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Purchasing Methods 
for Child Nutrition Programs 
This document provides information to help Child Nutrition Program (CNP) Sponsors make sure 
their purchasing practices align with Federal and State purchasing rules. It is important to remember 
that a Sponsor may have more restrictive policies at the local level, and the most restrictive 
requirement should always be used when purchasing for CNPs. 

Informal Procurement 
Micro-Purchases 
[2 CFR 200.320(a)(1)] and 200.320(c)(1) 
Micro-purchases are single purchases, or the aggregate purchase of like items, estimated at 
$10,000 or less. Routine purchases cannot be broken into smaller purchase amounts to qualify 
for micro-purchasing. 

Micro-purchases may be awarded without soliciting competitive price or rate quotes if the 
sponsor considers the price to be reasonable based on: 

• research,
• experience,
• purchase history, or
• other information and documents it finds appropriate.

To the maximum extent practicable, sponsor should distribute micro-purchases equitably among 
qualified suppliers. 

The federal regulations set the micro-purchase threshold at $10,000. However, the sponsor is 
responsible for determining and documenting an appropriate micro-purchase threshold based 
on internal controls, an evaluation of risk, and its documented procurement procedures. 

Sponsors may self-certify a threshold higher than the $10,000 limit, up to $50,000, on an annual 
basis and must maintain documentation justifying their self-certification. 

The self-certification must include a justification, clear identification of the threshold, and 
supporting documentation of any of the following: 

• A qualification as a low-risk auditee, in accordance with the criteria in § 200.520 for the
most recent audit;

• An annual internal institutional risk assessment to identify, mitigate, and manage
financial risks; or,

• For public institutions, a higher threshold consistent with state law.

https://www.ecfr.gov/current/title-2/section-200.520
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All documents, justifications, and receipts or invoices must be kept on file and made available 
for inspection when requested. 

Small Purchases 
[2 CFR 200.320(a)(2)] 
Small purchases are single purchases, or the aggregate purchase of like items, estimated to be 
between the sponsor’s micro-purchase threshold and either $50,000 for public and charter 
school sponsors or $250,000 for all other sponsors. 

When small purchase procedures are used, price or rate quotes must be obtained from an 
adequate number of qualified sources as determined appropriate by the sponsor. FDACS 
recommends at least three. 

When obtaining quotes, each potential vendor must 
receive the same set of criteria on which to base their 
quote. These requests must be documented, and this 
documentation kept with your files on the purchase. 

The vendor with the lowest quote is used for the 
purchase or awarded a contract. 

All RFQs, all responses received, all resulting 
contracts, and all invoices or receipts must be kept on 
file and made available for inspection when 
requested. 

Formal Procurement 
The primary difference between formal and informal is in the notice to the public. Formal 
procurement must be publicly noticed. This can be done in the local paper either the print or 
online version. This can be done on the school’s website. 

A formal purchase is a single purchase, or the aggregate purchase of like items, estimated to be 
over $50,000 for public and charter school sponsors and over $250,000 for all other sponsors. 

Solicitation Pre-Issuance Approval 
[Rules 5P-2.003(1)(a), F.A.C. and 5P-3.003(1)(a), F.A.C.] 
All formal solicitations, to include specifications, evaluation criteria, procurement procedures, 
and proposed contract documents, must be submitted to FNW prior to advertising. 

Invitations to Bid (ITB) 
[2 CFR 200.320(b)(1)] 
An ITB is used when the primary consideration of award is cost. The expectation is that 
competitive bids will be received, and an acceptance (award) will be made to the responsive 
and responsible vendor whose publicly opened bid is lowest in price. 

BEST PRACTICE 
Send a Request for Quotes 

(RFQ) via one email to all known 
potential vendors that includes all 
specifications and criteria and for 

a quote for these goods or 
services to be delivered by a 

specific date. 
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An ITB is used when there is no substantive difference among the products or services 
requested and the key difference among responses is price. 

ITBs must be publicly advertised and opened with the lowest responsive bid receiving the 
award. Bids must be solicited from an adequate number of known suppliers, providing them with 
sufficient time to respond prior to the date set for opening the bids. 

The most responsive and responsible vendor with the lowest bid wins the award. 

All ITBs, all responses received, all resulting contracts, and all invoices or receipts must be kept 
on file and made available for inspection when requested. 

Requests for Proposal (RFP) 
[2 CFR 200.320(b)(2)] 
An RFP is used when the sponsor wants to solicit a technical proposal that explains how the 
prospective vendor will meet the objectives of the solicitation. While price is still the major 
consideration, in an RFP it is only one of the criteria considered among proposals for goods or 
services that meet specifications. 

RFPs must be publicly advertised, and they can allow for negotiations to obtain the best value 
for the cost. 

The most responsive and responsible vendor with the highest score wins the award. 

All RFPs, all responses received, all resulting contracts, and all invoices or receipts must be 
kept on file and made available for inspection when requested. 

Sample ITBs and RFPs available in the Download Forms section of FANS. 

Noncompetitive Procurement 
There are specific circumstances in which noncompetitive procurement can be used. 
Noncompetitive procurement can only be awarded if one or more of the following circumstances 
apply:  

Single or Sole Source Providers 
[2 CFR 200.320(c)(2)] 
The item is available only from a single provider and is necessary for the Child Nutrition 
Program’s operations. Sponsors must follow their local policy for procuring from a single or sole 
source provider. 

Emergency Procurement 
[2 CFR 200.320(c)(3), Rules 5P-2.003(1)(c) and 5P-3.003(2), F.A.C.] 
The need for the goods or services is imminent, and due to a public exigency or emergency 
publicizing a competitive solicitation would result in a delay of Child Nutrition Programs 
operations. Any resulting contracts may not exceed 12 months in duration and must be non-
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renewable. When the public exigency or emergency no longer exists, the Sponsor must return 
to using competitive procurement procedures. 

Specific Authorization 
[2 CFR 200.320(c)(4)] 
The USDA or FDACS expressly authorizes a noncompetitive procurement in response to a 
written request from the Sponsor. 

Inadequate Competition 
[2 CFR 200.320(c)(5), Rules 5P-2.003(1)(c) and 5P-3.003(2), F.A.C.] 
If after public solicitation of several sources, competition is determined inadequate, the Sponsor 
may enter into negotiations with a provider and award a contract based on the terms of the 
original solicitation. 

The Sponsor must maintain documentation of its efforts to publicly solicit providers. 

The Sponsor must document the reason for negotiating with a single provider in lieu of 
resoliciting providers and how is in the best interest of the Sponsor. 

This institution is an equal opportunity provider. 



SAMPLE LETTER TO PRODUCERS 

Dear Producer:  

My school district is looking to procure fresh tomatoes from a local producer for weekly deliveries 
during the 24-25 school year. Please review the specifica ons below and let me know the price per unit. 
We will be making a decision in the next two weeks, and look forward to your response. 

Tomatoes 
• Available at least 10 months out of the year
• Greenhouse-grown, hydroponically grown, or grown outside
• Grade No. 1 quality
• Fully ripe
• Red color stage
• Ten-day shelf life
• Washed, ready to use
• GAP and Good Handling Prac ces cer fied, preferred
• Transported to a school warehouse or to 18 individual schools
• Must be delivered 2 days before service
• Must be able to provide an es mated quan ty of 36 cases per week

Thank you, 
Your Local School 
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MODULE 2: SELLING TO SCHOOL MARKETS

MODULE 2: SELLING TO SCHOOL MARKETS
Module 2: Selling to School Markets Slide Deck   
In this sec  on you will: 

• IdenƟ fy the best market channels for selling to schools, based on your operaƟ on’s capacity and goals.
• Understand how to read and respond to a solicitaƟ on.
• Understand how to meet the vendor requirements of school markets.
• Understand how to meet the product-quality standards of school markets.
• Understand how to approach and communicate with school buyers.

CONTENT LEARNING MATERIALS
A. Farm to School Market Channels

• Introduc  on
— Overview of Farm to School Market Channels
— How Does Your Product Get to the School?

• Intermediated Market Channels
— Local Retail Outlets
— Food Hubs
— Regional Distributors
— NaƟ onal Wholesale Distributors

• Direct-to-School Market Channels
— School Buyers
— CollecƟ ve Purchasing Models

• Benefi ts & Drawbacks

 Module 2: Selling to School Markets Slide Deck 
(See handout from your instructor or look online)

•  Case Studies
—  Food Hub

▫   Video: Farm to Food Hub to School Part 1 and Part 2 (online)
▫   Wri  en Case Study: Farm to Food Hub to School

(Alex McCullough and McKenna Hayes, Food Connects)
▫   Podcast: Farm to School to Farm Again (Alicia Ellingsworth,

Kansas City Food Hub and Kansas City Farm School)
▫   Video: Michigan Farm to Freezer

— Distributors
▫   Wri  en Case Study and Podcast: Local Produce through

DoD Fresh in Montana (Grasmick Produce; Montana)
▫   Video: Growing Farm to School: Partnering with A

Distributor (Amazing Grace Family Farm)
— Direct to School

▫   Wri  en Case Study and Podcast: Leveraging Partnerships to
Access School Markets (Alma MaquiƟ co, Anthony Youth Farm)

•  Worksheet:
— Worksheet 2A (page 24): EvaluaƟ ng Market Channels

B. Selling to School Districts
• Selling to School Districts

— Understanding School SolicitaƟ ons
— Finding School SolicitaƟ ons
— Exploring Product Specifi caƟ ons
— Common Vendor Requirements
— Responding to school solicitaƟ ons
— ConnecƟ ng with School Buyers
— Approaching School NutriƟ on Directors

• Conclusion and Next Steps
— AcƟ on Planning: End-of-Module Check In

Module 2: Selling to School Markets Slide Deck 
(See handout from your instructor or look online) 

• Worksheets/handouts
—  Appendix C: Sample Product Specifi caƟ ons Packet

▫    Worksheet 2B: School Market Readiness EvaluaƟ on
(page 106)

▫    Worksheet 2C: Responding to School SolicitaƟ ons
(page 110)

▫    Worksheet 2D: School NutriƟ on Director MeeƟ ng Checklist
(page 112)

Producers sell to schools for diff erent reasons, but, ulƟ mately, producers want to know how to make the sale. By the
end of this module, you should have the informaƟ on needed to assess your operaƟ onal capacity to meet the standards 

for various market channels.   

