
Region 14 Education Service Center (ESC) 
Contract # 02-150 

for 

MRO Products and Services

with 

Sid Tool Co., Inc. d/b/a 
MSC Industrial Supply 

Effective: December 14, 2023 



The following documents comprise the executed contract between the 
Region 14 Education Service Center and Sid Tool Co., DBA MSC Industrial 
Supply Co., effective December 14, 2023: 

I. Vendor Contract Award Letter
II. Supplier’s Response to the RFP, incorporated by reference



       

Region XIV Education Service Center 
1850 Highway 351 

Abilene, TX   79601-4750 
325-675-8600 

FAX 325-675-8659 
 

Thursday, December 14th, 2023 
 
Sid Tool Co., Inc. DBA MSC Industrial Supply Co. 
ATTN:  David Haugh 
525 Harbour Place Drive 
Davidson, NC 28036 
 
 
Dear David: 
 
Region XIV Education Service Center is happy to announce that Sid Tool Co., Inc. DBA 
MSC Industrial Supply Co. has been awarded an annual contract for MRO Products 
and Services based on the proposal submitted to Region XIV ESC. 
 
The contract is effective immediately and will expire on December 31st, 2026. The 
contract can then be renewed annually for an additional two years, if mutually 
agreed on by Region XIV ESC and Sid Tool Co., Inc. DBA MSC Industrial Supply Co.  
 
We look forward to a long and successful partnership underneath this contract.   
 
If you have any questions or concerns, feel free to contact me at 325-675-8600. 
 
 
Sincerely,  
 
 
Shane Fields 
Region XIV, Executive Director  
 

 
 
 

DocuSign Envelope ID: D742B48C-D391-4DCF-8820-66B0F703288C
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Request for Proposal (RFP) for MRO Products 
and Services – Solicitation No. 12-23 
 
Due: November 16, 2023, 2:00pm, CT 

 

Submitted by: 

MSC Industrial Supply Co. 
Chris Ricker 
Manager, Cooperative and Group Purchasing Organizations 
(330) 328-0542 
RickerC@mscdirect.com 
 

mailto:RickerC@mscdirect.com
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Tab 1 – Master Agreement / Signature Form 
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Tab 2 – NCPA Administration Agreement 
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Tab 3 – Vendor Questionnaire 

 

LOCATIONS COVERED 

Bidder must indicate any and all locations where products and services can be offered. 

.  

MSC Industrial Supply Co. (MSC) offers our Same-Day Shipping Guarantee with a 99% fill rate. If the 

national Cooperative Purchasing Alliance (NCPA) places a qualified, in-stock order by the 8pm, ET. 

National cut-off time, the order is guaranteed to ship the same day. Additionally, NCPA agencies may 

upgrade the qualified order to next-day delivery at no additional charge. All delivery timeframes are 

contingent upon the requirements of the MSC Same-Day Shipping Guarantee as described below. 

Provided the order is completed and received at the distribution centers before the applicable cut-off time 

on an operating business day.  MSC will guarantee same-day shipping on qualifying items placed in the 

carrier’s hands for any in-stock catalog items, for qualified continental U.S. customers (products such as 

machinery, hazardous materials, or items that require customized lengths, set-up or special packaging 

may require additional handling time due to size, weight, or shipping restrictions).  Orders placed Fridays 

(af ter your local cut-off time) and weekends or holidays will be shipped on the next regular business day.  
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The guarantee does not cover, and MSC shall not be responsible for, computer or electronic interrupt ions, 

mechanical or electrical breakdowns, strikes, riots, severe weather conditions, acts of God, or any other 

forces beyond the reasonable control of MSC, LTL shipments and other non-scheduled carriers, branch 

shipments (due to earlier pickups), backordered items, replacement orders, new accounts (first order) and 

orders requiring credit review.  

MSC ships all small parcel shipments to Alaska, Hawaii and Puerto Rico via UPS Ground service, the 

transit times for these orders are based upon UPS’ committed delivery times, which ranges from 5 to 7 

business days depending on the destination. Hazardous materials will not be shipped to Alaska or Hawaii 

or exported outside of the contiguous United States.  

MSC does have the ability to ship direct to all the provided U.S. Territories through our normal, 

commercially accepted shipping processes. Please note though, that there are some exceptions to 

consider when shipping to these territories. For example, hazardous materials will not be shipped to 

Alaska or Hawaii or exported outside of the contiguous United States. 

 

 

MSC can support all the above Canadian Territories. MSC would like to further discuss the NCPA and 

participating entity needs. 

If awarded a Master Agreement, will your company extend the terms offered in your Proposal to public 

agencies in Canada? If no or maybe, please explain. 

MSC services all of North America, and we can support public agencies in Canada.  Due to shipping, 

regulatory, export terms, we would negotiate a separate a contract for these agencies. We would like to 

further discuss specific needs with NCPA and any interested participating entities.  
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If awarded a Master Agreement, will your company extend the terms offered in your Proposal to private sector 

customers? 

As the needs of our public and private sector customers are unique, MSC would be open to negotiating a 

separate contract for private sector customers. We would like to further discuss specific needs with NCPA 

and any interested participating entities. 

MINORITY AND WOMEN BUSINESS ENTERPRISE (MWBE) AND (HUB) PARTICIPATION 

It is the policy of some entities participating in NCPA to involve minority and women business enterprises 

(MWBE) and historically underutilized businesses (HUB) in the purchase of goods and services. 

Respondents shall indicate below whether or not they are an M/WBE or HUB certified.  

MSC is not M/WBE or HUB certified. We are classified as a large business.  

SMALL BUSINESS, MWBE AND HUB GROWTH  

If Proposer is a Large, National or Multinational Organization/Corporation, what programs are in place that 

partners or supports the growth of small and MWEB and HUB business? If yes, please describe.  

■ N/A, we are a recognized small, MWEB or HUB organization  

■ No, we do not have any programs in place.  

■ Yes, we have programs in place. 

MSC is committed to developing business opportunities across all socioeconomic business categories so 

that we may support both the growth of M/WBE and HUB businesses and our customers’ established 

utilization goals.  

In Fiscal Year 2023, MSC spend was just over $501 million with suppliers that qualify as Small Business 

entities. Many of our Small Business suppliers also have certifications in the following socioeconomic 

categories:  

◼ Small Businesses (SB) 

◼ Veteran-Owned Small Business (VOSB)  

◼ Service-Disabled Veteran Owned Small Business (SDVOSB) 

◼ HUBZone 

◼ Small Disadvantaged Business (SDB) (SBA 8/a) 

◼ Minority-Owned Business 

◼ Woman-Owned Small Business (WOSB) 

Our diversity partner relationships support special projects, and product needs that include machinery 

installs and customized product needs in which only the Small Business partners specialize. Through 

these initiatives, MSC has been able to significantly increase socioeconomic participation throughout our 

solutions and product offerings.  
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RESIDENCY  

Responding Company’s principal place of business is in the city of ______________________, State of 

_________________.  

MSC headquarters are located at 525 Harbour Place Drive in Davidson, North Carolina. 

FELONY CONVICTION NOTICE  

Please Check Applicable Box (If the 3rd box is checked, a detailed explanation of the names and convictions 

must be attached):  

 

DISTRIBUTION CHANNEL 

Which best describes your company’s position in the distribution channel:  

 

PROCESSING CONTACT INFORMATION 

For all questions regarding MSC’s response, Region 14 Education Service Center ( Region 14 ESC) and 

NCPA participants may contact:  

PROCESSING CONTACT INFORMATION 

CONTACT PERSON Chris Ricker 

TITLE Manager, Cooperative and Group Purchasing Organizations 

COMPANY Sid Tool Co., Inc. DBA MSC Industrial Supply Co. 

ADDRESS 525 Harbour Place Drive 

CITY / STATE / ZIP Davidson, NC 28036 

PHONE (330) 328-0542 

EMAIL RickerC@mscdirect.com 

PRICING INFORMATION 

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. If answer is no, attach a statement 

detailing how pricing for NCPA participants would be calculated for future product introductions. 

Yes, MSC agrees to offer all future product introductions at prices that are proportional to Contract 

Pricing. 
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Pricing submitted includes the required NCPA administrative fee. The NCPA fee is calculated based on the 

invoice price to the customer. 

