
Bid Checklist 

Proposal:    

Awarded Vendor(s): 

Award Date:         Contract Number: 

Release  Specifications (includes Q&A, addendaClosingNotification ReportAccess ReportOpening Record Received
Evaluation ComAward Letter

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔















From: Public Purchase
To: Lisa Truax
Cc: Melissa Mattson
Subject: [External]Release Successful on Bid RFP #22.3 - Vehicles
Date: Monday, October 11, 2021 9:04:37 AM

Lisa M Truax:

Bid     "RFP #22.3 - Vehicles"
Status: Release Successful on Oct 11, 2021 8:04:33 AM MDT

You can check the released bid by going to the following address:
http://www.publicpurchase.com/gems/bid/bidView?bidId=148606

If you have any questions regarding this bid, please contact our Customer Support Staff at
agencysupport@publicpurchase.com

Thank you for using Public Purchase.

MK= TgeSeWsmxfBCOI4ZN4NCqQ==
CAUTION: This email originated from outside of the organization. Do not click links or open attachments unless
you recognize the sender and know the content is safe.
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Cooperative Purchasing Connection 

        

RFP #22.3 - Vehicles

Due:  10:00 a.m. CT on Tuesday, November 9, 2021

Vendors will submit questions and proposals online via Public 
Purchase (www.publicpurchase.com) 

RFP Facilitator:  

Published in:
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I. Introduction   

s.

II. Solicitation Procedures 
A. Vendor Qualifications 
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B. Required Securities  
Performance Bond (for construction and/or installation related projects): 

 

C. RFP Timeline:
Date/Time Event 

October 29, 2021, at 10:00 a.m. CT Deadline for Vendors to Submit Questions 
November 9, 2021, at 10:00 a.m. CT Deadline for Submission 

D. RFP Submission 
Public Purchase:  
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Submission of Proposals:  

E. RFP Particulars 
Correction of RFP Documents:

 
Addenda:

 
Interpretations: 

Modifications or Withdrawal of a Proposal:

 
Opening of Proposals (Opening Record):

 
F. Solicitation Evaluation 
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Factor Guidance 

 
Vendor A Vendor B 

Criteria Points 
Average Points 

Awarded 
Average Points 

Awarded 

Total Technical Points 100  

Total Pricing Points 100  
Total Score 200  

 
Best and Final Offer (BAFO):   

 
Rejection of Any or All Proposals:  
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G. Contract Award 
Binding Contract:  

Notification of Intent to Award: 

 
Contract Term:  

 
 
 
 
 

 
Administrative Fee:  

  
within 20 business days after the end of each fiscal quarter.

Sales Reports Required of the Vendor: 

 
 
 
 
 
 
 

Certificate of Insurance: 
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Contract Development:  

Solicitation Debriefing:  

 
Audit Packet:

III. Technical Specifications  
 Scope of Work:

 
 
 
 
 
 

Objective:



9 
 

 
 
 
 
 

 

B. Quantity History: 

 
 

 

 

 
 

C. Terms and Conditions:   
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General:
 
 

Vehicles, Equipment and Supplies: 
 

 

 

 

 

 

 

 

 

 

 
Pricing: 
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Ordering & Ordering Methods:
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Freight and Delivery: 
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Taxes:
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Montana Specific Requirements 

 

 20-10-101
 

 

 is designed to carry 10 or fewer passengers, has an 
overall safety rating of five stars from the national highway traffic 
safety administration at the time of purchase

 
 
 20-10-142
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Warranty: 
 
 
 

 
 

Maintenance Plans:   
 

 
 

 

Advertising and Marketing:
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Appendix A: Sales Report Template 



17 
 

Appendix B: New Vendor Implementation Checklist – Sample 

Task Description Target Completion  Completed By 
1. CPC Vendor Orientation 

2. Vendor/Supplier Login Established – Express 
(if applicable) 

3. Sales Training and Roll Out 

4. Web Development/Express Store (if 
applicable) 

5. Marketing 

*All materials will be approved by Vendor prior to 
disbursement 

6. Marketing – Vendor 

*All materials will be approved by CPC prior to 
disbursement 

7. Management Strategies 

 Semi-Annual Evaluation and/or Annual 
Evaluation



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org

General Terms & Conditions

Assignment

Amendments: 

.

Audit:

Awarded Vendor:

Awards:
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Byrd Anti-Lobbying Amendment:

 
Collusion:

 
Confidential Information: 

 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

Costs of Preparation:

 
Debarment and Suspension: 

 
Default Contract: 

 
Defects:  

 
Delivery:  

 
Express Online Marketplace:  

 
Entire Agreement:

 

 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

 

 

 

 
 

 

 
Federal Requirements:

Federal Uniform Guidance:

 
Fiscal Year:

 
Force Majeure:  



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

 
Governing Law:  

 
Governing Venue:

 
Hold Harmless: 

 
Leasing and Rental Agreements:

 
Marketing and Promotion:

Minority and Women-Owned Business:
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New Agency Notification:

 
Non-Discrimination:

 

 

 
 

 
Notices:  

 
Ordering:

 
Patent Indemnification: 

 
Participating Agency:

 
Party: 

 
Payment: 

 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

 

 
Payment; Invoices:

 
Prompt Payment:

 
Protests:

 
 
 
 

 
 
Qualified Respondent:

 
Recalls:

Relationship of Parties:

 
Respondent:

 
Rights and Obligations Upon Termination:



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

 
Risk of Loss:

 
Safety Data Sheet (SDS):

 
Sales Representation and Marketing:

 
 
 

 
Sales Tax:

 
Severability:

 
Substance Use and Conduct:

 
Substitutions:  
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Termination:

 
 
 

 
 
Termination for Default:

 
 
 

 

 
 
Termination for Non-Appropriation:



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

 
Tri-State Area: 

 
Value Added Attributes:

 
Vendor Orientation (CPC 101):

 
Waiver: 
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Vendor Questionnaire
RFP #22.3 - Vehicles

Instructions

Vendor Questionnaire – Name of 
Company

The following sections will need to be completed before submission and submitted as one (1) single PDF 
titled “Vendor Questionnaire – Name of Company”:
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Name of Company:

Company Address:

City, State, Zip code:

Website:

Phone:

Provide the following company contacts that will be working with this anticipated contract.  Include name, email, and 
phone number(s).

Name Email Phone
General Manager
Contract Manager
Sales Manager
Marketing Manager
Customer Service Manager
Account Manager(s)

List who will be responsible for receiving updated participation lists.
Name Email Phone

List who will be responsible for submitting sales reports and administrative fee payments every quarter.
Name Email Phone

List who will be responsible for conducting audits as requested by CPC.
Name Email Phone

Identify any business types/classifications that your company holds.  *Submit documentation in PDF format to verify 
business status (see bid checklist).

x Business Type/Classification x Business Type/Classification

Company Information
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1. Provide a brief background of your organization, including the year it was founded (1-2 paragraphs max.).
Click or tap here to enter text.

2. Provide evidence of what your company is doing to remain viable in the industry.

Describe your customer retention (i.e. customers who are served that continue to be repeat customers).  
Click or tap here to enter text.

3. Describe the number of agencies in the tri-state area that your organization, on average, provides fleet vehicles 
for each year.

Click or tap here to enter text.

4. Provide a list of other contracts your organization has in place that could be accessed by our membership for 
your services (e.g. other consortiums) in the tri-state area?  

