
2026 AMAC AIRPORT BUSINESS CONFERENCE GUIDANCE

Strengthening Your
Capability Statement

Stand Out in Business Matchmaking Sessions

Iva Chen  |  Founder & CEO, Jetsetera Ventures  •  Airport Concessionaire, SFO

Jan Farris  |  Founder & CEO, Jan Farris Consulting  •  Full-Service RFP Writer, Creator & Producer  

60-Minute Workshop



Founder & CEO of Jetsetera Ventures
VP of Public Relations - AMAC Los Angeles Chapter

Licensed CPA turned entrepreneur with a career spanning Deloitte, 
Nestlé, and CBS Paramount — now a second-generation airport 
concessionaire at SFO and JV partner at LAX. 

Jetsetera Ventures is a  full-service airport concessions firm 
specializing in the development, launch, and operation of food & 
beverage concepts at major U.S. airports — including Mama Go's 
Filipino Cuisine and Panda Express at SFO. 
Certified ACDBE | MBE | SBE | WBE

Meet Iva Chen 



Meet Jan Farris 

Jan Farris Consulting is a full-service marketing firm specializing 
in the management and production of winning proposals.

We are a full-service firm with a team of project managers, writers 
and graphic designers all dedicated to delivering high-quality, 
results-driven solutions. 

Founded in 2021, JFC is ACDBE, DBE, SBE certified.

CEO / Founder of Jan Farris Consulting





Today's Agenda

01
What is a Capability Statement and Why You Need one

Introductions • What matchmakers actually look for • The cost of showing up unprepared

10 min

Iva & Jan

02
Building One in Canva: Live Demo

Concessionaire & brand perspective • Step-by-step walkthrough • Templates you can steal today

10 min

Iva Chen

03
Content Strategy for AEC Firms

What to say • What to cut • How to tailor for aviation vs. other sectors

5 min

Jan Farris

04
Q & A

Open floor • Individual feedback • Resources & next steps

10 min

All



01 What is a Capability Statement
Jan

Concise business document that highlights a company’s 
qualifications, experience, and core strengths. 

Commonly used for government contracting, business 
matchmaking, procurement opportunities, and 
partnership development.

➢ Company Overview
➢ Core Competencies 
➢ Differentiators 
➢ Past Performance / Experience
➢ Certifications / Classifications / NAICS Codes
➢ Contact Information  

Typical sections include 



01
Why You Need a Capability Statement

Introductions • What matchmakers actually look for • The cost of showing up unprepared



01 Why You Need a Capability Statement
Iva

  Lost at Events30 seconds
Average time a matchmaker spends 
reviewing your materials

60%+
Of Small Businesses arrive without a 
capability statement

Business matchmaking sessions 
move FAST — be ready

Primes and agencies pre-screen 
who they'll meet

First impressions are made on paper 
before you walk in

Your cert alone is not enough                
— tell your story



01 Why You Need a Capability Statement
Iva

➢ Introduces your company quickly & in a 
professional manner 

➢ It is a marketing tool for sector opportunities

➢ Helps teams understand your experience & 
qualifications

➢ Demonstrates why your company is qualified for a 
specific contract or partnership

➢ Highlights your core competencies, 
differentiators & past performance

➢ Creates credibility during networking, 
matchmaking & proposal discussions

➢ Makes it easy to evaluate your business

➢ Provides a concise overview that can be shared 
before meetings or conferences

➢ Helps position your company for subcontracting 
and teaming opportunities

➢ Highlights certifications 

➢ Supports relationship building with airports, 
government agencies, and procurement officials

➢ Acts as a foundation for proposals, presentations, 
and outreach materials

➢ Helps companies stand out in competitive 
procurement environments



01 Who Is Your Audience?
Jan

FOR NETWORKING EVENTS

Your elevator pitch on paper — leaves a lasting impression when business cards don't cut it.

FOR PRIME CONTRACTORS

Your audition reel — shows you're qualified, credible, and ready to be a sub.

FOR GOVERNMENT AGENCIES

Your introduction at the door — required before any conversation about contracts begins.



01
Jan

What Matchmakers Actually Look For

 
  They Want to Know

 ✓ Who you are & what makes you unique

 ✓ Your Certifications (MBE, WBE, ACDBE, SBEC)

 ✓ Core Competencies — specific, not generic

 ✓ Past Performance: relevant projects + dollar amounts

 ✓ Capacity — can you actually handle the scope?

 ✓ How to contact you RIGHT NOW



01
Jan

What Matchmakers Actually Look For

  Common Mistakes

✗ Listing every cert but no real work history

✗ Generic language: 'full-service' and 'turnkey solutions'

✗ No project photos or past client names

✗ Missing NAICS / UNSPSC codes

✗ Two-page dense text nobody will read

✗ No clear differentiator — why YOU?



➢ Long Hyphens (Em Dashes)
Example: “The café is more than a coffee stop—it’s a gathering place for the community.”

