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1: How to Write a Winning Business Proposal (Plus a Sample Template)
How to Create a Proposal That Wins Jobs Eighteen months after quitting her 9-to-5 job, Andreea-Lucia Mihalache is a
Top Rated copywriter on Upwork. In her journey from new freelancer to building her own copywriting agency, she's
learned a lot about running a businessâ€”and submitting winning proposals.

Easily collaborate with others within your proposals. Automatically create personalized proposals without
leaving your CRM. Allow your customers to sign your proposals on desktop and mobile. Marketing teams
Empower your sales teams with videos they can embed in their business proposals. Ensure brand consistency
with your own library of proposal templates. Help sales close deals with a custom library of sales collateral.
Company leadership Ensure compliance with customizable workflows and signing orders. Keep the
information flowing efficiently by integrating with your CRM, document storage, and accounting software.
Grow your company faster using a smarter sales proposal process. Why choosing the PandaDoc proposals
software? Easy collaboration Template and content libraries allow your sales, marketing, and legal teams to
quickly create proposals that are branded, filled with compelling content, and completely compliant with all
legal and pricing guidelines at your company. In-proposal activity logging and commenting allow you to
negotiate terms, pricing easily, and more with your customers, reducing your close time from weeks or months
to hours or minutes. You can manage all of your work from your computer. All your proposals will be digital.
PandaDoc provides real-time proposal analytics that empowers your sales and management teams. With
PandaDoc you will know: This information allows your sales and management team members to take the right
action at the right time, reducing time-to-close and boosting your proposal win rate. The PandaDoc dashboard
offers high-level analytics that helps your management team understand how your sales team is performing.
Easily view and track proposals at each stage â€” drafted, sent, viewed, and completed. PandaDoc allows you
to create customized, beautiful proposals in minutes, helping your offering stand out versus your competitors.
Our features are designed to create a faster sales process without sacrificing quality or attention to detail.
Content libraries, collaboration tools, and built-in electronic signatures and payment processing all come
together to help you win. Our clients have consistently reported on average: Get more done with PandaDoc
integrations True to PandaDoc fashion, we want you to get more done faster and we make that possible with
PandaDoc Integrations. We offer more than a dozen integrations with the tools you already work with every
day. Integrate PandaDoc with your existing CRM or other software solution to create, send, eSign and track
sales documents faster than before. Win more business in half the time. We were able to set up workspaces in
PandaDoc that allowed us to define catalogs, prices, templates and content libraries for each of our markets.
This gave us the flexibility to ensure that we can address our language and currency issues, and also provide
each of our markets with templates and content libraries suited for each country.
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2: 8 Tips to Writing Effective Consulting Proposals | Consulting Success
Submitting a Winning Proposal on Upwork Upwork is the workplace for the world, giving talented freelancers like you
access to the best projects and best clients. Although you need to decide what works best for you, here are some tips
from successful freelancers and clients that can help you create a winning proposal.

Click here to Re-Tweet: The business should have already been won before sending the proposal. Having a
consulting proposal is very different from having an effective consulting proposal. Does that work for you?