        Provide a list of governmental, educational, and cooperative contracts that your company holds outside CPC’s 
        tri-state area.
Click or tap here to enter text.

1. Describe how your company will position and propose to support CPC and its participating agencies in regards 
to program growth.

Click or tap here to enter text.

2. Describe and submit a marketing plan that would describe, at a minimum, the following:  process on how the 
contract will be launched to current and potential agencies, the ability to produce and maintain full-color print 
advertisements in camera-ready electronic format, including company logos and contact information, 
anticipated contract announcements, planned advertisements, industry periodicals, other direct, or indirect 
marketing activities promoting the awarded contract, and how the contract award will be displayed/linked on 
your organization’s website.  You can submit any support materials as Exhibit A – Marketing Plan.

Click or tap here to enter text.

3. Describe how your company will position this contract to CPC’s participating agencies if awarded.
Click or tap here to enter text.

4. Describe how you plan to inform and train company personnel on the contract terms and conditions, details 
and promotion of the contract.  Describe how your organization plans to utilize your marketing and sales staff 
with this anticipated contract.

Click or tap here to enter text.

1. Describe the percentage of your company’s revenue, by category (city/county/government, K12 education, 
higher education) that is derived from fleet vehicle sales on an annual basis.

Click or tap here to enter text.

Qualifications & Experience (20 points)

Marketing & Partnership (20 points)

Financials & Level of Support (10 points)
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2. Indicate the level of support your company will offer on this contract category. 

If OTHER, describe how the pricing submitted differs from individual entities or other purchasing consortiums:
Click or tap here to enter text.

3. Has your company and/or any proposed subcontractors been involved in any alleged significant prior or 
ongoing contract failures, contract breaches, any civil or criminal litigation or investigation pending within the 
last five (5) years?

Yes No

If YES, document thoroughly and list any contract in which your organization has been found guilty or liable, or 
which may affect the performance of the services.
Click or tap here to enter text.

4. Has your company been disbarred and or suspended in doing business within the United States?

Yes No

If YES, list what states, the reason for debarment and/or suspension, and its effective dates.
Click or tap here to enter text.

1. Describe what differentiates your company from your competitors.  Describe your differences regarding sales, 
service, installation, technology, and product line.

Click or tap here to enter text.

2. Describe the team/personnel that will be working directly with participating agencies as a potential result of 
this contract.     

Click or tap here to enter text.

3. Describe any subcontractors that will provide products and or services under the potential resulting contract.  
Describe how your company plans to educate the subcontractor(s) on staying compliant with the solicitation.

Click or tap here to enter text.

4. Describe the sales process that your company will take with participating agencies.  Describe how your 
company works with a participating agency to determine a make/model and any additional options to meet the 
agency needs.

Click or tap here to enter text.

5. Describe your proposed order process for this proposal and contract award.  Describe the process from order 
placement, including methods, to receipt of order.  Describe all steps in the process including communication 
touchpoints and notifications.  Explain your delivery policy and lead time required from receipt of order to 
delivery.  

Click or tap here to enter text.

6. Describe your payment terms to participating agencies.
Click or tap here to enter text.

Industry-Specific Information (50 points)
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7. Describe how issues with service, delivery, examination, and preparation are addressed with participating 
agencies.

Click or tap here to enter text.

8. Describe any warranty or protection plans offered to participating agencies.
Click or tap here to enter text.

9. Describe any “added value” attributes being offered to CPC and its participating agencies when purchasing 
services through your company.  Describe any “value-adds” that are exclusive to CPC and the potential resulting 
contract.

Click or tap here to enter text.

10. Describe any self-audit process/program you plan to employ to verify compliance with your anticipated 
contract with CPC.

Click or tap here to enter text.

1. List any additional stipulations and/or requirements your company requests that are not covered in the RFP.
Click or tap here to enter text.

2. List any exceptions your company is requesting to the terms outlined in the Technical Specifications.  
Respondents must include the following when requesting exceptions:

RFP section number and page number
Describe the exception
Explanation of why this is an issue
A proposed alternative to meet the needs of participating agencies and the cooperative

Click or tap here to enter text.

Provide three (3) references that have purchased fleet vehicles from your company within the last two (2) years.  
References from the CPC’s tri-state area are preferred.  A contact name, phone number and email will be required.  
*Ensure your references are prepared to communicate with a representative from CPC.  Failure to confirm 
reference of past work may impact your evaluation.

Reference #1 – Company Name Click or tap here to enter text.
Service/Product Purchased Click or tap here to enter text.
Year of Purchase Click or tap here to enter text.
Reference Contact Click or tap here to enter text.
Phone Click or tap here to enter text.
Email Click or tap here to enter text.

Reference #2 – Company Name Click or tap here to enter text.
Service/Product Purchased Click or tap here to enter text.
Year of Purchase Click or tap here to enter text.
Reference Contact Click or tap here to enter text.
Phone Click or tap here to enter text.
Email Click or tap here to enter text.

Reference #3 – Company Name Click or tap here to enter text.

References  

Exceptions & Deviations
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Service/Purchase Purchased Click or tap here to enter text.
Year of Purchase Click or tap here to enter text.
Reference Contact Click or tap here to enter text.
Phone Click or tap here to enter text.
Email Click or tap here to enter text.

1. Exhibit A – Marketing Plan – Name of Company

A marketing plan would describe, at a minimum, the following: process on how the contract will be 
launched to current and potential agencies, the ability to produce and maintain full-color print 
advertisements in camera-ready electronic format, including company logos and contact information, 
anticipated contract announcements, planned advertisements, industry periodicals, other direct, or 
indirect marketing activities promoting the awarded contract, and how the contract award will be 
displayed/linked on the Vendor’s website.

2. Exhibit B – Letter/Line of Credit – Name of Company 

Additional Requirements 



       Enter any additional volume discounts that your company will offer.

Support Services
Volume Discounts

Form C - Pricing Schedule Intro
*Please note this spreadsheet has multiple workbooks/tabs.

Instructions.  This spreadsheet contains multiple workbooks/tabs relating to this RFP.  Please follow the 
directions found/listed on each workbook and complete the workbooks as they pertain to your company's 
offerings.  All pages have been formatted to print to one page width, however, you may add additional lines as 
needed.  Please note, each individual workbook will note if it's a required or optional form.  Per the RFP terms 
and conditions, all workbooks listed as optional are considered a value-added attribute.  

This spreadsheet contains the following workbooks/tabs:
Model/Make - Manufacturer Discount

Support Services - optional
       Enter all  services that your company will offer.

Volume Discounts - optional

Model/Make - Manufacturer Discount - required
       Pricing detailed is for the "Base Price" MSRP prior to any options packages being added.  
       All options/packages must be added by the participating agency at the time of order.



Responding Company's Name: REQUIRED FORM

Make Model Model Year Available: Y or N Base Price (MSRP) Pricing Deviation
 Net Member Price 

(before options) 
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
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-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        
-$                                        

Make/Model - Manufacturer Discount
*Please note this spreadsheet has multiple workbooks/tabs.

Instructions.  In the form below, define the make and model in which your company is offering to CPC participation agencies through this soliciation and the discount associated with that 
category.  This form has been formatted to print to one page width.  Rows have been provided,  please add additional rows as needed.  Please note this is a required form.