➢ Three Adjectives in a Row
Example: “The team is dedicated, experienced, and innovative.”

➢ Bullet Point Overuse

➢ Overuse of Certain Words like “DNA” / AI often uses “DNA” metaphorically to describe core values.
Example: “Sustainability is in the DNA of our brand.”

➢ Formulaic Transitions / Phrases like “Additionally,” or “Not only… but also…” are typical.
Example: “Additionally, our program highlights collaboration at every level.”

➢ Run on Sentences 
Example: Under the leadership of our CEO, who has over twenty years of experience, we have built a strong 
team of experts, and they continue to deliver results, and this success has positioned us as a market leader.

01
Jan

A.I. Characteristics / Stylistic Patterns



  Missed 
  Opportunities

Contracting officers skip businesses with no documentation. 
You won't even make the shortlist.

  No Credibility Signal

  Lost at Events

  Harder Conversations

Primes won't bring you on as a subcontractor if they can't quickly verify what you do.

Without a leave-behind, you're forgotten the moment someone walks away. 
A business card alone is not enough.

Every pitch starts from scratch. 
A capabilities statement makes introductions automatic and professional.

  Lost to Competitors Your competitor with a polished one-pager wins the meeting you deserved. 
Preparation is the differentiator.

01
Jan

What Happens Without One?

Without a capabilities statement, your business is invisible — even when you're qualified.



01
Iva

The 5 Key Components

1. Core 
Competencies

Your top 3–5 
specialized skills 

or services. 
Be specific —

 not 'IT services'
 but 'cybersecurity 

for federal networks.'

2. Past 
Performance

2–3 contract examples 
with agency / client 
name, dollar value, 

scope, and 
measurable results.

3. Differentiators

What sets you apart: 
niche expertise, 

clearances, speed, 
technology, or unique 

certifications.

4. Company Data

NAICS codes, 
business size, and 

small business 
certifications.

5. Contact Info

Name, title, phone, 
email, website. 

Make it effortless for 
someone to reach you 

immediately.



The 5 Key Components - Examples Iva



The 5 Key Components - Examples Iva

Past Performance is not listed, which is okay.  



The 5 Key Components - Examples Iva

Too wordy Clean & Easy to Read Clean & Easy to Read / Color Blocking 



The 5 Key Components - Examples Iva

Clean & Concise 
Too Busy. Hard to Read. 



Anatomy of a Great Capability Statement

COMPANY NAME  |  LOGO  |  TAGLINE

CORE
COMPETENCIES

3–5 specific capabilities
Not generic fluff
Use industry language

PAST
PERFORMANCE

Project name + agency
Contract $ value
Date completed

DIFFERENTIATORS

Your unique angle
Certs + story

COMPANY DATA

NAICS codes
Cage/SAM • DUNS

CONTACT  •  PHONE  •  EMAIL  •  WEBSITE  •  QR CODE

HEADER
Brand colors, logo, and a one-line positioning statement. 
Make it visually unforgettable.

CAPABILITIES
Be specific. 'Food & beverage concession operations at 
SFO' beats 'F&B services'.

PROOF POINTS
Dollars, agencies, and dates build instant credibility with 
primes.

CONTACT
Make it dead simple to reach you. Add a QR code linking 
to your LinkedIn.



Anatomy of a Great Capability Statement



SECTION 02  •  IVA CHEN

Building One in Canva:
Live Demonstration
Concessionaire & Brand Operator Perspective

1

Open Canva

Start from a blank 8.5×11 or use 
a template

2

Core Sections

Header • Competencies • Past 
Performance • Contact

3

Brand It

Colors, logos, a compelling photo 
— make it YOU

4

Export & Print

PDF, one page, print-ready and 
emailable



Canva Shortcuts

1. Create a design

Select Flyer 
(Portrait US)

2. Templates

Search for 
“Capability 
Statement” or 
“Real Estate 
Flyer” templates

3. Apply branding Update colors, fonts, logos, 
to make it fit your brand

CONTACT4. QR Code

Go to Apps > 
type in QR Code.  
Enter URL



Content Strategy for AEC Firms03



The Six Components03
Jan



Tailoring Your Statement: Aviation vs. Other Sectors03
Jan



Visual Design Principles 03

Design and content are inseparable. Evaluators form an impression before they read a word.

Jan



Visual Design Principles 03
Jan



Your Action Plan03
Jan



SECTION 04  • IVA & JAN  

Q & A
Questions, Feedback &

Next Steps

Resources to Take With You

→  Canva.com – free templates to start your cap statement today

→  SAM.gov – verify your registration & NAICS codes are current

→  AMAC.org – certification resources and matchmaking best practices

Iva Chen

Jetsetera Ventures, LLC
Founder & CEO

Jan Farris
Jan Farris Consulting
Founder & CEO 
Full-Service RFP Writer, Creator & Producer


