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Company Name   

Address   

City 

Phone 

Email of Authorized Representative   

Name of Authorized Representative   

Title   

Signature of Authorized Representative  

Date   

TIPS Authorized Representative Name   

Title   

TIPS Authorized Representative Signature 

Approved by ESC Region 8   

Date   
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ative Signaturee

Meredith Barton

Chief Operating Officer

5/18/2020

SHI Government Solutions
1301 S. MoPac Expressway, Suite 375

Austin TX 78746
(800) 870-6079 (512) 732-0232

darek_awas@shi.com
Darek Awas

Sr. Contracts Specialist

5/8/2019



NOTICE TO MEMBERS REGARDING ATTRIBUTE RESPONSES 
TIPS VENDORS RESPOND TO ATTRIBUTE QUESTIONS AS PART OF TIPS COMPETITIVE 
SOLICITATION PROCESS.  THE VENDOR’S RESPONSES TO ATTRIBUTE QUESTIONS 
ARE INCLUDED HEREIN AS “SUPPLIER RESPONSE.”  PLEASE BE ADVISED THAT 
DEVIATIONS, IF ANY, IN VENDOR’S RESPONSE TO ATTRIBUTE QUESTIONS MAY NOT 
REFLECT VENDOR’S FINAL ATTRIBUTE RESPONSE, WHICH IS SUBJECT TO 
NEGOTIATIONS PRIOR TO AWARD.  PLEASE CONTACT THE TIPS OFFICE AT 866-839-
8477 WITH QUESTIONS OR CONCERNS REGARDING VENDOR ATTRIBUTE RESPONSE 
DEVIATIONS.  PLEASE KEEP IN MIND THAT TIPS DOES NOT PROVIDE LEGAL 
COUNSEL TO MEMBERS.  TIPS RECOMMENDS THAT YOU CONSULT YOUR LEGAL 
COUNSEL WHEN EXECUTING CONTRACTS WITH OR MAKING PURCHASES FROM 
TIPS VENDORS. 

 



200105 Addendum 2
SHI Government Solutions

Supplier Response

Event Information
Number: 200105 Addendum 2
Title: Technology Solutions, Products and Services
Type: Request for Proposal
Issue Date: 1/9/2020
Deadline: 2/21/2020 03:00 PM (CT)

Contact Information
Contact: Kristie Collins
Address: Region 8 Education Service Center

4845 US Highway 271 North
Pittsburg, TX 75686

Phone: +1 (866) 839-8477
Fax: +1 (866) 839-8472
Email: bids@tips-usa.com



SHI Government Solutions Information
Contact: Texas Team
Address: 1301 South Mo-Pac Expressway Ste 375

Austin, TX 78746
Phone: (800) 870-6079
Toll Free: (800) 870-6079
Email: texas@shi.com

By submitting your response, you certify that you are authorized to represent and bind your company.

Victoria Pubylski Victoria_Pubylski@shi.com
Signature Email
Submitted at 2/19/2020 4:40:15 PM

Supplier Note

ology Solutions, Products and Services. Should you have any questions regarding our response, please contac
t Victoria Pubylski at Victoria_Pubylski@shi.com or 512-983-6502. Thank you for your consideration, and know
we look forward to continuing our relationship with TIPS!

Requested Attachments
Vendor Agreement 200105_Vendor_Agreement_SHI.pdf

The vendor must download the Vendor Agreement from the attachment tab, fill in the requested information and uploa
d the completed agreement.
DO NOT UPLOAD encrypted or password protected files.

Agreement Signature Form 200105_Agreement_Signature_Form.pdf

If you have not taken exception or deviation to the agreement language in the solicitation attributes, download the AG
REEMENT SIGNATURE FORM from the "ATTACHMENTS" tab. This PDF document is a fillable form. Download the doc
ument to your computer, fill in the requested company information, print the file, SIGN the form, SCAN the completed a
nd signed AGREEMENT SIGNATURE FORM, and upload here.

If you have taken exception to any of the agreement language and noted the exception in the deviations section of the
attributes for the agreement, complete the AGREEMENT SIGNATURE FORM, but DO NOT SIGN until those deviations
have been negotiated and resolved with TIPS management. Upload the unsigned form here, because this is a require
d document.

Pricing Spreadsheet #1 200105_Pricing_form_1_SHI.xlsx

The vendor must download the PRICING SPREADSHEET SHEET from the attachment tab, fill in the requested informa
tion and upload the completed spreadsheet.
DO NOT UPLOAD encrypted or password protected files.

Pricing Spreadsheet #2 200105_Pricing_form_2_SHI.xlsx

The vendor must download the PRICING SPREADSHEET SHEET from the attachment tab, fill in the requested informa
tion and upload the completed spreadsheet.
DO NOT UPLOAD encrypted or password protected files.

References TIPS_200105_Reference_Form_SHI.xls

The vendor must download the References spreadsheet from the attachment tab, fill in the requested information and 
upload the completed spreadsheet. DO NOT UPLOAD encrypted or password protected files.



Proposed Goods and Services TIPS 200105_SHI Response_Proposed Goods and Services.pdf

Please upload one or more documents or sheets describing your offerings, line cards, catalogs, links to offerings OR li
st links to your offerings that illustrate the catalog of proposed lines of goods and or services you carry and offer unde
r this proposal. I does not have to be exhaustive but should, at a minimum tell us what you are offering. It could be as 
simple as a sheet with your link to your online catalog of goods and services.

Resellers/Dealers - COMPLETE AND UPLOAD ONLY IF YOU HAVE
RESELLER OF YOUR GOODS OR SERVICES PROPOSED

Reseller_Dealers_Sheet_SHI.xlsx

If the PROPOSING vendor has resellers that will be selling for the vendor UNDER this contract, the vendor must downl
oad the Resellers/Dealers spreadsheet from the attachment tab, fill in the requested information and upload the compl
eted spreadsheet.
DO NOT UPLOAD encrypted or password protected files.

HUB Subcontracting Plan Form OPTIONAL HUB_Subcontracting_Plan_Form_SHI.pdf

Completion of the HUB Subcontracting Plan Form is OPTIONAL. THE FORM INFORMATION HAS NO EFFECT ON YO
UR EVALUATION SCORE. IT IS INFORMATIONAL ONLY. Some Texas State agencies and Universities require it be a p
art of the file when determining if they can use a TIPS contract. If you choose to complete one, it is not project specific 
but the general plan the vendor would use. Complete it as best you can.
Vendor can download the HUB Subcontracting Plan Form from the "Attachments" tab and upload their HUB Subcontra
cting Plan Form.

D/M/WBE Certification OPTIONAL SHIGovernmentSolutionsCertificate2019.pdf

D/M/WBE Certification documentation may be scanned and uploaded if you desire to claim your status as one of the i
dentified enterprises. (Disadvantaged Business Enterprise, Minority Business Enterprise and/or Woman Business Ent
erprise) If vendor has more than one certification scan into one document. (PDF Format ONLY)
DO NOT UPLOAD encrypted or password protected files.

HUB Certification OPTIONAL HUB Certificate - valid until APR 2020.pdf

HUB Certification documentation may be scanned and uploaded if you desire to document you status as a HUB compa
ny. (Historically Underutilized Business) (PDF Format ONLY)
DO NOT UPLOAD encrypted or password protected files.

Warranty Warranty Information.pdf

Warranty information (if applicable) must be scanned and uploaded. (PDF Format ONLY)
DO NOT UPLOAD encrypted or password protected files.

Supplementary No response

Supplementary information may be scanned and uploaded. (Company information, brochures, catalogs, etc.) (PDF Fo
rmat ONLY)
DO NOT UPLOAD encrypted or password protected files.

All Other Certificates No response

All Other Certificates (if applicable) must be scanned and uploaded. If vendor has more than one other certification sc
an into one document. (PDF Format ONLY)
DO NOT UPLOAD encrypted or password protected files.

Logo and Other Company Marks SHI-GS Logo.JPG

If you desire, please upload your company logo to be added to your individual profile page on the TIPS website. If any 
particular specifications are required for use of your company logo, please upload that information under the Supplem

Preferred Logo Format: 300 x 2
25 px - .png, .eps, .jpeg preferred

Conflict of Interest Form CIQ- ONLY REQUIRED IF A CONFLICT EXISTS PER THE
INSTRUCTIONS

No response

ONLY REQUIRED IF A CONFLICT EXISTS PER THE INSTRUCTIONS
Conflict of Interest Form for Vendors that are required to submit the form. The Conflict of Interest Form is included in t
he Base documents or can be found at https://www.tips-usa.com/assets/documents/docs/CIQ.pdf.



Certificate of
Corporate Offerer -
COMPLETE ONLY IF
OFFERER IS A
CORPORATION

CERTIFICATION_OF_CORPORATE_OFFERER_FORM_w Signature Authorization Letter.pdf

COMPLETE AND UPLOAD FORM IN ATTACHMENTS SECTION ONLY IF OFFERER IS A CORPORATION
Disclosure of Lobbying Activities Standard Form LLL No response

ONLY IF you answered "I HAVE Lobbied per above" to attribute #66, please download and complete and upload the St

Confidentiality Form CONFIDENTIALITY_CLAIM_FORM_rev111819RP_Signed.pdf

REQUIRED CONFIDENTIALITY FORM. Complete the form according to your company requirements, make any desire
d attachments and upload to the appropriate section under "Response Attachments" THIS FORM DETERMINES HOW 
ESC8/TIPS RESPONDS TO LEGAL PUBLIC INFORMATION REQUESTS.

Response Attachments
TIPS RFP Vendor Agreement (Exceptions)2.18.20.docx

SHI Exceptions to Terms and Conditions - Vendor Agreement

Bid Attributes

1 Yes - No
Disadvantaged/Minority/Women Business Enterprise - D/M/WBE (Required by some participating governmental enti

YES

2 Yes - No
Historically Underutilized Business - HUB (Required by some 
participating governmental entities) Vendor certifies that
their firm is a HUB as defined by the State of Texas at https://comptroller.texas.gov/purchasing/vendor/hub/

or in a HUBZone as defined by the US Small Business Administration at https://www.sba.gov/offices/headquarters/oh
p

Proof of one or both may be submitted. 
B CERTIFICATES section.
Yes

3 Yes - No
The Vendor can provide services and/or products to all 50 US States?
Yes

4 States Served:
If answer is NO to question #3, please list which states can be served. (Example: AR, OK, TX)
No response



5 Company and/or Product Description:
This information will appear on the TIPS website in the company profile section, if awarded a TIPS contract. (Limit 7
50 characters.)
SHI Government Solutions is a provider of computer software, hardware, cloud, peripherals, networking products, 
accessories and a broad range of IT professional services.