• Market Channel
• Intermediated Market Channel
• Regional Distributor
• NaƟ onal Wholesale Distributor
• Broadline Distributor

• Food Hub
• Food Broker
• School Food Authority
•  School NutriƟ on Director
• CollecƟ ve Purchasing

• PACA Licensing
• GAP
• Food Safety Plan
• Product Specifi caƟ on
• Post-Harvest Handling PracƟ ces
• Values-Based Supply Chain

Key Terms from this Module to help you communicate with buyers:

http://www.farmtoschool.org/BringingF2S/FacilitatorGuide-Mod2-Slides.pptx
http://www.farmtoschool.org/BringingF2S/FacilitatorGuide-Mod2-Slides.pptx
http://www.farmtoschool.org/BringingF2S/FacilitatorGuide-Mod2-Slides.pptx
http://www.farmtoschool.org/bringingf2s-casestudies
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Farm to School Market Channels

There are three primary supply-chain models, or markeƟ ng channels, for geƫ  ng your food into school markets. These are 
defi ned below:

•  Intermediated Markets: Local producers sell to an intermediate distribuƟ on partner (or middle person), who then
markets their products directly to school districts, coordinates logisƟ cs, and ulƟ mately completes the sale. These channels
o  en will also aggregate and process products. In other words, the producer and school are only separated by one to two
steps in the supply chain. Intermediated Markets are oŌ en values-based supply chains that maintain the idenƟ ty of the
farmers and ranchers who grow or raise a product, and that preserve the social, environmental, and community values
that are incorporated into producƟ on. Intermediated markets can be an ideal entry point for producers who want to start
engaging in school sales; however, for the purposes of this workbook, we will be focusing primarily on direct-to-school
sales. Examples of intermediated market channels that sell to schools include:
—  Food hubs
—  Regional and local distributors
—  Retail stores and co-ops

•  Na  onal Wholesale Distributors: These diff er from an intermediate market channel in that they sell your products to
an addiƟ onal distribuƟ on partner (oŌ en a broadline distributor), who then markets to School Food AuthoriƟ es and
distributes the products to the school district or individual school site (depending on the school foodservice model).
In other words, the producer and school are separated by at least two steps or actors in the supply chain. They
can also aggregate, process, and/or manufacture products. But, because the chain is naƟ onal instead of regional,
quanƟ ty requirements are quite a bit larger, and product specifi caƟ ons are more rigorous. Examples of NaƟ onal
Wholesale Distributors include:
—  Broadline distributors
—  Foodservice management companies
—  USDA food distribuƟ on programs

Note: There are a lot of resources on selling to intermediate and na  onal wholesale distribu  on channels, so this 
workbook will focus on selling directly to schools.
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•  Direct-to-School Supply Chains: Direct-to-school supply chains are what many people think of fi rst when they hear farm
to school: a relaƟ onship directly between a local producer and the school. This means that, when selling to schools,
producers market their products directly to school districts (or as we refer to them here, School Food AuthoriƟ es).
They also coordinate logisƟ cs such as distribuƟ on/delivery. Examples of Direct-to-School opƟ ons include: 
—  School districts 
—  CollecƟ ve purchasing cooperaƟ ves and buying groups 
—  USDA Food EnƟ tlement Programs 

Worksheet 2A (page 24) will have you dig into evaluaƟ ng individualized opƟ ons within these channels, so that you can 
determine the best approach for geƫ  ng your product into schools—which may include a mix!  

Tips for Working with a Food Hub  
Farm to Food Hub to Schools: Food Connects; 
Bra  leboro, VT 
Food Connects is a nonprofi t in BraƩ leboro, Vermont – 
the southeast corner of the state, just a stone’s throw from 
the New Hampshire and MassachuseƩ s borders. They run 
a vibrant farm to school program in line with a rapidly 
growing food hub that sources from about 120 farms and 
food businesses.  

Based on their work with more than a hundred farmers, the 
Food Connects’ Farm to School Team off ered the following 
advice to farmers looking to sell through food hubs and 
to schools: 

•  Work with a food hub or distributor. Unless the schools
you could sell to have an unconvenƟ onal program, it can
be very diffi  cult to establish a relaƟ onship. A food hub
can be a great way to work within pre-exisƟ ng markets.

•  Start small. IdenƟ fy just a couple products that you grow:
things you specialize in and can grow at a large enough
volume to get profi ts while sƟ ll selling at larger scales.

•  Think creaƟ vely. Many schools want reasonably priced
local products, but are going to be thinking about products that have been processed: cut apples, peeled and
cut squash, diced potatoes, etc. Are there community partners you can work with? Don’t try to do it alone.

•  Network. Go to conferences and meeƟ ngs and learn more about what kind of products are needed in schools
and could pay off  for your farm.

•  Be paƟ ent. No maƩ er how well prepared you are, geƫ  ng into school accounts can sƟ ll take a long Ɵ me. Larger
schools and companies may have bidding processes that take months, if not years.

•  Be open to producƟ on planning and forward contracƟ ng.
•  Recognize that every school is diff erent. Not every school has the same level of readiness when buying from

local providers. Look for schools that have their values clearly stated or have an individual who is championing
local food.

•  Realize that even a small win is sƟ ll a win! Even if a school can only shiŌ  its yoghurt order, or only its leƩ uce
order, that opens a door to future conversaƟ ons. Small wins build on each other to make change.

•  Accept that some products just don’t work. They might be too esoteric or have too complicated a producƟ on
process to be profi table at an insƟ tuƟ onal scale. Know when to stop following a lead and move on to a
diff erent product.
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Direct-to-School Market Channels: From Field to School   
Direct-to-school approaches vary greatly, depending upon the size and scale of both the producer and the school district 
they are seeking to sell to. It is important to consider both the benefits and drawbacks of selling directly to schools.   

Selling to School Districts   
Next, we want to focus on ways to help make school sales work for you. In this section, you will learn about responding  
to school solicitations, meeting school market standards, common vendor requirements, and approaching and establishing 
effective working relationships with school buyers (like School Nutrition Directors). Keep in mind that you will usually need 
to first find and respond to a school solicitation. That is where the marketing relationship begins.   

School Solicitations  
"What's in a school solicitation?”    
Solicitations are how school districts communicate what they need to purchase. This includes what products they’re 
looking for, when they need them, how much they need, and any requirements they have for potential vendors. Whether 
they’re a conversation or a written document, solicitations typically contain the following information:    

• �Background Information: goals and motivations   
• �Description of Goods and Services: needs and product specifications    
• �Procurement Method: how the purchase will be completed   
• �Technical Requirements: potential vendor requirements   
• �Timeline: duration of the purchasing agreement (time-limited, with a closing date, or ongoing)   
• �Terms and Conditions of the Contract: states timeline and procedural requirements, (i.e., defines responsive

and responsible)   

There are many types of solicitations used by school districts seeking to purchase local products. These vary from informal 
solicitations (such as Request for Information and Request for Quotes) to formal solicitations (such as Requests for  
Proposals or Invitations for Bid). Schools use a variety of methods to communicate these solicitations:    

• �In-person conversations: these can occur through organized buyer meetings, farm to school events, or even interactions
from direct-market channels, such as farmers markets   

• �Emails or phone calls initiated by school buyers: these can be a result of your marketing and promotion efforts, inclusion
of your farm in state databases, recommendations from state agency representatives, references from past school
customers, etc.   

• �Developing and posting formal request for proposal or invitations for bids: school districts are required to post their
solicitations publicly if seeking formal contracting relationships.  

BENEFITS DRAWBACKS

• �The shortened supply chain helps ensure product can be very
fresh and maintain your quality standards.    

• �Cafeteria-based education programs are great opportunities to
promote your farm and expand business.   

• �Flexibility in product specifications and standards is greater,
compared to other wholesale markets.     

• �Opportunities exist to determine areas of flexibility and potential
negotiation.   

• �The procurement process supports relationship-building, which
increases the likelihood of continued sales.     

• �There is opportunity to differentiate your value through farm visits
and farmer-in-the-classroom programs.    

• ��School food policies are largely defined at the local level.

• �Establishing and managing relationships with school nutrition
directors takes time!   

• It can be challenging to make your product price-competitive
while maintaining profitability.  

