatec Mechanical Equipment of San Diego, LLC.
#2 Brief history of your company, including the year it was established.
Hespume Climatec was established in San Diego in 2006 when they aquired Delta T
Systems. A recent merger changed the name of the organization in 2014.
#4 Corporate office location.
Response Phoenix, AZ
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
In San Diego there are 11 outside sales engineers, six inside sales support
Response personnel, and one administrative support person. Service technicians are
provided by Daikin Applied service or an outside service provider.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
San Diego:
13715 Stowe Drive
Poway, CA 92064-6836
P: 858.391.7000
F: 858.679.0531
Response
Lakeside:
11653 Riverside Drive, Suite 149
Lakeside, CA 92040
P: 619.440.4659
F: 619.440.4659
#8 Define your standard terms of payment.
Response 45 days.
#12 What is your strategy to increase market share in the public space?
Promotion of NSWC'’s focus on the extraordinary Owning Experience, and
positioning Climatec as being the industries-preferred business partner for our
products and services. Promotion of Climatec’s capabilities for single source of
Response D i
responsibility for providing complete systems and support at the owner,
designer, and contractor levels. Launch of our new E-Store, Internet-based
warehouse store, creates a response to today’s market need for convenience
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and efficiency.

#13 What differentiates your company from your competitors?

Our primary focus is on the complete Owning Experience of our customers. This
extends from the design of the most complete and cost-effective systems
through the purchase, delivery, and commissioning phases, to being the only
company with a dedicated Owning Experience Engineer for service and support
for the life of the system.

This positions NSWC to be our customers’ first choice in building-technology
Response solutions because we focus on providing sales and operational excellence, world-
class service, technological innovation, and investment in employees whose
expertise and professionalism is second to none.

Climatec delivers great customer experiences and rewarding careers by being a
non-bureaucratic business that is entrepreneurial and nimble and that pays
attention to detail while placing tremendous focus on employee empowerment,
professional development, service leadership, and community involvement.

Provide information regarding whether your firm, either presently or in the past,

#1
2 has been involved in any litigation, bankruptcy, or reorganization.

Response There have been none.

Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.

We represent a broad line of manufacturers with products that typically exceed
efficiency standards, saving customers operational cost every year of usage. For
example, Daikin air- and water-cooled chillers can be as much as 20 percent

RESpOiEe more efficient than required by ASHRAE 90.1. We have been involved with many
Fanwall new and retrofit installations, which provide significant energy savings
over traditional air handlers.

Products

#17 What is the reputation of your company’s products in the public marketplace?
The best example of our reputation is the number of owners who are repeat
purchasers of Daikin products. The majority of large customers have

Response

demonstrated confidence by purchasing Daikin and other products from us on
numerous occasions.

#18 Indicate your company’s ability to provide temporary cooling when needed.

NSWC works in partnership with Daikin Applied, SPX Cooling Technologies,
Empire, and Aggreko to provide temporary cooling solutions as needed. Those
options include chillers, cooling towers, air conditioners, spot coolers, and air
handlers. We can meet almost any temporary cooling need. Prior to
procurement of equipment, Climatec can help advise the end user on site
conditions to better help accommodate temporary cooling, should it ever be

Response
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required.
#19 What equipment/system support documents will your company provide?
NSWC will provide any and all supporting documentation required by the end
user. This will include (but not be limited to) if requested:
= Submittal documentation including performance data and equipment
dimensional drawings
= Warranty documentation
Response = Start-up documentation
= |nstallation, operating, and maintenance manuals
®  Wiring diagrams
= Exploded parts diagrams/lists
= Service /parts contacts
= Training opportunities (e.g., chiller maintenance and operations training).
#20 Identify the process of receiving a purchase order to the ordering of equipment.
We generally accept purchaser-generated terms and conditions with some
Response . . 5 s . .
internal guidelines based on industry standard practices.
#21 Describe your company’s shipping schedule notification procedures.
Our internal sales support team initiates and produces shipping schedules based
Response 3 S 5 .
on the customers’ needs for individual projects.
#22 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
If the equipment need is critical, we work with the factory to see if another
customer would be willing to swap a production spot to keep the unit on time.
Response ; .
We also attempt to arrange expedited freight at no charge to the customer. We
notify the customer of any slipped ship dates via email and a phone call.
#23 Provide your shipping schedule reporting form. How many times do you update?
A sample form is attached. We update the form if there are any changes in ship
Response . : : ;
dates and with tracking numbers when items ship.
#24 How many products do you stock? Where?
We stock 60 products in various sizes of each. Manufacturers include Greenheck,
Response Price, Danfoss, Daikin, and Griswold. Products are located at our local office. In
addition, another 100 products of various kinds are available at the factories.
#25 What is your percentage of on-time delivery at each manufacturing plant?
The manufacturers NSWC represents have an average of 97 percent on-time
— delivery. (Major manufacturers such as the following have a 100 percent on-time
delivery history: Daikin, CES, Enviro-Tec, Danfoss, DriSteem, Greenheck,
Griswold, TSI, Marley, Recold, and TSI.)
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
— All HVAC units procured from NSWC are either UL- or ETL-listed. All HVAC units
are in compliance with applicable codes in the states served by NSWC.
#28 If your product is defective, what is the replacement process and turnaround?
Response The process for replacement of defective components is initiated via a call to
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either the service coordinator at the local Climatec office, or to the local Factory
Service Branch (in the case of Daikin chillers), which then initiates warranty
validation and the parts replacement process with the respective factory. The
scope of NSWC/Daikin replacement (parts or parts and labor) is project and
warranty specific, but in general will always include the provision of replacement
parts during the first year, with labor by the installing contractor. In the case of
chillers, the warranty labor function is typically included by Daikin Service during
the first year, and possibly beyond. Turnaround will depend on the type of
product in question and the availability of the parts required. Typically, small
components are stocked at the manufacturer’s sites. Larger components, such as
compressors, may be subject to a nominal lead time.
#29 What is the capability of your company to respond to emergency/rush orders?
We operate a full stocking warehouse of OEM parts and products. Our
Response manufacturers also stock a large selection of replacement parts and have the
ability to expedite manufacturing for emergency situations.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Yes. Our quality guarantee is that if there is a quality issue with any product that
Response we have sold, we will work with our factory to repair or replace that product to
the customer’s satisfaction.
#31 Describe your procedures to monitor the quality of your products.
NSWC routinely follows up with customers and owners to get feedback on their
experience with the products they have purchased. NSWC monitors the
Response o 5 :
feedback and assists in resolving any issues the customers and owners may have
with products.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes, various products have extended warranties available from one to ten years.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
School districts have taken advantage of our extended VRV/Reflok product
Response warranties, which when used in combination extend the labor warranty to five
years and parts warranty to 10 years.
#34 What is your standard warranty on Building Automation Controls?
Response Warranties are offered per individual product manufacturers.
#35 What is your standard warranty on replacement parts?
Response Standard warranties are 12 months from start-up or 18 months from shipment.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Hesponse We use the manufacturer’s computerized system and have a person within our
organization who is responsible for tracking warranty situations.
Services
#38 | Describe your company’s Customer Service Department (hours of operation,
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number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
We have a service coordinator who is responsible for the scheduling of internal
Response s o~ : : .
technicians and Daikin Applied service visits.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
Response After-hours service calls go directly to an outsourced service provider.
Response times vary depending on customer needs and the service provider.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Respanse We have always been able to find solutions to customers’ service needs and
resolve problems promptly.
441 Please describe the quality program(s) within your company which measures
your service work.
Response Our service partners implement and maintain their own quality programs.
442 List your company’s standard scope of work performed for preventative
maintenance visits.
Our service partners maintain preventative maintenance programs depending
Response
on the needs of the customer. _
443 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HYAC maintenance annually.
Response We don’t have the dollar volumes of our service partners.
#44 Describe your call center organization.
Response Call centers are maintained by our service partners.
445 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response Most of our service partners offer this.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
Each sales engineer can be reached via cell phone to escalate emergency
Response : 2
situations.
List the steps taken from start to finish in receiving a service call through to
#47 completion of repair and invoicing. Include time frames associated with each
step.
L — Service calls can originate within our office. We then coordinate the work with
our service partners and invoice on a regular basis.
448 What technology such as GPS tracking does your company use to track
completion of repairs?
Response This varies depending on the service partner used for the repair task.
#49 What is the reputation of your company’s service in the public marketplace?
Response We only partner with service providers that maintain top-notch reputations in
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our marketplace. .
450 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
Our service providers propose different solutions depending on the customer’s
Response
needs.
451 Identify the process of receiving a purchase order to the providing of a service
contract.
Response This is dependent on the service provider used.
List your company’s current capabilities for energy management system
#52 monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.
We partner with energy management companies as needed to serve the
customer’s needs. We can work closely with any of the energy management
Response . . :
companies to troubleshoot equipment-related issues and resolve them
promptly.
453 List the number of sites your company currently monitors Energy Management
Systems (EMS).
Response This is dependent on our EMS partners.
o~ List your company capabilities regarding system changes and repairs to EMS
systems.
Responhse We have relationships with most major EMS contractors and can recommend
an appropriate contractor to make system changes and repairs.
#55 List the reporting capabilities your company has for EMS system parameters.
Response This service is provided by the EMS contractors.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Most EMS contractors have this capability.
457 Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?
Response This service is provided by the EMS contractors.
#58 Describe your company’s startup and system checkout responsibilities.
Equipment warranty is dependent on factory and specific product policies or
Response warranties. Generally, a review of start-up procedures is required for
equipment warranty validation.
#59 Describe your company’s post-installation and warranty support.
— Equipment warranty is dependent on factory policy and the specific product.
Generally review of start-up procedures is required for equipment warranty.
#64 Is warranty coverage dependent on using your start-up procedure?
Respanse Equipment warranty is dependent on factory policy and the specific product.
Generally review of start-up procedures is required for equipment warranty.
#65 Who performs your start-up procedure?
Respioiss This is product-spec_ifi_c ar.1d may be handled by the installing contractor, service
company, or commissioning agency.
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List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
Response We work with our partners to provide the most economical turnkey solutions.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
Response We have a stocking warehouse to accommodate this approach.
#69 Describe what project scheduling tools your company uses to track projects
during construction.
. We provide equipment shipping schedules and any updates provided by
factory to customers.
470 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
We work with various professionals, from mechanical contractors to
Response ; A : . .
engineering firms, to provide the proper selections and design.
471 Describe how your company handles site development and project permitting
processes.
Resparss We work with various professionals, from mechanical contractors to
engineering firms, to work through the permitting process.
472 Describe your company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.
Hespotiss We work with various professionals, from mechanical contractors to
engineering firms, to provide the proper quality.
473 What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?
We work with various disciplines to ensure cost and energy savings along
Response
speed of deployment.
#74 Describe your company’s construction management plan.
Response We work with various contractors for field-construction management projects.
#75 What is your standard warranty on installation?
Response 12 months .
#76 What is your standard warranty on energy retrofit contracting?
Response 12 months.
477 Do you differentiate in your company’s standard warranty if financing is part of
the contract? If so, please describe.
Response 12 months.
478 State whether your company provides a quality guarantee on your service. If so,
please describe.
Response 12 months.
479 What states would your company not honor pricing on services for this contract,
in the event that this contract is made available to all states?
Response Any sites outside California.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Norman S. Wright Climatec Mechanical Equipment of
Southern California, LLC
Name of Person Completing Form: | Tim Archer
General
#1 Company’s official registered name.
Response Norman S. Wright Climatec Mechanical Equipment of Southern California, LLC.
#2 Brief history of your company, including the year it was established. :
We are a representative for commercial and industrial HVAC products. The
company has roots in the Los Angeles market dating back to 1978 and since then
Response has formed into the leading manufacturers’ representative in our market,
serving owners, architects, engineers, contractors, and institutions with the
highest level of service and support.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 008390838/0082788836
#4 Corporate office location.
Response 2544 E. Miraloma Way, Anaheim, CA 92806.
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
We have 58 total employees: 22 in direct sales, 11 in sales support, three in
Response 2 : . - .
engineering support, two in administration, and 20 other employees.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
California
Anaheim: 2544 E. Miraloma Way, Anaheim, CA 92806
P: 714-632-9800
Response F: 714-238-7866
Sylmar: 13031 Bradley Ave., Sylmar, CA 91342
P: 818-367-6100
F: 818-367-1221
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
We gain market share by promotion of Norman S. Wright Climatec’s (NSWC)
focus on the extraordinary Owning Experience, and positioning NSWC as being
T the industries-preferred business partner for our products and services. We also
increase market share by promotion of NSWC’s ability to provide a single source
of responsibility for providing complete systems and support at the owner,
designer, and contractor levels. Launch of our new E-Store, an Internet-based
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warehouse, creates a response to today’s market need for convenience and
efficiency.

#13

What differentiates your company from your competitors?

Response

Our primary focus is on the complete Owning Experience of our customers. This
includes the design of the most complete, most cost-effective systems, through
all steps of purchase, delivery, and commissioning, as well as being the only
company with a dedicated Owning Experience Engineer to provide service and
support for the life of the system.

This focus positions NSWC to be our customers’ first choice in building-
technology solutions by focusing on sales and operational excellence, world-class
service, technology innovation, and investment in employees whose expertise
and professionalism is second to none.

NSWC delivers great customer experiences and rewarding careers by being a
non-bureaucratic business that is entrepreneurial and nimble. We pay attention
to detail while placing tremendous focus on employee empowerment,
professional development, service leadership, and community involvement.

#15

Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.

Response

None.

#16

Provide evidence of your company’s ability to continuously lower the customer’s
costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.

Response

We represent a broad line of manufacturers with products that typically exceed
efficiency standards, saving customers operational cost every year of usage. For
example, Daikin air- and water-cooled chillers can be as much as 20 percent
more efficient than required by ASHRAE 90.1. We have been involved with many
new and retrofit Fanwall installations, which provide large energy savings over
traditional air handlers.

Products

#17

What is the reputation of your company’s products in the public marketplace?

Response

The best example of our reputation is the number of owners who are repeat
purchasers of Daikin products. The majority of our large customers have
demonstrated confidence by purchasing Daikin and other products from us on
numerous occasions.

#18

Indicate your company’s ability to provide temporary cooling when needed.

Response

NSWC works in partnership with Daikin Applied, SPX Cooling Technologies,
Empire, and Aggreko to provide temporary cooling solutions as needed. Those
options include chillers, cooling towers, air conditioners, spot coolers, and air
handlers. We can meet almost any temporary cooling need. Prior to
procurement of equipment, Climatec can help advise the end user on site
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conditions to better help accommodate temporary cooling, should it ever be
required.

#19

What equipment/system support documents will your company provide?

Response

NSW(C provides any and all supporting documentation required by the end user.
This includes (but is not limited to) requests for:

= Submittal documentation including performance data and equipment

dimensional drawings

= Warranty documentation

= Start-up documentation

= |nstallation, operating, and maintenance manuals

= Wiring diagrams

= Exploded parts diagrams/lists

= Service/parts contacts

= Training opport‘unities (e.g., chiller-maintenance and operations training).

#20

Identify the process of receiving a purchase order to the ordering of equipment.

Response

We generally accept purchaser-generated terms and conditions with some
internal guidelines based on industry standard practices.

#21

Describe your company’s shipping schedule notification procedures.

Response

Our internal sales support team initiates and produces shipping schedules based
on the customer’s needs for individual projects.

#22

Describe how your company deals with shipping delays. How do you notify your
customer of delays?

Response

If the equipment need is critical, we work with the factory to see if another
customer would be willing to swap a production spot to keep the unit on time.
We also attempt to arrange expedited freight at no charge to the customer. We
notify the customer of any slipped ship dates via email and phone call.

#23

Provide your shipping schedule reporting form. How many times do you update?

Response

A reporting form is attached. We update the form if there are any changes in
ship dates and with tracking numbers when items ship.

#24

How many products do you stock? Where?

Response

We stock hundreds of products in various sizes of each. Manufacturers include
Daikin, Danfoss, Greenheck, Griswold, and Price. Products are located at our
local office. In addition, another 100 various product items are available at the
factories.

#25

What is your percentage of on-time delivery at each manufacturing plant?

Response

The manufacturers NSWC represents have an average of 97 percent on-time
delivery. (Major manufacturers such as the following have a 100 percent on-time
delivery history: Daikin, CES, Enviro-Tec, Danfoss, DriSteem, Greenheck,
Griswold, TSI, Marley, Recold, and TSI.)

#27

Are all HVAC units UL listed and in compliance with all applicable codes in all
states?

Response

All HVAC units procured from NSWC are either UL- or ETL-listed. All HVAC units
are in compliance with applicable codes in the states served by NSWC.
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#28

If your product is defective, what is the replacement process and turnaround?

Response

The process for replacement of defective components is initiated via a call to
either the service coordinator at the local Climatec office, or to the local factory
service branch (in the case of Daikin chillers), which then initiates warranty
validation and the parts replacement process with the respective factory. The
scope of NSWC/Daikin replacement (parts or parts and labor) is project and
warranty specific, but in general always includes the provision of replacement
parts during the first year, with labor by the installing contractor. In the case of
chillers, the warranty labor function is typically included by Daikin service during
the first year, and possibly beyond.

#29

What is the capability of your company to respond to emergency/rush orders?

Response

We operate a full stocking warehouse of OEM parts and products. Our
manufacturers also stock a large selection of replacement parts and have the
ability to expedite manufacturing for emergency situations.

#30

State whether your company provides a quality guarantee on your products. If so,
please describe.