6 Primary Contact Name
Primary Contact Name
Texas Team

7 Primary Contact Title
Primary Contact Title
Inside Sales Team

8 Primary Contact Email
Primary Contact Email
texas@shi.com

9 Primary Contact Phone
Enter 10 digit phone number. (No dashes or extensions)
Example: 8668398477
8008706079

1
0

Primary Contact Fax
Enter 10 digit phone number. (No dashes or extensions)
Example: 8668398477
5127320232

1
1

Primary Contact Mobile
Enter 10 digit phone number. (No dashes or extensions)
Example: 8668398477
8008706079

1
2

Secondary Contact Name
Secondary Contact Name
SHI Inside Sales

1
3

Secondary Contact Title
Secondary Contact Title
SHI Inside Sales

1
4

Secondary Contact Email
Secondary Contact Email
texas@shi.com



1
5

Secondary Contact Phone
Enter 10 digit phone number. (No dashes or extensions)
Example: 8668398477
8887648888

1
6

Secondary Contact Fax
Enter 10 digit phone number. (No dashes or extensions)
Example: 8668398477
5127320232

1
7

Secondary Contact Mobile
Enter 10 digit phone number. (No dashes or extensions)
Example: 8668398477
8887648888

1
8

Admin Fee Contact Name
Admin Fee Contact Name. This person is responsible for paying the admin fee to TIPS.
Keith Markowski

1
9

Admin Fee Contact Email
Admin Fee Contact Email
Keith_Markowski@shi.com

2
0

Admin Fee Contact Phone
Enter 10 digit phone number. (No dashes or extensions)
Example: 8668398477
7328688846

2
1

Purchase Order Contact Name
Purchase Order Contact Name. This person is responsible for receiving Purchase Orders from TIPS.
Texas Team

2
2

Purchase Order Contact Email
Purchase Order Contact Email
texas@shi.com

2
3

Purchase Order Contact Phone
Enter 10 digit phone number. (No dashes or extensions)
Example: 8668398477
8008706079

2
4

Company Website
Company Website (Format - www.company.com)
https://texas.gs.shi.com/

2
5

Federal ID Number:
Federal ID Number also known as the Employer Identification Number. (Format - 12-3456789)
22-3695478



2
6

Primary Address
Primary Address
1301 S. MoPac Expressway, Suite 375

2
7

Primary Address City
Primary Address City
Austin

2
8

Primary Address State
Primary Address State (2 Digit Abbreviation)
TX

2
9

Primary Address Zip
Primary Address Zip
78746

3
0

Search Words:
Please list search words to be posted in the TIPS database about your company that TIPS website users might sear
ch. Words may be product names, manufacturers, or other words associated with the category of award. YOU MAY 
NOT LIST NON-CATEGORY ITEMS. (Limit 500 words) (Format: product, paper, construction, manufacturer name, et
c.)
SHI, Computer, Software, SaaS, Software as a Service, Hardware, Networking, Peripherals, IT, IT Professional Serv
ices, Services, IT Services, Cloud, Data Center, Security, Cybersecurity, Virtual Reality, Tablet, Notebook, Desktop,
Laptop, Hard Drive, Thin Client, PC Components, PC Accessories, Memory, Displays, Projector, Digital Signage, IT
Equipment, A/V Equipment, Storage, Software Defined Storage, WAN, LAN, Surveillance, Cameras, Body Worn Ca
meras, Printer, Scanner, Imaging, Access Points, Router, Routers, Education, Government, Dell, EMC, Dell EMC, H
P, HPE, Aruba, Hewlett Packard, NetApp, Nutanix, Mimecast, Microsoft, Surface, Adobe, Apple, Lenovo, VMware, Ai
rwatch, Veeam, Power, UPS, Battery, AWS, Amazon Web Services, Google, Google Cloud, Azure, IBM, APC, Eaton
, Vertiv, McAfee, Splunk, Forcepoint, Trend Micro, Red Hat, MicroFocus, Palo Alto, Pure Storage, Cisco, Cylance, 
Acer, Asus, CommVault, KnowBe4, Proofpoint, ServiceNow, SentinelOne, Symantec, Thycotic, Carbon Black, LG, L
ogitech, Samsung, ViewSonic, RSA, CrowdStrike, SolarWinds, Tableau, NEC, Quest, Citrix, Cohesity, Lifecycle Ser
vices, End User Computing, Training, Project Management, Identity and Access Management, Application Security,
Cloud Security, Migration, Installation, Warranty, Mobility, Unified Communications, System Management, Infrastruct
ure, Data Protection, Colocation, Backup, Disaster Recovery, Veritas, Sophos, Unitrends, Tripp Lite, SonicWall, Fo
rtinet, Fujitsu, Canon, Intel, Epson, Nuance, MobileIron, Okta, Zerto, Zscaler, TeamViewer, C2G, Ergotron, Honeyw
ell, Nimble, Pure Storage, Druva, Avaya, Poly, Polycom, Zoom Video, Carbonite, Simplivity, Tintri, OneLogin, Inform
atica, Zendesk, Centrify, Dropbox, Box, F5, Mobile Device Management, Mobile App Management, Egnyte, Accellio
n, Cherwell, IT Asset Management, Virtualization, HyperConverged Infrastructure, Collaboration, Lifesize, Data Pro
tection, Telephony, Conferencing, Smart Phone, Jabra, Kensington, Kingston, Belkin, Switches, Load Balancing, Fi
rewall, Brocade, Ruckus Wireless, Aerohive, Extreme Networks, Juniper, Kemp, Blue Coat, Barracuda, Riverbed, N
etScout, Servers, Server, Supermicro, End Point Security, Converged Infrastructure, Public Cloud, Private Cloud, H
ybrid Cloud, CA Technologies, Shot Detection Software, Cooling, Datacenter, Archiving, Arcserve, Replication, Bus
iness Continuity, E-Discovery, Software Management, Device as a Service, Encryption, Data Loss Prevention, DLP,
Compliance, Web Gateway, Web Filtering, Email Gateway, Check Point, Intrusion Prevention, Information Security 
Management, ISM, Single Sign-On, Authentication, Multi-Factor Authentication, Multifactor Authentication, Event M
anagement, Access Management, Identity, Management, IAM, Tenable, RSA, MacBook, iPad, iPhone, Email Securi
ty Appliance, Web Security Appliance, Cloud Email Security, Latitude, PowerEdge, OpenStack, vSphere, eDiscove
ry, Elite, MFD, MFP, ThinkPad, ThinkCentre, Hyper-V, Flash Storage, All Flash Arrays, Video Wall, Interactive Whit
e Board, Endpoint Encryption, Access Manager, Replication, WorkSpace One, Horizon, vRealize, vCloud, vCloud A
ir, Big Data, Cloud Optimization, Workload Migration, App Modernization, Infrastructure Modernization, Storage and
Disaster Recovery, HUB, M/WBE, Technical Support, Maintenance, Renewals, Asset Disposal, Software Platform, 
Chromebook, Whiteglove services, Solution Architect, IT Assessments, Configuration Services, Asset Recovery, P
enetration Testing, Security Posture Review, Compliance Assessment, Social Engineering Assessment, Asset Man
agement, Software License Management, Gaming, Esports



3
1

Do you want TIPS Members to be able to spend Federal grant funds with you if awarded? Is it your
intent to be able to sell to our members regardless of the fund source, whether it be local, state or
federal?
Most of our members receive Federal Government grants and they make up a significant portion of their budgets. T
he members need to know if your company is willing to sell to them when they spend federal budget funds on their p
urchase. There are attributes that follow that are provisions from the federal regulations in 2 CFR part 200. Your an
swers will determine if your award will be designated as Federal or Education Department General Administrative R
egulations (EDGAR)compliant.

Do you want TIPS Members to be able to spend Federal grant funds with you if awarded and is it your intent to be a
ble to sell to our members regardless of the fund source, whether it be local, state or federal?
Yes

3
2

Yes - No
Certification of Residency (Required by the State of Texas) The vendor's ultimate parent company or majority owner
:

(A) has its principal place of business in Texas;

OR

(B) employs at least 500 persons in Texas?
Yes

3
3

Company Residence (City)
Vendor's principal place of business is in the city of?
Austin

3
4

Company Residence (State)
Vendor's principal place of business is in the state of?
TX

3
5

Discount Offered - CAUTION READ CAREFULLY BECAUSE VENDORS FREQUENTLY MAKE MISTAKES
ON THIS ATTRIBUTE QUESTION
Remember this is a MINIMUM discount percentage so, be sure the discount percentage inserted here can be applie
d to ANY OFFERING OF GOODS OR SERVICES THROUGH OUT THE LIFE OF THE CONTRACT 

CAUTION: BE CERTAIN YOU CAN HONOR THIS MINIMUM DISCOUNT PERCENTAGE ON ANY OFFERED SERVICE 
OR GOOD. 
What is the MINIMUM percentage discount off of any item or service you offer to TIPS Members that is in your regul
ar catalog (as defined in the RFP document), website, store or shelf pricing? The resulting price of any goods or se
rvices Catalog list prices after this discount is applied is a ceiling on your pricing and not a floor because, in order to
be more competitive in the individual circumstance, you may offer a larger discount depending on the items or servi
ces purchased and the quantity at time of sale. Must answer with a number between 0% and 100%.

0%



3
6

TIPS administration fee
By submitting a proposal, I agree that all pricing submitted to TIPS shall include the participation fee, as designated 
in the solicitation or as otherwise agreed in writing and shall be remitted to TIPS by the Vendor as agreed in the Ven
dor agreement. I agree that the fee shall not and will not be added by the vendor as a separate line item on a TIPS 
member invoice, quote, proposal or any other written communications with the TIPS member.

3
7

Yes - No
Vendor agrees to remit to TIPS the required administration fee?

o agree shall render your response void and it will not be considered.
Yes

3
8

Yes - No
Do you offer additional discounts to TIPS members for large order quantities or large scope of work?
Yes

3
9

Years Experience
Company years experience in this category? This is an evaluation criterion worth a maximum of 10 points. See RFP 
for more information.

21

4
0

Resellers:
Does the vendor have resellers that it will name under this contract? Resellers are defined as other companies that 
sell your products under an agreement with you, the awarded vendor of TIPS.

EXAMPLE: BIGmart is a reseller of ACME brand televisions. If ACME were a TIPS awarded vendor, then ACME woul
d list BIGmart as a reseller. 

(If applicable, vendor should download the Reseller/Dealers spreadsheet from the Attachments section, fill out the f

Yes

4
1

Pricing discount percentage are guaranteed for?
Does the vendor agrees to honor the proposed pricing discount percentage off regular catalog (as defined in the R
FP document), website, store or shelf pricing for the term of the award?
YES

4
2

Right of Refusal
Does the proposing vendor wish to reserve the right not to perform under the awarded agreement with a TIPS mem
ber at vendor's discretion?
Yes



4
3

NON-COLLUSIVE BIDDING CERTIFICATE
By submission of this bid or proposal, the Bidder certifies that:

1) This bid or proposal has been independently arrived at without collusion with any other Bidder or with any Compe
titor;

2) This bid or proposal has not been knowingly disclosed and will not be knowingly disclosed, prior to the opening of
bids, or proposals for this project, to any other Bidder, Competitor or potential competitor:

3) No attempt has been or will be made to induce any other person, partnership or corporation to submit or not to s
ubmit a bid or proposal;

4) The person signing this bid or proposal certifies that he has fully informed himself regarding the accuracy of the 
statements contained in this certification, and under the penalties being applicable to the Bidder as well as to the pe
rson signing in its behalf.

Not a negotiable term. Failure to agree will render your proposal non-responsive and it will not be considered.

4
4

CONFLICT OF INTEREST QUESTIONNAIRE - FORM CIQ - Do you have any CONFLICT OF INTEREST
TO REPORT OR DISCLOSE under this statutory requirement?
Do you have any CONFLICT OF INTEREST TO REPORT OR DISCLOSE under this statutory requirement? YES or 
NO

If you have a conflict of interest as described in this form or the Local Government Code Chapter 176, cited therein-
you are required to complete and file with TIPS.

