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Effective 
Capability 
Statements



What is a Capability Statement

A capability statement is a marketing tool – 
a visual representation of your company, 
products/services, etc.

Generally, it is a 1 or 2-page document    that 
promotes your company’s     capabilities to 
an audience.



Why Use a Capability Statement

A well-developed capability statement sets 
your company apart from the competition and 
can serve as a “door opener” for your 
company.

It provides key information in a clear, 
concise manner.  



What Factors are Important to Consider When 
Developing Marketing Materials?

Start by taking a look at… 
 your website and/or 
  other marketing materials.



What Factors are Important to Consider When 
Developing Marketing Materials?

Then take a look at… 
 your competitors’ websites and
  marketing materials.



What Factors are Important to Consider When 
Developing Marketing Materials?



Developing the Capability Statement

Effective capability statements have 
5 key areas:
•Core Competencies
•Differentiators
•Past Performance
•Corporate Data
•Contact Information

Key elements that government 
buyers are looking for.



Developing the Capability Statement

Core Competencies – 
►Short introduction explaining your core 
competencies relative to the agencies needs 
followed by bullet point list. 

◄Increased Effectiveness: Customize the 
capability statement based on individual agencies 
mission statement, needs, and opportunities.  



Developing the Capability Statement

Differentiators – 
►A succinct, clear statement that relates to the 
needs of the agency – helping them understand 
why they should choose you. 

◄Increased Effectiveness: Answer the following – 
Why are you best suited to do it better, faster, 
cheaper, etc.?  What is it about your staff / 
products / services that give you an advantage?



Developing the Capability Statement

Past Performance – 
►Past Performance represents your experience 
through a list of past customers or projects. 
◄Increased Effectiveness:  Customize the 
capability statement when possible, and include 
specific contact information including name, title, 
email address, and phone number.



Developing the Capability Statement

Past Performance – 
►A listing of past customers that can provide 
positive feedback about your products or 
services. 

◄ If you are partnering on a project, and a team 
member has relevant experience – highlight that 
team member’s experience to show your ability 
to perform the contract.



Developing the Capability Statement

Corporate Data – 
►One or two short sentences with a company 
description detailing pertinent history. 

◄Increased Effectiveness:  Agencies will likely visit 
your website for additional information – make 
sure that your website is up-to-date and matches 
the information contained in the capability 
statement.



Developing the Capability Statement

Corporate Data – 
►Company Name & Address [May Include Multiple Locations]
►Socio-Economic Certifications [WOSB, 8(a), SDVOSB, HUBZone, etc.]
►UEI Number & CAGE Code
►NAICS Codes & PSC Codes
►GSA Schedules & Any Contract Vehicles [i.e., BPA’s, MATOC, etc.]
►Acceptance of Credit & Purchase Cards
►Bonding Levels
►Quality Control & Quality Assurance Programs
►Non-Federal Government Certifications



Developing the Capability Statement

Contact Information – 
►Include contact information for the person who 
will serve as your company’s point of contact – 
including name, email address, and phone 
number. 

◄Increased Effectiveness:  Include contact 
information on both sides of capability statement 
if it’s two pages long.



Developing the Capability Statement

Tips to Remember – 
►Implement existing sales and company documents/photos as appropriate.
►Use appropriate tools and formatting to develop your capability statement.
►Follow your company’s branding if you have an established look.
►Customize your capability statement for each agency, prime contractor and/or 

teaming partner.
►When the capability statement is developed, save it as a pdf file if you will be 

emailing the document.
►Find out if individual agencies have requirements for capability statements [i.e., 

Defense Supply Center, Sources Sought Requirements, etc.]



Developing the Capability Statement

Importance of Repetition – 
►Do you have multiple product lines or services that can be 

featured on different capability statements?
►Are there specific features of your products or services that 

you can be highlighted on different capability statements?
►Are there seasonal products or services that you might want 

to promote?
►Is there something newsworthy or a new development that will 

lend itself to updating and re-sending your capability 
statement?

REPEAT, REPEAT, REPEAT



Capability Statement Examples



Small Business 
Search



How do the agencies/primes find you? 
How do you market yourself to 
agencies/primes?

