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PROPOSAL FORM 2:  QUESTIONNAIRE & EVALUATION CRITERIA 
 
Instructions: 
Respondents should incorporate their questionnaire responses directly into the green cells below. Failure to provide responses in this format may result in the 
proposal being deemed as non-responsive at the sole discretion of Region 10. 
 
Respondents may incorporate additional documents as part of their response which may be utilized by Region 10 as part of the evaluation. Additional 
documents must be consolidated as part of this Section 2 at the end of your response. Vendor responses are strictly limited to 100 total pages (not including 
Attachment B – Pricing Excel pricesheet). Vendors who submit more than 30 additional pages may result in the proposal being deemed non-responsive at the 
sole discretion of Region 10. 
 
Region 10 has associated the evaluation criteria with the question that most closely aligns with that respective evaluation criteria. Region 10 reserves the right at 
its sole discretion to base its evaluation and specific evaluation criteria on any part of the respondent’s proposal. 
 

Evaluation 
Criteria 

Question Answer 

Basic Information 
Required information 
for notification of RFP 
results 

What is your company’s 
official registered name? 

Marsden Services 

What is the mailing address 
of your company’s 
headquarters? 

2124 University Ave West, St Paul, MN  55114 

Who is the main contact for 
any questions and 
notifications concerning 
this RFP response, including 
notification of award? 
Provide name, title, email 
address, and phone 
number. 

Steve Niswonger 
Director of Major Accounts 
steve.niswonger@marsden.com 
614-204-6071 

Products/Pricing (30 Points) 
Coverage of products 
and services 

No answer is required. Region 10 will utilize your overall response and the products/services provided in Attachment B to make this determination 

Ability of offered 
products and services 

No answer is required. Region 10 will utilize your overall response and the products/services provided in Attachment B to make this determination 

mailto:steve.niswonger@marsden.com
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to meet the needs 
requested in the scope 
Competitive pricing for 
all available products 
and services, including 
warranties if applicable 

Does pricing submitted 
include the required 
administrative fee? 

Yes. 

If utilizing the cost and 
incentive fee pricing model, 
outline your process for 
estimating target costs. 

Target costs are based on the amount of labor, equipment, and supplies that are needed to perform  each task requested in the 
agency scope of work.  We use industry standards for workloading to determine how much labor is needed.  We have also 
developed proprietary workloading standards.  These standards include how much cleaning chemical is used by an 
associate cleaning per shift.  We evaluate each opportunity and develop a customized labor plan.  This labor plan includes 
utilizing effective and efficient equipment to help reduce the amount of labor that is needed. 

Is there a minimum 
threshold requirement for 
agencies to use the services 
found in the pricing file. 

Our most effective client solutions utilize full-time labor (working 40 hours per week).  We would like to set our minimum at utilizing 40 
hours per week of labor. 

Do you offer any other 
promotions or incentives 
for customers? If yes, 
please describe. 

We do not typically offer financial incentives at the front end.  Our model is based on hiring the best people, utilizing our proven 
processes and management to exceed our customers’ expectations.  When hiring the best people, we sometimes pay more in wages 
and benefits.  Our customers are incentivized to use our service because of the results we achieve within their budget constraints.  We 
can typically save our customers money by hiring, training, and managing more productive people.  This will be seen when agencies 
evaluate our Target Costs vs. a competitive bid. 

Ability of Customers to 
verify that they 
received contract 
pricing 

If utilizing the cost and 
incentive fee pricing model, 
describe your ability to 
forecast costs accurately. 
Provide a one page 
example cost estimation. 

We are able to forecast costs extremely accurately.  Most of our contracts are multi-million dollars with multiple years.  Therefore, by 
the nature of our business, it is imperative that we can estimate future costs within these multi-year contracts.   
  
Our Recruiting department assists in determining wage costs.  We are able to forecast our benefit costs (healthcare, 401k, paid time off, 
and holiday pay).   We develop a customized labor plan for each contract to make sure we have accurately accounted for our labor cost.   
 
An Example is provided in Appendix A   

If using the cost and 
incentive fee pricing model, 
describe your ability to 
provide itemized reports 
showing actual costs for 
agencies’ due diligence 
purposes. Provide a one-
page example cost report. 

We have many large and complex customers that have specific invoicing requirements that we are able to comply with.  We can provide 
itemized reports that show actual costs.  
 
An Example is provided in Appendix A 

Payment methods Define your invoicing 
process and methods of 
payments you will accept. 
Please include the overall 
process for agencies to 
make payments 

Our invoicing process is easy and straight forward.  We also offer customized invoicing if an agency has a specific need.  We invoice the 
agency after the month of service.  We invoice each month.  Payment terms are typically net 30.  The invoice will reflect the agreed 
upon costs.  The format of the invoice will be reviewed and approved by the agency.   
 
We accept the following payment methods:  ACH/EFT and Check  

Other factors relevant 
to this section as 
submitted by the 
Respondent 

No answer is required. Region 10 will utilize your overall response and the products/services provided in Attachment B to make this determination 

Performance Capability (25 Points) 
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Service quality and 
features 

Please provide a high-level 
overview of the services 
being offered and how they 
address the scope being 
requested herein.  

Marsden was founded as a premier janitorial service provider in 1952 in St Paul, MN.  It was important to our founder (Skip Marsden) to 
develop his people and provide them with career advancement opportunities.  This is still an important part of our culture today. 
 
Marsden has grown organically and through acquisition.  Marsden’s first acquisition was a security 
company (American Security).  As Marsden has grown into a national service provider, we realized 
the need to not only acquire security and janitorial companies, but the need to also acquire 
mechanical companies.  To date, we have acquired Palen Kimble and Signature Plumbing in 
MN and Sun State Mechanical in AZ.  These acquisitions along with our organic growth have 
helped us to evolve into a total Facility Management service provider.   
 
The additional services we offer has helped us to continue to develop career paths for our 
front-line staff.  This is an important part of our associate engagement and retention plan. 
  

Outline relevant facility 
certifications and licenses 
your organization holds.  

Janitorial Services: 
Several of our janitorial service operating companies are CIMS certified.  CIMS is a certification from ISSA (International Sanitary Supply 
Association).  It is similar to ISO9000 for cleaning companies. 
 
Integrated Facility Services (IFS): 
Several of our personnel are IFMA CFM Certified and have FMP Designations. 
 
Certs./licenses (HVAC/Plumbing) 
Gas A 
Refrigeration A 
RVentilation  
RWarm Air 
Plumbing/Gas fitting 
Steam fitting A 
ASSE Certified Backflow 
MedGas 
 
Marsden Central (MN, WI, IL, IA, NE, SD, & ND) 
Water/Mold/Smoke Remediation  
TCHEST Certified Healthcare environmental service technician program 
Journeyman High Rise Window Cleaning  
 
Contractor Licenses (Restoration) 
Idaho 
Iowa 
Nevada 
City of Scottsdale, AZ 
Louisiana 
Arizona 
Washington 



Page 5 of 33 
 

 
Marsden owns mechanical companies in AZ and MN.  We have the ability to self-perform technical HVAC and plumbing in these states.  
In other states, we utilize our mechanical contractor network. 
 

Describe your quality 
control processes and 
standards for ensuring 
consistent service delivery.  

Our quality control and standard delivery process is centered around measuring the completion of tasks (SOW) and overall customer 
satisfaction.  We measure and manage variables in the following categories to make sure we are effectively serving our customers:  Safety, 
Quality, Cost, Delivery, and Morale.  We refer to these collectively as SQCDM.  These become our KPIs at many of our accounts.  We 
customize our KPIs depending on our client’s needs. 
 
We have web-based software that assists us in collecting most of our data.  Our data can then be reported in Power BI dashboards for 
our managers and clients to view. 
 
Labor Management (pre quality control):  Our labor management includes time keeping, associate contact information, and the ability 
to send messages to different teams within an account.  Alerts are sent when associates do not clock-in on time.  Our system has additional 
HR functionality that helps us track associate training.  It also sends alerts when training is due (i.e. Blood Borne Pathogen training).  Our 
associate morale survey is part of labor management.  This survey is sent out electronically to our associates. We also 
provide paper copies to fill out if that is an easier format for them. 
 
Work Orders / Service Requests:  Our software captures work orders and service requests.  These can be created from 
a smart phone and assigned with priority levels.  We can also track time to complete. 
 