• �Infrastructure improvements may be necessary to align with
required food safety standards.   

• �Quality management and traceability systems are required to
reduce liability in the case of a food-borne illness/outbreak.    

• Schools are accustomed to certain delivery and drop-off services
from vendors.     

• Payment upon delivery is unlikely and potential lag time may put
strain on your operational capacity.    

• �Solicitation methods can be complex and procurement processes
tough to navigate.
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Leveraging Partnerships to Access School Markets, Part I 
Alma MaquiƟ co is a farmer and the director at the Anthony Youth 
Farm located in Anthony, New Mexico, a small community right 
on the New Mexico-Texas border. Anthony Youth Farm provides 
farming and training opportuniƟ es for low-income and rural 
youth in southern New Mexico while growing and selling organic 
veggies to school districts across the state through a purchasing 
coopera  ve. Alma describes the goal and vision for the farm 
as “creaƟ ng economic opportunity for rural youth and families 
through sustainable food and farming.”

During the 2018-2019 school year, New Mexico’s Public EducaƟ on 
Department (NMPED) piloted a purchasing cooperaƟ ve of 10 
school districts to streamline procurement and vendor require-
ments and support small growers of color build the necessary 
capacity to sell to schools. The bid received 20 vendor responses 
from state-based distributors, food hubs, farmer cooperaƟ ves and individual small-scale farmers interested in 
selling to schools – including Alma and the Anthony Youth Farm. The bid was set up as a yearly contract between 
the 20 vendors and 10 school districts with the opƟ on to renew annually for up to four years.

The purchasing cooperaƟ ve model has been very successful in building capacity for small farmers, as well as 
fostering relaƟ onships with state procurement offi  ces. It’s allowed farmers like Alma to sell to districts she would 
not ordinarily be able to serve, due to smaller produce volume or administraƟ ve burden. It’s also directly supported 
her interest in farm to school as a strategy for strengthening resiliency in her community. “Farm to school is not 
only about food but about economic opportunity and leadership. It opened up a space for a new generaƟ on of 
farmers and thinkers, thinking about resilience, food jusƟ ce and social values for a community.”

To read the full case study or listen to our conversaƟ on with Alma MaquiƟ co, visit this page:
h  p://www.farmtoschool.org/bringingf2s-casestudies 

Product Standards and Specifi caƟ ons   
If you have sold to a distributor, you understand that they have a set of requirements, or specifi caƟ ons. This is the same 
with schools. The specifi caƟ ons will be outlined in the solicitaƟ on and include:   

• Product and variety. Example: heirloom/variety typical to the region   
•  Quality standards and size. Example: minimally processed foods and seconds (Ideally, they’ll share what they’re using

the product for in the solicitaƟ on)
• QuanƟ ty and pack size. Examples: wholesale pack sizes, sales by unit   

As you probably know, specifi caƟ ons are based on industry standards. School buyers may be accustomed to receiving 
Grade A products and wholesale pack size from distributors. However, that does not mean that these standards are 
necessary for their operaƟ on. There is fl exibility! In fact, your ability to deviate from standards might make your products 
more aƩ racƟ ve to school buyers.    

MeeƟ ng School Vendor Requirements    
In addiƟ on to the specifi caƟ ons outlined in a solicitaƟ on, schools will also have specifi c vendor requirements. Some of the 
requirements are mandatory, while others are determined by the CNP (for example, food safety requirements or delivery 
requirements). Here are some typical vendor requirements:   

•  Post-Harvest Handling PracƟ ces: harvest and wash staƟ on procedures, product traceability and labeling informaƟ on,
and packing requirements (including details like new boxes or reusable crates)  

•  Food Safety PracƟ ces: third-party cerƟ fi caƟ on programs (like GAP/GHP), required infrastructure (like wash staƟ ons and
cold storage), and food safety plans (including documentaƟ on of pracƟ ces)  

•  Insurance and Licenses:  product liability insurance, auto insurance (in the case of delivery), business licenses, and
PACA licenses (for regional school markets)  

http://www.farmtoschool.org/bringingf2s-casestudies
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APPENDIX B: GLOSSARY OF KEY TERMS 
Action Plan: A detailed plan outlining actions needed to achieve one or more goals. 

Aggregator: A business that brings products together from many sources. The verb “to aggregate” means to form into a 
group. Food hubs and broadline distributors are aggregators of food products, which they later distribute.  

Agriculture Improvement Act of 2018 – Section 4207: Specifies that in order to be compliant with the Buy American  
requirements, agricultural commodities and the products of agricultural commodities shall be processed in the United 
States and substantially contain meats, vegetables, fruits, fish, and other agricultural commodities produced in the  
United States or any territory in possession of the United States. The Act provides clarification on the treatment of  
harvested fish under the Buy American requirements. Learn more here. 

Break-even Price: The minimum price needed for a given agricultural product, at which the total cost to produce is equal 
to the total revenue. 

Broadline Distributor: A distributor that aims to provide as many products as possible to as many customers as possible. 
They achieve this by becoming experts at logistics and supply-chain management. They are usually regional or national in 
scale.  Also sometimes referred to as a “prime vendor.” 

Buy American Provision:  Requires school food authorities to purchase, to the maximum extent practicable, domestic 
commodities or products. This provision supports the mission of Child Nutrition Programs, which is to serve children  
nutritious meals and support American agriculture. 

Child Nutrition Programs (CNPs): Federally funded programs administered through the United States Department of  
Agriculture Food and Nutrition Service (USDA FNS) that help ensure children are receiving nutritious meals and snacks that 
promote health and educational readiness. 

Child Nutrition Program Director/School Nutrition Director: The individual responsible for planning, administering,  
implementing, monitoring, and evaluating all district-wide aspects of a Child Nutrition Program. These positions are at the 
district level and are often referred to as Food Service Director.  

Child Nutrition Program (CNP) Operators: School nutrition professionals that manage and run Child Nutrition Programs. 
These are food service staff working at the local level (school kitchens, central production kitchens), e.g., kitchen managers, 
production staff, assistants. 

Collective Purchasing: Utilized when school districts participate in State and Regional Purchasing Cooperatives and Buying 
Groups in order to help school districts obtain greater buying power and lower prices than they would when buying on 
their own. 

Contract: Written agreement between a buyer and a seller in which the buyer agrees to purchase goods or/and services 
from the seller in exchange for payment transactions. 

Distributor: A business that supplies goods to other businesses that connect with an end-consumer. A large food-services 
company distributes food products to many different schools and institutions.   

Enterprise Budget: A listing of all estimated income and expenses associated with a specific enterprise, to provide an  
estimate of its profitability. A budget can be developed for each existing or potential enterprise in a farm or ranch plan.  

Farm to School: Farm to school implementation differs by location but always includes one or more of the following:  

• 	�Procurement: when local or regional foods are purchased, promoted, and served in the cafeteria or as a
snack or taste-test;

• �Education: Students participate in education activities related to agriculture, food, health, or nutrition; and

• �School gardens: Students engage in hands-on learning through gardening.

Federal Procurement Regulations: An established set of procurement standards found in the program and 
government-wide regulations that govern how Child Nutrition Programs source and purchase goods and 
services. 
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Food Broker: An independent business that brokers sales between a farmer/producer and an intermediary buyer, usually a 
distributor or retailer. Brokers can also serve a role between a buyer and an intermediary, e.g., between the distributor and 
a school.  

Food Hub: A business (often nonprofit) that aggregates and distributes food products at a local or regional scale.   

Food Safety Plan: An outline of the steps a farm can take to make sure its products are as safe as possible. This includes 
any documentation of practices and certification. 

Food Supply Chain: The set of trading-partner relationships and transactions that deliver a food product from producers 
to consumers.   

Food Service Management Company (FSMC): A commercial enterprise or a nonprofit organization that acts on behalf of 
a School Food Authority (SFA) by managing or directing any aspect of the school meal program(s). Must meet applicable 
program requirements.  

Food Safety Modernization Act (FSMA): A series of seven rules administered by the U.S. Food and Drug Administration 
that are designed to put forth clear, specific guidelines to prevent contamination in the global supply chain.  

Good Agriculture Practices (GAP): A voluntary audit that verifies that fruits and vegetables are produced, packed, handled, 
and stored as safely as possible to minimize risks of microbial food safety hazards.  

Hazard Analysis Critical Control Point (HACCP): A management system in which food safety is addressed through the 
analysis and control of biological, chemical, and physical hazards from raw material production, procurement, and  
handling, to manufacturing, distribution, and consumption of the finished product.  

Healthy Hunger-Free Kids Act – Section 243: Also known as the “Access to Local Foods: Farm to School Program”  
provision, this section establishes the USDA Farm to School Program, including grants, technical assistance, and research 
and data collection and dissemination that supports schools in implementing farm to school and improving access to local 
foods. Learn more here. 

Intermediary: A “middle” person or entity that buys product from local producers and then markets the products to school 
districts, coordinates logistics, and ultimately completes the sale. 

Market Channel: The path goods take from the producer to the end-consumer.   

Perishable Agricultural Commodities Act (PACA) Licensing: All food business operators must have a Perishable Agricultural 
Commodities Act (PACA) license; it is proof to customers and suppliers that the business can be trusted to honor the  
terms of their contracts and that they are abiding by fair trading practices established by the PACA. 

