












































































Appendix F: COMPANY PROFILE 

Please provide the following: 

General Profile 

1.  Company’s official registered name. 

MTD Products Company  

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

Founded in 1932, MTD Products Inc is a worldwide leader of outdoor power equipment 
headquartered in Valley City, near Cleveland, Ohio. Through our facilities in North America, 
Europe, Asia, and Australia, we produce quality mowers, snow throwers, utility vehicles, 
trimmers, tillers, and more for both residential and commercial markets. Our products can be 
found online and across the globe in all channels of distribution including, home improvement 
stores, hardware stores, mass retailers, independent dealers and farm supply stores. 
 
Our current family of brands includes Cub Cadet®, Troy-Bilt®, and Remington®, as well as 
Robomow®, Yard Machines®, Rover®, WOLF-Garten®, and Bolens®. Together they offer a 
complete range of products to suit every type of customer and every kind of lawn and garden.  
 
While diverse in nature, our brands share one thing in common. They are all backed by our 
strong network of MTD support focused on uncompromising quality, service and value through 
advanced manufacturing. Our engineering expertise and state-of-the-art facilities fuel our 
reputation for innovation and award-winning products. 
 
At MTD, our commitment to our brands and our employees, the communities in which we 
operate, and the world in which we live, is second to none. Even today, we remain committed to 
the core values of our founders: Stewardship, Passion, Respect and Integrity. These values have 
been integral to our success and growth, and they continue to drive our decisions today. 
 

3.  Company’s Dun & Bradstreet (D&B) number. 004196515 

4. Corporate office location. 

5965 Grafton Road 
Valley City, OH 44280 

 
5. List the total number of salespersons employed by your organization within the United States, 

broken down by market.  If a dealer network is included as part of your response, please also 
list the total number of salespersons within the dealer network and your ability to train, 
influence, and incentivize those salespersons to sell this contract.    

 
MTD Products Company employs approximately 120 field sales representatives throughout the 
United States referred to as the 1MTD Sales Team.  Below is our representation broken down by 
Market: 

https://www.cubcadet.com/equipment/cubcadet
https://www.cubcadet.com/equipment/cubcadet
https://www.troybilt.com/equipment/troybilt
https://www.troybilt.com/equipment/troybilt
https://remingtonpowertools.com/
https://remingtonpowertools.com/
https://www.robomow.com/en-GB/
https://www.robomow.com/en-GB/
https://www.mtdproducts.com/equipment/mtdproducts/shop-by-brand/shop-by-brand/yard-machines
https://www.mtdproducts.com/equipment/mtdproducts/shop-by-brand/shop-by-brand/yard-machines
https://www.rover.com.au/
https://www.rover.com.au/
https://www.wolf-garten.com/en/
https://www.wolf-garten.com/en/
https://www.mtdproducts.com/equipment/mtdproducts/shop-by-brand/shop-by-brand/bolens
https://www.mtdproducts.com/equipment/mtdproducts/shop-by-brand/shop-by-brand/bolens


Northeast: 34 Representatives  
Mid-Atlantic: 26 Representatives  
Mid-West: 21 Representatives  
Southeast: 20 Representatives  
West: 21 Representatives  
 
In addition to Sales Representatives employed directly by MTD our sales footprint incudes 
approximately 1600 independent retailors throughout the United States.  On average, each 
independent retailer employees  two sales professionals per location.  
 
MTD’s robust sales organization and strong dealer network is committed to provide the ultimate 
customer experience by providing support and training to potential and current MTD customers.  
Specifically, the stated contract will be included in all training and program material provided to 
the MTD dealer network.   Accountability for driving awareness and usages of the contract will 
be accomplished by providing the dealer network goals and objectives for the use of this 
contract.   

 
6.  List the number and location of offices, or service centers for all states being proposed in 

solicitation, including the dealer network where applicable. Additionally, list the names of key 
contacts at each location with title, address, phone and e-mail address.  

