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School Specialty, Inc. Response to Association of Educational 
Purchasing Agencies Invitation for Bid 

AEPA IFB #018.5-C Athletic Equipment and Supplies  

Addendum to Form C 

 

BACKGROUND: 

In what year was this business started under its present name?   

Under what other or former name(s) has your business operated? 

School Specialty was incorporated in 1959 as Valley School Supply. The company's sales 

grew consistently during its first 30 years of existence but began to struggle financially in the 

mid-1980's due to losses generated by several non-core businesses. In 1988, Dan Spalding, 

son of one of the founders, joined the company as CEO. Dan sold off many of the non-core 

businesses and completed a significant number of strategic acquisitions during the next 13 

years. School Specialty became publicly traded in 1998 and was reincorporated in the State of 

Wisconsin on July 20, 2000.  School Specialty organized its operating businesses into 2 

operating groups — Educational Resources and Publishing. The Educational Resources 

Group provides the industry's broadest range and deepest assortment of supplies, instructional 

products and services in the early childhood to the grade 12 market. The Publishing Group 

provides standards-based curriculum products, supplemental curriculum materials and 

student assessment and interventions tools.  In June, 2013 School Specialty reincorporated in 

the State of Delaware. Mr. Joseph Yorio has been President and Chief Executive Officer at 

School Specialty, Inc., since April 2014. He is an accomplished executive with over 20 years of 

experience working with large multi-national corporations in the manufacturing, distribution, 

supply chain, logistics, and security and defense industries. 

 

COMPANY BRANCH LOCATIONS: 

 
Business Headquarters 
W6316 Design Drive 
Greenville, WI 54942 

Greenville Distribution Center 
W6316 Design Drive 

Greenville, WI 54942 

Mansfield Office & Distribution Center 
100 Paragon Parkway 
Mansfield, OH 44903 
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Lancaster Distribution 
Center  
140 Marble Drive 
Lancaster, PA 17601 

Nashua Distribution Center 
80 Northwest Blvd. 
Nashua, NH 03063 

Bird in Hand Manufacturing 
3031 Industry Drive 
Lancaster, PA 17603 

Califone 
1145 Arroyo Ave San 
Fernando, CA 

Premier 
400 Sequoia Drive,  
Suite 200 
Bellingham, WA   98226 

School Specialty has operated in these locations for times ranging from 5 to more than 10 years. 

SALES HISTORY 

See attached financial reports. 

MARKETING 

2. Marketing Activities:

Catalogs: 15 catalogs launched in 2018 focusing on SSI Brands and categories of products 

Marketing Collateral: Focused on SSI Brands — specific to target customers (District 

Administrators, teachers, etc.); Direct Mailed into districts and sites; Sales tools for one-to-one 

meetings and discussions. 

Web/Online: Promotions — online focusing on promoting SSI Brands to the appropriate 

market segment; e-mails to targeted customers (District Administrators, teachers, etc.) 

Social Media: Initially focused on the Special Needs market via Facebook, Twitter, My 

Special Needs, blogging; expanding into early childhood, etc. 

Tradeshows: Attended a minimum of 75 tradeshows in 2016-2017 encompassing 

local, state, Regional and National exhibits.  

2 
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3.      Cooperative Marketing: 

  

I. In partnership with AEPA state agencies, School Specialty will seek to inform 

members of the wide range of products available to them through SSI and the 

benefits of purchasing through the Association of Educational Purchasing Agencies 

(AEPA).  School Specialty Marketing personnel will work with respective AEPA 

Member Agencies to enhance and improve our current relationship.  This plan will 

consist of, but not be limited to, the points outlined in this marketing document.  

School Specialty Marketing personnel will work closely with respective AEPA 

Member Agencies to: 

i. Establish benchmarks and outline objectives for marketing performance. 

ii. Review and refine marketing initiatives to better serve the needs of both 

entities as the year progresses. 

 

II. Target Audience: 

i. Current AEPA members 

ii. School districts or organizations targeted for AEPA member acquisition. 

 

III. Goals: 

i. To increase School Specialty product awareness among current AEPA 

members. 

ii. To secure new AEPA members where appropriate. 