Make.Model Manuf. Discount Page 2
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Responding Company's Name: OPTIONAL FORM

Dollar Amount From Dollar Amount To Catalog Additional Discount Offered

Instructions.  Please complete the form below if your company is offering additional discounts for a one time 
purchase OR a group of local agencies in a geographic area are combining requirements (estimate annual spend).  
This form has been formatted to print to one page width.  Please note this is an optional form.

Volume Discounts
*Please note this spreadsheet has multiple workbooks/tabs.

Volume Discounts Page 5
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Vendor Forms & Signatures
RFP #22.3 - Vehicles

Instructions

Vendor Forms & Signatures – Name of 
Company

The following sections will need to be completed prior to submission and submitted as one single PDF 
titled “Vendor Forms & Signatures – Name of Company”:



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org

Instructions:  

Acknowledgment: 

Addendum Numbers Received :

Authorized Signature

Date

Acknowledgment: 

Authorized Signature

Date

Addendum Acknowledgement

✔

✔

✔

✔

✔

✔

✔

✔
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Instructions: 

Part I: Vendor

Business Name Date

Address City, State, Zip

Contact Person Title

Authorized Signature Title

Email Phone

Part II: CPC

Awarding Agency

Authorized 
Representative

Name Printed or Typed

Awarded this day of Contract Number

Contract to Commence 

Contract Offer & Award



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org

Instructions:  

1. Violation of Contract Terms and Conditions

2. Termination for Cause of Convenience

3. Equal Employment Opportunity

Uniform Guidance “EDGAR” Certification Form
200 CRF Part 200



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

4. Davis Bacon Act 

5. Contract Work Hours and Safety Standards Act 

6. Right to Inventions Made Under a Contract or Agreement 

7. Clean Air Act and Federal Water Pollution Control Act 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

8. Debarment and Suspension 

9. Byrd Anti-Lobbying Amendment 

10. Procurement of Recovered Materials 

11. Profit as a Separate Element of Price 

12. General Compliance with Participating Agencies 



Cooperative Purchasing Connection | 888-739-3289 | www.purchasingconnection.org 

By initialing the table (1-12) and signing below, I certify that the information in this form is true, 
complete and accurate and that I am authorized by my business to make this certification and all 
consents and agreements contained herein. 
Vendor Certification (By Item) Vendor Certification: 

YES
NO,

Initial 

 

 

 

 

 

 

 

 

 

 

 

 

Name of Business 

Signature of Authorized Representative 

Printed Name/Title 

Date
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Instructions:

Subcontractor Utilization Form

✔
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Your organization’s uploaded proposal should include the following submitted and correctly labeled 
documents:

X Document Title How to be Submitted

Signatures Required

IMPORTANT:  must be
will not be accepted

Authorized Signature

Printed Name/Title

Date

Solicitation Checklist



From: Public Purchase
To: Lisa Truax
Subject: [External]Public Purchase - RFP #22.3 - Vehicles Closed Notification
Date: Tuesday, November 9, 2021 10:00:06 AM

Lisa M Truax:

The bid RFP #22.3 - Vehicles has closed on Nov 9, 2021 9:00:00 AM MST

To see more details on this bid go to

http://www.publicpurchase.com/gems/bid/bidView?bidId=148606

Thank you for using Public Purchase.

MK= KsFMBvrhawdkljDYgAcBGQ==
CAUTION: This email originated from outside of the organization. Do not click links or open attachments unless
you recognize the sender and know the content is safe.



Notifications Report
Agency Cooperative Purchasing Connection
Bid Number 148606
Bid Title Vehicles

Vendor Name State Invitation Date Email
Allstate Peterbilt Group WI Classification 2021 10 11 10:19:16 jsemingson@wdlarson.com
Astleford International Trucks, Inc. MN Classification 2021 10 11 10:19:16 pmartin@astleford.com
Barkau Automotive IL Classification 2021 10 11 10:19:16 tkubly@barkauautomotive.com
Barnett Auto MN Classification 2021 10 11 10:19:16 joe@yahoo.com
Bob Fish WI Classification 2021 10 11 10:19:16 bhlembobfish@hotmail.com
Boyer Ford Trucks MN Classification 2021 10 11 10:19:16 jbullerman@boyertrucks.com
DiverseID Products of Florida, LLC MO Classification 2021 10 11 10:19:16 martina.derra@diverseid.com
Dodge of Burnsville MN Classification 2021 10 11 10:19:16 jgerber@dodgeofburnsville.com
DUECO, Inc WI Classification 2021 10 11 10:19:16 bids@dueco.com
Duluth Dodge Inc MN Classification 2021 10 11 10:19:16 jopetrey@charter.net
Grafix Shoppe MN Classification 2021 10 11 10:19:16 dani@grafixshoppe.com
Hartland Fuel Products WI Classification 2021 10 11 10:19:16 jack.hunter@hartlandfuels.com
Henderson Products Inc IA Classification 2021 10 11 10:19:16 jtobin@hendersonproducts.com
Hy Gas Products Inc SD Classification 2021 10 11 10:19:16 john@fourseasonssportscenter.com
I 80 Equipment IL Classification 2021 10 11 10:19:16 digger@i80equipment.com
Ken Vance Motors WI Classification 2021 10 11 10:19:16 kevinklinkhammer@kenvance.com
LDV, inc. WI Classification 2021 10 11 10:19:16 mlynch@ldvusa.com
LDV, Inc. WI Classification 2021 10 11 10:19:16 awulfekuhle@ldvusa.com
NADA Scientific, Ltd. NY Classification 2021 10 11 10:19:16 support@nadascientific.com
Nelson Auto Center, Inc MN Classification 2021 10 11 10:19:16 mlarson@nelsonfleet.com
NEUVILLE MOTORS WI Classification 2021 10 11 10:19:16 chris.klein@neuvillemotors.com
River valley ford WI Classification 2021 10 11 10:19:16 Joe@rivervalleyford.com
Rosenbauer Minnesota, LLC MN Classification 2021 10 11 10:19:16 mgoldeman@rosenbaueramerica.com
Rush Truck Centers of Kansas, Inc. KS Classification 2021 10 11 10:19:16 beckerd@rushenterprises.com
Schmelz Countryside VW MN Classification 2021 10 11 10:19:16 jschmelz@saabvw.com
Truck Utilities MN Classification 2021 10 11 10:19:16 craigc@mail.truckutilities.com
Universal Truck Equipment, Inc. WI Classification 2021 10 11 10:19:16 sheryl@universaltruckequipment.com
Universal Truck Equipment, Inc. WI Classification 2021 10 11 10:19:16 donnie_ute@tcc.coop
White's Energy Motors WY Classification 2021 10 11 10:19:16 apopke@whitecars.com



Reason
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
Bid Notification
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Access Report
Agency Cooperative Purchasing Connection
Bid Number 22.3
Bid Title Vehicles

Vendor Name Accessed First Time Most Recent Access Documents
Most Recent

Response Date
School Wholesale Supplies LLC 2021 10 12 12:30 AM CDT 2021 10 14 01:29 AM CDT RFP #22.3 Vehicles.pdf
North America Procurement Council 2021 10 15 04:39 AM CDT 2021 10 15 04:39 AM CDT
IMS 2021 10 14 02:47 AM CDT 2021 10 14 02:47 AM CDT
Onvia 2021 10 11 01:32 PM CDT 2021 11 09 02:53 AM CST RFP #22.3 Vendor Forms & Signatures.pdf