SBA’s - Small Business Search (SBS):

https://search.certifications.sba.gov/

 

• Most of your profile information is pulled from SAM

• Where Federal agencies and primes conduct market research to find small 
businesses

• Check listings to research other companies

• Key components:
• Contact info
• Certifications
• Capabilities narrative
• Key words
• Past performance/references information
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https://search.certifications.sba.gov/


SBS Profile and the Importance to Have One 

•  A KO conducts market research and may reach out directly to the 
small businesses it finds in the SBS.

• If an agency is experiencing low numbers of proposals, the KO will 
search SBS and may reach out to you directly.

•Prime contractors looking to verify a small business’ 
socioeconomic certification go to SBS.

•Prime contractors wanting to subcontract or form a mentor 
protégé relationship search in the SBS.

•Small businesses wanting to scope out their competition look in 
the SBS.



Creating Your SBS Profile

•You can upload a PDF of your capability statement. Or, if you have 
a landing page for your capability statement on your website, 
there is a place to enter the URL.

•Confirm the point of contact is still valid.

• If SBA-certified, ensure it appears in your profile.

•The capability narrative section (aka written elevator pitch) is key 
to getting noticed.

• Insert your name and phone number for a reference’s contact 
information.

•Remember, this information is public for anyone to see, even your 
competitors. 



SBS Demo

How easy is it for a KO to skip your business listing in a SBS search..? Let’s find out 

• SBS Search

https://search.certifications.sba.gov/
https://search.certifications.sba.gov/


Market Research



SBA SIZE STANDARDS define whether a business is "small" and thus eligible for 
government programs and preferences reserved for “small business” concerns.

https://www.sba.gov/content/small-business-size-standards

SBA uses it to establish size standards to identify small businesses under each NAICS 
code to ensure a “level playing field” for competition of small businesses with other 
than small businesses.

 
Contracting Officers use it to classify procurements for services as full and open or as 
a set-aside.
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Are you small to the Federal Govt?   
NAICS Codes : Size Standards

https://www.sba.gov/content/small-business-size-standards
https://www.sba.gov/content/small-business-size-standards
https://www.sba.gov/content/small-business-size-standards
https://www.sba.gov/content/small-business-size-standards
https://www.sba.gov/content/small-business-size-standards
https://www.sba.gov/content/small-business-size-standards
https://www.sba.gov/content/small-business-size-standards
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Self- Certify 
as a Small 
Business

SBA HUBZone
“Geography”

Service-
Disabled 
Veteran

Woman-Owned

SBA 8(a)
“Under-represented”

Do I qualify for any socio-economic categories?
Federal Acquisition self-certifications and SBA certifications:



•Set-asides are a powerful tool for small business – to level the playing field

•Powerful vehicle for helping small firms compete and win prime contracts

•Fundamental: Every federal government purchase with an anticipated value 
above the micro-purchase threshold of $15,000, and up to the Simplified 
Acquisition Threshold (SAT) of $350,000, is required to be automatically and 
exclusively set-aside for small businesses.  
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How the Federal Government Buys: 
Small Business Set-Asides



www.usaspending.gov
• What agencies have purchased in my geographical capacity and for what services and products:

• Can search prime and sub awards
• Search by awardee, competition, industry, set-aside type, place of performance, awarding agency, etc…

https://www.acquisition.gov/procurement-forecasts 
• What agencies anticipate purchasing in my geographical capacity and for what services and products:

• Government “wish list” for future purchasing
• Search by agency, industry, etc…
• Locate agency POC’s

• Locate agency POC’s

http://www.sam.gov
• What agencies are purchasing now in my geographical capacity and for what services and products:

• Search by industry, place of performance, set-aside, agency, , etc…
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Does the Federal Government buy what you sell?
Do Your (Basic) Market Research! 

http://www.usaspending.gov/
https://www.acquisition.gov/procurement-forecasts
https://www.acquisition.gov/procurement-forecasts
https://www.acquisition.gov/procurement-forecasts
http://www.sam.gov/


Who buys what you sell?

• Identify the Right Agencies?
• Use tools like SAM.gov and USAspending.gov to discover which federal, state, or local 

agencies regularly buy A&E services
• Focus on agencies with active or recurring A&E contract opportunities

• Find the Right Points of Contact (POCs)
• Target Contracting Officers, Small Business Specialists, and Program Managers 

involved in A&E procurements
• Look for contact info in procurement forecasts, award notices, and agency 

directories

• When should you talk to them?
• How do you talk to them/what do you say?



How do agencies procure what you sell?