MSC submitted pricing includes the NCPA administrative fee.  

COOPERATIVES 

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

In addition to currently holding the NCPA / OMNIA Contract #02-62 for MRO Products and Services, 

we have partnered with the NCPA and participating entities for over 10 years, MSC currently holds 

contracts for the following cooperatives and state entities: 

◼ Sourcewell  

• MRO (091422-MSI): 5-year Term. Expires November 8, 2026 

• Janitorial (101320-MSI):  5-year Term: Expires November 16, 2024 

• STEM Curriculum Solutions (040121-MSI): 5-year Term: Expires June 1, 2025 

◼ NASPO ValuePoint Contract #8499  

• MRO and Industrial Supplies Contract #8499: 5-year Term with one year extension. Expires June 

30, 2024 
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Tab 4 – Vendor Profile 

 

Please provide the following information about your company: 

Company’s official registered name.  

Sid Tool Co., Inc., DBA MSC Industrial Supply Co. 

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

Founded in 1941, MSC is a leading North American distributor of a broad range of metalworking and 

maintenance, repair and operations (MRO) products and services. With a history of driving innovation in 

industrial product distribution for more than 82 years, we help solve our manufacturing customers’ 

metalworking, MRO and operational challenges. Through our technical metalworking expertise and 

inventory management and other supply chain solutions, our team of approximately 7,300 associates 

helps to keep our customers’ manufacturing operations up and running and to improve their efficiency, 

productivity and profitability.  

The following is a brief timeline outlining MSC history: 

1941: Sid Jacobson founded Sid Tool in New York 

1964: 
Published its first catalog, The Big Book™. Moved operations from New York City to Ames Court in 

Plainview, Long Island - MSC's first Customer Fulfillment Center 

1969: Entered into computerized inventory management and order processing, one of the first distributors to do so  

1978: Established a fully integrated Quality Assurance Department, one of the first distributors to do so  

1982: Sid Jacobson's son, Mitchell Jacobson, became President of MSC 

1988: Offered UPS 1- to 2-day delivery 

1988: Opened its first branch in Pawtucket, RI 

1989: Introduced Total Quality Management 

1990: Opened a second Customer Fulfillment Center in Atlanta, GA 

1991: Started the industry's first Same Day Shipping Guarantee 

1994: Began major product expansion into MRO type product categories 

1995: Began trading on the NYSE (ticker symbol MSM) 

1996: Opened a third Customer Fulfillment Center in Elkhart, IN 

http://www1.mscdirect.com/CGI/NNPAGE?PMINI=Y&PMPAGE=custsupp/ship_opt.html#sameday
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1997: Relocated its Plainview, NY, Customer Fulfillment Center to Harrisburg, PA 

1998: Moved its Customer Support Center/Corporate Headquarters to Melville, NY 

1999: Opened a fourth Customer Fulfillment Center in Reno, NV 

2000: "Big Book" items offered on the Internet 

2002: Awarded GSA Contract #GS-06F-0010N 

2003: Awarded USPS MRO Contract #2CMROS-03-B-4457 

2004: 
Started the West Coast expansion by opening our first sales office in Southern California (the Los Angeles 

sales office) 

2005: David Sandler promoted to CEO. Launched New Keyword Search on mscdirect.com.  

2006: MSC acquires J&L Industrial 

2007: 
Successfully merged J&L's systems to MSC's computer systems. Completed the integration of the J&L 

distribution centers, positioning MSC to begin working on full integration and offering customers the best of 

both worlds. 

2008: 
MSC launched its "Get It Next Day...at no additional cost" program with a standard national ordering cut-

off time of 8:00PM ET. 

2008: MSC fully integrated J&L and launched a new brand, "MSC/J&L Metalworking ", focused on offering 
technical information and assistance, products and services targeted towards our metalworking customers.  

2009: 
MSC completed the final phase of the brand transition and MSC/J&L Metalworking became MSC Industrial 
Supply - Metalworking's Best Choice. The focus continues to be on metalworking - offering customers best-

in-class service and technical assistance. 

2010: MSC acquires Rutland Tool and Supply Co. 

2011: MSC acquires American Tool Supply, Inc., and its affiliate American Specialty Grinding Co., Inc.  

2011: MSC makes history and achieves $2 Billion in revenue for fiscal year 2011. 

2012: 
MSC announces plans to open fifth Customer Fulfillment Center in Columbus, Ohio. The CFC will be 

operational in 2014. 

2013 MSC acquires Barnes Distribution North America. 

2013 MSC opens second Customer Service Center in Davidson, North Carolina.  

2018 MSC acquires All Integrated Systems (AIS) 

2019 MSC acquires TAC Global Solutions of Mexico, establishing a Mexico CFC and 4 branches 

2021 MSC acquires Wm. F. Hurst, expanding its aerospace industry presence 

2021 Corporate headquarters is consolidated at Davidson, NC 

2022 
MSC Mexico is further established with its own board of directors 

MSC acquires Engman-Taylor and Tower Fasteners 

2023 MSC acquires Tru-Edge Grinding and Buckeye Industrial Supply 

http://www1.mscdirect.com/CGI/NNPAGE?PMINI=Y&PMPAGE=custsupp/nextDay.html
http://metalworking.mscdirect.com/
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• Company’s Dun & Bradstreet (D&B) number.  

MSC’s Dun & Bradstreet (D&B) is 93-261-9265 and we are rated 5A2. 

Company’s organizational chart of those individuals that would be involved in the contract.  

A key factor to the successful relationships MSC has built with our Public Sector customers is the 

exceptional Account Management Teams created to serve each participating entity.  

Chris Ricker, Manager, Cooperative and Group Purchasing Organizations, will oversee overall 

account management and serve as the single point of contact for Region 14 ESC and all NCPA 

participating entities.  

Local support will be provided by our trained and experienced associates, including, but not limited to:  

Business Team Leaders, Key Account Sales Consultants, Customer Productivity Specialists, Inventory 

Management Solutions Specialists, and Vendor Managed Inventory Specialists. Additionally, MSC has 

strategically located specialists, including Metalworking Specialists and Industrial Safety Specialists to 

support special requests.  

The following organizational chart outlines our robust account management structure from the executive 

level through local support teams:  

 

Corporate office location.   

■ List the number of sales and services offices for states being bid in solicitation.  

■ List the names of key contacts at each with title, address, phone and e-mail address.  

MSC maintains co-located headquarters in Davidson, North Carolina and Melville, New York. We also 

operate six five Customer Fulfillment Centers (CFCs) which will support all participating states. The CFCs 

are located in: 
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◼ Harrisburg, PA;  

◼ Atlanta, GA;  

◼ Elkhart, IN;  

◼ Reno, NV;  

◼ Columbus, OH;  

◼ Hanover Park, IL 

Chris Ricker, Manager, Cooperative and Group Purchasing Organizations, will oversee overall 

account management and serve as the single point of contact for Region 14 ESC and all NCPA 

participating entities. Please see below for Mr. Ricker’s contact information: 

CONTACT PERSON Chris Ricker 

TITLE Manager, Cooperative and Group Purchasing Organizations 

COMPANY Sid Tool Co., Inc. DBA MSC Industrial Supply Co. 

ADDRESS 525 Harbour Place Drive 

CITY / STATE / ZIP Davidson, NC 28036 

PHONE (330) 328-0542 

EMAIL RickerC@mscdirect.com 

 

Local support to participating entities would be provided by our robust network of field sales associates 

and specialists. The following are some of the roles who would service participating entity sites: 

◼ Business Team Leader – Will lead the local operations and support team; ensuring contract 

compliance; and meeting or exceeding participating entity expectations.    

◼ Key Account Sales Consultant (KASC) – The KASC’s primary focus is sales support and bringing 

solutions that can help drive cost savings and inventory reduction, as well as the coordination of all 

sourcing and purchasing needs. The KASC will also serve as project manager for the local 

participating entity account relationship.   

◼ Customer Productivity Consultants (CPC) – Our CPCs will work closely with participating entities 

to identify opportunities for increased efficiency and productivity. During our Business Needs Analysis 

(BNA), MSC identifies customized solutions from our wide range of products and services. Using a 

consultative approach to assess current state and processes, MSC will recommend personalized 

solutions for improving performance and reducing costs. Areas reviewed include: enhancing function 

performance, reducing procurement cycle time and effort, decreasing inventory, reducing supplier 

base, and other cost-saving measures. 

