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Developing a Capability
Statement

Creating a visual representation of
your company:
Who are you & what do you do?

March 3, 2023
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Introduction to PTAC

Procurement Technical Assistance Center (PTAC):

Alaska e
%.QTAU Enter term

RIS GETTING STARTED  EVENTS & TRAINING  TOOLS  NEWS  ABOUT

ca bR .
Request PTAC Services * Now part of the APEX Accelerators program
LIJ:e first step to working with PTAC is to register with 3 < . Free assistance Wlth a” aspects Of government
contracting, from cradle to grave (start to finish) for federal,
STy ‘ state and local purchasing activity

REGISTRATION

» Free one-on-one appointments

» Free workshops (Special events and extended training
session may have registration fees)

* The Alaska PTAC is one of 90+ other PTACs across the

government ¢ ctin S US, Puerto Rico, & Guam
Wﬁﬁgﬁﬁgmﬁﬂﬁw —— https://ptacalaska.org/
found in the private sector. to government contracting » https://www.aptac-us.org/
https://www.apexaccelerators.us/#/
UAA Business The Alaska PTAC is a program of the UAA Business Enterprise
Ente rp rise Institute Institute and funded in part through a cooperative agreement with
UNIVERSITY of ALASKA ANCHORAGE the Department of Defense Office of Small Business Programs
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Today’s Agenda

%+ What is a Capability Statement

% Why have a Capability Statement

% Developing the Components

% Putting it all together

% Adding the Bling

% Importance of defining your audience

% Putting the document to use

What is a Capability Statement?

In its simplest form, a capability statement % U.S. Department of

is a promotional or marketing statement houtsing and Utban Devslaprent
about your business and its

capabilities and skills that

However, Capability Statements must be tailored to your audience: the government
buyer or prime contractor.

Successful firms use their Capability Statement for a number of purposes:
* Required in many government registration processes
* Adoor-opener to new agencies
* Proof of qualification
‘ PrOOf Of paSt performance https://www.hud.gov/sites/dfiles/SDB/d

° i H ocuments/Creating%20an%20Effectiv
It will set your apart from your competitors e P
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Helping Connect Business & Gov

. & Why have a Capability Statement?

&rnment I

+«» Written introduction to your business
+“ Creates Interest

+» Builds Awareness

Snapshot

+ Single component of your overall marketing strategy
+«» Targeted Marketing Tool
* Tailored for a specific audience

* Informs contractors or government of products & services
* Creates a competitive edge

* Informs the reader in a brief, concise, and readable format

+“ Supporting document for response to Sources Sought & RFI Notices

Than you!
PTAG
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% What do we want the reader to take away from the document?

 Company Overview

o Company name & logo
o Contact Information: phone, email, website, QR code

¢ Core Competencies

o What do you do: sell, provide, create = what is the end product?
o What do you offer: goods, services, construction, manufacturing
o How are they defined: NAICS, PSC, NIGP

Differentiators

o  Why pick me? g

Past Performance Data

o Highlighted projects
o Customer Quotes

Company
Overview
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Developing the Components

Corporate Information

% Name & Logo -

+» Contact data
* Phone number
* Address or locations
* Emails
* Website

+» Socio-Economic & Certification Data

* MBE / Minority Owned Business
- WBE/WOSB/ EDWOSB

» Disadvantaged Business / 8(a)

+ VOSB/ SDVOSB
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Developing the Components

nnect Business & GoVe

Company Overview
Visualizing your company situation is an important step towards developing a
COMPANY OVERVIEW i ARG GAG o B MR

0:’ Te" your StorY, but keep your process and increase clarity.
aUdience in mind- . Company Profile Risk Management
* Company History
* Management Team Loton
* Location(s)

Market

Demographics

* Mission Statement Management

Organizational siructure

* Key Personnel . i
* Corporate Certifications
* Accreditations

Products & Services
Competitive analysis
Sales literature
Usability
Technology




Developing the Components

Core Competencies
% lllustrate & spot light your company’s level of expertise

“» Who are you and what do you do? List your Core Competencies:

+ Use brief descriptions
* Bullets Consuiting

ffering such as; Strategy, Analytics,

- Images s
C GraphICS Audit and Assurance Outsourcing
* Key Words o e

* Industry jargon — e
when approprlate Hieworiesiiour dilanisdo Profile Company

This is NOT everything a firm
is able to do, but the core
expertise of a firm, specifically
related to the audience & Its mission and identified opportunities.

Developing the Components

Differentiators | I1ESIS
“» What makes your i . > GOOD DIFFERENTIATOR

company stand out?

When vetting potential differentiators, you can weed out weak

° Proof contenders by asking these three questions of each.

* Market

* Value

+ Offerings 9 0

. Benefits IS IT IS IT

* Alternatives RELEVANT PROVAB LE
2 ”?
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Past Performance

«» What makes your company
stand out?

«» Begin by listing past customers
for whom your business has done
similar work. Prioritize starting with
related agency, to all federal to other
government, to commercial contracts.

If the past projects do not relate to the targeted
agency's needs, do not list it 11

+“ Add client satisfaction quotes / testimonials Q
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Defining Your Audience

nnect Business & GoVe

Who is your target audience?

% This is not a “one size fits all” type of
document! It this going to:

« Federal or State Agency:
o Industry event?
o Inresponse to a Sources Sought or RFI?
* Potential Prime Contractor Sl
o Industry event? .
o Inresponse to a specific <
project/solicitation? i ' &

|
)
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% Can spot light specific areas of expertise

Use terminology that will
instead of the company in general

resonate with your audience!

3/3/2023



Putting the Document to Use

You’ve worked hard to build a Capability Statement — now it is time to use it.
+ Distribute your target Capability Statements to the correct audience.

% Conduct market research to identify the right target
« Email to agency small business points of contact

« Email to potential prime contractors then follow
up with a phone call =)

< Add it to your website “ e it

In Conclusion

% Capability Statements should reflect your company both in text, color and
graphics

% This is not a one-size fits all document! Write to your audience using

language and terminology that will resonate with the reader

Keep the writing brief and be concise

Use bullet lists instead of long sentences

Add photos or graphics to add visual interest

Put your finished documents to use! Email to
potential prime contractors, contracting staff and/or
program staff

Keep the document updated

Make sure that your company contact information is
easy to find and is complete
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Questions?

Alaska PTAC Staff Contact Information

Anchorage: 1901 Bragaw Street, Suite 199, Anchorage AK
Phone: 907-786-7258

Carolyn Pratt, Program Manager capratt@alaska.edu
Jody King, Contract Specialist Il jlking8 @alaska.edu
Craig von Holdt, Contract Specialist cavonholdt@alaska.edu

Fairbanks: 3750 Bonita Street, Fairbanks AK
Phone: 907-456-7288

Pierre Thompson, Center Director/Contract Specialist pdthompson@alaska.edu

Cassandra Sewell, Contract Specialist clsewell@alaska.edu

Kristen Sullivan, Program Specialist khsullivan@alaska.edu

General email: info@ptacalaska.org Website: https://alaskaptac.org

907-786-7259
907-786-7270
907-786-7281

Linked ([

How can the Alaska PTAC
help you?
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