Focus on the Buyer, Not on Your Business You must resist the urge to tell the buyer all about your business in
the proposal. This conversation should have happened already. The proposal needs to be focused on your
buyer and their business, not yours. Instead, use the opening of your proposal to re-establish the opportunity
and challenge that you previously discussed with the buyer. Longer proposals provide no extra value. They
tend to talk more about YOU than they do about the buyer. This opening think executive summary confirms
for the buyer that you understand their business and situation and that you know how to get them from where
they are now, to where they want to be. Nothing New Here Confusion leads to inaction. Keep the content
focus on the discussion that you had with the buyer. Most of this information should have come up in the sales
conversation however. Structure it for Success The most effective consulting proposals have a clear logical
structure that supports the decision making process. Summary â€” As I wrote above this is where you
summarize the challenge and opportunity and set the stage as a recap of the project as discussed with the
buyer. Goals â€” Often a list of bullet points that explain what results the buyer can expect. Project Details â€”
This section is where you list project duration. Responsibilities â€” List what you will provide and what you
expect your buyer to provide to ensure the project moves forward as planned efficiently and results can be
achieved. Investment â€” Your pricing and offers. Terms â€” How payment will be made and when, any other
details regarding payment, invoicing, expenses, travel, etc. This simple structure and approach has been
proven year after year to work with consultants in all industries all around the world. Most consultants I work
with and coach do the same. You should have already achieved agreement from the client before submitting
the proposal. ROI at the Front If you want to make your proposal compelling for your buyer to take action on
give them a reason to. One of the best ways to do this is to show them how their investment will provide them
with a significant return. If your goal is to get a signed proposal in the shortest time possible keep your
language clear and simple. Focusing on value and ROI is so important. She asked for my feedback and after
reviewing her situation I uncovered that she was creating significantly more value than she thought. The ROI
you provide should be so great that your buyer has no qualms over your fee. They want to know what the end
result will be outputs. Clearly establish what your client is going to get. What can they expect? How will it
benefit their business? These are the types of questions your buyer will ask themselves. Take this chance to
answer those questions for them again in the proposal so they can be confident they are making the right
decision. Unless your goal is to confuse your client with jargon and legalese keep the legal terms and lawyer
talk out of your proposal. The other rarely does. If you have please use the social media buttons to share this
article. As part of the Clarity Coaching Program for Consultants we help you to create and position winning
consulting proposals. This includes how to structure them, position your services, price effectively to earn
higher fees and have a conversation that allows you to communicate value to the buyer and win more business.
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3: Writing a Successful Proposal | Sponsored Research Services
Many proposals have been thrown out simply because the proposal-writer left the name of one of the customer's
competitors in a paragraph lifted from an old proposal.

Part 1 of this series described five critical components for creating a winning proposal. In some instances,
these components are all a prospective client needs to make a determination and award the j In some instances,
these components are all a prospective client needs to make a determination and award the job. Be sure to
carefully review the request for proposal to determine the amount of information you need to include in your
proposal. Remember, each proposal is unique. Here are five more tips to keep in mind when preparing a
winning proposal. Pricing the job too low could cause you to lose money on the job. Take time to properly
consider the amount of time and materials involved in completing the tasks you have outlined and price the
job accordingly. Examples of additional information that might be required include sub-contractor agreements,
non-disclosure forms, contingency plans, change order procedures, risk analysis data, benchmark results and
more. If the request for proposal asks for it, be sure you include it. You need to satisfactorily explain your
approach while at the same time keeping some information to yourself. If you tell the client exactly how to
solve the problem, the client might decide to implement your solution without your assistance! Put together a
Table of Contents and check that all copies of all documents are proofread, smudge-free and in the correct
order. Finally, insert the proposal into a suitable binder. Submit the proposal according to the instructions
provided and make sure it is delivered before the submission deadline. If possible, deliver the proposal in
person. Put on your investigator hat. Find out the price submitted with the winning bid and the approach that
was proposed. Research the company itself. Use whatever you discover as a learning tool for the next time.
The information just might help your company put together the next winning proposal. Free Articles from
ArticlesFactory. To sign up please visit:
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4: How to Write a Nonfiction Book Proposal
To bid for the job, you must submit a proposal, which will explain how your company would meet the client's needs and
should convince the client to hire your company, instead of a competitor.

Understand the concept A proposal is a sales tool not an information packet. The purpose of the proposal is to
make a persuasive case that leads to a sale. To win the business, your proposal must overcome the following
hurdles: Do I know who this is? If this is the first time the customer has heard of you, your proposal will be
thrown out. Is this proposal compliant? Does this proposal make sense? If the executive summary does not
define the problem correctly or propose a reasonable solution, the proposal will be thrown out. Does the
solution provide value? Of the proposals that met the minimum as defined above, the one that wins will be the
one that provides the most value. The remaining steps provide a method for creating a proposal that
overcomes all four hurdles. Lay the appropriate groundwork. There are two ways to do this: Create a public
presence. This consists of advertising, social networking, public relations, sponsoring conferences, sending
speakers to conferences, publishing newsletters, and so forth. Create a personal presence. This consists of
establishing recognition through sales calls, customer meetings, emails, notes, texts, and phone calls. Use
these questions to get the discussion started: Why is this problem important to them? What parts of the
business are affected by this problem? What corporate goals are not being achieved due to this problem? How
will the customer measure the success of the solution? Of these success measures, which is most important to
them? What, precisely, will we propose? How will we do this work? What proof can we offer that we are
qualified and competent? What quantitative promise value proposition are we willing to make? How can we
demonstrate that the value we propose to offer is credible? Write the executive summary. Contrary to popular
belief, the executive summary is NOT a summary of the contents of the proposal. It is a summary of the basic
issues, the proposed solution, and the promised results. Effective executive summaries are structured like this:
Problem, need, or goal.