Post-Harvest Handling Practices: The stage of crop production immediately following harvest; includes harvesting, 
precooling, cleaning and disinfecting, sorting and grading, packaging, transportation, and storage. 

Price Point: The price that is chosen for a product, usually when there are several different prices to choose from.    

Procurement: The act of purchasing goods and services (e.g,. food for Child Nutrition Programs).  

Product Traceability System: Traceability is a system in which fruits and vegetables can be tracked from the field to the 
buyer, by lot, through unique codes. 

School Food Authority: The governing body responsible for the administration of nutrition programs for one or more 
schools and with the legal authority to operate the nutrition program therein or otherwise approved to operate the  
National School Lunch Program by Food and Nutrition Service. 

School Markets: The market pathway in which Child Nutrition Programs are the end-consumer.  

School Nutrition Directors: District-level professionals who oversee all aspects of the school nutrition program for  
the district, independently or alongside additional school nutrition professionals. They are directly responsible for the 
management of the day-to-day operations of school foodservice in a district. 

https://www.govinfo.gov/content/pkg/PLAW-111publ296/pdf/PLAW-111publ296.pdf
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Solicita  on: The process of seeking informaƟ on and price quotaƟ ons, bids, or proposals from qualifi ed vendors/suppliers 
for goods and services as specifi ed by Child NutriƟ on Program operators. 

Specifi ca  on: A precise descripƟ on of the physical characterisƟ cs, quality, or desired outcomes of a commodity to be 
procured, which a supplier must be able to produce or deliver to be considered for award of a contract. 

State Administering Agency: The state agency responsible for administraƟ on of Child NutriƟ on Programs. State agencies 
that administer Child NutriƟ on Programs vary, and may include departments of educaƟ on, health, or someƟ mes agriculture.  

Value-added: A change in the physical state or form of the product (such as milling wheat into fl our or making strawberries 
into jam). The producƟ on of a product in a manner that enhances its value, as demonstrated through a business plan 
(such as organically produced products).  

Value Supply Chain: Strategic alliances between farmers or ranchers and other supply-chain partners that deal in signifi cant 
volumes of high-quality, diff erenƟ ated food products and distribute rewards equitably across the chain.  

Vendor: A supplier of goods or services.  

Wholesaler: An enƟ ty that may aggregate, process, and/or manufacture products to then sell to an addiƟ onal distribuƟ on 
partner who then markets to SFAs and distributes the products to the school district or individual school site. 

Whole-Farm Goal Se   ng: DisƟ nct from other farm planning approaches because it Ɵ es together all of the planning 
producers do for the whole farm. This holisƟ c approach is based on the short- and long-term vision producers and their 
families have for themselves and the farm. 

Commonly Used Acronyms 
AMS  Agricultural MarkeƟ ng Service 
ATTRA  Appropriate Technology Transfer for Rural Areas 
CACFP  Child and Adult Care Food Program 
CAFF  Community Alliance with Family Farmers 
CNP Child NutriƟ on Program 
FFVP Fresh Fruit and Vegetable Program 
FNS Food and NutriƟ on Service 
FSA Farm Service Agency 
FSD Foodservice Director 
FSMA Food Safety ModernizaƟ on Act 
FVC Farmer Veteran CoaliƟ on 
GAP Good Agricultural PracƟ ces 
HACCP Hazard Analysis CriƟ cal Control Point 
IAC Intertribal Agriculture Council  
MARO  Mid-AtlanƟ c Regional Offi  ce 

(USDA-FNS-OCFS regions) 
MPRO  Mountain Plains Regional Offi  ce 

(USDA-FNS-OCFS regions) 
MWRO  Mid-West Regional Offi  ce 

(USDA-FNS-OCFS regions) 
NCAT NaƟ onal Center for Appropriate Technology  

NERO  Northeast Regional Offi  ce 
(USDA-FNS-OCFS regions) 

NESAWG Northeast Sustainable Agriculture Working Group 
NFSN NaƟ onal Farm to School Network 
NFUF NaƟ onal Farmers Union FoundaƟ on  
NIFA  NaƟ onal InsƟ tute of Food and Agriculture 
NSLP  NaƟ onal School Lunch Program 
NYFC  NaƟ onal Young Farmers CoaliƟ on 
OCFS Offi  ce of Community Food Systems 
RD Rural Development 
SBP School Breakfast Program 
SERO  Southeast Regional Offi  ce

(USDA-FNS-OCFS regions) 
SFA School Food Authority 
SFSP Summer Food Service Program  
SSAWG Southern Sustainable Agriculture Working Group 
SWRO  Southwest Regional Offi  ce

(USDA-FNS-OCFS regions) 
USDA United States Department of Agriculture  
WRO  Western Regional Offi  ce

(USDA-FNS-OCFS regions)



https://nutritionservices.mpls.k12.mn.us/uploads/farm_to_school_rfp_2020.docx
https://nutritionservices.mpls.k12.mn.us/uploads/2016_mps_farm_to_school_toolkit.pdf
https://www.aps.edu/procurement/current-bids-and-rfps/new-mexico-produce-growers-local-produce-growers-only-1/at_download/file
https://www.aps.edu/procurement/current-bids-and-rfps/new-mexico-produce-growers-local-produce-growers-only-1/price-list
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Florida School District 9-R Student Nutrition Services 
Invitation For Bid #2020 

Page 1 of 7 

Florida School District 
Student Nutrition Services 
Coordinator of Student Nutrition Florida High 
School 
2390 Main Avenue 
Tallahassee, FL 32312 

Invitation for Bid 
BID #2021 

Bid Response Due: 2:00 P.M.  March 23, 2025 

Purpose of Bid 

School districts in the southwest are working together to source more 
locally grown foods into our school breakfast and lunch programs. 
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Florida School District 9-R Student Nutrition Services 
Invitation For Bid #2020 

Page 2 of 7 
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Florida School District 9-R Nutrition Services 
Invitation For Bid #2020 

I. INSTRUCTIONS TO VENDORS

A. INVITATION FOR BID

1. Sealed bids will be received at Florida School District 9-R on March 23, 2020 by 2:00 P.M. for 
the furnishing and delivery of locally grown fresh fruits and raw vegetables to participating 
School Districts.

2. Delivery locations specified within Addendum C of the bid.

3. This will be in accordance with the terms and conditions established within this bid.

4. Bids received after the time specified in Section I.A.1 will not be opened or considered.

5. The vendor assumes all risk of any delay in the mail or on the handling of mail by employees 
of the district.

6. The vendor assumes responsibility for having the bid in on time.

7. Telephone amendments, faxed bids and emailed bids will not be accepted.

8. For the purpose of this bid, locally grown fresh fruits and raw vegetables are defined as
“unprocessed agricultural product that retains its inherent character” and originates from 
within a 250 mile radius of Florida.

9. All “locally grown” products will be harvested within one week of delivery and local products 
meeting these requirements must be documented in the awarded respondents subsequent 
purchase orders and invoicing.

B. PREPARATION OF BID DOCUMENTS

1. All documents must be typewritten or printed in ink.

2. All bids must be addressed and mailed to the Florida School District 9-R, Student Nutrition 
Services Department, 2390 Main Avenue, Tallahassee, FL 99999.

3. Bid pricing should be submitted in two parts:  raw food cost and delivery cost. Delivered 
pack sizes must be included.

4. An agent authorized to enter into an agreement must sign bid.

C. WITHDRAWAL OF VENDORS

1. Bids may be withdrawn with written notice from agent who signed the original document 
after the document has been opened.

2. Once submitted, documents become the property of the Florida School District.
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3. When documents are opened, they become public information and any restrictions put
upon the district regarding the sharing of information or duplicating copies after opening
will be grounds to reject the Bid.

D. INQUIRIES REGARDING PROPOSAL

1. All inquiries concerning this Bid must be submitted in writing to the attention of: Krista 
Garand, Student Nutrition Services Department, 2390 Main Avenue, Tallahassee, FL 81301.

2. Responses that include interpretations, classifications, modifications, and supplemental 
instructions in the form of written addendum will be provided to all Vendors on record in 
the Student Nutrition Services Department.

3. Inquiries and questions must be submitted by March 9, 2020 at 10 A.M.

4. Inquiries and questions will be answered March 13, 2020, and posted on the Florida School 
District 9-R Web site.

5. The District will not be responsible for, nor honor any claims resulting from, or alleged to be 
the result of misunderstanding by the Vendor.

6. No phone or in person inquiries will be accepted.

7. It is the Vendor’s responsibility to bring all discrepancies, ambiguities, omissions, or matters 
that need clarification to the District’s attention.

DI. PRE-BID CONFERENCE

1. No Pre-bid conference will be held for the 2020-2021 season.

DII. AWARD

1. A vendor may be disqualified based on failure to meet any of the criteria listed in Section
I.F.3.a-e.

2. Site visits and pre-award audits may be done prior to the award.

3. Award shall be based on, but not limited to the following:

a) Proposed Pricing:  three lowest bidders will be considered.

b) Vendor Performance: The general reputation and experience of the vendor in the 
industry. The District’s knowledge and/or experience of the Vendor’s past performance, 
including quality of merchandise offered.

c) Delivery: Vendor’s ability to meet delivery and stocking requirements.

d) Financial responsibility of the Vendor.

e) Ability to meet requirements of the bid, including self-assessment and food safety plan.



