
State and Local 
Procurement 
Snapshot 
Q1 2020



< 2 > 

Table of Contents
03 Executive Summary

04 Market Snapshot

06 Total Project Counts Over Time

07 Agency Snapshot – Historical Trends

08 Quarterly Growth – Industry Ranking

09 Industry Ranking by Level of Government

10 Quarterly State Growth Tracker 

11 Special Feature

16 Glossary of Industries



State & Local Procurement Snapshot – Q1 2020 < 3 > 

Executive Summary  
The following list highlights key takeaways, trends and market developments from Q1 2020:

• Impacted by the coronavirus, bidding opportunities in the state, local and education (SLED) 
market decreased at a rate of -5.8% for Q1 2020 on a year-over-year basis. Compared to last  
quarter’s -0.8% rate, this -5% downward shift in growth is consistent with reported slowing in GDP  
for these two quarters.

• We can infer significant decreases in bids in the near future based on the sharp decline of -14% 
measured in the month of March 2020. 

• The sudden slowdown in bids was attributed to both greater caution in the face of expected 
economic slowing as well as the logistical challenges of getting bids processed when not all public 
employees are available for work in the office. Economists predict that the economy will shift downward 
in a recessionary pattern, with a potential return to normalcy at some point in 2021.

• We note that the current quarter actually fits in the range of historical results, although it falls 
short of the most recent stronger years of 2017-19.          

• With the exception of public safety (up by 0.7%), the slowdown affected all industries or types of 
purchases.  Several major industry groups saw better results on a relative basis, including operations & 
maintenance, construction and water & energy.  

• State government departments were only slightly impacted  from the coronavirus, decreasing  
by 1.5%. The greatest impacts were felt by education – declining by 11% for Q1. Local government 
decreased by 5%.

• Examples of growth could still be seen on a geographic basis.  A total of 13 states and the District of 
Columbia showed at least some year-over-year growth. The remaining 37 states had fewer bids.
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As the first quarter of 2020 kicked off we initially saw a 
typical slight decrease in bids (similar to last quarter)  
through February. However, by March there was a sharp 
14% decline in bids and RFPs, netting a -5.8% overall 
change for the quarter. The impacts of the coronavirus on 
the economy have been a constant topic of discussion. 
The initial Real GDP result for Q1 2020 is -4.8%, down 
substantially from the +2.1% in Q4. That downward shift of 
around 7% is directionally consistent with the 5% downward 
shift in growth rates for SLED bids – moving from -0.8% in 
Q4 to -5.8% currently. 

Forecasts are generally calling for a deep impact in Q2 
followed with a recovery pattern beginning in the second 
half. The panel of economists in The Wall Street Journal’s 
monthly survey (April ed.) are split over the nature of 
the recovery. Nearly half (47%) anticipate a “V-shaped” 
recovery that has “a sharp drop followed by a sharp 
rebound.” Another 45% expect a “U-shaped” recovery 
where there is a “prolonged bottom.” But overall, the panel 
expects the economy to normalize in 2021. 

Some of the impacts seen so far on bids can be attributed 
not just to economic slowing and impacts on future 
government revenues, but because of fewer staff in the 
office or slowed productivity in procurement. Several 

State, down -1.5%

Education, down -11.1% 

ANNUAL CHANGE BY AGENCY TYPE  
(from last year)

Local, down -5.3%

ANNUAL CHANGE BY INDUSTRY  
(top sectors)

Market Snapshot   
The first quarter of 2020 was mixed for the SLED market, beginning with a rate of growth similar 
to last quarter and ending with a coronavirus-led decline, which affected all industries. 

sources hint at the difficulties SLED governments have 
had in moving workers to home locations. In a March CNN 
article it was mentioned that “A number of county leaders 
pointed to how expensive it is to transition essential 
government workers to a ‘work from home’ solution.”  

Public Safety, up +0.7%

Construction, down -3.7%

Operations & 
Maintenance, down -3.1%

Water & Energy, down -4.9%

Local news outlets in Michigan and Florida noted how it 
wasn’t feasible for certain state employees to work from 
home. Cities have also been challenged, having to change 
laws that previously required in-person meetings. However, 
the ultimate impacts from the economy and tax revenue 
will be of greater concern to bid volume than any work-
from-home technical challenges or inconveniences.