You may find the Blank CIQ form on our website at:

Copy and Paste the following link into a new browser or tab:

https://www.tips-usa.com/assets/documents/docs/CIQ.pdf

There is an optional upload for this form provided if you have a conflict and must file the form.
No

4
5

Filing of Form CIQ
If yes (above), have you filed a form CIQ by uploading the form to this RFP as directed above?
No response

4
6

Regulatory Standing
I certify to TIPS for the proposal attached that my company is in good standing with all governmental agencies Fede
ral or state that regulate any part of our business operations. If not, please explain in the next attribute question.
Yes

4
7

Regulatory Standing
Regulatory Standing explanation of no answer on previous question.
No response



4
8 By submission of this bid or proposal, the Bidder certifies that:

I affirm under penalty of perjury of the laws of the State of Texas that:

(1) I am duly authorized to execute this contract on my own behalf or on behalf of the company, corporation, firm, pa
rtnership or individual (Company) listed below;

(2) In connection with this bid, neither I nor any representative of the Company has violated any provision of the Tex
as Free Enterprise and Antitrust Act, Tex. Bus. & Comm. Code Chapter 15;

(3) In connection with this bid, neither I nor any representative of the Company has violated any federal antitrust law
;

(4) Neither I nor any representative of the Company has directly or indirectly communicated any of the contents of t
his bid to a competitor of the Company or any other company, corporation, firm, partnership or individual engaged i
n the same line of business as the Company.



4
9

Suspension or Debarment Instructions
Instructions for Certification:

1. By answering yes to the next Attribute question below, the vendor and prospective lower tier participant is providi
ng the certification set out herein in accordance with these instructions.

2. The certification in this clause is a material representation of fact upon which reliance was placed when this trans
action was entered into. If it is later determined that the prospective lower tier participant knowingly rendered an err
oneous certification in addition to other remedies available to the federal government, the department or agency wit
h which this transaction originated may pursue available remedies, including suspension and / or debarment.

3. The prospective lower tier participant shall provide immediate written notice to the person to which this proposal i
s submitted if at any time the prospective lower tier participant learns that its certification was erroneous when submi
tted or has become erroneous by reason of changed circumstances.

e, have the meanings set out in the Definitions and Coverage sections of rules implementing Executive Order 1254
9. You may contact the person to which this proposal is submitted for assistance in obtaining a copy of those regula
tions.

5. The prospective lower tier participant agrees by submitting this form that, should the proposed covered transacti
on be entered into, it shall not knowingly enter into any lower tier covered transaction with a person who is debarred
, suspended, declared ineligible or voluntarily excluded from participation in this covered transaction, unless authori
zed by the department or agency with which this transaction originated.

ertification Regarding Debarment, Suspension, Ineligibility and Voluntary Exclusion-Lower Tier Covered Transaction

7. A participant in a covered transaction may rely upon a certification of a prospective participant in a lower tier cove
red transaction that it is not debarred, suspended, ineligible or voluntarily excluded from the covered transaction, u
nless it knows that the certification is erroneous. A participant may decide the method and frequency by which it det
ermines the eligibility of its principals. Each participant may, but is not required to, check the Nonprocurement List.

8. Nothing contained in the foregoing shall be construed to require establishment of a system of records in order to 
render in good faith the certification required by this clause. The knowledge and information of a participant is not r
equired to exceed that which is normally possessed by a prudent person in the ordinary course of business dealing
s.

9. Except for transactions authorized under paragraph 5 of these instructions, if a participant in a covered transacti
on knowingly enters into a lower tier covered transaction with a person who is suspended, debarred, ineligible or vol
untarily excluded from participation in this transaction, in addition to other remedies available to the federal govern
ment, the department or agency with which this transaction originated may pursue available remedies, including sus
pension and / or debarment.



5
0

Suspension or Debarment Certification
By answering yes, you certify that no federal suspension or debarment is in place, which would preclude receiving a
federally funded contract as described above.

t be made to parties listed on the government-wide exclusions in the System for Award Management (SAM), in accor
dance with the OMB guidelines at 2 CFR 180 that implement Executive

as well as parties declared ineligible under statutory or regulatory authority other than Executive Order 12549.

By answering yes, you certify that no federal suspension or debarment is in place, which would preclude receiving a
federally funded contract as described above.
Yes

5
1

Non-Discrimination Statement and Certification
In accordance with Federal civil rights law, all U.S. Departments, including the U.S. Department of Agriculture (USDA
) civil rights regulations and policies, the USDA, its Agencies, offices, and employees, and institutions participating i
n or administering USDA programs are prohibited from discriminating based on race, color, national origin, religion, 
sex, gender identity (including gender expression), sexual orientation, disability, age, marital status, family/parental 
status, income derived from a public assistance program, political beliefs, or reprisal or retaliation for prior civil right
s activity, in any program or activity conducted or funded by USDA (not all bases apply to all programs). Remedies a
nd complaint filing deadlines vary by program or incident.

Persons with disabilities who require alternative means of communication for program information (e.g., Braille, larg
e print, audiotape, American Sign Language, etc.) should contact the responsible Agency or USDA's TARGET Cent
er at (202) 720-2600 (voice and TTY) or contact USDA through the Federal Relay Service at (800) 877-8339. Additi
onally, program information may be made available in languages other than English.

To file a program discrimination complaint, complete the USDA Program Discrimination Complaint Form, AD-3027, fo
und online at How to File a Program Discrimination Complaint and at any USDA office or write a letter addressed to 
USDA and provide in the letter all of the information requested in the form. To request a copy of the complaint form, 
call (866) 632-9992. Submit your completed form or letter to USDA by: (1) mail: U.S. Department of Agriculture, Offic
e of the Assistant Secretary for Civil Rights, 1400 Independence Avenue, SW, Washington, D.C. 20250-9410; (2) fa
x: (202) 690-7442; or (3)
email: program.intake@usda.gov.

(Title VI of the Education Amendments of 1972; Section 504 of the Rehabilitation Act of 1973; the Age Discriminatio
n Act of 1975; Title 7 CFR Parts 15, 15a, and 15b; the Americans with Disabilities Act; and FNS Instruction 113-1, Ci

All U.S. Departments, including the USDA are equal opportunity provider, employer, and lender.

Not a negotiable term. Failure to agree by answering YES will render your proposal non-responsive and it will not be
considered. I certify that in the performance of a contract with TIPS or its members, that our company will conform to
the foregoing anti-discrimination statement and comply with the cited and all other applicable laws and regulations.
Yes



5
2

2 CFR PART 200 Contract Provisions Explanation
Required Federal contract provisions of Federal Regulations for Contracts for contracts with ESC Region 8 and TIP
S Members:

The following provisions are required to be in place and agreed if the procurement is funded in any part with federal
funds.

The ESC Region 8 and TIPS Members are the subgrantee or Subrecipient by definition. Most of the provisions are l

ederal Awards at 2 CFR PART 200. Others are included within 2 CFR part 200 et al.

In addition to other provisions required by the Federal agency or non-Federal entity, all contracts made by the non-
Federal entity under the Federal award must contain provisions covering the following, as applicable.

5
3

2 CFR PART 200 Contracts
Contracts for more than the simplified acquisition threshold currently set at $150,000, which is the inflation adjusted 
amount determined by the Civilian Agency Acquisition Council and the Defense Acquisition Regulations Council (Co
uncils) as authorized by 41 U.S.C. 1908, must address administrative, contractual, or legal remedies in instances wh
ere contractors violate or breach contract terms, and provide for such sanctions and penalties as appropriate.

Notice: Pursuant to the above, when federal funds are expended by ESC Region 8 and TIPS Members, ESC Region
8 and TIPS Members reserves all rights and privileges under the applicable laws and regulations with respect to this
procurement in the event of breach of contract by either party.

Does vendor agree?
Yes

5
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2 CFR PART 200 Termination
Termination for cause and for convenience by the grantee or subgrantee including the manner by which it will be eff
ected and the basis for settlement. (All contracts in excess of $10,000)

Pursuant to the above, when federal funds are expended by ESC Region 8 and TIPS Members, ESC Region 8 and 
TIPS Members reserves the right to terminate any agreement in excess
of $10,000 resulting from this procurement process for cause after giving the vendor an appropriate opportunity an
d up to 30 days, to cure the causal breach of terms and conditions. ESC Region 8 and
TIPS Members reserves the right to terminate any agreement in excess of $10,000 resulting from this procurement 
process for convenience with 30 days notice in writing to the awarded vendor. The vendor
would be compensated for work performed and goods procured as of the termination date if for convenience of the 
ESC Region 8 and TIPS Members. Any award under this procurement process is not exclusive and the ESC Region 
8 and TIPS reserves the right to purchase goods and services from other vendors when it is in the best interest of t
he ESC Region 8 and TIPS.

Does vendor agree?
Yes
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2 CFR PART 200 Clean Air Act
Clean Air Act (42 U.S.C. 7401-7671q.) and the Federal Water Pollution Control Act (33 U.S.C. 1251-1387), as amen

deral award to agree to comply with all applicable standards, orders or regulations issued pursuant to the Clean Air 
Act (42 U.S.C. 7401-7671q) and the Federal Water Pollution Control Act as amended (33 U.S.C. 1251-1387). Violati
ons must be reported to the Federal awarding agency and the Regional Office of the Environmental Protection Age
ncy (EPA).

Pursuant to the Clean Air Act, et al above, when federal funds are expended by ESC Region 8 and TIPS Members, 
ESC Region 8 and TIPS Members requires that the proposer certify that during the term of
an award by the ESC Region 8 and TIPS Members resulting from this procurement process the vendor agrees to co
mply with all of the above regulations, including all of the terms listed and referenced therein.

Does vendor agree?
Yes
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2 CFR PART 200 Byrd Anti-Lobbying Amendment

must file the required certification. Each tier certifies to the tier above that it will not and has not used Federal appro
priated funds to pay any person or organization for influencing or attempting to influence an officer or employee of 
any agency, a member of Congress, officer or employee of Congress, or an employee of a member of Congress in 
connection with obtaining any Federal contract, grant or any other award covered by 31 U.S.C. 1352. Each tier mus
t also disclose any lobbying with non-Federal funds that takes place in connection with obtaining any Federal award
. Such disclosures are forwarded from tier to tier up to the non-Federal award.

Pursuant to the above, when federal funds are expended by ESC Region 8 and TIPS Members, ESC Region 8 and 
TIPS Members requires the proposer certify that during the term and during the life of any contract with ESC Region
8 and TIPS Members resulting from this procurement process the vendor certifies to the terms included or referenc
ed herein.

Does vendor agree?
Yes

5
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2 CFR PART 200 Federal Rule
Compliance with all applicable standards, orders, or requirements issued under section 306 of the Clean Air Act (42
U.S.C. 1857(h)), section 508 of the Clean Water Act (33 U.S.C. 1368), Executive Order 11738, and Environmental P
rotection Agency regulations (40 CFR part 15). (Contracts, subcontracts, and subgrants of amounts in excess of $1
00,000)

Pursuant to the above, when federal funds are expended by ESC Region 8 and TIPS Members, ESC Region 8 and 
TIPS Members requires the proposer certify that in performance of the contracts, subcontracts, and subgrants of a
mounts in excess of $100,000, the vendor will be in compliance with all applicable standards, orders, or requirement
s issued under section 306 of the Clean Air Act (42 U.S.C. 1857(h)), section 508 of the Clean Water Act (33 U.S.C. 
1368), Executive Order 11738, and Environmental Protection Agency regulations (40 CFR part 15).

Does vendor certify that it is in compliance with the Clean Air Act?
Yes
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2 CFR PART 200 Procurement of Recovered Materials
A non-Federal entity that is a state agency or agency of a political subdivision of a state and its contractors must co
mply with section 6002 of the Solid Waste Disposal Act, as amended by the Resource Conservation and Recovery 
Act. The requirements of Section 6002 include procuring only items designated in guidelines of the Environmental P
rotection Agency (EPA) at 40 CFR part 247 that contain the highest percentage of recovered materials practicable, 
consistent with
maintaining a satisfactory level of competition, where the purchase price of the item exceeds $10,000 or the value o
f the quantity acquired during the preceding fiscal year exceeded $10,000; procuring solid waste management servi
ces in a manner that maximizes energy and resource recovery; and establishing an affirmative procurement progra
m for procurement of recovered materials identified in the EPA guidelines.