 
SQCDM (Safey, Quality, Cost, Delivery, & Morale) 
 
S (Safety): 
We perform safety audits, track safety training that is performed on site, and near misses.  We utilize near misses to engage our team on 
the importance of safety.  We also set safety performance goals and track and report on those goals on a monthly basis. 
 
Q (Quality):   
We perform formal quality inspections using our web-based software.  We set quality performance goals and report actual v. goal. 
We also measure workorder completion time.  We set goals, and report actual v. goal. 
We have the ability to also illustrate work orders by type and quality concerns by time to provide actionable data to illustrate potential 
problems before they become a trend. 
 
Our client survey is sent out 2 times per year for those clients that choose to utilize it.  It is sent out during the same time period as our 
Associate Survey.   Our client survey is sent to decision leaders within your facilities.   
C (Cost): 
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Within Cost, we are measuring on time and accurate invoicing.   
The is also an area within many of our QBRs that we discuss cost savings and efficiency projects, as well as any changes 
to the scope of work that are needed.  All changes to scope of work are approved by the client. 
 
D (Delivery): 
Delivery is where we illustrate the completion of our project work.  We schedule our projects within our web-based 
Project Calendar.  We utilize our project calendar to schedule everything from our routine PMs to floor care projects.  
We can report on time completion for this metric. 
 
M (Morale): 
This is where we track and measure the morale of our associates.  We measure our associate retention on a monthly 
basis and accumulate this number over the year.  We also measure length of service.  The most important 
metric in this section is our 13 question Associate Survey.  This survey is sent out 2 times per year and coincides 
with our client satisfaction survey.  Our Associate Survey is a 13-question survey that builds on a Maslow-
Hierchy of needs (it starts with; do I know what is expected of me, and ends with have you had opportunities 
to learn and grow at work) 
 
Associate Survey Questions: 
1.  Do I know what is expected of me at work?  
2.  Do I have the materials and equipment I need to do my work right?  
3.  At work, do I have the opportunity to do what I do best every day?   
4.  In the last 7 days, have I received recognition or praise for doing good work?       
5.  Does my supervisor, or someone at work, seem to care about me as a person?  
6.  Is there someone at work who encourages my development?            
7.  At work, do my opinions seem to count?      
8.  Does the mission / purpose of my company make me feel my job is important? 
9.  Do you understand your role in helping the company’s goal of serving the client? 
10.  Are my co-workers committed to doing quality work?    
11.  Do I have a best friend at work? 
12.  In the last 6 months, has someone at work talked to me about my progress?  
13.  Have I had the opportunities at work to learn and grow during this past year? 
 
We see a strong correlation in our SQCDM metrics and our clients overall satisfaction.  Therefore, most of our QBR are a reporting and 
discussion of each of the metrics within Safety, Quality, Cost, Delivery, and Morale. 

Describe your 
organization’s approach to 
continuous improvement 
and innovation in facilities 
management services. 

Continuous improvement is important to us and our service delivery.  The framework for our continuous improvement plans are based 
on PDCA: Plan, Do, Check, Act 
 
Typically, the first step in the process is what we refer to as “take it to the spot”.  This is when a member of our management team goes 
to the area where a service concern happened to truly understand what is happening.  This is also known as the Gemba walk.  We start 
asking our 5 whys to understand the variables of the issue. 
 
We then begin to address our follow up process.   We have included our PDCA chart below and have listed the summary of items we 
will be addressing.  
 
Plan 
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We have operating task list and schedules in place that match our SOW.    We are making a revision that shows the day of the week that 
weekly tasks are being done.    This has not been spelled out specifically enough in our checklist.   This will allow us to gain more 
consistency and aid our Checking of the work by having clear expectations with our staff on the exact day and for leadership to be able 
to check quality more effectively.    
We implement a schedule for the week that clearly shows what areas we are checking and auditing each day.    The list will be 
established at the beginning of each week and will be based on patterns we are observing during our previous audits, from follow-up 
conversations with customers, and from items that may be reported to us.     
 
Do 
We will execute the plan.     
 
Check 
We will be auditing the facility on a daily basis utilizing the above-mentioned schedule and imputing information into our web based 
auditing tool.    This will allow us to better see trends and patterns and then allow for course correction as needed.     We can share 
audit results with clients.  
We will perform the audits in several ways.   A-  we will inspect areas on our own to judge the quality of work.   B-  We will inspect areas 
along with the cleaning tech to use as a teaching aid for the tech.   This will allow them to clearly see on the spot how well they are 
performing their tasks, as well as lead to quicker correction.  
We will follow up with contacts to quantify their experiences with our services.   We want to ensure we are allowing them to address 
concerns they have, positives that have happened and any needs that they have.   This information will aid us in our service delivery 
model to provide them the consistency in our service.   
       
Act 
The key component to this is talking with our techs.   We want to have open communication on where there are still issues, what 
solutions they may have, our solutions,  and then make the adjustment.     
We will then make any adjustments to the programs based on these findings.    We will also integrate any lessons learned into our 
processes.   
Check process changes to get to resolution.     
 
Below is our PDCA plan in a summary form.  The detailed information is in the above listings.      
KAIZEN         
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We are able to offer innovative solutions in Facility Management Services by sharing best practices with our operational counterparts 
around the country.  In addition, we are members of APPA, IFMA, ISSA, BOMA, and the BSCAI.  These organizations also share ideas and 
best practices. 

List the number and 
location of offices or service 
centers for all states being 
proposed in solicitation. 
Additionally, if your 
company does not offer all 
products and services in all 
50 states, please describe 
any geographical 
limitations on any product 
or service offered. 

We have over 50 offices across the country.  They are listed below.  
Marsden Services, L.L.C. 
2124 University Ave. W. 
St. Paul, MN 55114 
 
Marsden Central Main Office: 
1717 University Ave. W. 
St. Paul, MN 55114 
 
Marsden Central Des Moines, IA 
2801 Bell Avenue 
Des Moines, IA 50321 
 
Marsden Central Omaha, NE -  
13217 F Street 
Omaha, NE 68137 
 
Marsden Central Rochester, MN 
15 Civic Center Drive NE 
Rochester, MN 55904 
 
Marsden Central Duluth, MN 
4511 W. First Street, STE 5 
Duluth, MN 55807 
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Marsden Central St. Cloud, MN 
3900 Roosevelt Road, STE 102 
St. Cloud, MN 56301 
 
Marsden Central Sioux Falls, SD 
5511 N. Quarry Ave., Suite 201 
Sioux Falls, SD 57104 
 
Marsden Central Sacramento, CA 
3722 Happy Lane, STE 20 
Sacramento, CA 95827 
 
Clean Power, L.L.C. Main Office: 
2077 South 116th Street 
West Allis, WI 53227 
 
Clean Power Appleton, WI 
3011 East Capitol Drive 
Appleton, WI 54911 
 
Clean Power Racine, WI 
601 Lake Avenue 
Racine, WI 53403 
 
Clean Power Stevens Point, WI 
2607 Post Road, STE 7 
Stevens Point, WI 54481 
 
Clean Power Eau Claire, WI 
1737 Westgate Rd. 
Eau Claire, WI 54703 
 
Clean Power Madison, WI 
2842 Progress Rd. 
Madison, WI 53716 
 
Clean Power Sheboygan, WI 
4736 S. Taylor Drive 
Sheboygan, WI 53081 
 
Clean Power Wausau, WI 
2712 Stewart Ave. 
Wausau, WI 54401 
 
Clean Power Bloomington, IL 
3004 Gill St. 
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Bloomington, IL 61704 
 
Scioto, L.L.C. Main Office: 
65 Kingston Avenue 
Columbus, OH 43207 
 
Scioto Cincinnati, OH 
4040 Rev Drive 
Cincinnati, OH 45232 
 
Scioto Middleburg Heights, OH 
6751 Engle Road, STE H 
Middleburg Heights, OH 44130 
 
Scioto Dayton, OH 
2843 Culver Avenue 
Dayton, OH 45429 
 
Scioto Bellaire, OH 
3494 Noble St. 
Bellaire, OH 43906 
 
Scioto Parkersburg, WV 
430 29TH St., STE D 
Parkersburg, WV 26101 
 
Scioto Putnam County, WV 
105 Erskine Ln., STE 105B 
Scott Depot, WV 25560 
 
National Maintenance Contractors, L.L.C. Main Office: 
34004 9th Ave. S., Suite B110 
Federal Way, WA 98003 
 