SPECIAL FEATURE: TRENDS IN THE 
HIGHER EDUCATION MARKET

We interview three experts in higher education to 
provide a useful overview of the latest trends in 
purchasing, infrastructure and technology. This 
discussion includes insights that can help prepare 
contractors and vendors for success selling into 
this important level of government.  

https://www.bea.gov/news/2020/gross-domestic-product-1st-quarter-2020-advance-estimate
https://projects.wsj.com/econforecast/?standalone=1#ind=gdp&r=20
https://projects.wsj.com/econforecast/?standalone=1#ind=gdp&r=20
https://www.cnn.com/world/live-news/coronavirus-outbreak-03-25-20-intl-hnk/h_1f1be27ad4a7a2f0b18a6c139e3bef06
https://www.cnn.com/world/live-news/coronavirus-outbreak-03-25-20-intl-hnk/h_1f1be27ad4a7a2f0b18a6c139e3bef06
https://www.lansingstatejournal.com/story/news/2020/03/18/michigan-state-workers-coronavirus-remote/5068910002/
https://www.tallahassee.com/story/news/politics/2020/03/17/coronavirus-and-work-many-state-workers-cant-work-remotely-during-outbreak/5066762002/
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State government departments were only slightly down 
this quarter in bid volume while education and local 
governments took the biggest hit. There are good reasons 
why more flexible, longer-term state contracts will be less 
impacted. During the Great Recession, there were only 
minor impacts on the number of bids at the state level, even 
though the spending made per contract may have been 
trimmed. States are using their rainy day funds and shifting 
to a more cautious outlook that will likely involve some 
budget cuts for the coming fiscal year (starting in July). 
Across SLED, government officials will have to estimate 
impacts on future tax revenue and debate where to find 
savings. In terms of the overall market, we can expect 
further significant declines in bids based on the size of the 
decrease in March.

ANNUAL RATE OF CHANGE

CHANGE IN MARKET OPPORTUNITIES

Q1 ‘20-5.8% 
Q4 ‘19

Q1 ‘19 

-0.8%

 131,231

Q3 ’19

Q2 ’19

A Historical Perspective on the First Quarter

With the departure from the recent trend line, we 
wanted to back up and place the current quarter in 
historical perspective. Over the last eight years, the SLED 
marketplace has grown by around 0.8 percent per year in 
additional bids and RFPs issued. However, this includes 
periods of high growth of 2-5% annually offset by periods 
of declines. The current Q1 2020 decrease of -5.8% is not 
deep enough to be well outside of the historical range of 
growth since 2012. In Q4 2014, for example, we measured 
a similar -5% decline. The chart below gives the absolute 
number of bids for Q1 of each year, illustrating A) how 
2017-19 has been a robust period historically speaking, and 
B) how the current quarter – while breaking from recent 
patterns - still fits within the earlier, slower 2012-16 period. 
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https://apnews.com/c0f90f74b1c70e73d8102317af3682ef
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SLED Project  
Counts Over Time

Total Volume and Annual Rate of Change in 
Bids & RFPs

GovWin’s database shows clear seasonality trends in the 
SLED market based on eight trailing quarters of activity. 
Because of seasonality, we measured growth for the overall 
market in competitive bids and RFPs by comparing same 
quarter year-over-year activity. 

While the general shape of the seasonal pattern remains 
basically the same, incremental shifts in growth rates can 
be seen. The current annual growth rate of -5.8% for Q1 ‘20 
is five percent slower than last quarter’s rate of -0.8%. 

Source: GovWin’s market intelligence database, including state, local and educational agency contracting activity 
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Agency Snapshot— 
Historical Trends

Annual Growth in Bids/RFPs by Quarter  
 (vs. previous year same quarter)

The overall decrease in Q1 2020 for this market was driven 
by education (-11.1%) government and local government 
(-5.3%). State government bids decreased slightly (-1.5%). 
Note that beginning this quarter, public universities were 
moved out of the “state government” category and into the 
“education” segment. Education had historically included 
independent K-12 districts and local public community 
colleges, but we expanded the segment to include all 
public higher education as well as the K-12 districts. This 
change allows us to more easily track the movement of 
higher ed as a distinct sub-category in this series. For 
example, for Q1 2020, higher ed was  -13.8% while K-12 was 
-9.6%. Historical counts and growth rates for the three 
primary levels of government were re-calculated and are 
visible in the chart. 