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5: Creating Winning Proposals â€“ Team Building Malaysia
Proposals are persuasive documents that are fundamental tools in organizational funding and output. This course will
look at sources of funding, types of proposals and how to write proposals that will meet funding agencies requirements.

Two final thoughts before you rush to write: You should also have taken time to review the module on
developing a proposal strategy â€” a key thrust for all of the messages you will now write into your proposal.
Finally, I would really strongly recommend that you look at how to adapt your language and tone so that your
readers will feel more at home with your proposal. Three Stages in Writing a Business Proposal This module
is laid out to reflect the three main stages in taking your proposal from the initial planning stage right through
to the point where you are happy that your proposal is ready to present to your client â€” and it all begins with
the proposal outline. Figure 1 illustrates these stages. Preparing Your Proposal Stage 1. Outline Your Proposal
Proposal outlining is a critical skill for business proposal writers â€” it will make your writing faster and much
more effective. It is clear that there are six sections in this proposal. Proposal â€” One Level Collapsed The
proposal outline collapsed even moreâ€¦ In Figure 3 the proposal has been collapsed even further so that some
of the lower level headings have disappeared. Yet Section 2 still has enough information in the top level
headings alone for you to get a general feel for the content of that section. After which she developed each of
the main ideas in Section 2 a little further and inserted a series of sub headings under each of the main
headings. She would then have started to flesh out each of these sub headings with body text that explained it
a little more. Finally she would have repeated that process for all other sections. Creating a great proposal
outline is a skill which is absolutely indispensable to business proposal writers. The Proposal Outline Made
Easy: DO take the time to learn how to use this feature â€” it will make your proposal writing life very much
easier. To illustrate the outlining process, this case study Deiric: This is the same case study that was used to
illustrate many of the techniques discussed in previous modules. Case Study The Outline So Far This is a
classic top-level proposal outline â€” the title of the proposal sits at the top of the outline, with the various
section names for the proposal arranged beneath it. In reality this very top level of the outline is slightly
different to the lower levels. It ensures that you immediately begin to organize all of your materials and notes
associated with the relevant section of your proposal into a logical structure. It is then time to develop this
outline further â€” building up the outlines for each of the individual sections.
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6: Best Proposal Management Software | Reviews of the Most Popular Systems
1. Needs/Problems. The first section of a proposal should include the needs or problems of the client. Again, use your
client's own words when writing this out, it will resonate more with them as they read through it, and will position you as
a vendor who understands their unique needs.