 

IV. Strategies and Tactics:  School Specialty Marketing personnel will work with various 

AEPA Member Agencies on comprehensive marketing strategies and plans as the 

two parties agree.  School Specialty Marketing personnel will also provide: 

i. AEPA specific brochure detailing the features and benefits of our 

association. 

ii. AEPA specific sell sheet with room for the logo of the specific AEPA 

Member Agency. 

iii. AEPA specific web landing page www.schoolspecialty.com/aepa. 

4.        Sales Training: 

Upon award, all Account Managers in the awarded states will receive copies of the contract 
including the Terms and Conditions.  Additional training will be provided in the form of 
Marketing support materials, online webinars, and conference calls including both details of the 
contracts and keys for selling.  

 

ENVIRONMENTAL INITIATIVES 

1. Describe how your products and/or services support environmental goals. 

2. Describe the company’s “green”objectives (i.e. LEED, reducing footprint, etc.). 

http://www.schoolspecialty.com/aepa
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School Specialty believes that the environment is a precious gift. We take our commitment to the 
environment very seriously given that our environmental choices will help teachers and the 
students they serve understand the importance of making such a commitment themselves. 

Respecting the environment is more than a good business practice — it is the right thing to do. We 
understand, acknowledge, and accept our responsibility for developing sustainable practices that 
meet our customers' needs and our financial goals while taking into account the welfare of 
future generations and their dependence on a healthy environment. 

School Specialty is committed to protecting and preserving the earth's natural resources. To carry 
out this commitment, we have invested resources in 3 areas as part of our commitment to preserving 
and protecting the environment. These areas include catalog marketing and distribution, office 
and distribution center operations and merchandising. An overview of each follows: 

Catalog Marketing, Distribution & Circulation:  

• School Specialty, Inc. is committed to minimizing our direct marketing environmental impact. 
We reduced our overall paper consumption of paper by 31%, or 3,594 tons, from 2006 
to 2009. According to Conservatree, this represents over 27,000 trees. 

• To support greener marketing, we have a policy in place which encourages the use of 
recycled content, rejects paper with components from endangered or ecologically-sensitive 
areas, requires paper suppliers to obtain fiber from forests managed under credible forest 
certification schemes (SFI, FSC, CSA, PEFC, ATFS) whenever possible, and reduces 
total paper fiber consumed through best practices in direct marketing and shifting to 
online channels. 

• We purchase paper through a paper broker who regularly reviews paper suppliers and 
ensures suppliers we select have a clear climate change strategy, have reduced 
greenhouse gas emissions, and are energy efficient. 

• We produce almost all of our marketing materials through two of the top printers in the 
country (Quad/Graphics and Brown Printing Company).  They are environmental leaders 
within their field.  They recycle scrap paper and contractually have financial incentives to 
minimize paper waste.  They focus on ink waste, ink recovery, and formulating inks that 
are more eco-friendly.  Quad/Graphics’ ink have 20% or greater renewable resource 
content or 50% or greater recycled content or VOC limit of 20%.  Brown Printing 
Company use soy-based inks.  Both companies are SmartWaysm Transport Partnership 
members and Quad/Graphics has won three SmartWaysm Environmental Excellence 
awards. 

• School Specialty has built a direct marketing team  with a combined total of over 120 
years direct marketing experience at premier direct market companies like Lands End 
and Mattel.  These associates implemented best practices including reduced catalog trim 
size, reduced average basis weight, improved mailing list hygiene, and improved catalog 
circulation efficiency. 

   

• In our office location, we mandate the printing on both sides of internal office copy 
paper.  SSI recycles catalogs and marketing material. 

Office and Distribution Center Operations 

• All office and distribution centers are required to recycle all aluminum, paper, plastic and 
glass. 

• Distribution center recycle all undamaged inbound cartons, corrugate and pallets. 
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• All purchased corrugate contains a minimum of 60% post-consumer recycled content. 

• We do not accept any paper or corrugate that is sourced from forests that have been identified 
as endangered or "old growth" forests. 

• We do not accept any paper or corrugate that is sourced from forests that have been identified 
as endangered or "old growth" forests. 