◼ Vendor Managed Inventory Specialists (VMIS) – The VMIS provides vending, VMI, and other 

inventory management support. Participating entity’s VMIS interfaces with end users on the 

production floor to provide support for our products and to identify continuous improvement 

activities.    

◼ Metalworking Specialists – Metalworking Specialists’ primary responsibility are to deliver 

documented value to our customers resulting from the product testing they administer on site.  The 

costs savings MSC’s Metalworking Specialists document include a variety of areas of 

productivity, including: tool performance (speed/feed); cycle time; tool life; and other critical 

components of the manufacturing process.    
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◼ Industrial Safety Consultant – MSC Industrial Safety Consultants will partner with the safety teams 

of  participating entities to conduct on-site safety assessments to assist in ensuring safety and 

compliance in the workplace at no cost. Cost savings initiatives include areas of opportunity pertaining 

to 29 CFR 1910, state and local laws, and American National Standards Institute standards. MSC 

also provides compliance-based training that can be conducted on site or via Webex conferences. 

Programs can be customized to meet individual participating entity needs.  

All our Industrial Safety Consultants maintain multiple certifications, including QSSP Certification, 

OSHA 30-Hour Certification, Competent Person, and other certifications. 

◼ Customer Care – MSC’s Customer Care Team’s responsibility is to deliver a high-quality, seamless 

and personalized experience in support of all customer service needs.  Our teams are formally 

measured on quality, CSAT (Customer Satisfaction), and NPS (Net Promoter Score) ensuring 

experiences are measured through our customers ’ lens. Our live associates can receive orders and 

quotes, provide digital support, offer sourcing, provide real-time inventory status, recommend product 

alternatives, provide advanced technical support and much more. They are highly available Monday 

through Friday, 7am-11pm, ET, and Saturdays, 8am-5pm, ET and can be reached at 800-645-7270. 

  Define your standard terms of payment.  

MSC standard payment terms are Net 30. 

Who is your competition in the marketplace?  

Large and f ragmented, the MRO industry is highly competitive. MSC faces competition from traditional 

channels of distribution, such as retail outlets; small dealerships; regional and national distributors utilizing 

direct sales forces; manufacturers of MRO supplies; large warehouse stores; and larger direct mail 

distributors. We also face substantial competition in the online distribution space that competes with price 

transparency and includes both traditional distributors and non-traditional, web-based eCommerce 

competitors. In addition, new entrants in the MRO supply industry could increase competition.  

However, MSC outpaces our competitors through our pricing, product selection, product availability, 

technical support relationship, level of service and convenience. 

Provide Annual Sales for last 3 years broken out into the following categories:  

■ Cities / Counties  

■ K-12  

■ Higher Education  

■ Other government agencies or nonprofit organizations  

As a public company, we do not report our annual sales according to the above categories. We f ile 

annual, quarterly and current reports, along with additional reports and documents with the Securities and 

Exchange Commissions (SEC), which is available to the public. 

Our public sector program is focused on becoming an industry leader and trusted advisor to key public 

sector end customers Over the last few years, MSC has invested in our public sector programs and 

expanded into several large contracts with federal, state and local agencies, and we expect to continue to 

expand the scope of our public sector programs to leverage our recent success and position MSC for 

future growth.  
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Our investment is reflected in our increase in revenue within the public sector. The percentage of our 

revenue to our Public Sector customers represented approximately 10% for Fiscal Year 2023 – a 2% 

increase from the prior fiscal year. Additionally, our 2023 fiscal year net sales increased 8.6%, or 

$317.4 million, and sales to our public sector customers increased by over $122 million. 

MSC’s public sector customers include federal agencies, state governments, and healthcare providers.  

Federal government customers include the United States Marine Corps, the United States Coast Guard, 

the United States Postal Service, the United States General Services Administration, the United States 

Department of Defense, the United States Department of Energy, large and small military bases, Veterans 

Af fairs hospitals, and correctional facilities. We have individual state and local contracts and have been 

awarded partnerships with several state co-operatives. 

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

$_________ in year one  

$_________ in year two  

$_________ in year three  

MSC anticipates the following annual revenue during the first three years of the agreement:  

◼ Year 1: $10M 

◼ Year 2: $50M 

◼ Year 3: $100M 

What differentiates your company from competitors?  

MSC supports our customer through a variety of value-added solutions and technological innovations that 

improve the overall customer experience. 

MSC Value-Added Services and Solutions 

Supporting our customers’ metalworking and MRO needs and providing a variety of value-added services, 

MSC differentiates ourselves from our competitors in the following ways: 

◼ 2.1 Million In-Stock Products – One Supplier: Too many suppliers create a f inancial and 

administrative bottleneck. With 2.1 million in-stock SKUs available, we’ve established a one-stop shop 

for our customers, eliminating the hassle of purchasing from too many supplier sources. 

◼ Continuous Improvement: We have developed and perfected a proven, repeatable process that 

helps companies overcome the challenges currently affecting their TCO. MRO GOTM is a four-step 

program where we discover areas for improved productivity, safety, profitability and efficiency. Then, 

we build a customized plan of action and provide solutions that will help your business improve 

productivity and achieve documented savings.   

◼ Business Needs Analysis (BNA): The BNA process reviews NCPA participating entities’ 

organizational strategy, goals, initiatives, capabilities and pain points. The result is a customized 

proposal outlining an optimal solution for participating entities, which may include inventory 

management solutions, eprocurement, training and more.  

Af ter a BNA has been conducted and solutions implemented, our associates constantly pursue 

opportunities for cost savings and efficiencies. Once identified, these recommendations will be 
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presented during our Continuous Improvement Reviews. All savings and results will be documented in 

our patented Cost Saving Documentation. 

◼ Same-Day Shipping Guarantee: Our Same-Day Shipping Guarantee maintains a 99% fill rate. MSC 

can ship qualified, in-stock orders the same day provided the order is placed by the 8pm, ET, cut-off 

time. This inventory availability enables customers to reduce inventory investments and carrying 

costs. 

◼ ControlPoint Inventory Management Solutions: Our innovative Vending Solutions, Inventory 

Management Software, Vendor Managed Inventory (VMI) and Customer Managed Inventory (CMI) 

programs, are amongst the most efficient in the industry and are key to lowering customers’ inventory 

investment, reduce sourcing costs and out-of-stock situations, and increasing business efficiency. 

Orders generated through these inventory management solutions are integrated directly with 

mscdirect.com and many third-party eProcurement software solutions.   

◼ Leading U.S. Metalworking Distributor: Our product portfolio includes Kennametal, Sandvik, Iscar, 

Seco and Walter brands. Additionally, we offer high-performance exclusive brands that provide high 

value, cost-effective alternatives for our customers. Our massive catalog includes a provision that 

identifies ‘Good-Better-Best’ product offerings. Alternative products can be recommended through 

data analysis of indirect purchases; and lower-cost or higher-performance products can be 

recommended and tested as well. Our variety of options allows for the recommendation of the right-

priced tool for the application rather than pushing a single manufacturer as an acceptable solution. 

◼ Metalworking Field Specialists: MSC Metalworking Specialists’ primary responsibility is to deliver 

documented value to our customers resulting from the product testing they administer on site.  The 

costs savings Our Metalworking Specialists document includes a variety of areas of productivity, 

including tool performance (speed/feed); cycle time; tool life; and other critical components of the 

manufacturing process. 

Our proprietary ApOp (Application Optimization) software solution enables our metalworking 

specialists to document productivity savings for customers for a range of applications, including 

grinding, milling, turning, threading, sawing, hole-making, metalworking fluids and other manufacturing 

process improvements. 

Additionally, MSC will also solicit the advice and assistance from our unmatched roster of 

metalworking suppliers. Our alignment and engagement with these suppliers enables MSC to address 

multiple applications across our customers’ facility, and therefore allows for more testing and savings 

documentation. 

