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Qualifications and Experience
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o Background information about the organization-e.g., philosophy, ownership, officers, and 
directors, Offerors management structure, organization chart of the firm, project team, etc.
Guided by timeless values, a culture of membership, and a commitment to service, The HON 
Company is a leading designer and manufacturer of workplace furniture for the government, 
public sector, and non-profits. The HON Company began when founder, C. Maxwell Stanley, 
foresaw a post-war housing boom at the end of WWII. He had the idea to start a manufacturing 
company that would put returning GI's to work. With the help of his brother-in-law; Clement T, 
Hanson began making steel kitchen cabinets under the business called "Home-O-Nize". Home-
O-Nize incorporated in 1944.

Following a severe steel shortage after the war, the Home-O-Nize focus shifted from the home 
market to the contract business. The company survived the steel shortage by designing 
products that could be made from left over scrap metal. Because the name Home-O-Nize no 
longer fit the company's business focus, we began using the acronym H-O-N which later 
became HON.

We officially became HON Industries in the 1960's. After a few decades of steady growth 
through profitable acquisitions, our shareholders approved a change from HON Industries to 
HNI Corporation. Both HNI Corporation and The HON Company are headquartered in 
Muscatine, Iowa. The HON Company also has manufacturing facilities strategically located 
throughout the United States and markets our products through a nationwide network of loyal 
distribution partners.

Today, HNI Corporation manages multiple office furniture brands- including HON, the largest 
operating company under HNI. HON has a wide breadth of education and workplace furniture 
including seating, storage, workstations, tables and casegoods.

An organizational chart can be found in Exhibit B, Sales and Marketing, Question 8.

o Company size and location(s), number of years the Offeror has been in business.
The 70-year success of HON and HNI has grown the corporation to over $2 billion in annual 
sales and to become a leader in the office furniture industry.

o One page resume and qualifications of the persons offered to perform service.
Resume information for team members can be found in Exhibit B, Sales and Marketing, 
Question 7.

o Upon award of the contract, the Successful Offeror shall provide VBCPS with a list of their 
personnel including office, home, pager, and cellular phone numbers so that VBCPS can make 
emergency contact with the firm if necessary.
Contact information for team members can be found in Exhibit B, Sales and Marketing, Question 
7.

6.17.1 Qualifications and Experience
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o Governmental/School experience is preferred. A minimum of five (5) and a maximum of ten 
(10) references will be provided.

State of New Jersey
Department of the Treasury
Francisco Gonzales
P: 609-847-9065

TCALC – Topeka USD
Deana Merryman
P: 785-295-3035
E: dmerryman@tps501.org

Davis School District
Joan Tuttle
P: 801-402-7805
E: jtuttle@dsdmail.net

Canyons School District
Gary Hansen
P: 801-826-5390
E: gary.hansen@canyonsdistrict.org

Hillsborough County Public Schools (K12)
Ken Gerhart
P: 813-272-4282
E: Kenneth.gerhart@sdhc.k12.fl.us

6.17.1 Qualifications and Experience
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2021 HNI Corporation Annual Report
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The HON Company has the resources and personnel available to respond and fulfill the needs of 
VBCPS and PPAs for contracted services on an as needed bases. Please see Exhibit B, Company, 
questions 2, 3 and 4. 

The HON Company is a wholly owned subsidiary of HNI Corporation; it is our policy to not disclose 
financial information by brand. HNI Corporation is publicly traded on the New York Stock Exchange 
under the symbol HNI (NYSE: HNI). HNI Corporation has a financial rating of 5A1 with Dun & 
Bradstreet, which is the best available rating. In fiscal 2021, the Corporation had net sales of $2.2 
billion, of which $1.4 billion or 66% was attributable to office furniture products. 

HNI Corporation had the following revenues for the past 3 years:
2021 $2,184,408,000
2020 $1,955,363,000
2019 $2,246,947,000

HNI Corporation Annual Reports
Please click on the images below for a pdf coy of the Annual Report.