 Corporate Office Location: 

 59565 Grafton Road 
 Valley City, OH 44280 
 
 North American Manufacturing Locations: 
 
 Shelby, OH 
 Willard, OH 
 Martin, TN 
 Tupelo, MS 
 
 Sales Support Locations: 
 
 Nashville, TN 
 Charlotte, NC 
 Atlanta, Ga  

Tempe, AZ 
 
MTD’s dealer network is comprised of approximately 1600 independent retailers.  To ensure 
complete visibility to all locations throughout North America below is a link to MTD’s dealer 
network, locations, and key contacts.   
 
https://www.cubcadet.com/on/demandware.store/Sites-cubcadet-Site/en_US/Stores-
Find?showMap=true&horizontalView=true&isForm=true&rid=dealers 

 
 

https://www.cubcadet.com/on/demandware.store/Sites-cubcadet-Site/en_US/Stores-Find?showMap=true&horizontalView=true&isForm=true&rid=dealers
https://www.cubcadet.com/on/demandware.store/Sites-cubcadet-Site/en_US/Stores-Find?showMap=true&horizontalView=true&isForm=true&rid=dealers
https://www.cubcadet.com/on/demandware.store/Sites-cubcadet-Site/en_US/Stores-Find?showMap=true&horizontalView=true&isForm=true&rid=dealers
https://www.cubcadet.com/on/demandware.store/Sites-cubcadet-Site/en_US/Stores-Find?showMap=true&horizontalView=true&isForm=true&rid=dealers


7.  Please provide contact information for the person(s) who will be responsible for the following 
areas, including resumes:  
 
a. Sales  
 
Matt Miller, Director of National Accounts  
410-512-7205  
matt.miller@mtdproducts.com 
 
Nearly 20 years of Outdoor Power Equipment experience.  Committed to delivering the ultimate 
customer experience by providing solutions and support. Matt is responsible for managing 
government sales and channel growth for MTD  
 
b. Sales Support 
 
Jennifer Kucera  
Pro Customer Support Lead  
330-558-3528 
jekucera@mtdproducts.com 
 
With more than 20 years at MTD Jennifer has a proven track record to provide support which 
exceeds expectations.  Jennifer has vast experience in government sales and contract 
administration.   
 
c. Marketing  
 
Amanda Fullerton 
Associate Brand Manager  
330-558-7885 
amanda.fullerton@mtdproducts.com 
 
Amanda is a dedicated Marketing professional with over 15 years of experience driving brand 
growth by developing key marketing initiatives.   
 
d. Financial Reporting  
 
Jennifer Kucera 
Pro Customer Support Lead   
330-558-3528 
jekucera@mtdproducts.com 
 
With more than 12 years at MTD Jennifer has a proven track record to provide support which 
exceeds expectations.  Jennifer has vast experience in government sales and contract 
administration.   

 
 
 
 

mailto:matt.miller@mtdproducts.com
mailto:matt.miller@mtdproducts.com
mailto:jekucera@mtdproducts.com
mailto:jekucera@mtdproducts.com
mailto:amanda.fullerton@mtdproducts.com
mailto:amanda.fullerton@mtdproducts.com
mailto:jekucera@mtdproducts.com
mailto:jekucera@mtdproducts.com


e. Executive Support 
 
Tom Rossman  
Sr. Director of Sales  
330-558-3020 
trossman@mtdproducts.com   

  
Tom has over 25 years of industry experience.  His strategic planning ensures MTD and its 
brands operate at peak efficiency to provide world class products and services  to MTD’s 
customers.   

 
8.  Define your standard terms of payment.  
 
 MTD extends Payment Terms of Net 30. 
 
9.  Who is your competition in the marketplace? 
 
 The Toro Company  

ExMark  
John Deere  
Scag Power Equipment 
The Ariens Company 

 
10.  Overall annual sales for last three (3) years;   
 
 FY2017 MTD Annual Revenue - $2.2B 
 FY2018 MTD Annual Revenue - $2.5B 
 FY2019 MTD Annual Revenue - $2.6B 
 
11.  Overall public sector sales, excluding Federal Government, for last three (3) years; 
 
 N/A 
 
12. What is your strategy to increase market share? 
 

MTD PASSIONATELY CREATES, BUILDS, AND DELIVERS GREAT PRODUCTS AND SERVICES THAT 
CONSUMERS ALL OVER THE WORLD ENJOY USING TO IMPROVE AND BEAUTIFY LAWNS AND 
GARDENS.  DELIVERING THE BEST CONSUMER EXPERIENCE, WE WILL GROW OUR BRANDS' 
GLOBAL LAWN & GARDEN MARKET SHARE AND ACHIEVE PROFITABLE RESULTS THAT EXCEED 
OUR COST OF CAPITAL. 

