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Request for Proposal
Vendor Quality/Service Questionnaire

 University of Toledo Medical Center - Food Services
Response Deadline:  Friday, August 7, 2026

Any questions should be referred to 
Scott Noar
ERA Group 
104 Colwick Road
Cherry Hill, NJ  08002
T 856-295-1315
SNoar@ERA Group.com


Vendor Quality/Service Questionnaire
Gray boxes provide space for responses and will expand to accommodate your response.  Where it says “Select one”, double click on the box for the list of potential answers to select.  IT IS NOT NECESSARY TO WRITE LONG ANSWERS.  SHORT AND CONCISE RESPONSES ARE ACCEPTABLE.
1.  Notes
a. Suppliers must provide detailed / complete responses to the requests for information contained in the designated areas of this document however, brevity is appreciated.
b. A copy of the last page of this document must be printed, signed, scanned and sent by E-mail to the above address on or before the closing date for the RFP.
c. University of Toledo Medical Center (UTMC) reserves the right to accept the proposal which, in the UTMC’s opinion is the most advantageous, and is not obliged to accept the lowest cost submitted, nor any bid, resulting from this RFP.  The UTMC further reserves the right to waive any irregularities in any proposal, to negotiate for modification with respect to any proposal, to request more information or clarification with respect to any proposal, and to call for new proposals if desired.
d. Neither the UTMC nor ERA Group is responsible for any expenses incurred by any Supplier in preparing or submitting a proposal, or in providing any additional information, whether or not such information is requested by ERA or the UTMC.  
Suppliers are asked to respond to all questions in the RFP.  ERA will also analyze suppliers submissions based on:
· Completeness of Submission
· Degree of compliance with the UTMC’s stated requirements
2. 
Compliance with ERA Terms and Conditions:
SUPPLIERS MUST READ THIS DOCUMENT – Appendix A (below).
In the next question, you are required to indicate whether you comply with all the terms and conditions as they stand. If you are unable to comply with any part of these, please state your reasons clearly where asked to do so in the following questions.
a. Please state whether you fully comply with ERA's requirements and if not; outline any alternative(s) that you propose in the next question.