• Corrugate suppliers must obtain their fiber from forests managed under a credible 
forest     certification scheme wherever possible, or have procurement systems that are 
third party certified. We recognize the following certification schemes as credible: 
Sustainable Forestry Initiative (SFI), Forest Stewardship Council (FSC), Canadian 
Standards Association (CSA), Pan-European Forestry Certification (PEFC), and the 
American Tree Farm System (ATFS). 

• School Specialty has been pursuing energy efficient upgrades at all of our facilities 
including environmental improvements in lighting, mechanical systems (including boilers, 
HVAC, motors), programmable thermostats and lighting controls. 

• Temperatures in all of our buildings have been seasonally adjusted: 
•  Off ice:  

o Occupied Hours: 68 degrees 
o Unoccupied Hours:       60 degrees 

• Warehouse: 
o Occupied Hours: 57 degrees 
o Unoccupied Hours: 57 degrees 

• Air Conditioning (office only): 
o Occupied Hours: 76 degrees 
o Unoccupied Hours:       82 degrees 

Merchandising 

School Specialty's entire Merchandising Team (VP, Directors, Category Managers, 
Merchandise Managers) is focused on working with suppliers to improve our products and the 
impact on the environment. Every supplier is required to provide information on their 
products/company, including: 

• Green Seal certification 

• Recycled product and content of material 

• Certification of wood sourcing 

• Participation in Leadership and Energy & Environmental Design 

This information is utilized to make Approved Supplier/Approved Item decisions on an everyday basis. 

 

INDEPENDENT MANUFACTURERS, SUBCONTRACTERS, DISTRIBUTORS, 
INSTALLERS, ETC. 
 

1.  Selection Criteria for Independent Providers: 

School Specialty does not anticipate utilizing any independent providers, including 
subcontractors, distributors, installers or other independent service providers to perform 
service under the IFB. The only potential exception to this is if an AEPA ordered furniture and 
equipment that they desired be installed, School Specialty would utilize the services of an 
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independent installer. All installers are required to meet a strict set of criteria including the 
requirement to carry certain minimum levels of insurance as well as to hold all required 
state and local licenses and permits. Finally, we do background checks on the firms. We 
monitor the work of each independent firm and cease doing business with any firm that fails 
to meet the expectations of our customers. 

2.  Current Subcontractors, Distributors, Installers, Etc.: 

School Specialty works with more than 100 independent installation companies in member 
agency states. These installation partners go through a rigorous selection and approval 
process. All of these companies are insured, hold applicable contractor licenses and satisfy 
all state and local legal requirements. 

In light of the large number of installers and the fact that furniture is not a significant category 
in this IFB, we determined not to include the complete list with our response. 

 

DISCLOSURES 

1.  Letter of Line of Credit or Annual Financial Report: 

 Information is attached to this addendum. 

REFERENCES 
 
 
 
NEW YORK CITY PUBLIC SCHOOL DISTRICT 
Susan D. McKeon, Chief Administrator 
School Based Procurement 
NYCDOE Division of Contracts and Purchasing  

65 Court Street 

Brooklyn, NY 11201 
sdickAschools.nvc.gov   

Phone: 718-935-2027 
Fax: 718-935-2155 
 
 
 
CHICAGO PUBLIC SCHOOL DISTRICT 
Opal L. Walls, Deputy Purchasing Officer 
Purchasing Department, 10th Floor 
125 South Clark St. 
Chicago, IL 60603 
owallsAcps.k12.il.us   

Phone: 773-553-2648 
Fax: 773-553-2281 
 
 
 
PHILADELPHIA SCHOOL DISTRICT 
John A. Venti, CPM, Procurement Manager 
Office of Procurement Services 
440 N. Broad St. 
Philadelphia, PA 19130 

http://sdickaschools.nvc.gov/
http://owallsacps.k12.il.us/
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javentiAphila.k12.pa.us  

Phone: 215-400-5378 
Fax: 215-400-4381 

 
 
 
MILWAUKEE PUBLIC SCHOOLS 
James P. Wegman Procurement Manager  
5225 West Vliet Street Milwaukee, WI 53201 
wegmanipmail.rnilwatikee.k12.wi.us 

Phone: 414-475-8348 Fax: 414-475-8104 
 
 
 
NEWARK PUBLIC SCHOOLS 
Joyce Lee, Director of Support Services 
2 Cedar Street 
Newark, NJ 07102  
ileenps.k12.ni.us  
Phone: 973-733-7704 Fax: 973-733-7008 
 