National Maintenance Contractors Spokane, WA 
5227 E. Trent Avenue 
Spokane, WA 99212 
Phone: (509) 315-9862 
 
National Maintenance Contractors Spokane, WA 
9221 N. Division, Suite D 
Spokane, WA 99218 
 
National Maintenance Contractors Kennewick, WA 
7103 W. Clearwater Ave., STE D 
Kennewick, WA 99336 
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CBM Systems, L.L.C. Main Office: 
7409 SW Tech Center Drive, STE 100 
Tigard, OR 97223 
 
Haynes Building Service, L.L.C. Main Office: 
16027 Arrow Highway, STE I 
Irwindale, CA 91706 
 
Haynes Building Service San Diego, CA 
7945 Dunbrook Rd., STE E 
San Diego, CA 92126 
 
Haynes Building Service Sacramento, CA 
3722 Happy Lane, STE 40 
Sacramento, CA 95827 
 
Haynes Building Service Santa Clarita, CA 
26376 Ruether Ave. 
Santa Clarita, CA 91350 
 
Haynes Building Service Tempe, AZ (Pro Serv) 
2507 W. Erie Drive, Suite 103 
Tempe, AZ 85282 
 
Marsden South, L.L.C. Main Office: 
11000 S. Wilcrest Drive, STE 127 
Houston, TX 77099 
 
Marsden South Pompano Beach 
1388 SW 8th St. 
Pompano Beach, FL 33069 
 
Marsden South Freeport, TX 
1744 W. 4th St., STE 204 
Freeport, TX 77541 
 
Marsden South Orlando, FL 
2200 Forsyth Road, Unit A2 
Orlando, FL 32807 
 
Marsden Northeast, L.L.C. Main Office: 
3004 Gill St. 
Bloomington, IL 61704 
 
Final Touch, L.L.C. Main Office: 
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1717 University Ave. W. 
St. Paul, MN 55104 
 
Palen Kimball, L.L.C. Main Office: 
1717 University Ave. W. 
St. Paul, MN 55104 
 
Palen Kimball Spring Lake Park, MN 
8260 Arthur St. NE, STE A 
Spring Lake Park, MN 55432 
 
Al’s Window Cleaning, L.L.C. Main Office: 
12020 W. Ripley Ave. 
Wauwatosa, WI 53226 
 
Marsden Mechanical, L.L.C Main Office: 
2507 W. Erie Drive, STE 103 
Tempe, AZ 85282 
 
Caledonian Building Services, L.L.C. Main Office: 
47 Rickenbacker Circle 
Livermore, CA 94551 
 
Caledonian Building Services San Leandro, CA 
1937 Davis St. 
San Leandro, CA 94577 
 
American Security, L.L.C. Main Office: 
1717 University Ave. W. 
St. Paul, MN 55114 
 
American Security Des Moines, IA 
2801 Bell Avenue 
Des Moines, IA 50321 
Phone: (515) 245-4350 
 
American Security West Allis, WI 
2077 South 116th Street 
West Allis, WI 53227 
 
American Security Omaha, NE 
13217 F Street 
Omaha, NE 68137 
 
American Security Winter Park, FL 
1313 W. Fairbanks Ave., STE 200A 
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Winter Park, FL 32789 
 
American Security Rochester, MN  
15 Civic Center Dr. NE 
Rochester, MN 55904 
 
American Security Tempe, AZ 
2507 W. Erie Drive, STE 103 
Tempe, AZ 85282 
 
American Security Miramar, FL 
1388 SW 8th St. 
Pompano Beach, FL 33069 
 
American Security St. Louis, MO 
314 North Jefferson Ave. 
St. Louis, MO 63103 
 
American Security Venice, LA 
40412 A River Rd. 
Venice, LA 70091 
 
American Security Broussard, LA 
406 East Madison St. 
Broussard, LA 70518 
 
American Security Pascagoula, MS 
5912 Old Mobile Highway 7, STE 7 
Pascagoula, MS 39581 
 
Tier-One Property Service, LLC Main Office: 
1100 S. Wilcrest Dr., STE 125 
Houston, TX 77099 
 
Tier-One Property Service Dallas, TX 
7610 N. Stemmons 
Suite #335 
Dallas, TX 75247 
 
Tier-One Property Service Marysville, OH 
405 South Oak Street 
Marysville, OH 43040 
Phone: (937) 644-0888 
 
Tier-One Property Service Kansas City, MO 
8601 E. 63rd Street 
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Kansas City, MO 64133  
Outline any value-added 
capabilities not already 
addressed. 

Marsden is a fully Integrated Facility Services (IFS) provider with significant technical capabilities.  We have the ability to become a total 
Facility Management solution for an agency.  We can also be utilized to outsource specific maintenance positions, such as a Facility 
Manager or Maintenace Tech.  We can also be utilized to provide a specific service, such as janitorial.   
 
Some of our value added technical capabilities are listed below.  We self-perform these services in AZ and MN.  We can 
consult with you and/or sub-contract these services in all other states: 

• Preventative Maintenance 
• Filtration & Ventilation 
• Central Chiller Systems 
• Cooling Towers 
• Package & Split Systems 
• Evaporative Coolers 
• Compressors 
• Conversation of Central Air Systems to Individual Split Package Air Conditioners 
• Energy Conservation Consulting  
• Facility & Equipment Evaluation 
• Energy Audits, Systems Solutions, & Management Controls 
• Industrial Ammonia Refrigeration Systems 
• Integrated Controls Systems 
• Emergency Services 
• Drain Cleaning & Drain Jetting 
• Toilet, Sinks, Faucets, & Flush Valves 
• Sewer Lines Repaired & Replaced 
• Water Services Repaired & Replaced 
• Video Inspection Services 
• Underslab Leak Location 
• Backflow Devices & Inspections 
• Gas Piping Repaired & Replaced 
• Medical Gas Piping & Inspections 
• Tankless Water Heater, Lift Stations, Sump Pumps, Pumps System & Booster, and Tampering Valves 

 
Cost-saving strategies Outline cost-saving 

strategies or innovative 
approaches your 
organization employs to 
minimize expenses while 
maintaining quality service 
levels. 

We owe a lot of our success to our long-term clients that have helped us learn how to be innovative and cost effective.  Honda of 
America Manufacturing is one of these clients.  We have been their janitorial service provider since they opened their first automotive 
production plant in the United States in 1981.   
 
We have been their service provider since 1981 because of our ability to employ innovative strategies to save them money over the 
years.  We accomplish this by building it into our culture.   
 
It is purposefully built into our CULTURE by focusing on 3 things on a daily basis:  People, Process, & Management  
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People: We appreciate, respect, and invest in our labor force. We treat our employees with dignity and provide them with a positive 
company culture. We also offer competitive benefits packages and opportunities for career growth. Our staff take pride in their work and 
their ability to serve our clients.  

Process: We develop a defined, site-specific approach for each client facility that implements best practices and allows us to provide 
consistent results every shift.   

Management: We use advanced technologies and industry-leading labor management techniques to measure performance, gain 
efficiencies, and provide exceptional service.  Above all, our management teams understand how to work with people and get the best 
out of them. 

When we have all of the right people working together, we are able to reduce costs.  Since our front line is part of the process, they 
generate ideas to help us reduce costs.  We pay our front-line associates more than the competition and offer them benefits.  This helps 
to engage them in the process.  They know when we reduce our labor, the result helps us to pass along pay increases to them. 

 
Outline any value-added 
services or programs your 
organization offers that 
could potentially reduce 
costs or improve 
operational efficiencies. 

An example of our value added service in our janitorial business is a process called the TECH Program.  TECH stands for Teach 
Easy Cleaning Habits.  The program is designed to deliver consistent efficient results by breaking down our clients scope of work 
into easy to understand tasks.  These tasks are then put into Route Cards.  Each route is designed with the proper supplies and 
equipment.  Each Route Card describes the task to be completed as well as the general timing it should take to run the route.  
See the example below. 