RFP #22.3 Vendor Questionnaire.pdf
RFP #22.3 Pricing Schedule.pdf
RFP #22.3 General Terms and Conditions.pdf
RFP #22.3 Vehicles.pdf

Dodge Data & Analytics 2021 10 11 09:27 PM CDT 2021 11 11 11:31 PM CST
SmartProcure 2021 10 11 02:21 PM CDT 2021 10 11 02:22 PM CDT RFP #22.3 Vendor Forms & Signatures.pdf

RFP #22.3 Vendor Questionnaire.docx
RFP #22.3 Pricing Schedule.xlsx
RFP #22.3 General Terms and Conditions.pdf
RFP #22.3 Vehicles.pdf

Universal Truck Equipment, Inc. 2021 10 11 12:40 PM CDT 2021 10 11 12:41 PM CDT RFP #22.3 Vehicles.pdf
Nelson Auto Center, Inc 2021 10 11 05:15 PM CDT 2021 11 09 07:29 AM CST RFP #22.3 General Terms and Conditions.pdf

RFP #22.3 Vehicles.pdf
RFP #22.3 Vendor Forms & Signatures.pdf
RFP #22.3 Vendor Questionnaire.docx
RFP #22.3 Pricing Schedule.xlsx

2021 11 09 07:27 AM CST

Rosenbauer Minnesota, LLC 2021 10 11 12:23 PM CDT 2021 10 11 12:23 PM CDT RFP #22.3 Vehicles.pdf
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Cooperative Purchasing Connection
Tabulation Report RFP #22.3 - Vehicles

Vendor: Nelson Auto Center, Inc

Page  of 1 1

General Comments: Please let me know if you have any questions or would like any further information. Thank you-Melissa
Larson

General Attachments: Certificate of Insurance-Nelson Auto Center.pdf
Exhibit A Marketing Plan-Nelson Auto Center.pdf
Exhibit B- LetterLine of Credit-Nelson Auto Center.pdf
Pricing Schedule-Nelson Auto Center.xlsx
Vendor Forms - Signatures-Nelson Auto Center.pdf
Vendor Questionnaire-Nelson Auto Center.pdf  

Exhibit B- LetterLine of Credit-Nelson Auto Center.pdf
on Auto Center.xlsx

Center.pdf
Pricing Schedule-NelsoAll price lists on file; 

request as needed.

ltruax
Highlight

ltruax
Highlight

ltruax
Highlight



11/04/2021

North Risk Partners
622 Roosevelt Road
Suite 240
St Cloud MN 56301-6363

Anita Borgerding
(320) 253-1122 (855) 927-6655

anita.borgerding@northriskpartners.com

Nelson Auto Center, Inc.
PO Box 635

Fergus Falls MN 56538

Owners Ins. Co. 32700
Auto-Owners Insurance Co. 18988
First Dakota Indemnity Company 10351

21/22 Master Cert

A
Garage Liability

08352622 05/01/2021 05/01/2022

1,000,000
300,000
10,000
1,000,000
2,000,000
2,000,000

B
10,000

5226258100 05/01/2021 05/01/2022
20,000,000
20,000,000

C Y WC020-0045009-2021A 05/01/2021 05/01/2022
500,000
500,000
500,000

A
Garagekeeper Coverage

5170119001 05/01/2021 05/01/2022
Limit 800,000
Deductible (Comp/Coll) 1,000/1,000

FOR BIDDING PURPOSES ONLY NO OBLIGATION EXISTS TO
NOTIFY THOSE SHOWN CANCELLATIO
NON-RENEWAL, CHG IN COVERAGE
OR OTHERWISE

SHOULD ANY OF THE ABOVE DESCRIBED POLICIES BE CANCELLED BEFORE
THE EXPIRATION DATE THEREOF, NOTICE WILL BE DELIVERED IN
ACCORDANCE WITH THE POLICY PROVISIONS.

INSURER(S) AFFORDING COVERAGE

INSURER F :

INSURER E :

INSURER D :

INSURER C :

INSURER B :

INSURER A :

NAIC #

NAME:
CONTACT

(A/C, No):
FAX

E-MAIL
ADDRESS:

PRODUCER

(A/C, No, Ext):
PHONE

INSURED

REVISION NUMBER:CERTIFICATE NUMBER:COVERAGES

IMPORTANT:  If the certificate holder is an ADDITIONAL INSURED, the policy(ies) must have ADDITIONAL INSURED provisions or be endorsed.
If SUBROGATION IS WAIVED, subject to the terms and conditions of the policy, certain policies may require an endorsement.  A statement on
this certificate does not confer rights to the certificate holder in lieu of such endorsement(s).

THIS CERTIFICATE IS ISSUED AS A MATTER OF INFORMATION ONLY AND CONFERS NO RIGHTS UPON THE CERTIFICATE HOLDER. THIS
CERTIFICATE DOES NOT AFFIRMATIVELY OR NEGATIVELY AMEND, EXTEND OR ALTER THE COVERAGE AFFORDED BY THE POLICIES
BELOW.  THIS CERTIFICATE OF INSURANCE DOES NOT CONSTITUTE A CONTRACT BETWEEN THE ISSUING INSURER(S), AUTHORIZED
REPRESENTATIVE OR PRODUCER, AND THE CERTIFICATE HOLDER.

OTHER:

(Per accident)

(Ea accident)

$

$

N / A

SUBR
WVD

ADDL
INSD

THIS IS TO CERTIFY THAT THE POLICIES OF INSURANCE LISTED BELOW HAVE BEEN ISSUED TO THE INSURED NAMED ABOVE FOR THE POLICY PERIOD
INDICATED.  NOTWITHSTANDING ANY REQUIREMENT, TERM OR CONDITION OF ANY CONTRACT OR OTHER DOCUMENT WITH RESPECT TO WHICH THIS
CERTIFICATE MAY BE ISSUED OR MAY PERTAIN, THE INSURANCE AFFORDED BY THE POLICIES DESCRIBED HEREIN IS SUBJECT TO ALL THE TERMS,
EXCLUSIONS AND CONDITIONS OF SUCH POLICIES. LIMITS SHOWN MAY HAVE BEEN REDUCED BY PAID CLAIMS.

$

$

$

$PROPERTY DAMAGE
BODILY INJURY (Per accident)

BODILY INJURY (Per person)

COMBINED SINGLE LIMIT

AUTOS ONLY

AUTOSAUTOS ONLY
NON-OWNED

SCHEDULEDOWNED
ANY AUTO

AUTOMOBILE LIABILITY

Y / N
WORKERS COMPENSATION
AND EMPLOYERS' LIABILITY

OFFICER/MEMBER EXCLUDED?
(Mandatory in NH)

DESCRIPTION OF OPERATIONS below
If yes, describe under

ANY PROPRIETOR/PARTNER/EXECUTIVE

$

$

$

E.L. DISEASE - POLICY LIMIT

E.L. DISEASE - EA EMPLOYEE

E.L. EACH ACCIDENT

ER
OTH-

STATUTE
PER

LIMITS(MM/DD/YYYY)
POLICY EXP

(MM/DD/YYYY)
POLICY EFF

POLICY NUMBERTYPE OF INSURANCELTR
INSR

DESCRIPTION OF OPERATIONS / LOCATIONS / VEHICLES  (ACORD 101, Additional Remarks Schedule, may be attached if more space is required)

EXCESS LIAB

UMBRELLA LIAB $EACH OCCURRENCE

$AGGREGATE

$

OCCUR

CLAIMS-MADE

DED RETENTION $

$PRODUCTS - COMP/OP AGG

$GENERAL AGGREGATE

$PERSONAL & ADV INJURY

$MED EXP (Any one person)

$EACH OCCURRENCE
DAMAGE TO RENTED

$PREMISES (Ea occurrence)

COMMERCIAL GENERAL LIABILITY

CLAIMS-MADE OCCUR

GEN'L AGGREGATE LIMIT APPLIES PER:

POLICY
PRO-
JECT LOC

CERTIFICATE OF LIABILITY INSURANCE DATE (MM/DD/YYYY)

CANCELLATION

AUTHORIZED REPRESENTATIVE

ACORD 25 (2016/03)
© 1988-2015 ACORD CORPORATION.  All rights reserved.