Response

Yes. Our quality guarantee is that if there is a quality issue with any product that
we have sold, we will work with our factory to repair or replace that product to
customer’s satisfaction.

#31

Describe your procedures to monitor the quality of your products.

Response

NSWC routinely follows up with customers and owners to get feedback on the
owning experience of the products that customers have purchased. NSWC
monitors the feedback and assists in resolving any issues the customers or
owners may have with the products.

#32

Do you offer extended parts and labor warranties? If yes, state length of warranty.

Response

Yes. Various products have extended warranties available from one to 10 years.

#33

Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.

Response

School districts have taken advantage of our extended VRV/Reflok product
warranties, which when used in combination, extend the labor warranty to five
years and the parts warranty to 10 years.

What is your standard warranty on replacement parts?

Response

Our standard warranty is 12 months from start-up or 18 months from shipment.

#36

How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?

Response

We use the manufacturer’s computerized system and have a person in our
organization who is responsible for tracking warranty situations.

Services

#38

Describe your company’s Customer Service Department (hours of operation,
number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
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We have a service coordinator that is responsible for the scheduling of internal
Response .. J s . .
technicians and Daikin Applied service.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Resporise We have always been able to find solutions to customers’ service needs and
resolve problems promptly.
#a1 Please describe the quality program(s) within your company which measures
your service work.
Response Quality programs are implemented and maintained by our service partners.
#42 List your company’s standard scope of work performed for preventative
maintenance visits.
These preventative maintenance services are provided by our service partners
Response
and depend on the needs of the customer.
443 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HYAC maintenance annually.
Response We don’t have the dollar volumes of our service partners.
#44 Describe your call center organization.
Response This is dependent on the service partner.
#45 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response Most of our service partners offer this service.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
Each sales engineer can be reached via cell phone to escalate emergency
Response . .
situations.
List the steps taken from start to finish in receiving a service call through to
#47 completion of repair and invoicing. Include time frames associated with each
step.
RESRANSS Service calls can originate within our office. We then coordinate the work with
our partners and invoice on a regular basis.
448 What technology such as GPS tracking does your company use to track
completion of repairs?
Response This depends on the service partner used for the repair task.
#49 What is the reputation of your company’s service in the public marketplace?
We only partner with service providers that have top-notch reputations in our
Response
marketplace.
#50 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
Our service providers can propose different solutions depending on the
Response ,
customer’s needs.
451 Identify the process of receiving a purchase order to the providing of a service
contract.
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Response This is dependent on the service provider used.
List your company’s current capabilities for energy management system
#52 monitoring. Discuss the process involved when resolving a problem associated -
with an HVAC unit or system where an energy management system is installed.
We partner with energy management companies as needed to serve the
Responise customer’s needs. We can work closely with any of the energy management
companies to troubleshoot equipment related issues and resolve them
promptly.
453 List the number of sites at which your company currently monitors Energy
Management Systems (EMS).
Response This is dependent on our EMS partners.
— List your company capabilities regarding system changes and repairs to EMS
systems.
We have relationships with most major EMS contractors and can recommend
Response . .
' the appropriate contractor to make system changes and repairs.
#55 List the reporting capabilities your company has for EMS system parameters.
Response This is provided by the EMS contractors.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Most EMS contractors have this capability.
457 Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?
Response This is provided by the EMS contractors.
#58 Describe your company’s startup and system checkout responsibilities.
Equipment warranty is dependent on factory policy and the specific product
Response involved. Generally review of start-up procedures is required for equipment
warranty validation.
#59 Describe your company’s post-installation and warranty support.
Equipment warranty is dependent on factory policy and the specific product.
Response Generally review of start-up procedures is required for equipment warranty
validation.
#64 Is warranty coverage dependent on using your start-up procedure?
Equipment warranty is dependent on factory policy and specific product.
Response Generally review of start-up procedures is required for equipment warranty
validation.
#65 Who performs your start-up procedure?
This is product-specific. It can be the installing contractor, service company, or
Response o o
commissioning agency.
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (e.g., electrical, sheet metal work, EMS system connection
and programming).
Response We work with our partners to provide the most economical turnkey solutions.
#68 Explain how your company would propose a planned unit replacement program
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including how units would be identified for replacement and how pricing would
be addressed.
Response We have a stocking warehouse to accommodate this approach.
#69 Describe what project scheduling tools your company uses to track projects
during construction.
Response We provide equipment shipping schedules and any updates provided by the
factory to the customer.
#70 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
We work with various professionals, from mechanical contractors to
Response ’ - ’ ; :
engineering firms, to provide the proper selections and design.
471 Describe how your company handles site development and project permitting
processes.
L — We work with various professionals, from mechanical contractors to
engineering firms, to work through the permitting process.
472 Describe you company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.
Response We work with various professionals, from mechanical contractors to
engineering firms, to provide the proper quality control.
473 What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?
We work with various disciplines to ensure cost and energy savings along with
Response
speed of deployment.
#74 Describe your company’s construction management plan.
Response We work with various contractors for field construction management.
#75 What is your standard warranty on installation?
Response Our standard warranty is 12 months.
#76 What is your standard warranty on energy retrofit contracting?
Response Our standard warranty is 12 months.
477 Do you differentiate in your company’s standard warranty if financing is part of
the contract? If so, please describe.
Response Our standard warranty is 12 months.
478 State whether your company provides a quality guarantee on your service. If so,
please describe.
Response Yes, for 12 months.
479 What states would your company not honor pricing on services for this contract,
in the event that this contract is made available to all states?
Response Any sites outside California.

Appendix F — Company Profile — Norman S. Wright Southern California Page 7




P DAIKIN

Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Perry Mechanical Systems, LLC
Name of Person Completing Form: | Ed Majors
General
#1 Company'’s official registered name.
Response Perry Mechanical Systems, LLC.
#2 Brief history of your company, including the year it was established.
Perry Mechanical Systems, LLC, has been selling HVAC equipment since 2001.
We have been the market-share leader for many of the products we’ve sold
during significant portions of that time. Most of our work has been through the
bid process, in which we supply our products to a mechanical or general
contractor for a project. Perry Mechanical Systems, LLC currently has a staff of
five members who are successfully managing and delivering products for our
Response . . ;
regional area with annual revenue for us and our partner vendors in the amount
of approximately $12,000,000 yearly. On September 1, 2014, we added a fifth
person to our team to focus on owners and direct sales to government entities.
This person is aggressively pursuing work under this cooperative agreement in
addition to the other members of our staff, which will enable us to expand our
deliverables through this resource.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 039079822
#4 Corporate office location.
Response 13933 Dasmarinas Drive, Corpus Christi, TX 78418
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
We currently service our region with four equipment sales representatives and
Response o g :
one inside parts and administrative person.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Rio Grande Valley Office at 3319 W Alberta Rd, Edinburg, TX 78539
Jason King, Owner/Rep, 956-227-0799, Jason@perry-mechanical.com
Brennan Vierra, Rep, 956-357-2928, brennan@ perry-mechanical.com
Response | \12in Office at 15217 S Padre Island Drive # 105, Corpus Christi, TX 78418
Steve Martter, Owner/Rep, 361-949-4980, steve@perry-mechanical.com
John Graham, Rep, 361-949-4980, john@perry-mechanical.com
Ed Majors, Parts/Office Manager, 361-949-4980, ed@perry-mechanical.com
#8 Define your standard terms of payment.
Response Net 30 days.
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#12

What is your strategy to increase market share in the public space?

Response

If we are successful in obtaining a TCPN contract, we will have more
opportunities to sell projects direct to public-sector clients. We have several
customers we work with regularly in the public sector and having the
opportunity to sell direct to them via TCPN would enable us to increase the
volume of work we do with them. We will advertise our TCPN affiliation at trade
shows and other events we attend and will notify our customers of our affiliation
when we are speaking with them.

#13

What differentiates your company from your competitors?

Response

We go to market through manufacturer representative firms in lieu of
manufacturer-direct channels. The representative organization offers us the
opportunity to set up more local offices in smaller markets and have more sales
people available to call on remote customers. This is a big advantage in a state
such as Texas where it is difficult to service such a large area from centralized
offices in the big cities.

#15

Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.

Response

We have not been involved in any of the above.

#16

Provide evidence of your company’s ability to continuously lower the customer’s
costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.

Response

We have a wide variety of HVAC products available to us because we go to
market through manufacturer’s representative organizations. With such a
variety, we can offer products that may better suit the customer rather than
trying to meet their needs with a limited product offering from a single
manufacturer, such as our competitors often have to provide.

Products

#17

What is the reputation of your company’s products in the public marketplace?

Response

We have a very good reputation in our marketplace. For our area, we are
generally the market-share leader for many of the products we offer. In addition,
our customers return for our products on a regular basis because of the technical
expertise we can provide them.

#18

Indicate your company’s ability to provide temporary cooling when needed.

Response

We are not a mechanical contractor but do have great relationships with our
customers that have temporary chillers available.

#19

What equipment/system support documents will your company provide?

Response

We provide manuals for warranty information, Installation, operations, and
maintenance. We also provide RPLs for all products.

#20

Identify the process of receiving a purchase order to the ordering of equipment.

Response

For established customers/contractors, after we received a PO via email, we
create a file with a job number and a SOPO (Sales Order/Purchase Order) form.
We use this form to track all the POs that Perry must issue to each of the
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vendors that are supplying equipment on a specific job and quote numbers from
the individual vendors that quoted equipment. Order acknowledgments received
from each vendor are added to the job file. We send and receive all POs and
order acknowledgements via email. The process can take an additional 24-48
hours for new customers seeking credit terms on first-time purchases.
#21 Describe your company’s shipping schedule notification procedures.
Estimated lead times are provided to our customers when products are quoted.
Response Firm ship dates are known once our representative places the order. Our
representatives keep our customers informed if any delays in manufacture
develop.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
Because our representatives live in the territory that we service, all our reps are
Respunss in weekly (if not daily) contact with our customers. We are involved in the design
of a large percentage of our jobs, are familiar with the time constraints, and do
all we can to meet them.
#23 Provide your shipping schedule reporting form. How many times do you update?
Response We obtain updates from suppliers and manufacturers as needed.
#24 How many products do you stock? Where?
Response All products ship directly from our manufacturer’s plant or warehouse.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response 90 percent
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response Yes.
#28 If your product is defective, what is the replacement process and turnaround?
If the product is stocked by the manufacturer, a replacement can arrive in as
Response little as 24 hours. Non-stocked product replacement can vary depending on the
manufacturer’s production schedule.
#29 What is the capability of your company to respond to emergency/rush orders?
If the product is stocked by the manufacturer, replacements can arrive in as little
Response as 24 hours. Non-stocked product availability can vary depending on the
manufacturer’s production schedule.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
We stand behind all the products we represent. If we see an issue arise with a
Response supplier or manufacturer, we have the flexibility to search out and find an
alternative supplier that meets our standards.
#31 Describe your procedures to monitor the quality of your products.
We have close relationships with many, if not all, of the contractors and
Response engineers with which we deal. We receive constant feedback on the products
| wesell.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
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Yes, up to five years on parts with extended labor warranties available through
Response
manufacturers.
#35 What is your standard warranty on replacement parts?
Response One year
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Response This information is tracked by individual manufacturers.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
: Our parts person is available by cell phone at all times. We are not a service
Response
contractor.
#64 Is warranty coverage dependent on using your start-up procedure?
Lennox start-up procedures and registration are done by the installing
Response
contractor.
#65 Who performs your start-up procedure?
Response The installing contractors.
479 What states would your company not honor pricing on services for this contract,
in the event that this contract is made available to all states?
Response We can only sell to our territory in Texas.
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Appendix F — Company Profile

Effective Date: April 30, 2015

Name of Rep Firm: Stebbins-Duffy, Inc.

Name of Person Completing Form: | Emery George

General
#1 Company’s official registered name.
Response Stebbins-Duffy, Inc.
#2 Brief history of your company, including the year it was established.
Response We were established in 1967 by Donald Stebbins and James Duffy.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 05-179-2372
H#a Corporate office location.

Response 10 Technology Drive, Suite 1, Peabody, MA 01960

List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.

We have 10 direct sales employees, four sales support, and three administrative
Response

personnel.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
We have a single office at 10 Technology Drive, Suite 1, Peabody, MA 01960.
Response

Emery George, vice president, 978-532-2880, emerygeorge @stebbinsduffy.com

#8 Define your standard terms of payment.

Response Net 30 days.
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i Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Thermal Environment Sales, Inc.
Name of Person Completing Form: | Erik J. Bruhns
General
#1 Company’s official registered name.
Response Thermal Environment Sales, Inc.
#2 Brief history of your company, including the year it was established.
We were established in 1970 as an independent manufacturers’ representative
Response .
firm.
#4 Corporate office location.
Response 11 Sitterly Road, Clifton Park, NY 12065.
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
Response We have 18 employees (six sales, six service, and six support).
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Response We have only one location.
#8 Define your standard terms of payment.
Response Net 30 days on credit approval.
#12 What is your strategy to increase market share in the public space?
We meet with the customer’s owners and engineers to inform them of products
Response we represent in order to form the basis of a design that meets project
specifications.
#13 What differentiates your company from your competitors?
Response Our service, technical support, and quality.
#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Response Never.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
Resspomse Our basis is quality, not cost. We do reduce costs based on our volume,
efficiency of products, and our support of those products.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Response Superior
#18 Indicate your company’s ability to provide temporary cooling when needed.
Response We have a mobile chiller of 110 tons capacity on site for rent.
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#19 What equipment/system support documents will your company provide?
Response We provide design, engineering, start-up, training, and warranty documents.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
Respanse First we receive the PO, then we prepare a submittal, get a credit approval, get
an engineering approval, and then we release the equipment.
#21 Describe your company’s shipping schedule notification procedures.
Response Lead times are noted with the proposal, at release, and as required by customer.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
Response We update customers weekly and advise of changes.
#23 Provide your shipping schedule reporting form. How many times do you update?
Response We provide weekly updates. ‘
#24 How many products do you stock? Where?
Response We locally stock water-source heat pumps, chillers, and fan coils at our facility.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response 90 percent. .
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response Yes.
#28 If your product is defective, what is the replacement process and turnaround?
Response TES administers all warranty issues locally.
#29 What is the capability of your company to respond to emergency/rush orders?
Response We offer quick shipment on all standard offerings.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Response We provide a one-year warranty on all products, with extension options.
#31 Describe your procedures to monitor the quality of your products.
Response Every unit is checked, tested, and started by TES.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Respnse Yes. We offer two-, three-, four-, and five-year warranties on products and 10-
year warranties on selected products.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
Response NY State Comptroller’s office has a five-year warranty on parts and labor.
#34 What is your standard warranty on Building Automation Controls?
Response One year.
#35 What is your standard warranty on replacement parts?
Response One year.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Response We keep impeccable records on every warranty part.
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Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
Response Our TES service department of six technicians is open 7:30am — 5pm Monday
through Friday. We only perform warranty and start-up service.
#39 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
We refer all other service needs to Tri County Refrigeration Factory, which
Response ;
offers 24/7/365 service.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Response Tri County Refrigeration is a same-day response team.
#a1 Please describe the quality program(s) within your company which measures
your service work.
Response Our partner Tri County Refrigeration Factory Service handles this itself.
442 List your company’s standard scope of work performed for preventative
maintenance visits.
Response Our partner Tri County Refrigeration Factory Service handles this itself.
List the dollar volume your company completes nationally (or regionally if you
#43 . .
responded as such) in HYAC maintenance annually.
Response We have no access to this data for Tri County Refrigeration Factory Service.
#a4q Describe your call center organization.
Response None (see response #47).
#45 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response No.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
Response Our Service Manager Dave Goyette, handles problems of this nature.
List the steps taken from start to finish in receiving a service call through to
#47 completion of repair and invoicing. Include time frames associated with each
step.
Response We only perform warranty and start-up service.
448 What technology such as GPS tracking does your company use to track
completion of repairs?
Response We do not track our employees because we trust them.
#49 What is the reputation of your company’s service in the public marketplace?
Response Superior.
450 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
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Response We refer preventative maintenance contracts to Tri County Refrigeration.

451 Identify the process of receiving a purchase order to the providing of a service
contract.
Response We refer contract work to Tri County Refrigeration.

State whether your company provides a quality guarantee on your service. If so,

479 please describe.