 

TECH Program - Route Card Example: 
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Integrated Day Cleaning Cart: 
Features & Benefits:   

• Quite vacuum for Day Cleaning 
• Battery powered 
• Can be plugged in to conserve battery life 
• Long telescoping vacuum wand 
• Cleaning Chemical Storage and large trash collection 

 Chariot Ridding Vacuum: 
Features & Benefits:   

• Ideal for Corporate HQs with large open space 
• Efficiently covers large open areas 
• Effective vacuuming  
• Designed for ease of use 
• Effective Battery Life 

 

Wide Area Vacuum: 
Features & Benefits:   

• Ideal for Corporate HQs with large open space 
• Efficiently covers large open areas that are difficult to 

access with Ridding Vacuums 
• More efficient that up-right vacuums  

 

 

Effective & Efficient Equipment: 
As labor rates and healthcare costs continue to increase, we utilize efficient and effective equipment to help us reduce labor and 
provide more consistent results.   
 

 

 

Staff management and 
training 

Outline your management 
structure and supervision 
processes for facilities 
management services.  

Our Facility Management (FM) structure is designed to be flexible and adaptable for each client.  We typically customize a solution for 
each client.  The structure provided below describes a full FM structure.  For example, customers can decide to utilize just our janitorial 
solution.  The square footage of each client facility will dictate the number of cleaning personnel, and thus determine the level and 
amount of management that is sufficient and necessary to provide proper oversight.   
 
The example below is for a large school district that has a full FM outsource model: 
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Differentiator – TEAM LEADER Position: 
One of the differences with our management model is the Team Leader position.  In our opinion, this position is critical to the successful 
deployment of a janitorial solution.  This position is the eyes and ears of management.  They help to set pace and are key in providing 
on-the-job training to new cleaning techs.  Additionally, we have learned over the years that it is important to have a pre-management 
position.  The Team Leader does not have the hire, fire, and disciplinary responsibilities.  This is helpful with the career development of 
our cleaning techs.  This becomes their first step into a management position without feeling all of the pressures of management and 
supervision. 
 
 
 

Describe your background 
check and screening 
processes you have in place 
for employees.  

We do business with a lot of government agencies and fortune 100 companies that have very strict background check processes.  Many 
of our non-government clients are financial services and banking customers like JP Morgan Chase, Fidelity, Capital One, & Wells Fargo 
that require additional background checks.  One example of this is AOA for airports.  In these cases, we follow our clients background 
check process. 
 
Our standard process is to require 2 forms of ID to begin the process.  We perform a national background check. We also utilize E-Verify 
to make sure the applicant is legal to work in the US.  We utilize both IDs to make sure all information matches with E-Verify. 
We also perform FBI/BCI background checks for many of our government contracts – especially our K-12 school customers. 

Describe your strategies for 
recruiting and retaining 
qualified staff members. 
When engaging with a new 
customer, outline any 
strategy or approach to 
retaining existing 
employees. 

Our entire recruiting and operational approach is based on hiring the best possible people and retaining them. 
 
We have full-time professional recruiters that perform the initial interview and determine if the applicant is a fit for the position.  Our 
recruiters work with our Operations and Sales Teams to make sure they understand each job.  By understanding each job, it is easier for 
them to find people that will be a fit.  When we have a good fit, we have a higher probability of retaining.  
 
Our recruiters utilize Fountain software,  this technology makes it easier for each applicant to communicate with us during the 
recruiting process.  This technology also helps our recruiters have purposeful conversations with each applicant that appears to be a 
potential fit. 
 
A “Fit” is someone that matches our company culture: 

 Self-respect 
 Professional attitude 
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 Takes pride and satisfaction in their work 
 Flexible and friendly 

 
Differentiator – Marsden’s Management site management team performs on site interview and makes final hire decision. 
 
Before we started using Fountain, our recruiters were  spending too much time on administrative tasks and too much time talking to 
the wrong candidates.  Now, our recruiters have time to provide helpful information to our new applicants to get them to the jobsite 
for their site interview with our Operations and Management team.  Most companies in our industry don’t perform multiple interviews.  
Our onsite management team makes the final hiring decision. 
 
Our recruiting team also follows up with the applicant after their interview and after their first few days on the job.  We have found that 
these extra touch points have improved our overall retention numbers. 
 
Hiring the right people the first time is just the first step in our retention program.  We have engagement programs that are designed to 
help our Operational and Management teams retain our front-line workforce.  The most impactful program is our training and 
development programs that help us to career path our workforce.  One of the initial promises we make our new cleaning tech is that 
they can have a career with us.  We have example after example of our front-line associates developing careers with us.  
 
Our CEO (Guy Mingo) started with us in the late 1970s as a part time cleaner.  He became a supervisor and continued to work his way 
up through the organization.  We have multiple Division Presidents and VP’s of Operations that started the same way. 
 
 As discussed in the previous section (Labor Management & Quality Control), we measure the morale of our associates as part of 
SQCDM.  Our Associate Survey is detailed in that section.  We also measure turnover and length of service to make sure our site 
management is retaining our front-line associates. 

Outline any training and 
development programs 
available for staff 
members. 

Every new Marsden employee goes through a multi-step training process. They complete hours of education and practice before 
commencing work. The result is a workforce that is knowledgeable, efficient, consistent, and highly skilled.  
Our training enables our employees to deliver quality, customer-focused services. Our committed cleaning team provides: 

• The highest level of quality 
• Associates who demonstrate accountability and ownership in their work 
• An emphasis on safety, best practices, and proper techniques 
• Efficient methods and a subsequent reduction in costs 
• Consistent performance through training specific methods 
 

Classroom Training 
The first portion of the training program takes place in a classroom. Classroom training focuses on introducing employees to 
Marsden’s culture and emphasizing safety. By carefully covering safe practices before an employee begins any physical training, 
we ensure employees start their Marsden careers with safety in mind.  
There are test questions after each section to ensure comprehension.  Once new employees have satisfactorily completed the 
first tier of training, they’re given a new employee orientation assessment before commencing onsite training. During classroom 
orientation and training, new employees learn: 

• Company policies and procedures 
• Employee “Right to Know” information  
• Blood borne pathogens safety procedures (if applicable) 
• Safe use of all products and equipment 
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• Back care and safety techniques 
• Recommended lifting techniques 
• Use of Safety Data Sheets (SDS) 
• Occupational Safety and Health Administration (OSHA) labeling 
• Environmentally conscious cleaning techniques 
 

Technical Training 
Upon the successful completion of the assessment, new employees begin their onsite technical training, which includes:  

• Standardized cleaning methods 
• Site-specific training and safety protocols 
• Safety training 
• Human resources policies 
• Training on customer service skills, called Marsden’s Star Service© program 
• Proper use of equipment 
• Advanced industry training 
• Supervisory skills 
• Management development  

A key aspect of onsite training is a specialized two-hour course led by our Human Resource (HR) personnel on Marsden’s Star Service© 
program. This program is unique to Marsden and reminds our personnel to incorporate customer service into their daily routines. By 
doing so, we create a company-wide culture that recognizes the vital importance of building relationships with our customers. 

During the onsite training, new employees are also able to build upon classroom learning. By watching trainers’ model correct techniques 
and demonstrate safe practices, new employees can visualize what they’re learning. This prepares them to practice these procedures and 
techniques themselves in the final step of training. 

Procedural Training 
The final stage in our training program is for employees to receive one-on-one instruction during procedural training. This ensures 
employees have retained what they’ve learned, and they can execute it.  

During the hands-on training, a designated trainer works side by side with the new 
cleaner, and as they clean, the new employee is taught: 

• Marsden’s unique cleaning system, called “Teach Easy Cleaning Habits” (TECH) 
• A specific cleaning system that is the same for all cleaners 
• A schedule for performing periodic tasks 

 
addition to the initial training programs, all our staff are expected to complete ongoing 
training and annual refresher training courses. All training records are stored with our HR 
department and monitored for compliance.  

Supervisor Training 
We provide thorough training at every level of our organization. All management personnel complete the Marsden University© 
Manager’s Training, an extensive career-training curriculum covering:  
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• Management Training Core Curriculum – managers and supervisors are required to complete 40 hours per year 
• Managing cultural diversity 
• Creating a respectful workplace 
• Discipline and termination policies 
• Conducting performance reviews 
• Effective oral and written communication strategies 
• Customer relations 
• Leadership and motivation Skills  
• Chemical and equipment safety 
• OSHA regulations and certification programs 
• Right-to-Know laws 
• Blood borne pathogens and hazmat certifications 

 
Skill Based Training & Virtual Technical Support 
We utilize Interplay Learning for our skill based training and virtual technical support.  
This helps us to ramp up our greener techs faster and helps to teach a broader set of 
skills.  This also provides more confidence amongst techs to diagnose and fix jobs 
properly the first time. 

