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Capability Statements
What you need to know about them.



Most companies lose the government’s attention before the buyer ever gets to their past performance. Why? Because they send the wrong capability statement for the opportunity.
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Capability Statements:

Most companies lose the government’s attention before the buyer ever gets to their past performance. Why? Because they send the wrong capability statement for the opportunity.

A capability statement is not just a company brochure; it is a sales document with a purpose. In GovCon, the version you use should depend on the conversation you are trying to have. If you are responding to an RFP, you are answering specific solicitation requirements. If you are responding to an RFI or Sources Sought notice, your statement of capability should directly address the government’s market research questions. That means the document you send to an agency should not simply be the generic version posted on your website. It should be tailored, focused, and written to show that you understand the requirement and can credibly support the mission.

Types of GovCon Capability Statements: 

There are several types of GovCon capability statements, and the right one depends on the audience and purpose. The most common types are:
1. General / Corporate Capability Statement
A broad, one- or two-page overview of the company’s core competencies, past performance, differentiators, contract vehicles, certifications, NAICS codes, and contact information. This is often used for introductions, networking, and website downloads.
2. Agency-Specific Capability Statement
Tailored to a specific federal agency, bureau, or office. It highlights capabilities, past performance, terminology, mission alignment, and contract experience most relevant to that agency.
3. Opportunity-Specific Capability Statement
Created for a particular RFI, Sources Sought Notice, market research request, or upcoming procurement. This should directly answer the government’s stated questions and demonstrate relevant experience for that requirement.
4. Prime Contractor / Teaming Capability Statement
Written for large prime contractors or potential teaming partners. It emphasizes subcontracting value, niche expertise, socioeconomic status, cleared personnel, geographic reach, delivery record, and how the company reduces risk for the prime.
5. Socioeconomic / Set-Aside Capability Statement
Focused on eligibility for programs such as SDVOSB, WOSB, HUBZone, 8(a), SDB, or other set-aside categories. It should still lead with capability, not just certification.
6. Technology- or Service-Line Capability Statement
Focused on one solution area, such as cybersecurity, IT modernization, logistics, training, program management, intelligence support, engineering, or facilities support. This is useful when the company has multiple business lines.
7. Past Performance-Focused Capability Statement
Designed to highlight relevant contract history, performance outcomes, customer results, CPARS-style strengths, and comparable work. This is useful when credibility and proof of performance are the main selling points.
8. Event / Conference Capability Statement
A concise, highly polished version used for matchmaking sessions, industry days, small business events, and agency outreach meetings. It should be visually clean and easy to scan quickly.
A good rule of thumb: the website version is general; the version sent to an agency, prime contractor, RFI, or Sources Sought notice should be tailored.
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