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Introduction

ÅMarketing is the process of defining your product or service, 
identifying your customer and selecting the most effective way of 
ƻŦŦŜǊƛƴƎ ȅƻǳǊ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ ŀǎ Ŧƛǘ ŦƻǊ ǘƘŜ ŎǳǎǘƻƳŜǊΩǎ ƴŜŜŘǎ ƻǊ 
desires.

Å A Five-Point Strategy for Marketing to State Entities

1. Research

2. Developing SMART Goals

3. First impressions:  Indirect Contact

4. First impressions ςDirect Contact

5. Building Partnerships



Research

Industry Analysis

Understanding the industry you are in, the history of that industry, 
its current challenges and the potential for future growth are critical 

aspects of the marketing planning process.



Research

Market Analysis

Å The more specifically you define your target market, the more 
effectively you can communicate your value to that market. The 
following resources provide information about state government 
procurement processes. Understanding these processes will allow 
you to tailor your marketing efforts specifically to state purchasing 
needs.  Two available resources are:

ïVendor Guide ς¢ƘŜ /ƻƳǇǘǊƻƭƭŜǊΩǎ ±ŜƴŘƻǊ DǳƛŘŜ ƛǎ ŀǾŀƛƭŀōƭŜ ƻƴƭƛƴŜ 
and offers a wealth of information to help vendors better understand 
the state of Texas purchasing process. 
www.window.state.tx.us/procurement/pub/vendor_guide.pdf

ïHUB  Report ςTwice a year state entities report their expenditures by 
specific category. Use the report to determine which entities might be 
the best matches for your products or services. 
www.window.state.tx.us/procurement/prog/hub/hub-reporting

http://www.window.state.tx.us/procurement/pub/vendor_guide.pdf
http://www.window.state.tx.us/procurement/prog/hub/hub-reporting
http://www.window.state.tx.us/procurement/prog/hub/hub-reporting
http://www.window.state.tx.us/procurement/prog/hub/hub-reporting








Note: These are not 
Class and Item Codes









Research

Competitive Analysis

Competitive analysis is an exploration of the companies in a given 
industry sector or market niche that are competing for market 
ǎƘŀǊŜ ǿƛǘƘ ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ ǇǊƻŘǳŎǘǎ ƻǊ ǎŜǊǾƛŎŜǎΦ hƴŜ ǇƻǎǎƛōƭŜ 
analysis might be an in-depth exploration of your top five 
competitors, or a simple product or service comparison of a larger 
number of competitors. Accessing the Centralized Master Bidders 
List (CMBL) to study competitor profiles in your area is a convenient 
way to acquire information without having to roam multiple 
websites or databases.



Research

Internal Analysis

Yƴƻǿ ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ ŎŀǇŀōƛƭƛǘƛŜǎΦ  /ƻƴǎƛŘŜǊ ŎƻƴŘǳŎǘƛƴƎ ŀ 
SWOTAnalysis

ïAn analysis of company Strengths should be market 
oriented/customer focused to meet customer needs.

ïWeaknesses refer to any limitations a company faces in 
developing or implementing a strategy. Weaknesses 
should also be examined from a customer perspective 
because customers may perceive weaknesses that a 
company cannot see. 

ïOpportunities are externalchances to make greater sales 
or profits in a business environment. 

ïThreats are externalelements in the business environment 
that could create difficulties for a business.



Research

Positioning Statement

Å Utilize your research to develop a strong Positioning Statement

ïDescribes to your target customer the benefit of purchasing 
your product/service, and 

ïIllustrates how your company stands out from all the others in 
your field.

Å Select several strong selling points to showcase when networking 
with state entities.



DevelopingSMART Goals
Å Specific: Specific goals allow you to focus and develop a structure 

for the successful sale of your product or service. A project outline 
is an excellent tool. 

ÅMeasurable: Setting milestones to track your progress will assist 
you in maintaining focus and providing motivation as you complete 
them. 

Å Attainable: Goals must be attainable and realistic within the 
ƎǳƛŘŜƭƛƴŜǎ ƻŦ ǘƘŜ ǎǘŀǘŜΩǎ ǇǊƻŎǳǊŜƳŜƴǘ ǇǊƻŎŜǎǎŜǎΦ 

Å Relevant: Your goal needs to be relevant to the project!   Goals for 
securing a private sector contract may be completely irrelevant to 
state procurement processes.  

Å Timely: Your goal needs to have a well-defined endpoint!  In 
addition to keeping your motivated, state procurement is bound by 
deadlines.  A missed deadline means a missed opportunity.



First Impressions:  Indirect Contact

Critical State Databases

Å The Centralized Master Bidders List (CMBL) is a master database 
used by State of Texas purchasing entities to develop a contact list 
for enrolled vendors to receive bids based on the products or 
services they can provide to the state. 

Å Each state agency shall make a good faith effort to utilize HUBsin 
contracts for construction, services (including professional and 
consulting services) and commodities purchases. The Statewide 
HUB Program provides HUB certification for minority and woman-
owned businesses in the State of Texas. Vendors seeking 
certification as a HUB are required to submit a completed HUB 
certification application and supporting documentation, affirming 
under penalty of perjury that their business qualifies as a HUB.







96 vendors found where class code (1) is '620', item code (1) is '79' or 'all', district flag 
(1) is '14' or 'all' sorted by name. (Inactive vendors listed in italics)



57 vendors found where class code (1) is '620', item code (1) is '79' or 'all', district flag 
(1) is '14' or 'all' sorted by name. (Inactive vendors listed in italics)



Vendor Profile

Ensure your company information is always

current:

ïEmail

ïBusiness Description 

ïClass and Item Codes

First Impressions:  Indirect Contact






