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1. Activities BEFORE you write the proposal 

2. CONTENT of a good proposal 

3. AFTER you write the proposal 

 

 



Should you submit a proposal?  
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Five considerations (Source: MaryKate Scott) 
 

1. Is the work interesting and challenging? 

2. Am I going to work with great people? 

3. What’s the working environment going to be like? 

4. Are the rewards worth it? 

5. Is it going to build my business? 

- Episode 142 of Unleashed 

 

 



How much time to invest in the proposal? 
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The MaryKate Scott Rule: 
 
 

Invest 2 hours for every $10,000 in fees 
 
 
 
E.g.  
 
$40K project = 8 hour proposal 
 
$100K project = 20 hour proposal 
 
- Episode 142 of Unleashed 
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Successful proposals 
start with a Context 
Discussion. 



Context Discussion 
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Source: David A. Fields, Chapters 18-19 

1. Situation 

2. Desired outcomes 

3. Indicators of success 

4. Perceived risks and concerns 

5. Value 

6. Parameters 

 

 



1. Situation 
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Why is the prospect looking for assistance?  

What has changed?  

Why now? [New CEO? New competitor move? Board demand?] 

What has already been tried internally? 

“There is always a catalytic event, and you need to uncover it.” 

 



2. Desired outcomes 
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“What’s the ultimate outcome you are hoping from this initiative?” 

“Let’s say the project has been completed and was incredibly 

successful. Tell me what is different.” 

 



3. Indicators of success 
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How will we know if the project is successful? 
 
What would some leading indicators be?  
 
What metrics should we use? What is the current value of those 
metrics, and what should be our targets? 
 
How would we know that we’re on the right track during the 
project? 

 



4. Perceived risks and concerns 
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What could go wrong during this project? 
 
What are you most worried about? 

 



5. Value 
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What could go wrong during this project? 
 
What are you most worried about? 

 



6. Parameters 
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People: Who needs to be involved? 
 
Time: Any key dates we should keep in mind? (e.g., Board Mtg) 
 
Geography: What locations involved? Geographic scope? 
 
Money: What sort of budget do you have in mind for this work? 

 



Asking about budget 
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1. “What’s your budget?” 

2. “What sort of number would give you a heart attack?” 

3. “There are a variety of ways to address this type of issue – from 

a one-day workshop to a three-month study. Where on that 

spectrum are you?” 



Asking the client to write your proposal 

15 

“There are a number of ways we could approach this. 

What is YOUR mental model of how the project should go?” 

“What do you see as the right approach?” 



SPIN selling 
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Situation: Establish buyer’s current situation. 
 
Problem: Identify problems the buyer faces that your product 
solves. 
 
Implication: Explore the causes and effects of those problems. 
 
Need-Payoff: Show why your product is worth it. 
 
 
Source: Lucidchart.com, from Spin Selling by Neil Rackham 

https://www.lucidchart.com/blog/the-4-steps-to-spin-selling#situation
https://www.lucidchart.com/blog/the-4-steps-to-spin-selling#problem
https://www.lucidchart.com/blog/the-4-steps-to-spin-selling#implication
https://www.lucidchart.com/blog/the-4-steps-to-spin-selling#need-payoff
https://www.lucidchart.com/blog/the-4-steps-to-spin-selling#need-payoff
https://www.lucidchart.com/blog/the-4-steps-to-spin-selling#need-payoff


Getting real work done 

17 

If you can make real progress towards solving the problem in the 

meeting, you are halfway to winning the project. 

 

If feasible, bring an issue tree (or some other thinking) to the 

meeting. 



Overprepare, but be indifferent to results 
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Overprepare: Research the client and situation more than is 

reasonable. 

 

Indifferent to results: Once in the room, focus on what is best for 

the client, which may be an introduction to someone else. 



Agree on timeline and schedule next discussion 
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Agree on date when you will submit written proposal 

 

Schedule a call to review the proposal 



Today 
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1. Activities BEFORE you write the proposal 

2. CONTENT of a good proposal 

3. AFTER you write the proposal 

 

 



Proposal contents 
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1. Intro 

2. Project context 

3. Objectives 

4. Scope 

5. Approach 

6. Team 

7. Expected client support 

8. Timing 

9. Professional arrangements 

10. Use of this proposal 

11. Next steps 

12. Contact info 

 



Proposal: Intro 
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From 

To 

Title 

 

Dear CLIENT,  
In this proposal, it is my pleasure to suggest a working 
arrangement between Client (“Client”) and Consulting Firm, LLC 
(“Consultant”) with the objective of OBJECTIVE.  
The following sections detail the context, objectives, scope, 
approach, team, timing, and professional arrangements for our 
collaboration on this important initiative over the coming months. 

 



Proposal contents: Project Context 
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Short summary of the Context that the client told to you. 

Shows that you were listening. 

Verify the key dates and facts. 



Proposal contents: Objectives 
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Reminds client why they are doing the project. 

And the business value. (Anchors vs. the fee) 



Proposal contents: Scope 
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Confirms in writing – narrow to the specific:  

Geography 

Business unit 

Customer segment 

Product line 

Channel 

Etc. 



Proposal contents: Approach 

26 

Step-by-step what we are going to do 

Potentially offer 2-3 “project sizes” 

If possible, include sample deliverables 

 

SHOW DON’T TELL! 



Proposal contents: Team 
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Who will be involved from the consultant (bios in appendix) 



Proposal contents: Expected client support 
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Who will be involved from the client (and % time commitment) 

Data needed 

Access needed to facilities or systems 

Executive assistant support / team room / other logistics 



Proposal contents: Timing 
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Expected start date 

Duration 

Any key dates (e.g., Board Meeting) 

“Based on acceptance of this proposal prior to _____” 



Proposal contents: Professional arrangements 
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In other words: Fees 

Consider offering Small, Medium, Large options 

Offering options changes the conversation around discounting – 

from discounting your fee to reducing the scope. 



Proposal contents: Use of this proposal 
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Source: MaryKate Scott 
 

This proposal is provided for the exclusive use of CLIENT and its 

Executive Team. This document cannot be shared with any other 

organization or person outside CLIENT. This proposal does not 

represent a contract between CLIENT and CONSULTANT.  We retain 

the right to modify or withdraw this proposal prior to a signed 

contract. 



Proposal contents: NEXT STEPS 
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Make it clear what the client is expected to do. 

E.g., “Should you desire to proceed, please let us know and we’ll 

send an agreement for your signature.” 

Or 

“Please let me know when would be a convenient time to discuss 

this proposal with you to hear your feedback.” 



Proposal contents: Contact info 
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Yes, client probably has your info. 

Include it anyway. 

Make it convenient to email or call you. 

 



Proposal follow-up 
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1. During the Context Discussion 

2. Speed is of the essence.  Send a DRAFT proposal and ask for 
feedback.  Rather than polishing to get it perfect.  

 


