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ChiSox closed the deal for Hendriks
“I was not going to eliminate any
teams on the surface,” Hannaford said.
“My job as an agent is that Liam was approaching this with an open mind. I told
them that he will give everybody interested an opportunity to sell themselves
on him and his wife. Where this ends up,
I don’t know.
“But when a team like the White Sox
continued to be engaged, Tony reaching
out, players reaching out, he was feeling
the love. We said if this is real, let’s take
it to a level where we can get it done.”

Bob Nightengale
USA TODAY

SCOTTSDALE, Ariz. – Closer Liam
Hendriks and his wife, Kristi, are back in
their familiar rental home for spring
training. But when he sets foot in the
Chicago White Sox’s camp Wednesday
for the ﬁrst day of workouts, he will be
surrounded by the kind of hype that he
has never felt in his career.
The pitcher the White Sox hated and
cursed for 72 hours last October is the
same man who could lead them to a
place they haven’t gone since 2005.
“That’s the plan,” Hendriks told USA
TODAY Sports. “That’s why I signed
with the White Sox. I want that World
Series ring. I know we can make it happen.”
It was Hendriks who extinguished
the White Sox’s hopes last season. If not
for Hendriks, Chicago likely wins the
American League wild-card round of
the playoﬀs and, who knows, maybe
makes a run deep into October.
They watched Hendriks pitch in every game for the Oakland Athletics,
throwing 105 pitches in 72 hours and
striking out 12 batters in 5 2⁄3 innings,
and sent the White Sox home for the
winter.
“Unfortunately, we got an up-andclose look at how dominant he could
be,” White Sox general manager Rick
Hahn said. “It’s easy to say we wanted
him after watching what he did against
us, but the truth is that he’s been on our
radar for over a year, leading up to the
2020 season. I’m sure I bothered (Oakland GM) David Forst a little too much
trying to trade for him going back prior
to the season.”
The A’s never traded him. But one
week into free agency, the White Sox
and Matt Hannaford, Hendriks’ agent,
began a two-month courtship, tying the
knot in one of the most unique contracts
you might ever see.
The length of Hendriks’ deal is open
to interpretation – three or four years –
but either way it guarantees $54 million.
There’s even a prenup, if you will, that
would include deferred payments
through 2033 if things go sour. It’s almost like a mini-version of the infamous
Bobby Bonilla contract, who last played
20 years ago but still is paid $1.193 million every July 1 by the New York Mets
through the age of 72.
“This is like my career path,” Hendriks said, “a winding road, a unique
and interesting way of doing things. It
was interesting. But when it’s all said
and done, they wanted me from the beginning, and this is where I wanted to be
all along.”
Hendriks, his agents Hannaford and
partner Tim Clarke, and the White Sox
provided USA TODAY Sports a behindthe-scenes look into their negotiations.
It was only hours after the oﬃcial
start of free agency Oct. 28 that the telephone calls started pouring in. By the
end of the ﬁrst week, 11 teams contacted
Hannaford expressing interest. Two
other teams later followed.
Clarke researched and narrated a 15minute video that was sent to those
teams, illustrating that Hendriks was
the most dominant reliever in baseball
the past two years. It revealed the stark
diﬀerences with the White Sox bullpen
with and without him. This is a pitcher
who had struck out 14.7 batters per nine
innings with a 1.98 ERA since becoming

‘How can we bridge the gap here?’

Liam Hendriks, who posted a 1.79 ERA over the past two seasons with Oakland,
signed an unusual contract with the White Sox. ROBERT HANASHIRO/USA TODAY SPORTS

the A’s full-time closer during the 2019
season, with a 0.897 WHIP the past two
years.
The outpouring of interest was humbling, but Hendriks and his agency
knew they had to weed out teams to
gauge their real interest. So they decided to set up Zoom calls with COVID-19
preventing personal visits. If teams
really weren’t serious, they realized
they’d have no interest in setting up
hour-long calls with their front oﬃce
and coaching staﬀ.
Hendriks and his wife decided they
wanted to be on calls together. They
would listen to teams talk about their
dedication toward building a World Series contender, their philosophy on bullpen usage, and how the couple could
make an impact in the community with
charitable endeavors.