CERTIFICATE HOLDER

The ACORD name and logo are registered marks of ACORD

HIRED
AUTOS ONLY
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Vendor Questionnaire
RFP #22.3 - Vehicles

Instructions
Contained herein is a questionnaire required by the Cooperative Purchasing Connection (CPC).  Please note, while 
some information is merely informational, some will be used during the evaluation and vetting process.

To submit the required forms, follow these steps:
1. Read the document in its entirety.
2. Respondents must use the Vendor Questionnaire to its capacity.  Attached exhibits and/or supplemental 

information should be included only when requested (i.e. Marketing Plan).
3. Complete all questions.
4. Save all pages in the correct order to a single PDF format titled “Vendor Questionnaire – Name of 

Company”.
5. Submit the Vendor Questionnaire, along with other required documents in Public Purchase.  

The following sections will need to be completed before submission and submitted as one (1) single PDF 
titled “Vendor Questionnaire – Name of Company”:

1. Company Information
2. Qualifications & Experience
3. Marketing & Partnership
4. Financials & Level of Support  
5. Industry-Specific Information
6. References
7. Additional Requirements*
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Name of Company:
Nelson Auto Center, Inc

Company Address:
2228 College Way/PO Box 338

City, State, Zip code:
Fergus Falls, MN 56538-0338

Website:
Nelsonfergusfalls.com

Phone:
218-998-8865 or 800-477-3013

Provide the following company contacts that will be working with this anticipated contract.  Include name, email, and 
phone number(s).

Name Email Phone
General Manager Laurel Nelson laurel@nelsonauto.center 218-998-8878
Contract Manager Melissa Larson mlarson@nelsonfleet.com 218-998-8865
Sales Manager Melissa Larson mlarson@nelsonfleet.com 218-998-8865
Marketing Manager Mary Dolan marydolan338@gmail.com 218-998-8878
Customer Service Manager NA
Account Manager(s) Melissa Larson

Jessica Patelski
mlarson@nelsonfleet.com
jpatelski@nelsonfleet.com

218-998-8865
218-998-8827

List who will be responsible for receiving updated participation lists.
Name Email Phone
Melissa Larson mlarson@nelsonfleet.com 218-998-8865

List who will be responsible for submitting sales reports and administrative fee payments every quarter.
Name Email Phone
Melissa Larson mlarson@nelsonfleet.com 218-998-8865

List who will be responsible for conducting audits as requested by CPC.
Name Email Phone
Melissa Larson mlarson@nelsonfleet.com 218-998-8865

Identify any business types/classifications that your company holds.  *Submit documentation in PDF format to verify 
business status (see bid checklist).

x Business Type/Classification x Business Type/Classification
8(a)        8(a) Qualified Business SDB                Small Disadvantaged Business
DBE          Disadvantaged Business Enterprise SDVOB          Service-Disabled Veteran Owned Business
HUB          Historically Underutilized Business Zone SECTION 3   Section 3 Business Concern
MBE          Minority-Owned Business Enterprise SSV                 Sole Source Vendor
MWBE      Minority Women-Owned Business Enterprise VBE                Veteran-Owned Business Enterprise
SBE           Small Business Enterprise WBE               Woman-Owned Business Enterprise
Other; list name:

Company Information
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1. Provide a brief background of your organization, including the year it was founded (1-2 paragraphs max.).
Brent and Laurel Nelson opened Nelson Ford in 1992. In 2001 they opened Nelson Dodge GMC just a short distance away. In 
2008, after major construction and additions, they brought all the franchises under one roof and became known as Nelson 
Auto Center, Inc. 

Nelson Auto Center offers a full line of new and used vehicles for both Retail and Fleet customers, a highly trained and 
certified Service Department and Parts Department. The Fleet Department has approximately 26 years of experience 
working in the automotive business and specializes primarily in Government Fleet Sales and Contracts. 

2. Provide evidence of what your company is doing to remain viable in the industry.

Describe your customer retention (i.e. customers who are served that continue to be repeat customers).  
Nelson Auto Center and affiliates offer a full line of Ford, Lincoln, Chrysler, Dodge, Ram, Jeep, GMC and Chevrolet products 
and services. Our staff is prepared to work with agencies to help them purchase the proper vehicle/s to fit their needs. We 
can offer advice, provide technical data (such as towing capacities, GVWR, payload, horse power, torque, etc.) and source 
specialty equipment (mobility upfits, utility bodies, snow plows etc.).

We have several customers that that have been purchasing from us for as long as I have worked here. There are many who 
have expressed that they will purchase from us, even at times when we can’t beat a competitor’s price because they trust 
that we will go above and beyond to make sure we handle everything correctly and with care. We strive to make the 
purchasing process as easy as possible for our customers so it is one less thing for them to worry about.

3. Describe the number of agencies in the tri-state area that your organization, on average, provides fleet vehicles 
for each year.

280

4. Provide a list of other contracts your organization has in place that could be accessed by our membership for 
your services (e.g. other consortiums) in the tri-state area?  

        Provide a list of governmental, educational, and cooperative contracts that your company holds outside CPC’s 
        tri-state area.
We currently have contracts in place with the State of North Dakota for some models of pickups, SUV's and vans. 

We do not have any other contracts than these.

1. Describe how your company will position and propose to support CPC and its participating agencies in regards 
to program growth.

Nelson Auto Center will actively inform customers about the contract, walk them through the purchasing process and share 
CPC contact information. We will also attend trade shows and conferences in an effort to reach potential customers in areas 
that are not as familiar with the contract and its benefits. 

2. Describe and submit a marketing plan that would describe, at a minimum, the following:  process on how the 
contract will be launched to current and potential agencies, the ability to produce and maintain full-color print 
advertisements in camera-ready electronic format, including company logos and contact information, 
anticipated contract announcements, planned advertisements, industry periodicals, other direct, or indirect 
marketing activities promoting the awarded contract, and how the contract award will be displayed/linked on 
your organization’s website.  You can submit any support materials as Exhibit A – Marketing Plan.

See Exhibit A

Qualifications & Experience (20 points)

Marketing & Partnership (20 points)
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3. Describe how your company will position this contract to CPC’s participating agencies if awarded.
We will promptly respond to customer requests and help them with any questions they may have. We will attend trade 
shows and conferences to make ourselves more visible. We are happy to do this both on our own as well as in partnership 
with CPC. 

4. Describe how you plan to inform and train company personnel on the contract terms and conditions, details 
and promotion of the contract.  Describe how your organization plans to utilize your marketing and sales staff 
with this anticipated contract.

