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“It's about time”
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I Typical Proposal Response Proces

Proposal Request

Analyse opportunity

Assemble team
: Detailed client assessment

Agree strategy & win themes
H Determine content sources

: Create proposal draft

Proposal Submitted
)

Print & assemble
Deliver/Present




I Content is King - Difficult to find & \

"I'LL ASK THE AUDIENCE
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Access

Formatting

Usage
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Consistent Higher Win
Documents Rates

More Time