◼ MSC MillMax®:  Our MSC MillMax® program focuses on maximizing milling productivity and reducing 

cost by reducing the milling optimization process to just a few minutes. MillMax® helps customers 

increase material removal rates, reduce cycle times, improve surface finishes and extend tool life, 

leading to improved productivity, quality and cost savings. Our team’s work with the Department of 

Energy’s Oak Ridge National Laboratory won MSC the 2021 ISA Award as well as the 2021 R&D 100 

Award for breakthrough technology in a new commercial product.  

◼ Industrial Safety Consultants: MSC maintains a staff of Industrial Safety Consultants dedicated to 

meeting our customers’ safety needs. They partner with our customers’ safety teams and bring their 

expertise to support customer programs by leveraging our supplier relationships to conduct site 

surveys, personal protection assessments and facility audits. As MSC provides compliance-based 

training that can be conducted onsite or via WebEx conferences, we can tailor the program to meet 
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customer needs. All MSC Industrial Safety Consultants maintain multiple certifications including: 

QSSP Certification, OSHA 30-Hour Certification, Competent Person, and other certifications. 

◼ Product Training: Leveraging our supplier relationships and their Subject Matter Expertise, we offer 

f ree product training in conjunction with our suppliers. Some examples of other free training programs 

and/or services include: Fall protection training; Lock Out/Tag Out Inspections; Harness Inspections; 

Ladder Safety Training; General Safety Training; Product Use Training; Hand Tool Safety Training; 

Power Tool Safety Training; Lifting Safety Training; Chemical Storage Safety Training and 

Inspections; Plant Signage Inspections; Confined Spaces Breathing Training; and Arc Flash Training.   

◼ eCommerce Capabilities: Customers will realize a significant decrease in procurement costs when 

they take advantage of MSC’s eCommerce capabilities. Participating entities will have access to a 

wide array of  functions and information, including: swift search and transaction capabilities; access to 

real-time inventory level information; customer-specific pricing; workflow management tools; 

customized reporting; and much more. Additionally, MSC easily interfaces directly with purchasing 

portals, such as ARIBA and Perfect Commerce in addition to ERP Procurement Solutions, such as 

Oracle, SAP and Infor. 

◼ Comprehensive Customer Care Organization: MSC provides a robust network of regional and local 

sales associates and specialists to support sales, metalworking and inventory needs. Our 

experienced team includes customer care associates to assist with quotes, provide digital support, 

of fer sourcing, provide real-time inventory status, recommend product alternatives, provide advanced 

technical support and much more. 

◼ Better MRO: Our online information hub provides the go-to-resources customers need to be more 

productive and safer every day on the job (www.mscdirect.com/betterMRO); and 12,500 unique users 

are relying on it every day. The Better MRO portal brings together real-world insights, knowledge, and 

practical application information from trusted sources including internal expertise, industry leading 

experts, safety and manufacturing leaders and professionals, supplier partners, and many other 

sources. 

MSC and Technological Innovation 

MSC is continuously striving to provide new technologies and investments to better serve our customers. 

Examples include: 

◼ MSC has partnered with the Department of Energy’s Oak Ridge National Laboratory in creating 

our MillMax® program which focuses on maximizing milling productivity and reducing cos t by reducing 

the milling optimization process to just a few minutes. Our team’s work with Oak Ridge National 

Laboratory won MSC the 2021 ISA Award as well as the 2021 R&D 100 Award for breakthrough 

technology in a new commercial product.  

◼ CFC Automation: Looking to reduce labor for repetitive tasks on our warehouse floors, MSC has 

invested in automation technology. In f iscal year 2019, we introduced a patented robotic packing 

solution, and we are in the process of deploying advanced robotic picking technology to several of our 

CFCs. 

◼ Digital Showroom: A innovative digital and interactive tour of the plant floor that guides our 

customers through MSC solutions and allows them to visualize how each one works.  

 

 

http://www.mscdirect.com/betterMRO
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Describe how your company will market this contract if awarded.  

As Program Manager, Chris Ricker, would ensure a smooth continuation of services without disruption. 

Our integrated information systems will contain NCPA program-specific information, including the 

discounted pricing, free freight program, and more. Our systems make all data available whether a NCPA 

member is contacting a local sales associate or calling one of our dedicated Customer Care Team 

Associates. 

Chris Ricker will also work to market the program through NCPA program resources, including, but not 

limited to, NCPA / OMNIA Field Sales, NCPA / OMNIA MDM Teams, and MSC’s Microsite on the NCPA / 

OMNIA web platform using tools such as: 

◼ Co-branded Marketing Literature specific to MSC’s capabilities to drive contract/program awareness. 

◼ Web-Based Marketing – using the customer’s portal 

◼ Email Marketing – periodic emails to highlight promotions, specials, and seasonal items of interest.  

◼ MSC Supplier Resources – Joint Calls, Updates on the latest innovations, Technical Field Support, 

Product and Safety Training. 

◼ MSC Sales Support will be determined, based on the customer’s need and requirements.  

◼ MSC On-Site (Customer Facility) Open Houses – Expand our On-Site Open House Program and 

Product Demonstration Workshops for Participating Entities. 

◼ MSC Customer Fulfillment Center Tours 

◼ Trade Show Participation 

Describe how you intend to introduce NCPA to your company.  

As an incumbent supplier, MSC has not only program familiarity, but also has the processes and systems 

in place to ensure a smooth continuation of services. “Growing Together” virtual sessions co-led both 

Chris Ricker and NCPA / OMNIA personnel will be held with MSC Public Sector Sales and Support 

Resources to reinforce the collective “push” in selling the Lead Agency Co-Operative Model, tools, and 

resources available through the MSC / NCPA / OMNIA partnership. 

Describe your firm’s capabilities and functionality of your on-line catalog / ordering website.  

User f riendly and easy-to-navigate, our website, mscdirect.com, gives NCPA participating entities full 

access to every product we have available and allows 

participating entities to conveniently manage their entire 

account online. Offering numerous time- and cost-saving tools, 

our website can help participating entities create an efficient 

and productive procurement environment. And as the website 

shares the same highly trained sales and support services as 

our traditional business, all participating entities are guaranteed 

the same level of superior customer service you expect from 

MSC.  

Available 24 hours a day, seven days a week, mscdirect.com includes a wealth of features, such as: 
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◼ View over 2.1 million products and information, including images, real-time inventory 

availability, item number, price, description, attributes, specifications, quantity in stock and/or 

available for pick up, manufacturer, unit of measure, manufacturer number, and catalog page.  

Participating entities will have access to NCPA-specific pricing and the ability to restrict what users 

can browse based on participating entities’ agreements. 

Additionally, participating entities can view a Features and Benefits, and also access manufacturer 

information, including manuals, images, videos and warranty information. 

◼ Smarter Search Functionality — Utilizing our enhanced search features, results are easily and 

accurately identified 

• Participating entities can search by keyword, brand or part numbers (MSC, Manufacturer, 

Customer, Competitor, NSN and UPC numbers). We also have the capability to identify each 

user’s preferred items.  

• Learn More Feature allows for participating entities to make accurate purchasing decisions and 

identify the right item for the right application. 

• Research and Compare items in an easy-to-view format and view specification differences 

◼ My Account — Get a dashboard view of your account, including: 

• Order History: track shipments, find / reorder prior items, view order history 

• Account Settings: Manage usernames, passwords, preferences, billing methods, shipping 

addresses and more 

• Notifications: Select how order confirmations and shipped order emails are received 

• People and Purchasing: Manages the workflow processes such as cost allocation management, 

order approval management and more 

◼ My Lists – Access frequently purchased and referenced items in one central location. Create lists 

by product line, projects, location-specific applications and more 

◼ Get Quotes – Participating entities can get item quotes right from the shopping cart. An email 

notif ies users when a quote is ready. All quotes, past and present, can easily be searched within 

your account. 

◼ Download Cart – Eliminate the double work of reentering online orders by downloading your cart 

and importing it into your ERP or purchasing platform. Users select file formats and choose from 

over 30 data fields. 

◼ Advanced Features and Functionality – Manage purchasing with PO Control, Cost Allocation 

Management and Workflow Processes where participating entities can assign roles and spending 

limits for users within your company 

◼ ControlPoint Inventory Management Solutions – Access your ControlPoint Solutions, including 

carts, labels and more.  