Source: GovWin’s market intelligence database, including state, local and educational agency contracting activity 

Annual Growth Rates of Bids & RFPs by Level of Government

Q1 ‘18 Q2 ‘18 Q3 ‘18 Q4 ‘18 Q1 ‘19 Q2 ‘19 Q3 ‘19 Q4 ‘19 Q1 ‘20
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Quarterly Growth Industry Ranking – Q1 2020   

Year-Over-Year Growth Rates in Bids/RFPs (Q1 ‘19 vs. Q1 ‘20) 

We looked deeper into activity by industry. This analysis divides the market into 12 distinct sectors, as defined in the glossary. Growth rates (ranging from 0.7% to -15.5%) are based on 
change in bid volume in Q1 ‘20 versus the same quarter one year ago, Q1 ‘19. 

BOTTOM FOURMID TIERTOP FOUR

Educational Products 
& Services

-11.1% 
in Q1’20 from Q1’19

Environmental 
Services

-5.7% 
in Q1’20 from Q1’19

Operations & Maintenance
O&M was #2 for local government and #4 for 
 state government

-3.1%
in Q1’20 from Q1’19

Transportation

-15.5%
in Q1’20 from Q1’19

Healthcare

  -7.5%
in Q1’20 from Q1’19

Water & Energy
This market was ranked #5 for local government 
and was higher ranked for state and education 
government

-4.9%
in Q1’20 from Q1’19

Financial Services & 
Insurance

-8.9% 
in Q1’20 from Q1’19

Technology & Telecom

-5.0% 
in Q1’20 from Q1’19

Public Safety
This market was ranked #1 for local, #2 for state 
government and #3 for education government

+0.7%
in Q1’20 from Q1’19

Professional Business 
Services

-11.6% 
in Q1’20 from Q1’19

Architecture & 
Engineering

-6.9%
in Q1’20 from Q1’19

Construction
Construction was #2 in education, while ranking #5 
and #6 for local and state government, respectively  

-3.7%
in Q1’20 from Q1’19



State & Local Procurement Snapshot – Q1 2020 < 9 > 

Industry Growth 
Ranking by Level  
of Government

Annual Growth Rates In Bids/RFPs   
(Q1 ‘19 vs. Q1 ‘20) 

To provide further insight into each of the three larger 
government types, we broke out the growth rates for the 
current quarter by industry and ranked the 12 industries to 
highlight areas of stronger growth or expansion within each 
type of government. 

The results demonstrate obvious differences in purchasing 
and/or budgeting priorities between the levels of 
government, with generally low correlations across the 
levels. What is highest ranked in one type of agency is often 
lower ranked at other levels. 

Industry State  
Ranking

Education 
Ranking

Local 
Ranking

Architecture & Engineering 12 4 7

Construction 5 2 6

Educational Products & Services 6 9 11

Environmental Services 7 11 3

Financial Services & Insurance 8 5 9

Healthcare 11 7 4

Operations & Maintenance 4 8 2

Professional Business Services 10 12 10

Public Safety 2 3 1

Technology & Telecom 3 1 8

Transportation 1 6 12

Water & Energy 9 10 5
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Quarterly State 
Growth Tracker –  
Q1 2020   

Bids & RFPs, Year-Over-Year Comparison 

Base: Total number of bids & RFPs issued by state and  
local agencies. 

Geography: All 50 states & District of Columbia. 

Calculation: Comparing current quarter versus same 
quarter one year ago, grouped into three tiers by growth rate. 
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Q. What are some of the unique aspects of the higher 
education market that set it apart from other types  
of government?

A. Higher education is uniquely different than other types 
of government with more than 7,000 institutions nationally, 
over 19 million enrolled college students and $584 billion 
in annual spending ($372 billion among public degree-
granting institutions). It’s important to acknowledge 
the differences in institution type, size and stakeholder 
responsibility. There are many different categories that 
impact purchasing, from 2-year vs. 4-year, to public vs. 
for-profit vs. private not-for-profit, to religious-affiliated 
vs. research-oriented vs. intercollegiate sports oriented, 
among others. Secondly, these types of institutions range 
in size, geographic location and complexity, from large 
public multi-campus state university systems to small 

private colleges and local community colleges. Needs 
also vary by institution, remembering that the basic goal 
of educating students is similar. And lastly, consideration 
should be given to the various stakeholders and the 
spectrum of their responsibilities or delegated authority. 
When looking through the lens of higher education you not 
only have to consider administration and staff or governing 
boards, but also students, tuition-paying parents, alumni 
who care deeply for their institutions, and in many cases 
the taxpayers. 

