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YOU  NEED  TO  EVOKE  AN  EMOT IONAL  RESPONSEYOU  NEED  TO  EVOKE  AN  EMOT IONAL  RESPONSE
Whether your job is to present an itemized list of goods and
services, or outrageously creative proposals, you need to evoke
an emotional response from the reader, in as few words as
possible, with as much sizzle as possible.

We’re talking about connecting with people in the most profound
way, and igniting them to action. Proposals are your way of doing
that.



TIP  1T IP  1



START  WITH  AN  ASP IRAT IONAL  PHRASESTART  WITH  AN  ASP IRAT IONAL  PHRASE
This is when you have to think back to that original Zoom call
when you got buy-in. Look at the notes you took, and think about
what your client is really trying to accomplish. Then try to wrap
your head around how you can help them with that.

Whether you’re writing a creative or itemized proposal, you have to
address your client’s objective straight away. We recommend
embedding it in the all-important opening statement like this one...



ASPIRATIONAL PHRASE:  EXAMPLEASPIRATIONAL PHRASE:  EXAMPLE



START  WITH  AN  ASP IRAT IONAL  PHRASESTART  WITH  AN  ASP IRAT IONAL  PHRASE
Note that this statement is both aspirational and speaks to the
client’s objectives. This is not where you write what your company
does, it’s about speaking to what your client really wants to
achieve. If you can get this right, you can actually close them on
this page of the proposal. This really is your opportunity to make
your client feel seen, heard and excited to do business with you.

In a creative proposal, we recommend making your opening
statement straight after the title page. If you’re writing an itemized
proposal, this goes straight under your letterhead.



TIP  2TIP  2



DECIDE ON A LOOK AND FEELDECIDE ON A LOOK AND FEEL
This is your chance to create a love at first sight experience using
color and pictures.

Typically we begin by looking at our client’s site to get a sense of
their branding, colors, and tone. We’ve found that if our proposal
mirrors their company’s style, culture and brand, we get much
more buy in.



  HERE ARE 10  DESIGN PRINCIPLESHERE ARE 10  DESIGN PRINCIPLES



TIP  3T IP  3



CREATE  A  CATCHY  T I TLECREATE  A  CATCHY  T I TLE
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SOME OF OUR FAVORITE  CATCHY T ITLESSOME OF OUR FAVORITE  CATCHY T ITLES



TIP  4TIP  4



A caterer can find out what the CEO’s favorite candy bar is and
suggest placing them on each table setting.
An event planner can invite an executive known for dad jokes, to
kick off the program.
A hotel bidding on a Bikram Hot Yoga Convention can talk about
how they'll adjust the HVAC to 105 degrees in the room!

For example:

MAKE  I T  PERSONALMAKE  I T  PERSONAL
When your prospect or manager picks up your proposal, they’re
going to want to see themselves reflected in it. The more you can
mirror them, the greater chance you have of closing the sale. 



CL ICK  THE  PLAY  BUTTON TO  SEE  AN  EXAMPLECL ICK  THE  PLAY  BUTTON TO  SEE  AN  EXAMPLE   

https://youtu.be/rAi58Z0FlC8


TIP  5TIP  5



TIP  5:  TAKE THE READER ON AN EXPERIENTIAL  JOURNEYTIP  5:  TAKE THE READER ON AN EXPERIENTIAL  JOURNEY



YOUR TURNYOUR TURN
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TIP  6TIP  6



OUTLINE HOW YOU'LL  DEL IVER ON YOUR VIS IONOUTLINE HOW YOU'LL  DEL IVER ON YOUR VIS ION

YOUR TURNYOUR TURN



EXAMPLES  OF  US ING  STORY  WHEN OUTL IN ING  HOW YOU ' LL  DEL IVER :EXAMPLES  OF  US ING  STORY  WHEN OUTL IN ING  HOW YOU ' LL  DEL IVER :



TIP  7T IP  7



CREATE  A  DETA I LED  BREAKDOWN OF  BUDGETCREATE  A  DETA I LED  BREAKDOWN OF  BUDGET
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TIP  8TIP  8



TIP  8:  QUALIFY YOURSELFTIP  8:  QUALIFY YOURSELF

YOUR TURNYOUR TURN



TIP  9TIP  9



PITCH YOUR PROPOSAL L IVEPITCH YOUR PROPOSAL L IVE
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EXAMPLE  OF  INV ITAT ION  TO  P I TCH  L IVEEXAMPLE  OF  INV ITAT ION  TO  P I TCH  L IVE



HERE ARE SOME PRESENTATION T IPSHERE ARE SOME PRESENTATION T IPS



TIP  10T IP  10



MAKE A COMPELL ING INVITATION TO CLOSEMAKE A COMPELL ING INVITATION TO CLOSE   



BIGGEST TAKEAWAYBIGGEST TAKEAWAY   



LET 'S  STAY IN TOUCH!LET 'S  STAY IN TOUCH!
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