The contract manager will carefully train and monitor all account managers working on this contract. Our team will 
advertise, attend conferences/tradeshows and communicate one on one with potential customers to inform them of the 
many benefits of the CPC contract. Our experienced Fleet Department Staff will work with you Marketing Director as 
needed to prepare digital and printed marketing materials.

1. Describe the percentage of your company’s revenue, by category (city/county/government, K12 education, 
higher education) that is derived from fleet vehicle sales on an annual basis.

City, County, Other Government-78.5%
-K-12 Education-16.3%
-Higher Education-.1%
-Non-government-5.1%

    

2. Indicate the level of support your company will offer on this contract category. 

Pricing is better than what is offered to individual educational agencies.
X Pricing is better than what is offered to cooperative educational agencies.

Other, please describe

If OTHER, describe how the pricing submitted differs from individual entities or other purchasing consortiums:
or tap here to enter text.

3. Has your company and/or any proposed subcontractors been involved in any alleged significant prior or 
ongoing contract failures, contract breaches, any civil or criminal litigation or investigation pending within the 
last five (5) years?

X Yes No

If YES, document thoroughly and list any contract in which your organization has been found guilty or liable, or 
which may affect the performance of the services.

A criminal investigation was performed in the Spring of 2017 in relation to concerns that were brought forth relating to the 
State of MN Ford Police Interceptor contract. A former fleet manager was charged and the case is now closed. This person is 
no longer an employee of Nelson Auto Center and Nelson Auto Center is not involved in any criminal litigation that was 
pursued after the investigation was complete.

In September of 2019, a Whistle Blower(Qui Tam) suit was filed in civil court naming the former fleet manager, Nelson Auto 
Center, Inc and all Fleet Employees that worked at Nelson Auto’s Fleet Department when the criminal action was filed
against former fleet manager, Gerald Worner. This is the same Qui Tam civil litigation we informed you about when it was 
commenced. The suit was filed by whistle blower, Steven Kleiber, in an effort to be awarded money for his role in bringing
forth the charges and conviction of Gerald Worner, former fleet manager. Please note that this Qui Tam suit was not joined 
by ANY of the various governmental entities that were named victims in the referenced criminal litigation, even though the 
government entities had a right to join in.

The Defendants, Nelson Auto and the named individuals moved to have the case dismissed on the pleadings at the trial 
court level. The trial court dismissed the action against the defendants finding in part that all issues had been resolved 

Financials & Level of Support (10 points)
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through a binding arbitration award between Nelson Auto Center, Inc and the State of Minnesota. That dismissal was then 
appealed by Klieber and his attorney to the Minnesota Court of Appeals. During that appeal, the parties agreed to enter 
mediation to reach an agreed upon settlement. All parties agreed to enter into a settlement to bring the matter to a final 
resolution. We would like to note that settlement on our part was very difficult to do given the fact that the matter had been 
previously resolved and dismissed by the trial court. We entered into the settlement to stop the ongoing extreme cost of 
defending the action and to stop the unproductive time dealing with the money grab by the plaintiff and his attorney. If you 
want further details on any of the referenced matters please let me know.

4. Has your company been disbarred and or suspended in doing business within the United States?

Yes X No

If YES, list what states, the reason for debarment and/or suspension, and its effective dates.
Click or tap here to enter text.

1. Describe what differentiates your company from your competitors.  Describe your differences regarding sales, 
service, installation, technology, and product line.

One of the biggest ways Nelson Auto Center is different than our competitors is that we have a dedicated Fleet Department 
that specializes in Government Sales. Most dealerships only have Retail and Commercial Fleet sales staff. Many dealerships 
do not even know that there are special incentives available for government entities or how to handle vehicle contracts. 
Another way we are different is that we have multiple franchises so we are able to sell various brands to our customers so
they do not have to go to two or more different dealers to get the product they want. 

Our Fleet Department employees have many years of experience and work closely together as a team to make sure we are 
quoting vehicles accurately, fully following through the ordering and delivery process and communicating with our 
customers. We sell are continuously doing training to stay on top of our brands and product changes. We also have many 
years of experience selling all types of vehicles, including cars, pickups, SUV’s, vans, trucks and vehicles with upfitting such 
as snow plows, contractor bodies, bucket lifts, utility bodies, police vehicles, mobility vans, etc.

2. Describe the team/personnel that will be working directly with participating agencies as a potential result of 
this contract.     

Our Fleet Department consists of 4 individuals who will all be working to support each sale to participating agencies. These
employees handle the sales and delivery coordination. There are many other support staff that do not work directly with 
the participating agencies.

3. Describe any subcontractors that will provide products and or services under the potential resulting contract.  
Describe how your company plans to educate the subcontractor(s) on staying compliant with the solicitation.

Products provided by subcontractors will depend on the request of the CPC participating agency. For example: police 
vehicle partitions, lights, sirens, utility bodies and snow plows.

The contract manager will communicate the requirements of the contract to subcontractors and monitor to ensure that 
everything is compliant.

4. Describe the sales process that your company will take with participating agencies.  Describe how your 
company works with a participating agency to determine a make/model and any additional options to meet the 
agency needs.

Our process would be to ask them what the intended use of the vehicle is and if they have a preference for a type of vehicle.  
We would advise them to consider such things as towing, passenger capacity, cargo space requirements, interior options, 
fuel economy, etc. Once we identify their needs, we inform the customer of the choices that are available the meet their 
requirements/needs. Beyond identifying the customers wants/needs for each vehicle, we also consider how soon they need 
to put their vehicle into service, if they require assistance with financing and make sure we are compliant with laws that 
determine such things as legal towing capacities and passenger limits.

Industry-Specific Information (50 points)
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5. Describe your proposed order process for this proposal and contract award.  Describe the process from order 
placement, including methods, to receipt of order.  Describe all steps in the process including communication 
touchpoints and notifications.  Explain your delivery policy and lead time required from receipt of order to 
delivery.  

When the customer has approval and is ready to move ahead with ordering, we are happy to accept a copy of the signed 
quote or a purchase order, whichever they prefer. Once we receive the purchase order/signed quote, we will submit the order 
to the manufacturer via our online order bank.  We monitor the status of each order until we receive the vehicle and provide 
periodic updates on the status as desired by the purchaser.  If any vehicle is taking longer than anticipated, we will keep the 
purchaser informed.  Once the vehicle arrives, we inspect it to be sure that it is properly built per order and is free of 
transportation damage. It is then looked over by a technician in our Service Department and a Pre-Delivery Inspection is 
performed. after PDI, our detail department cleans and preps the vehicle for delivery. Prior to delivering to the agency, our 
staff inspects the vehicle to ensure that all dealer installed equipment has been properly installed. At this point, our 
coordinator will set up a time that is convenient for the end user to take delivery of the vehicle. We then have the delivery 
person make a final walk around each vehicle prior to departure. Once the vehicle is at the ordering agency, we ask that 
each vehicle is inspected by someone at the end user’s location or drop ship location. Lead times vary by vehicle type, and 
manufacturers’ schedules. Typically most vehicles arrive in about 90 days from order to delivery. However, we are currently 
experiencing longer lead times due to the global microchip shortage.

6. Describe your payment terms to participating agencies.
Net 30 days; add daily interest at 1.5%/month for payments received beyond 30 days after delivery.

7. Describe how issues with service, delivery, examination, and preparation are addressed with participating 
agencies.

Each situation that arises is unique however we strive to work quickly to resolve any issues that may occur.