• Understand the Agency’s Acquisition Strategy
•Research how your target agency plans and funds A&E services
•Review forecasting tools, past solicitations, and procurement histories to align with their goals

• Engage Early with Decision Makers
• Begin outreach 12–24 months before a solicitation is released
• Build relationships with program managers, contracting officers, and small business specialists 

to position your firm early

• Know the Contract Vehicles They Use
• Identify whether the agency uses:

✓ IDIQs, MATOCs, GSA Schedules
✓ AEC-specific contracts or regional BPA/MACs

• Register and position your firm for relevant vehicles in advance

• Get on the Winning Team
• Monitor upcoming opportunities and find teaming partners early
• Join or form joint ventures, mentor-protégé agreements, or subcontractor relationships to 

increase competitiveness



What is your strategy to become a player?

• Be the Prime
• actively seek solicitations that match your A&E capabilities

• Start as a Subcontractor
• Team with experienced primes to gain relevant experience, build credibility, and understand 

federal contracting procedures
• Use subcontracting as a stepping stone to prime work in the future

• Leverage the Mentor-Protégé Program (MPP)
• Explore the SBA’s Mentor-Protégé Program to access mentorship, technical support, and joint 

venture opportunities
• Ideal for small firms looking to grow capacity, improve competitiveness, and enter the federal 

market more effectively



Market to Large Primes

✓ Work as a small business subcontractor to an “other 
than small” federal prime contractor

• Locate opportunities on SBA’s SUB-Net
 https://subnet.sba.gov/client/dsp_Landing.cfm 

Federal subcontracting plan requirements
(FAR 19.704)

Federal contract or subcontracts:

• Over $750,000

• Over $1,500,000 construction
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https://subnet.sba.gov/client/dsp_Landing.cfm


✓ Prepare a quality Capabilities Statement
• Know your strengths, competitive advantage, identify key staff, past project 

experience

✓ Leverage small business designations

✓ Know the government market

✓ Know the Prime – how you fit their needs

✓Get to know their Small Business Liaison Officer

✓ Focus on what you bring to the table

✓Timing and Preparation

✓Get the Meeting!
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How to market to Primes/Mentors/Partners?



• Know your competition…they may be a good partner

• Be sure your SAM and SBS are up to date, accurate, and fully describes your capabilities.

• Look for SBLO list on agency small biz sites

• Once you know who they are, look for primes’ websites.

• Check SAM.gov or USA Spending for large prime awards. 

• Register in SBA Sub-Net 

• Participate in Business Opportunity Workshops, Trade Fairs, Procurement Conferences, etc.

• Maintain internal source lists

Who to Contact:
Small Business Liaison Officer (SBLO)

41



•Subcontracting can be a better alternative for those 
new to contracting or new start-ups
•This will better prepare you to build “past 

performance” to prime contracts in the future
•SBA maintains a database of subcontracting 

opportunities:

• Sub-net: https://www.sba.gov/federal-contracting/contracting-
guide/prime-subcontracting/subcontracting-opportunities 

• List of Prime Subcontracting Plans (as recent as FY24):  
https://www.sba.gov/document/support--directory-federal-
government-prime-contractors-subcontracting-plans

•Review USASpending.gov for recent awards
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Find Subcontracting Opportunities

https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
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https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
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https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
https://www.sba.gov/document/support--directory-federal-government-prime-contractors-subcontracting-plans
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Connect with your APEX Accelerator and ask 
for a Market Research Report
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Connect with your APEX Accelerator and ask 
for a Market Research Report- cont.



Questions?



hsargus@unomaha.edu or terrymorgan@unomaha.edu

Email

nbdc.unomaha.edu/APEX

Website

6708 Pine Street, Mammel Hall 200

Omaha, Nebraska

Location

mailto:hsargus@unomaha.edu
mailto:terrymorgan@unomaha.edu


Daniel Curado – 

Procurement Center Representative (PCR)
U.S. Small Business Administration (SBA)
Office of Government Contracting (NE & IA)
 

Matt Hibbert – 
Deputy, Office of Small Business Programs (OSBP)
USACE,  Omaha District (NWO)

Veronica Doga-
Director, Nebraska APEX Accelerator

Small Business 
Panel



We Connect Businesses to Government Contracts

There are now 90+ APEX Accelerator programs with 300+ local offices in the country and US Territories
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