74 Producer Workbook — Bringing the Farm to School: Agricultural Producers’ Toolkit

Florida School District 9-R Nutrition Services 
Invitation For Bid #2020 

G. RIGHT TO AWARD TO MORE THAN ONE VENDOR

1. Right is reserved to award this bid in whole to a single supplier or multiple suppliers or to
reject any or all Proposals if it is in the best interest of the Districts to do so.

2. District School Boards reserve the right to reject any or all Bids or parts of Bids and to waive
informalities in the proposals.

3. Estimates provided on attached sheets are based on historical purchasing history and are
not a guarantee of purchase.

H. POINT SYSTEM USED IN DETERMING AWARD OF BID

1. Preference Points (pp) awarded after three lowest bidders are identified are as follows:

a) 10 preference points (pp) if the bidder meets the geographic preference defined in
Section I.A.8.

b) Each pp equals one cent. 10 pp equal 10 pp cents.

c) A total of 10 pp cents can be taken into consideration in determining award of the bid.

d) The preference points and cents only apply to determining the winning bidder and do not
affect purchase price.

e) The preference points are used to determine applicability of geographic preference to
pricing and do not preclude any vendor outside the geographical preference from
bidding.

II. GENERAL SPECIFICATIONS
A. CONTRACT PERIOD

1. This contract period is from August 3, 2020-June 4, 2021.

B. CONTRACT PRICING

1. The price per unit must remain firm for the full contract period. Pack sizes must be included
with pricing.

C. CONTRACT CANCELLATION

1. Unless otherwise stated, any contract entered into as a result of the bid may be canceled by
either party upon 30 day written notice to the effective date of cancellation. Cancellation
may be in whole or part.

D. VENDOR PERFORMANCE

1. If the vendor is unable to perform under the terms of the contract, the Districts reserve the
right to cancel this contract.
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E. DELIVERY GUARANTEE

1. Vendor must notify Districts in advance of delivery, if unable to deliver items ordered. 14-
day advance notice is required.

F. DELIVERY INSTRUCTIONS

1. The prices quoted shall be for delivery to the locations specified in delivery locations 
document.

2. Delivery shall be on an as-needed basis.

3. All deliveries must have a Purchase Order that clearly identifies the farm(s), product, 
quantity, and pack sizes.

4. At receipt of delivery, product is to be inspected for acceptable quality and quantities 
verified against the purchase order.

5. Districts reserve the right to refuse product due to unacceptable quality.

6. Any delivery discrepancies are to be noted on the delivery invoice.

7. Districts require Monday deliveries.

8. Districts require the ability to email orders directly to vendors.

9. Districts prefer boxes with lids.

10. Delivery boxes must be labeled clearly with the name of the farm, name(s) of enclosed 
item(s), quantity of each item, date of harvest for each item, and delivery date.

a) Districts reserve the right to refuse any product that is not delivered in acceptable 
packaging.

11. All deliveries to the Florida receiving center will follow the Florida 9-R Aggregation Facility 
for Farm to School Produce Policy and Procedure for Vendor Delivery and Receiving Guide.  
Farmers may request a copy from the Florida School District 9-R Student Nutrition Services 
Department.

G. INSURANCE

1. Vendors must provide evidence of liability insurance.

H. PAYMENT TERMS

1. Payment terms will be defined by individual school districts involved within the bid. “Date of 
receipt” means the completed delivery of the goods or the receipt of the invoice for the 
delivery of the goods or services, whichever is later.

I. COMPLIANCE WITH LAWS

1. All items must comply with applicable local, state and federal laws pertaining thereof.
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J. FOOD SAFETY

1. All vendors must have an on-farm Food Safety Plan in place and provide documentation of
said procedures as part of their Bid response.

2. If awarded , producers agree to allow District staff  to schedule farm visits to observe
agricultural and food safety practices at mutually agreed upon times throughout the
contract period.
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ADDENDUM A 

ACCEPTANCE 

1) The Vendor agrees to comply with all Federal, State and local laws, ordinances, and all
applicable rules, regulations, and standards.

2) Participating Districts are tax-exempt. Exemptions forms will be issued upon request.

3) The Vendor Certifies that this Proposal is made without prior understanding, agreement, or
connection with any corporations, firm or person submitting a Proposal for the same materials,
supplies, or equipment and is, in all respects, fair and without collusion or fraud. The vendor
understands that collusive bidding is a violation of Federal law and can result in fines, prison
sentences, and civil damage awards. The Vendor further agrees to abide by all conditions of this
Proposal.

SIGNED:  

PRINTED NAME:  

VENDOR NAME: 

ADDRESS: 

BUSINESS PHONE: 

BUSINESS EMAIL: 

The following documents must be submitted for a complete Bid package: 

Proof of liability insurance 

Signed Acceptance [Addendum A] 

Variations, if applicable [Addendum B] 

Food Safety Checklist  [Addendum E] 

Food Safety Plan with Signature and Date [Addendum F] 

Response Forms:  Pricing and Estimated Availability of Products [Addendums H - L] 

Addendum A, Acceptance 
Page 1 of 1 
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ADDENDUM B 
Variations: 

The bidder shall identify all variations and exceptions in the space provided below provided, however, 
that such variations are not expressly prohibited in the Bid documents. For each variation listed, 
reference the applicable section of the bid document. If no variations are listed here, it is understood that 
the Bidder’s Proposal fully complies with all terms and conditions. It is further understood that such 
variations may be cause for determining that the Bid Proposal is non-responsive and ineligible for award.  
Examples of variations may include, but are not limited to, pack sizes and products not listed in the 
product list and usage page that a Vendor would like to be considered. 

Section________ 

Variance______________________________________________________________________________ 

_____________________________________________________________________________________ 

Section________ 

Variance______________________________________________________________________________ 

_____________________________________________________________________________________ 

Section________ 

Variance______________________________________________________________________________ 

_____________________________________________________________________________________ 

Section________ 

Variance______________________________________________________________________________ 

_____________________________________________________________________________________ 

Section________ 

Variance______________________________________________________________________________ 

_____________________________________________________________________________________ 

If necessary, you may attach additional sheets.

Addendum B, Variations 
Page 1 of 1
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ADDENDUM C 

DELIVERY LOCATIONS: 

Florida School District 9-R 
Florida High School 
2390 Main Avenue 
Tallahassee, FL 99999 
Contact: Krista Garand – Coordinator of Student Nutrition 
kgarand@floridaschools.org 
(970) 259-1630, ext. 2042

Bayfield School District 
800 County Rd 501 
Quincy, FL 81122 
Contact: Julie Whitmore – Director of Nutrition Services 
jwhitmore@bayfield.k12.fl.us 
(970) 884-9521, ext. 2009

Ignacio School District 11-JT 
315 Becker Street 
Tampa, FL 81137 
Contact: Kim Cotta – Food Service Director 
kcotta@ignacioschools.org 
(970) 563-0653

Mancos School District Re-6 
395 Grand Avenue 
Orlando, FL 81328 
Contact: Janet Fogel – Food Services Director 
jfogel@mancosre6.edu 
(970) 533-7748

Montezuma-Cortez School District Re-1 
2003 Industrial Park Road 
Ocala, FL 81321 
Contact: Sandi Vanhoutean – Director of Nutrition Services 
svanhoutean@cortezk12.fl.us 
(970) 565-7522, ext 1145

Telluride School District R-1 
725 W Colorado Ave 
Madison, FL 81435 
Contact: Wendy Everett – Director of Finance/Food Service 
weverett@tellurideschool.org 
(970) 369-1218
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Page 1 of 3

ADDENDUM E 



Producer Workbook — Bringing the Farm to School: Agricultural Producers’ Toolkit 83
Durango School District 9-R Nutrition Services

Invitation to Bid #2019
Page 2 of 3



84 Producer Workbook — Bringing the Farm to School: Agricultural Producers’ Toolkit Durango School District 9-R Nutrition Services
Invitation to Bid #2019

Addendum E, Farm to School Checklist
Page 3 of 3



Producer Workbook — Bringing the Farm to School: Agricultural Producers’ Toolkit 85Durango School District 9-R Nutrition Services
Invitation to Bid #2019

ADDENDUM F 

Food Safety Plan 

Producer Information 

Name/Owners:__________________________________________________________  

Farm Name:________________________________________________________________ 

Address:_________________________________  

City:________ ______ __      State:_ ___   Zip:______  _ 

Business Phone:__________________________    Cell Phone:   

Email:______________________________________________  

Date this Safety Plan was completed:_____________________________________ 

Total Acres Farmed/Ranched:______________ 

Do all products you sell come from this farm?   ☐ Yes      ☐ No 

If no, does this other location have a food safety plan?   ☐ Yes      ☐ No 

Other information: 

 ___________________________________________________________________ 

Production Information:  Personal Hygiene and Training 
Potable water is provided for 
all workers by: 

Toilet, rest room and field 
sanitation facilities are clean 
and properly supplied with 
single use towels, toilet paper, 
hand soap and potable water 
for hand washing in the 
following locations: 
Sanitation facilities are 
checked, cleaned and stocked 
by this method:  

Addendum F, Food Safety Plan
Page 1 of 5
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Training and supervision on 
proper sanitation, hand 
washing and hygiene practices 
is provided and implemented 
to all workers according to the 
attached training document 
and schedule or by: 