2021 Annual Report 2020 Annual Report 2019 Annual Report

Capability

https://s27.q4cdn.com/224070551/files/doc_financials/2021/ar/2021-Annual-Report-final.pdf
https://s27.q4cdn.com/224070551/files/doc_financials/2020/ar/2020-Annual-Report-FINAL-(1).pdf
https://s27.q4cdn.com/224070551/files/doc_financials/2019/ar/8c9e13ca-dd88-bb6e-124e-3e945ed99a0c.pdf
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HON sets expectations at the beginning of each project, following the Project Management 
Institute’s five-phase process: initiating, planning, executing, monitoring and controlling, and close-
out. We implement milestone scheduling to ensure all parties directly and indirectly involved 
understand and can attain targeted deadlines. These high-level milestone guide further detailed 
installation, delivery, and implementation schedules that we establish to manage all sub-
contractors involved under our purview. The following activities describe the fundamental tasks 
within our Project Management process. 

Initiating
Define the project scope: Review all processes and work required to complete the project 
successful. 

Develop a plan: Develop a plan that allows us to manage the project scope by defining and 
controlling what is and is not included in the project. 

Identify team members and stakeholders: Assemble cross functional project team and identify 
initial roles and responsibilities. 

Project Deliverables: Confirm project deliverables and obtain understanding of project acceptance 
criteria that are used to formally sign off and accept the project. 

Prepare initial project schedule including key milestones: Estimate preliminary project activities 
and required resources to successfully complete the work of the project in the planned time frame. 
Set initial project budget: Develop initial budget for all required product, project activities and 
resources required to complete the project scope. 

Consider risks and constraints: Collaborate with project team members and stakeholders to 
identify risks and constraints that may impact project deliverables. 

Planning
Conduct formal project kick-off meeting: formally review and assign roles and responsibilities to all 
project team members; review project schedule, resources and budget and obtain 
acknowledgment from each team member of understanding their role and responsibility and 
project deliverables. 

Communication: Understand and establish the communication expectations of all project 
stakeholders; define the communication responsibilities, procedures and methods, as well as issue 
all contact information. 

Develop detailed schedule of deliverables: Use the Gantt chart to highlight deliverables and key 
milestones and create a project baseline for progress and performance reporting. 

Determine installation requirements: Review project plan with installation contractor and identify 
installation requirements. This review includes, but is not limited to product specification, phasing, 
packaging, installation training needs, staffing plans, and any special tool and equipment needs. 
Identify wiring and cabling requirements: Review project plan with wiring and cabling contractors 
and identify requirements. This review includes wiring schematics, cabling capabilities, furniture 
integration, installation sequence, schedule, and manpower requirements. 

Project Management Approach
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Prepare quotes for product, installation, and service requirements: Work closely with the 
appropriate project team member to generate final quotes, if applicable. 

Direct cross-functional team: Assemble and lead cross-functional teams, including, but not limited 
to Engineering, Procurement, Manufacturing, Operations, Flow and Quality. Assign tasks and 
deadlines to ensure a successful project execution. 

Identify risks and develop mitigation plan: Determine which risks may affect the project. Assess 
risks by their probability of occurrence and impact. Develop options and actions to enhance 
opportunities and reduce threats to project objectives. Implement risk response plan. 

Review invoicing requirements: Obtain customer’s invoicing requirements and work closely with 
appropriate team members to develop and implement an effective and timely invoicing process. 

Executing 
Obtain purchase order: Establish milestone date for receipt of purchase order and ensure timely 
order process to meet project objectives. 

Evaluate order phasing: Confirm order sequencing and phasing with project team and conduct 
optimization and efficiency studies for product packaging, delivery and installation process. Work 
closely with appropriate project team member(s) to establish clear expectations to meet project 
objectives. 

Direct and manage project execution: Ensure the timely completion of all projects tasks defined in 
project management plan to achieve the project’s objectives. Manage the implementation of all 
approved changes and report project process. 