Does vendor certify that it is in compliance with the Solid Waste Disposal Act as described above?
Yes
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Certification Regarding Lobbying
Applicable to Grants, Subgrants, Cooperative Agreements, and Contracts Exceeding $100,000 in Federal Funds

Submission of this certification is a prerequisite for making or entering into this transaction and is imposed by sectio
n 1352, Title 31, U.S. Code. This certification is a material representation of fact upon which reliance was placed wh
en this transaction was made or entered into. Any person who fails to file the required certification shall be subject t
o a civil penalty of not less than $10,000 and not more than $100,000 for each such failure. 

The undersigned certifies, to the best of his or her knowledge and belief, that: 

(1) No Federal appropriated funds have been paid or will be paid by or on behalf of the undersigned, to any person
for influencing or attempting to influence an officer or employee of any agency, a Member of Congress, an officer or
employee of congress, or an employee of a Member of Congress in connection with the awarding of a Federal contr
act, the making of a Federal grant, the making of a Federal loan, the entering into a cooperative agreement, and th
e extension, continuation, renewal, amendment, or modification of a Federal contract, grant, loan, or cooperative ag
reement.

(2) If any funds other than Federal appropriated funds have been paid or will be paid to any person for influencing 
or attempting to influence an officer or employee of any agency, a Member of Congress, an officer or employee of c
ongress, or an employee of a Member of Congress in connection with this Federal grant or cooperative agreement, 

ce with its instructions.

(3) The undersigned shall require that the language of this certification be included in the award documents for all c
overed subawards exceeding $100,000 in Federal funds at all appropriate tiers and that all subrecipients shall certif
y and disclose accordingly.

I HAVE NOT Lobbied per above

6
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If you answered "I HAVE lobbied per above to the previous question.
IF you answered "I HAVE lobbied" per above Attribute question, you must download the Lobbying Report "Standard 
From LLL, disclosure Form to Report Lobbying" which includes instruction on completing the form, complete and su
bmit it in the Response Attachments section as a report of the lobbying activities you performed or paid others to pe
rform.
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Subcontracting with small and minority businesses, women's business enterprises, and labor surplus
area firms.
Do you ever anticipate the possibility of subcontracting any of your work under this award if you are successful? 

IF NO, DO NOT ANSWER THE NEXT ATTRIBUTE QUESTION. . IF YES, and ONLY IF YES, you must answer the nex
t question YES if you want a TIPS Member to be authorized to spend Federal Grant Funds for Procurement.
YES

6
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ONLY IF YES TO THE PREVIOUS QUESTION OR if you ever do subcontract any part of your
performance under the TIPS Agreement, do you agree to comply with the following federal
requirements?
ONLY IF YES TO THE PREVIOUS QUESTION OR if you ever do subcontract any part of your performance under th
e TIPS Agreement, 
do you agree to comply with the following federal requirements?

and labor surplus area firms. (a)The non-Federal entity must take all necessary affirmative steps to assure that min
ority businesses, women's business enterprises, and labor surplus area firms are used when possible. 

(b) Affirmative steps must include:(1) Placing qualified small and minority businesses and women's business enterpr
ises on solicitation lists;

(2) Assuring that small and minority businesses, and women's business enterprises are solicited whenever they are 
potential sources;

(3) Dividing total requirements, when economically feasible, into smaller tasks or quantities to permit maximum partic
ipation by small and minority businesses, and women's business enterprises;

(4) Establishing delivery schedules, where the requirement permits, which encourage participation by small and min
ority businesses, and women's business enterprises;

(5) Using the services and assistance, as appropriate, of such organizations as the Small Business Administration a
nd the Minority Business Development Agency of the Department of Commerce ; and

(6) Requiring the prime contractor, if subcontracts are to be let, to take the affirmative steps listed in paragraphs(1) 
through (5) of this section.
YES
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Indemnification
The ESC Region 8 and TIPS is a Texas Political Subdivision and a local governmental entity; therefore, is prohibited
from
indemnifying third parties pursuant to the Texas Constitution (Article 3, Section 52) except as specifically provided b
y law or as
ordered by a court of competent jurisdiction. A provision in a contract to indemnify or hold a party harmless is a pro
mise to pay for
any expenses the indemnified party incurs, if a specified event occurs, such as breaching the terms of the contract 
or negligently
performing duties under the contract. Article III, Section 49 of the Texas Constitution states that "no debt shall be cre
ated by or on
behalf of the State ... " The Attorney General has counseled that a contractually imposed obligation of indemnity cre
ates a "debt" in
the constitutional sense. Tex. Att'y Gen. Op. No. MW-475 (1982). Contract clauses which require the System or insti
tutions to
indemnify must be deleted or qualified with ''to the extent permitted by the Constitution and Laws of the State of Tex
as." Liquidated
damages, attorney's fees, waiver of vendor's liability, and waiver of statutes of limitations clauses should also be del
eted or qualified
with "to the extent permitted by the Constitution and laws of State of Texas."

Not a negotiable term. Failure to agree will render your proposal non-responsive and it will not be considered. Do y
ou agree
to these terms?
Yes

6
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Remedies
The parties shall be entitled to exercise any right or remedy available to it either at law or in equity, subject to the ch
oice of law, venue
and service of process clauses limitations agreed herein. Nothing in this agreement shall commit the TIPS to an arbi
tration resolution
of any disagreement under any circumstances. Any Claim arising out of or related to the Contract, except for those 
specifically waived
under the terms of the Contract, may, after denial of the Board of Directors, be subject to mediation at the request o
f either party. Any
issues not resolved hereunder MAY be referred to non-binding mediation to be conducted by a mutually agreed up
on mediator as a

ated filing fee
equally. Mediation shall be held in Camp or Titus County, Texas. Agreements reached in mediation shall be reduced
to writing, and
will be subject to the approval by the District's Board of Directors, signed by the Parties if approved by the Board of 
Directors, and, if
signed, shall thereafter be enforceable as provided by the laws of the State of Texas.

Do you agree to these terms?
Yes, I Agree

6
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Remedies Explanation of No Answer
No response
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Choice of Law
The agreement between the Vendor and TIPS/ESC Region 8 and any addenda or other additions resulting from this
procurement process, however described, shall be governed by, construed and enforced in accordance with the law
s of the State of Texas, regardless of any conflict of laws principles.
THIS DOES NOT APPLY to a vendor's agreement entered into with a TIPS Member, as the Member may be located 
outside Texas.

Not a negotiable term. Failure to agree will render your proposal non-responsive and it will not be considered. Do y
ou agree to these terms?
Yes

6
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Jurisdiction and Service of Process
Any Proceeding arising out of or relating to this procurement process or any contract issued by TIPS resulting from 
or any
contemplated transaction shall be brought in a court of competent jurisdiction in Camp County, Texas and each of th
e parties
irrevocably submits to the exclusive jurisdiction of said court in any such proceeding, waives any objection it may no
w or hereafter
have to venue or to convenience of forum, agrees that all claims in respect of the Proceeding shall be heard and de
termined only in
any such court, and agrees not to bring any proceeding arising out of or relating to this procurement process or an
y contract resulting
from or any contemplated transaction in any other court. The parties agree that either or both of them may file a co
py of this paragraph
with any court as written evidence of the knowing, voluntary and freely bargained for agreement between the partie
s irrevocably to
waive any objections to venue or to convenience of forum. Process in any Proceeding referred to in the first senten
ce of this Section
may be served on any party anywhere in the world. Venue clauses in contracts with TIPS members may be determin
ed by the parties.

Not a negotiable term. Failure to agree will render your proposal non-responsive and it will not be considered. Do y
ou agree to these terms?
Yes

6
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Infringement(s)
The successful vendor will be expected to indemnify and hold harmless the TIPS and its employees, officers, agents
, representatives, contractors, assignees and designees from any and all third party claims and judgments involving
infringement of patent, copyright, trade secrets, trade or service marks, and any other intellectual or intangible prop

d approved.

Do you agree to these terms?
Yes, I Agree

6
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Infringement(s) Explanation of No Answer
No response

7
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Contract Governance
Any contract made or entered into by the TIPS is subject to and is to be governed by Section 271.151 et seq, Tex L
oc Gov't Code. Otherwise, TIPS does not waive its governmental immunities from suit or liability except to the extent 
expressly waived by other applicable laws in clear and unambiguous language.
Yes
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Payment Terms and Funding Out Clause
Payment Terms:

TIPS or TIPS members shall not be liable for interest or late payment fees on past due balances at a rate higher tha
n permitted by the laws or regulations of the jurisdiction of the TIPS Member.

Funding Out Clause:

tutory or regulatory limitations of the jurisdiction of any TIPS Member which governs contracts entered into by the V
endor and TIPS or a TIPS Member that requires all contracts approved by TIPS or a TIPS Member are subject to th
e budgeting and appropriation of currently available funds by the entity or its governing body.

See statute(s) for specifics or consult your legal counsel.

Not a negotiable term. Failure to agree will render your proposal non-responsive and it will not be considered.

Do you agree to these terms?
Yes

7
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Insurance and Fingerprint Requirements Information
Insurance

If applicable and your staff will be on TIPS member premises for delivery, training or installation etc. and/or with an a
utomobile, you must carry automobile insurance as required by law. You may be asked to
provide proof of insurance.

Fingerprint

It is possible that a vendor may be subject to Chapter 22 of the Texas Education Code. The Texas Education Code, 
Chapter 22, Section 22.0834. Statutory language may be found at: http://www.statutes.legis.state.tx.us/

If the vendor has staff that meet both of these criterion:

(1) will have continuing duties related to the contracted services; and

(2) has or will have direct contact with students

TIPS recommends all vendors consult their legal counsel for guidance in compliance with this law. If you have questi
ons on how to comply, see below. If you have questions on compliance with this code section, contact the Texas Dep
artment of Public Safety Non-Criminal Justice Unit, Access and Dissemination Bureau, FAST-FACT at
NCJU@txdps.state.tx.us and you should send an email identifying you as a contractor to a Texas Independent Scho
ol District or ESC Region 8 and TIPS. Texas DPS phone number is (512) 424-2474.

See form in the next attribute to complete entitled:
Texas Education Code Chapter 22 Contractor Certification for Contractor Employees
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Texas Education Code Chapter 22 Contractor Certification for Contractor Employees
Introduction: Texas Education Code Chapter 22 requires entities that contract with school districts to provide service
s to obtain criminal history record information regarding covered employees. Contractors must certify to the district t
hat they have complied. Covered employees with disqualifying criminal histories are prohibited from serving at a sch
ool district.

Definitions: Covered employees: Employees of a contractor or subcontractor who have or will have continuing dutie
s related to the service to be performed at the District and have or will have direct contact with students. The District
will be the final arbiter of what constitutes direct contact with students. Disqualifying criminal history: Any conviction 
or other criminal history information designated by the District, or one of the following offenses, if at the time of the o
ffense, the victim was under 18 or enrolled in a public school:

(a) a felony offense under Title 5, Texas Penal Code; (b) an offense for which a defendant is required to register as 
a sex offender under Chapter 62, Texas Code of Criminal Procedure; or (c) an equivalent offense under federal law 
or the laws of another state.

I certify that:

NONE (Section A) of the employees of Contractor and any subcontractors are covered employees, as defined abo
ve. If this box is checked, I further certify that Contractor has taken precautions or imposed conditions to ensure tha
t the employees of Contractor and any subcontractor will not become covered employees. Contractor will maintain t
hese precautions or conditions throughout the time the contracted services are provided.