Q. What are some of the greatest challenges for higher 
education officials?

A. The higher education community is faced with several 
challenges including declining student enrollment, aging 
infrastructure, reduced state funding and managing the 
ever-increasing demand for technology. For the vendor 
community, it’s important to know the institution’s 
priorities as well as who you are selling to in order to 
provide meaningful solutions to help meet their challenges. 
Higher education leaders are very collaborative in 
sharing information in regards to financial management, 

Trends in the Higher Education Market:  
A Conversation with Leading Experts    
To explore key trends and best practices for selling into the higher education market, we 
interviewed three experts covering purchasing, infrastructure and technology. 

PURCHASING

Nathan Sorenson 
Director of Government Contracts, 
Midwestern Higher Education Compact

https://nces.ed.gov/fastfacts/display.asp?id=84
https://nces.ed.gov/fastfacts/display.asp?id=372#College_enrollment
https://nces.ed.gov/fastfacts/display.asp?id=75
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administration and technology acquisitions. Some 
businesses may object, wanting details of their IT solutions 
to remain confidential for competitive reasons. Insight 
can be found on public listservs and institutional websites, 
where posts share details on how these officials are 
addressing their plans to better serve students and fulfill 
their teaching and learning missions. 

Q. Across SLED government, we find procurement staff 
are often over-worked. In higher education, do you find a 
similar situation?

A. In general, the function of procurement and the 
pressures facing staff are similar across the levels of 
government. However, for new acquisitions, the public 
higher education procurement process is notoriously 
sluggish, requiring months of preparation, advertising, 
evaluations and negotiations to ensure opportunity for open 
and fair competition and transparency. Higher education 
procurement staff have the same tasks and challenges 
to establish an agreement for a given set of goods and/or 
services, and there are three primary strategies:

• Use a new, advertised bid process

• Use existing state contracts

• Use existing cooperative contracts

The majority of all purchases and spending involves 
conducting a sourcing activity and entering into new 

stand-alone contracts, through some type of request 
for proposal, invitation for bid or quote. It also depends 
on the dollar threshold, where an institution may or may 
not have to meet competitive sourcing rules. Some 
public institutions have access to state master contracts, 
allowing for easy purchasing of products and sometimes 
services from approved vendors. When available, these 
contracts are encouraged. A third option is cooperative 
purchasing, which requires all contracts to originally be 
awarded through full and open competition. Cooperative 
purchasing can occur at the state, regional and national 
level, with the goal of combining requirements of two 
or more governmental units to obtain the benefits of 
volume purchases and/or reduction in administrative 
expenses. Procurement staff have many options for 
leveraging cooperative contracts. I am certain, however, 
that cooperative purchasing plays a key part of every 
institution’s overall purchasing strategy. Many higher 
education institutions are allocating ten percent or more of 
their total spend to cooperative contracts. This can often 
save significant staff resources, time and expense, and may 
also increase staff productivity.

Q. What advice would you give to businesses that are 
interested in selling into this market?

A. Selling to the higher education community often 
involves long sales cycles and requires a focus on building 
relationships over time. Know the institutions ’ timeline, 
budget cycle, fiscal year and priorities. Higher education 
leaders want to build relationships with providers who have 
taken the time to get to know them and their institution, 
and who can engage in meaningful conversations about the 
value of their product, service or solution. 

Connect with higher education leaders at local, regional 
and national education events. When contacting an 
institution directly, be clear and transparent about 
what you are offering, and the value it can provide an 
institution. When leveraging a cooperative contract, 
educate the institution about the opportunity. It gives 
them the ability to review and analyze the pricing and 
services before making a decision to use that contract. 
Cooperative contracts can help providers and institutions 
form deeper and more effective partnerships to better 
support each other, their collective missions and the 
students. Remember to service the institution well. The 
higher education community is well-connected and 
openly shares both their good and bad experiences. 

“Procurement staff have many options 
for leveraging cooperative contracts. I 
am certain, however, that cooperative 
purchasing plays a key part of every 
institutions' overall purchasing strategy.”
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Q. In our previous research on the SLED AEC market, we 
showed Census construction data showing funding for 
higher education rose by around 2% per year since 2013. 
Would you say this increase is large enough to keep up 
with the needs? 