Workers are instructed to NOT 
work if they exhibit any sign(s) 
of infection such as fever, 
diarrhea, etc., in this manner: 

Water/Irrigation and Chemicals:  Description of water/irrigation sources 
on this farm 
Ponds: 

Streams: 

Ditches: 

Well: 

Municipal Water: 

Other: 

Irrigation techniques used on this farm: 

☐ Flood      ☐ Drip     ☐ Sprinkler     ☐ Other____________ _________________ 

Pesticide/Herbicide Use (If none are used, enter N/A): 
Describe in depth, specifically, 
what pesticides are used 
including how often, on which 
products, why, when: 

Describe in depth, specifically, 
what herbicides are used 

Addendum F, Food Safety Plan
Page 2 of 5



Invitation to Bid #2019

including how often, on which 
products, why, when 

Animals/Wildlife/Livestock 
Are crop production areas 
located near or adjacent to 
dairy, livestock or fowl 
production facility?   If yes, 
describe natural barriers, 
safety precautions and 
measures taken by this farm to 
prevent contamination of crop: 

☐ Yes   ☐ No

Crop/production areas are 
monitored for the presence of 
wild and domestic animals, 
including birds and rodents by: 
Measures taken to limit/ 
prevent wild or domestic 
animals from entering crop 
areas are:  
For safety purposes, any 
manure stored or adjacent to 
crop/production areas are 
contained by: 

When/if composted raw 
manure is applied, it is 
incorporated at least 14 days 
prior to planting and 120 prior 
to harvest.  Records of any 
manure applications are kept 
in this manner: 
In order to reduce expected 
levels of pathogens, manure is 
properly composted by these 
methods: 

Traceability 
Prior to delivery, clear labeling 
of all products with the date of 
harvest is accomplished by 
these methods: 

We document when products 
are harvested and to whom 
the product is delivered. 

☐ Log Book    ☐ File (paper)    ☐ Computer/Electronic File

☐ Other________

Addendum F, Food Safety Plan
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Harvest dates and delivery 
records are maintained by: 

Field Harvesting and Transportation 
Harvesting containers, hand 
harvesting equipment/imple-
ments and bulk hauling 
vehicles that come into direct 
contact with product(s) are 
cleaned/sanitized according to 
this schedule, by this method: 
Harvesting equipment and/or 
machinery that comes into 
contact with product(s) is in 
good repair and maintained by: 
Efforts to remove excessive 
dirt and mud from product(s) 
and containers during harvest 
are done by: 
Product(s) are stored properly 
by these methods: 
The following measures are 
taken to avoid cross 
contamination with animal 
and/or undocumented 
products in delivery: 

Washing and Packing 
The source of water used for 
washing post-harvest product: 
Water quality used for washing 
post-harvest product is 
assessed by: 
Food surfaces are clean and 
sanitized prior to use following 
these methods: 
Ice used for cooling produce 
comes from: 
Methods for cleaning and 
storing packing containers are: 

The following measures are 
taken to ensure that animals, 
domestic or wild, and pests are 
not in packing and storage 
facilities: 
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Grid map of farm/ranch attached; must include the following items: 

☐Crops grown
☐Roads
☐Ditches (not irrigation)
☐Irrigation ditches
☐Livestock areas (if any)
☐Wildlife areas (if any)
☐Processing/production areas for produce and/or animals
☐Water sources
☐Bathrooms
☐Hand washing/sanitizing areas
☐Compost/manure areas
☐Gradient slopes

Report Prepared By: 

Signature 

Printed Name 

Date:  

Addendum F, Food Safety Plan 
Page 4 of 5 

Addendum F, Food Safety Plan
Page 5 of 5
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Coordinator of Food & Nutrition Services 2
123 Main Avenue 
Tallahassee, FL 32399
(850) 555-5555

INVITATION FOR BID 

BID #2021 Farm to School Beef Bid 

Bid Response Due: 2:00 PM, Friday June 26, 2023 

Please submit Bid Response to: 

Florida School District
Nutrition Services 

123 Main Ave.
Tallahassee, FL 32399
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Purpose of Bid 

Florida School District 9-R is requesting bids for the purchase of beef from local ranchers in 
order to bring in healthier, sustainably produced, and regionally sourced beef to our lunch 
program. 

PART I- INSTRUCTIONS TO VENDORS 

1.1 Invitation For Bid – 2021 Farm to School Beef Bid 
Sealed bids will be accepted at Florida School District 9-R, Nutrition Services – 201 E. 12th 
Street, Tallahassee, FL 81301 by 2:00 PM, June 26, 2023 for the furnishing of local beef to 
Florida School District 9-R per the Product Request Information sheet that accompanies this 
bid. This will be in accordance with the terms and conditions established in this bid. All bids 
received after the time specified will not be opened or considered. The vendor is responsible for 
having their bid in on time, at the location specified.   

1.2 Preparation of Bid Documents 
1.2.1 All bids must be typewritten or printed in ink. 
1.2.2 All bids must be addressed and mailed to Florida School District 9-R, 

Nutrition Services – 201 E. 12th Street, Tallahassee, FL 81301 
1.2.3 Bid pricing should be submitted in two parts:  raw food cost and delivery cost.  Inclusion 

of type written specs for bid must include pack size, case size, case price delivered, fat 
content, and total bid cost. 

1.2.4 No fax copies will be accepted. 
1.2.5 An agent authorized to enter into an agreement must sign bid. 

1.3 Withdrawal of Vendors 
Bids may be withdrawn with written notice from agent who signed the original document.  
Once submitted, documents become the property of Florida School District 9-R. When 
documents are opened, they become public information and restrictions put upon the District 
regarding the sharing of information after opening will be grounds to reject the bid. 

1.4 Award 
1.4.1 Award shall be based on, but not limited to the following: 

Proposed pricing 
Vendor performance 
Financial responsibility of the vendor 
Delivery – Vendor’s ability to meet delivery and stocking requirements 

In evaluating bids, it will be taken into consideration whether or not the bids comply with 
prescribed requirements. A Vendor may be disqualified based on failure to meet any of the 
above listed criteria. Discrepancies in the multiplication of units of work and unit prices will be 
resolved in favor of the unit price. Discrepancies between the indicated sum of any column of 
figures and the correct sum thereof will be resolved in favor of the correct sum.  

Florida School District 9-R Student Nutrition Services 
Invitation For Bid #2021 Farm To School – Beef Bid 
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Right is reserved to award this bid in part or in whole to a single supplier or multiple suppliers or 
to reject any or all proposals if it is in the best interest of Florida School District 9-R to do so.  
The District School Board reserves the right to reject any or all bids or parts of bids and to waive 
informalities to the proposals. 

Estimates of pounds needed are based on purchasing history and not a guarantee of purchase. 

PART 2-GENERAL SPECIFICATIONS 

2.1 Contract Period 
The Contract Period is from July 1, 2023-June 30, 2024. 

2.2 Contract Pricing 
The price per unit must remain firm for the full contract period.  Pack sizing must be 
included in pricing. 

2.3 Contract Cancellation 
Unless otherwise stated, any contract entered into as a result of the bid may be cancelled by 
either party upon 30-day written notice to the effective date of cancellation. Cancellation 
may be in whole or in part. 

2.4 Vendor Performance 
If the vendor is unable to perform under the terms of the contract, we reserve the right to 
cancel this contract. 

2.5 Delivery Guarantee 
Vendor must notify District(s) in advance of delivery, if unable to deliver items as ordered. 

2.6 Delivery Instructions 
The prices quoted shall be for delivery to the locations specified in the Delivery Locations 
document.   

At receipt of delivery, product is to be inspected for acceptable quality and quantities 
verified against the invoice.  Any discrepancies are to be noted on the invoice. 

Boxes shall be labeled with item and quantities in the container. 

All beef shall be delivered in solid, frozen state.  If packaging shows any sign of defrosting, 
refreezing, freezer burn, contamination or mishandling the District(s) may refuse the 
delivery at no cost. 

2.7 Payment Terms 
Florida School District 9-R will not accept payment terms of less than 30 days. 
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2.8 Compliance with Laws 
All items must comply with all applicable Local, State and Federal laws pertaining thereof. 

2.9 How Packed 
If Bidder proposes a pack size which differs from pack shown, Bidder shall state size offered 
and convert the estimated usage to conform to proposed bid size. 

PART 3-ACCEPTANCE 

3.1 The vendor agrees to comply with all Federal, State and local laws, ordinances and all 
applicable rules, regulations and standards. 

3.2 Florida School District 9-R is tax-exempt.  Exemption forms will be issued upon 
request. 

3.3 The vendor certifies that this proposal is made without prior understanding, agreement, 
or connection with any corporation, firm or person submitting a proposal for the same 
materials, supplies or equipment and is, in all respects, fair and without collusion or 
fraud. The vendor understands that collusive bidding is a violation of federal law and 
can result in fines, prison sentences and civil damage awards.  The vendor further 
agrees to abide by all condition of this proposal. 