 
 
We utilize Aubrey Daniels and Franklin Covey for our executive management training. 
We also have a Marsden University web site (Skillsoft) where management and associates can take classes.  
 
 

Integration with other 
platforms 

 Our computer systems have been able to integrate with any of customers’ systems.  We can integrate with anything, whether 
its directly one to one via APIs or we can take data in/out of our Data Warehouse if needed to get the data where it needs 
to go. .    

Outline any technology and 
software solutions your 
organization uses to 
support facility 
management services. 

We currently use eHub from Team Software as our main labor management tool. 
We also use Great Plains accounting software.   Our IFS team utilizes YARDI for work orders.  We are beginning a Salesfore integration.  
Salesforce will become our main API. 

Customer 
implementation and 
support plan 

Describe your company’s 
implementation and 
training plan for new 
customers, including a 
general timeline for 
implementation services.  

For a full service implantation of Integrated Facility Management (IFS) where we are employing a Facility Manager, Maintenance Techs, 
and providing a managed janitorial service program, our typical implementation is 60 days. 
 
However, if an agency is implementing just one (1) service line, such as Janitorial, security, or a maintenance position, the 
implementation timeline is 30 days.  The implementation increases to 60 days only when we become your full service FM provider. 
 
Each of our client’s facilities are unique.  Therefore, we put together a customized transition plan based on the needs of each facility.  
Each plan is based on providing communication throughout the process. 
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Our implementation plan is based on developing Operational, Human Resources, Supplies & Equipment, Security, and Safety programs.  
A significant portion of information is collected during the selling process.  Therefore, in most cases, we are implementing a specific 
plan and communicating results during our transition. 
 
There typically is not any training that is needed for our customers. 
 
We typically request short weekly meetings to provide status updates to the client.  These meetings occur prior to a transition date and 
occur 2 to 4 weeks post transition.  In most cases, our teams are able to transition accounts with minimal time from our customers.  We 
are able to gather information from our weekly meetings and our site tours. 
 
Therefore, our transitions are seamless and do not require a significant investment of time from our clients. 
We typically transition over 60 MM SF per year.    
 
 

Security protocols and 
privacy protection 

Please describe protocols 
taken to ensure the 
protection of privacy and 
data, particularly personal 
identifiable information of 
both internal and external 
stakeholders. 

The overarching objective of information security is to develop, implement and manage a security program that achieves six 
basic outcomes of effective security governance: 

1. Strategic alignment with business strategy to support organizational objectives. 
2. Execute appropriate risk management measures to protect the confidentiality, integrity, and availability of critical 

information and systems. 
3. Optimize security investment for value delivery. 
4. Develop security architecture(s) to effectively and efficiently manage critical infrastructure resources. 
5. Monitor and report on information security processes to ensure objectives are achieved. 
6. Integrate all relevant assurance factors to ensure that processes operate as intended, end-to-end. 

 
This document outlines the Marsden Services Information Security Program. It establishes a comprehensive program to assess 

electronic and physical means of accessing, gathering, storing, utilizing, transmitting, and safeguarding information assets 
and technological resources within Marsden Services. The objective is to ensure uniform implementation across all 
divisions of the organization. This risk-based Program extends to any satellite locations operated by Marsden Services. 
Embracing this Program guarantees the adoption and upkeep of robust information security measures, thereby protecting 
invaluable assets of Marsden Services, including information, personnel, identities, applications, and infrastructure. 
Depending on their role, each employee will have specific responsibilities in maintaining and adhering to this program. 

 
The Marsden Services information security program is meticulously crafted to uphold the protection and confidentiality, integrity, 
availability, accountability, and auditability of Marsden Services’ information assets. This program encompasses various activities, 
projects, and initiatives to develop the program, execute the strategy, and oversee the outcomes. The overarching goal is to facilitate 
the operations of Marsden Services, its employees, partners, customers, and stakeholders, enabling them to engage in teaching, 
learning, research, and business activities while exchanging information securely within a meticulously managed risk environment. The 
program extends its coverage to all computing resources and information assets within Marsden Services, including those overseen by 
administrative personnel, various departments, and third-party managed services. It applies universally to all individuals using, 
maintaining, or managing Marsden Services' business processes, applications, and infrastructure. 

Marsden Services handles a diverse array of sensitive data, encompassing Personally Identifiable Information (PII), financial records, 
including data subject to GLBA regulations, and credit card information governed by PCI DSS standards. Safeguarding this information 
against unauthorized access and disclosure is paramount, necessitating a comprehensive comprehension of its characteristics, 
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locations, creation methods, transmission channels, sharing protocols, storage procedures, deletion processes, and eventual 
destruction methods. It is imperative to recognize that ownership of university/business information lies with those ultimately 
accountable for the corresponding business processes. 

The information security program largely adapts to the National Institute for Standards and Technology (NIST), “Framework for 
Improving Critical Infrastructure Cybersecurity”, for managing Marsden’s information assets. The framework is a flexible, risk-based 
implementation that can be used with a broad array of information security risk management processes. Adapting the framework 
allows Marsden to establish a roadmap for reducing risk that reflects university risk management priorities.  

Customer 
service/problem 
resolution 

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

Marsden has a 24/7/365 Customer Service Center.  Each client that is set up within this call center has a pre-designated phone tree. 
 
Our Account Managers and Operational Management team also provide a customer service function.  Most of our customers contact 
their Account Manager directly.  Our Account Managers are trained to respond to all customer service issues.  Our management teams 
typically work 1st shift.  We also have operational management that works 2nd shift.  Therefore, most of our accounts are covered by 
someone they are familiar with from 8 am until about midnight.    

Financial condition of 
vendor 

Demonstrate your financial 
strength and stability with 
meaningful data. This could 
include, but is not limited 
to, such items as financial 
statements, SEC filings, 
credit & bond ratings, 
letters of credit, and 
detailed refence letters 

Since we are a private company, we consider our financial statements confidential and proprietary information.  We are happy to share 
our financial statements upon signing a NDA. 
 
Marden has a $125 million revolving line of credit to meet the liquidity needs of our consolidated company.  Marsden participates in a 
consolidates cash management process.  Under this process our holding company and its subsidiaries utilize zero balance accounts 
(ZBAs), and these accounts are zero balanced daily.  Our holding company maintains excess cash generated by its subsidiaries’ 
operations and provides cash to meet its subsidiaries’ utilizing the revolving line of credit as needed. 
 
Our financial stability is evidenced by our: 

• Strong balance sheet 
• Low total debt to equity ratio 
• Revenue to retained earnings growth 
• Strong operating cash flows 
• $125 million line of credit with $106 million unused and currently available  

A letter from our bank is included in Appendix A  
What was your annual 
sales volume over last three 
(3) years? 

2021 $418,221,238 
2022 $492,523,100 
2023 $528,627,550 
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Other factors relevant 
to this section as 
submitted by the 
Respondent 

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 

Since we utilize cloud based software to collect a majority of our data, we have almost endless capacity and capability to provide all 
types of management reports. 
 
Our associates clock in via our eHub mobile software, therefore we provide time and attendance reports.  We can also provide all types 
of reporting on service quality.  This includes on-time completion of work orders and projects.   
 
Some examples of different types reporting capabilities are illustrated below and include: 

1. Inspections – janitorial quality inspection by area type  
2. Touch Point (NFC tag validation):  cleaning time in specific areas 
3. Period Schedule – showing completion of scheduled work 
4. Service Request – illustrating completion rates 

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

TRIR = 1.54 
EMR = .73 

Qualification and Experience (25 Points) 
Respondent reputation 
in the marketplace 

Provide a link to your 
company’s website 

www.marsden.com  

http://www.marsden.com/
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Please provide a brief 
history of your company, 
including the year it was 
established. 

Adrian “Skip” Marsden began cleaning buildings with just a mop and a station wagon in 1952.  He began a tradition of accountability 
and impeccable customer service that remains the backbone of our business model to this day. His customer-first approach ensured 
that Marsden provided the most effective facility services available at a price that was fair and sustainable to clients, as well as workers. 
 
Today, Marsden Services is a facility services company that provides janitorial, security, building maintenance, and specialty 
property services to clients throughout the United States. As a highly experienced Building Services Contractor, we have the 
flexibility to provide customized services to small and large clients alike, including those with multi-state or multi-regional 
footprints. We enjoy an unmatched reputation for preserving property value by helping facility and property managers maintain 
safe, clean, and efficient facilities. 
 