b. SUPPLIERS ONLY HAVE TO COMPLETE THIS QUESTION IF THEY HAVE INDICATED "Some non-compliance" IN THE PRECEDING QUESTION.
Indicate non-compliance area/s and proposed alternative/s:      
3. Company Information
Provide the name, title, address, phone number and e-mail for the person responsible for responding to this RFP.      
Provide a brief overview of your company:
a. [bookmark: Text1]Company name:       
b. 3rd Party quality inspection score (score/organization):       
c. Are you currently doing business with UTMC or have you done business with them in the past?  
d. What is your Order Fulfillment Rate (# cases ordered/# cases shipped)?       %.
e. Which division, opco, warehouse, location etc. was used as the basis of pricing for this RFP?       ?
4. Finance
a. Please indicate the Payment Terms you are offering:  
     Other:      
b. [bookmark: Text27]Can you provide invoicing totaled and itemized, electronically, if required?       
5. 
Prime Vendor Status is defined as 80% of product needs to be purchased.  This spend is defined in the Spend Summary section of the Background and Explanation document.  Is that acceptable?  
6. Do you require a minimum annual spend amount?      State the value.      
7. Reports
An electronic monthly sales report will be required breaking out sales data by: 
a. Product description
b. Category
c. Quantity
d. Price
e. Item #
f. Manufacturer and model #
The file will be sent to snoar@expensereduction.com at the end of each month.  Can you comply with this requirement?  
8. Invoice Copies
Can you supply ERA copies of all invoices, sent as .PDF files to snoar@expensereduction.com?  
9. Orders
a. Do you have on-line ordering?      
10. Product Pricing and Service
a. Delivery and Shipping Terms: Can you comply? 
· Deliveries are 2x/wk, Tuesday and Friday.  
· Delivery window: 5:00am - 6:30am. 
· Comment:      
b. [bookmark: Text45]Required "Audit Rights" are 4x/year of 25 items each time.  The items will be chosen by ERA and taken from a single month each audit.  The items are not restricted to being on the same invoice or for the same location.  Is this acceptable?       
c. If a problem is found with the markup of an item during the audit, then all purchases of that item from the previous 6 months or from the last audit will be examined for markup problems.    
d. Are you willing to supply splits?    If so, please indicate the mark-up on splits on top of the normal mark-up.      
e. Please confirm that the prices quoted in the Market Basket are your sell price and not your cost prior to mark-up. 
f. Please confirm that you provided a mark-up cost + percent or cost + $/unit for each category and not for each individual item. 
11. Please confirm that your pricing rationale is mark-up based on costs (percent mark-up) and not mark-up based on sales (percent margin). Mark-up based on costs is calculated by multiplying the cost of an item by the mark-up percentage. For example, an 8.1% mark-up on a Dairy Item costing $5.00 would be calculated as $5.00 times 1.081 equaling $5.40. 
12. Does the following describe the prices in the Market Basket?  The Sell Price Without Rebates for each item in the Market Basket should represent the price that would appear on the invoice to the client without regard to rebates, volume incentives, etc. that are paid to the client at a later date.  Adjustments such as deviations and allowances do affect the price as it appears on the invoice.  
13. Is there a restocking fee for returned items?  Please explain.       
14. What are the requirements to stock a needed or proprietary item?      
15. Does your on-line order system inform the customer during the time of the order if the item is out of stock?      
16. Will the customer receive a call before the order is sent if there are out of stocks or substitutions?      
17. This section provides the opportunity to clarify by repeating information provided in the Market Basket.  Please fill in the Cost Plus mark-up (percent or $/case) for each category used in the Market Basket.  The reason is that the supplier may use different categories then ERA for certain items causing a “NO” answer to question 10 above.  For example, apple juice may be classified by ERA as dry grocery but, as beverage by a supplier.  
	Category
	Mark-Up

	Dry Grocery
	     

	Meat & Poultry
	     

	Frozen
	     

	Nonfood 
	     

	Dairy Refrigerated 
	     

	Beverage
	     

	Produce
	     

	Seafood
	     

	     
	     

	     
	     

	     
	     



18. If you are an incumbent supplier, please confirm that your pricing rationale will not result in lower service levels than currently received by UTMC.  
19. How, if any, will the level of involvement of the sales rep change with this bid?      
20. What resources do you provide to help your customers be aware of emerging trends, industry news and new best practices that can save time and/or money?      
21. What percent of the time are deliveries late?      
22. Do you have a system in place for the customer to track the delivery truck location with their order? Is so, please explain.      
23. What procedure should UTMC follow to insure that large orders will be fulfilled.  For example, 60 cases of an item they normally order order five  cases.       
24. If you are an incumbent supplier, please list and describe any/all ancillary charges that are currently added to invoice.  List ALL charges:
· Initial Order set-up       
· Handling       
· Fuel surcharge       
· What is the minimum deliver amount ($ or cases)?       
· What is the charge if the delivery is below the minimum?      
· Service charges       
· Etc.      
25. For this RFP, please list and describe any/all ancillary charges that will be added to invoice.  List ALL charges:
· Initial Order set-up       
· Handling       
· Fuel surcharge       
· What is the minimum deliver amount ($ or cases)?       
· What is the charge if the delivery is below the minimum?      
· Service charges       
· Etc.      
26. UTMC is seeking suppliers that can provide programs and/or processes that are mutually beneficial to both parties, i.e. eliminating inefficiencies that reduce the total cost of the good/s or service/s, while improving profitability of both parties.   What programs and/or processes do you offer that may apply?      
27. If you, AS THE INCUMBENT DISTRIBUTOR, currently provide incentives to this client, please explain those incentives in detail.       
· Early payment incentives.       
· Rebates for electronic ordering.       
· Cost efficiency discounts based on average order size, # of delivers/week, etc.      
· Volume rebates based on incremental growth, total annual 	 purchase volume, or other basis.       
· National Brand Rebate.       
· Distributor Brand Rebate.       
· Conversion rebates.      
· Other.       