OR

SOME (Section B) or all of the employees of Contractor and any subcontractor are covered employees. If this box 
is checked, I further certify that:

(1) Contractor has obtained all required criminal history record information regarding its covered employees. None 
of the covered employees has a disqualifying criminal history.

(2) If Contractor receives information that a covered employee subsequently has a reported criminal history, Contra
ctor will immediately remove the covered employee from contract duties and notify the District in writing within 3 busi
ness days.

(3) Upon request, Contractor will provide the District with the name and any other requested information of covered 
employees so that the District may obtain criminal history record information on the covered employees.

(4) If the District objects to the assignment of a covered employee on the basis of the covered employee's criminal h
istory record information, Contractor agrees to discontinue using that covered employee to provide services at the 
District.

Noncompliance or misrepresentation regarding this certification may be grounds for contract termination.
None
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4 SB 807 prohibits construction contracts to have provisions requiring the contract to be subject to the laws of anothe

r state, to be required to litigate the contract in another state, or to require arbitration in another state. A contract wit

agreements with (among others) architects, engineers, contractors, construction managers, equipment lessors, or 
materials suppliers. 
repair of any building or improvement to real property, or for furnishing materials or equipment for the project. The t
erm also includes moving, demolition, or excavation. BY RESPONDING TO THIS SOLICITATION, AND WHEN APPLI

EN EXECUTING CONTRACTS WITH TIPS MEMBERS THAT ARE TEXAS GOVERNMENT ENTITIES.
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Texas Government Code 2270 Verification Form
Texas Government Code 2270 Verification Form 
Texas 2017 House Bill 89 has been signed into law by the governor and as of September 1, 2017 will be codified as 

The relevant section addressed by this form reads as follows: 
Texas Government Code Sec. 2270.002. PROVISION REQUIRED IN CONTRACT. A governmental entity may not ent
er into a contract with a company for goods or services unless the contract contains a written verification from the c
ompany that it: (1) does not boycott Israel; and (2) will not boycott Israel during the term of the contract.engaged by 
ESC Region 8/The Interlocal Purchasing System (TIPS) 
4845 Highway 271 North 
Pittsburg,TX,75686
verify by this writing that the above-named company affirms that it (1) does not boycott Israel; and (2) will not boycot
t Israel during the term of this contract, or any contract with the above-named Texas governmental entity in the futur
e.
he above-named Texas governmental entity will be notified in writing within one (1) business day and we understand

be grounds for immediate contract termination without penalty to the above-named Texas governmental entity. 
AND
our company is not listed on and we do not do business with companies that are on the the Texas Comptroller of Pu
blic Accounts list of Designated Foreign Terrorists Organizations per Texas Gov't Code 2270.0153 found at https://c
omptroller.texas.gov/purchasing/docs/foreign-terrorist.pdf

I swear and affirm that the above is true and correct.
YES
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Logos and other company marks
Please upload your company logo to be added to your individual profile page on the TIPS website. If any particular 
specifications are required for use of your company logo, please upload that information under the "Logo and Other

Preferred Logo Format: 300 x 225 px - .png, .eps, .
jpeg preferred 

Potential uses of company logo: 

* Your Vendor Profile Page of TIPS website

* Potentially on TIPS website scroll bar for Top Performing Vendors 

* TIPS Quarterly eNewsletter sent to TIPS Members

* Co-branding Flyers and or email blasts to our TIPS Members (Permission and approval will be obtained before pu
blishing)
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Solicitation Deviation/Compliance
Does the vendor agree with the General Conditions Standard Terms and
Conditions or Item Specifications listed in this proposal invitation?
Yes

7
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Solicitation Exceptions/Deviations Explanation
If the bidder intends to deviate from the General Conditions Standard Terms and Conditions or Item Specifications li
sted in this proposal invitation, all such deviations must be listed on this attribute, with complete and detailed conditi
ons and information included or attached.
TIPS will consider any deviations in its proposal award decisions, and TIPS reserves the right to accept or reject any
bid based upon any deviations indicated below or in any attachments or inclusions.
In the absence of any deviation entry on this attribute, the proposer assures TIPS of their full compliance with the St
andard Terms and Conditions, Item Specifications, and all other information contained in this Solicitation.
No exceptions taken for the Solicitation.
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Agreement Deviation/Compliance
Does the vendor agree with the language in the Vendor Agreement?
No

8
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Agreement Exceptions/Deviations Explanation
If the proposing Vendor desires to deviate form the Vendor Agreement language, all such deviations must be listed 
on this attribute, with complete and detailed conditions and information included. TIPS will consider any deviations in
its proposal award decisions, and TIPS reserves the right to accept or reject any proposal based upon any deviatio
ns indicated below. In the absence of any deviation entry on this attribute, the proposer assures TIPS of their full co
mpliance with the Vendor Agreement.
SHI has taken some exceptions to the terms and conditions in the vendor agreement template and have attached t
he Exceptions document.
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Felony Conviction Notice

entity that enters into a contract with a school district must give advance notice to the district if the person or an own
er or operator of the business entity has been convicted of a felony. The notice must include a general description 

ct with a person or business entity if the district determines that the person or business entity failed to give notice as
required by Subsection (a) or misrepresented the conduct resulting in the conviction. The district must compensate 

This section does n
ot apply to a publicly held corporation. The person completing this proposal certifies that they are authorized to pro
vide the answer to this question. 

Select A., B. or C. 

A. My firm is a publicly held corporation; therefore, this reporting requirement is not applicable. 

OR B.My firm is not owned nor operated by anyone who has been convicted of a felony, OR 

C. My firm is owned or operated by the following individual(s) who has/have been convicted of a felony. (if you answ
er C below, you are required to provide information in the next attribute.
B. Firm not owned nor operated by felon; per above

8
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If you answered C. My Firm is owned or operated by a felon to the previous question, you are
REQUIRED TO ANSWER THE FOLLOWING QUESTIONS.
If you answered C. My Firm is owned or operated by a felon to the previous question, you must provide the following
information.

1. Name of Felon(s)

2. The named person's role in the firm, and 

3. Details of Conviction(s).
No response
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Long Term Cost Evaluation Criterion # 4.
READ CAREFULLY and see in the RFP document under "Proposal Scoring and Evaluation". 
Points will be assigned to this criterion based on your answer to this Attribute. Points are awarded if you agree not i
ncrease your catalog prices (as defined herein) more than X% annually over the previous year for years two and thr
ee and potentially year four, unless an exigent circumstance exists in the marketplace and the excess price increase
which exceeds X% annually is supported by documentation provided by you and your suppliers and shared with TIP
S, if requested. If you agree NOT to increase prices more than 5%, except when justified by supporting documentati
on, you are awarded 10 points; if 6% to 14%, except when justified by supporting documentation, you receive 1 to 9
points incrementally. Price increases 14% or greater, except when justified by supporting documentation, receive 0 
points.
increases will be 5% or less annually per question
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Required Confidentiality Claim Form
Required Confidentiality Claim Form
This completed form is required by TIPS. By submitting a response to this solicitation you agree to download from th

you provide us with the information we require to comply with the open record laws of the State of Texas as they ma
y apply to your proposal submission.  If you do not provide the form with your proposal, an award will not be made if 
your proposal is qualified for an award, until TIPS has an accurate, completed form from you.
Read the form carefully before completing and if you have any questions, email Rick Powell at TIPS at rick.powell@t
ips-usa.com
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Choice of Law clauses with TIPS Members
If the vendor is awarded a contract with TIPS under this solicitation, the vendor agrees to make any Choice of Law c
lauses in any contract or agreement entered into between the awarded vendor and with a TIPS member entity to re
ad as follows: "Choice of law shall be the laws of the state where the customer resides" or words to that effect. 
Agreed
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Venue of dispute resolution with a TIPS Member
In the event of litigation or use of any dispute resolution model when resolving disputes with a TIPS member entity a
s a result of a transaction between the vendor and TIPS or the TIPS member entity, the Venue for any litigation or ot
her agreed upon model shall be in the state and county where the customer resides unless otherwise agreed by the
parties at the time the dispute resolution model is decided by the parties.
Agreed
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Automatic renewal of contracts or agreements with TIPS or a TIPS member entity
This clause DOES NOT prohibit multiyear contracts or agreements with TIPS member entities.
Because TIPS and  TIPS members are governmental entities subject to laws that control appropriations of funds dur
ing their fiscal years for contracts and agreements to provide goods and services, does the Vendor agree to limit an
y automatic renewal clauses of a contract or agreement executed as a result of this TIPS solicitation award to not lo
nger than "month to month" and at the TIPS contracted rate.
Agreed

8
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Indemnity Limitation with TIPS Members
Texas and other states restrict by law or state Constitution the ability of a governmental entity to indemnify others. TI
PS requires that any contract entered into between a vendor and TIPS or a TIPS Member as a result of an award u
nder this Solicitation limit the requirement that the Customer indemnify the Vendor by either eliminating any such ind
emnity requirement clauses in any agreements, contracts or other binding documents OR by prefacing all indemnity
clauses required of TIPS or the TIPS Member entity with the following: "To the extent permitted by the laws or the Co
nstitution of the state where the customer resides, ".

Agreement is a required condition to award of a contract resulting from this Solicitation.
Agreed
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Arbitration Clauses
Except for certain circumstances, TIPS forbids a mandatory arbitration clause in any contract or agreement entered 
into between the awarded vendor with TIPS or a TIPS member entity. Does the vendor agree to exclude any arbitrati
on requirement in any contracts or agreement entered into between TIPS or a TIPS member entity through an awar
ded contract with TIPS?
Agreed
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Required Vendor Sales Reporting
By responding to this Solicitation, you agree to report to TIPS all sales made under any awarded Agreement with TI
PS. Vendor is required to report all sales under the TIPS contract to TIPS. If the TIPS Member entity requesting a pri
ce from the awarded Vendor requests the TIPS contract, Vendor must include the TIPS Contract number on any co
mmunications with the TIPS Member entity.  If awarded, you will be provided access to the Vendor Portal. To report s

Vendor Portal User 
Guide will walk you through the process of reporting sales to TIPS. Please refer to the TIPS  for m
ore information about reporting sales and if you have further questions, contact the Accounting Team at accounting
@tips-usa.com. The Vendor or vendor assigned dealers are responsible for keeping record of all sales that go thro
ugh the TIPS Agreement and submitting same to TIPS. 



REFERENCES SHI Government Solutions

Please provide three (3) references, preferably from school districts or other governmental entities who have used your service
the last three years. Additional references may be required. DO NOT INCLUDE TIPS EMPLOYEES AS A REFERENCE.

You may provide more than three (3) references.

Entity Name Contact Person VALID EMAIL IS REQUIRED Phone
Spring Independent School District Kimberly Hamilton Khamil1@springisd.org (281) 891-6225
City of San Antonio Dewon Johnson Dewon.Johnson@sanantonio.gov (210) 207-8432
Arlington Independent School District Glenda Riddle griddle@aisd.net (682) 867-7380
Tarrant County College District Pat Boudreau pat.boudreau@tccd.edu (817) 515-5892



CERTIFICATION BY CORPORATE OFFERER

IF OFFERER IS A CORPORATION,
THE FOLLOWING CERTIFICATE SHOULD BE EXECUTED AND INCLUDED AS PART OF
PROPOSAL FORM/PROPOSAL FORM.

OFFERER:
(Name of Corporation) 

certify that I am the Secretary of the Corporation 
I,

named as OFFERER herein above; that

(Name of person who completed proposal document)

who signed the foregoing proposal on behalf of the corporation offerer is the authorized person that is
acting as

(Title/Position of person signing proposal/offer document within the corporation) 

of the said Corporation; that said proposal/offer was duly signed for and in behalf of said corporation by 
authority of its governing body, and is within the scope of its corporate powers.