 
 
LOS ANGELES UNIFIED SCHOOL DISTRICT 
Quinton Dean 
LAUSD Purchasing Services Manager  
8525 Rex Road 
Pico Rivera, CA 90660 
Quinton.deanlausd.net 
Phone: 562- 654-9377 
Fax: 562-654-9017 
 
 
 
JERSEY CITY SCHOOL DISTRICT 
Roxanne Padilla, Purchasing Agent 
345 Claremont Avenue 
Jersey City, New Jersey 07305 
rpadillaicboe.orq  
Phone: 201-915-6260 Fax: 201-915-9857 
 
 

FAIRFAX COUNTY PUBLIC SCHOOLS 
Roger L. Ball, Director 
811 Gatehouse Road 
Falls Church, VA  22042 
purchasingsupporthelp@fcps.edu  

Phone: 571-423-3550 
Fax: 571-423-3587 

 
 
SERVICE QUESTIONNAIRE 
 

2. Customer and Support Service:    

 

 

http://javentiaphila.k12.pa.us/
http://wegmanipmail.rnilwatikee.k12.wi.us/
http://ileenps.k12.ni.us/
http://quinton.deanlausd.net/
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School Specialty currently employs approximately 150 dedicated, full-time Customer Care 

associates. During the summer months, to ensure service levels are satisfied, we employ an additional 

50 full-time associates in Customer Care.  

Customer care metrics and goals are as follows: 

• Service level-96% of all calls answered within 30 seconds.  

• Order entry timeliness-orders entered by the end of the next business day – YTD 99%. 

• Email issues/requests answered by the end of the next business day – YTD 98%. 

• Orders are audited for accuracy. Our actual results for year 2017 are 93%. 

• Chat conversations were rated above satisfactory at 95%. 

• Customer care is available Monday – Friday 7:00 am to 6 pm CST at 888-388-3224. 

• Live Chat is available Monday – Friday 8:00 am to 5:00 pm CST. 

We continuously strive to enhance our efficiency and productivity by seeking out state of the art 
technology. Our paperless digital imaging system allows us to scan and retain documents resulting 
in a reduction of paper. Our Multi Media tool assists in providing accurate and timely delivery of all 
contact types (calls, emails, faxes and mail) to our advocates for processing. Workforce 
Management is a program that allows us to schedule the right number of people at the right time, 
with the right skills. Customer value services that we provide include one person contact, a 
customer performance scorecard and proactive order management, specifically delivery 
deadlines. 

 

4.  Training: 

School Specialty encourages AEPA members to contact their local School Specialty Account 
Manager to determine the type, scope and variety of workshops available including schedules 
and fees. 

 

7.  Cooperative Contracts 

In our Marketing and sales presentation efforts, we strive to present the best solution 

based on the needs and the requirements of the individual customer.  If they are 

searching for a national or cooperative style agreement, we will present AEPA as an 

option. 

 

9.      Shipping and Handling: 

 School Specialty Catalog Shipping Terms: 

Parcel Delivered items: 

Items with a prefix of 5 

• $5 Minimum or 12% charge based on NET subtotal 

Items with a prefix of 9 
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• Orders over $49.00 based on NET subtotal, freight is included. No 
additional S&H charges apply. 

• Orders under $49.00 add $9.95. 

Truck Delivered items: 

• Items with a prefix of 6, freight is included. 

Special Delivery request from customers: 

• Customers need to contact our Customer Care Department for a 

quote. 

 

10.     Product Returns: 

     
Under our customer-friendly return policy, unused merchandise with which a customer is                    
not completely satisfied may be returned in its original packaging within 30 days. School Specialty 
pays return shipping for returns due to our error; the customer pays return shipping for items 
returned for any other reason. Depending on the manufacturer's policies, the customer may 
be charged a restocking fee for furniture or equipment returns; all other items are subject to a 15 
percent restocking fee. Custom orders may not be returned. 

Our standard policy is that we accept returns within 30 days of receipt as described above and 
that we do not normally accept returns after 30 days. However, we may accept a return after 30 
days if a customer has experienced an extreme or unique hardship or circumstances. 
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