Response We provide a 100 percent satisfaction guarantee.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Thermal Mechanics, Inc.
Name of Person Completing Form: | Wes Hueseman
General
#1 Company’s official registered name.
Response Thermal Mechanics, Inc. (TMI)
#2 Brief history of your company, including the year it was established.
Since 1966, TMI Corporation has worked to build valued partnerships
focused on providing engineered HVAC solutions. TMI provides equipment,
Response . . . . . -
control, engineering, and service solutions to the architect, consulting
engineer, mechanical contractor, and owner community.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 114210362
#4 Corporate office location.
Response 715 Goddard Ave. Chesterfield, MO 63005
List number of employees either nationally or regionally (if your response is not
#5 all states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
Sales =25
Sales & Engineering Support =11
Response Service Techs =14
Administration = 11
Temperature Controls = 16 ,
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each
location with title, address, phone and e-mail address.
TMI - St. Louis:
715 Goddard Ave.,
Chesterfield, MO 63005
636-532-1110
Response TMI — Kansas City:
204 NW Platte Valley Drive
Riverside, MO 64150
816-298-6281
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
We are committed to being a resource for the most efficient and cost-
Response effective solutions, supported by the latest industry technology and designed
to exceed our customers’ expectations.
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#13 What differentiates your company from your competitors?
At Thermal Mechanics we have more than 80 of the most experienced,
talented, and dedicated employees in their respective fields. Thermal
Mechanics provides quality service delivered by our factory trained and
certified technicians, who can service every piece of mechanical equipment
and integrated building controls. We are one of the most experienced and
talented union service teams in our region with 15 service technicians. We
Response offer temperature-control solutions with protocols configured for either
standalone operation or incorporation into independent building automation
systems. Our advanced systems monitor comfort conditions and enable
interoperability between building automation and control systems including
fire and smoke, hazardous and chemical detection, security, lighting, and
HVAC. We feature open architecture “BACnet” systems, a worldwide (ANSI)
standard for system communications in building automation.
#15 Provide information regarding whether your firm, either presently or in the
past, has been involved in any litigation, bankruptcy, or reorganization.
Response None.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Thermal Mechanics, Inc., has built valued partnerships with global HVAC
manufacturers, architects, consulting and industry engineers, general and
Response mechanical contractors, and building owners while delivering engineered HVAC
solutions. We are committed to being a resource for the most efficient and cost-
effective solutions supported by the latest industry technology.
#18 Indicate your company’s ability to provide temporary cooling when needed.
Response We would procure rental HVAC equipment.
#19 What equipment/system support documents will your company provide?
Response Submittals, IOMs, Warranty Docs, and other documents on request.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
We provide submittal documents as needed for approval, review approved
Response submittals and make changes as needed, submit the order to the factory, and
finally obtain an order acknowledgement and shipping status from the factory.
#21 Describe your company’s shipping schedule notification procedures.
Shipping is handled via emails and phone calls once TMI receives the data from a
Response .
given factory.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays? :
Shipping delays are handled via emails and phone calls once TMI receives the
Response ;
data from a given factory.
#23 Provide your shipping schedule reporting form. How many times do you update?
We provide shipping schedule reports as often as information changes and as
Response
often as requested.
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#24 How many products do you stock? Where?
Daikin VRV, Mini Splits at TMI —St. Louis. WSHPs, PTACs, Rooftop Units — Daikin
Response .
Factories.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response TMI is the Daikin Applied distributor/representative, not the manufacturer.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response No.
#29 What is the capability of your company to respond to emergency/rush orders?
o— Our response can be immediate but procurement of product is manufacturer
and product-type dependent.
#31 Describe your procedures to monitor the quality of your products.
Our start-up, first-year service, and commissioning capabilities serve as our
Response ,
quality control procedure.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Yes. The standard parts warranty for Daikin VRV is 10 Years. All other product
Response . . ;
lines have extended warranties available on request.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
Response Blessing Hospital (Quincy, IL) — Daikin VRV five-year labor warranty.
#34 What is your standard warranty on Building Automation Controls?
Response One year
#35 What is your standard warranty on replacement parts?
Response One year on OEM replaced parts '
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
The manufacturer tracks warranty via warranty claims on unit-specific model
Response .
and serial numbers.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
At Thermal Mechanics, our service team provides 24/7 service and technical
support delivered by our factory trained and certified service technicians who
can service any piece of mechanical equipment and integrated building control
system. We have one of the most experienced and talented union service
Response teams in our region with 12-15 HVAC service technicians. We place optimum
value on the customer’s complete satisfaction and also offer continuing end-
user training to all of our customers. Along with HVAC building-control
diagnosis and repair, we also provide building controls monitoring at hundreds
of facilities across Missouri and lllinois. Our service department is available
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24/7 to support the life of a building.
Hours of Operation:
Mon — Fri 7:00 A.M. — 4:00 P.M.
Service —636-777-7753
Parts — 636-777-7747
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
TMI maintains a 24/7 emergency pager with a senior technician on call. Calls
Response are typically returned within 30 minutes. Each emergency is handled on a case-
by-case basis.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Same as #39 above. In addition, TMI has 14 service technicians, which affords
Response . .
us scheduling flexibility.
441 Please describe the quality program(s) within your company which measures
your service work.
Response We use customer feedback and satisfaction surveys completed by end users.
442 List your company’s standard scope of work performed for preventative
maintenance visits.
Respomse Typical.ly they include filter changes, refrigerant pressure checks, and
operational tests. .
443 List the dollar volume your company completes nationally (or regionally if you
responded as such) in HVAC maintenance annually.
Response $200,000.
#44 Describe your call center organization.
We maintain a call center with four customer-service representatives during
Response .
normal business hours.
#45 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response Yes, and we are available 24/7.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
After-hours service calls are handled by TMI on-call technicians. If needed, the
Response .. . .
on-call technician escalates the issue to our service manager.
List the steps taken from start to finish in receiving a service call through to
#47 completion of repair and invoicing. Include time frames associated with each
step.
After a call is received by the TMI service call center, we qualify the service call
Response and assign the call to a TMI technician. After the technician makes repairs, we
process the invoice.
448 What technology such as GPS tracking does your company use to track
completion of repairs?
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Response TechTool by Timberline Software
#49 What is the reputation of your company’s service in the public marketplace?
Response Excellent.
450 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
Response Quarterly.
451 Identify the process of receiving a purchase order to the providing of a service
contract.
A TMI service contract is proposed on TMI letterhead followed up by TMI
Response
aftermarket sales.
List your company’s current capabilities for energy management system
#52 monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.
Response TMI has three staff members who monitor HVAC equipment and controls sites.
453 List the number of sites your company currently monitors Energy Management
Systems (EMS).
Response 113
454 List your company capabilities regarding system changes and repairs to EMS
systems.
Response TMI has 14 service technicians and six control technicians.
#55 List the reporting capabilities your company has for EMS system parameters.
Response All BMS/EMS system we represent offer full reporting capabilities.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Yes.
457 Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?
We remotely access the system to diagnose the problem and then dispatch
Response : s . '
field technicians accordingly.
#58 Describe your company’s startup and system checkout responsibilities.
These activities include refrigerant charge check, electrical checks, and full
Response .
mechanical checks (except test and balance).
#59 Describe your company’s post-installation and warranty support.
TMI has 14 service technicians to provide first-year (post-installation) warranty
Response
support.
#60 Describe your company’s steps for system analysis.
Identify the problem, diagnose remotely if possible, then fix the problem and
Response L ;
invoice upon completion.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
Response We use 24-hour tape backup and maintain full redundancy on all hard drives.
#62 What does your company do to ensure bills are received from service centers
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within a reasonable time frame and issued to government entities for payment?
Response TechTool is tied to Timberline invoicing software.
463 Explain how your company qualifies/certifies its service centers and what types
of checks are performed to ensure standards are upheld.
. Response Monthly training (i.e., OSHA).
#64 Is warranty coverage dependent on using your start-up procedure?
Response No.
#65 Who performs your start-up procedure?
 These are handled by TMI service fitters or Daikin Applied factory service
Response . .
technicians.
#66 List the total dollar volume your company completes in HVAC retrofits annually.
Response $2,000,000
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
Response Mechanical, electrical, controls/EMS, and sheet-metal work.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
Besspos: Identify the usgf_ul life of the equipment and provide a “repair vs. replace”
analysis and pricing report.
469 Describe what project scheduling tools your company uses to track projects
during construction.
Response TechTool software by Timberline.
470 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
Equipment selections are handled by TMI’s in-house engineering and
Response .
equipment sales department.
471 Describe how your company handles site development and project permitting
processes.
Response Our in-house construction and estimating group handles these activities.
472 Describe you company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.
Response TMI’s engineering staff and service startup technicians do QC during start-up.
473 What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?
TMI would work with the owner to provide the best value and a payback
Response .
solution.
#75 What is your standard warranty on installation?
Response One year
#76 What is your standard warranty on energy retrofit contracting?
Response One year
#77 Do you differentiate in your company’s standard warranty if financing is part of
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the contract? If so, please describe.

Response No.

State whether your company provides a quality guarantee on your service. If so,

18 please describe.

Response Our service work is guaranteed for customer satisfaction.

What states would your company not honor pricing on services for this contract,

#79
in the event that this contract is made available to all states?

TMI offers service only within a 500-mile radius of St. Louis, MO, and Kansas

Response City, MO.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Thermosystems, Inc.
Name of Person Completing Form: | John Dolan
General
#1 Company’s official registered name.
Response Thermosystems, Inc.
#2 Brief history of your company, including the year it was established.
Thermosystems was founded in 2000. We added a Peoria office in 2005. We
Response . ;
moved to our current location in ElImhurst in 2012.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 171243376
#4 Corporate office location.
Response 960 Industrial Drive, Unit 1, Elmhurst, IL 60126
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
— Our employees consist of 18 direct sales, 10 sales support, five service
technicians, and six engineering and administrative personnel.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Elmhurst Location:
960 Industrial Drive, EImhurst, IL 60126
Contact: John Dolan, president,
jdolan@thermohvac.com, 630-433-4200 -
Response
Peoria Location:
2000 West Pioneer Parkway, Suite 12, Peoria, IL 61615
Contact: George Rawson, sales engineer
grawson@thermohvac.com, 309-698-0900
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
Thermosystems is committed to providing custom-engineered, energy efficient
HVAC systems solutions. We have licensed professional engineers and LEED-
Response accredited professionals on staff. We offer everything from equipment to full
turnkey solutions. We also have in-house parts and factory trained service
support for all our products.
#13 What differentiates your company from your competitors?
We are locally owned and operated and our staff is committed to complete
Response : .
customer satisfaction.
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#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Response None.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
We have done multiple chiller replacements where we lowered our customers’
operating costs. We strive to provide the lowest lifecycle-cost product. We
provide energy analysis and utility rebate support. We have helped multiple
Response customers achieve EPA Energy Star and LEED certification. Examples of recent
chiller installations are Illinois Masonic Medical Center, Harper College, Elgin
Community College, North Central University, Chicago Public Schools (multiple
sites), Homewood Flossmoor High School, and Lyons Township High School
(multiple sites)
Products
#17 What is the reputation of your company’s products in the public marketplace?
R We are a leading provider of HVAC products, services, and solutions in the
Chicagoland, Central lllinois, and Northwest Indiana markets.
#18 Indicate your company’s ability to provide temporary cooling when needed.
Response We have Daikin Applied and Multistack chillers available for rent.
#19 What equipment/system support documents will your company provide?
We can provide drawings and specifications, as well as installation and operation
Response ,
manuals.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
Once a purchase order is received we will provide product submittals and
Response drawings, order the equipment, and then provide start-up commiésioning,
service, owner training, and installation and operation manuals.
#21 Describe your company’s shipping schedule notification procedures.
We email order acknowledgements with ship dates typically within one week of
Response .
release for production.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
If a shipment is delayed, we immediately notify the customer via email or phone,
Response ; - . Lo .
work to expedite the shipment, and explore expedited shipping options.
#23 Provide your shipping schedule reporting form. How many times do you update?
Response We update weekly.
#24 How many products do you stock? Where?
Response We have $1 million of inventory at our facility in ElImhurst, lllinois.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response Yes.
#28 If your product is defective, what is the replacement process and turnaround?
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Depending on the warranty purchased, a replacement part is provided (or
Respanise provided and installed). Parts are stocked locally, or available by shipment to
site. Typical turn around range is one to three days (for replacement parts) to
one to two weeks for non-stock installed parts.
#29 What is the capability of your company to respond to emergency/rush orders?
Response We have 24/7 call service for parts and service.
430 State whether your company provides a quality guarantee on your products. If so,
please describe.
Response All parts warranties are per the applicable manufacturer (typically one year).
#31 Describe your procedures to monitor the quality of your products.
We monitor all warranty and service calls for repeat failures due to
Response .
manufacturing defects.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Yes. Our standard warranty is typically one year. We can provide extended parts
Response :
and labor warranties for up to 10 years.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
We provided five-year parts, labor, and maintenance warranties for multiple
Response . e ol
schools in Plainfield School District.
#34 What is your standard warranty on Building Automation Controls?
Response One year from start-up.
#35 What is your standard warranty on replacement parts?.
Response 90 days.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
We track and update warranties, warranty periods, and equipment lists by
Response .
product serial number and order number.
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
Our regular hours are 7:00 AM until 5:00 PM. We provide after-hours
Response emergency numbers to our customers. Our service center is based in Elmhurst
at our main location, with four technicians. It is owned by Thermosystems.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
We use an after-hours emergency number. Response time is 60 minutes or
Response
less.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Response We have in-house service, stock critical parts, and offer engineering and

Appendix F — Company Profile - Thermosystems Page 3




P DAIKIN

commissioning support. If a technician is not able to resolve a problem, it is
elevated to the sales engineer and service manager. If they cannot resolve the
problem, it is elevated to a corporate officer and the manufacturer. We are
committed to diagnosing and resolving problems as quickly as possible.

#41

Please describe the quality program(s) within your company which measures
your service work.

Response

All project service reports are reviewed by the service manager and sales team.
They will contact the customer with status of any issues and resolution.

#42

List your company’s standard scope of work performed for preventative
maintenance visits.

Response

We perform all OEM manufacturer-recommended service and maintenance.
We also provide training or make recommendations to maintain peak
performance of the systems.

#43

List the dollar volume your company completes nationally (or regionally if you
responded as such) in HVAC maintenance annually.

Response

$500,000

#46

Describe how service call problems get escalated in emergency situations during
and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?

Response

Our parts and service numbers are answered after hours 24/7. We have in-
house service, stock critical parts, and provide engineering and commissioning
support. If a technician is not able to resolve a problem, it is elevated to the
sales engineer and service manager. If they cannot resolve the problem, it is
elevated to a corporate officer and the manufacturer. We are committed to
diagnosing and resolving the problems as quickly as possible.

#47

List the steps taken from start to finish in receiving a service call through to
completion of repair and invoicing. Include time frames associated with each
step.

Response

We dispatch a technician to the site. The technician sends a service report to
dispatch when leaving the site. When the job is complete, the dispatcher sends
an invoice at the end of that day.

#49

What is the reputation of your company’s service in the public marketplace?

Response

Excellent.

#50

How does your company spread the cost of a Preventative Maintenance contract
over the entire year?

Response

Contracts are typically billed annually or quarterly. We perform work within
end-user requirements and manufacturer recommendations.

#51

Identify the process of receiving a purchase order to the providing of a service
contract.

Response

We enter the project into our accounting and dispatching software and then
schedule a technician per intervals set forth in the contract and according to
the end-user’s scheduling requirements.

#52

List your company’s current capabilities for energy management system
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monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.
Our technicians are factory trained and carry notebook computers with
o appropriate diagnostic software. The sales engineer and technician coordinates
with the EMS vendor and owner or end user. If a problem is still unresolved we
will contact manufacturer technical support.
454 List your company capabilities regarding system changes and repairs to EMS
systems.
Response We would subcontract to an appropriate vendor.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Yes.
457 Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?
If the HVAC technician and EMS technician cannot resolve an issue, it is
Response escalated to the service manager and sales engineer. If they cannot resolve the
issue, it is escalated to manufacturer technical support.
#58 Describe your company’s startup and system checkout responsibilities.
— We provide complete system start-up, and file any start-up reports and
warranty registrations. We provide owner training as required.
#59 Describe your company’s post-installation and warranty support.
Our aftermarket division has a dedicated process for providing replacement
Response parts as required. We return defective parts to the vendor. We can also
provide diagnostic services and labor to replace defective components.
#60 Describe your company’s steps for system analysis.
We have factory trained engineering support that follows manufacturer-
Response . :
recommended diagnostic procedures.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
Hespbinse We use customer relationship management software to log and track service
and parts requests, quotations, inventory, fulfillment, and invoicing.
462 What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?
We use paper mail, email, or fax as the customer requires. We can also provide
Response G s : :
custom-formatted invoices if required.
#64 Is warranty coverage dependent on using your start-up procedure?
Response This depends on the product and manufacturer requirements.
#65 Who performs your start-up procedure?
Response Our in-house service, factory service, or a properly trained HVAC technician.
#66 List the total dollar volume your company completes in HVAC retrofits annually.
Response S15 million.
#67 List the other functions your company can provide regarding unit replacement to
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offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
We offer HVAC equipment, installation, pipework, construction management,
Response .
subcontracted sheet-metal, electrical, and general work.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
We conduct a site survey to review the condition of existing units, after which
we review, prioritize, and make recommendations for replacement. We make
Response an energy and lifecycle analysis if applicable. We file for utility rebates or
incentive (if applicable). Finally, we perform replacement (turnkey or product
only) per agreed-on schedule and pricing.
#69 Describe what project scheduling tools your company uses to track projects
during construction.
A combination of CRM and project management software with a dedicated
Response ;
project manager.
470 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
Our project recommendations are based on first or life cycle cost (including
Response e 5
any utility incentives).
471 Describe how your company handles site development and project permitting
processes.
Response We attain and file all necessary permits.
472 Describe your company’s design-build quality control guidelines for design,
construction and review on a turnkey or energy retrofit contract project.
We do turnkey replacements (no performance contracts). We assign a project
Response manager to each project. The manager reviews project status weekly with
management and accounting.
473 What is your company’s design approach and philosophy for a turnkey or energy
retrofit contract project?
Respanss Our goal is to provide the most cost-effective, energy efficient solutions to
meet the customer’s requirements.
#74 Describe your company’s construction management plan.
Response We assign a project manager to each project. The manager reviews job status
weekly with management and accounting.
#75 What is your standard warranty on installation?
Response One year parts and labor.
#76 What is your standard warranty on energy retrofit contracting?
Response One year parts and labor.
477 Do you differentiate in your company’s standard warranty if financing is part of
the contract? If so, please describe.
Response No.
#79 What states would your company not honor pricing on services for this contract,
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in the event that this contract is made available to all states?

