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DISCLAIMER

▪ The opinions expressed by participants in this meeting do not necessarily 
represent the official views or positions of the NC Military Business Center, the 
North Carolina Community College System, or the State of North Carolina. 

▪ This meeting and its contents are provided for informational purposes only and 
do not constitute legal advice. 

▪ The NC Military Business Center, the North Carolina Community College System, 
or the State of North Carolina assume no responsibility for any actions taken 
based on the information provided during this meeting.



Agenda

➢SAM Registration & SBA Profile
❖Automatic, Effective & Perpetual

❖“Packaging” My Business in Federal Government Terms

➢Identifying Government, Military, OEM and Prime Contractor Target 
Contacts

➢Developing and Presenting Effective Capabilities Statements & 
Briefings

➢Attend & Participate in Relevant Conferences, Convenings, Industry 
Days, Summits, Symposiums, etc.

















































































SBA Account Login, Registration, and Profile

https://www.sba.gov/about-sba/open-government/about-sbagov-website/sba-account-login-registration-portals#id-government-contracting
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Acquisition Process Participants

▪Management – Contracting Offices

▪ Requirements Developers & End Users

▪ Funding – Allocators / Providers of $$$
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What is a Capability(ies) Statement?

▪ A one-page (at the most 2) marketing document

▪ Introduces your business to government buyers
▪ OEMs & Major Prime Contractors

▪ Summarizes your qualifications

▪Used in meetings, outreach, and proposals



Why Capability Statements Matter

▪ First impression with contracting officers

▪ Supports small business programs

▪ Helps prime contractors evaluate partners

▪ Improves credibility and visibility



When to Use a Capability Statement

▪ Industry days and conferences

▪One-on-one meetings

▪ Email introductions

▪ Vendor outreach events

▪ Capability briefings



Core Components

▪ Company Overview

▪ Core Competencies

▪ Past Performance

▪ Differentiators

▪ Certifications and Codes

▪ Contact Information



Company Overview

▪ Legal name and DBA

▪ Business size and structure

▪ Years in operation

▪ Primary mission



Technical Sections

▪ Core Competencies: Key services/products

▪ Past Performance: Relevant projects

▪ Differentiators: What makes you unique

▪ Certifications: SBA and agency programs



Required Codes and Identifiers

▪UEI (Unique Entity ID)

▪ CAGE Code

▪NAICS Codes

▪ PSC/FSC Codes

▪ SAM.gov Registration



Design and Format

▪One-page maximum

▪ Clear headings

▪ Readable fonts

▪ Professional branding

▪ PDF format preferred



Example: Strong Capability Statement

▪ Company: ABC Defense Solutions, LLC

▪ Core Competencies: Cybersecurity, IT Support, Cloud Migration

▪ Past Performance: DoD Network Modernization ($2M)

▪ Differentiators: 24/7 SOC, Veteran-Owned Staff

▪ Certifications: SDVOSB, ISO 27001

▪ Codes: UEI, CAGE, NAICS 541512



Example: Construction Contractor

▪ Company: Precision Build Group

▪ Core Competencies: Federal construction, renovations, HVAC

▪ Past Performance: VA Clinic Renovation ($4.5M)

▪ Differentiators: EMR 0.78, Design-Build Expertise

▪ Certifications: HUBZone, 8(a)

▪ Codes: NAICS 236220, CAGE



Common Mistakes

▪ Too much marketing language

▪No past performance

▪Outdated codes

▪ Poor formatting

▪Missing contact info



Best Practices

▪ Customize for each agency

▪Use metrics and results

▪ Keep updated quarterly

▪ Align with target NAICS

▪Match agency mission



Next Steps

▪ Draft your capability statement

▪ Validate SAM.gov registration and SBA Profile

▪ Seek SBTDC GCAP, Apex Accelerator, NCMBC and other SME reviews

▪Use in outreach strategy

▪ Revise based on feedback



EXAMPLES
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Conferences, Convenings, Industry Days, 
Summits, Symposiums, etc

▪ Current Info – industry trends, innovation & technology, programs & 
requirements

▪ Cost Effective
▪ Opportunity to meet multiple potential customers (government & 

commercial) in one trip and relatively short amount of time

▪ Excellent Forum to Deliver Your Capabilities Statements & Briefings

▪ Build Your Network - >Network = >Net worth





















NCMBC Events

▪ Defense Industrial Sustainment for Combat Systems Summit March 
18-19, Chapel Hill, NC

▪ Southeastern Region Federal Construction, Infrastructure and 
Environmental Summit April 14-16, Wilmington, NC

▪ Federal and Defense Textile and Tactile Gear Summit May 19-20, 
Raleigh, NC

▪ Federal Technology Symposium August 4-5, Fayetteville, NC



Contact Information – NCMBC

Insert 

Presenter
Photo

Scott Dorney

Executive Director
scott@ncmbc.us

Courtney Smedick

Dir. of Operations
courtney@ncmbc.us

Joe Tew

Western NC Regional 
Program Manager
tewj@ncmbc.us

Tammy Wallace

Technology Systems
wallacet@ncmbc.us

Rick Gilmore

Regional Program 
Manager, Greensboro
gilmorer@ncmbc.us


	Slide 1
	Slide 2: Disclaimer
	Slide 3: Agenda
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33
	Slide 34
	Slide 35
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40
	Slide 41
	Slide 42
	Slide 43
	Slide 44
	Slide 45
	Slide 46
	Slide 47: Agenda
	Slide 48: Acquisition Process Participants
	Slide 49
	Slide 50
	Slide 51
	Slide 52
	Slide 53
	Slide 54
	Slide 55
	Slide 56
	Slide 57
	Slide 58
	Slide 59
	Slide 60: Agenda
	Slide 61: What is a Capability(ies) Statement?
	Slide 62: Why Capability Statements Matter
	Slide 63: When to Use a Capability Statement
	Slide 64: Core Components
	Slide 65: Company Overview
	Slide 66: Technical Sections
	Slide 67: Required Codes and Identifiers
	Slide 68: Design and Format
	Slide 69: Example: Strong Capability Statement
	Slide 70: Example: Construction Contractor
	Slide 71: Common Mistakes
	Slide 72: Best Practices
	Slide 73: Next Steps
	Slide 74: EXAMPLES
	Slide 75: Agenda
	Slide 76: Conferences, Convenings, Industry Days, Summits, Symposiums, etc
	Slide 77
	Slide 78
	Slide 79
	Slide 80
	Slide 81
	Slide 82
	Slide 83
	Slide 84
	Slide 85
	Slide 86: NCMBC Events
	Slide 87: Contact Information – NCMBC