 
13. What differentiates your company from competitors? 

 
MTD continues to invest resource into R&D beyond the competition to ensure we provide 
superior Products that provide solutions to the operations of our end-users.  We have a dealer 
network second to none that guarantees complete customer satisfaction from the day of 
purchase  and throughout the useful life of the products manufactured by MTD. 

 

mailto:trossman@mtdproducts.com
mailto:trossman@mtdproducts.com


14.  Provide relevant information regarding your ordering process including your firm’s on-line 
catalog/ordering website, and the ability for purchasing group members to verify they are 
receiving contract pricing. 

 
 MTD prides itself on providing an easy transaction process.  Whether its through one of our 

1600 Independent retailers, or directly through MTD.  We provide Purchasing Groups dedicated 
resources to assist with the ordering process.  Our pro customer support leads are always 
providing the necessary information to both end-users and the MTD dealer Network.  The 
ordering process is widely communicated to Independent retailers and is part of the annual 
Dealer program book.  A purchasing group price matrix is created for each purchasing group 
which can be referenced against published map pricing on dealers and MTD’s websites.  
Customers can purchase directly through our websites by clicking on the link for any product. 

 
 https://www.cubcadet.com/en_US/commercial-equipment 
 
 
15. Describe your company’s Customer Service Department (hours of operation, number of service 

centers, etc.).  
 
 MTD prides itself on providing the best customer support in the business.  Customers can work 

directly with MTD’s world class Customer Service Call Center or through one of our 1600 
independent retailers.   

 
 Customer Service Information  

PRODUCT REGISTRATION 
FINANCING 
HOW-TO ARTICLES 
TRACK ORDER 
FIND MODEL/SERIAL NUMBER 
MANUALS ONLINE 
DEALER LOCATOR 
COMMERCE PARTS PAGE 

 
Call Us: 
1-877-428-2349 

 
Business Hours 
MON-FRI: 9 am - 7 pm EST 
SAT:  Closed 
SUN: Closed 

 
INTRODUCING CUB CADET RAPID RESPONSE TEXT SERVICES 

 
Text "Order Status" from your mobile device   

1-860-318-2507  
and receive automated responses for: 
Order Status and Manuals Look up 

https://www.cubcadet.com/en_US/commercial-equipment
https://www.cubcadet.com/en_US/commercial-equipment
https://www.cubcadet.com/webapp/wcs/stores/servlet/ViewProductRegister?catalogId=14101&storeId=10051&krypto=tcf0kmspmOaBrE2jDTew%2BVMEtQdDtM2QIRC6xzAvhd1Ls1Q8E56SMFvPKEyIOiVEF2pFew02moAxByyIzfmF0w%3D%3D&ddkey=http%3Acubcadet%2Fproduct-registration
https://www.cubcadet.com/webapp/wcs/stores/servlet/ViewProductRegister?catalogId=14101&storeId=10051&krypto=tcf0kmspmOaBrE2jDTew%2BVMEtQdDtM2QIRC6xzAvhd1Ls1Q8E56SMFvPKEyIOiVEF2pFew02moAxByyIzfmF0w%3D%3D&ddkey=http%3Acubcadet%2Fproduct-registration
http://www.cubcadet.com/equipment/cubcadet/apply-financing
http://www.cubcadet.com/equipment/cubcadet/apply-financing
http://www.cubcadet.com/equipment/cubcadet/KnowledgeCenter_10051_14101_-1
http://www.cubcadet.com/equipment/cubcadet/KnowledgeCenter_10051_14101_-1
http://www.cubcadet.com/equipment/cubcadet/track-order
http://www.cubcadet.com/equipment/cubcadet/track-order
http://www.cubcadet.com/equipment/cubcadet/find-model-and-serial-number
http://www.cubcadet.com/equipment/cubcadet/find-model-and-serial-number
http://www.cubcadet.com/equipment/cubcadet/OperatorManualView?langId=-1&storeId=10051&catalogId=14101
http://www.cubcadet.com/equipment/cubcadet/OperatorManualView?langId=-1&storeId=10051&catalogId=14101
http://www.cubcadet.com/webapp/wcs/stores/servlet/ServiceLocator?langId=-1&storeId=10051&catalogId=14101
http://www.cubcadet.com/webapp/wcs/stores/servlet/ServiceLocator?langId=-1&storeId=10051&catalogId=14101
http://www.cubcadet.com/equipment/cubcadet/service-and-parts
http://www.cubcadet.com/equipment/cubcadet/service-and-parts