Response Our market territory is Illinois and Northwest Indiana.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: T.P. Woodside, Inc.
Name of Person Completing Form: Eric Achman
General
#1 Company’s official registered name.
Response T. P. Woodside, Inc.
#2 Brief history of your company, including the year it was established.
Response We have been an HVAC manufacturers’ representative since 1976.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 08-033-0871
#4 Corporate office location.
Response 60 Lawrence Bell Drive, Williamsville, NY 14221
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
Response 32
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Response See response #4 above.
#8 Define your standard terms of payment.
Response Net 30 days.
#12 What is your strategy to increase market share in the public space?
To provide solutions to the public market’s HVAC needs in a cost-effective
Response
manner.
#13 What differentiates your company from your competitors?
Response The products we represent and our team’s technical knowledge
#15 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
Response Our company has not been involved in any of these situations.
Provide evidence of your company’s ability to continuously lower the customer’s
#16 costs. Provide examples of any documented cost reduction results that your
company has engaged in with your customers.
We have completed numerous design/build projects in the industrial market, for
Response . g
which our customers have received rebates.
Products
#17 What is the reputation of your company’s products in the public marketplace?
Response Excellent.
#18 Indicate your company’s ability to provide temporary cooling when needed.
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Response We would outsource such requests.
#19 What equipment/system support documents will your company provide?
We provide all the related installation and operating manuals and technical
Response ..
hands-on training.
#20 Identify the process of receiving a purchase order to the ordering of equipment.
We receive a PO and generate a submittal package. After approval, we place and
Response
then track the order.
#21 Describe your company’s shipping schedule notification procedures.
The manufacturer provides 48 hours’ notice. Our office updates the schedule to
Response
the customer as we get updates from the manufacturer.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
We advise the customer and work with the manufacturer to get the project back
Response
on track.
#23 Provide your shipping schedule reporting form. How many times do you update?
We don’t use a form. We update scheduling information as often as the
Response .
manufacturer updates its schedule.
427 Are all HVAC units UL listed and in compliance with all applicable codes in all
states?
Response Yes.
#28 If your product is defective, what is the replacement process and turnaround?
Response Our service team replaces the part when we receive it from the manufacturer.
#29 What is the capability of your company to respond to emergency/rush orders?
Response Very good.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes, as an option, with warranty lengths of up to five years.
433 Please give examples of state and local agencies where your company has
extended labor warranties. Include length of these warranties.
Various universities and government office buildings have been given a two-year
Response
parts warranty.
#34 What is your standard warranty on Building Automation Controls?
Response One year, parts and labor '
#35 What is your standard warranty on replacement parts?
Response One year
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Our service department handles these problems. We check the warranty and
Response provide coverage according to the warranty. We work with the factory to replace
needed equipment.
Services
438 Describe your company’s Customer Service Department (hours of operation,
number of service centers, parts outlets, number of technicians, etc.) Clarify if
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the service centers are owned by your company of if they are a network of
subcontractors.
We have seven service technicians and two parts personnel. Our normal hours
Response are Monday through Friday, 7:30 to 5:00 local time. We have a 24/7
emergency telephone line.
439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
Response We offer 24/7 emergency service, typically within four hours.
#40 Discuss your organization’s capability and historical flexibility in completing
timely service calls and problem resolution.
Response We have very good response time and the flexibility to respond to issues.
#a1 Please describe the quality program(s) within your company which measures
your service work.
Response We rely on customer feedback after resolution of problems.
442 List your company’s standard scope of work performed for preventative
maintenance visits.
This is dependent on the manufacturer’s recommendation and the customer’s
Response
needs.
#44 Describe your call center organization.
We have a technician on call backed up by a service manager and then the
Response
owner of the company.
445 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response Yes.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
Response See response #44 above.
List the steps taken from start to finish in receiving a service call through to
#47 completion of repair and invoicing. Include time frames associated with each
step.
First, we dispatch a technician who diagnoses the problem, orders or picks up
Response parts, replaces parts as needed, and tests the repair. We invoice the following
' Monday.
448 What technology such as GPS tracking does your company use to track
completion of repairs?
Response None.
#49 What is the reputation of your company’s service in the public marketplace?
Response Excellent.
450 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
Response This varies by customer at their request.
#51 Identify the process of receiving a purchase order to the providing of a service
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contract.
Response After a PO is received we schedule the preventive maintenance call.
List your company’s current capabilities for energy management system
#52 monitoring. Discuss the process involved when resolving a problem associated
with an HVAC unit or system where an energy management system is installed.
We can monitor EMS systems. If it is not our EMS system, we would need to
Response work with the appropriate other companies to gain access to the other
company’s EMS system.
453 List the number of sites your company currently monitors Energy Management
Systems (EMS).
Response We monitor none but can service and repair such systems.
454 List your company capabilities regarding system changes and repairs to EMS
systems.
Response Our capabilities are excellent on EMS systems we sell.
#55 List the reporting capabilities your company has for EMS system parameters.
Response We use Trendlog reports.
456 Does your company maintain and repair/replace EMS in-house (self-perform)
including monitoring, alarm resolution, repairs and adjustments?
Response Yes, if it is an EMS system we sell.
457 Describe your process for trouble shooting a problem (HVAC, lighting, etc.) at a
site with an EMS system. How does repair get escalated for service?
Response We typically work only on our own EMS systems.
#58 Describe your company’s start-up and system checkout responsibilities.
: We prepare the equipment for start-up, then perform the start-up and fill out
Response
reports that we send to the manufacturers.
#59 Describe your company’s post-installation and warranty support.
Response Typically the contractor will provide the labor. If they need help we offer
phone support and site support.
#60 Describe your company’s steps for system analysis.
We gain an understanding of the problem from the unit’s owner, troubleshoot
Response . . .
the unit, then repair and test the unit.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee that customers receive consistent service
support, HVAC responsibility verification, and management reporting?
All our technicians have tablets and all our forms are electronic. Technicians
Response email completed forms to our office, which sends our reports to the
customers.
462 What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?
Response We invoice the following week after service is completed.
463 Explain how your company qualifies/certifies its service centers and what types
of checks are performed to ensure standards are upheld.
Response All our technicians are factory trained and certified.
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#64 Is warranty coverage dependent on using your start-up procedure?
Response Yes.
#65 Who performs your start-up procedure?
Response Our technicians perform all start-up procedures.
List the other functions your company can provide regarding unit replacement to
#67 offer a turnkey project (ex. electrical, sheet metal work, EMS system connection
and programming, etc.)
Response We would outsource all such functions.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed.
We would first discuss their needs with the customer, then put a plan together
Response . .
based on that discussion to meet those needs.
470 How does your company make the proper equipment selection on a turnkey or
energy retrofit contract project?
Response All our sales personnel have engineering degrees.
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Appendix F — Company Profile
Effective Date: April 30, 2015
Name of Rep Firm: Tristate HVAC Equipment, LLP
Name of Person Completing Form: | Bill Harte
General
#1 Company’s official registered name.
Response Tristate HVAC Equipment, LLP
#2 Brief history of your company, including the year it was established.
Response We were established in 1998.
#3 Company’s Dun & Bradstreet (D&B) number.
Response 188952113
#4 Corporate office location.
Response Union Hill Industrial Park, One Resource Drive, West Conshohocken, PA 19428
List number of employees either nationally or regionally (if your response is not all
#5 states) with breakdown of direct sales, sales support, service technicians,
engineering support and administration.
We have 81 total employees: 23 in sales, 11 in sales support, 19 service
Response .. . . -
technicians, and 17 in administration.
List the number and location of offices, or service centers for all states being
#6 offered in solicitation. Additionally, list the names of key contacts at each location
with title, address, phone and e-mail address.
Main office — West Conshohocken, PA — contains sales, service and parts
Contact — Anthony Greener 610-825-4770
3115 Bear Creek Blvd
Bear Creek Township, PA 28702
570-824-7738
Contact — Joe Mayo
Response 2811 E. Prospect Road
York, PA 17402
717-755-0553
Contact — Bengt Dalemar
613 Main Street
Riverton, NJ 08077
856-663-7600
Contact —James Boyce
#8 Define your standard terms of payment.
Response Net 30 days.
415 Provide information regarding whether your firm, either presently or in the past,
has been involved in any litigation, bankruptcy, or reorganization.
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| Response | Litigation regarding a former employee in 2005
Products
#17 What is the reputation of your company’s products in the public marketplace?
Response Excellent
#19 What equipment/system support documents will your company provide?
Response We provide installation, wiring, and operations manuals.
#20 Identify the process of receiving a purchase order to the ordering of equment
When an order is received, our credit department reviews it. Once the order is
Response ] .
approved by our credit department, we order the equipment.
#21 Describe your company’s shipping schedule notification procedures.
Respianse We notify the customer of shipping when the equipment is received from the
factory.
422 Describe how your company deals with shipping delays. How do you notify your
customer of delays?
S— We notify the customer of shlppmg when the equipment is received from the
factory.
#25 What is your percentage of on-time delivery at each manufacturing plant?
Response 90 percent
#28 If your product is defective, what is the replacement process and turnaround?
Response The process depends on the part and factory involved.
#29 What is the capability of your company to respond to emergency/rush orders?
Response We are able to respond to rush orders.
#32 Do you offer extended parts and labor warranties? If yes, state length of warranty.
Response Yes.
#34 What is your standard warranty on Building Automatijon Controls?
Response One year parts and labor
#35 What is your standard warranty on replacement parts?
Resporise One-year warranty on any parts purchased with an approved RMA. Warranty
approval is always subject to factory evaluation.
436 How does your company track warranties and update equipment lists/warranty
periods as units or components are replaced?
Response Via an internal system
Services
Describe your company’s Customer Service Department (hours of operation,
438 number of service centers, parts outlets, number of technicians, etc.) Clarify if
the service centers are owned by your company of if they are a network of
subcontractors.
Hours 8:30AM — 5:30PM Eastern time
Response Two parts outlet.s_
19 service technicians
Service center owned by company
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439 Describe how your company handles after-hours customer service needs.
Indicate your average response time to emergency service calls.
Response Answering service — page technician on call to answer
#44 Describe your call center organization.
We maintain three administrators, one coordinator, one quality assurance
Response . . 5
person, three area coordinators, and 19 service technicians.
#45 Does your company offer a dedicated, 800 number for all locations to place
phone and fax orders? Is the call center available 24 hours/7 days week?
Response Yes to both questions.
Describe how service call problems get escalated in emergency situations during
#46 and after hours. Who would be responsible in your company for assessing the
appropriate course of action to remedy the problem?
Response Technician on call
List the steps taken from start to finish in receiving a service call through to
#47 completion of repair and invoicing. Include time frames associated with each
step. '
A technician handles the work order. After service completion, we invoice the
Response .
job.
448 What technology such as GPS tracking does your company use to track
completion of repairs?
Response We use an internal software system.
#49 What is the reputation of your company’s service in the public marketplace?
Response Excellent.
#50 How does your company spread the cost of a Preventative Maintenance contract
over the entire year?
Response Yes.
#58 Describe your company’s startup and system checkout responsibilities.
Hesprnse The customer performs pre-start procedures, and our technician performs
start-up and checkout procedures as determined at sale of equipment.
#59 Describe your company’s post-installation and warranty support.
We employ a Quality Assurance Coordinator, whose responsibilities are to:
= |nvestigate field HVAC equipment, chillers, roof top units, air handling and heat
recovery units, unit ventilators and VAV boxes problems; and to coordinate with
the equipment manufacturer and customers.
m  |nteract with customers to find the best way to solve their problems.
= |dentify warranty issues and report back to the manufacturer.
= Coordinate with the equipment manufacturer’s technical response center
Response :
personnel to resolve any field problems.
m  Coordinate with the service technicians to make sure that start-up issues are
resolved with the manufacturer’s technical response center.
= Review, consult, coordinate, and approve customer back charges; resolve missing
items on orders and warranties; check test and start-up procedures with
salesmen; and coordinate and request approvals from upper management.
= |nteract with the manufacturers’ warranty services to resolve any outstanding
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ISsues.
m  Coordinate with the manufacturers to be sure that all the field Quality Assurance
programs are followed and completed.
Discuss your company’s current computer systems architecture. How does your
#61 company’s computer system guarantee customers that receive consistent service
support, HVAC responsibility verification, and management reporting?
Response Yes.
462 What does your company do to ensure bills are received from service centers
within a reasonable time frame and issued to government entities for payment?
Response We use an internal tracking system.
463 Explain how your company qualifies/certifies its service centers and what types
of checks are performed to ensure standards are upheld.
Response Technician training
#64 Is warranty coverage dependent on using your start-up procedure?
Response Yes.
#65 Who performs your start-up procedure?
Response Usually, start-up procedures are performed by our trained service technicians.
Explain how your company would propose a planned unit replacement program
#68 including how units would be identified for replacement and how pricing would
be addressed. :
Response Via our customer relationships
471 Describe how your company handles site development and project permitting
processes.
Response These are handled on a case-by-case basis
#75 What is your standard warranty on installation?
Response One-year warranty
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In all of us a Green Heart

Together we can make a difference

Daikin Applied is committed to protecting the health and safety of our employees, customers, and the public; and applying
environmentally responsible practices in all aspects of our business operations. Conducting business in a way that
provides for the health and safety of our employees and the conservation of our natural environment is a core value.

Daikin Applied is committed to continuous improvement of our environmental, health and safety management systems. We
will accomplish this by:

Conducting operations in compliance with all applicable laws, regulations, and other requirements.
Committing to a proactive approach towards ensuring the health and safety of all employees.

Taking actions to prevent pollution, reduce waste and conserve our natural resources with the future of the Earth
in mind.

Measuring and monitoring our progress towards minimizing our environmental impact and creating a healthy
and safe workplace.

Continually striving for excellence in all aspects of environmental, health, and safety management systems.

(Environmental, Health & Safety Policy)

Daikin Applied’s 2015 Environmental Initiatives:

Reduce Green House Gas Emissions (energy intensity) by 10% from 2010 levels.

o A 12% reduction has been realized through 2014. 10,000 less kilograms of Green House Gas
generated per $M produced.

Reduce Water Usage intensity by 10% from 2010 levels.

o A 44% reduction has been realized through 2014. 50,000 less gallons of water used per
MS produced.

Reduce Chemical Emissions by 10% from 2010 levels.
o A 32% reduction has been released through 2014.
Reduce Total Waste (Landfill + Recycling) intensity by 10% from 2010 levels.

o A 4% reduction has been realized through 2014. 2,300 less kilograms of waste generated per
MS$ produced.

Environmental Recognition:

LEED Gold — Plymouth ADC

LEED Silver — Staunton Engineering Renovation

Xcel Energy Efficiency Partner — Plymouth

EPA Energy Star Building — Dayton — 2011 & 2012

Daikin Rebel product is the first commercial AC to meet DOE Efficiency Challenge

DOE Better Buildings, Better Plants Partner — a commitment to reduce energy 1nten51ty by 25% over 10
years. Have achieved a 12.66% reduction since 2010.

Facilities ISO14001 Certified:
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Faribault, Mn - 2010

Owatonna, Mn - 2010

Dayton, Oh - 2010

Staunton, Va - 2012

San Luis Potosi, Mexico — planned for 2016
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Daikin Applied -World Headquarters
13600 Industrial Park Blvd.
1S014001:2004 Minneapolis, MN 55441

Revision: 2015-04 EMS 551516
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Appendix G — Value Add

Effective Date: April 30, 2015

Name of Rep Firm: | Daikin Applied

Executive Summary

#1 Describe the product(s) and services(s) in an outline format.
Response Modular Central Plant
#2 Describe the value to participating agencies. -

Combines a chiller and/or boiler, cooling tower, pumps and interconnecting condenser

R . ;
R PAIAT: water piping in a pre-engineered and pre-assembled module.

#3 Describe the anticipated value to TCPN.

Combines a chiller and/or boiler, cooling tower, pumps and interconnecting condenser

Respanse water piping in a pre-engineered and pre-assembled module.
44 Describe how your company would market these products and services through this
contract.
T— This product will me marketed throught is contract as outlied in Daikin Applied’s
response to Question 84 in Daikin Applied’s Company Profile.
. Provide an anticipated size of the market for these products and services in the public

arena.

Response ~$20M

Detail Description

#6 Where is the product manufactured?
Response Minnesota
#7 Are any certifications of the product provided?
Response ETL-certified
#8 Where is the service performed?
Response N/A
#9 Who performs the service and what is their expertise?
Response N/A
#10 Is this a proprietary product and, if not, who is your competition?
Response Yes.
#11 Please provide references:
Response See References tab
#12 Please provide case studies:
Response See Miscellaneous tab
#13 Provide any pricing that is different from the pricing in Appendix C in this solicitation.
Response See Pricing tab
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Modular Central Plant
75 to 750 tons for single package
Up to 3,750 total tons




The Daikin Modular Central Plant (MCP) combines a chiller and/or
boiler, cooling tower, pumps and interconnecting condenser water
piping in a pre-engineered and pre-assembled module.

Daikin Advantages

Quality - The MCP factory fabrication and assembly provides quality
that exceeds outside field practices. Galvanized finish on all structural
steel and condenser water piping is standard.

Efficiency —The Daikin chillers used in the MCP are industry leaders
in efficiency. In addition, the MCP comes standard with cooling tower
VFDs for enhanced part load performance.

Simplicity — Single source OEM supplier.