After you write your proposal, create a table of contents. Mission Statement In 50 words or less, what is the
mission of your project? Most importantly, this allows the reader to have an immediate understanding of what
you are proposing right from the start without having to search for what you are trying to do embedded in the
narrative of the proposal. Following is an example of a mission statement from a successful grant proposal:
Abstract The well-written abstract is the single most important part of the proposal. Often, initial proposal
review, or "first cuts", are based on the abstract alone. The abstract should not be the last part of the proposal
that is written. Deadline pressures prior to submission of the proposal are often intense. The writing of this
crucial aspect of the proposal should be given the time and consideration it deserves. The abstract should be
written early in the proposal preparation process, and modified as needed as the proposal develops. The
abstract be understandable to a scientifically or technically literate lay reader, and it should be suitable for
publication. The abstract should be written in the third person. It should include objectives, methods to be
employed, and the potential impact of the project. Statement of Need This is where you present the problem
you are trying to solve. Our advice is as follows: Stick to one problem. Avoid circular logic in your thinking
and in the development of your statement of need. Circular logic decrees that the lack of a solution is the
problem. Requesting scholarship funds as a solution to the lack of scholarship funds is an example of circular
logic. A more convincing argument is based on a problem with a much larger scope. For example, women are
greatly underrepresented in engineering-related fields and scholarship funds will enable more women to
pursue engineering as a career choice. Use a logical progression in your statement of need starting as globally
as possible. You will need to prove that you have an understanding of the problem and the latest research on
the problem. For example, if you are proposing a computer lab to serve a minority population your statement
of need should focus on the "digital divide. Close with a discussion of what else is being done, and lead into
the project narrative with a brief discussion of how your idea is better or different. To do this, you will need to
cite that latest body of research and specific projects that are currently happening and how yours is different
and better. Preparation is essential, and you are encouraged to pick up the phone and call people who are
working on similar projects, call program officers at agencies, and gather as much information as possible.
This is an area where the Sponsored Research Services office can offer guidance, advice, and assistance.
Project Rationale Incorporating Literature Review Any successful grant application must incorporate a strong
theoretical basis that is grounded with an extensive discussion of the literature. The rationale for the project
comes from what the literature says works, does not work, is missing, needs to be looked at differently, or
however you choose to broach this extensive discussion. This is how the proposal demonstrates that the
individual making application is incorporating the latest research into the project. Project Narrative A project
narrative has six main sections. Check the funding agency announcement for a specific outline; some agencies
require a different organization of the proposal narrative. What are the major goal s and objectives of the
project? Describe the expected outcomes of this project and how success will be measured in the project and
reference the evaluations section below. What are the activities that are going to happen during the period of
this grant? What are you are proposing to do? What timeframe are you accomplishing this during the project?
Facilities, Resources, and Project Management. What facilities and resources are available? How is the project
going to be managed? Who will provide leadership and management for the project, and who are the people
involved in implementing the project? What credentials make this project team unbeatable? To the potential
funding source, the deliverables of your project are the justification for your funding, so it is imperative that
you have in place a comprehensive and accepted method to evaluate your outcomes. Be sure to give this
section its due priority, and pull in an evaluator very early in the process of developing a proposal. Oftentimes,
external evaluators are included in the budget for projects. SRS can refer you to persons on campus who are
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schooled and well respected in the field of evaluation; contact us for more information. Evaluation plans
should include both formative evaluation to inform development of the project and summative evaluation to
assess the impact of the project on the target audience. Each proposal should describe a performance
evaluation plan that includes goals, objectives, indicators, and specific measurements for assessing the
progress toward the achievement of the goals. Information on data collection and analysis should be included.
Examples of indicators that may be useful are: An outreach or dissemination plan is often required by program
guidelines and will enhance any proposal. A proposal should include a detailed description of activities that
disseminate information on the success and content of the project to other scientists and educators.
Dissemination efforts should be tailored to specific customers and target audiences. Some suggested
mechanisms for dissemination:
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7: Ten Tips for Creating a Winning Proposal Â– Part 2
Part 1 of this series described five critical components for creating a winning proposal. In some instances, these
components are all a prospective client needs to make a determination and award the j Part 1 of this series described
five critical components for creating a winning proposal. In.

Or worse yet, you never even hear back from the potential client? Honing the art of writing a business
proposal will land you more jobs, allow you to receive higher pay, and make for much smoother projects
overall. While this article will go into detail of what to include in your proposal, it goes much deeper than that.