 
 
16.  Provide your safety record, safety rating, EMR and worker’s compensation rate where available. 
 

MTD conducts business with safety being priority number one. Throughout the history of MTD 
the company has demonstrated exemplary safety rating and a culture of safety. 

 
17.  Describe areas where downtime may occur with products and services provided, historical 

averages of that downtime, and how you resolve downtime issues when they do occur (For 
purposes of providing further clarity, examples of downtime might be a website ordering 
platform that goes offline, installed equipment that requires service or other products and 
services that can fail or go offline)  

 
 MTD’s Post Sales Support is to ensure customers do not experience prolonged downtime.  Our 

robust service support provides immediate action should service be required.  Our goal is to 
provide service and parts within a 24-time period.  We provide our dealer network specific 
programs and resources to be able to react quickly.  For example, we publish a loaner and demo 
program to our dealers which incentivizes the dealer to keep both a demo and service loaner 
unit available should a piece of equipment not be able to be fixed within 24 hours.  In this case a 
dealer can provide a loaner unit to the end-user while their machine is being repaired so 
additional downtime does not occur.  

 
  
 
18.  Provide information regarding whether your firm, either presently or in the past, has been 

involved in any litigation, bankruptcy, or reorganization. 
 

In the ordinary course of business, MTD Products Inc and/or its subsidiary companies (“MTD”) 
may be subject to various claims and lawsuits.  These generally fall within the following 
categories: asbestos bodily injury claims; product liability claims; and employment-related 
claims.  MTD currently has no legal proceedings or business litigation against it, any officer or 
principal, that it considers to be material to the financial condition or result of operations of 
MTD Products Inc and/or its subsidiary companies, including MTD Products Company.  Each of 
the aforementioned categories is described in more detail, below. 

 

1. Asbestos.  MTD Products Inc or one of its subsidiary companies currently is named as a 
defendant in eighteen asbestos bodily injury suits in various jurisdictions.  All but one allege 
exposure to products.  MTD does not believe that it is a significant target defendant in any of 
these cases.  MTD has insurance coverage for a portion of its asbestos liabilities. 

 

2.  Product Liability.  MTD has product liability claims which are handled by its internal claim 
handling department, its law department and by outside counsel, depending on the nature of 
the claim.  MTD maintains product liability insurance in the amount of $100 Million in per 
occurrence and aggregate limits, subject to a self-insured retention of $6 Million per occurrence 



and $12 Million in the aggregate annually.  MTD’s insurance limits are sufficient to cover 
anticipated product liabilities. 

 

3.  Employment.  MTD has one active employment-related lawsuit pending in federal court in 
Mississippi.  This lawsuit is covered by insurance and is being defended by AIG.   

 
  
19.  Provide your ability to respond to emergency orders and maintenance/repair requests. 
 
 MTD provides Next Day shipping of in stock parts.  Parts maybe ordered directly through MTD or 

through one of MTD’s independent retailers.  Fast moving parts are typically stocked at 
independent retailers and are available for immediate pick-up or shipping.   

 
20.  Provide historical fill rates, average delivery timeframes, installation, and maintenance timelines 

met by specific distribution center or dealer. 
 
 MTD maintains world class parts fill rates of 98% or higher to both our dealers and end-users.  