Reliability — ETL inspected and certified.

Where the MCP Shines

e Fast track projects with critical deadlines and tight
construction schedules.

e Limited space facilities where you don't want to
sacrifice interior space to house a central chiller plant
or a boiler room.

e Cost conscious projects because the MCP has a lower
cost per ton than a brick-and-mortar central plant.

e High growth buildings or businesses with a strong
likelihood of expansion. The modular design of the
Modular Central Plant allows plants up to 3,750 tons
with standard catalog product and virtually limitless
with customized product.

Hospitality Healthcare



Standard Features and Options

11 Daikin chiller, 100 to 1,000 tons per module
2] Cooling tower with VFD
3] Redundant cooling tower (optional)

4] Schedule 40 steel condenser piping, hot dipped
galvanized finish

5] Electrical distribution panel, single point power per module
6] Enclosure HVAC
71 MCP controls

8] Schedule 40 steel system piping welded with mechanical
coupling connections

9] Motor roll-up access door
10] Fully welded steel structure, galvanized finish

11] Internal floor drains piped to single discharge

12] Water treatment equipment and eyewash

13] Vertical in-line pump suction guide, 3-way valve
14] Redundant pump (optional)

15] Expansion tank and make-up water

16] Tower drain and make-up water piping

17] Tower basin filtration (optional)

For a complete list of available options, see the back cover.

Daikin chillers can integrate with a building
automation system using standard open protocols.

BACnetq@ly 1)f v Modbus®




Boiler Module

Awvailable Options
e Redundant primary and condenser water pumps
e Redundant cooling towers
* Tower basin filtration
e Tower basin heater
e Stainless steel hot and cold water basins
e Complete stainless steel tower construction
e Winterized MCP for cold climate applications
e Variable primary pumping
e Primary/secondary pumping
e Air separator

(1:9 Mlxed Sources TS
Product group from well-managed 30% A
:m:‘fmﬁ |Iedson rces and g L) d SOY IN K i

ESC winufscorg t.n no. nv-cnc 080513

© 1996 Forest Stewardship

800.432.1342

7 i % ©2013 Daikin Applied
www.DaikinApplied.com

ASP 31-355 (10/13)

Pump Module

MCP with Dual Chillers Inside

o Airand dirt separator

e 65,000 AIC breakers

e MCP extended parts and labor warranty

e Waterside economizer

e Chilled and condenser water pipe insulation

e Sealed combustion boilers for heating and domestic
hot water applications

e Zone 4 seismic construction
e Single point power connection

Custom requirements — we can meet most special customer
requirements such as N+1 redundancies for data centers.

(CRYA ContractA—/IoIder

Contract GSO7F3;

The following are tradenames or registered trademarks of their respective companies:
BACnet from ASHRAE; Modbus from Schneider Electric Ltd.; LonMark, LonTalk and
LonWorks are managed, granted and used by LonMark International under a license
granted by Echelon Carporatian.
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Appendix G — Value Add

Effective Date: April 20, 2015

Name of Rep Firm: | Daikin Applied Americas, Inc.

Executive Summary

Describe the product(s) and services(s) in an outline format.

MicroTech Integrated Systems
= Packaged, plug and play, building HVAC control system
= Factory programmed and addressed equipment
= Pre-engineered control systems logic
= QOpen protocol, BACnet communications
= Local 10” color touchscreen front end

Intelligent Equipment
= Secure internet connected gateway and power monitoring device
* Communicates directly to cloud services via restful web services

Response = All graphics and points are automatically created when the unit connected
securely to the cloud services

= Operational and power data are accessible using a standard web browser

= Additionally, power and operational analytics are performed on the data real-
time which is used to build actionable recommendations to suggest to
customers how that can modify operational parameters to optimize the system,
as well as provide customers metrics at the component level to help them plan
for service as opposed waiting for catastrophic failure and the added cost for
that type of service

= No additional wiring is required to get these services

Describe the value to participating agencies.

®  |nexpensive alternative to traditional BAS

= Remote access to HVAC equipment using the browser window on any PC,
smartphone, or tablet

= Automatic integration and centralized access to critical HVAC equipment

= Energy data and energy performance feedback

= Feedback on zone comfort levels and historical comfort trends

= System wide unit coordination factory programmed

= Single user interface for unit, building, and enterprise HVAC information

= Alarm messaging (via text message or email) and maintenance recommendations

= Unit trend information for advanced diagnostic capabilities

m  Local, factory provided, unit coordination for more complex, system level logic
sequences

= Energy saving system logic for duct pressure reset in VAV systems

= No controls wiring required at all or simple twisted pair, depending on system
requirements

= Provides web infrastructure ideal for providing customized view for enterprise
customers to manage assets and perform RPOI analysis on service, repair and
replacement of those assets

Response

Describe the anticipated value to TCPN.

= Single source equipment and controls for faster startups, eliminates integration

R
esponse hassles

Value Add — MIS & Intelligent Controls Page 1



P"DAIKIN

| = Potential to eliminate controls trade and associated costs from budgets

Describe how your company would market these products and services through this contract.

Response J These controls options would be offered as an option with the equipment we provide.

Provide an anticipated size of the market for these products and services in the public arena.

Roughly 90-95% of all commercial buildings can benefit from these control options.
Response These are buildings that either cannot or do not want to afford a more traditional BAS
offering.

Detail Description

Where is the product manufactured?

Response | Minneapolis, MN

Are any certifications of the product provided?

Response | N/A

Where is the service performed?

Response | Through jobsite hardware/software or remotely via cloud servers

Who performs the service and what is their expertise?
Response | N/A

Is this a proprietary product and, if not, who is your competition?

These controls options either use a remote server or a local BACnet communication line.
Response They are inexpensive alternatives to traditional BAS controls from a controls contactor
or thermostat control, which doesn’t provide centralized control or remote accessibility.
#11 Please provide references:
Response N/A
Please provide case studies:
Response | N/A
Provide any pricing that is different from the pricing in Appendix C in this solicitation.
Response | N/A — product option. Pricing follows equipment pricing.

Value Add — MIS & Intelligent Controls Page 2
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Appendix G — Value Add

Effective Date: April 30, 2015

Name of Rep Firm: | Daikin Applied

Executive Summary

#1 Describe the product(s) and services(s) in an outline format.
Response WMC RapidRestore
#2 Describe the value to participating agencies.
Quickly restores cooling capacity when power is restored after a power failure, only 43
Response seconds required for the chiller to restart, chiller returns to up to 80 percent load in 120
seconds
#3 Describe the anticipated value to TCPN.
Quickly restores cooling capacity when power is restored after a power failure, only 43
Response seconds required for the chiller to restart, chiller returns to up to 80 percent load in 120
seconds
44 Describe how your company would market these products and services through this
contract.
Response This product will me marketed throught is contract as outlied in Daikin Applied’s
response to Question 84 in Daikin Applied’s Company Profile.
e Provide an anticipated size of the market for these products and services in the public
arena.
Response N/A

Detail Description

#6 Where is the product manufactured?
Response Staunton, VA
#7 Are any certifications of the product provided?
Meets ASHRAE Std. 90.1, AHRI 550/590 and IBC/OSHPD Seismic, and contributes to
Response o
LEED® credits.
#8 Where is the service performed?
Response N/A
#9 Who performs the service and what is their expertise?
Response N/A
#10 Is this a proprietary product and, if not, who is your competition?
Response Yes.
#11 Please provide references:
Response N/A ‘
#12 Please provide case studies:
Response N/A
#13 Provide any pricing that is different from the pricing in Appendix C in this solicitation.
Response See Pricing tab based on magnetic bearing chillers

Value Add — RapidRestore
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Appendix G — Value Add

Effective Date: April 30, 2015

Name of Rep Firm: ] Daikin Applied

Executive Summary

#1 Describe the product(s) and services(s) in an outline format.
Response Rebel Commercial Rooftop Systems
#2 Describe the value to participating agencies.
Reduce operating costs...most efficient RTU in the market. (First RTU to meet the DOE’s
Response
rooftop challenge.)
#3 Describe the anticipated value to TCPN.
Reduce operating costs...most efficient RTU in the market. (First RTU to meet the DOE’s
Response
rooftop challenge.)
44 Describe how your company would market these products and services through this
contract.
Respomnss This product will me marketed throught is contract as outlied in Daikin Applied’s
response to Question 84 in Daikin Applied’s Company Profile.
45 Provide an anticipated size of the market for these products and services in the public
arena.
Response ~$200M

Detail Description

#6 Where is the product manufactured?
Response Minnesota
#7 Are any certifications of the product provided?
Response AHRI 340-360, ASHRAE 90.1-compliant
#8 Where is the service performed?
Response N/A
#9 Who performs the service and what is their expertise?
Response N/A
#10 Is this a proprietary product and, if not, who is your competition?
Response Yes,
#11 Please provide references:
Response N/A
#12 Please provide case studies:
Response N/A
#13 Provide any pricing that is different from the pricing in Appendix C in this solicitation.
Response See Pricing tab

Value Add — Rebel RTUs ) Page 1




Rebel Provides Quick Payback with World Class Energy
Savings and Superior Part-Load Efficiencies!

Overview

The new Daikin Rebel commercial packaged rooftop system offers building
owners unprecedented energy savings (up to 80%) using quality manufactured
Daikin equipment incorporated with advanced Daikin technologies that include
an industry first variable speed heat pump with hybrid heat options (gas,
electric, hot water), patented ultra-quiet condenser fans, and a variable speed
inverter compressor that minimizes on/off cycling.

Rebel’s innovative design creates air conditioning part-load energy efficiencies
(as high as 20.6 IEER) that overwhelmingly surpass ASHRAE’s 90.1 perfor-
mance standard by a staggering 84%.

Rebel also offers great energy savings in the heating mode with COP’s at 47°F
that are as high as 3.8. And during winter months, Rebel’s heat pump provides
significantly lower operating costs than any type of alternative

mechanical heat, including traditional gas furnaces (see table, back page).

©2012 Daikin Applied
www.DaikinApplied.com (06/12)

7-15 tons
HVAC System Type
3-15 ton commercial packaged rooftop.

Building Application
Ideal for any low-rise commercial building: schools,
offices, retail, and dedicated outdoor air systems.

Featuring

Variable speed Daikin inverter compressor, variable
speed Daikin variable heat pump, composite Daikin
condenser fan(s), variable speed ECM fan motors,
modulating hot gas reheat, MicroTech® Ill controls,
stand-alone or hybrid heat options, electronic ex-
pansion valves, energy recovery, and configurable
as a 100% dedicated outdoor air, VAV, Single-Zone
VAV, or CAV system.

Benefits

New technologies deliver superior energy
efficiencies and cost savings, providing payback to
owners in as little as two years!

Rebel Delivers'the BEST Rooftop Efficiencies!|

|IEER Efficiency

ASHRAE 90.1

RTU RTU Dalkin McQuay
Fixed Speed Digital Scroll ~ 2-Stage Scroll Rebel™ RTU




Advanced Daikin McQuay Technologies...

Variable Speed _#%% :
ECM Motors
on All Fans

Ultra-Quiet Daikin
Composite Condenser
Fans w/ECM Motors |

MicroTech lll Controls
w/Open Choices™, BACnet,

i
ik & LonMark 3.4
HEL Communications
Modulating Hot ;;EE,
Gas Reheat e -
Dehumidification =t il oo
Control F;E?
IS BACHet
e 00 EEEPEREE Il - el | (X 7
Variable Speed Daikin
Electronic Inverter Scroll Compressor
i &
S|
Ex\p’aa:\V;on Variable Speed
Daikin Heat Pump

) Hybrid Heat Options
(Heat Pump + Gas,
Electric, or Hot
Water Heat)

...Deliver Unprecedented Energy Savings

With industry-best part-load efficiencies as high as 20.6 IEER, Rebel is indisputably the most energy efficient packaged rooftop system
available and can be configured as 100% dedicated outdoor air, variable air volume (VAV), Single-Zone VAV, or constant air volume
(CAV) systems that provide better comfort control and unmatched energy savings (up to 80%) for low-rise building applications.

To illustrate total savings, consider the following table detailing a 12-ton Rebel Single-Zone VAV heat pump unit with hybrid gas heat,
versus an ASHRAE 90.1 compliant cooling only unit with gas furnace. It’s easy to see that Rebel saves...and saves BIG! In fact, with
savings like these, you can expect total system payback in as little as two years!

Annual Energy Cost Co‘mparison
= ASHRAE 90.1-2010 Compliant Unit m Rebel

Annual Energy Cost
(Heat Pump/Cooling)
($1000)
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For information on the Daikin Rebel system or our complete line of product offerings, visit:
www.DaikinApplied.com

©2012 Daikin Applied ¢ (800) 432-1342 « www.DaikinApplied.com (A/SP 31-341)
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~ Appendix G — Value Add

Effective Date: April 30, 2015

Name of Rep Firm: | Daikin Applied

Executive Summary

Describe the product(s) and services(s) in an outline format.

Daikin Applied has entered into a partnership with Siemens Building Technologies to
provide a complete solution by leveraging the strengths of each company to address our
clients’ energy efficiency solutions. The services include but are not limited to:

= Engineering :

= Performance Contracting

= HVAC Equipment

Respense = Building Automation
= Fire
= Security
= Financing
= Measurement & Verification
= Service
Describe the value to participating agencies.
Response | Complete solution through Siemens / Daikin Applied partnership.
Describe the anticipated value to TCPN.
Response | Complete solution through Siemens / Daikin Applied partnership.
Describe how your company would market these products and services through this contract.
Response | Marketing would be handled through existing market channels.
Provide an anticipated size of the market for these products and services in the public arena.
Response | Multi-billion $ opportunity.

‘Detail Description

Where is the product manufactured?

Response | USA

Are any certifications of the product provided?

Response [ NA

Where is the service performed?

Response | Local to job site

Who performs the service and what is their expertise?

Services will be performed by Daikin Applied with support by Siemens for building

Response . : ;
P automation, fire, and security.

Is this a proprietary product and, if not, who is your competition?

Response NA
#11 Please provide references:
Response NA
Please provide case studies:
Response | NA
Provide any pricing that is different from the pricing in Appendix C in this solicitation.
Response | See pricing tab

Value Add — Siemens Collaboration Page 1
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Appendix G — Value Add

Effective Date: April 20, 2015

Name of Rep Firm:

| Tecta America Corp.

Executive Summary

Describe t

he product(s) and services(s) in an outline format.

Response

Tecta America’s roofing services include installation, repair, emergency damage
response, sustainability options and more.

Describe t

he value to participating agencies.

Tecta America is the nation’s premier roofing contractor with operations located
from coast to coast. Our unyielding commitment to quality, expertise, and
professionalism is what makes us the industry leader. Installation, repair,

SEENIEE emergency damage response, sustainability options and more—we offer the
responsiveness of a local roofing contractor backed by the resources and
stability you can only find in a larger company.

Describe the anticipated value to TCPN.

Response

We offer consistent performance on a nationwide basis through our 51
operating locations.

Describe how your company would market these products and services through this contract.

Response

We have a customer solutions center that processes all the tickets and requests
for Daikin. Customers can call one number for all locations and we are available

24/7.

Detail Description

Where is t

he product manufactured?

Response |

We usee products manufactured throughout the United States and Canada.

Are any certifications of the product provided?

R Tecta is certified to install all commercial/industrial roofing system, and can
P provide licensing information as requested.
Where is the service performed?

Response |

We perform services throughout all 50 states and Puerto Rico.

Who performs the service and what is their expertise?

Response

We have more than 3,000 trained roofing professionals on staff, with individual
experience of up to 35 years.

Is this a proprietary product and, if not, who is your competition?

No other roofing firm has the combination of national coverage, depth of

Response knowledge and experience, and a 24/7 national customer solutions center to
respond to and dispatch service whenever it is needed.
#11 Please provide references:
Coca-Cola Enterprises
Randy Hirose — 770-989-3229
Response rhirose@coca-cola.com

Manager, Construction Innovation
10330 Old Columbia Road

Value Add — Tecta R
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Columbia, MD 21046

National Retail

Georgia Christian: 407-650-3689
Senior Property Administrator
450 South Orange Ace, Suite 900
Orlando, FL 32081

International Paper
Aaron Alexander: 901-419-4430
Charles.alexander@ipaper.com
6420 Poplar Avenue
Memphis, TN 38197

Please provide case studies:

Response Available upon request.

Value Add — Tecta Roofing
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DOC #1 Clean Air and Water Act

.|, the Vendor, am in compliance with all applicable standards, orders or regulations issued pursuant
to the Clean Air Act of 1970, as Amended (42 U.S. C. 1857 (h), Section 508 of the Clean Water
Act, as amended (33 U.S.C. 1368), Executive Order 117389 and Environmental Protection Agency
Regulation, 40 CFR Part 15 as required under OMB Circular A-102, Attachment O, Paragraph 14
(1) regarding reporting violations to the grantor agency and to the United States Environment
Protection Agency Assistant Administrator for the Enforcement.

Potential Vendor: Daikin Applied Americas Inc. dba Daikin Applied

Title of Authorized Representative: Vice President

Mailing Address: 13600 Industrial Park Boulevardy Minneapolis, MN 55441

Y

Signature:
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DOG #2 ' DebarmentNotice

I, the Vendor, certify that my company has not been debarred, suspended or otherwise ineligible
for participation in Federal Assistance programs under Executive Order 12549, “Debarment and
Suspension”, as described in the Federal Register and Rules and Regulations.

