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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, and the State of North Carolina assume no 
responsibility for any actions taken based on the information provided during 
this meeting.



Agenda
• Federal contracting overview
• Sam Registration & SBA Profile
• Identifying Government, Military, OEM and Prime Contractor Target 

Contacts
• Developing and Presenting Effective Capabilities Statements & 

Briefings
• Finding Opportunities
• Attend & Participate in Relevant Conferences, Convenings, 

Industry Days, Summits, Symposiums, etc.



Federal Contracting Overview
Each year, the government awards hundreds of billions of dollars in 
federal contracts to businesses like yours to meet the needs of the 
military and federal agencies. The government’s goal is to award at a 
minimum 23 percent of those contracts to small businesses.



FEDTEX – Industry Related Spending
• Uniforms and textile-related products: approximately $4–7 

billion annually
• Individual tactical equipment (body armor, load-bearing gear, 

packs, helmets, protective gear, etc.): approximately $3–6 
billion annually

• Unit tactical equipment and deployable textile systems (tents, 
tarps, organizational gear, field textiles, etc.): approximately 
$1–3 billion annually



FEDTEX – Industry Related Spending
• Approximately $8–16 billion annually

• Military uniforms and dress clothing

• Combat uniforms and flame-resistant apparel

• Boots, gloves, socks, and undergarments

• Body armor and protective textile systems

• Load carriage systems and tactical nylon equipment

• Tents, tarpaulins, camouflage netting, and field textile systems

• Organizational and unit-issued tactical equipment

• Textile sustainment and replenishment contracts



FEDTEX – Industry Related Spending
• DLA Troop Support

• Procures more than 8,000 different items

• Manages more than 50,000 line items

• Supports every U.S. military service worldwide



Basic Requirements
• SAM.gov registration

• CAGE Code and Unique Entity Identifier (UEI)

• Small Business Administration (SBA) Profile for SBA Small 
Business Search

• Agency Vendor Portals (i.e. DIBBS, FedMall, GSA, NAVSUP 
Procurement Portal, etc.
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SAM Registration & SBA Profile

• Automatic
• Effective
• Perpetual
• Differentiator
• Used and evaluated by requirements developers, contracting 

officials, OEMs, and major primes 



Define Your Business
• North American Industry Classification Systems (NAICS) Codes

• Standard used by Federal statistical agencies in classifying business 
establishments for the purpose of collecting, analyzing, and publishing 
statistical data related to the U.S. business economy

• What Industry or type of business
• Replaced the Standard Industrial Classification (SIC) system

• Product Service Code(s) (PSC)
• More specific on the types of products and services offered by a business
• Generally – PSCs correspond more closely to the specific requirements 

for a solicitation or opportunity















FEDTEX NAICS Code Cheat Sheet
315990 Apparel Accessories and Other Apparel Manufacturing Tactical gear, sewn equipment
315250 Cut and Sew Apparel Manufacturing Military uniforms and field apparel
313310 Textile and Fabric Finishing Mills Military fabrics and treatments
314999 All Other Miscellaneous Textile Product Mills Tents, tarps, specialty textiles
314910 Textile Bag and Canvas Mills Packs, duffels, tactical load systems
339113 Surgical Appliance and Supplies Manufacturing Body armor and ballistic inserts
332992 Small Arms Ammunition Manufacturing Sometimes overlaps with ballistic systems
316998 All Other Leather Goods Manufacturing Boots, holsters, tactical leather gear
339999 Miscellaneous Manufacturing Hybrid tactical equipment
928110 National Security Some classified/specialized procurement









FEDTEX PSC Cheat Sheet
8305   $ Textile Fabrics
8310 Yarn and Thread
8315 Textile Wadding and Felt
8320 Padding and Upholstery Filling
8340   $ Tents and Tarpaulins
8405 Outerwear, Men’s
8410 Outerwear, Women’s
8415   $ Special Purpose Clothing
8420 Underwear and Nightwear
8430 Footwear
8440 Hosiery, Handwear, Clothing Accessories
8465   $ Individual Equipment
8470   $ Armor, Personal
8475 Specialized Flight Clothing
9999 Miscellaneous Items
1670 PARACHUTE RECOVER SYS & TIE DOWN EQ
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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



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











Questions???



Contact Information

Lee Moritz
Regional Program Manager, 

Hickory
moritzl@ncmbc.us

TJ Gilroy
Regional Program Manager, 

Pinehurst
gilroyt@ncmbc.us

Joe Tew
Regional Program Manager, 

Western NC
tewj@ncmbc.us
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