Customers and dealers can expect 24-hour delivery lead times on stocking parts.  Our dealers 
are back by MTD to expect the same fill rate percentage when conducting business with MTD’s 
end users.  Our fill rates are consistent though the United States and do no vary by distribution 
center. 

 
Marketing/Sales  
 
21.  Detail how your organization plans to market this contract within the first 90 days of the award 

date. This should include, but not be limited to:  
a. A co-branded press release within first 30 days  
b. Announcement of award through any applicable social media sites  
c. Direct mail campaigns  
d. Co-branded collateral pieces  
e. Advertisement of contract in regional or national publications  
f. Participation in trade shows  
g. Dedicated Equalis Group and Region 10 ESC internet web-based homepage with: 

 i. Equalis Group and Region 10 ESC Logo  
ii. Link to Equalis Group and Region 10 ESC website  
iii.Summary of contract and services offered  
iv.Due Diligence Documents including; copy of solicitation, copy of contract and 
any amendments, marketing materials 

 
MTD ensures a robust marketing plan of the contract to create visibility, ease of use, and 
growth.  MTD dedicated marketing staff will be tasked with analysis, planning and execution of a 
strategic marking plan that maximizes positive impact to all stakeholders.  The plan and 
execution of our marketing plan will include all the activities mentioned above including more.  
We will support our dealers to be equally involved in promoting and marketing the contract 
using the same strategy at the local level.  MTD is a global company with enormous marketing 
and advertising bandwidth to ensure participation is at full potential.   



 
22.  Describe how your company will demonstrate the benefits of this contract to eligible entities if 

awarded.  
 
 MTD uses a consultative sales approach to make sure customers are fully educated on the 

products and services we provide.  As a company we prepare our sales team with resources to 
reach a broad audience to clearly highlight all our programs that make doing business with us 
easier.  Such resources include but are not limited to webinars, open houses, individual sales 
calls, and dedicated marketing resources.   

 
 We have experience and exemplary track records of utilizing purchasing co-ops by showing the 

benefits of using such contracts.  We understand the mode of purchase is a major consideration 
when making a purchase which is why we are dedicated to educating customers on all benefits 
of making the transaction process the best possible experience.  To accomplish we will use a 
combination of a local and national approach.  From a National approach we will participate in 
trade shows, email marketing, webinars, etc..  From a local approach MTD and our dealers 
conduct one-on-one consultative sales visits, regional trainings and informational sessions.  

 
23.  Explain how your company plans to market this agreement to existing government customers. 
 
 MTD’s marketing plan to for this contract to existing government customers will include but not 

be limited to: 
 

• Local and National Trade-show participation 
• Email Marketing  
• Dedicated MTD staff resource available for questions. 
• Point of Purchase material to be created for both Dealers and End-Users  
• Dealer Open Houses 
• Webinars  

 
24.  Provide a detailed 90-day plan describing how the contract will be implemented within your 

firm.  
 
Within the first 90-day MTD will implement the contract by doing the following: 
 

• Creation of official program document to be distributed to both dealers and end-users.  
Program document will include Contract details, Pricing structure, transaction process, 
benefits, contact information. 

• Marketing Point of Purchase/ collateral to be created and distributed  
• Company and dealer meetings to educate our sales team and dealer sales team on the 

benefits of the contract  
 

 
25.  Describe how you intend on train your national sales force or dealer network on the Region 10 

ESC agreement. 
 



Training with MTD is done with routine cadence through weekly, monthly, quarterly and yearly 
session.  Immediately the region 10 ESC agreement would be added to the training agenda and 
conducted by the MTD assigned dedicated resource to the contract.  Training platforms and 
opportunities would include but not limited to: 
 

• Sales meetings (Local and National)  
• Webinars 
• Official Program Documents 
• Dealer Spring Training Events   

 
26.  Acknowledge that your organization agrees to provide its company logo(s) to Region 10 ESC and 

agrees to provide permission for reproduction of such logo in marketing communications and 
promotions. 

 
 MTD and its brands acknowledge and approve this request.  
 