Potential VVendor: Daikin Applied Americas Inc. dba Daikin Applied

Title of Authorized Representative: Vice President

Mailing Address: 13600 Indusfrial Park Boulévard, Minpgapolis, MN 55441

Signature:
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DOC #3 LOBBYING CERTIFICATION

Submission of this certification is a prerequisite for making or entering into this transaction and
is imposed by Section 1352, Title 31, U.S. Code. This certification is a material representation
of fact upon which reliance was placed when this transaction was made or entered into. Any
person who fails to file the required certification shall be subjectto civil penalty of not less than
$10,000 and not more than $100,000 for each such failure.

The undersigned certifies, to the best of his/her knowledge and belief, that:

1. No Federal appropriated funds have been paid or will be paid on behalf of the undersigned,
to any person for influencing or attempting to influence an officer or employee of any agency, a
Member of Congress, an officer or employee of Congress, or an employee of a Member of
Congress in connection with the awarding of a Federal contract, the making of a Federal grant,
the making of a Federal loan, the entering into a cooperative agreement, and the extension,
~ continuation, renewal, amendment, or modification of a Federal contract, grant, loan, or
cooperative agreement.

2. If any funds other than Federal appropriated funds have been or will be paid to any person
for influencing or attempting to influence an officer or employee of any agency, a Member of
Congress, an officer or employee of Congress, or an employee of a Member of Congress in
connection with this Federal contract or cooperative agreement, the undersigned shall complete
and submit Standard Form LLL, “Disclosure of Lobbying Activities,” in accordance with its
instructions.

3. The undersigned shall require that the language of this certification be included in the award
documents for all covered sub-awards exceeding $100,000 in Federal funds at all appropriate
tiers and that all sub-recipf Il certify and disclose accordingly.

April 24, 2015
Signatlire of Respondent Date
Michael G. Schwartz, Vice Prgsiglent
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DOC #6

OWNERSHIP DISCLOSURE FORM
(N.J.S. 52:25-24.2)

Pursuant to the requirements of P.L. 1999, Chapter 440 effective April 17, 2000 (Local Public
Contracts Law), the offeror shall complete the form attached to these specifications listing the
persons owning 10 percent (10%) or more of the firm presenting the proposal.

Company Name: Daikin Applied Americas Inc. dba Daikin Applied

Street; 13600 Industrial Park Blvd.

City, State, Zip Code: Minneapolis, MN 55441

Complete as appropriate:

/ , certify that | am the sole owner of
, that there are no partners and the business is not
incorporated, and the provisions of N.J.S. 52:25-24.2 do not apply.

OR:

/ a partner in
, do hereby certify that the fol/owmg is a list of all individual partners
who own a 10% or greater interest therem | further certify that if one (1) or more of the partners s itself a
corporation or partnership, there is also set forth the names and addresses of the stockholders holding 10%
or more of that corporation’s stock or the individual parfners owning 10% or greater interest in that

partnership.
OR:

| Michael G. Schwartz , an authorized representative  of
Daikin Applied Americas Inc. , a corporation, do hereby certify that the following is a list of the

names and addresses of all stockholders in the corporation who own 10% or more of its stock of any class.
| further certify that if one (1) or more of such stockholders is itself a corporation or partnership, that there is
also set forth the names and addresses of the stockholders holding 10% or more of the corporation’s stock
or the individual partners owning a 10% or greater interest in that partnership.

(Note: If there are no partners or stockholders owning 10% or more interest, indicate none.)

Name Address Interest
AAF-McQuay Group Inc., 9920 Corporate Campus Dr, #2200, Louisville, KY 40223 100% (of DAAI)
Daikin Industries, Ltd., Umeda Center Building, 2-4-12 Nakazaki-Nishi Kita-Ku, Osaka 530-8323, JAPAN  100% (of AMGI)

| further certify that the statements and information contained herein, are complete and correct to
the best of my knowledge and belief.

Apri 24, 2016 M

Date { Authorized Slg atyre and Title
Michael G. Schwartz, \(ice reSIdent
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DOC #7
NON-COLLUSION AFFIDAVIT

Company Name:
Street:
City, State, Zip Code:

State of Minnesota _

County of Hennepin

|, Michael G. Schwartz of the Minneapoils ;
Name City
in the County of Hennepin ) State of
Minnesota of full age, being duly sworn according to

law on my oath depose and say that:

) ) Daikin Applied Americas Inc.
[ am the Vice President of the firm of dba Daikin Aoplied

Title Company Name

the offeror making the Proposal for the goods, services or public work specified under
the Harrison Township Board of Education aftached proposal, and that | executed the
said proposal with full authority to do so; that said offeror has not directly or indirectly
entered into any agreement, participated in any collusion, or otherwise faken any action
in restraint of free, competitive bidding in connection with the above proposal, and that
all statements contained in said proposal and in this affidavit are true and correct, and
made with full knowledge that the Harrison Township Board of Education relies upon
the truth of the statements contained in said proposal and in the statements contained
in this affidavit in awarding the contract for the said goods, services or public work.

| further warrant that no person or selling agency has been employed or retained to
solicit or secure such confract upon an agreement or understanding for a commission,
percentage, brokerage or contingent fee, except bona fide employees or bona fide
established commercial or selling agencies maintajned by

Daikin Applied Americas Inc. dba Daikin Applied
Company Name Authorized Signature & Tit)
Michael G. Schwartz, Vice Presigent

Subscribed and sworn before me

this 24th __ day of April 12015
NotatPublic of New=darmay- M (SN ES RT}-

My commission expires January 31 , 2017

VA

AT KAREN ANN FALLSTROM
22 NOTARY PUBLIC - MNNESOTA

47 MY COMMISSION EXPIRES 01/31/17.

SEAL
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DOC#8

AFFIRMATIVE ACTION AFFIDAVIT
(P.L. 1975, C.127)
Daikin Applied Americas Inc.
Company Name: dba Daikin Applied
Street: 13600 Industrial Park Blvd.
City, State, Zip Code: Minneapolis, MN 55441

Proposal Certification:

Indicate below your compliance with New Jersey Affirmative Action regulations. Your proposal will be
accepted even if you are not in compliance at this time. No contract and/or purchase order may be issued,
however, until all Affirmative Action requirements are met.

Required Affirmative Action Evidence:

Procurement, Professional & Service Contracts (Exhibit A)
Vendors must submit with proposal:

1. A photo copy of their Federal Letter of Affirmative Action Plan Approval
OR

2, A photo copy of their Cettificate of Employee Information Report X
OR

3. A complete Affirmative Action Employee Information Report (AA302)

Public Work — Over $50,000 Total Project Cost:
No approved Federal or New Jersey Affirmative Action Plan. We will complete Report Form

AA201-A upon receipt from the Harrison Township Board of Education

B. Approved Federal or New Jersey Plan — cetrtificate enclosed

[ further certify that the statements and information contained herein, are complete and correct to
the best of my knowledge and belief.

April 24, 2015

Date “ Authorized Signaturgfand Title
Michael G. Schwartz, Vice dent
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P.L. 1995, c. 127 (N.J.A.C. 17:27)
MANDATORY AFFIRMATIVE ACTION LANGUAGE

PROCUREMENT, PROFESSIONAL AND SERVICE
CONTRACTS

During the performance of this contract, the contractor agrees as follows:

The contractor or subcontractor, where applicable, will not discriminate against any
employee or applicant for employment because of age, race, creed, color, national origin,
ancestry, marital status, sex, affectional or sexual orientation. The contractor will take
affirmative action to ensure that such applicants are recruited and employed, and that
employees are treated during employment, without regard to their age, race, creed, color,
national origin, ancestry, marital status, sex, affectional or sexual orientation. Such action
shall include, but not be limited to the following: employment, upgrading, demotion, or
transfer; recruitment or recruitment advertising; layoff or termination; rates of pay or other
forms of compensation; and selection for training, including apprenticeship. The contractor
agrees to post in conspicuous places, available to employees and applicants for
employment, notices to be provided by the Public Agency Compliance Officer setting forth
provisions of this non-discrimination clause.

The contractor or subcontractor, where applicable will, in all solicitations or advertisement
for employees placed by or on behalf of the contractor, state that all qualified applicants
will receive consideration for employment without regard to age, race, creed, color,
national origin, ancestry, marital status, sex, affectional or sexual orientation.

The contractor or subcontractor, where applicable, will send to each labor union or
representative of workers with which it has a collective bargaining agreement or other
confract or understanding, a notice, to be provided by the agency contracting officer
advising the labor union or workers' representative of the contractor's commitments under
this act and shall post copies of the notice in conspicuous places available to employees
and applicants for employment.

The contractor or subcontracfor, where applicable, agrees to comply with any regulations
promulgated by the Treasurer pursuant to P.L. 1975, c¢. 127, as amended and
supplemented from time to time and the Americans with Disabilities Act.

The contractor or subcontractor agrees to attempt in good faith to employ minority and
female workers trade consistent with the applicable county employment goal prescribed
by N.J.AA.C. 17:27-5.2 promulgated by the Treasurer pursuant to P.L. 1975, C.127, as
amended and supplemented from time to time or in accordance with a binding
determination of the applicable county employment goals determined by the Affirmative
Action Office pursuant to N.J.A.C. 17:27-5.2 promulgated by the Treasurer pursuant to
P.L. 1975, C.127, as amended and supplemented from time to time.

The confractor or subcontractor agrees to inform in writing appropriate recruitment
agencies in the area, including employment agencies, placement bureaus, colleges,
universities, labor unions, that it does not discriminate on the basis of age, creed, color,
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national origin, ancestry, marital status, sex, affectional or sexual orientation, and that it
will discontinue the use of any recruitment agency which engages in direct or indirect
discriminatory practices.

The contractor or subcontractor agrees to revise any of it testing procedures, if necessary,
to assure that all personnel testing conforms with the principles of job-related testing, as
established by the statutes and court decisions of the state of New Jersey and as
established by applicable Federal law and applicable Federal court decisions.

The contractor or subcontractor agrees to review all procedures relating to transfer,
upgrading, downgrading and lay-off to ensure that all such actions are taken without regard
to age, creed, color, national origin, ancestry, marital status, sex, affectional or sexual
orientation, and conform with the applicable employment goals, consistent with the
statutes and court decisions of the State of New Jersey, and applicable Federal law and
applicable Federal court decisions.

The contractor and its subcontractors shall furnish such reports or other documents to the
Affirmative Action Office as may be requested by the office from time to time in order to
carry out the purposes of these regulations, and public agencies shall furnish such
information as may be requested by the Affirmative Action Office for conducting a
compliance investigation pursuant to Subchapter 10 of the Administrative Code (NJAC

- 25t

Signature of P ocurement Agent
Michiael G. Schwartz, Vice PreS|de t
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ORGANIZATIONAL CHART
FOR
DAIKIN APPLIED AMERICAS INC.
dba DAIKIN APPLIED

Daikin Industries Ltd.

(Japan)
100% |
AAF-McQuay Group Inc
(Delaware)
100%
Daikin Applied Americas Inc
(Delaware)

Daikin Applied Americas Inc. is a Delaware corporation and a wholly-owned subsidiary
of AAF-McQuay Group Inc., a Delaware corporation. AAF-McQuay Group Inc. is a
wholly-owned subsidiary of Daikin Industries Ltd., a Japan corporation. Daikin
Industries, Ltd. is traded publicly on the Nikkei Stock Exchange.
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DAIKIN APPLIED AMERICAS INC.

LIMITED PRODUCT WARRANTY
(North America)

Daikin Applied Americas Inc. dba Daikin Applied (“Company”) warrants to contractor, purchaser and any owner of the product
(collectively “Owner”) that Company, at it’s option, will repair or replace defective parts in the event any product manufactured by
Company, including products sold under the brand name Daikin and used in the United States or Canada, proves defective in material
or workmanship within twelve (12) months from initial startup or eighteen (18) months from the date shipped by Company, whichever
occurs first. Authorized replaced parts are warranted for the duration of the original warranty. All shipments of such parts will be
made FOB factory, freight prepaid and allowed. Company reserves the right to select carrier and method of shipment.

In addition, labor to repair or replace warranty parts is provided during Company normal working hours on products with rotary screw
compressors, centrifugal compressors and on absorption chillers. Warranty labor is not provided for any other products.

Company’s liability to Owner under this warranty shall not exceed the lesser of the cost of correcting defects in the products sold or the
original purchase price of the products.

PRODUCT STARTUP ON ABSORPTION, CENTRIFUGAL AND SCREW COMPRESSOR PRODUCTS IS MANDATORY and
must be performed by a Daikin Applied or a Company authorized service representative.

It is Owner’s responsibility to complete and return the Registration and Startup Forms accompanying the product to Company within
ten (10) days of original startup. If this is not done, the ship date and the startup date will be deemed the same for warranty period
determination, and this warranty shall expire twelve (12) months from that date.

EXCEPTIONS

1. If free warranty labor is available as set forth above, such free labor does not include diagnostic visits, inspections, travel time and
related expenses, or unusual access time or costs required by product location.

2. Refrigerants, fluids, oils and expendable items such as filters are not covered by this warranty.

3. This warranty shall not apply to products or parts which (a) have been opened, disassembled, repaired, or altered by anyone other

- than Company or its authorized service representative; or (b) have been subjected to misuse, negligence, accidents, damage, or

abnormal use or service; or (c) have been operated, installed, or startup has been provided in a manner contrary to Company’s
printed instructions, or (d) were manufactured or furnished by others and which are not an integral part of a product manufactured
by Company; (e) have been exposed to contaminates, or corrosive agents, chemicals, or minerals, from the water supply source, or
(f) have not been fully paid for by Owner.

ASSISTANCE

To obtain assistance or information regarding this warranty, please contact your local sales representative or a Daikin Applied office.
SOLE REMEDY

THIS WARRANTY CONSTITUTES THE OWNER’S SOLE REMEDY. IT IS GIVEN IN LIEU OF ALL OTHER
WARRANTIES. THERE IS NO IMPLIED WARRANTY OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR
PURPOSE. IN NO EVENT AND UNDER NO CIRCUMSTANCE SHALL COMPANY BE LIABLE FOR INCIDENTAL,
INDIRECT, SPECIAL, CONTINGENT OR CONSEQUENTIAL DAMAGES, WHETHER THE THEORY BE BREACH OF
THIS OR ANY OTHER WARRANTY, NEGLIGENCE OR STRICT LIABILITY IN TORT.

No person (including any agent, sales representative, dealer or distributor) has the authority to expand the Company’s obligation
beyond the terms of this express warranty or to state that the performance of the product is other than that published by Company.

For additional consideration, Company will provide an extended warranty(ies) on certain products or components thereof. The terms
of the extended warranty(ies) are shown on a separate extended warranty statement.
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DAIKIN APPLIED AMERICAS INC. Terms & Conditions of
Sale (North America)

1. Terms of Agreement: The term “Company” as used herein shall mean
Daikin Applied Americas Inc. Company offers to sell the materials, equipment
or services indicated only under the terms and conditions stated herein.
Submittal of any further purchase documents by Buyer, or execution of this offer
by Buyer, or allowing Company to commence work, shall be deemed an
acceptance of this offer. Any additional or differing terms and conditions
contained on any documents prepared or submitted by Buyer (whether or not
such terms materially alter this offer) are hereby rejected by Company and shall
not become part of the contract between Buyer and Company unless expressly
consented to in writing by Company.

2. Price Policy: All prices are subject to increase upon notice, due to such
events as announced increases in the Company’s list prices, or increases in labor
or material costs.

3. Terms of Payment: Terms of payment are subject at all times to prior
approval of the Company’s credit department. Terms of payment are net 30 days
from date of invoice, unless otherwise agreed to in writing by Company. If at
any time the financial condition of Buyer or any other circumstance affecting the
credit decision does not, in Company’s opinion, justify continuance of
production of products or shipment of products on the terms of payment
specified, Company may require full or partial payment in advance, or may at its
sole discretion stop or delay production or shipment of products. In the event of
default in payment, Buyer agrees to pay all costs of collection incurred by
Company, including but not limited to, collection agency fees, attorneys” fees,
legal expenses and court costs. All past due amounts shall bear interest at the
highest rate allowed by law.

4. Shipping Terms: All shipments will be made F.O.B. factory or warehouse
with freight prepaid and allowed as quoted via a low cost common carrier, and
charges for special carrier services requested by Buyer shall be paid by Buyer.
Company may ship the goods in one or more lots; such lots may be separately
invoiced and shall be paid for when due per invoice, without regard to
subsequent deliveries. Delay in delivery of any lot shall not relieve Buyer of its
obligation to accept remaining deliveries.

5. Claims: Responsibility of Company for all shipments ceases upon delivery of
the goods to the carrier; and regardless of shipping terms or freight payment,
Buyer shall bear all risk of loss or damage in transit. Any claims for damage or
shortage in transit must be filed by Buyer against the carrier, and not Company.
Claims for factory shortages will not be considered unless made in writing to
Company within ten (10) days after receipt of the goods and accompanied by
reference to Company’s bill of lading and factory order numbers.

6. Taxes: The amount of any present or future taxes applicable to the product
shall be added to the price contained herein and paid by Buyer in the same
manner and with the same effects as if originally added thereto.

7. Cancellations: Accepted orders are not subject to cancellation without
Company being (a) reimbursed for any and all expenses (including overhead), (b)
paid a reasonable profit, and (c¢) indemnified by Buyer against any and all loss.