SIGNED: ____________________________________________________________ 

NAME: ______________________________________________________________ 

VENDOR NAME: ______________________________________________________ 

ADDRESS:  ___________________________________________________________ 

PHONE:  _____________________________________________________________ 
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Florida School District 9-R Student Nutrition Services 
Invitation For Bid #2021 Farm To School – Beef Bid 
Page 5 of 6 

EMAIL:  _____________________________________________________________ 

Product Request Information 

District Product Pack Size Total Case 
Weight 

Estimated 
Usage 

Florida 9-R Ground Beef 
Must be 80/20 
or better 

5 lbs. 25 lbs. 153 cs. 
3825 lbs. 

**Bid response should be on the Bid Response Form 
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Florida School District 9-R Student Nutrition Services 
Invitation For Bid #2021 Farm To School – Beef Bid 
Page 6 of 6 

Bid Response Form 
Due 2:00 P.M. Friday, June 26, 2023 

Name of Farm or Ranch:   _______________________________________________ 

Contact Information: 

Phone:   ____________________________________________  

Email:   ____________________________________________ 

Florida School District 9-R 

Product Fat 
Content 

Pack 
Size 

Total 
Case 
Weight 

Number 
Cases 

Total 
Pounds 

Price Delivery 
Cost 

Total 
Cost 

Ground 
Beef 

**You may respond to all or part of the pounds requested. Your bid 
will be considered if you cannot fulfill the entire order because the 
bid may be awarded to more than one vendor. 
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Farm to School
CHECKLIST For Producers  &  Local K-12 Schools

Personal / Farm  Information
 Name: ____________________________________________Farm Name: ________________________________________________

Name of person to oversee food safety: _____________________________________________________________________________

Address: _____________________________________________________________________________________________________

Phone: __________________________  E-mail: _____________________________________________________________________

Preferred method of communication: _______________________________________________________________________________

Expected products for sale: ______________________________________________________________________________________

Total acres farmed: _____________________ 

Are all  products you plan to sell coming from this farm?  □ Yes   □ No   If no, please indicate what products come from another location:
_____________________________________________________________________________________________________________

Would you be interested in hosting a field trip on your farm?    □ Yes   □ No

Welcome! Thank you for considering providing our schools with local products. This checklist is designed to begin a relationship and 
to communicate the needs of both, the Producer and the school Food Service Directors (FSD). Your answers will not prohibit you from 
becoming a provider for our schools. Please answer as accurately as you can. 
Answers to these questions could lead to further conversation, farm visits and/or requests for documentation.

Production  Information & Farm Self-Assessment

 Potable water is available for all workers. □ Yes □ No □ N/A □ See attached Food Safety Plan      
Training and supervision on proper sanitation, hand washing and hygiene practices is provided and implemented to all workers.

□ Yes □ No □ N/A □ See attached Food Safety Plan
All toilet, rest room and field sanitation facilities are clean and properly supplied with single-use towels, toilet paper, hand soap and 
potable water for hand washing.  □ Yes □ No □ N/A □ See attached Food Safety Plan
Workers are instructed to not work if he or she exhibits any sign(s) of infection such as fever, diarrhea, etc.

□ Yes □ No □ N/A □ See attached Food Safety Plan

Personal Hygiene

Water/Irrigation & Chemicals
List the source of irrigation/water; pond, stream, well, municipal, other:______________________________________________________
List irrigation techniques; flood, drip, sprinkler, other:____________________________________________________________________
Pesticide/herbicide is used on the farm. □ Yes □ No □ N/A □ See attached Food Safety Plan
If yes, please elaborate and/or cover more in-depth in your Food Safety Plan. Use a separate sheet of paper if necessary.:____________
_____________________________________________________________________________________________________________

Animals/Wildlife/Livestock
Crop / production areas are located near or adjacent to a dairy, livestock or fowl production facility.

□ Yes □ No □ N/A □ See attached Food Safety Plan
If yes, please provide documentation within your Food Safety Plan any natural barriers or safety procedures taken to prevent 
contamination of crop/production areas. Use a separate sheet of paper if necessary. _________________________________________
_____________________________________________________________________________________________________________



108 Producer Workbook — Bringing the Farm to School: Agricultural Producers’ Toolkit

Traceability

Field Harvesting & Transportation

Product(s) delivered are clearly labeled with the date of harvest.
□ Yes □ No □ N/A □ See attached Food Safety Plan

Documentation of when a product is harvested and who the product is delivered to can be provided.
□ Yes □ No □ N/A □ See attached Food Safety Plan

Harvesting containers and bulk hauling vehicles coming into direct contact with product(s) are cleaned and sanitized on a 
scheduled basis. □ Yes □ No □ N/A □ See attached Food Safety Plan
All hand-harvesting equipment and implements are kept clean and sanitized.

□ Yes □ No □ N/A □ See attached Food Safety Plan
Harvesting equipment and/or machinery coming in contact with product(s) is in good repair.

□ Yes □ No □ N/A □ See attached Food Safety Plan
Efforts to remove excessive dirt and mud from product(s) and/or containers during harvest has been made.

□ Yes □ No □ N/A □ See attached Food Safety Plan
Product(s) are properly stored. □ Yes □ No □ N/A □ See attached Food Safety Plan
Measures are taken to avoid cross contamination with animal and/or undocumented products in delivery.

□ Yes □ No □ N/A □ See attached Food Safety Plan
Washing & Packing

A water quality assessment has been performed to determine the quality of water used for washing post harvest.
□ Yes □ No □ N/A □ See attached Food Safety Plan

List source of post harvest / packing water:__________________________________________________________________
Food contact surfaces are in good condition; clean and sanitized prior to use.

□ Yes □ No □ N/A □ See attached Food Safety Plan
Ice used for cooling produce is manufactured from potable water and transported and stored under sanitary conditions.

□ Yes □ No □ N/A □ See attached Food Safety Plan
Packing containers are properly stored and protected from contamination.

□ Yes □ No □ N/A □ See attached Food Safety Plan
Measures are taken to ensure animals, domestic or wild, and pests cannot be in packing and storage facilities.

□ Yes □ No □ N/A □ See attached Food Safety Plan

Manure stored near or adjacent to crop / production area(s) is property contained to prevent contamination of crop / production areas.
□ Yes □ No □ N/A □ See attached Food Safety Plan

Crop / production area(s) are monitored for the presence of wild or domestic animals including birds and rodents.
□ Yes □ No □ N/A □ See attached Food Safety Plan

Measures are taken to limit wild or domestic animals from entering crop / production area(s).
□ Yes □ No □ N/A □ See attached Food Safety Plan

When / if composted raw manure is applied, it is incorporated at least 14 days prior to planting and 120 days prior to harvest.
□ Yes □ No □ N/A □ See attached Food Safety Plan

Manure used is properly composted to reduce expected leveles of pathogens.
□ Yes □ No □ N/A □ See attached Food Safety Plan

Animals/Wildlife/Livestock (Continued)

I confirm that information provided is true to the best of my knowledge:____________________________________________
 (Sign)     (Date)
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My Farm / Ranch    __________Acres

1. Crops Grown
2. Roads
3. Ditches - not irrigation
4. Ditches - irrigation (if
applicable).
5. Livestock areas (if any).
6. Wildlife areas (if any).
7. Processing / Production areas

for produce
8. Processing / Production for
animal products (if any).
9. Water source
10. Bathrooms
11. Hand washing / Sanitizing
areas
12. Compost / Manure areas

Down gradient slope

Up gradient slope
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WWoorrkksshheeeett  22BB::  SScchhooooll  MMaarrkkeett  RReeaaddiinneessss  EEvvaalluuaattiioonn  
- A Tool for Meeting Common Vendor Requirements and Responding to School Solicitations-

Use this worksheet to evaluate your market readiness for entering school markets. We recommend that you complete this 
worksheet before connecting with school buyers, so that you are ready to answer any questions that may come up and 
address important considerations for working together to meet your farm to school goals! 

Date: ____________________________________ 

Name of person filling out form: _______________________________________________________________ 

Contact Information: (phone/email/) 
__________________________________________________________________________ 

FFaarrmm  IInnffoorrmmaattiioonn  

1. Name of

farm________________________________________________________________________________________

_________

2. Geography (City, County, State)

_______________________________________________________________________________

3. Approximate farm size ____________________________________________acres in production.

4. Approximate farm size _______________________________________________in sales last year.

5. Approximate farm capacity _________________________________________workers and staff.

BBuussiinneessss  IInnffoorrmmaattiioonn  

6. Do you have a business license? ____YES ____NO

7. Do you have product liability insurance? ____YES ____NO

a. What is your coverage limit? _____________________________

b. Other insurance? ________________________________________

8. Are you able to distribute your product? ____YES ____NO

9. How far are you willing to drive to access a market? How many drops sites are you willing to serve? How

frequently?

(Please describe)

___________________________________________________________________________________________

10. Do you have refrigerated trucks or other temperature control methods? ____YES ____NO _____

11. Does your farm have any of the following certifications or credentials?
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____Good Agricultural Practices (GAP)  

____Good Handling Practices (GHP) Certification 

____Organic Certification 

____ Approved Vendor or Supplier Program  

____Other (Please describe) 
_____________________________________________________________________________ 

IInnffrraassttrruuccttuurree  &&  PPoosstt--HHaarrvveesstt  HHaannddlliinngg 

12. The following are common vendor requirements for school sales.  Please check below to indicate the

recordkeeping practices you employ on your farm.