CORPORATE SEAL if available

SIGNATURE

DATE

SIGNATURE



DO NOT   



WARRANTY INFORMATION
SHI Government Solutions will pass on any included Manufacturer (OEM) warranties at the time of 
purchase. In addition, we will educate the end-user on any and all available extended warranty, 
maintenance, and service programs at the time of quote. Should the customer have the need to use 
the warranty SHI can facilitate the interaction between the customer and the OEM. We will gladly provide 
any contact information, process information, or assist in escalating with the OEM when necessary.

SHI also offers several options to support original Manufacturer warranties. These standard warranties 
typically offer limited, short-term coverage and can result in unexpected downtime and expensive repairs. 
SHI can offer 3rd party, non-manufacturer warranties that will allow our customers to extend the life of 
mission critical devices with world-class service and support.

Our Enterprise Warranty Services will extend the life of your technology investment and will keep your 
systems – and your business – running at peak performance.

The benefits of our Enterprise Warranties include:

Coverage up to 5 years;

24/7 technical support;

U.S.-based call center;

Global support capabilities;

100% coverage for commercial use, parts, labor, and accidental damage; 

$0 deductible.

In addition, SHI provides comprehensive, flexible coverage for Product Protection that goes beyond a 
manufacturer’s limited warranty and that provides:

100% coverage on parts and labor, normal wear and tear, and power surges;

“No Lemon” guarantee;

Replacement for products that are beyond repair;

No deductibles, hidden fees, or surprise charges; 

Commercial use.

Your SHI Coverage can begin on the date of purchase or after the manufacturer’s warranty expires, and 
coverage is not affected by what the limited manufacturer warranty offers. Our Warranty Services 
alleviate multi-year budgeting constraints and deliver service when and where you need it! Included in 
Product Protection Services in basic triage and remote diagnosis; 24-hour advanced exchange, depot 
service, and three-way shipping. As an additional benefit, our warranties protect against accidental 
damage, including drops, spills, and cracked screens.



Finally, SHI offers post-warranty and maintenance agreements for products that are still viable and in use!

If you maintain equipment under a warranty that is about to expire - or already has expired - SHI’s post-
warranty and maintenance agreements keep you covered. Our field engineers serve as an extension of 
your IT organization and deliver reliable, efficient, and customizable hardware maintenance support. Our 
program can consolidate multiple vendor agreements, and equipment can be added or removed from 
coverage at any time.

We provide affordability and reliable alternatives to manufacturer maintenance agreements, and flexible 
contracting provides 40-60% cost-savings from OEMs to your organization. Our Level III engineering 
teams—hired directly from OEMs and averaging over 15 years of experience—have helped us earn 
extraordinary trust with our customers and are available in every major metropolitan area throughout 
North America.

In collaboration with our partner network, SHI can access over 50 service locations and 110 global 
stocking locations to support your needs, no matter where the equipment is located. 
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February 21, 2020

TIPS 
4845 US Hwy. 271 North
Pittsburg, TX 75686

Dear TIPS:

Thank you for the opportunity to participate in The Interlocal Purchasing System (TIPS)’s RFP 200105 for
Technology Solutions, Products and Services. SHI Government Solutions (SHI) was incorporated in 
Texas in 1999 and is certified as an AS/F HUB with Texas Comptroller of Public Accounts’ VID# 
1223695478500. The intent of our proposal is to illustrate why we are best qualified to meet the needs of
TIPS' members, providing evidence of our ability to deliver the highest quality solutions at the lowest 
possible cost.

We pride ourselves on our long-standing relationship with The Interlocal Purchasing System, our 
technical expertise and dedicated staff. With more than $345M of technology products and related 
services sold to Texas government and education customers in 2019, SHI is a reliable and experienced 
IT Solutions vendor to customers throughout Texas. 

We value your business and are committed to providing the highest level of service and support to TIPS
and your members. We encourage you to contact our customers, visit our headquarters in Austin, and our 
web site at: https://texas.gs.shi.com. 

We are confident that we are uniquely positioned to help TIPS continue their focus on meeting the 
evolving IT needs of their members. Should you have any questions regarding our response, please 
contact Victoria Pubylski at Victoria_Pubylski@shi.com or 512-983-6502. Thank you for your 
consideration, and know we look forward to continuing our relationship with TIPS! 

Respectfully,

Victoria Pubylski

Proposal Manager



Page 3

SHI COMPANY PROFILE
SHI International Corp. is a worldwide, value added reseller of personal computer products, software and 
services, established in 1982. In 1989, Thai Lee and KoGuan Leo purchased the company and 
established SHI as a privately held corporation, incorporated in the State of New Jersey.  

SHI is 100% minority owned, classified as Asia-Pacific owned. During the fiscal year 2019, SHI shipped 
over $10.7 billion worth of product worldwide.

In 1999, SHI International Corp. spun off a division of the sales force dedicated to Government and 
Education sales. The new company, SHI Government Solutions (SHI), is incorporated in the State of 
Texas with its principal place of business in Austin and additional field offices throughout the state. All 
State of Texas Government and Education contracts were assigned to SHI Government Solutions.

SHI, and subsequently SHI Government Solutions, has been a contract vendor for the State of Texas 
since 1994. Over our 25-year history supporting Texas Public Sector customers, we have consistently 
transacted business with Public Sector customers throughout the state including State Agencies, Local 
Government, K-12 and Higher Education.

SHI offers custom IT solutions for every aspect of your environment from software and hardware 
procurement to deployment planning, configuration, data center optimization, mobility and IT asset 
management. SHI offers next-generation cloud solutions to help customers accelerate to the cloud in the 
fastest, most secure, reliable and cost-effective ways possible. Its infrastructure and integration services 
provide top-of-the-line solutions supported by the top manufacturers, publishers and providers in the 
industry.

SHI has sustained consistent growth in not only our business, but also the expansion of our regional 
sales team. Our success has stemmed from outstanding customer support through dedicated Account 
Teams, constant development of service and support enhancements, strong partnerships with top 
manufacturers, and a company-wide determination to be the best in the industry.

We believe our growth stems from several key factors:

Our commitment to the Public Sector, with 10 dedicated Education sales representatives and 10
Government sales representatives with geographically aligned territories throughout the State of 
Texas

Our ability to help our customers streamline and improve the management of their software and 
hardware procurement, deployment, and recovery.

Our extensive catalog and the ease with which we can expand our offerings to include new and 
emerging technology or partners that have a traditional direct to customer sales model.

Our commitment to putting our customers’ needs first, with a specific focus on cost savings for 
every eligible contract user and every purchase.

SHI Government Solutions supports the State of Texas using an extensive network of local Account 
Executives and Technical and Licensing Specialists, all of whom are proficient in supporting education 
and government customers. With geographically concentrated territories and dedicated Field Account 
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Executives responsible for marketing and selling strategies, SHI will ensure that we are effectively 
collaborating with all geographies throughout Texas and with all entities at a local level. 

The Field Sales Team is supported by a team of Inside Account Mangers (IAMs). IAMs are dedicated to a 
region for Education or Government customers, typically supporting 2-3 Account Executives, ensuring 
that they collaborate with the same customers on a daily basis. IAMs are responsible for the day-to-day 
customer service questions such as order placement, order tracking, quotations, return authorizations, 
and general questions.

SHI Government Solutions supports all Public Sector customers in the State of Texas. We are affiliated 
under common ownership with SHI International, Inc., and as a result, we have included them as an 
authorized reseller on this proposal. SHI International also has a dedicated Public Sector sales 
organization supporting customers in the remaining 49 states. 

The SHI International Public Sector Field division supports State Government, Local Government, K-12, 
Higher Ed, and Public Healthcare entities across the country. Customers in the Public Sector Field are 
supported by an Account Executive and a dedicated Inside Sales Team. Field territories are structured by 
vertical and by geography: With over 180 Account Executives (AEs) who live and work in their territories, 
the emphasis is on frequent, consistent, face-to-face communication with customers, and remains 
catering to the individual needs of customers.

The Field Sales Team is supported by a team of 110+ Inside Account Mangers (IAMs). IAMs are located 
at SHI's global headquarters in Somerset, NJ and are dedicated to a region and vertical, the same way 
our State of Texas Inside Team is aligned to our territory. 

In addition to the extensive Field Sales Team supporting Public Sector customers for SHI International, 
SHI has a team dedicated to supporting smaller Public Sector customers with national coverage. 

Small to Medium SLED Sales Team

The Small to Medium State, Local and Education (SM SLED) sales division is focused on supporting the 
needs of the smaller K-12, local government, and higher education institutions across the country to 
ensure personalized attention regardless of customer’s size. The SM SLED organization supports K-12
districts with 7,500 students or less, higher education institutions with 1,500 students or less, and local 
government accounts with a population of 50,000 or less. These customers often are overlooked by large 
resellers yet have the same need to stay current with technology as their larger counterparts. This 
division is based out of the corporate office. The State of Texas SM SLED team consists of 14 Inside 
Account Executives (IAEs) who support their customers’ needs from start to finish and are managed by 
two tenured dedicated managers. Supporting the other 49 states are 150+ IAEs and 12 managers. 
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PROPOSED GOODS AND SERVICES
Please upload one or more documents or sheets describing your offerings, line cards, catalogs, links to 
offerings OR list links to your offerings that illustrate the catalog of proposed lines of goods and or 
services you carry and offer under this proposal. It does not have to be exhaustive but should, at a 
minimum tell us what you are offering. It could be as simple as a sheet with your link to your online 
catalog of goods and services.

SHI Response: 

SHI is offering our full catalog of technology products, solutions and services. Beyond our vast field sales 
and internal support staff, we have many strategic alliances with OEMs, distributors, and IT partners that 
are an extension and/or adjunct to the services that SHI provides. 

Manufacturer Relationships 
As an experienced value-added reseller, SHI has forged strong partnerships with top manufacturers by 
establishing a team of Product Champions who are dedicated to supporting our largest partners. SHI is in 
constant communication with our manufacturers regarding product roadmaps and the direction of the IT 
industry. Many of our major software and hardware manufacturers have employees who work on-site at 
SHI for immediate access to pre-sales assistance direct from the manufacturer. The customers' dedicated
Account Executives will proactively work with TIPS members to discuss specific product evolutions that 
may impact their business.

SHI has the relationships with manufacturers to assist TIPS members to: 

1) Reduce expenditures on IT hardware and software 

2) Negotiate and benefit from entering into volume based pricing programs 

3) Manage the lifecycle of their IT assets 

Ranking with our Top Original Equipment Manufacturer (OEM) Partners
SHI is considered Top Partners of many of the largest Hardware and Software OEMS. 

HP – #2 McAfee    #1

Dell – #1 Partner, 4-Time Partner of the Year Microsoft #1

Lenovo – #3 Partner Novell    #1

Apple – #3 Symantec #1

Adobe - #2 Good Technology #1

IBM Software #2 Microsoft Surface #2
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Distribution Partnerships
In order to provide more efficient global delivery, SHI has established very strong partnerships with 
major distributors that operate internationally to drop ship products from the distribution centers directly to 
our customers’ locations. Our major distribution partners include Ingram Micro, Tech Data, Synnex, Avnet 
and Arrow. SHI has been working with each distribution partner for over 15 years.

Ingram         20+ years

Tech Data    20+ years

Synnex        15+ years

Avnet           15+ years

Arrow           15+ years

However, we also have relationships with thousands of local distributors, increasing our global reach and 
expanding our product offering. These distributors also have a great deal of technical certifications 
that can further assist with pre-sales technical advice.  

