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BullsEye Integration

Notes for Growth

Simple, Clear Proposals Get Results

“Dilbert” creator, Scott Adams, has made a good living portraying less than competent business communication.  Salesmen successfully pitch gobbledygook and engineers get funding for extra-terrestrial wham-slackers while lamebrain managers dismiss the obvious as unworkable.

Adams’ work is funny and, at some level, reflects the real world.  But in reality, it’s usually not the case that good ideas are shot down because the person at the top is a moron.  Decision makers are busy people, they need to have creative ideas presented in ways that makes sense immediately so they can say yes, delegate details and move on.

Consultant Bob French of the Competitive Advantage Group in Millbrae, California has put together a simple format for presenting ideas to a decision maker so that she or he can grasp the opportunity and say yes.  Like most useful things, Bob’s “One Page Business Proposal” is elegantly simple.   Using 1-3 sentences per section: 

1. Define the opportunity, problem, issue, and/or situation.

2. Present the solution or recommendations.

3. List the benefits or results expected (use 3-5 bullet points).

4. Provide the proof, credentials or reasons as to why it will work.

5. Identify the resources required, including the financial implications/impact.

6. State the next steps needed or action(s) required, by whom and by when.

Depending on the situation you also may want to:

1. Identify issues or risks.

2. Describe alternatives or options considered and why they were not recommended.

The One Page Business Proposal format can be used as a sales proposal, for internal recommendations or any other issue that requires a management decision.  In addition, using this format has the added advantage of forcing you to think rigorously about your proposal so that you improve the value of your idea and enhance chances of a positive decision.

Additional Tips:

1. Don’t title the proposal “Proposal”, just get to the benefit the reader will have by saying yes.

2. Focus on the reader’s needs or goals, not yours or someone else’s.

3. Highlight key points with headings. Use language tied to benefits of adopting the proposal.

4. Quantify the benefits of the proposed idea.  “Fifty percent savings over six months” is much more powerful than “It will cost less”.
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