8. Describe any warranty or protection plans offered to participating agencies.
The vehicles we sell are all covered by the standard factory warranties and can be taken to any certified dealership for 
warranty repair. Each manufacturer does offer a wide range of extended warranty options.

9. Describe any “added value” attributes being offered to CPC and its participating agencies when purchasing 
services through your company.  Describe any “value-adds” that are exclusive to CPC and the potential resulting 
contract.

Nelson Auto Center's Fleet Department staff have approximately 26 years’ experience working in the automotive industry. 
We have personnel who primarily specialize in Government Fleet Sales and understand the proper handling of government 
contracts and pricing. We have administered many contracts (including the MSC/CPC contracts) over the years.  We sell 
hundreds of vehicles annually, and are well qualified to handle the vehicle needs of MSC members.  Our experience in 
dealing with a wide variety of vehicles for many different types of applications, allows us to help any customer.  Whether it
be a school in need of a 10 passenger van, a county looking to purchase several police vehicles or a fully upfitted dump 
truck, we can meet their needs.  Our staff will visit with CPC members by phone or in person, send information by mail or 
email for review, direct members to information on websites (those of manufacturers or suppliers of aftermarket 
specialized bodies and equipment, etc.) and counsel the member in making the best selection for their needs. Our Fleet 
Department personnel also have very strong working relationships with our manufacturers. We attend regular product
meetings and when relevant, can advise our customers of changes that will be occurring that may affect future purchases.

10. Describe any self-audit process/program you plan to employ to verify compliance with your anticipated 
contract with CPC.

Nelson Auto Center will perform a self-audit each quarter. 
5% of the deals from the contract will be randomly selected for audit and those documents will be taken out of the Fleet 
Department. The audit will be performed by accounting personnel, overseen by the comptroller and independent of the 
Fleet Department. 

Exceptions & Deviations
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1. List any additional stipulations and/or requirements your company requests that are not covered in the RFP.
Click or tap here to enter text.

2. List any exceptions your company is requesting to the terms outlined in the Technical Specifications.  
Respondents must include the following when requesting exceptions:

RFP section number and page number
Describe the exception
Explanation of why this is an issue
A proposed alternative to meet the needs of participating agencies and the cooperative

RFP #22.3 Vehicles document

Page 10 Vehicles, Equipment and Supplies 
5 b. All Costs associated with the voluntary and involuntary equipment and product recalls shall be borne by the 

manufacturer.

        Page 11 Pricing
          9     Our best price to CPC agencies will be better than our prices to any other consortium, given the same 
conditions.

General note regarding vehicle availability
           Due to the global microchip shortages many of the 2022 model year vehicle lines have already cut off ordering. 
Therefore, we have not included pricing for these vehicles. If awarded, we would like to add the rest of the vehicle lines 
when they are available. 

Provide three (3) references that have purchased fleet vehicles from your company within the last two (2) years.  
References from the CPC’s tri-state area are preferred.  A contact name, phone number and email will be required.  
*Ensure your references are prepared to communicate with a representative from CPC.  Failure to confirm 
reference of past work may impact your evaluation.

Reference #1 – Company Name City of Fargo
Service/Product Purchased Various Vehicles
Year of Purchase Yearly for more than 10 years
Reference Contact Tanner Smedshammer
Phone 701-241-1460
Email Tanner.smedshammer@fargond.gov

Reference #2 – Company Name Otter Tail County
Service/Product Purchased Police Vehicles
Year of Purchase Yearly for more than 10 years
Reference Contact Greg Seim/Jim Stewart
Phone 218-367-6304
Email gseim@co.ottertail.mn.us

Reference #3 – Company Name City of Austin, MN
Service/Purchase Purchased Various Police Vehicles
Year of Purchase Yearly since 2017
Reference Contact Chad Norman
Phone 507-437-9400
Email Chadn@co.mower.mn.us

References  
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As required by CPC, submit the following additional items as individual PDFs as outlined below:

1. Exhibit A – Marketing Plan – Name of Company
Submit any supplemental materials that outline your marketing plan as outlined in your previous response.

A marketing plan would describe, at a minimum, the following: process on how the contract will be 
launched to current and potential agencies, the ability to produce and maintain full-color print 
advertisements in camera-ready electronic format, including company logos and contact information, 
anticipated contract announcements, planned advertisements, industry periodicals, other direct, or 
indirect marketing activities promoting the awarded contract, and how the contract award will be 
displayed/linked on the Vendor’s website.

2. Exhibit B – Letter/Line of Credit – Name of Company 
Attach a letter from a business’s chief financial institution indicating the current line of credit available to the 
business and evidence of financial stability for the past three calendar years (2020, 2019, 2018). This letter 
should state the line of credit as a range (i.e. “Credit in the low six (6) figures” or “a credit line exceeding six
(6) figures”).  The Letter/Line of Credit will be deemed “Confidential”.  This letter/line of credit is a 
requirement to help determine the financial stability of the company. Other accepted financial reports 
include balance sheets, Profit & Loss statements for the last three calendar years, Dun & Bradstreet report, a 
complete Annual Financial Audit (for publicly traded companies). Failure to submit a form of financial health 
may deem your response as non-responsive.

Additional Requirements 
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Vendor Forms & Signatures
RFP #22.3 - Vehicles

Instructions

Vendor Forms & Signatures – Name of 
Company

The following sections will need to be completed prior to submission and submitted as one single PDF 
titled “Vendor Forms & Signatures – Name of Company”:
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Instructions:  

Acknowledgment: 

Addendum Numbers Received :

Authorized Signature

Date

Acknowledgment: 

Authorized Signature

Date

Addendum Acknowledgement

Authorized Signature

✔

✔

✔

✔

✔

✔

✔

✔
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Instructions: 

Part I: Vendor

Business Name Date

Address City, State, Zip

Contact Person Title

Authorized Signature Title

Email Phone

Part II: CPC

Awarding Agency

Authorized 
Representative

Name Printed or Typed

Awarded this day of Contract Number

Contract to Commence 

Contract Offer & Award
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Instructions:  

1. Violation of Contract Terms and Conditions

2. Termination for Cause of Convenience

3. Equal Employment Opportunity

Uniform Guidance “EDGAR” Certification Form
200 CRF Part 200
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4. Davis Bacon Act 

5. Contract Work Hours and Safety Standards Act 

6. Right to Inventions Made Under a Contract or Agreement 

7. Clean Air Act and Federal Water Pollution Control Act 
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8. Debarment and Suspension 

9. Byrd Anti-Lobbying Amendment 

10. Procurement of Recovered Materials 

11. Profit as a Separate Element of Price 

12. General Compliance with Participating Agencies 
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By initialing the table (1-12) and signing below, I certify that the information in this form is true, 
complete and accurate and that I am authorized by my business to make this certification and all 
consents and agreements contained herein.
Vendor Certification (By Item) Vendor Certification:

YES
NO,

Initial

Name of Business

Signature of Authorized Representative

Printed Name/Title

Date

Signature of Authorized Rep
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Instructions:

Subcontractor Utilization Form

✔
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Your organization’s uploaded proposal should include the following submitted and correctly labeled 
documents:

X Document Title How to be Submitted

Signatures Required

IMPORTANT:  must be
will not be accepted

Authorized Signature

Printed Name/Title

Date

Solicitation Checklist

Authorized Signature
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MARKETING PLAN 
CPC CONTRACT 

PRESENTED BY: MELISSA LARSON 
NELSON AUTO CENTER 

2228 COLLEGE WAY, FERGUS FALLS MN 56538-0338 
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Marke ng Plan 1 

 

MARKETING PLAN 

PLAN OVERVIEW 

Prac ce: Name 

Name of Campaign: CPC Contract 

Campaign Manager: Melissa Larson 

  

OBJECTIVE 
To describe how Nelson Auto Center plans to market the CPC contract. 