Marsden is one of the largest privately held janitorial companies in the country.  We have grown to a company of over $500 million 
dollars in annual sales with 11,500 employees nationwide.  Nonetheless, we have maintained our “people first” mentality. We continue 
to reinforce this by fostering a positive environment in which the founding values of Skip Marsden are paramount. In short, we keep our 
promises. 
 

  
Past relationship with 
Region 10 ESC and/or 
Region 10 ESC 
members 

Have you worked with 
Region 10 in the past? If so, 
provide the timeframe and 
main contact for that work? 

No.  Marsden Services has not.  Scioto, one of Marsden’s janitorial service companies has an agreement with Equalis through Sourcing 
Alliance.  One of our HVAC companies (Sun States Mechanical based in AZ) has worked with Region 10. 

Experience and 
qualification of key 
employees 

Please provide contact 
information and resumes 
for the person(s) who will 
be responsible for the 
following areas. Region 10 
requests contacts to cover 
the following: 
* Executive Support 
* Account Manager 
* Contract Manager 
* Marketing 
* Billing, reporting & 
Accounts Payable 

Executive Support - Mark Dorenkott – President of Marsden South 
Mark is responsible for overseeing Marsden’s operations in the southern United States, including Texas, Florida, and the Gulf Coast 
area. Mark brings over 19 years of professional experience in management, planning, strategy, operations, safety, customer service, 
employee training, cost reduction, and supplier management. 
 
Before joining Marsden South, Mark gained recognition as the Area Vice President and Operations Executive for Gateway Services, Inc. 
He delivered measurable improvements to customer satisfaction, company value, strategic planning and implementation, employee 
training, and employee morale. The workplace safety protocols Mark implemented markedly reduced injuries and lost workdays. Prior 
to Gateway Services, Mark served as District Operations Manager for Shred-it Inc, where he was integral in the planning, operations, 
development, and financial management. Before Shred-it, Mark served as Regional Business at Cintas and managed business 
development, profit and loss accountability, sales support, recruitment, training, cost reduction, and supplier and vendor management. 
Prior to Cintas, Mark served as an executive at Ferguson Enterprises, managing several supply chain projects that included operational 
excellence and improvements, sales support, finances, and overall cost reduction. 
 
Mark’s accolades include: 
Shred-it Outstanding Achievement Award  
Cintas Outstanding Achievement Award 
Ferguson Enterprises Associate of the Year Award 
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Mark earned his B.A. with a double major in Purchasing and Production from Bowling Green State University in Bowling Green, Ohio. 
 
Account Manager – Bifredo Barros (located in Dallas, Texas) 
Bifredo currently provides operational support to over 20 locations that total 1 MM square feet.  
Support includes training managers and supervisors to ensure compliance with requirements and contract specifications for multiple 
locations.  He provides leadership to on-site managers, project managers, supervisors and team leads.  Bifredo has a poven track record 
of increased productivity of management personnel.  Bifredo is also responsible for coaching/training on and safety awareness to all 
employees.  He is also our primary contact to provide customer service and relationship management with our clients in the Dallas area. 
 
Before joining Marsden, Bifredo was an area Manager for a production distribution company located in Lewisville, TX.  Bifredo has over 
27 years of management experience in production, distribution, manufacturing and janitorial with extensive knowledge of lean 
manufacturing principles. Proven management experience in team development and continuous improvement.  Experienced in both 
union and nonunion settings. Familiar with high performance work team concepts in a fast-paced work environment. Specialized in 
improving operating costs. Bifredo is also fluent in English and Spanish. 
 
Contract Manager –  Brian Christiansen – VP & Deputy General Counsel: 
Brian serve as our contract manager.  He is also an advisor to senior management litigation, contracts, acquisitions, labor and 
employment, regulatory compliance, etc.  Brian also advise HR professionals and business leaders on employment and labor matters, 
including employment policies, agreements, and collective bargaining negotiations with labor unions.  Brian also oversees our outside 
litigation counsel and internal claims department team to administer and defend workers’ compensation, auto, general liability, and 
other claims. 
 
Brain has develop process improvements and prepared standard operating procedures (both legal and non-legal) to improve 
consistency and scalability of business operations.  He was Co-Chair of Task Force to address critical issues facing the business such as 
talent acquisition, retention, and the COVID-19 pandemic 
 
Previously, Brian was an attorney at Hellmuth & Johnson, PLLC (2012 – 2019), where he took depositions, argued motions, and 
negotiate settlements in high-stakes commercial litigation, and litigation prevention, preparation, and strategy.   
Brian attended Hamline University School of Law, St. Paul, MN (Juris Doctor, summa cum laude, May 2012). 
 
Marketing & Sales Support – Steve Niswonger – Director of Major Accounts: 
Steve has over 20 years of experience in the building services contracting industry.  He joined Scioto (Marsden’s second janitorial 
acquisition) in 2003 as a principal to help effectively grow the business.  Steve has a significant amount of experience work-loading 
complex facilities and providing cost effective operational and management plans.   
 
One of Steve’s primary functions is to support sales with developing accurate and effective staffing and management plans.  He works 
closely with Operation to make sure we are delivering on promises.  Responsibilities also include:  costing & cost control, operational 
design & efficiency, Leadership over site, and Quarterly Business Reviews. 
 
Steve previously worked in the specialty chemical industry with a focus on surface science. 
Steve was a B.S. from The Ohio State University in Systems Engineering. 
 
Key Accomplishments: 
IFMA – past Board Member 
BOMA – past Board Member 
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Life Care Alliance / Meals on Wheels – Board Member 
See Kids Dream – special advisor / past Board Member  
 
Billing, Reporting, and AP – Jackie Rienerston: 
Jakcie is a business professional with deep and wide-ranging experience in diverse professional environments.  Strong accounts 
receivable, billing and computer skills with excellent attention to detail.  Her areas of expertise include: 

Customer Service Management Financial Analysis & Reporting 
Team Leadership   Staff Training & Development 
Accounts Receivable  Process Improvement 
Billing & Invoicing Account Reconciliation 

 
Jackie has been with Marsden since 2010.  She supervises our Billing/Accounts Receivables.  She assure timely collection of monies due; 
interface with customers on past due balances.  Assure timely and accurate invoicing and standard invoice template is in place for all 
customers.  Manages cash application; making sure all cash receipts are applied properly and in a timely manner. 
 
She make recommendations to improve quality of invoicing and collection procedures, and trains and supervises staff members in areas 
of procedures, customer relations and system operations. 
 
Previously, Jackie worked at Harland Clarke in Eagan, Minnesota where she was responsible for Great Plains and Peoplesoft. 
Jackie has a certificate, Minneapolis Business College, Honors Accounting Program, Roseville, Minnesota and Applied Leadership 
Program, Liberty Enterprises, Mounds View, Minnesota.  

Past experience 
working with the public 
sector 

What are your overall 
public sector sales, 
excluding Federal 
Government, for last three 
(3) years? 

2021        $31,000,000 
2022        $4,000,000 
2023        $49,000,000 

What is your strategy to 
increase market share in 
the public sector? 

The past several years we have had significant growth in K-12 schools and colleges and universities.  From our experience, these types 
of organizations had a difficult time staffing post covid as wages increased and the labor market seemed to shrink and shift. 
 
We were successful during this same time period because of our investment in the Fountain recruiting technology (previously 
mentioned) and our investment in recruiting professionals.  We were able to demonstrate this to the K-12 and higher education market 
we were actively calling on. 
 
Therefore, our strategy is to continue to call on K-12 and higher education clients.  Now that we have been awarded the business, many 
of our current clients would appreciate a GPO solution like Equalis to renew our contracts. 

Past litigation, 
bankruptcy, 
reorganization, state 
investigations of entity 
or current officers and 
directors 

Provide information 
regarding whether your 
firm, either presently or in 
the past, has been involved 
in any litigation, 
bankruptcy, or 
reorganization. 

We have not been involved in any bankruptcy or reorganization litigation. 