27. Provide the revenue that your organization anticipates each year for the first three (3) years of 

this agreement.  
 
$__400,000  in year one  
$__800,000  in year two  
$__1,200,000_ in year three 
 
Administration 
 
28.  Describe your company’s implementation and success with existing cooperative purchasing 

programs, if any, and provide the cooperative’s name(s), contact person(s) and contact 
information as reference(s).  

 
 Currently, MTD participates in HGAC Contract Number GR01-18 Grounds and Turf Equipment.  

We have been very successful our growing awareness and usage of the contract to our dealers 
and end-users 

 
29.  Describe the capacity of your company to report monthly sales through this agreement.  
 

MTD would be very diligent in providing timely reporting requirements for this contract.  We 
have dedicated staff resources to ensure monthly sales reporting is completed  

 
30.  Describe the capacity of your company to provide management reports, i.e. consolidated billing 

by location, time and attendance reports, etc. for each eligible agency.  
 
 MTD will have a dedicated Staff resource to provide all requested information and data. 
 
31.  Please provide any suggested improvements and alternatives for doing business with your 

company that will make this arrangement more cost effective for your company and 
Participating Public Agencies.  

 
 N/A 



 
32.  Please provide your company’s environmental policy and/or sustainability initiative. 
 

MTD is committed to providing environmentally sustainable and efficient technology.  We 
currently offer electric and autonomous technology within our product lines which maximizes 
efficiency and environmental impact.    
 
Many of us are concerned about the future of our planet and the health of future 
generations.  We can all help this issue with something as simple as turfgrass.  The satisfaction 
of creating beauty within the landscape can be rewarding for you and the environment. 

  
The Benefits of Turfgrass 
The TurfMutt Education Program 
 

References  
 
33.  Provide a minimum of three (3) customer references for product and/or services of similar 

scope dating within the past 3 years. Please try to provide an equal number of references for 
K12, Higher Education and City/County entities. Provide the following information for each 
reference:  

 
 

Suffolk Public Schools – Suffolk, Virginia 
Ryan Johnson 

Maintenance Department  

Phone: 757-636-6288, Email: ryanjohn@spsk12.net  
PRO Z Commercial Mowers 

City of Huntsville – Huntsville, Alabama 
Tony Ivey 

Grounds/Equipment Manager 
Phone: 256-564-8030, Email: tony.ivey@huntsvilleal.gov  

PRO Z Commercial Mowers 
Morgan County Parks & Recreation – Hartselle, Alabama 

Sean Dailey 
Director – Morgan County Parks and Recreation  

Phone: 256-560-6072, Email: SDailey@co.morgan.al.us  
PRO Z Commercial Mowers 

https://www.mtdproducts.com/equipment/caring_10500_20500_-1_turfgrass
https://www.mtdproducts.com/equipment/caring_10500_20500_-1_turfgrass
https://www.mtdproducts.com/equipment/caring_10500_20500_-1_TurfMutt
https://www.mtdproducts.com/equipment/caring_10500_20500_-1_TurfMutt
mailto:ryanjohn@spsk12.net
mailto:ryanjohn@spsk12.net
mailto:tony.ivey@huntsvilleal.gov
mailto:tony.ivey@huntsvilleal.gov
mailto:SDailey@co.morgan.al.us
mailto:SDailey@co.morgan.al.us


 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Appendix G: VALUE ADD  
 
Please include any additional products and/or services not included in the scope of the solicitation that 
you think will enhance and/or add value to this contract participating agencies. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

City of Moscow – Moscow, Idaho 
Rick Benjamin 

Fleet Supervisor 
Phone: 208-883-7107, Email: rbenjamin@ci.moscow.id.us  

PRO Z Commercial Mowers 
City of DuBois – DuBois, Pennsylvania  

Scott Farrell 
Public Works Superintendent  

Phone: 814-590-7651, Email: scott.farrell@duboispa.gov  
PRO Z Commercial Mowers 

mailto:rbenjamin@ci.moscow.id.us
mailto:rbenjamin@ci.moscow.id.us
mailto:scott.farrell@duboispa.gov
mailto:scott.farrell@duboispa.gov
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