A. A 2% average rate of growth is really just keeping up 
with inflation or “kicking the can down the road”. Due to 
lack of federal and state funding, the market has suffered 
from deferred maintenance for many years. There has 
generally been a lack of adequate investment when 
compared with the large scope of these unmet needs. 
We are seeing structures reaching a critical point in their 
age and institutions realizing that they need to address 
a wide range of safety and building performance issues. 
Having said that, my firm has recently seen an uptick in 
the volume of engineering studies or work requested 
– around 10% or so higher than the previous year. 
Completed engineering work doesn’t necessarily translate 
into more construction spending, but it does suggest 
that a wider range of choices are being considered. 
While a coronavirus-led slowdown in the economy will 
affect budgeting and the timing for any upward change 
in spending, this is positive and points to a potential shift 
toward making higher ed infrastructure more of a priority, 
even if it takes a few years to fully materialize.

Q. How has the process of budgeting in higher ed 
affected infrastructure investment?

A. One of the greatest challenges has been the inability of 
public higher ed institutions to build a reliable source of 
infrastructure funding into their budgeting process. It ends 
up competing with other needs and is simply too easy to 
defer. In my state, five years went by with considerable 
budget challenges, and the governor basically told everyone 
that higher ed institutions do not have any “extra” funding 
for any purpose. I think many states have seen the error of 
their ways, with several now re-investing that had historically 
not been funded over several administrations. This includes 
Illinois and Wisconsin among others. As the exception, Texas 
has always had a robust funding mechanism.

Q. What are some of the major drivers of demand for 
contracting activity in infrastructure?

A. There are several key drivers: 

Deferred Maintenance: This is a major problem on nearly 
every campus, particularly for that large group of buildings 
50-70 years of age, which were originally built fairly quickly. 
Most of the envelopes on these buildings are failing (water 
infiltration issues) or are not meeting performance criteria. 
It may not be a serious life or death threat, but parts of 
buildings, walls, walkways, masonry or parapets can still 
crack and spall, and minor injuries may be possible. Also, 
universities and colleges are competing with one another 
to recruit students, and a well-maintained, fully functional 
campus can help make a good impression. So being 
responsible to keep up with audits, regular testing and 

maintenance ends up ultimately supporting marketing and 
tuition income. 

Changes in Teaching/Research Methodologies:  
Teaching strategies have more recently favored robust 
technology, collaboration and smaller group breakout 
discussions rather than sitting in a huge lecture hall with 
fixed chairs listening silently to the professor for an hour 
with no interaction. This translates into a need for more and 
smaller classrooms and newer design strategies for large-
scale learning. 

Upgrading Bathrooms: A related trend is the push 
for upgrading bathrooms to gender-neutral status, 
accommodating single parents or nursing mothers and 
complying with ADA disabilities standards. 

Technology Needs: Newer buildings automatically include 
heavier duty wiring and fiber to support connectivity and 
newer technology both within and between buildings on a 
campus. 

Seismic Retrofits: California has budgeted billions of 
dollars in seismic-related maintenance and work that they 
need to address over the next 7-10 years. They really are 
pushing to get these done over the next 2-3 years. Whether 
they get all of that funding, they are still making the case for 
them as high-priority items.

Building Codes: Building codes have dramatically changed 
since the last big wave of university building construction. 
Besides the newer requirements for those with disabilities 
and seismic performance, there are building performance 

INFRASTRUCTURE

Quinne Chessman 
Senior Associate, Thornton Tomasetti
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requirements for upgraded air circulation and air 
conditioning, better insulation and windows, and so on. 
These are placed on the entire structure even if only one 
part is being changed, which helps make full rebuilds 
somewhat more cost-effective than before versus 
remodels. The process of deciding between these two 
options and weighing deficiencies and risks is done based 
on feedback from architects and engineers – which helps 
explain the recent uptick in design contracts. 

Q. Where do you see things headed in the near future in 
terms of funding and these trends?

A. I see some progress being made, but I don’t think these 
tough funding challenges and unmet needs are going 
away anytime soon. With the impact of the coronavirus, 
institutions will be generally looking to reduce their 
spending wherever possible, but they will still be pushing 
to keep improving their buildings in critical areas where 
safety is involved. It is difficult to forecast how things will 
play out with the economy, but some of these projects 
may be deemed essential and receive funding. When I look 
at an increase in engineering work recently, I think that at 
least part of it can probably be attributed to institutions 
nationally that are taking a hard look at their infrastructure 
needs they have been neglecting. They can still choose to 
under-invest, but the stakes may be too high to continue 
doing that. As I mentioned, upgrading facilities does 
help higher education institutions to recruit students. 
Universities and colleges that can figure out how to afford 
to fully maintain and improve their campuses will stand out 
and be more competitive into the future.