Schedule and conduct weekly project meetings: Schedule weekly project status meetings with all 
project stake holders. Report completed tasks and review upcoming tasks to ensure project 
execution. Distribute project information, including, but not limited to meeting minutes, project 
progress and performance reports. 

Manage communication plan: Ensure the timely and appropriate generation, collection, 
distribution, storage, retrieval of project information to all project stakeholders. 

Conduct on-going site visits: Schedule regular site visits to monitor project progress inspect quality 
of furniture installation and check third part contractor’s work to ensure successful integration of 
wiring and cabling. 

Finalize delivery and installation schedules: Make final adjustments to the delivery and installation 
schedules and update Gantt chart accordingly. Distribute final project plan to all project team 
members. 

Monitoring & Control 
Monitor/Control project schedule, resources and budget: Track, review and adjust the progress 
and performance of the project. 

Project Management Approach
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Manage and control project changes: Identify any areas in which changes to the project plan are 
required and initiate the appropriate changes through the formal project change process. 

Prepare change orders: Use standard project change process and forms to document changes and 
record cost impact. Distribute completed change order forms to appropriate project team 
members for approval and implementation. 

Document and communicate all project information: Document and distribute all required 
information to all project stakeholders as outlined in the project communication plan. 

Document key issues: Document, distribute and manage the timely resolution of all identified 
issues through our official issue tracking process. Ensure timely resolution of all issues by assigning 
urgency, potential impact, owner and target date. 

Monitor and control project risks and quality plan: Track identified risks and risk response plan and 
identify any new risks throughout the project. Monitor quality and ensure adherence to quality 
standards and expectations. 

Measure and report performance: Collect and distribute project performance information, 
including but not limited to status reports, progress measurements, and forecasts. Compare 
project baseline against actual information to understand and communicate project progress and 
performance. 

Close-Out 
Complete punch list process: Ensure standard punch process is accepted and utilized in identifying 
and documenting agreed upon deficiencies. Participate in punch walk through and project 
acceptance process with appropriate project team member(s). Ensure timely resolution of all open 
punch list items by assigning owner and target date.  

Training: Schedule and complete product and end user training sessions. Provide technical 
support for product demonstrations and orientations, as necessary. 

Submit final close-out documents: Provide established project closeout package including, but not 
limited to warranty information, assembly instructions, maintenance documents and as-built 
drawings. 

Conduct close-out meeting: Schedule a final project close-out meeting to ensure completion of all 
project activities and contractual obligations to include post project review and lessons learned.

Obtain customer feedback information, document, and distribute any potential improvement 
opportunities to the appropriate project team members. 

Obtain file project acceptance: Confirm that all project work is complete and formally obtain 
project acceptance and sign off. 

Project Management Approach
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Pricing Spreadsheet
Attachment B – Pricing Spreadsheet has been uploaded to the DemandStar website as requested 
in the written Request for Proposal.

HON Price Lists
Please click on the images below for access to our Workspaces and Shared Spaces price lists.. 
Hard copies can also be provided as requested.

HON May 1, 2022 Workspaces Price List HON May 1, 2022 Shared Spaces Price List

Attachment B – Pricing Spreadsheet & Price Lists

https://res.cloudinary.com/hni-corporation/image/upload/v1651158028/HON/Marketing%20Resources/hon.com/Files/HON-May-2022-Workspaces-Pricer.pdf
https://res.cloudinary.com/hni-corporation/image/upload/v1651157898/HON/Marketing%20Resources/hon.com/Files/HON-May-2022-Shared-Spaces-Pricer.pdf
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Discount Matrix by Product Category & Series



The HON Company | Page 49



The HON Company | Page 50



The HON Company | Page 51



The HON Company | Page 52



The HON Company | Page 53



The HON Company | Page 54



The HON Company | Page 55



The HON Company | Page 56



Exhibit F

Federal Funds Contract Provisions
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