





FINAL ENGAGING IN THE COMPETITIVE PROCUREMENT PROCESS

Minneapolis, Minnesota: Leveraging the Marketplace in a Competitive

Procurement for Processing Service

The City of Minneapolis has a source-separated curbside recycling program for its 108,000
residential households. One-half of these households are serviced with municipal collection
crews. Recyclables are collected bi-weekly, and residents that enroll in the program receive a
rebate on their monthly solid waste bill.

In 2003, the City initiated a procurement process for a recyclable materials processing
agreement. The existing agreement was with Browning Ferris Industries, and the high quality
of the recyclable material allowed the City to generate between $25 and $35 per ton of
material processed. While this level of revenue generation represented an effective
processing agreement, the City saw some opportunities to improve upon the agreement

through engaging in the competitive procurement process.

The City wanted to compare the potential revenue that could be generated from a program
that allowed more commingling of material, such as dual-stream and single-stream.
Therefore, proposing processors provided pricing information to process source-separated,
dual-stream, and single-stream materials. This allowed the City to understand the magnitude

of collection cost savings that would be needed to make commingling economically viable.

In addition, the City evaluated price proposals based on a five year historical time horizon
(1999-2003). Conducting this analysis enabled them to understand the variation in revenue
that would be generated based on the changing composition of material and fluctuating

commodity values.

After the completion of the evaluation process, the existing processor was ultimately selected
as the new service provider. However, by leveraging the competitive market through the
procurement process, the City doubled the net per ton revenue from the previous contract to
$56 per ton. The revenue generated from the new processing agreement is expected to almost
fully offset collection costs.
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WE RECYCLE

CHAPTER 3

DEVELOPING GENERAL
CONTRACT PROVISIONS

What general provisions
should be included in both
collection and processing
contracts for recyclable

materials?
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OVERVIEW

Regardless of whether you are contracting for
collection, processing, or integrated collection and
processing services, there are some general provisions
that should be included in all recycling contracts. This
chapter discusses the following general contract
provisions:

= Definitions;

= Contract term;

= Performance assurances;

= Liability assurances;

= Contract enforcement and remedies;

= Dispute resolutions;

= Assignment and/or subcontracting;

= Compliance with laws and regulations; and

= Miscellaneous general contract provisions.

R. W. Beck consulted with legal counsel in the
development of the sample contract language included
in this Guidebook. The sample language provided is
meant to be used by local governments and private
companies as a reference and a starting point for
developing language to be used in recycling service
contracts. This Guidebook is not meant to be used as
a substitute for legal counsel in procurement or

contract negotiations. R. W. Beck strongly
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