Q. How would you describe the trend of digital 
transformation taking place in higher education?

A. Digital transformation seems to be a hard-fought battle 
these days. One major issue facing higher education 
is that by not going digital, institutions run the risk of 
falling behind the tech curve. If students expect it in 
their home (or dorms) then they will grow to expect it in 
the classroom. That expectation can then translate into 
modern, equipped facilities and administrative work, thus 
making digital transformation less of a battle and more of 
a basic requirement. The beauty of digital transformation 
is that it can be scalable if an institution can start small 
and grow to adopt more measures. There is a definite 
possibility of finding efficiencies, which are not just helpful 
but necessary to maintain a competitive edge in securing 
future students. 

Q. What are some of the best areas for growth in higher 
education IT?

A. In the world of edtech, frequent discussion topics 
include accessibility, integration and growth. One 
proposal would be to shift attention to the needs of 
the users (students, faculty, staff and prospective 
students) and keep that in constant focus. Think of every 

TECHNOLOGY

Morgan Parkin 
Research Analyst, GovWin from Deltek

buzzword in edtech: Usability, scalability, interoperability, 
personalization, efficiency, customizable, etc. With such 
a diverse group of users, higher ed technology should 
consider these buzzwords but also fall back to its core, 
which is fostering growth in learning and development. 
Educational institutions should not only be concerned with 
student retention but also teacher retention. Technology 
can steady a ship and make it run more smoothly but the 
remaining tech users need to steer the ship to success 
and growth. Finally, artificial intelligence promises 
additional benefits in improving the educational process 
but concerns about security and student privacy must be 
addressed along the way.

Q. How can higher education address the need for 
greater tech adoption?

A. They need to invest in the employee. Educators are 
practically screaming for training services and these 
investments can have a huge payoff. They need both the 
tools themselves and the training to use those tools.Having 
technologies that can integrate with current university 
systems is essential, but available trainings can create a 
two-way street of tech implementation. It is one where 
universities are investing in the teacher but also that tech 
adoption is an important role of the educator. 

Q. Looking beyond the coronavirus, what is the future of 
higher ed technology?

A. The future of higher education technology goes back 
to the fundamentals of learning environments such as 
communication, instruction and accessibility. Institutions 

State & Local Procurement Snapshot – Q1 2020
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should commit to these and adopt a growth mindset with 
a learning environment conducive to it. Higher ed should 
allow technology to fuel the engines of communication 
through AI chatbots, instruction through learning 
management systems and accessibility through training 
programs. Through continued implementation of available 
proven technology tools, an institution can keep students 
engaged with their academic programs, career interests 
and available resources. 

NATHAN SORENSEN 
Director 
Midwestern Higher Education Compact

Nathan Sorensen joined the Midwestern Higher Education 
Compact (MHEC) in January 2013 and serves as the 
director of government contracts where he is responsible 
for administrating MHEC’s contracts and vendor 
management. MHEC is one of four regional interstate 
compacts in the United States, with each having its 
own niche for addressing issues and advocating for 
postsecondary education. A compact is a statutorily-
created contract among the states to work collaboratively 
together on issues of common concern and interest 
through multi-state: convening, research, programs, and 
contracts. MHEC is governed by a 60-member commission 
of legislators, higher education leaders and governors’ 
representatives. Member state appropriations, foundation 
grants and program fees finance MHEC’s activities.

QUINNE CHESSMAN 
Senior Associate 
Thornton Tomasetti

Quinne Chessman joined Thornton Tomasetti in 2016 and 
leads the higher education market sector. With more than 
a decade of strategic marketing experience in the AEC 
industry, she oversee the firm’s national higher education 
business development. She aligns business activities and 
strategies with shifts in academic priorities and trends, 
focusing on the intersection of innovation, collaboration 
and sustainability. Prior to joining Thornton Tomasetti’s 
Chicago office, Chessman held marketing and business 
development roles at KPFF Consulting Engineers, Holzman 
Moss Bottino Architecture and ZGF Architects in New York 
City. Chessman received a bachelor’s of fine arts from 
Columbia College Chicago and is an active member of the 
Society for College and University Planning.