Partnerships that offer IT Services 
When needed, SHI utilizes sub-contractors for our services regarding several service verticals. SHI has 
developed a relationship with our valued partners over the past 15 years, having first made each potential 
partner go through an extensive profiling process. This included examining their financial status for 
stability, their business practices to ensure the same quality that SHI offers to our customers is upheld 
and an examination of their electronic tools such as their reporting capabilities and on -line service 
tracking system. As part of our vetting process, we look for partners who share our core values and can 
deliver on the services seamlessly. As needed, we will engage with a partner to provide requested 
services to TIPS' members. We can provide details and pricing as needed and based on the scope of 
services requested. 

We believe that our partners are an enhancement and extension of SHI’s own quality and cost-efficient 
offering to our valued customers. They are seamlessly incorporated into the solutions we provide to our 
customers, so that whether SHI is directly delivering or managing the partner, the customer experiences 
the same level of quality and ease of use. We have utilized these partners for several of our customers 
for Asset Disposal, IMAC, Break/Fix and other related services and have found them to have performed 
excellent service on each occasion. Additionally, by leveraging our valued partner network of companies, 
SHI offers a wide range of desk side services, including installation, MAC services, help desk, post-
warranty support etc. 

These alliances with OEM, distributor and IT Service partnerships and the influence of being a top partner 
and a great source of revenue translates to value to our customers by being able to get services 
expedited and potential issues quickly resolved. We expect existing partnerships to continue for many 
years while new ones are constantly forged. 
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Product Line 
One of our greatest strengths is our ability to offer customers tremendous depth and breadth in choosing 
software, hardware, Cloud, and other products. In fact, SHI’s current catalog includes tens of thousands 
of hardware, software, and other product partners. Generally, SHI is able to sell between 75%-100% of 
our partners’ product lines, and we typically offer a wide range of services either from the manufacturer 
directly or by subcontracting to a third party partner. SHI is able to provide our customers with full IT 
solutions, from commodity software and hardware to complete, end-to-end datacenter solutions. We 
specialize in IT solutions that fit precisely with our customers’ needs and wants.

Over the past decade IT has changed. Although there is still a need for commodity products, attention 
has shifted more and more to building solutions that will solve customers’ needs. In response to this shift, 
and working from our customer-centered foundation, we developed our Enterprise Solutions Group to 
include solution-based support. This team is comprised of over 150 people who hold 3000+ certifications 
for various products and solutions. Their goal is to address our customers’ needs, help them acquire the 
right technology, and facilitate adoption of that technology into their customers’ environment. Our 
Enterprise Solutions Group is vendor-neutral and uses its range of experience to help tailor conversations 
that will be optimal for a customers’ specific environment. We engage our customers during the strategy 
and solution design phases of a project and assist with activities like deliberate planning, assessments, 
white boarding, proof of concepts, and obtaining demo units.

Today, we continue to fine-tune our products and services to meet the needs of our customers and the 
ever-changing technology landscape. Our catalog of products continues to grow and change in response 
to technological demands and customer needs. While the following is by no means a comprehensive list 
of all that we offer our customers, some services and products that we commonly provide include:
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SHI Professional Services 
SHI has decades of experience supporting contracts that represent a broad portfolio of services and
products for a range of Public Sector entities. Through these contracts, we build connections that allow us 
to partner closely with each organization and dive deeply into the infrastructure, procurement, and 
compliance parameters that they face.

Today, we continue to fine-tune our products and services to meet the needs of our customers and the 
ever-changing, broad technology landscape. Our catalogue of products continues to grow and change in 
response to technological demands and customer needs. 

SHI categorizes the technology landscape and our capabilities into three broad segments: End-User, 
Datacenter, and Security. Within each of these segments are practices; for instance, the End-User 
Segment is comprised of Mobility, Desktop, Unified Communications, Devices, Peripherals, and 
Accessories.    

At the next level are the Solutions that reside within each practice. For example, within the Mobility 
practice, Unified Endpoint Management, Enterprise Mobility Management, Mobile App Management, 
Mobile Device Management, and Enterprise File Sharing exist.

Another example includes the Solutions that reside under the Devices, Peripherals, and Accessories 
practice; these include Operating System, Desktop, Laptop, Tablet, Thin Client, Smart Phone, Video 
Surveillance, Printing and Imaging, Digital Signage, and Peripherals.

The last piece of this conversation centers on Services for each Solution. These Services include 
Advisory Assessments, Solution Design, Proof of Concept, Implementation, Staff Augmentation, Training, 
Project Management, and Managed Services.   

Due to the size of SHI’s Solutions Directory, it would be cumbersome to include all of the granular 
categories here, as our categorization and capabilities are extensive. But TIPS' members can be 
confident knowing that SHI has the capability to support its end-users and to facilitate the right solution for 
each environment at an extraordinary value. 

A more detailed overview of select service practice groups follows. 

Lifecycle Services
At SHI, we understand both the complexities of and the challenges in managing IT infrastructure. In 
response to these intricacies, we have developed a Solutions practice, under our Enterprise Solutions 
Group, that assists customers in managing their Acquisition, Deployment and Management, IT Support, 
and Asset Recovery, and this solutions practice makes up SHI’s Lifecycle Services.

Our Lifecycle Services team engages collaboratively with each customer, assessing their unique needs 
and parameters, and then works as a vendor-neutral partner in facilitating all phases of device 
acquisition, management, and recovery. Our team of experts will step in at any point in the Lifecycle 
process to help fulfill the most demanding requirements, as we recognize that often your needs don’t 
begin at the acquisition phase and that the process is not always linear.

Our Lifecycle Services are derived from our longstanding and faithful partnerships with customers: 
through transparent communication and critical problem solving, SHI has gained a full understanding of 
customers' environments and technology needs. In addition to our foundational services, SHI is also 
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pleased to offer Premium Options which include, but are not limited to, Zero Touch Services; Data 
Migration; Enterprise Mobility Management; and Thin Client/Virtual Desktop Infrastructure. SHI’s Lifecycle 
Services Program boasts the most technologically advanced value-added opportunities and technology 
experts in the industry. 

Security Services
With a portfolio that spans the lifecycle of your technology products and services, and backed by over a 
decade of expertise, SHI Security Solutions is uniquely positioned to help organizations mature their 
cybersecurity programs and protect sensitive data. Our offerings focus on the six fundamental elements 
of an effective security program, with a lens that addresses the skills gap and streamlining operations.

1. Identity and Access Management

Secure access and enable employees, contractors, and partners. Our IAM solutions and services 
promote capabilities that span internal and cloud-based services, providing visibility into application 
access and enhancing end-user experience while ensuring that only designated users have access to 
protected assets.

2. Application Security

Accelerate the rollout of innovative new applications without sacrificing security. We help you rapidly 
identify and prioritize vulnerabilities, strengthen patch management practices, implement key application 
security technologies, and better align security with development teams and IT operations groups.

3. Data-Centric Security

Protect your “crown jewel” data against mistakes and intentional misuse by insiders, as well as external 
attacks on your information infrastructure. We help you discover and classify sensitive data, and then 
manage and protect it no matter where it is stored, used, or transmitted through the development of a 
data-centric security program.

4. Data Center and Cloud Security

Strengthen your first line of defense against sophisticated threats and achieve security in the cloud. Our 
solutions and services help you (1) gain comprehensive visibility into network traffic that is based on 
applications, users, and content; (2) remove malicious traffic while maintaining the delivery of legitimate 
business flows; and (3) secure access and data in public and private multi-cloud environments.

5. Threat and Vulnerability Management

Arm yourself with the tactical, operational, and strategic insights you need to understand how you are 
being targeted and invest wisely in the right set of countermeasures. We facilitate the development of an 
effective threat and vulnerability management program that starts with the endpoint and ends with 
successful security assurance practices. We help you continuously identify and address weaknesses, 
analyze assessment output with business risk in mind, and take new approaches to remediating security 
concerns.

6. Program Strategy and Operations

Manage your organization’s digital risk and compliance profile. We help you evaluate your overall 
cybersecurity posture with an objective view of your policies, controls, and processes. Our solutions and 
services enable you to align your approach with established cybersecurity frameworks, keep up with 
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evolving data protection and privacy regulations, and develop and execute a cohesive strategy for 
extending security throughout your organization.

We offer the most current technology solutions, expert implementation and advisory services, and 
customized testing in our state-of-the-art Customer Integration Center designed to facilitate your 
technology decisions. We help organizations focus on their business while we advance their security 
programs and optimize overall IT risk management strategies.

Our Senior Security Architects are authorities in IT Security and understand how to protect information 
and data against Script Kiddies; Hackers; Hacktivists; Malicious Insiders; and Nation-State threats.

Our presales and consultant Security Experts have both vendor-specific and vendor-neutral certifications 
and decades of operational experience, including:

Certified Information Systems Security Professional (CISSP)

Certified Information Security Manager (CISM)

Certified Information Systems Auditor (CISA)

Global Information Assurance Certifications (GIAC) - GAWN, GCIA, GCFA, GCH

Cisco Certified Internetwork Expert (CCIE)

Check Point Certified Security Administrator (CCSA)

Check Point Certified Security Expert (CCSE)

Tenable Certified Network Auditor (TCNA)

Symantec Technical Specialist (STB) – Endpoint, DLP, Messaging Gateway

McAfee ACE – Firewall and Network Security Platform

RSA Archer, SecurID, and enVision Engineer 

IBM Security Site Protector

Organizations worry about meeting compliance when it comes to data security. SHI provides full 
compliance for the following data security regulations:

Payment Card Industry Data Security Standard (PCI-DSS)

Health Insurance Portability & Accountability Act (HIPAA)

Children’s Internet Protection Act/Children’s Online Privacy Protection Act (CIPA/ COPPA)

Criminal Justice Information Services (CJIS) Security Policy

General Data Protection Regulation (GDPR)

Gramm-Leach-Bliley Act (GLBA)

FDA Title 21 CFR Part 11 (1997)

Sarbanes-Oxley Act (SOX)
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Cloud Services
SHI’s cloud practice gives customers more visibility and control over their cloud environment without 
limiting functionality or hindering the user experience of what a cloud platform has to offer. SHI supports 
these major Cloud Service Providers (CSPs):

• Amazon Web Services (AWS)

• Microsoft Azure (Azure)

• Google Cloud Platform (GCP)

We do the heavy lifting where the customer needs it: aggregation of products and services, financial 
chargeback, management, performance rightsizing, and analysis. SHI collaborates with engineers and 
partners credentialed in top cloud platforms and compatible products such as AWS, Box, CommVault, 
One Login, Veeam, Symantec, VMWare, Cisco, Microsoft, and others, providing the customer a one-stop 
shop. We specialize in cost optimization, billing management, and governance, as well as infrastructure 
management and professional services. Today, SHI is AWS’ largest reseller spanning many different 
industries such as financial services, pharma, and SaaS.

Overview

We manage over $20M per month in IaaS assets for our clients.

We provide tools and resources that help clients track their cloud assets and where their 
costs are going.

We help align cloud usage and spend with clients’ business processes while they take 
advantage of the benefits underlying platforms have to offer.

We bring forward the best resources, partners, and technologies for getting the most out 
of your cloud and hybrid environment.

Transformation to Cloud Solutions 

Cloud-Based Solutions have changed the dynamics of pre-sales, acquisition, and on-going IT 
management. To keep up with new demands, SHI has developed processes and support to address 
Cloud consumption-based models, and we have resources dedicated to emerging partners to support our 
customers’ growing needs. 

