SENSIGENCE

sensible intelligence

CHECKLIST

Value-Based

Proposal
Creation
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Value-Based
Proposal Creation

his checklist guides you through creating client proposals that

emphasize genuine value and service while maintaining
authenticity and trust. Use this framework to develop proposals
that align with your service-minded approach and lead to
meaningful client partnerships.

1. Discovery Documentation

O Review conversation notes
Document key insights, challenges, and goals shared during
discovery conversations to ensure your proposal directly
addresses client needs.

O Map client transformation goals
Clearly outline the desired outcomes and specific changes
the client wants to achieve through working together.



0O Document success metrics
Define measurable indicators that will demonstrate progress
and value delivery throughout the engagement.

2. Value Articulation

O Create client-specific value statements
Develop clear descriptions of how your solution addresses
their unique challenges, using their language and context.

O Include relevant case studies
Select and adapt case studies that demonstrate similar
transformations and results achieved with comparable
clients.

O Outline tangible outcomes
Detail specific, measurable benefits the client can expect
from implementing your solution.

3. Implementation Planning

O Define clear milestones
Create a timeline with specific checkpoints and deliverables
that show progress toward desired outcomes.

O Establish communication protocols
Detail how you'll maintain regular contact and provide
updates throughout the engagement.

O Outline roles and responsibilities
Clearly define what's expected from both parties to ensure
successful implementation.
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4. Investment Structure

0O Create value-based pricing options
Develop pricing tiers that align with different levels of
transformation and support needed.

0O Include ROI calculations
Demonstrate the financial impact and expected return on
investment for your proposed solution.

O Outline payment terms
Present clear, flexible payment options that accommodate
client preferences while protecting your business.

5. Trust Building Elements

0O Include testimonials
Add relevant client success stories that build credibility and
demonstrate your expertise.

O Provide guarantees
Clearly state your commitment to client success and any
specific guarantees you offer.

O Detail risk mitigation
Address potential concerns proactively by explaining how
you'll handle various scenarios.

6. Next Steps

O Create clear decision pathways
Outline simple, specific actions for moving forward with the
engagement.



O Include response timeframes
Set clear expectations for proposal validity and response
times.

O Add conversation prompts

Include thoughtful questions that facilitate meaningful
discussion about the proposal.

7. Quality Assurance

O Review for clarity
Ensure all language is clear, concise, and free of industry
jargon.

0O Check alignment

Verify that every element of the proposal connects to stated
client goals and challenges.

O Proofread thoroughly
Review for any errors, inconsistencies, or unclear statements
that could diminish trust.
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