28. If you, AS THE INCUMBENT GPO, currently provide incentives to this client, please explain those incentives in detail.       
· Early payment incentives.       
· Rebates for electronic ordering.       
· Cost efficiency discounts based on average order size, # of delivers/week, etc.      
· Volume rebates based on incremental growth, total annual 	 purchase volume, or other basis.        
· National Brand Rebate.       
· Distributor Brand Rebate.       
· Conversion rebates.      
· Other.       
29. Please identify any new incentives you (THE DISTRIBUTOR) are offering for consideration:
· Early payment incentives.       
· Rebates for electronic ordering.       
· Cost efficiency discounts based on average order size, # of delivers/week, etc.      
· Volume rebates based on incremental growth, total annual 	 purchase volume, or other basis.       
· National Brand Rebate.       
· Distributor Brand Rebate.       
· Conversion rebates.      
· Food show incentives.      
· Other.       
30. Please identify any new incentives you (THE GPO) are offering for consideration:
· Early payment incentives.       
· Rebates for electronic ordering.       
· Cost efficiency discounts based on average order size, # of delivers/week, etc.      
· Volume rebates based on incremental growth, total annual 	 purchase volume, or other basis.       
· National Brand Rebate.       
· Distributor Brand Rebate.       
· Conversion rebates.      
· Food show incentives.      
· Other.       
31. [bookmark: Dropdown2]The UTMC prefers a term agreement of 12 months, with the option to automatically extend for consecutive 12 months without a defined end date. Since this is a cost plus program there is no reason it should expire unless there are unresolved service issues.  Is this acceptable?      
32. This RFP is considered a binding agreement.  If an additional agreement, written by the supplier, is requested by the supplier, it will not be a replacement for answers provided in the RFP.  Is this acceptable?       





33. 
Contact Information and Acknowledgement

This page must be completed, signed and sent by fax or e-mail attachment to ERA on or before the due date.

Please provide contact information for the person primarily responsible for preparing / submitting this RFP response:
Legal name of company: 

_______________________________________________________
Business name if different: 

_____________________________________________________
Contact name: 

_______________________________________________________________
Address: 

________________________________________________________________
City, State, Zip 

Phone: _______________________ 

E-Mail: ______________________________________


The undersigned acknowledges that he / she has completed this RFP response independently and without assistance from any ERA Consultant, and
certifies that he / she is authorized to act on behalf of the company whose legal name is listed above for the purposes of obligating said company to this response and the resulting provision of products / services for the time period indicated in this response.


________________________________________________________________
Signature of Authorized Person/Date


______________________________________________
Printed Name of Authorized Person
[bookmark: _Toc121328166]
Appendix A - ERA Terms and Conditions

1.	Clarification
Inquiries regarding aspects of the “Request for Proposal” documents should be referred to the ERA Group (ERA) Consultant whose name and contact information appears in the invitation.

ERA reserves the right, at its own discretion, to inform or not inform all other respondents of any question or matter raised and the clarification given.

2.	Cost of Preparation of Submissions
Suppliers are responsible for their own cost of preparing and lodging submissions and all other costs arising out of the process.

3.	Format of Submission Response
The response must contain all the documents and information required, all questions must be answered and a printed Contact Information and Acknowledgement page signed and mailed, faxed or scanned and emailed.

Suppliers’ submission must be a completed response as per instructions in the invitation and these Terms and Conditions.  Failure to observe these instructions may cause a bid to be considered non-compliant.

Submissions with alterations, erasures, or prices not clearly and legibly stated, may be excluded from consideration.  

4.	Lodging the Submission
Submissions must be lodged by the date specified in the invitation. Late submissions may be considered invalid and excluded from the evaluation.