◼ Virtual Catalogs – Browse our Big Book® along with other specialty catalogs, including seasonal 

and Safety catalogs 

◼ Expert Help – Customer Care Associates are available in via real-time chat, or can be accessed 

via email or by a toll-free phone call 
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Our website is remarkably easy and natural for your people to use.  Onsite or video conference 

training is provided as needed.  

Streamline Your Purchasing with Online Workflow Processes 

Once users log into their account online, they will have access to NCPA-specific pricing and discounts.  

Additionally, mscdirect.com allows users to identify cost centers.  Users can individually code each item 

within an order for reporting purposes. Items can be allocated to departments, cost centers, general 

ledger accounts, people, job name, job number, and more. 

We provide the ability for your organization to establish roles and spending limits for users within the 

company. Users can create and manage workflow processes in which user roles and spending limits can 

be assigned on the MSC website so that users can be assigned the appropriate purchasing levels 

according to the agreement. 

Our website supports multiple levels of hierarchy: 

◼ Administrator: Administrators have the authority to assign and/or reassign other registered users to 

their applicable role and to set per-order 

spending limits.  They also have full 

authority to browse and place orders. 

Multiple Administrators may exist within 

one agency. An Administrator can 

change users to Buyers with or without 

spending limitations and / or Buyers with 

rights to approve orders. 

◼ Buyers with Approval Rights:  The 

authorized Approver has the authority to 

approve Buyer orders that exceed spending limitations.  

◼ Buyers: Buyers have full authority to browse, fill a shopping cart, and place orders up to the spending 

limit established by Administrator.  Buyers that exceed spending limitations need to be assigned to an 

authorized Approver.  Buyers can have up to 10 approvers assigned to them.  This functionality also 

allows for multiple levels of Buyers / Approvers. For instance, participating entities can permit certain 

users to requisition products, but the final approval by the authorized designee must be provided 

before the order is submitted online. The Approver would be notified via email when the order is 

ready. If  the assigned Buyer rejects a pending order, the Buyer would have an option to select “reject 

reason.” Assigned Buyers can also reassign a pending order using the “Reassign” function. An email 

notif ication of a reassigned order would be sent to the Approving Buyer, or Administrator (selected 

f rom the dropdown menu). 

Describe your company’s Customer Service Department (hours of operation, number of service centers, etc.)  

NCPA and participating entities may contact our dedicated NCPA Customer Care Team at 833-709-0172, 

or via email at NCPAOmnia@mscdirect.com. Additionally participating entities may also can contact our 

Call Centers to reach a live customer care representative at 800-645-7270, Monday through Friday, 7am-

11pm, EST, and Saturdays, 8am-5pm, EST. Our website, mscdirect.com, and our fax number, 800-255-

5067, are also available 24 hours a day, seven days a week.  

 

mailto:NCPAOmnia@mscdirect.com
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Green Initiatives (if applicable)  

■ As our business grows, we want to make sure we minimize our impact on the Earth’s climate. We are 

taking every step we can to implement innovative and responsible environmental practices throughout 

NCPA to reduce our carbon footprint, reduce waste, energy conservation, ensure efficient computing and 

much more. To that effort we ask respondents to provide their companies environmental policy and/or 

green initiative.  

MSC strives to manage our business in a sustainable manner with programs focused on waste reduction 

and recycling, energy efficiency, freight sustainability, water conservation, eco-friendly product offerings 

and more. 

For our full environmental and sustainability policy, click here for our Environmental, Social and 

Governance Report. 

Environment and Sustainability Policy  

Environmental responsibility is an important aspect of our business mission. Associates at all levels are 

required to follow company procedures designed to comply with local, state and federal environmental 

laws and regulations. We also strive to be mindful of natural resources.  

MSC employs product stewardship, safety and environmental professionals to help ensure the protection 

of  consumer health and the environment, and we continually work to improve our environmental 

protection standards and programs, which include:  

◼ Environmental Permits and Reporting — We will obtain, maintain and keep current all required 

environmental permits and registrations necessary to conduct our business. We will follow their 

operations and reporting requirements.  

◼ Pollution Prevention and Resource Reduction — We strive to reduce or eliminate waste at its 

source by means of process modifications, maintenance and facility processes, material substitution, 

conservation and the recycling and reuse of materials.  

◼ Hazardous Substances — Chemical and other materials posing a hazard if released to the 

environment are to be identified and managed to ensure their safe handling, movement, storage, 

recycling or reuse and disposal.  

◼ Product Content Restrictions — We will not knowingly sell non-compliant products to our 

customers. We will maintain an Environmental Compliance & Sustainability Department to review 

products and evaluate their compliance with all applicable environmental laws and regulations 

regarding prohibition or restriction of specific substances, including labeling laws and regulations for 

recycling and disposal.  

◼ Promoting the Development and Sale of Environmentally Friendly Products — We will strive to 

identify and provide items to our customers that will help protect the environment using less toxic or 

harmful ingredients and/or items that will help to reduce consumption of natural resources. These may 

include, but will not be limited to, products that help to reduce energy consumption, provide water 

conservation, have been made with or from recyclable materials, or can be recycled after use. 

Environmental Risk 

MSC continually works toward reducing environmental and climate impact by pursuing improvement 

opportunities throughout our operations and supply chain. MSC has implemented risk-analysis processes 

https://investor.mscdirect.com/esg-csr
https://investor.mscdirect.com/esg-csr
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and risk-prevention techniques to identify and eliminate potential hazards to human health and the 

environment. 

Environmental Health and Safety Training  

Associates are required to complete environmental health and safety awareness training as part of 

associate onboarding. Additional training is implemented dependent on job-function and regulatory 

requirements. Examples of internal training available in environmental, health and safety topics include, 

but are not limited to, hazardous waste management, lithium battery safety and awareness, and handling 

and transportation of dangerous goods. MSC utilizes additional consultants and third parties to provide 

specialized training in environmental health and safety topics.  

Environmental Compliance  

MSC performs required environmental due diligence when leasing, acquiring or selling commercial 

property. We also utilize third-party consulting firms to audit our facilities and prepare required regulatory 

plans. Environmental, health and safety compliance audits help ensure that the company meets or 

exceeds regulatory requirements, reinforcing MSC’s commitment to protecting human health and the 

environment. In calendar 2021, MSC had zero environmental compliance related fines or penalties.  

Compliance with Health and Safety and Environmental Protection Laws  

Our operations are subject to and affected by a variety of federal, state, local and non-U.S. health and 

safety and environmental laws and regulations relating to the discharge, treatment, storage, disposal, 

investigation and remediation of certain materials, substances and wastes. We continually assess our 

compliance status and management of environmental matters to ensure that our operations are compliant 

with all applicable environmental laws and regulations.  

Operating and maintenance costs, associated with environmental compliance and management of sites, 

are a normal and recurring part of our operations. With respect to all other matters that may currently be 

pending, in the opinion of management, based on our analysis of relevant facts and circumstances, 

compliance with applicable environmental laws is not likely to have a material adverse effect upon our 

capital expenditures, earnings or competitive position.  

Energy  

MSC strives to improve its energy efficiency across our CFCs and offices. 83% of our CFCs utilize both 

motion-sensor lighting and LED lighting, as do our CSCs in Melville, New York, and Davidson, North 

Carolina. LED lights are more durable and up to 80% more efficient than traditional lighting, such as 

f luorescent and incandescent lamps. Our Atlanta, Georgia, facility has been replacing old traditional bulbs 

with more ef ficient LED bulbs. This is an ongoing project as our traditional bulbs expire. When fluorescent 

bulbs reach the end of their lifecycle, they typically are replaced with LED lighting.  

Motion-sensor technology significantly reduces the operating time and energy consumption of each light 

f ixture and extends the lifespan of the lightbulbs. More than 90% of the lighting at our Reno, Nevada, 

CFC, and most of the fixtures in our Harrisburg, Pennsylvania, CFC are controlled by motion-sensor 

technology.  

The SmartWay Program is a partnership between the U.S. Environmental Protection Agency (“EPA”), 

f reight shippers, carriers and logistics companies. The program helps businesses identify and select more 

ef f icient freight carriers and operational strategies. By measuring, benchmarking and improving logistics 
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operations and promoting fuel-saving technologies and practices, SmartWay helps enhance supply chain 

sustainability and reduces greenhouse gas emissions. More than 80% of MSC’s selected carriers are 

SmartWay Transport Partners.  