8. Shipment Dates: Shipment dates are only estimates. No contract has been
made to ship in a specified time, unless set forth in a separate writing signed by
an officer of Company. Company shall not be liable for any damage as a result
of any delay or failure to deliver due to disapproval of Company Credit
Department or due to any cause beyond Company’s reasonable control, including
without limitation, any act of God, act of Buyer, governmental act, accident,
labor unrest, delay in transportation, or inability to obtain necessary labor,
materials or manufacturing facilities.

9. Returns: Goods may not be returned unless Buyer obtains the advance
written permission of an authorized Company official, and when so returned will
be subject to handling and transportation charges. Authorized returned goods
must be shipped prepaid to the location designated by the authorization.

10. Limited Warranty: Subject to sections 11 and 12 herein, Company warrants
that it will, at its option, repair or replace defective parts in the event any product
manufactured by Company, sold hereunder and used in the United States or
Canada, proves defective in material or workmanship within twelve (12) months
from initial start-up, or eighteen (18) months from date of shipment, whichever
period expires sooner. Replaced parts are warranted for the duration of the
original warranty period. THIS WARRANTY CONSTITUTES BUYER’S SOLE
REMEDY. IT IS GIVEN IN LIEU OF ALL OTHER WARRANTIES. THERE
IS NO IMPLIED WARRANTY OF MERCHANTABILITY OR FITNESS FOR
A PARTICULAR PURPOSE. No liability shall attach to Company until
Company has been paid in full for all products purchased hereunder. No person
(including any agent, sales representative, dealer or distributor) has the authority
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to expand Company’s obligation beyond the terms of this express warranty, or to
state that the performance of any product is other than is published by Company.
Company must receive a startup Registration Form for products containing motor
compressors and/or furnaces within ten (10) days of original product startup, or
the startup date and ship date will be deemed the same for warranty period
determination, and the warranty shall expire twelve (12) months from that date.
11. Warranty Exclusions: Company’s warranty set forth in section 10 does not
apply to any products or parts which (a) have been opened, disassembled,
repaired, or altered by anyone other than Company or its authorized service
representative; or (b) have been subjected to misuse, negligence, accidents,
damage, or abnormal use or service; or (c) have been operated, installed, or
startup has been provided in a manner contrary to Company’s printed
instructions, or (d) were manufactured or fumnished by others and which are not
an integral part of a product manufactured by Company. Refrigerants, fluids,
oils and expendable items such as filters are not covered by Company’s warranty.
For additional consideration Company will provide an extended warranty(ies) on
certain products or parts thereof. The terms of any extended warranty(ies) are
shown on the product limited warranty certificate or on a separate extended
warranty statement.

12. Limitation on Liability; Indemnity: Company’s liability with respect to the
products sold hereunder shall be limited to the warranty provided in section 10
hereof, and shall not exceed the lesser of (a) the cost of repairing or replacing
defective products, or (b) the original purchase price of the products. IN NO
EVENT AND UNDER NO CIRCUMSTANCES SHALL COMPANY BE
LIABLE FOR INCIDENTAL, INDIRECT, SPECIAL, CONTINGENT OR
CONSEQUENTIAL DAMAGES, WHETHER THE THEORY BE BREACH OF
THIS OR ANY OTHER WARRANTY, NEGLIGENCE OR STRICT
LIABILITY IN TORT.

13. Infringement: Company will, at its own expense, defend any suits that may
be instituted by anyone against Buyer for alleged infringement of any valid
United States patent, trademark or copyright in existence on the date of this
contract relating to any products sold hereunder that are manufactured by
Company, provided Buyer (i) shall have made all payments then due hereunder,
(ii) shall give Company immediate notice in writing of any such suit and transmit
to Company immediately upon receipt all processes and papers served upon
Buyer, and (iii) shall permit Company, either in the name of Buyer or the name
of Company, to defend the same and give Company all needed information,
assistance and authority to enable it to do so. If such products are in such suit
held in and of themselves to infringe any such patent, trademark or copyright,
Company will pay any final award of damages in such suit to the extent
attributable to such infringement. Notwithstanding the foregoing, Company shall
not be responsible for any settlement made without its written consent, or for
infringements of combination or process patents covering the use of the products
in combination with other goods not furnished and manufactured by Company.

14. Disputes and Choice of Law: This contract and these Terms and
Conditions of Sale shall constitute the entire agreement between Company and
Buyer and shall be governed by and construed according to the laws of the State
of Minnesota. All claims, disputes, and controversies arising out of or relating to
this contract, or the breach thereof, shall, in lieu of court action, be submitted to
arbitration in accordance with the Commercial Arbitration Rules of the American
Arbitration Association (“AAA”), and any judgment upon the award rendered by
the arbitrator(s) may be entered in any court having jurisdiction thereof. The site
of the arbitration shall be Minneapolis, Minnesota, unless another site is
mutually agreed between the parties. The parties agree that any party to the
arbitration shall be entitled to discovery of the other party as provided by the
Federal Rules of Civil Procedure; provided, however, that any such discovery
shall be completed within four (4) months from the date the Demand for
Arbitration is filed with the AAA.

15. Canada: The parties hereto confirm that it is their wish that this contract be
drawn up in the English language only; les parties aux présentes confirment leur
volonté que ce contrat soit rédigé en langue anglaise seulement.



DAIKIN APPLIED AMERICAS INC. Modalités et conditions
de vente (Amérique du Nord)

1. Modalités d'accord : Le terme « Société» utilisé dans le présent document
référe 4 Daikin Applied Americas Inc. La Société commercialise les matériaux,
équipements ou services indiqués uniquement sous les modalités et conditions
énoncées dans le présent document. La soumission d'autres documents d'achat
par I'Acheteur ou I'exécution de cette offre par I'Acheteur ou l'autorisation
accordée 4 la Société de démarrer les travaux est considérée comme l'acceptation
de cette offre. Toutes modalités et conditions complémentaires ou différentes
contenues dans des documents préparés et présentés par I'Acheteur (que ces
modalités soient différentes ou non de cette offre) sont rejetées par le présent
document et ne seront pas intégrées au contrat entre I'Acheteur et la Société 4

moins que la Société y consente expressément par écrit.

2. Politique des prix: Tous les prix sont sujets & augmentation sur notification,
provoquée par des événements comme des augmentations annoncées dans la liste
des prix de la Société ou I'augmentation du colt de main d'ceuvre ou des

matériaux.

3. Modalités de paiement: Les modalités de paiement sont toujours soumises &
l'approbation du service de crédit de la Société. Les modalités de paiement sont
de 30 jours nets a partir de la date de la facture, sauf autrement accepté par écrit
par la Société. Si, 4 un moment, la situation financiére de I'Acheteur ou tout autre
circonstance affectant la décision de crédit, selon I'opinion de la Société, ne
justifie pas la poursuite de la production des produits ou I'expédition des produits
sur les modalités de paiement spécifiés, la Société peut exiger le paiement
intégral ou partiel anticipé ou peut, a sa seule discrétion, arréter ou retarder la
production ou I'expedition des produits. Dans le cas, de

tout manquement au paiement, ' Acheteur accepte de payer tous les cofits de
recouvrement des montants dus payés par la Société, incluant mais sans s'y
limiter, les frais des organismes de recouvrement, les honoraires des avocats, les
dépenses juridiques et tous les frais de tribunaux. Tous les arriérés sont soumis &

des intéréts suivant le taux d'intérét le plus élevé autorisé par la loi.

4. Modalités d'expédition/livraison : Toutes les expéditions sont effectuées a
partir de l'usine ou de I'entrep6t franco de port suivant les tarifs peu élevés d'un
transporteur général, comme cités dans le présent document. Les frais de
transport spécial demandé par I'Acheteur doivent étre payés par I'Acheteur. La
Société peut expédier les marchandises en un ou plusieurs lots. Ces lots peuvent
étre facturés séparément et doivent étre payés a I'échéance de chaque facture,
sans considération des livraisons suivantes. Tout retard dans la livraison d'un lot

n'exonere pas I'Acheteur de son obligation d'accepter les livraisons restantes.

S. Réclamations: La responsabilité de la Société concernant toutes les
expéditions cesse 4 la livraison des marchandises au transporteur.
Indépendamment des modalités d'expédition ou du paiement du fret, ' Acheteur
assume les risques intégraux de perte ou de dommage pouvant survenir au cours
du transit. Toute réclamation pour dommage ou manquement en transit doit étre
déposée par I'Acheteur auprés du transporteur et non pas auprés de la Société.
Les réclamations relatives au manquement & l'usine ne sont considerées que si
elles sont présentées par écrit dans les dix (10) jours qui suivent la réception des
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marchandises et accompagnées par référence des numéros de lettre de transport

et de commande d'usine.

6. Taxes: Le montant des taxes présentes et futures applicables au produit doit
étre ajouté au prix indiqué dans le présent document, devant étre payé par
I'Acheteur, de la méme maniére et avec le méme effet s'il avait été ajouté a

l'origine.

7. Annulations : Les commandes acceptées ne peuvent pas étre annulées sans
que la Société soit (a) remboursée de ses dépenses afférentes (y compris les frais
généraux) (b) payée a un profit raisonnable et (c) indemnisée par I'Acheteur

contre toute perte.

8. Dates d'expédition : Les dates d'expédition ne sont que des estimations.
Aucun contrat n'est fait pour étre expédié 4 un moment spécifique, sauf défini
dans un document écrit séparé ratifié par un cadre de direction de la Société. La
Société n'est pas responsable de tout dommage résultant d'un délai ou d'un retard
de livraison entrainé par

la désapprobation du service de crédit de la Société ou résultant d'une cause qui
échappe au contréle raisonnable de la Société, incluant mais sans s'y limiter les
cas suivants : cas de force majeure, action de I'Acheteur, action gouvernementale,
accident, agitation dans le monde du travail, délai dans les transports ou
impossibilité d'obtenir la main d'ceuvre

nécessaire ou les installations de fabrication.

9. Retours : Les marchandises ne peuvent pas étre renvoyées sauf si I' Acheteur
obtient auparavant |'autorisation par écrit d'un cadre autorisé de la Société. Les
marchandises ainsi renvoyées seront soumises a des frais de manutention et de
transport. Les marchandises autorisées renvoyées doivent étre expédiées franco

de port a l'endroit indiqué sur l'autorisation.

10. Garantie limitée : En fonction des sections 11 et 12 du présent document, la
Société garantit que la Société réparera ou remplacera les piéces défectueuses (&
sa discrétion) au cas ou si le produit fabriqué sous le nom de Société et utilisé
aux Btats-Unis et au Canada, est prouvé comme étant défectueux en matériau ou
en main d'ceuvre, et ceci pendant douze (12) mois & partir du démarrage initial ou
a partir de dix-huit (18) mois & partir de la date d'expédition par la Société, le
premier des deux prévalent. Les piéces remplacées autorisées sont garanties
pendant la durée de la garantie d'origine. CETTE GARANTIE CONSTITUE LE
RECOURS UNIQUE DE L'ACHETEUR. ELLE TIENT LIEU DE TOUTES
AUTRES GARANTIES. IL N'EXISTE AUCUNE GARANTIE IMPLICITE
QUANT A L'APTITUDE DU PRODUIT A ETRE COMMERCIALISE OU
APPLIQUE A UN USAGE DETERMINE. Aucune responsabilité ne lie la
Société tant que la Société n'a pas été intégralement payée pour tous les produits
cités dans le présent document. Aucune personne (y compris tout agent,
représentant commercial, concessionnaire ou distributeur) n'a l'autorité d'étendre
les obligations de la Société audela des termes de cette garantie expresse ou
d'établir que les performances du produit sont différentes de celles publiées par la
Société. La Société doit recevoir un formulaire d'enregistrement de démarrage
pour les produits contenant des compresseurs & moteurs et/ou des chaudiéres
dans les dix (10) jours qui suivant le démarrage initial. Si ceci n'est pas effectus,

la date de livraison et la date de démarrage seront considérées comme étant la



méme pour la détermination de la période de garantie et cette garantie expirera

douze (12) mois a partir de cette date.

11. Exclusions de la garantie : La garantie de la Société définie dans la section
10 ne s'applique pas aux produits ou aux piéces qui (a) ont été ouverts, démontés,
réparés ou modifiés par une personne autre qu'un agent de la Société ou d'un
centre de service homologué, ou (b) qui ont été soumis & une utilisation &
mauvais escient, une négligence, des accidents, des dommages ou un usage ou
une réparation abusif ou (c) qui ont été opérés, installés ou démarrés d'une fagon
contraire aux instructions imprimées de la Société, ou (d) qui ont été fabriqués ou
fournis par des tiers et qui n'appartiennent pas de fagon intégrante a un produit
fabriqué par la Société. Les réfrigérants, les fluides, les huiles et les articles non
réutilisables comme les filtres, ne sont pas couverts par cette garantie. Pour
considérations complémentaires, la Société fournira une ou des garanties
étendues sur certains produits ou composants du produit. Les modalités de la ou

des garanties étendues figurent sur un document distinct de garantie étendue.

12. Limitation de responsabilité, indemnité : La responsabilité de la Société
concernant le produit vendu comme cité dans le présent document est limitée a la
garantie énoncée a la section 10 de la présente et ne peut pas dépasser le cofit le
moins élevé (a) du cofit de réparation ou de remplacement des produits
défectueux ou (b) du prix d'achat original de ces produits. EN AUCUN CAS ET
SOUS AUCUNE CIRCONSTANCE, LA SOCIETE NE POURRA ETRE
TENUE RESPONSABLE DE DOMMAGES ACCESSOIRES, INDIRECTS,
SPECIAUX, CONSECUTIFS OU CORRELATIFS, QUE LA THEORIE
JURIDIQUE REPOSE SUR UNE VIOLATION DE CETTE GARANTIE OU DE
TOUT AUTRE GARANTIE, DE LA NEGLIGENCE OU DE LA STRICTE
RESPONSABILITE DELICTUELLE.

13. Contrefagon : A ses propres frais, la Société contestera tout procés pouvant
étre institué par quiconque contre I'Acheteur pour contrefacon supposée a tout
brevet, marque commerciale ou droit d'auteur des Etats-Unis en existence a la
date de ce contrat, et relative a tout produit vendu cité dans le présent document,
fabriqué par la Société, a condition que I'Acheteur (i) ait effectué tous les
paiements dus comme indiqué dans la présente, (ii) avise immédiatement la
Société par écrit d'un tel procés et transmette immeédiatement a la Société tous les
actes de procédure et tous les documents judiciaires notifiés par voie de
signification qu'il a recus et (iii) permette a la Société, soit au nom de I'Acheteur
soit au nom de la Société, de se porter en défense dans ce procés et donne a la
Société tous les renseignements, assistance et autorité lui permettant de le faire.
Si, dans un tel proces, ces produits sont jugés comme enfreignant un brevet, une
marque commerciale ou des droits de propriété intellectuelle, la Société payera
les pénalités finales de dommages et intérét d'un tel procés dans toute I'étendue
attribuable a une telle infraction. Nonobstant ce qui précéde, la Société ne peut
étre tenue responsable pour tout accord a I'amiable effectué sans son autorisation
écrite ou pour l'infraction de patentes combinées ou de patentes de procédés
couvrant l'usage des produits en combinaison avec d'autres marchandises non

fournies ni fabriquées par la Société.

14. Litiges et choix de la loi : Ce contrat et ces modalités et conditions de vente
constituent l'accord complet entre la Société et I'Acheteur et seront régis et

interprétés par les lois de I'Etat du Minnesota. Toutes les réclamations, litiges,
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polémiques relatives 4 ce contrat ou découlant de ce contrat ou de sa violation, au
lieu d'étre portées devant un tribunal, seront soumises & un arbitrage, selon les
régles d'arbitrages commerciales (Commercial Arbitration Rules) de I'AAA
(American Arbitration Association) et tout jugement rendu par l'arbitre ou les
arbitres peut étre inscrit dans tout tribunal ayant la compétence juridique. Le lieu
de l'arbitrage sera Minneapolis, Minnesota, 4 moins qu'un autre lieu soit accepté
par les deux parties. Les parties acceptent que toute partie a l'arbitrage soit
autorisée a effectuer un interrogatoire préalable de l'autre partie, comme autorisé
par les régles fédérales de procédure civile (Federal Rules of Civile Procedure), a
condition toutefois qu'un tel interrogatoire soit terminé dans les quatre (4) mois a

partir de la date de déposition de la demande d'arbitrage aupres de 'AAA.

15. Canada: The parties hereto confirm that it is their wish that this contract be
drawn in the English language only: les parties aux présentes confirment leur

volonté que ce contrat soit rédigé en langue anglaise seulement.



Appendix B:
PRODUCT / SERVICES SPECIFICATIONS

While this solicitation specifically covers HVAC Equipment, Installation, Service, & Related
Products, respondents are encouraged to submit an offering on any and all products or services
available that they currently perform in their normal course of business. The scope of this RFP
shall include but not be limited to the following products and services:

HVAC Refrigeration Type- Rotary, Centrifugal, Scroll, Reciprocating., Absorption

Indoor Air Quality Products and Devices Type- Active polarization, non-ionizing,
electronic air cleaning systems intended to replace passive filtration, any other.