Estimate - This is basically a pre-invoice. This is often a single page that breaks down the items included in
the project and their respective costs. These are quick and simple to create, and should only be used when you
already have a relationship with the client, and for smaller projects. Proposal - This is a multi-page document
that explains the project requirements, the methodology you will use to complete the project, a timeline, costs
associated, and information about your company including testimonials. These are much more formal and are
used for larger projects, or when you need to give a client some more background to help them make their
decision. Many freelancers simply send estimates for work instead of putting the time into an amazing
proposal. While putting the time in for a winning proposal can take effort, the rewards are fully worth it when
you start winning those bids left and right. What is an RFP? Should you respond to an RFP? It can take some
time to respond to an RFP appropriately, as there are often requirements for your proposal that might take time
to gather and present. Also, there are likely many other vendors submitting proposals for this project, so your
chances for winning is going to be pretty difficult unless you have some major advantage. When there is
already trust established, projects tend to go much more smoothly and I am typically not wasting my time
when putting together a proposal for these clients. Talking too much about yourself is an easy way to lose a
proposal bid. The best way to win a proposal? Convince the client that you understand their problem. The
more they believe you get where they are coming from, the more likely they are to want you to help them
solve it. Before you even think about a proposal, have a conversation with them over the phone or in person
where you are simply asking questions and listening. What would an ideal outcome for this project be? How
would your business benefit from success in this project? What is not happening now that this project would
address? Literally, word-for-word, parrot their words back to them when creating your proposal. They used
those words when they spoke to you over the phoneâ€¦take notes, and use that terminology when creating your
proposal. Level Up Their Business No business wants a website. A website is simply some code in the web
that can be accessed by anyone with the web address and displayed in the browser. If a client asks you for a
website, they are really asking for: A method to reach out to their customer base A method to attract new leads
A method to convert leads into customers An easy way for their customers to get in touch What they want is a
way to make their business better. When writing your proposal, keep in mind what they really want and phrase
your solutions with that focus in mind. Which of the two would you be more likely to hire? Relationships Win
Proposals We all tend to do business with people that we already know, like, and trust. Ultimately, it would be
great if you already knew the client before submitting the proposal. However, this is not always the case, or
even possible. That being said, you can take some steps now that will help that become more of a probability.
Do you serve a particular industry or niche? If so, go to conferences and gatherings where those folks tend to
congregate, and network some new relationships. Talk to them about themselves. Afterwards, follow up with a
thank you email. Follow and interact with them on Facebook, connect with them on LinkedIn. Blueprint for a
Proposal Okay, enough about the prep work. What do you actually put into one of these proposals? What are
the elements of a winning proposal? This is the section to highlight what you hope to attain after this project.
What technologies will you use? Specify as much as you can about the scope of this project, because this is
the section that will protect you when the client wants more than you thought you were signing up for. A
specific scope of work not only protects you, but shows the client that you actually know what you are talking
about. Guess who won the bid? The person who sounded like they thought this through and had a plan.
Timetable During the pre-proposal phase I usually try to get an idea of what timetable the client is working
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with. Do they expect this done in a week? Find out what they are expecting, thinking about what you are
reasonably able to deliver on, and write that out in the timetable. Set deadlines that will not only keep you on
track, but will make them feel good about the progress of the project. Budget Ahh, the money question. How
much is this going to cost? Just like the time-table, I try to get a feel for the budget of the client before
submitting a proposal. Even if it just a range, it is helpful to know what they are planning on spending on this
project. Of course, you want to be fair and offer a deal if you can, but sometimes submitting a proposal well
under their expected budget can lose you the job. Hopefully, if you knock the other aspects of this proposal
out of the park, as long as you are reasonably within their budget, they will choose you over the cheaper
option. Clients feel better knowing that there is a small team working on making their business a better place,
especially if those team members have multiple successes behind their name. Evaluation Earlier in the
proposal we included some goals and objectives. How will you know whether those are hit? The evaluation
section may just be a rehashing in other words of the objectives section, but it is important to have these items
listed out somewhere in the proposal so it is clear when the project should be labeled as a success or not. How
much advance notice of acceptance do you need before beginning this project? Who should contact who after
you send this? Is a deposit required with the acceptance of the proposal? Even if it is a simple sentence that