MSC is actively researching and pursuing projects at our CFCs aimed at improving resource efficiency. 

We incorporated an environmental module in our compliance management program software, enabling us 

to more effectively track waste generation, emissions and energy usage across our company. We 

recognize our responsibility as a distributor to address climate change issues by implementing new 

technologies, driving innovation and improving operational efficiency.  

Additional energy efficiency and reduction programs at MSC include:  

◼ Installing new multi-functional printers and copiers that carry Energy Star ratings, replacing 

standalone copiers, printers and fax machines. These efficient devices use 50% less energy and 

reduce paper and toner consumption.  

◼ Implementing a routing application in calendar 2021 for our approximately 462 service 

representatives, who drive fleet or personal vehicles. Drive time has been reduced by 4%. With our 

associates driving more efficient routes, we expect to achieve a significant reduction in fuel 

consumption and greenhouse gas emissions.  

◼ Continually reducing our reliance on paper transactions and documentation to embrace efficient digital 

and electronic recordkeeping processes.  

◼ Imposing limitations on business travel and increasing use of digital resources such as video 

conferencing and software solutions that help associates collaborate virtually.  

◼ Maintaining Workplace Flexibility and Telework Policies and resources that provide associates the 

f lexibility to balance business and personal needs, while reducing reliance on commuting. 

Eco-Friendly and Environmentally Preferable Product (EPP) Catalog Offerings 

MSC works with suppliers to provide products that are cost effective and designated as environmentally 

preferable. MSC has identified eco-friendly products spanning numerous product lines.  This includes 

products that have been certified to a reputable third-party standard or certification.  Our comprehensive 

list of Environmentally Preferable Certifications and their qualities can be found on our website.  

◼ Green Cleaners and Fluids: MSC offers a wide variety of biodegradable or low toxicity cleaners, 

degreasers, and metalworking fluids that help maintain a healthy environment and assist in the 

prevention of ozone depletion. We provide products with Certifications such as Green Seal®, 

ECOLOGO®, EPA Safer Choice/Design for the Environment, GREENGUARD, and among others.   

◼ Energy Conservation: MSC carries products that can help save energy, utilize renewable solar 

energy, promote efficiency, and conserve natural resources.  

◼ Water Conservation: MSC has an extensive offering of plumbing and other products that promote 

water conservation.  MSC carries many products certified under the U.S. Environmental Protection 

Agency WaterSense program.  

◼ Renewable Energy Source: MSC carries numerous products that are produced using power 

generated from renewable energy resources.  In addition, many products themselves have 

incorporated the use of renewable energy into their design, such as solar-powered rechargeable 

batteries, flashlights, and equipment.  Advantages of these types of products include longer life cycle, 

greater power performance, and no self-discharge.  

https://www.mscdirect.com/resources/eco-friendly-supplies
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◼ Energy Star®: Energy Star is a joint program of the U.S. Environmental Protection Agency and the 

U.S. Department of Energy, that promotes energy efficient consumer products. Energy Star products 

will help lower energy costs by using less energy to operate.  MSC provides products (heating and 

cooling) that carry the Energy Star logo.   

◼ NEMA® Premium: NEMA (National Electrical Manufacturers Association) has established an energy 

ef f iciency motors program that provides highly energy-efficient products for consumers.  Choosing 

energy ef ficient motors can reduce energy consumption, lowering energy operating cost and 

improving overall system reliability.   

◼  Recycled Content: Every time you purchase recycled products, you are helping to conserve the 

environment’s natural resources, including trees, water, electricity, and oil.  MSC offers many products 

made f rom recycled materials, such as can liners, packaging, office supplies, metal products, 

toiletries, and various paper products.  Products made from recycled content help to preserve natural 

resources and prevent materials from entering landfills or other waste streams.  

◼ Waste Management and Recycling: MSC carries recycling kits to assist you in the recycling of 

products that contain hazardous materials.  These products help to ensure that waste products are 

properly recycled or disposed of to minimize environmental impacts. 

◼ Rechargeable Battery Recycling Program: MSC offers a take-back system for rechargeable 

batteries for customers in applicable states, at no cost to the customer.  Customers can return these 

batteries at MSC participating branch locations (e.g., California, New York, Massachusetts, etc.).  

Drop off locations can be found at www.call2recycle.org.  

◼ Low Volatile Organic Compound (VOC): Traditional paints and finishes release low levels of 

harmful toxins into the air caused by a variety of VOCs. State and federal environmental regulations 

have prompted the development of zero or low VOC product alternatives.  MSC carries numerous low 

VOC products compliant with stringent California requirements. 

Anti-Discrimination Policy (if applicable)  

■ Describe your organizations’ anti-discrimination policy.  

MSC prohibits discrimination against qualified suppliers or individuals based on their status as protected 

veterans or individuals with disabilities. Additionally, MSC prohibits discrimination against individuals 

based on race, ethnicity, color, religion, sexual orientation, gender or gender identity, or national origin. 

MSC is committed to its Equal Employment Opportunity Policy and ensures compliance with this policy 

through our Affirmative Action Program. MSC is firmly committed to compliance with the Americans with 

Disabilities Act. MSC is an equal opportunity employer and federal contractor. MSC utilizes numerous 

suppliers and sub-contractors that are certified to the requirements of minority owned, women-owned, 

veteran-owned, and disadvantaged small businesses. Conducting business in diverse markets shows 

MSC’s commitment to economic growth, inclusion, and innovation. MSC is continually analyzing its supply 

chain and vendor database to identify qualified small and diverse businesses that can supply quality 

products to better suit customer needs.  

For more information on our Diversity and Inclusion policy and efforts, click here for our Environmental, 

Social and Governance Report. 

Vendor Certifications (if applicable)  

■ Provide a copy of all current licenses, registrations and certifications issued by federal, state and local 

agencies, and any other licenses, registrations or certifications from any other governmental entity with 

http://www.call2recycle.org/
https://investor.mscdirect.com/esg-csr
https://investor.mscdirect.com/esg-csr


Page 33  +  NCPA Request for Proposal for MRO Products and Services: Solicitation No. 12-23  November 15, 2023  

   
 

jurisdiction, allowing respondent to perform the covered services including, but not limited to, licenses, 

registrations, or certifications. Certifications can include M/WBE, HUB, and manufacturer certifications for 

sales and service.  

MSC is classified as a large business licensed and registered to do business in all 50 states, including 

U.S. territories. MSC will provide licenses and registrations upon individual participating entity request.  
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Tab 5 – Products and Services / Scope 

 

Respondent shall perform and provide these products and/or services under the terms of this agreement. 

The supplier shall assist the end user with making a determination of their individual needs.  

WARRANTY  

Proposal should address the following warranty information:  

■ Applicable warranty and/or guarantees of equipment and installations including any conditions and 

response time for repair and/or replacement of any components during the warranty period .  

■ Availability of replacement parts  

■ Life expectancy of equipment under normal use  

■ Detailed information as to proposed return policy on all equipment  

As a distributor of 2.1 million products, MSC does not maintain a warranty program beyond our 30-day 

return policy. MSC passes through our manufacturers’ warranties. Participating entities would need to see 

individual manufacturers for program information, replacement parts availability and life expectancy of 

equipment. 

MSC can partner with our strategic suppliers to customize programs such as tool repair and replacement 

or regrinding. We would be happy to discuss a program based upon individual participating entity needs.  

In order to return merchandise, customers must contact MSC to obtain a Return Authorization (RA) 

number. Returns will not be accepted without a RA number. Returns should be sent back in the original 

packaging and condition to the original Customer Fulfillment Center with the RA number on the shipping 

label. Either an invoice copy or packing slip should also be included.  

Any claims for discrepancies in shipment must be made within seven days of receipt of merchandise. 

C.O.D. returns will not be accepted. Shipping charges for returned items must be prepaid. A restocking 

charge may apply.  

Please note that hazardous materials are not returnable. Customers will be required to inspect all 

hazardous materials deliveries prior to accepting the delivery.  Unaccepted hazardous materials can be 

returned to MSC through the freight company that delivered the materials by not accepting the delivery.  

Once hazardous materials are accepted for delivery MSC is unable to take these items back.  