‘Full-court press’
The calls began the week of Nov. 30
with the Toronto Blue Jays, Los Angeles
Dodgers and Houston Astros.
The second week was the White Sox.
The calls lasted 60 to 75 minutes with
the team’s GM, manager, pitching coach
and at least one analytic staﬀ member
on every call. Some even had employees
from their community relations department. Hendriks and his wife took meticulous notes.
“We set up the Zoom calls because we
wanted to get a feel of the organization,
grasp their organizational direction, see
how the pitching coach and my
thoughts intertwined with one another,”
Hendriks said. “I didn’t want to go to a
place that had a cookie-cutter mode on
how to use guys. I wanted to see the
back-and-forth, and see what works for
both sides, and make sure I ﬁt in the organization.
“I needed my wife to be on board, too.
We do everything as a partnership. I’m
going to have to transport her entire life
to a new city. I wanted her to go somewhere she would be the happiest.”
The White Sox, realizing the ﬁrst impression would be the most lasting, had
White Sox executive vice president Ken
Williams, Hahn, manager Tony La Russa, assistant general manager Jeremy
Haber, assistant GM/player development Chris Getz (his teammate in 2014
with Toronto) and pitching coach Ethan

Katz on their call.
“We put on the full-court press,”
Hahn said. “We were all impressed by
Liam and Kristi. Their answers were extremely thoughtful. They were very up
to speed with our on-ﬁeld and oﬀ-theﬁeld endeavors and the city of Chicago.
They absolutely became prepared and
left a really positive impression on the
call. When we all got oﬀ that call we
were very ﬁred up trying to make it
work.”
Hendriks was captivated and
charmed, particularly by La Russa. They
knew each other from ARF, the Animal
Rescue Foundation founded by La Russa and his wife, Elaine, in which Liam
and Kristi donated their time and money.
“Tony would come down to our clubhouse in Oakland and we would talk,”
Hendriks said. “I loved his mindset on
the way he manages. He knows how to
run a bullpen. I mean, he was the one
who established that closer’s role with
Dennis Eckersley. I appreciated his oldschool vibe. If a guy is pitching well, let
him pitch. I told him I always want that
ball.”
The White Sox didn’t bother camouﬂaging their interest, and all of their
moves were designed with Hendriks in
mind. They traded for Lance Lynn of the
Texas Rangers on Dec. 8 instead of venturing into the pitching free agent marketplace. They wanted to save money on
an outﬁelder and two days later oﬃcially signed Adam Eaton for $8 million.
Meanwhile, the White Sox kept recruiting Hendriks, with La Russa personally
calling several times. So did pitcher Lucas Giolito and other White Sox players.
“The thing that was most impressive
is that he and his wife had done a lot of
research about the team,” La Russa said.
“The only question is he wondered how
the bullpen would be handled. I told him
we make decisions based on both observation and analytics. You got to watch
and see what you see, right. If you have a
good legitimate closer, you set the plan
for the bullpen that day to get him the
ball in the ninth.”
And there was the money.
Hendriks had oﬀers from ﬁve teams
by Dec. 10. The White Sox started with
an initial proposal of two years and
an option guaranteeing just less than
$20 million.

There was a lull in conversations
with everyone during the holidays, but
teams circled back in January and increased their oﬀers. The White Sox proposed a three-year deal for just more
than $40 million. Hendriks and Hannaford, believing they could get a four-year
deal, or at least $48 million over three
years, held their ground.
Still, while Hannaford was engaged
with teams on potential four-year deals,
the White Sox were adamant they
would not go past three years. They
reached a stalemate, and the White Sox
feared the Astros and Blue Jays would
provide four-year deals.
“There was no way I was going to
commit to a regular four-year contract,”
White Sox chairman Jerry Reinsdorf
said, “so I was thinking, ‘How can we
bridge the gap here?’ ”
Reinsdorf, who owns the Chicago
Bulls, decided to try an NBA tactic, one
he talked about for years with Williams
and Hahn. He would oﬀer a three-year
deal for $39 million, with a club option
for $15 million. The twist? The buyout,
after several tweaks, would be the exact
same as the salary. So Hendriks would
be paid $54 million whether he pitches
three years or four years.
“Hannaford not only grasped what
we wanted to do,” Hahn said, “but came
up with the structure to make sure it
complied with the CBA.”
If the White Sox do not pick up the
option, the $15 million buyout would be
spread out over 10 years, paying him
$1.5 million a year without interest,
valuing the contract at $51.166 million.
“While I knew we weren’t really going
to save any money,” Reinsdorf said, “the
reason I proposed 10 years is that it
would give us some cash ﬂow relief. The
player would get the same money he
was going to get, but if we had to let him
go, I didn’t want to have a $15 million
payment for the year if we had to replace
him. It just made it easier to absorb the
pain if we had to let him go. If we didn’t
do that, I don’t think we would have gotten him.”
A day later, on Jan. 11, the deal was
ﬁnalized. Hendriks would receive a
$1 million signing bonus, $11 million this
year, $13 million in 2022, $14 million in
2023 and a $15 million club option with a
$15 million buyout.
The fascinating aspect of the deal’s
structure is that Hendriks could potentially earn more money if he struggles in
2023 and the White Sox decide not to
pick up his option. The White Sox would
still owe him the $15 million and he
could re-enter the free agent market.
“I had a lot of fun in the free agent
process,” Hendriks said. “Now, here I am
wearing that black slimming uniform.
Hopefully, I’ll soon be wearing a World
Series ring too.”
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Sourcewell, a State of Minnesota local government agency
and service cooperative, is requesting proposals for Bulk
Solid Waste and Recycling Equipment to result in a
contracting solution for use by its Participating Entities.