MORGAN PARKIN  
Research Analyst 
GovWin from Deltek

Morgan Parkin is the lead researcher for education within 
Deltek’s State, Local and Education (SLED) research team. 
In her role she interviews government officials about 
trends in products and services, both for K-12 and higher 
education. She is responsible for creating and maintaining 
content, specifically through conducting in-depth 
research and analysis of education projects. Parkin covers 
the Information Technology and Professional Services 
industries for Education while also assisting on reports, 
webinars and forecasts for the SLED market. She served 
as a speaker for an EdWeek webinar and was quoted in 
an article within EdWeek’s Market Brief. She obtained a 
Business Administration degree with an economics minor 
from Marymount University in Arlington, Virginia. 

https://www.mhec.org/
https://www.thorntontomasetti.com/
https://www.deltek.com/en/products/business-development/govwin
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Architectural and engineering related work 
including project design, planning, inspection 
and surveying

Glossary of Industries     
The following listing provides a brief description of each of the 12 major industries profiled in this report. 

A broad range of 'operations' functions 
that are typically purchased in multi-year 
renewable contracts such as: cleaning, waste, 
infrastructure and grounds maintenance, 
uniforms, food, and facilities supply orders

The construction, expansion, replacement,  
or enhancement of roads, buildings,  
structures or landscaping

Products and services intended  
specifically for the educational market  
such as textbooks, education software  
and education consulting services

Testing and measurement services such as: 
environmental consulting, environmental 
testing, wildlife/stream/soil assessments, 
scientific research and GIS mapping

Services and consulting in areas such as 
administrative, employment, economic, legal, 
professional, business and printing/publishing

Healthcare services, supplies and equipment, 
as well as mental health and social services 

Products and services related to banking, 
investments, retirement, insurance, payroll, 
billing, accounting or auditing

Vehicle purchases and equipment,  
as well as transportation services such  
as intelligent transportation systems 
equipment and consulting

Construction or expansion of water or  
energy infrastructure, as well as consulting, 
equipment and supplies

A broad range of technology and telecom 
products and services such as hardware, 
software, wireless, cloud or IT consulting

Products and services specific to police,  
fire, emergency, security, corrections  
or military uses

Operations & Maintenance

Architecture & Engineering Construction Educational Products  
& Services Environmental Services

Professional Business 
ServicesHealthcareFinancial Services  

& Insurance

Transportation Water & EnergyTechnology & TelecomPublic Safety
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© Deltek, Inc. • All Rights Reserved • All referenced trademarks are the property of their respective owners.  

GovWin is the leader in market intelligence for businesses selling to the public sector. We provide enterprise, mid-market and small business 
customers with the most comprehensive set of federal, state, and local government contracting leads. Clients grow their sales pipelines 
with access to expiring term contracts, pre-RFP information, and planned, funded projects, along with government contacts, competitor 
information, and market analytics – all backed by our holistic integration and expert support. Learn more about how GovWin IQ can help equip 
your organization for success in public sector sales.

The information contained in this Deltek, Inc. publication has been obtained from publicly available federal, state and local government data sources. The analysis and opinions expressed herein are those of Deltek, Inc. and 
independent third party contributors and sources, and are subject to change based on market or other conditions. The content is intended for informational purposes only. While the information is deemed reliable, accuracy  
and completeness are not guaranteed and is provided on an as is basis. For any summaries, social sharing, reprints and images that you may wish to disseminate, we ask that you include appropriate attribution and linkage  
to GovWin by Deltek, Inc.

Try GovWin IQ Today at info.deltek.com/GovWinIQ-State-Local

https://twitter.com/govwin
https://www.facebook.com/deltekinc/
https://www.linkedin.com/company/deltek/
http://info.deltek.com/GovWinIQ-State-Local?sourceid=61&utm_source=in-report-link&utm_medium=Download&utm_campaign=2020GWIQ&partnerref=Download_in-report-link_2020GWIQ
http://info.deltek.com/GovWinIQ-State-Local?sourceid=61&utm_source=in-report-link&utm_medium=Download&utm_campaign=2020GWIQ&partnerref=Download_in-report-link_2020GWIQ
https://www.deltek.com/en/products/business-development/govwin?sourceid=61&utm_source=in-report-link&utm_medium=Download&utm_campaign=2020GWIQ&partnerref=Download_in-report-link_2020GWIQ