Minimum of 5 public 
sector customer 
references relating to 

Provide a minimum of five 
(5) customer references for 
product and/or services of 
similar scope dating within 

Our references are below: 
Mason City School District 
Chief Operations Officer 
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the products and 
services within this RFP 

the past 3 years.   Please try 
to provide references for 
K12, Higher Education, 
City/County and State 
entities.  Provide the entity; 
contact name & title; city & 
state; phone number; years 
serviced; description of 
services; and annual 
volume 

Todd Petry 
513-398-0474 
petreyt@masonohioschools.com 
211 N. East Street 
Mason, OH 45040 
Client since 2018 
Janitorial Services and Maintenance Tech positions, $2 MM+ annual volume 

 
Three Rivers Local School District 
Director of HR and Administrative Operations 
Aaron Marshall 
513-824-7502 
amarshall@trlsd.org 
401 N. Miami Ave 
Cleves, OH 45002 
Client since 2021 
Janitorial Services and Maintenance Tech positions, $800k+ annual volume 
 
Kings Local School District 
Director of School Business Affairs 
Matt Luecke 
(513) 459-2902 
mluecke@kingslocal.net 
1797 King Ave 
Kings Mills, Ohio 45034 
Client since 2016 
Janitorial Services, $1 MM+ annual volume 

 
Clackamas Education Service District 
Operations Coordinator 
Pam Bonner 
(503) 675-4044 
pbonner@clackesd.org 
13455 SE 97th Avenue 
Clackamas, OR 97015 
Client since 2012 
Full Facilities Management outsource solution, $200k+ annual volume  
 
University of Dayton 
Rick Krysiak Jr., P.E., LEED Green Assoc.  
Vice President for Facilities Management and Planning 
rkrysiak1@udayton.edu 
(937)229-3769 
300 College Park,  
Dayton, OH 45469 
Client since 1989 

mailto:petreyt@masonohioschools.com
mailto:amarshall@trlsd.org
mailto:mluecke@kingslocal.net
mailto:pbonner@clackesd.org
mailto:rkrysiak1@udayton.edu
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Janitorial services for entire campus - multiple shifts, $5 MM+  annual volume  
 

Northern Kentucky University 
Andy Meeks 
Director of Business Ops. and Auxiliary Services  
meeksa@nku.edu  
859-572-5575  
 1 Nunn Drive, Lucas Admin 
Highland Heights, KY 41009 
Client since 2015 
Campus wide janitorial services – multiple shifts, $2MM annual volume  

 
Oberlin College 
Kevin Brown 
Chief Facilities Officer 
Kbrown2@oberlin.edu 
440-458-2347 
173 W Lorain St, Oberlin, OH 44074 
Client since 2020 
Janitorial service provider for entire campus – multiple shifts, +$4MM annual volume 

  
Company profile and 
capabilities 

Do you plan to sell to 
customers directly, use 
resellers or subcontractors, 
or a combination of both? If 
you intend to use resellers 
and/or subcontractors, 
describe your process for 
ensuring that resellers and 
subcontractors comply with 
the pricing and terms of the 
contract. 

We plan to sell to customers directly. 
We have found that government agencies like K-12 schools and higher education clients typically want to work directly with their 
service provider. 

Exhibited 
understanding of 
cooperative purchasing 

No answer is required. Region 10 will utilize your overall response to this questionnaire to make this determination. Previous experience with cooperatives is not 
necessary to score well for this criterion. 

Other factors relevant 
to this section as 
submitted by the 
Respondent 

If your company is a 
privately held organization, 
please indicate if the 
company is owned or 
operated by anyone who 
has been convicted of a 
felony. If yes, a detailed 
explanation of the names 
and conviction is required. 

Marsden is a privately owned company. 
The company is neither owned or operated  by anyone who has been convicted of a crime or felony.  

mailto:meeksa@nku.edu
mailto:Kbrown2@oberlin.edu
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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 jurisdiction, allowing Respondent to perform the covered services. These will be provided in the space provided in Form 3. 
No answer is required here. 

MWBE Status and/or Program Capabilities (10 Points) 
MWBE status, 
subcontractor plan, 
and/or joint venture 
program 

Please indicate whether you 
hold any diversity 
certifications, including, but 
not limited to MWBE, SBE, 
DBE, DVBE, HUB, or 
HUBZone 

Marsden does not have MWBE, SBE, DBE, DVBE, HUB, or HUBzone certifications.  

Do you currently have a 
diversity program in place, 
such as a Mentor Protégé 
Program or subcontractor 
program? If you have a 
diversity program, please 
describe it and indicate 
whether you plan to offer 
your program or 
partnership through Equalis 
Group? 

Marsden does have a diversity program.  Marsden owns 49% of a joint venture with Woodly Building Maintenace (WBM) called Tier 
One Property Services.  Tier One Property Services is a MBE company.  Skip Marsden and Jimmy Woodly (founder of WBM) knew each 
other in the 1970’s and worked on projects with each other as their companies grew.  Today, Jimmy’s children Tiffany and Terry now 
run WBM.  Terry Woodley is the Chairman of the Board of Tier One Property Services. 
 
Additionally, Marsden works with MBE and WBE subcontractors whenever possible.  An example of this is at the DFW airport.  With our 
WBE sub-contractor, we clean DFW HQ, Rental Car Center, and the auxiliary buildings that surround the airport.  
 
Tier One Property Service’s MBE Certificate is included in Appendix A 

Please attach any certifications you have as part of your response to Form 3. 
Good faith efforts to 
involve MWBE 
subcontractors in 
response 

Did your company contact 
MWBEs or minority 
chambers of commerce by 
telephone, written 
correspondence, or trade 
associations at least one 
week before the due date 
of this RFP to provide 
information relevant to this 
opportunity and to 
determine whether any 
MWBEs were interested in 
subcontracting and/or joint 
ventures? 

Yes.  This RFP was discussed with the CEO of our joint venture company – Tier One Property Services. 
This RFP was also discussed with our WBE sub-contractor for the DFW airport.  The name of this WBE sub-contractor is Clean Masters. 

Demonstrated ongoing 
MWBE program 

Outline your subcontractor 
strategy and efforts your 
organization takes to 
include MWBE 
subcontractors in future 
work, including but not 
limited to efforts to reach 
out to individual MWBE 
businesses, minority 

We are currently working on 2 additional RFPs with DFW airport.  Terminal A and Terminal C RFP are 2 different RFP opportunities.  We 
are in conversations with 2 additional MWBE companies to work with us on our response to both of these RFP.  We are also working 
with our current WBE subcontractor that we already use for our DFW business (Clean Masters). 
 
Due to our connections throughout our industry and our joint venture with Tier One Property Services, we have been able to identify 
valuable MWBE sub-contractors throughout the country. 
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chambers of commerce, 
and other minority business 
and trade associations. 

Commitment to Service Equalis Group Members (10 Points) 
Marketing plan, 
capability, and 
commitment 

Detail how your 
organization plans to 
market and promote this 
contract upon award, 
including how this contract 
will fit into your 
organization’s current go-
to-market strategy in the 
public sector. 

Our sales teams are focused on colleges, universities, and K-12 schools.  We have experienced significant growth in these areas in the 
past 3 years.  Utilizing the Equalis agreement will help our sales force continue to grow in these markets.   
 
Our strategy is to train on the Equalis agreement at each of our sales meetings.  Our Sales VP will coach their Sales Managers on the 
Equalis agreement so that each individual salesperson understands it and promotes it in their regions.  We will add utilizing the Equalis 
agreement to each individual salespersons goals so we can track their usage of the agreement in our CRM. 
 
Additionally, Marsden will have a Director level position that works with the sales team nationally to assist and support them with any 
questions regarding the Eqaulis agreement.  
  

Detail how your 
organization will train your 
sales force and customer 
service representatives on 
this contract to ensure that 
they can competently and 
consistently present the 
contract to public agency 
customers and answer any 
questions they might have 
concerning it. 

Our Sales VPs will ensure that their Sales Managers will train each of their salespeople on how the Equalis agreement works.  Our 
salespeople are already trained how to do a pre-call plan.  Additionally, our salespeople are also coached and trained to be consultative.   
 
Most of the time our salespeople are working with a school district or higher education facility long before they are actually considering 
going out to RFP.  Therefore, the Equalis contract will be a natural fit into their pre-call plan.   
 
Training will take place during monthly sales meetings.  Our Sales Managers will coach each salesperson when they are traveling with 
them in the field.  As previously mentioned, we will have a Director level specialist that the sales team will be able to contact and ask 
questions and get support. 
  

Acknowledge that your 
organization agrees to 
provide its company logo(s) 
to Region 10 ESC and 
Equalis Group and agrees 
to provide permission for 
reproduction of such logo in 
marketing communications 
and promotions 

We acknowledge that our logo can be used. 