HEALTH/FITNESS

Notice to Bidders
Region 14 ESC (the “Lead Agency”), on behalf of National
Cooperative Purchasing Alliance (NCPA) and public agencies in
all 50 states, that elect to access the Master Agreement is
soliciting proposals to enter into Master Agreements for:
• Building and Facilities Supplies and Services #11-21
• Facilities and Asset Management Information Systems
#02-21
• Firefighting Equipment and PPE #09-21
• HVAC Equipment, Installation, Service, & Related
Products-Supplemental #01-21
• Intermediate Term Financing Programs and Related
Services #08-21
• Modular & Pre-Engineered Buildings #03-21
• Parking Data Analytics, Predictive Analysis, and
Optimization Systems and Services #07-21
• Playground Surfacing and Other Surfacing Solutions #10-21
• Real Time Digital Road Safety Spotter and Evidence Capture
Technology #06-21
• STEM Education programs including Artificial Intelligence,
and Robotics Development Curriculums #05-21
• UV-C Stationary and Autonomous Indoor Air Cleaning
Systems and Services #04-21
Due Thursday, March 25, 2021 at 2:00 pm CST
Responses shall be received electronically no later than
the submittal deadline via our online Bonfire portal at
ncpa.bonfirehub.com.
To request a copy of specifications, please visit
NCPA’s website www.ncpa.us.

Place your advertisement in USA TODAY Marketplace!
To advertise, call: 800-397-0070

Sourcewell Participating Entities include thousands of
governmental, higher education, K-12 education, nonprofit,
tribal government, and other public agencies located in the
United States and Canada.
A full copy of the Request for Proposals can be
found on the Sourcewell Procurement Portal
https://proportal.sourcewell-mn.gov.

Only proposals submitted through the Sourcewell
Procurement Portal will be considered.
Proposals are due no later than April 6, 2021, at 4:30pm
Central Time, and late proposals will not be considered.
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FINANCIAL SERVICES

$200K IN UNSECURED CREDIT
No income or job veriﬁcation, no collateral.
Plus boost your FICO 200 points in 90 days.
Free book reveals details, limited supply:

www.creditsecretsfree.com
Looking to advertise your business
in USA TODAY Marketplace?
We can help! Call (800) 397-0070

ATTENTION
If you’ve had Hernia Surgery
and have experienced any

BOOKS / PUBLICATIONS

A Garden Observed:
Cultivating A Life
by Melanie Boyer
Enchanting 220 page
coffee-table devotional filled
with garden photography

Available on Amazon

COMPLICATIONS

TRAVEL

you may be entitled to

SIGNIFICANT CASH
COMPENSATION.

CAMPGROUNDS
Celebrate 2021 at Boulder Creek Lodge Montana

“The Happiest Place in Montana”
It is time to plan your 2021 Summer Vacation

CALL THE HERNIA MESH
HELPLINE NOW AT

Think Montana

800-478-7176

ORDER ANY
LAB TEST
ONLINE
Text OrderMyLabTests to 41242

Boulder Creek Lodge in beautiful southwest Montana
is located between two mountain ranges that make
up the Northern Rocky Mountains. Located 11 miles
north of Philipsburg, Mt or midway between Glacier
National Forest and Yellowstone. During your visit
plan on ﬁshing, sapphire mining, visiting ghost towns,
and visiting a famous candy store. Destinations within
a short drive of the resort: Phillipsburg, Butte, Deer
Lodge, Anaconda, Missoula, and Helena, Montana.
Resort features: Cabins, Glamping Tipis and Conestoga
Wagon, RV Park, restaurant and free strong wiﬁ.

Boulder Creek Lodge Montana
4 Boulder Creek Road,
Hall, Montana 59837

Call 406-859-3190
www.bouldercreeklodgemontana.com
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