clarifies that you will be waiting on them to respond to this proposal before any work will begin, it is good to
point this out specifically within the proposal to clear up any miscommunication. About Your Company
Surprised to see this section at the end of the proposal instead of the beginning? While it is good to highlight
the awesomeness of your company here, your goal is to convince them that you will bring success to their
company. Reusable Content So there you have it, the major sections of a proposal. Well, the good news is that
you can re-use some of this content from proposal to proposal, and they will become easier to generate. Even
the goals and objectives might be re-used from time to time depending on how similar your client situations
are. Expiry Over time, your rates and availability are likely to change. Place an expiration on every proposal
you send, so you know whether or not to carve that time out of your schedule. The added bonus is that if they
do want to move forward on your proposal long after the expiration date, you can send over a new proposal
with any adjustments in fees or timeline that you need, based off of your current business situation. Protecting
Against Mismatched Expectations Sometimes what you have in mind as a solution is different from what the
client has in mind when reading the same terms on a proposal. This is why it is very important to be detailed
whenever necessary to specifically spell out what will be performed to fulfill the contract. Following Up I
used to simply send proposals out to clients then sit back and wait for a response. If you want to run your
business more professionally, queue up some communication reminders surrounding the timeline of the
proposal. Here is a sample follow-up schedule for a proposal dated with a 2-week expiry: Sample Follow-Up
Schedule Day 0: Remind them that the proposal will expire in a few days, ask them if they have any questions
or would like to schedule a call. Invite them to call you with any questions. Inform them that their proposal
has expired and you will be moving forward with other projects. Of course, this whole sequence depends upon
their response from prior emails. Word Proposal Template - Same 9 Pages, and you get to edit them. Nusii is
the fastest way to close your next deal. With professional proposal templates, notification system, proposal
tracking, and online signing, we know we can help your business grow. So you can focus on what matters:
More Information on Creating Winning Proposals.
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8: Creating Winning Proposals
If you're submitting a proposal by mail, put everything together with your cover sheet and a cover letter. You may need
to have your CEO and the Board President sign the cover sheet or letter. You do not need a fancy binder, but it should
all be neatly typed and free of errors.

Subscribe to our FREE email newsletter and download free character development worksheets! Klems June
28, In the process of writing my own nonfiction book proposal earlier this year thanks to my Year of Amazing
pledge , I searched everywhere I could for tips and advice on how to write a nonfiction book proposal. Many
were great, but super lengthy and time consuming to read. I followed her points and I landed a literary agent.
Read on as these tips could help you, too. Hook Start by simply giving a brief description of your book,
including its title. Never claim that anyone or everyone can benefit from your book. Instead, identify the
specific demographic your book primarily targetsâ€”e. Then, demonstrate the evidence of need for your book
within that target market. There are two critical aspects to this: Expertise is related to your credentials and
experience. Are you considered authoritative or trusted on the topic? Why are you qualified to write this book?
In addition to having some expertise, you also need a platform. Platform is your visibility and reach to your
intended audience or market. It encompasses relationships, networks and influence you have in the field of
your topic. Nonfiction publishers today want recognized writers who already reach readers, especially online.
Competitive Analysis List the key resources in print and online that already target your specific market.
Marketing Plan Your marketing plan is one of the most essential components of your proposal. Eliminate all
wishful thinking. Ground it on what you can accomplish today. Make it concrete and realistic, and include as
many numbers as you can. I plan to register a domain and start a blog for my book. Within three months of
launch, my blog on [book topic] already attracts 5, unique visits per month. I plan to contact bloggers for guest
blogging opportunities. I have been a guest blogger at [list great blogs], which on average brings my site 10,
new visitors each month. I plan to contact conferences and speak on [book topic]. I am in contact with
organizers at XYZ conferences, and have spoken at three events within the past year, reaching 5, people in my
target audience. Your plan should be executable without the help of a publisher. Outline Include a short
description of every chapter you plan to include in your book. Sample Chapter This is your chance to
demonstrate to publishers that you can successfully execute what you are proposing. Include a complete,
well-written and well-researched chapter that will leave them hungry to read more. Putting It All Together
This all is a very cursory overview of a complex topic. For more information on how to craft a full book
proposal, consult a resource such as How to Write a Book Proposal:
9: Preparing a Proposal Outline
Click the Submit a Proposal button. To learn more about creating winning proposals and succeeding on Upwork,
download our free eBook and read more in the Hiring Headquarter articles below: Read more about creating great
proposals in the Hiring Headquarters.
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