TARGET MARKET  
Current and poten al agencies in Minnesota, North Dakota, South Dakota and Montana. 

PROJECT PLAN  

1. PROCESS ON HOW THE CONTRACT WILL BE LAUNCHED TO CURRENT AND POTENTIAL 
CUSTOMERS. 
 

Since Nelson Auto Center has had the privilege of being the vendor for this contract for the last 
several years, we would con nue to strive for excellence in a number of ways. 

 -market the contract on our website 

 -place print ads that are targeted to government agencies 

 -visit directly with customers, informing them of the contract and helping them through the   
purchasing process. 

 -work in partnership with CPC  

 -send focused emails and/or 

 -a end conferences and trade shows as a vendor 

2. ABILITY TO PRODUCE AND MAINTAIN FULL COLOR PRINT ADVERTISEMENTS IN CAMERA 
READY ELECTRONIC FORMAT, INCLUDING COMPANY LOGOS AND CONTACT 
INFORMATION. 

 

Nelson Auto Center has a team that works on marke ng and adver sing. They are con nually 
marke ng in mul ple formats including digital, print, video/TV and radio ads. They have a variety 
of material that is always available including our company logo and contact informa on. All three 
manufacturers also provide marke ng support. 
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Marke ng Plan 2 

 

3. ANTICIPATED CONTRACT ANNOUNCEMENTS 
 

If awarded, our plan would be to post the announcement on our company website, announce it 
through social media and directly to customers who have reached out to us. We would also work in 
conjunc on with CPC with types of announcements such as focused emails, CPC’s social media and/or 
other avenues in which CPC finds beneficial. 

 

4. PLANNED ADVERTISEMENTS 
 

Nelson Auto Center’s Fleet Department is con nually watching for the best adver sing opportuni es 
that will reach out targeted audience. We do not next ads lined up yet but it will likely be in a 
publica on that is focused on government agencies. Our primary focus is reaching poten al agencies in 
areas that are not as familiar with the CPC contract and its benefits. Our goal is to con nue to grow the 
contract not only for Nelson Auto Center but for CPC and other vendors. 

 

5. INDUSTRY PERIODICALS 
 

Ford, GM and Stellan s(formally FCA) have websites for their Fleet based customers where agencies 
can sign up to receive newsle ers and no fica ons of informa on related to Fleet vehicles and 
ordering. Our Fleet Department is always monitoring this informa on as well and passing it along to 
agencies as needed. 

 

6. HOW CONTRACT AWARD WILL BE DISPLAYED ON COMPANY WEBSITE 
 

If awarded Nelson Auto Center will list the contract on our company website with a brief descrip on of 
what the contract is, a link to our vendor page and Fleet Department Contact informa on for anyone 
wishing to reach out to us for quotes or ques ons. 

 

 

 



From: Melissa Larson | Fleet Dept
To: Lisa Truax
Subject: [External]RE: RFP #22.3 - Vehicles - Follow Up Questions
Date: Tuesday, November 16, 2021 8:34:37 AM
Attachments: image001.png

image002.png

Good morning Lisa,
 
Here are the answers to your questions:
 

In your response, you state that Nelson Auto Center holds a contract with the State of
North Dakota. 

How does the state contract pricing compare to what is being offered to CPC?
Currently due to higher manufacture’s incentives that are offered to the
State of ND, the vehicles that ND does have on contract will be at a lower
price. However, ND only bids specific vehicles that they will need for their
state agencies so there are a limited number of vehicles on contract.
Separately, ND usually does not roll over their contracts but instead
chooses to rebid them each year. This is where CPC’s contract tends to
excel because the contract is rolled over from one model year to the next
(for up to 4 years) and the manufacturers typically offer better incentives
to keep the vehicles on contract.

If awarded, when working with ND clients, which contract with Nelson Auto lead
with?

If awarded, we will strive to help each customer the best that we can. If a
customer calls and does not request any particular contract, it would be
our practice to listen to their needs and counsel them from there. ND has
limited vehicles on contract so many times, CPC would be the only
contract available to serve their needs. In that case, we would
automatically steer them towards the CPC contract.
 
If it is a situation where the State of ND contract happens to have a lower
price, we would make sure to inform the customer of the benefits of the
CPC contract. One of the factors that many agencies like about the CPC
contract is that some of the money they are spending is coming directly
back into their communities. It is a way great way to benefit their local
area even when the purchase is being made through a dealership that is
out of state. CPC also allows us to drop ship into other dealers if that is
something that is important to the end user. They are able to show
support of a local dealer of their choice even when that dealer does not
have a competitive contract in place.

 
If an agency contacts us and is specifically requesting the NDESC/CPC
contract, we will only discuss pricing related to this contract.

 



Thank you for much for allowing me to elaborate on this topic. Please let me know if there are any
additional questions.

Melissa Larson
Commercial & Government Fleet Manager

Nelson Auto Center, Inc.
c/o PO Box 338
Fergus Falls, MN 56538-0338
Phone (218)998-8878 or 800-477-3013 ext 8865

From: Lisa Truax <ltruax@lcsc.org> 
Sent: Friday, November 12, 2021 3:00 PM
To: Melissa Larson | Fleet Dept <Mlarson@NelsonFleet.com>
Cc: Lisa Truax <ltruax@lcsc.org>
Subject: RFP #22.3 - Vehicles - Follow Up Questions

Melissa,
Upon review from the evaluation committee, the committee has the following questions they
would like clarified:

In your response, you state that Nelson Auto Center holds a contract with the State of
North Dakota.

How does the state contract pricing compare to what is being offered to CPC?
If awarded, when working with ND clients, which contract with Nelson Auto lead
with?

Please review and respond to this email, placing your response in a bold and highlighted font.

A response is needed by 1 p.m. CT on Tuesday, November 16, 2021.

Lisa Truax

Lisa M. Truax
Procurement Solutions Coordinator
218.737.6535 (direct) | 888.739.3289
www.purchasingconnection.org

CAUTION: This email originated from outside of the organization. Do not click links or open
attachments unless you recognize the sender and know the content is safe.
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Evaluation Committee Report
RFP #22.3 - Vehicles

Summary of Evaluation Committee Activity

Evaluation Scoring Results

Evaluation Committee Discussion & Overview

Description of  Solicitation
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Manager of Educational Finance CPC Program Representative

CPC Finance Assistant

Procurement Solutions Coordinator

Recommendation
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Exhibit A 
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Award Decision, RFP #22.3 - Vehicles
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Instructions: 

Part I: Vendor

Business Name Date

Address City, State, Zip

Contact Person Title

Authorized Signature Title

Email Phone

Part II: CPC

Awarding Agency

Authorized 
Representative

Name Printed or Typed

Awarded this day of Contract Number

Contract to Commence 

Contract Offer & Award

Nelson Auto Center, Inc
2228 College Way/PO Box 338

Melissa Larson

mlarson@nelsonfleet.com

11/6/2021
Fergus Falls, MN 56538-0338
Fleet Sales Manager
Fleet Sales Manager
218-998-8865