Suppliers must return the appropriate pricing schedules fully completed.

Before completing the Request for Proposal suppliers must carefully read and comply with the ERA Terms and Conditions for Request for Proposal (this document).

5.	Information Necessary for Submissions
Lodgment of a submission shall be taken to mean that the supplier has obtained all information necessary for its accurate preparation.

Claims by the successful supplier for extra remuneration on the grounds of not being furnished with sufficient, or accurate information, or any unforeseen terms will not be considered by the Client.

The product usages listed in the invitation are purely indicative and based upon information provided to ERA. ERA and its client cannot guarantee that the same products or the indicated volumes will be purchased in the future.





6.	Submission may be Submitted and Accepted for Whole or Portion
Portions of the spend may currently be supplied by specialized suppliers (produce, nonfood, dairy, etc) as noted in the Background and Explanation document.  If so, those portions of the spend may continue to be awarded to specialized suppliers.  The goal is a Prime Distributor Relationship with 80% of the spend being awarded so a single supplier for the broadline spend.  If price savings and service offered are adequate, the specialized portions might be combined with the broadline supplies as well.  ERA and its client reserve the right to make this determination.
If specialized suppliers are not currently supplying these portions of the spend than they will not be split out without notice to the bidding suppliers.

7.	Validity Period
Since the bid is based on mark-up and not prices, ERA requests that suppliers’ submissions remain valid for the time needed for the client to analyze the responses and to accept or reject the Bid.  

8.	Additional Information
The supplier may be called upon to supply information additional to that shown in its submission in respect of the service to be provided.

The supplier may be required to authenticate and, or provide evidence of claims made in its submissions.

False or misleading claims or claims that cannot subsequently be authenticated may disqualify the supplier from further consideration and render the submission invalid.

All submissions, information and responses to inquiries must be in writing and may be incorporated into and made part of any agreement ultimately entered as a result of this invitation to submission.

9.	Prices

ERA requests that all prices be submitted as Exclusive of Tax and that suppliers indicate where items are exempt from tax, however where a supplier has a policy of quoting differently, ERA can accept quoted prices that include tax providing that suppliers indicate whether the prices quoted include or exclude tax and that all of the prices are quoted in the same manner.


10.	Acceptance
ERA and its Client shall not be bound to accept the lowest offer or any submission and no submission shall be deemed to have been accepted unless and until notice of acceptance in writing is issued.

An invitation to negotiate further with a supplier will not constitute an acceptance of the submission by the client.

An acceptance of a submission or any invitation to negotiate or make an offer will not constitute a contract to supply goods and/or services to the client.
 
ERA does not provide or prepare agreements for supply of goods or services for its clients. Any contracts or agreements entered into need to be arranged between the client and supplier following advice of acceptance under this Request for Proposal.

11.	Reservation of Rights
ERA and the client reserve the right to:

· Consider or accept (at our sole discretion) a late submission
· Extend the submission closing date.
· Amend the requirements at any time prior to the submission closing date, provided that the amendment is notified to prospective suppliers.
· Seek information from or negotiate with one or more of the suppliers on any issue at any time and to continue to negotiate with one or more of the suppliers.
· Discontinue negotiations at any time with any supplier.
· Enter into negotiations with any other person or company who is not a supplier.
· Enter into post-submission negotiations with suppliers on any matters prior to selection.
· Allow a supplier to change its submission if the same opportunity is given to all suppliers.
· Abandon this process whether before or after the receipt of submissions.
· Make inquiries of any person, company or organization to ascertain information regarding the supplier and its submission.
· Consider an incomplete submission.

12.	Supplier’s Expectations
Suppliers may expect that ERA and the client will:

· Preserve the confidentiality of suppliers’ confidential information 
· Give every supplier the opportunity to compete fairly for the business.
· Provide suppliers with a written response indicating whether or not their offer, or any part of it, is accepted.
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