New licensing models

As licensing standards change to meet the demands of a mobile-first and cloud-first world, there is an 
emphasis on the “dual-user." A dual-user is someone who uses technology for school or work, as well as 
privately. As new licensing models arrive, SHI helps users make sense of the varied cloud-based 
solutions in order to efficiently license, adopt, and consume these technologies. Always sensitive to price-
point, SHI simplifies asset management through self-provisioning and self-service agreement/account 
management.
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SHI Support Services 

SHI’s Cloud Support Services provide insight into your cloud environment, allowing us to make tangible 
recommendations that benefit your organization. We can help identify overprovisioned or dormant 
resources, analyze historical usage to determine more favorable pricing models, and provide ongoing 
monitoring to ensure you’re staying on track with a secure, cost-efficient, and optimized cloud 
environment. SHI delivers industry standard and custom offerings through our Assess, Design, Build, and 
Manage methodology to integrate leading cloud technologies to your environment. Our certified solutions 
architects and technical consultants combine their technical expertise to deliver services that optimize the 
business and IT benefits of public, private, and hybrid cloud technologies.

Our support services include:

Cloud Platform(s) Service Onboarding: Cloud Adoption starts with onboarding into one or 
more cloud platforms. We have standardized our approach to determine available cloud 
functionality and overcome billing and security challenges, all while providing guidance on best 
practices.

Net Terms Billing: Organizations need flexible payment terms to consider CAPEX vs. OPEX, 
extended net term billing options, financing, account consolidation, financial chargebacks, and 
pricing program assistance. SHI collaborates with you to understand your billing requirements 
and provide a variety of billing options to fit your specific needs.

Reporting & Analytics: Capturing your organization’s cloud costs and usage allows us to 
facilitate meaningful business decisions that are crucial for productivity. We will assess your 
metadata for multiple cloud platforms into a consolidated view as well as provide a guided 
analysis based on years of consulting experience with enterprise clients.

Always Available Support: When you have a critical issue, you need to count on superior 
support. Our Cloud support team of certified cloud account managers, cloud solution architects, 
and our 24x7 Cloud Service Desk is available to provide technical support throughout your cloud 
journey.

Cloud Spend Optimization: Cloud costs don’t have to be unpredictable and difficult to manage. 
We provide proactive guidance based on your cloud usage and growth plans to help you reduce 
costs and optimize your cloud infrastructure.

Advisory Services: Whether you are in the process of evaluating your cloud strategy or need in-
depth architectural support, we have the vision, technical expertise, and range of services to 
guide you.

Volume Licensing Expertise: We can help you move your licenses to the cloud, select the right 
buying program(s), maintain licensing compliance, and best of all, avoid audits! Our licensing 
experts will identify, monitor and optimize your software assets to ensure you receive the most 
value in your IT investment.
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Virtual Desktop Infrastructure
Virtual desktop infrastructure (VDI) is the technology for providing and managing. VDI hosts desktop 
environments on a centralized server and deploys them to end-users on request. 

SHI has the capability to provide a virtual desktop management platform, based upon industry standard 
solutions, that enables simplified delivery, management, and protection for Windows desktops, 
applications, and online services. SHI’s VDI offers a complete solution for delivering, managing, and 
protecting Windows desktops, applications, and online services across devices, locations, media, and 
connections.

To begin, SHI develops a formal project plan to establish deliverables and track and report 
requirements. Concurrently, we work with you to determine a communications strategy designed to 
minimize the impact of a VDI transition to your organization (and any regional locations).

Once the project enters the readiness phase of the transition, SHI finalizes our program service and 
delivery model and establishes the necessary alignment for a smooth transition and a stable program. 
During this phase, we pay special attention to the following areas: 

Process standardization and best practices;

Driving process efficiency and trending;

Achieving synergy;

Measurements and productivity;

Communication;

Customer Satisfaction.

SHI brings explicit outcomes to our collaboration, ensuring that your transition to VDI is both seamless 
and beneficial. In addition to a single-user portal with self-service functionality, we eliminate the need for 
multiple logins with seamless authentication and provide full-spectrum management of end-user access 
from managed and unmanaged devices. Finally, we provide contextual, policy-driven access to 
applications based on user, device, and location. Our VDI as a service can also provide the following: 

Planning and kickoff meetings Future state VDI – planning and design session

Assessment and Discovery of existing Datacenter 
(This includes advising customer on required 
Infrastructure/Environment changes/configuration 
needs)

Desktop and application infrastructure 
assessment

VDI solution (Install/Configure/Set up) buildouts Design of VDI architecture

VDI solutions for users Technical Support during User Piloting

VDI solution overview – knowledge transfer 
workshop

Implementation, Testing, Validation, and 
Production Pilot

Solution and supporting components –
deployment and validation

Design, deployment, and system capabilities 
workshop session
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After we have deployed the VDI, we offer additional Managed Support Services, which include daily 
administration and support for all VDI-related issues; monthly patching of Windows 10 Enterprise master 
images; yearly upgrade for VDI solution and its components; and 

Development/Testing environment for new 
software deployment

Use Third party tools for performance metrics of 
the environment

Provide a single support contact for issue 
escalation

Work with organizations Service Management 
processes including the formal change 
management process

SHI brings VDI to customers knowing that Virtual Desktop Infrastructure has several benefits:

1. Access

The most distinguishing feature of VDI is remote access. Whereas traditional desktops can be restricted 
to a single system, with VDI, you can access your desktop from anywhere, day or night. 

2. Security

Historically, applications and data are stored on your local hardware. If your computer is stolen or 
damaged, all the data is lost, and you have to buy a new laptop. With VDI, as remote data centers store 
the data with high-level redundancy, data loss is not an issue. Even if you lose a device, you can access 
your desktop from any other device.

3. Device Portability

VDI technology enables you to access your desktop from various devices, so your desktop is not bound 
to the hardware; it can be accessed from multiple devices. You can use mobile, laptops, tablets, or thin 
clients to view your desktop.

4. Data Center Facilities

When you use VDI from a cloud service provider, the desktops are hosted on servers situated in high-
performance data centers, so users get all the facilities and features associated with the data center: 
advanced security, high-end infrastructure, and disaster recovery plan, among others.

5. Cost Reduction

By using VDI services from a cloud provider, you eliminate the cost of hardware. You can access your 
desktop from any device and can use older-version hardware in your office. 

More information on our solutions capabilities and services can be found on our website using the links 
provided below. 

Security Solutions

https://texas.gs.shi.com/CustomerServices/SHIMarketing.aspx?ContentID=91876

Data Center Solutions 

https://texas.gs.shi.com/CustomerServices/SHIMarketing.aspx?ContentID=91870
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Cloud Solutions

https://texas.gs.shi.com/CustomerServices/SHIMarketing.aspx?ContentID=91923

End-User Solutions

https://texas.gs.shi.com/CustomerServices/SHIMarketing.aspx?ContentID=93930

Services

https://texas.gs.shi.com/CustomerServices/SHIMarketing.aspx?ContentID=94928

Customer Technology Centers

https://texas.gs.shi.com/CustomerServices/SHIMarketing.aspx?ContentID=95775
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Value Added Services
SHI is proud of the reputation we have established with our customers as an organization uniquely 
capable of understanding and addressing their specific needs and concerns. We accomplish this through 
a single-minded focus on customer satisfaction: every SHI employee understands that we are here 
because of our customers and will remain here only as long as we continue to provide extraordinary 
customer satisfaction.

We have created high-value solutions for our customers – solutions that are focused on meeting the 
unique requirements of each customer while incorporating opportunities for partnership and innovation. 

We provide:

Customized Reporting

On-line Procurement

Dedicated Account Management

Volume License Program Management

Pre-sales support from SHI's Software & Licensing Team and SHI's Hardware & Advanced 
Solutions Team 

Electronic Software Distribution

On-line invoicing

E-commerce Integration

Renewals Organization Services (PRO timeline)

Strategic Planning Services

Best Practice Consulting

Capacity Planning

Vendor and Technology Roadmaps

Proof of Concept (Customer Innovation Center) 

Coordinate Demo Units

Asset Standardization

Price Modeling

Contract Management

Access to the SHI Customer Innovation Center
SHI recently established our Customer Innovation Center (CIC), designed to allow customers to test and 
compare IT Solutions before committing to an investment. The CIC is staffed with trained team members 
and technical professionals who are experts on both products and solutions. As technology advances and 
changes, the available technologies in the SHI CIC will follow, ensuring that we always have the products 
and relevant technologies that our customers are interested in evaluating. 
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The CIC allows representatives and individual users from your organization the opportunity to see, touch, 
and observe hardware in our Showcase Lab, where we house equipment and technology from various 
OEMs, in addition to our “Software and Sandbox” Lab, where you can engage with hardware and 
software specifically designed for educational and classroom use! With over 8,000 square feet of hands-
on IT on display, the CIC’s opportunities include, but are not limited to:

Server and Database Software

Management Software Solutions

Custom Software Solutions

Security Software

Hyper-Converged and Converged Infrastructure

Software-Defined Infrastructure

Hybrid Cloud

Big Data

Mobility / Client Hardware devices

The CIC is designed to be used for:

Demonstrations – Evaluate product features and functions in a tangible working environment;

Proofs-of-concept – Test next generation equipment without disrupting your datacenter;

Tangible Training – Get a deep-dive walkthrough from our solution architects;

Test Drive – See our end-user environment to determine what a device will look like in real world 
cases. See the application supported from the data center, driven down to the device, and with all 
the security in between.

When you are ready to evaluate solutions and products - whether it is Virtualization, Cloud Integration, or 
the latest End-User Computing products - your dedicated Account Team will work with you to schedule 
time and develop a plan with the CIC, so you can see the best options in the industry, and choose the 
right solutions based on observation, not speculation.
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PRO Renewal Organizer 
Software Maintenance Administration/Renewal Management Services

SHI has built a tool in response to our customers’ needs around expiring warranties, support agreements, 
and product maintenance programs. The Renewal Organizer, available as a value add to SHI customers 
only, and at no additional cost, compiles your technology renewals in a centralized, rolling 36-month 
timeline for simplified budgeting and renewal management. The tool is delivered via an interactive on-line 
portal, with 24/7/365 availability. 

Each renewal box will contain information relevant to that renewal such as:

Contract start date

Contract end date

Contract Number

Customer PO

Through this tool we are able to offer TIPS members proactive management of maintenance, warranty, 
and support plans that will save both time and money. All products purchased through SHI with an 
expiration date of any kind will automatically be loaded into the customer’s renewal organizer. Quotes will 
automatically be sent to the customer 90 days before the expiration of the service. The Inside Team will 
continue to follow up with the customer until the PO is placed or the end user indicates that they are no 
longer interested in renewing the maintenance or support agreement.

In order to be able to provide this level of detail for our customers, SHI collects the maintenance 
expiration date in our order entry system each time a customer purchases product maintenance. Through 
our Renewal Organizer, SHI provides visibility and clarity around renewals to each agency, thus 
complementing the workflow of their own software and hardware renewal lifecycle efforts. These 
efficiencies support our customers’ existing operating processes, and in some instances SHI’s Renewal 
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Organizer service even replaces or fills a void in our customers’ existing workflows, freeing up our 
customers’ time for other activities. If TIPS members take advantage of our PRO timeline they will receive 
the following benefits:

Improved management of technology and renewals, as SHI provides proactive notification of 
maintenance renewal periods for all relevant technologies in their environment

Improved budgeting and ordering efficiencies

More support (road maps, licenses options, potential for volume purchasing)

Reduce overall maintenance spend by avoiding unnecessary costs associated with selecting a 
less-than-ideal buying program or pattern (e.g., contractual vs. transactional buying programs, 
individual purchases vs. leveraging cumulative spend, etc.)

Reduce overhead (makes it much easier to manage multiple suppliers)

Simple setup, SHI guides customers through the onboarding and acquisition stage

No cost and no risk to initiate the service

Assistance with negotiating with the manufacturers to co-term maintenance or warranty contracts, 
when permitted by the manufacturers’ programs