Unitary Type-rooftops, split systems, VRFs, Heat Pumps, PTACs, water-source, mini-
splits

Air handling Type- central station-manufactured or custom makeup air, fan, filter, coil
sections

Air Terminal Devices and Heating Products Type-VAV, Fan Coils, Unit Ventilators,
Unit Heaters, Fin Tube Radiation/Convectors

DDC Controls Type-core components, end devices, lighting, panels
Cooling Towers Type- open, closed, evaporative, other

Pumps Type- single stage, split case, end suction, inline, circulator, turbines
Invertors

Boilers & Water Heaters Type- modulating, condensing, cast iron, water tube, packaged
and other

HVAC Specialty Products Type - modular, outside/inside, S&T Heat Recovery, Humidity
Control, Heat Wheel, Heat Pipe, Heat Exchangers

Equipment Parts and Supplies Type- manufactured parts, emergency parts service,
miscellaneous material and supplies and other

Startup & Commissioning Services Type - equipment startups, system checkouts,
control verification, retro commissioning, M & V verifications, rebate auditing, other

Service & Maintenance Type- preventative and full maintenance contracts, man-at
attendance, remote monitoring, annuals, emergency services, regulatory compliance,
cleaning (e.g., duct, coils and filters), scheduled maintenance (e.g., oil, chemical and
vibration analysis) and other

Installation and Turnkey Contracting Type- retrofit, new construction, energy retrofit,
controls new- and upgrade and other
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e Warranty Services Type- Extended parts & labor (define maximum number of years
available), delayed start-up and other

e Energy Services Type-Energy Tracking, Energy Analysis, Evaluation of Potential
Upgrades, demand response, rebates and other

e Equipment Rentals Type-chillers, pumps, transformers, terminal units, generators,
cooling towers, packaged unitary and other

e Financial Services Type- leasing, prompt and pre-payment discounts, guaranteed
savings and other

e Professional Services Type- Engineering, Design, Drafting, Architectural, Project
Management and other

e Site Surveys Type- Equipment, system analysis, operational, architectural and other

Respondents are.requested to provide product forms with detailed description of your product
offerings. Provide the minimum information as listed for your product categories on the following
classifications of product;

HVAC Refrigeration

Type (e.g., Rotary, Centrifugal, Scroll, Reciprocating., Absorption)
Cooling medium (e.g., air, water)

Brand Name(s)

Capacity Range (tons)

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)
Estimated Lead/Delivery Time

Location of Manufacturing (City, State or Country)
Range of Efficiencies (KW/Ton)

Estimated Market Share (North America)

Provide example data on each type of product provided
Detail Features & Benefits

Indoor Air Quality Products and Devices

e Type (Active polarization, non-ionizing, electronic air cleaning systems intended to
replace passive filtration, any other.)

Brand Name(s)

Capacity Range

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)
Estimated Lead/Delivery Time

Location of Manufacturing (City, State or Country)
Range of Efficiencies

Estimated Market Share (North America)

Provide example data on each type of product provided
Detail Features & Benefits
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Unitary

e Type (e.g., rooftops, split systems, VRFs, Heat Pumps, PTACs, water-source, mini-
splits)

e Brand Name(s)

e Capacity Range

e Heating Medium (Electric, Gas, Steam, Hot Water)

e Cooling Medium (DX, Chilled Water)

e Standard Warranty (Parts & Labor)

e Optional Warranty (components covered & Labor)

e Estimated Lead/Delivery Time

e Location of Manufacturing (City, State or Country)

e Range of Efficiencies (EER, SEER, COP)

e Estimated Market Share (North America)

e Provide example data on each type of product provided
o Detail Features & Benefits

Air handling

e Type (e.g. central station-manufactured or custom makeup air, fan, filter, coil sections)
e Brand Name(s)

e Fan Types (e.g. Backward incline, Forward curve, airfoil)
e Capacity Range (CFM)

e Heating Medium (Electric, Gas, Steam, Hot Water)

e Cooling Medium (DX, Chilled Water)

e Standard Warranty (Parts & Labor)

e Optional Warranty (components covered & Labor)

e Estimated Lead/Delivery Time

e Location of Manufacturing (City, State or Country)

e Estimated Market Share (North America)

e Provide example data on each type of product provided
e Detail Features & Benefits

Air Terminal Devices and Heating Products

e Type (e.g. VAV, Fan Coils, Unit Ventilators, Unit Heaters, Fin Tube
Radiation/Convectors) '
Brand Name(s)

Capacity Range (CFM)

Heating Medium (Electric, Gas, Steam, Hot Water)
Cooling Medium (DX, Chilled Water)

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)
Estimated Lead/Delivery Time

Location of Manufacturing (City, State or Country)
Estimated Market Share (North America)

Provide example data on each type of product provided
Detail Features & Benefits
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DDC Controls

Type (core components, end devices, lighting, panels)Brand Name(s)
System Protocol (BACnet, LonWorks, Proprietary or Combo)

LAN Communication Structure (Peer-to-peer, Polling)

Human Machine Interface (HMI) types (PC, Notebooks, Handheld terminals)
Third party interface (Drivers and Gateways)

Remote alarm and message capabilities

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)

Estimated Lead/Delivery Time

Location of Manufacturing (City, State or Country)

Estimated Market Share (North America)

Detail Features & Benefits

Cooling Towers

Type (e.g., open, closed, evaporative, other)
Brand Name(s)

Capacity Range (tons)

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)
Estimated Lead/Delivery Time

Location of Manufacturing (City, State or Country)
Range of Efficiencies

Estimated Market Share (North America)

Provide example data on each type of product provided
Detail Features & Benefits

Pumps

Type (e.g., single stage, split case, end suction, inline, circulator, turbines)
Brand Name(s)

Capacity Range (GPM)

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)
Estimated Lead/Delivery Time ,

Location of Manufacturing (City, State or Country)
Range of Efficiencies

Estimated Market Share (North America)

Provide example data on each type of product provided
Detail Features & Benefits

Invertors

Brand Name(s)

Capacity Range (HP)

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)
Estimated Lead/Delivery Time

Location of Manufacturing (City, State or Country)
Estimated Market Share (North America)
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e Provide example data on each type of product provided
e Detail Features & Benefits

Boilers & Water Heaters

Type (e.g., modulating, condensing, castiron, water tube, packaged, other)
Brand Name(s)

Heating Medium (Electric, Gas, Steam, Hot Water)
Capacity Range (MBH)

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)
Estimated Lead/Delivery Time

Location of Manufacturing (City, State or Country)
Range of Efficiencies

Estimated Market Share (North America)

Provide example data on each type of product provided
Detail Features & Benefits

HVAC Specialty Products

e Type (e.g., modular, outside/inside, S&T Heat Recovery, Humidity Control, Heat
Wheel, Heat Pipe, Heat Exchangers)

Brand Name(s)

Heating Medium (Electric, Gas, Steam, Hot Water)
Cooling Medium (DX, Chilled Water)

Capacity Range (CFM and/or MBH)

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)
Estimated Lead/Delivery Time

Location of Manufacturing (City, State or Country)
Range of Efficiencies

Estimated Market Share (North America)

.Provide example data on each type of product provided
Detail Features & Benefits

Equipment Parts and Supplies

o Type (e.g., manufactured parts, emergency parts service, miscellaneous material and
supplies and other)

Brand Name(s) stocked

Location of stocking parts

Standard Warranty (Parts & Labor)

Optional Warranty (components covered & Labor)

Estimated Lead/Delivery Time

Percentage of locally stocked parts to delivered parts

Detail Features & Benefits

Respondents are requested to provide service forms with detailed description of your service
offerings. Provide the minimum information as listed for your service categories on the following
classifications of service:
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Startup & Commissioning Services

Define process for validation of system or equipment operation to design

Type (e.g., equipment startups, system checkouts, control verification, retro
commissioning, M & V verifications, rebate auditing, other)

List key personnel (factory, sub-contract, other)
References (public sector only)
Case studies describing benefits of services

Service & Maintenance

Type (e.g., preventative and full maintenance contracts, man-at attendance, remote
monitoring, annuals, emergency services, regulatory compliance, cleaning (e.g., duct,
coils and filters), scheduled maintenance (e.g., oil, chemical and vibration analysis)
and other)

Define processes for each type of service and/or maintenance of the system or the
equipment

List key personnel (factory, sub-contract, other)

References (public sector only)

Case studies describing benefits of services

Installation and Turnkey Contracting

Type (e.g., retrofit, new construction, energy retrofit, controls new- and upgrade and
other) A

Define processes for each type install of the system or the equipment

Bonding and licensing capabilities

List key personnel (factory, sub-contract, other)

References (public sector only)

Case studies describing benefits of services

Warranty Services

Type (e.g., Extended parts & labor (define maximum number of years available),
delayed start-up and other)

Define processes for each type of warranty

List key personnel (factory, sub-contract, other)

References (public sector only)

Case studies describing benefits of services

Energy Services

Type (e.g., (Energy Tracking, Energy Analysis, Evaluation of Potential Upgrades,
demand response, rebates and others)

Define processes for each type of energy services

Certifications of personnel

List key personnel (factory, sub-contract, other)

References (public sector only)

Case studies describing benefits of services

Equipment Rentals
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Type (e.g., chillers, pumps, transformers, terminal units, generators, cooling towers,
packaged unitary and other)

Brands available

Locations of rental fleet

Process of accessing rental fleet during disaster event

List key personnel (factory, sub-contract, other)

References (public sector only)

Case studies describing benefits of services

Financial Services

Type (e.g., leasing, prompt and pre-payment discounts, guaranteed savings and other)
Describe type of each funding and availability

Funding Sources (internal and/or external)

List key personnel (internal and/or external)

References (public sector only)

Case studies describing benefits of services

Professional Services

Type (e.g., Engineering, Design, Drafting, Architectural, Project Management and
other)

Describe type of each professional service and availability

Licensing and certification capabilities

List key personnel (internal and/or external)

References (public sector only)

Case studies describing benefits of services

Site Surveys

Type (e.g., Equipment, system analysis, operational, architectural and other)
Describe type of survey

Licensing and certification capabilities

Advanced technology uses for each type of survey

List key personnel (internal and/or external)

References (public sector only)

Case studies describing benefits of services
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Attachment 2
= ®
mj) re gion 4 ° s TCPN
The Cooperative Purchasing Netwark

Request for Vendor Contract Update

Pursuant to the terms of your awarded vendor contract, all vendors must notify and receive approval from
Region 4/TCPN when there is an update in the contract. No request will be officially approved without the prior
written authorization of Region 4. Region 4 reserves the right to accept or reject any request.

Daikin Applied (Vendor name) hereby provides notice of the following update to
TCPN contract number: __R150505 for HVAC Equip, Installation, Svc., on this date _May 15, 2017

Contract Title

Instructions: Vendors must check all that may apply and provide supporting documentation. Place your initials next
to each item to confirm that documents are indeed, included. Be sure to sign the signature page with all require
signatures, prior to submitting your update for approval. This form is not intended for use if there is a material
change in operations, which may adversely affect members, i.e. assignment, bankruptcy, change of ownership,
merger, etc. Please contact a member of the TCPN Contracting Team to request a “Notice of Material Change to
Vendor Contract” form.

B Authorized Distributors/Dealers L] Price Update
X  Addition Supporting Documentation
Deletion

Supporting Documentation

] Products/Services L] Discontinued Products/Services
New Additi Supporting Documentation
ew Addition
Update Only

Supporting Documentation

L] Other
Supporting Documentation

L] States/Territories
Supporting Documentation

Notes: Vendor may include other notes regarding the contract update here: (attach another page if necessary).

Daikin Applied has over 130 independently owned rep offices located across the United States which provides its customers more than
just Daikin Applied equipment; equipment that is already included in Daikin Applied's National IPA contract. The goal is to allow

each of these rep offices the ability accept Purchase Orders direct from their customers for non-| Da|k|n Applied equipment. Internally

each project. Daikin Apphed will be tracking aII Natlonal IPA prOJects in SalesForce com by CPN number Daikin Apphed will be
responsible for reporting sales and paying the contract admin fees. The attached rep roster lists all of Daikin Applied's rep offices.

Submitted By: _Duane Rothstein L Approved by Email: Date kel
Title: _ Vertical Market Manager, Gov't [0 penied by Email: Date
Contact Number: _R150505 Region 4 ESC: __Robert Zingelmann
Email Address duane.rothstein@daikinapplied.com TCPN:

Daikin Applied would like to process this modification to approve all of our rep offices versus doing a
modification for each office; this one modification would save Region 4, National IPA, and Daikin Applied

a lot of time and make the process more efficient. Daikin Applied's gov't team will ensure contract and pricing
compliance throughout the entire process.



Attachment 3 BOND NO. [Surety to enter bond #]

PERFORMANCE AND PAYMENT BOND
PUBLIC CONSTRUCTION BOND

By this bond, we [Name of Contractor], as Principal, and [Name of Surety], as Surety, are
bound to Lee County Board of County Commissioners, a political subdivision of the State of
Florida, herein called Owner, in the sum of [Total Contract Price], for payment of which we
bind ourselves, our heirs, personal representatives, successors, and assigns, jointly and severally.

THE CONDITION OF THIS BOND is that if Principal:

1.

Performs this contract dated ,20___, between Principal and Owner for
construction of improvements known as [Name of Project] located at [Street Address or
Legal Description], under Lee County Solicitation No. [Solicitation number], the contract
being made a part of this bond by reference, at the times and in the manner prescribed in the
contract; and

Promptly makes payments to all claimants, as defined in Section 255.05 (1), Florida Statutes,
supplying Principal with labor, materials, or supplies, used directly or indirectly by Principal
in the prosecution of the work provided for in the contract; and

Pays Owner all losses, damages, expenses, costs, and attorney's fees, including appellate
proceedings, that Owner sustains because of a default by Principal under the contact; and

Performs the guarantee of all work and materials furnished under the contract for the time
specified in the contract, then this bond is void; otherwise it remains in full force.

Any action instituted by a claimant under this bond for payment must be in accordance with the
notice and time limitation provisions in Section 255.05(2), Florida Statutes.

Any changes in or under the contract documents and compliance or noncompliance with any
formalities connected with the contract or the changes do not affect Surety's obligation under this

bond.
OWNER PRINCIPAL SURETY
Lee County Board of

NAME County Commissioners [Name of Contractor] [Name of Surety]

2115 Second St. [Principal Business [Principal Business
ADDRESS Fort Myers, FL. 33901 Address of Contractor] Address of Surety]
PHONE [Principal Business [Principal Business
NUMBER 239-533-2221 Phone of Contractor] Phone of Surety]

[The remainder of this page intentionally left blank.]
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PUBLIC CONSTRUCTION PERFORMANCE AND PAYMENT BOND

DATED THIS DAY
[Name of Contractor]
OF )
By:
[Printed Name and Title of Signer]
STATE OF
COUNTY OF
The foregoing instrument was acknowledged before me this day of ,20 , by [name of person
acknowledging].
Signature of Notary Public
(NOTARY SEAL)
' [Name of Notary Typed, Printed, or Stamped]
Personally Known OR Produced Identification

Type of Identification Produced:

DATED THIS DAY
[Name of Surety]
OF 2
By:
[Printed Name] as Attorney in Fact
Address:
STATE OF
COUNTY OF
The foregoing instrument was acknowledged before me this day of ,20 by [name of person
acknowledging].
Signature of Notary Public
(NOTARY SEAL)
[Name of Notary Typed, Printed, or Stamped]
Personally Known OR Produced Identification

Type of Identification Produced:
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\ LEE COUN TY Major Insurance Requirements

UTHWEST FLORIDA To include Builders Risk

Attachment 4

Minimum _Insurance Requirements: Risk Management in no way represents that the

insurance required is sufficient or adequate to protect the vendors’ interest or liabilities. The
Sfollowing are the required minimums the vendor must maintain throughout the duration of
this contract. The County reserves the right to request additional documentation regarding
insurance provided

a.

Commercial General Liability - Coverage shall apply to premises and/or operations,
products and completed operations, independent contractors, contractual liability
exposures with minimum limits of:

$1,000,000 per occurrence

$2,000,000 general aggregate

$1,000,000 products and completed operations
$1,000,000 personal and advertising injury

Business Auto Liability - The following Automobile Liability will be required and
coverage shall apply to all owned, hired and non-owned vehicles use with minimum
limits of:

$1,000,000 combined single limit (CSL)

Workers' Compensation - Statutory benefits as defined by FS 440 encompassing all
operations contemplated by this contract or agreement to apply to all owners, officers,
and employees regardless of the number of employees. Workers Compensation
exemptions may be accepted with written proof of the State of Florida’s approval of such
exemption. Employers’ liability will have minimum limits of:

$500,000 per accident
$500,000 disease limit
$500,000 disease — policy limit

Builders Risk Insurance - This coverage will be provided by all contractors involved in
the construction of a new building, or the improvement, alteration or renovation of an
existing structure with project value of $500,000 or more. This coverage should be
considered automatic on projects involving new construction or major additions to
existing structures and in addition to the general liability and workers’ compensation
requirements found in this manual.

*The required minimum limit of liability shown in a or b; may be provided in the form of
“Excess Insurance” or “Commercial Umbrella Policies.” In which case, a “Following Form
Endorsement” will be required on the “Excess Insurance Policy” or “Commercial Umbrella
Policy.”
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Verification of Coverage:

1. Coverage shall be in place prior to the commencement of any work and throughout the
duration of the contract. A certificate of insurance will be provided to the Risk Manager
for review and approval. The certificate shall provide for the following:

a. The certificate holder shall read as follows:

Lee County Board of County Commissioners
P.O. Box 398
Fort Myers, Florida 33902

b. “Lee County, a political subdivision and Charter County of the State of Florida, its
agents, employees, and public officials” will be named as an ''Additional Insured"
on the General Liability policy, including Products and Completed Operations
coverage.

Special Requirements:

1. An appropriate "Indemnification" clause shall be made a provision of the contract.

2. Tt is the responsibility of the general contractor to insure that all subcontractors comply
with all insurance requirements.
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