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We never forget who we're working for




12 July 2011


Please complete the capability profile BELOW and return to me at jrandle@uta.edu
Please keep it to One Page and save and send it in a Word Document not a pdf file. 
CAPABILITY PROFILE – HOW TO SELL TO LOCKHEED MARTIN 12 JULY 2011

Company:





Address:





Website:

Contact:

Title:

Phone:

Cell: 



Email: 

Are you registered in CCR? Yes  No    http://www.ccr.gov
Founded: 

# Employees:



Duns / Cage:



Classification:
Small   SBA Certified SDB   Self-Certified SDB   WOB   SBA Certified HUBZone Concern   


Veteran (VOSB)   Service Disabled Veteran Owned Small Business   Native American



Top 3 NAICS Codes – (List Primary First)      NAICS Website:  http://www.census.gov/eos/www/naics/
NAICS CODE

DESCRIPTION

1


2


3


Capabilities:   (Limit to 500 Characters, Spaces)
Core Competencies: – What Do You Do Best?

What Do You Do Best and What is Your Opportunity Fit with Lockheed Martin?
Top 3 Customers:


Quality Assurance Certifications:

Customer Satisfaction / Recognition:

Other:

Return to Jim Randle Email: jrandle@uta.edu            (O)817-776-5489  
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