[COMPANY NAME]
Capability Statement  ·  [City, State]  ·  [website]
COMPANY SNAPSHOT
[What you make], for [which industries], from [where]. [Headcount or floor space, if it helps a buyer judge your scale.]
Two lines. A buyer should know in ten seconds whether you belong on the list.
CORE CAPABILITIES
[Process]: [machine or method], [envelope or size range], [tolerance or spec held]
[Process]: [machine or method], [envelope or size range], [tolerance or spec held]
Materials: [alloys, plastics or composites you run regularly]
Numbers, not adjectives. '5-axis machining, 30 x 20 x 20 in envelope, bores held to ±0.0005 in' tells an engineer something. 'Precision machining' tells them nothing.
DIFFERENTIATORS
[Something you do that others in your NAICS code don't, stated so a buyer can check it]
[A special process in house, a cleanroom class, a test you run yourself, or a material most shops turn away]
Every competitor says 'quality first', so it can't set you apart.
CODES, CERTIFICATIONS, REGISTRATIONS
	NAICS (primary first)
	[000000], [000000]

	CAGE / UEI
	[CAGE] / [UEI]   (government work)

	Quality registrations
	[AS9100 / ISO 9001 / ISO 13485 / IATF 16949], scope: [scope]

	ITAR
	[Registered / not applicable]

	Small-business status
	[Status, if any]


Each line should match the registry a buyer will check it against.
PAST PERFORMANCE
[Industry]: [part type or program you are allowed to name]
[Describe the work if you can't name the customer: "turned titanium hydraulic fittings for a Tier 1 landing-gear supplier"]
Never use a customer's name or logo without written permission.
CONTACT
[Full name], [Title]  ·  [Direct phone]  ·  [Email that gets answered]
A named person and a direct line. A general inbox tells the buyer nobody owns the relationship.
Template from industrial.marketing/blueprint/capability-statement/  ·  Delete the grey notes before you send it.