Ability to manage a 
cooperative contract 

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

We currently do business with Equalis and are able to report our monthly sales with no issues and errors. 
Our Finance Department and accounting software tracks all revenue that is part of Equalis.  We have infinite capacity to report revenue 
to Equalis as part of this agreement. 

Identify any contracts with 
other cooperative or 
government group 
purchasing organizations of 
which your company is 
currently a part of: 

We do not have contracts with other GPOs 
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Commitment to 
supporting agencies to 
utilize the contract 

If awarded a contract, how 
would you approach 
agencies in regards to this 
contract? Please indicate 
how this would work for 
both new customers to your 
organization, as well as 
existing. 

With regards to new clients, we will train our salespeople to discuss the Equalis contract during our initial meeting.  This practice is 
consistent with our consultative selling approach.   
 
The Equalis agreement will become part of our new hire training.   
 
With regards to existing customers, we plan to use the Equalis agreement to renew our current business at the end of each contract. 

Other factors relevant 
to this section as 
submitted by the 
Respondent 

Provide the number of sales 
representatives which will 
work on this contract and 
where the sales 
representatives are located. 

Our sales team is growing.  We have added about 5 salespeople per year over the past few years. 
We currently have 25 salespeople that will support this contract.  They are located in the cities below. 
Some of our salespeople cover multiple cities and states.  Therefore, our list of cities below indicates where these salespeople are 
located does not represent our total coverage capability.  We have customers across most of the United States. 
 
They are located in: 
Seattle, WA 
Spokane, WA 
Las Angelas, CA 
Phoenix, AZ 
Minneapolis, MN 
Madison, WI 
Milwaukee, WI 
Appleton, WI 
Green Bay, WI 
Kansas City, MO 
Houston, TX 
Cincinnati, OH 
Dayton, OH 
Columbus, OH 
Orlando, FL 
Ft Lauderdale, FL 
Tampa, FL 
 
We have multiple salespeople in Columbus, Houston, Minneapolis, Ft Lauderdale, & Las Angelas 

   
 

 

 















































































 
 

Appendix A 
 

1. Example of Cost Forecast (large college example) 
2. Example of Actual Cost Report (hours backup for invoice – small account 

example) 
3. MBE Certificate for Tier One Property Services 
4. Letter from BMO Bank - Financial Stability  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

 

 
 
 
 Example of Cost Forecast: 
 
 

 

Forecast Pricing Sheet Account Name

Contact Name: E-mail address:
Address:
Phone Number: Fax Number:

# Total Total Total Hourly Monthly Annual
LABOR CONTENT Employees Wkly Hrs Monthly Hrs. Annual Hrs. Rate Cost Cost

Manager 1 40 173 2080 33.65$           5,833$           69,992$         
Asst Manager 1 40 173 2080 26.44$           4,583$           54,995$         
Team Leads - Days 5 200 867 10400 16.00$           13,867$        166,400$       
Cleaning Techs - Days 22 880 3813 45760 15.00$           57,200$        686,400$       
Supervisors (North & South) 2 80 347 4160 21.63$           7,498$           89,981$         
Team Leads - Nights 6 240 1040 12480 16.00$           16,640$        199,680$       
Cleaning Techs - Nights 25 1000 4333 52000 15.00$           65,000$        780,000$       
3rd Shift Supervisor 1 40 173 2080 18.00$           3,120$           37,440$         
Floor Techs 3 120 520 6240 16.00$           8,320$           99,840$         
Weekend - Saturday - 8 Associates 64 277 3328 22.50$           6,240$           74,880$         
Weekend - Sunday - 8 Associates 64 277 3328 24.00$           6,656$           79,872$         
Management & Operational Support 15 65 783 57.69$           3,764$           45,173$         
Total Labor 66 2,783 12,060 144,719
Grand Total Labor Costs 198,721$      2,384,653$    

EMPLOYEE % Of Monthly Yearly
TAXES-INSURANCE Labor Cost Cost

FICA 7.65% 15,202$            182,426$          
F.U.I. 2.00% 3,974$               47,693$             
S.U.I. 2.20% 4,372$               52,462$             
Liability Insurance 1.20% 2,385$               28,616$             
Workers Compensation 6.65% 13,215$            158,579$          

Total Costs 19.70% 39,148$            469,777$          

% of Monthly Yearly
Labor Cost Cost

0.30% $596 $7,157
0.35% $698 $8,374
8.79% $17,462 $209,538

Vacation & Holiday 2.25% $4,463 $53,557
0.66% $1,318 $15,812

Uniforms 0.45% $892 $10,703
Total Operating Cost 12.80% $25,428.43 $305,141

Summary Cost: Annual Monthly
Total Labor Costs 2,384,653$        198,721$         
total Payroll Tax & Insurance 469,777$           39,148$           
Operating Costs 305,141$           25,428$           

Total Cost Estimate 3,159,571$        263,298$         

OTHER

OPERATING COST

Cleaning Supplies
Non Capitlized tools
Hiring Costs, Benefits

Phone, Tablet

Steve Niswonger sniswonger@marsden.com
65 Kingston Ave, Columbus, Ohio 43207

614-204-6071 614-299-9561



04/26/24 7:47:36 AM

Job # Job Name
Budgeted 
Hours

Project 
Hours Variance Var % Ovt Hours Dbl HoursTotal Hours

Budgeted 
Dollars

Timekeeping Report
Date Range:  04/14/24 To 04/20/24

Maximum Security Level 3

Hours by Job

Marsden Northeast, L.L.C.

Page    1

Date Daily Total Employee # Employee Name Hours In Out Lunch WT #

 3.10%4473001 Park National - Newark - Alford Building  38.76  40.00  0.00  1.24  0.00  0.00$560.00 

 760889 Hanzey, Rebecca DL Regular  8.67 17:28 02:08 8.6704/15/24  

 760889 Hanzey, Rebecca DL Regular  8.05 17:32 01:35 8.0504/16/24  

 901648 Volinsky, Josiah DL Regular  1.97 19:21 21:19 5.1404/17/24  

 902431 Vernon, Ashley DL Regular  3.17 16:58 20:08 

 760889 Hanzey, Rebecca DL Regular  8.57 17:33 02:07 8.5704/18/24  

 760889 Hanzey, Rebecca DL Regular  8.33 17:25 01:45 8.3304/19/24  

Total Hours:  38.76  0.00 40.00  1.24  3.10%

Total Jobs:  1 Total Employees:  3

 0.00  0.00

Total Budgeted Dollars: $560.00 

Recap by Hours Type

Hours Type OT Eligible OT Non Eligible Total Hours Ovt Hours DT HoursReg Hours

DL Regular  38.76  38.76  0.00  0.00 38.76

Totals  38.76  0.00  38.76  0.00  0.00 38.76

Company Totals



10/03/2023

Issued Date

MP01070

Certificate Number

09/02/2024

Expiration Date

 

Stan Sena, President/CEO

THIS CERTIFIES THAT 

Tier One Property Services, LLC 

* Nationally certified by the: MOUNTAIN PLAINS MINORITY SUPPLIER DEVELOPMENT COUNCIL

*NAICS Code(s): 561720; 561612; 561210 

* Description of their product/services as defined by the North American Industry Classification System (NAICS)

Ying McGuire 
NMSDC CEO and President

By using your password (NMSDC issued only), authorized users may log into NMSDC Central to view the entire profile: http://nmsdc.org 

Certify, Develop, Connect, Advocate. 
* MBEs certified by an Affiliate of the National Minority Supplier Development Council, Inc.®

http://nmsdc.org


 BMO Commercial Bank 
50 South 6th St, Suite 1000 

Minneapolis, MN 55402 

A part of BMO Financial Group 

1/1/2024 

To Whom It May Concern: 

Marsden Services LLC has been a client of BMO Bank N.A. since 11/4/2010. We make 
available to Marsden Services LLC  a credit facility, including a Low 9-Figure Revolving 
Commitment with up to Low 9-Figures available based on covenants and daily activity. All 
accounts have been handled satisfactorily, and we have a high regard for the company’s 
management team.  

Please contact me at 612-904-8711 or kim.sullivan@bmo.com if you have any questions 
or require additional information.  

Sincerely, 

X
Kim Sullivan
Client Delivery Team Manager/Vice President | BMO

As of 1/1/2024 the above information is accurate for BMO Bank, N.A. 
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