Additionally, altered or etched items cannot be returned. Custom cut-to-length products are considered 

f inal sale and may not be returned for credit. Unopened computer software can be returned for a credit, 

but will only be replaced if considered defective. 

In an instance, where a defective item is identified by the customer, a replacement order will be entered 

immediately. The replacement will be subject to standard lead times if not stocked.  
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PRODUCTS  

Vendor shall provide equipment, materials and products that are new unless otherwise specified, of good 

quality and free of defects. 

MSC confirms we would provide equipment, materials and products that are new, of good quality and free 

of  defects. 

CONSTRUCTION  

Vendor shall perform services in a good and workmanlike manner and in accordance with industry standards 

for the service provided.  

Not applicable as MSC is a distributor of MRO and metalworking supplies and not a vendor who would be 

providing any construction services. 

MRO PRODUCTS AND SERVICES 

The following is a list of suggested (but not limited to) MRO Products and Services categories. List all 

categories along with manufacturer that you are responding with:  

■ Abrasives  

■ Appliances  

■ Building Materials  

■ Electrical Supplies  

■ Fasteners & Adhesives  

■ Fleet Maintenance  

■ General Maintenance Supplies  

■ HVAC  

■ Hand Tools  

■ Hardware  

■ Hole making  

■ Hose, Tube, Fittings & Valves  

■ Indexable Cutting Tools  

■ Irrigation Equipment & Supplies  

■ Janitorial Supplies  

■ Landscaping Supplies  

■ Lighting Supplies  

MSC currently carries over 2.1 million products from about 3,000 vendors. We also have extensive 

sourcing capabilities that provides us access to thousands of additional industrial suppliers for special 

orders. Our product line includes name-brand, exclusive-brand and generic products, and also represents 

a broad range of MRO products, such as: 

◼ Safety/janitorial supplies 

◼ Raw materials 

◼ Measuring instruments 

◼ Abrasives 
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◼ Tooling components 

◼ Electrical supplies 

◼ Metalworking products 

◼ Machinery hand and power tools 

◼ Power transmission 

◼ Cutting tools 

◼ Fasteners 

◼ Plumbing supplies 

◼ Flat stock 

◼ Materials handling products 

Among our millions of stocked SKUs, MSC has an exclusive brand offering in many categories, including: 

Cutting Tools, Work and Tool Holding, Abrasives, Hand Tools, Material handling, Safety, Janitorial, 

Fluid Power and several other areas. From high-performance products to maintenance level functions, 

our exclusive brands are competitively priced alternatives to industry-leading brands and can generate 

significant cost savings for our customers. 

For a supplier listing, please visit the following link:  https://www.mscdirect.com/corporate/industrial-

suppliers-line-card  

  

https://www.mscdirect.com/corporate/industrial-suppliers-line-card
https://www.mscdirect.com/corporate/industrial-suppliers-line-card
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Tab 6 – References  

 

Provide at least ten (10) customer references for products and/or services of similar scope dating within the 

past three (3) years. Please provide a range of references across all eligible government entity groups 

including K-12, higher education, city, county, or non-profit entities.  

All references should include the following information from the entity:  

■ Entity Name  

■ Contact Name and Title  

■ City and State  

■ Phone  

■ Email  

■ Years Serviced  

■ Description of Services  

■ Annual Volume  

In addition to partnering with NCPA for over ten years, MSC has provided the additional references: 

MSC REFERENCES 

ENTITY NAME Tennessee Board of Regents 

CONTACT NAME / TITLE Brian York, Director of Procurement and Travel 

CITY / STATE Nashville, TN 

PHONE 615-366-3998 

EMAIL brian.york@tbr.edu 

YEARS SERVICED 8+ years 

DESCRIPTION OF SERVICES Vendor on the TBR statewide punchout, provision of industrial and 

MRO supplies 

ANNUAL VOLUME $1.5M 

  

ENTITY NAME General Dynamics 

CONTACT NAME / TITLE Cyndi Daley, Buyer Specialist, General Dynamics and Electric Boat 

Materials Management  

CITY / STATE Groton, CT 

PHONE 860-433-9368 

EMAIL cdaley@gdeb.com 

YEARS SERVICED  25 years 

DESCRIPTION OF SERVICES On-Site Associates, Vending, VMI, eprocurement, Provision of MRO 

and Industrial Supplis 

ANNUAL VOLUME $6M 

  

mailto:brian.york@tbr.edu
mailto:cdaley@gdeb.com
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ENTITY NAME University of Virginia 

CONTACT NAME / TITLE John Gerding, Assistant Director of Procurement 

CITY / STATE Charlottesville, VA 

PHONE 434-982-2563 

EMAIL Jeg5y@virginia.edu 

YEARS SERVICED 8+ years 

DESCRIPTION OF SERVICES Provision of industrial and MRO supplies; Punchout Catalog 

ANNUAL VOLUME $400K  

  

ENTITY NAME NAPA – CTA (Chicago Transit Authority) 

CONTACT NAME / TITLE Kathy Panse, Vendor Performance Manager 

CITY / STATE Chicago, IL 

PHONE 312-932-2148 

EMAIL Kathy_Panse@genpt.com 

YEARS SERVICED 10 years 

DESCRIPTION OF SERVICES Supply various parts for the Chicago Transit Authority 

ANNUAL VOLUME $166K+ 

  

ENTITY NAME City and County of San Francisco 

CONTACT NAME / TITLE Gloria Yuen, Office of Contract Administration 

CITY / STATE San Francisco, CA  

PHONE 928-652-1635 

EMAIL Gloria.yuen@sfg.gov 

YEARS SERVICED 6 years 

DESCRIPTION OF SERVICES On-Site Associates, Inventory Management Solutions, MRO and 

Industrial Supplies 

ANNUAL VOLUME $3M 

  

ENTITY NAME San Diego International Airport (SDRCRAA) 

CONTACT NAME / TITLE Erica Lopez, Sr. Procurement Analyst 

CITY / STATE San Diego, CA 

PHONE 619-400-2681 

EMAIL elopez@san.org 

YEARS SERVICED 3 years 

DESCRIPTION OF SERVICES Weekly on-site, Vendor Managed Inventory Programs 

ANNUAL VOLUME Approximately $350K 

  

ENTITY NAME Pennsylvania State University 

CONTACT NAME / TITLE Greg Zabrovsky, Sr. Procurement Agent 

CITY / STATE State College, PA 

PHONE 814-867-4718 

EMAIL Gmz112@psu.edu 

YEARS SERVICED 5 years 

DESCRIPTION OF SERVICES Provision of industrial and MRO products, Punchout catalog 

ANNUAL VOLUME $700K 
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ENTITY NAME City of Columbus  

CONTACT NAME / TITLE Nancy Ison  Purchasing Buyer  

CITY / STATE Columbus, Ohio  

PHONE 614-645-8315 

EMAIL NMIson@columbus.gov 

YEARS SERVICED 7 years 

DESCRIPTION OF SERVICES Provision of industrial and MRO supplies, punchout catalog 

ANNUAL VOLUME Approximately $100K 

  

ENTITY NAME University of Alabama 

CONTACT NAME / TITLE Jason P. Jeffreys, Director of Purchasing 

CITY / STATE Tuscaloosa, AL 

PHONE 205-348-3952 

EMAIL jpjeffreys@ua.edu 

YEARS SERVICED 3+ years 

DESCRIPTION OF SERVICES Provision of industrial and MRO supplies, punchout catalog 

ANNUAL VOLUME $300K 

  

ENTITY NAME University of Tennessee System 

CONTACT NAME / TITLE Amy Dudenbostel, Buyer 

CITY / STATE Knoxville, TN 

PHONE 865-974-8451 

EMAIL Adudenb1@utk.edu 

YEARS SERVICED 5 years 

DESCRIPTION OF SERVICES Provision of industrial and MRO supplies, punchout catalog for UT 

statewide system 

ANNUAL VOLUME $300K 

  

ENTITY NAME Broward County Public Schools 

CONTACT NAME / TITLE Reginald Moncrief, Supervisor Procurement and Warehouse Services 

CITY / STATE Sunrise, FL 

PHONE 754-321-4725 

EMAIL reginald.moncrief@browardschools.com 

YEARS SERVICED 24 years 

DESCRIPTION OF SERVICES Provision of industrial and MRO supplies 

ANNUAL VOLUME $150K+ 
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Tab 8 – Value Added Products and Services  

 

MSC supports our customer through a variety of value-added solutions and technological innovations that 

improve the overall customer experience. 