____Food Safety Manual

____Farm Map (including products and row feet/acre)

____Harvest Log

____Washing Log

____Packing Log

____Product Recall Procedure

____Invoicing Procedure

____Labeling and Traceability Systems

____New boxes (or food-safe liners/reusable crates)

13. Do you have a washing station? ____YES ____NO

14. Do you have a packing station and basic storage infrastructure? ____YES ____NO

15. Do you have on-farm cold storage? ____YES____NO

16. Do you have on-farm processing equipment? ____YES____NO

FFaarrmm  ttoo  SScchhooooll  EExxppeerriieennccee 

17. Have you ever sold directly to local and/or regional schools? ____YES ____NO

18. Did you sell to school markets last season?  ____YES ____NO

19. Approximately how much did you sell to schools in 2019-2020? ($ or lbs)

___________________________________________________________________________________________

_____________

20. What products did you sell to schools? (please list)

___________________________________________________________________________________________

___________________________________________________________________________________________

__________________________________________

21. What market channels do you utilize to sell your products to schools?
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Local Retail Outlets: (Please list) 

___________________________________________________________________________________________

_____________________ 

Food Hubs (Please list) 

___________________________________________________________________________________________

_____________________ 

Regional Distributors: (Please list) 

___________________________________________________________________________________________

_____________________ 

National Wholesale Distributors: (Please list) 

___________________________________________________________________________________________

_____________________ 

Direct-to-School: Micro Purchase Agreements and Informal Contracts with School Districts (Please list): 

___________________________________________________________________________________________

_____________________ 

Direct-to-School: Formal Contracts with School Districts (Please list) 

___________________________________________________________________________________________

_____________________ 

Other: (Please list) 

___________________________________________________________________________________________

_____________________ 

SSttaannddiinngg  oouutt  aass  aa  LLooccaall  VVeennddoorr::  

22. Would you be interested in providing support for any of the following Farm to School activities?

o ____ Provide promotional materials (logo, photos, brochure, etc.)

o ____ Farmer in the classroom/cafeteria educational visits

o ____ Hosting farm visits for students

o ____ Hosting farm tours for school staff, administration, and policy makers

o ____Technical support for school gardens/greenhouses

o Other:

___________________________________________________________________________________________

____________
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FFaarrmm  ttoo  SScchhooooll  MMaarrkkeettiinngg  IInnffoorrmmaattiioonn  

RReeffeerreenncceess  

Reference 1: ___________________________________________________________(company/organization) 

________________________________________________________________________ (name and title) 

________________________________________________________________________ (address) 

________________________________________________________________________ (phone and email) 

Reference 2: ___________________________________________________________ (company/organization) 

________________________________________________________________________ (name and title) 

________________________________________________________________________ (address) 

________________________________________________________________________ (phone and email) 

Reference 3: ___________________________________________________________ (company/organization) 

________________________________________________________________________ (name and title) 

________________________________________________________________________ (address) 

________________________________________________________________________ (phone and email) 



https://nutritionservices.mpls.k12.mn.us/uploads/farm_to_school_rfp_2020.docx
https://nutritionservices.mpls.k12.mn.us/uploads/2016_mps_farm_to_school_toolkit.pdf
https://www.aps.edu/procurement/current-bids-and-rfps/new-mexico-produce-growers-local-produce-growers-only-1/at_download/file
https://www.aps.edu/procurement/current-bids-and-rfps/new-mexico-produce-growers-local-produce-growers-only-1/price-list
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b. PPrroodduucctt  IInnffoorrmmaattiioonn:: Make sure your bid is competitive by providing product information
for ALL products you are interested in selling to the school district during the contract
terms.

o Complete product availability and pricing sheets in the sample solicitations. Be sure
to include product specifications by variety/processing type, availability of product
quantities (season duration) and frequency, grading standards and pack-size, pricing
information, etc.

o Do the product specifications align with your quality management and post-harvest
handling systems?

o Do you have the ability to sort and grade products as requested? Meet pack-size
requirements? Provide pricing information as requested?

c. FFaarrmm  ttoo  SScchhooooll  OOffffeerriinnggss::  List any additional services/offerings you can provide the
school district to stand out as a local vendor.

o Promotional marketing materials

o Farmer in the classroom/cafeteria educational visits

o Farm visits for students

o Farm tours for school staff, administration, and policy makers

o Technical support for school gardens/greenhouses

o Other __________________________________________________________
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WWoorrkksshheeeett  22DD::    
SScchhooooll  NNuuttrriittiioonn  DDiirreeccttoorr  MMeeeettiinngg  CChheecckklliisstt  
Being familiar with the school meal program you want to work with will help you decide how best to 
approach the School Nutrition Director, communicate effectively, and avoid common pitfalls with new 
market relationships.  You should make an opportunity to meet, learn about their specific needs and 
requirements, and set some goals for working together. Here are some key points to discuss together:  

 Goals: Understanding their motivations may help you build relationships.
o What motivates them to do this work?
o What are their food service program goals? How does farm to school fit in?

 Products: Ask about their product needs to assess whether your products could be a good fit.
o What kinds of products are they interested in purchasing locally? How much? How

frequently?
o Which local products have been successful in the past? Which have not been so successful,

and why?
o What products do they commonly purchase? How much? How frequently?
o Are they open to new products? Seasonal specials, traditional foods, etc.?
o How are they used to receiving products? Processing requirements? Pack size and standards?

 Delivery: Ask about their delivery needs to see if your distribution system aligns.
o Can products be delivered to a central site or do they need delivery to each school site?
o What are the infrastructure requirements for delivery (like refrigerated trucks, pallets, and

loading docks)?
o What are the current options for delivery days and times?
o Who is responsible for coordinating deliveries?

 Sourcing:  Ask about their past experiences sourcing through certain market channels.
o Are they interested in purchasing directly from local farmers or do they prefer to work

through a distributor?
o Where are they currently purchasing foods?
o What local or regional vendors do they already work with?
o What local farms have they purchased from in the past?
o What has their experience been? Anything they would like to do differently?

 Procurement: Ask about any purchasing details for products you’re interested in selling.
o How much do they typically spend on these products (per purchase and annual)?
o Can they share some examples of competitive product pricing?
o When are solicitations issued and how can they be accessed?
o Do they have vendor requirements outside of the state and federal regulations?
o Do they have any vendor preferences, such as geographic preference?
o Is there any opportunity for piloting sales through an informal agreement, such as a micro-

purchase?
 Payment: Ask about their invoicing and payment processes to ensure these work for your farm

business.
o What information requirements do they have for invoicing?
o What formatting requirements (i.e., computer, handwritten, specific software or platforms)?
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o Do they have a standard template they can share?
o How frequently do they require invoicing? (i.e., monthly, upon delivery, etc.)
o How are payments processed? (i.e., vendor account, paper checks, etc.)
o What is the turnaround time for payments?  Are there circumstances to be aware of that

could cause potential delays?
 Contingencies: Make a plan for addressing the unexpected to reduce risk and maintain good working

relationships. Be sure to include communication procedures for addressing the following:
o Missed or delayed delivery
o Product quality issues and solutions for addressing them
o Price changes and market trends
o Product availability issues due to crop failure, natural disasters, etc.

MMoorree  TTiippss  ffoorr  WWoorrkkiinngg  TTooggeetthheerr  EEffffeeccttiivveellyy:: 

Remember to be patient—working directly with farmers may be as new to School Nutrition Directors as 
working with schools is to you! Here are a few things you can do to help jump-start relationship building 
and build trust: 

• Be prepared for your conversation.
• Come prepared with an overview of your practices and a list of questions to cover with

them, to help ensure that the meeting is productive and benefits both of you. We
recommend using Worksheet 2B: School Market Readiness Evaluation to gather relevant
information about your farm business.

• Do some market research.
• Take the time to learn about them by practicing some basic school food vocabulary

and reviewing current menus.
• Highlight your brand.

• Bring along some product to sample—the quality will speak for itself! Also, share
any marketing materials you may have developed, so they can get to know you better,
support retention for your brand, and see you as a partner in achieving their farm to
school goals.

• Share your expertise.
• Be proactive in sharing information about your operational cycles (production planning,

planting cycles, product availability, etc.). This will help you find common ground and
help support negotiations.

• Never show up unannounced.
• Always call ahead, make an appointment if possible, and avoid busy times such as during

lunch periods (i.e., 10am-1pm).
• Avoid judgement and don’t shame school food.

• Remember, school food service staff have the same goals as your farm: to feed hungry
kids and support the community.

• Note that communication is key.
• Be sure to get direct contact information for all parties involved in the procurement

process, ask them what their preferred mode of communication is (email, text, in-
person), and establish follow-up actions.

• Recognize that developing trusted relationships takes time.
• It may be necessary to start slowly and build trust through offering samples, piloting sales,

and pulling in support from local food champions at the school.  Also, fulfilling your
agreements on time and with a quality product builds trust.



APPENDIX D: SAMPLE MENU
Here is a menu from Lake Forest Elementary School.
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NOTES



NOTES





This project has been funded at least in part with federal funds from the U.S. Department of Agriculture, Food 
and Nutri  on Service through an agreement with the Na  onal Center for Appropriate Technology in partnership 
with the Na  onal Farm to School Network. The contents of this publica  on do not necessarily refl ect the views 
or policies of the U.S. Department of Agriculture, nor does men  on of trade names, commercial products, or 
organiza  ons imply endorsement by the U.S. government.
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