MSC VALUE-ADDED SERVICES AND SOLUTIONS 

Supporting our customers’ metalworking and MRO needs and providing a variety of value-added services, 

MSC differentiates ourselves from our competitors in the following ways: 

◼ 2.1 Million In-Stock Products – One Supplier: Too many suppliers create a f inancial and 

administrative bottleneck. With 2.1 million in-stock SKUs available, we’ve established a one-stop shop 

for our customers, eliminating the hassle of purchasing from too many supplier sources. 

◼ Business Needs Analysis (BNA): The BNA process reviews NCPA participating entities’ 

organizational strategy, goals, initiatives, capabilities and pain points. The result is a customized 

proposal outlining an optimal solution for participating entities, which may include inventory 

management solutions, eprocurement, training and more.  

Af ter a BNA has been conducted and solutions implemented, our associates constantly pursue 

opportunities for cost savings and efficiencies. Once identified, these recommendations will be 

presented during our Continuous Improvement Reviews. All savings and results will be documented in 

our patented Cost Saving Documentation. 

◼ Continuous Improvement: We have developed and perfected a proven, repeatable process that 

helps companies overcome the challenges currently affecting their TCO. MRO GOTM is a four-step 

program where we discover areas for improved productivity, safety, profitability and efficiency. Then, 

we build a customized plan of action and provide solutions that will help your business improve 

productivity and achieve documented savings.   

◼ Same-Day Shipping Guarantee: Our Same-Day Shipping Guarantee maintains a 99% fill rate. MSC 

can ship qualified, in-stock orders the same day provided the order is placed by the 8pm, ET, cut-off 

time. This inventory availability enables customers to reduce inventory investments and carrying 

costs. 

◼ ControlPoint Inventory Management Solutions: Our innovative Vending Solutions, Inventory 

Management Software, Vendor Managed Inventory (VMI) and Customer Managed Inventory (CMI) 

programs, are amongst the most efficient in the industry and are key to lowering customers’  inventory 

investment, reduce sourcing costs and out-of-stock situations, and increasing business efficiency. 

Orders generated through these inventory management solutions are integrated directly with 

mscdirect.com and many third-party eProcurement software solutions.   

◼ Leading U.S. Metalworking Distributor: Our product portfolio includes Kennametal, Sandvik, Iscar, 

Seco and Walter brands. Additionally, we offer high-performance exclusive brands that provide high 

value, cost-effective alternatives for our customers. Our massive catalog includes a provision that 

identifies ‘Good-Better-Best’ product offerings. Alternative products can be recommended through 
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data analysis of indirect purchases; and lower-cost or higher-performance products can be 

recommended and tested as well. Our variety of options allows for the recommendation of the right-

priced tool for the application rather than pushing a single manufacturer as an acceptable solution.  

◼ Metalworking Field Specialists: MSC’s Metalworking Specialists (MWS) primary responsibility is to 

deliver documented value to our customers resulting from the product testing they administer on 

site.  The costs savings MSC’s MWS’s document includes a variety of areas of productivity, 

including tool performance (speed/feed); cycle time; tool life; and other critical components of the 

manufacturing process. 

Our proprietary ApOp (Application Optimization) software solution enables our metalworking 

specialists to document productivity savings for customers for a range of applications, including 

grinding, milling, turning, threading, sawing, hole-making, metalworking fluids and other manufacturing 

process improvements. 

Additionally, MSC will also solicit the advice and assistance from our unmatched roster of 

metalworking suppliers. Our alignment and engagement with these suppliers enables MSC to address 

multiple applications across our customers’ facility, and therefore allows for more testing and savings 

documentation. 

◼ MSC MillMax®:  Our MSC MillMax® program focuses on maximizing milling productivity and reducing 

cost by reducing the milling optimization process to just a few minutes. MSC MSC MillMax® helps 

customers increase material removal rates, reduce cycle times, improve surface finishes and extend 

tool life, leading to improved productivity, quality and cost savings. Our team’s work with the 

Department of Energy’s Oak Ridge National Laboratory won MSC the 2021 ISA Award as well as the 

2021 R&D 100 Award for breakthrough technology in a new commercial product.  

◼ Industrial Safety Consultants: MSC maintains a staff of Industrial Safety Consultants dedicated 

meeting our customers’ safety needs. They partner with our customers’ safety teams and bring their 

expertise to support customer programs by leveraging our supplier relationships to conduct site 

surveys, personal protection assessments and facility audits. As MSC provides compliance-based 

training that can be conducted onsite or via WebEx conferences, we can tailor the program to meet 

customer needs. All MSC Industrial Safety Consultants maintain multiple certifications including: 

QSSP Certification, OSHA 30-Hour Certification, Competent Person, and other certifications. 

◼ Product Training: Leveraging our supplier relationships and their Subject Matter Expertise, we offer 

f ree product training in conjunction with our suppliers. Some examples of other free training programs 

and/or services include: Fall protection training; Lock Out/Tag Out Inspections; Harness Inspections; 

Ladder Safety Training; General Safety Training; Product Use Training; Hand Tool Safety Training; 

Power Tool Safety Training; Lifting Safety Training; Chemical Storage Safety Training and 

Inspections; Plant Signage Inspections; Confined Spaces Breathing Training; and Arc Flash Training.   

◼ eCommerce Capabilities: Customers will realize a significant decrease in procurement costs when 

they take advantage of MSC’s eCommerce capabilities. You’ll have access to a wide array of 

functions and information, including: swift search and transaction capabilities; access to real-time 

inventory level information; customer-specific pricing; workflow management tools; customized 

reporting; and much more. Additionally, MSC easily interfaces directly with purchasing portals, such 

as ARIBA and Perfect Commerce in addition to ERP Procurement Solutions, such as Oracle, SAP 

and Infor. 

◼ Comprehensive Customer Care Organization: MSC provides a robust network of regional and local 

sales associates and specialists to support sales, metalworking and inventory needs. Our 

experienced team includes customer care associates to assist with quotes, provide digital support, 
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of fer sourcing, provide real-time inventory status, recommend product alternatives, provide advanced 

technical support and much more. 

◼ Better MRO: Our online information hub provides the go-to-resources customers need to be more 

productive and safer every day on the job (www.mscdirect.com/betterMRO); and 12,500 unique users 

are relying on it every day. The Better MRO portal brings together real-world insights, knowledge, and 

practical application information from trusted sources including internal expertise, industry leading 

experts, safety and manufacturing leaders and professionals, supplier partners, and many other 

sources. 

MSC AND TECHNOLOGICAL INNOVATION 

MSC is continuously striving to provide new technologies and investments to better serve our customers. 

Examples include: 

◼ MSC has partnered with the Department of Energy’s Oak Ridge National Laboratory in creating 

our MillMax® program which focuses on maximizing milling productivity and reducing cost by reducing 

the milling optimization process to just a few minutes. Our team’s work with Oak Ridge National 

Laboratory won MSC the 2021 ISA Award as well as the 2021 R&D 100 Award  for breakthrough 

technology in a new commercial product.  

◼ CFC Automation: Looking to reduce labor for repetitive tasks on our warehouse floors, MSC has 

invested in automation technology. In f iscal year 2019, we introduced a patented robotic packing 

solution, and we are in the process of deploying advanced robotic picking technology to several of our 

CFCs. 

◼ Digital Showroom: A innovative digital and interactive tour of the plant floor that guides our 

customers through MSC solutions and allows them to visualize how each one works. 

 

http://www.mscdirect.com/betterMRO
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Tab 9 – Required Documents  

 

Please note, MSC has included all the Required Documents immediately following this page. We have 

also included all signed Addenda Acknowledgements. 

◼ Federal Funds Certifications  

◼ Clean Air and Water Act & Debarment Notice  

◼ Contractors Requirements  

◼ Required Clauses for Federal Assistance by FTA  

◼ Federal Required Signatures  

◼ Antitrust Certification Statements Texas Government Code § 2155.005  

◼ State Notice Addendum  
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