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Sales proposals, love them, or hate them, they were and always be an integral 

part of a successful deal. While a few MSPs consider it only as a step before 

the clients are onboarded, sales proposals are actually one of the most pow-

erful instruments in a salesperson’s arsenal. 

Sales proposals can make all the difference between closing a deal and losing 

one. When you have a great lead, your sales proposal is the best tool at your 

disposal for landing more business. Here are 120 tips for writing great sales 

proposals that will do exactly what it should. 
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When you receive a confirmation from your prospect to send across the 

proposal, it is always wise not to get over-excited. Avoid sending proposals 

too soon to your MSP prospects. Take some time and check your proposal 

thoroughly. Work on creating a better proposal and grab your prospect’s 

attention.

One of the most important elements of your proposal is the cover letter. Its 

job is to capture the prospect’s attention, make them want to read on, and 

kick-start the creation of emotional bonds between buyer and seller. Person-

alizing your cover letter will make your customers trust the brand and make 

them feel satisfied. 

While winning a sales proposal, knowing your customers will go way towards 

helping you nurture great relationships and winning your prospect’s trust. 

Use techniques like benchmarking (surveying customers about your services 

vs. your competitors), communication (talking to your prospects to under-

stand their level of satisfaction), increasing value (ways to increase value in 

your offerings), and refinement (refine your existing ideas to suit your pros-

pect’s needs better).

Don’t send the proposal ‘too’ soon

Personalized cover letter

Know your customer’s objectives

1
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Use the proposal to show your prospect how well you understand their 

problems and how effectively your services can be of help. Remember to 

keep your proposal customer-centric and avoid going overboard with your 

services and its benefits. Make sure to connect aspects of their problems to 

your offerings and explain to them the details of how you plan to accomplish 

it.

First impressions matter, and thus, you must use all your uncovered knowl-

edge in drafting the executive summary in your proposal. Unlike the cover 

letter, which provides a broad overview of your MSP organization, an exec-

utive summary is tightly-focussed, clear, and succinct in describing how you 

plan to implement your solutions, including timelines and details about the 

resources that will be required.

Your proposal should bolster your executive summary by clearly explaining 

what and how you’re going to approach your solution. You must offer as 

much detail as possible when laying your scope of work, steps to be taken 

thus, leaving no room for miscommunication. Your proposal must outline the 

outcomes that you wish to achieve so that your clients are well aware of your 

thought out plan and strategies.

Problem statement

Executive summary: Your USP

Outcomes
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When you are drafting your proposal, your executive summary and the out-

comes are outlined as per the prospect’s needs. So, you must clearly state 

the problem in the proposal, so that the client understands that both the 

parties are on the same page. In your proposal, mention the client goals in 

a succinct manner (probably, that looks like a confirmation) and then move 

ahead to define your solution strategy. 

Whether or not to use compelling imagery depends on the industry, but as 

per reports, proposals with visuals are 32% more likely to close. As an MSP, 

we understand that using images or videos is not common, but outlining the 

proposals with imagery is no harm. But remember that you must not overdo 

it. Keep certain statistics or points that you wish to highlight in the form of 

images or videos, but not every tiny component in your proposal. Make your 

proposal engaging but not glossy. 

This particular section in your proposal is where you outline how you’ll pull 

everything up. As an MSP, your goals and ways to achieve the target must 

be anticipated. Be sure to convey the strategic plan focused on delivering 

maximum value to the customer. You must use illustrative charts, tables, 

diagrams, and outlines that support the value of your proposal and steps that 

you wish to bring in fruition. 

Confirmation of client’s goals

Compelling imagery

Make an action plan
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While creating a proposal, you outline the action plan and the outcomes an-

ticipated. Breaking down the entire effort into smaller activities, milestones, 

will help your customers in analyzing the progress better. Therefore, when 

drafting your proposal, have your milestones listed as well. This way, your 

customers will be aware of the milestones created and timelines to achieve 

them. Similarly, every milestone should be integrated with a reporting sys-

tem to keep a better track of the progress. 

As an MSP, you must be ready for every situation possible, and it is your re-

sponsibility to keep your customers informed of the same. When you draft a 

proposal, perform a situation analysis, instances when things are as per your 

plans, and the adverse conditions. If necessary, have them mentioned in your 

proposal so that it does not come as a shock to your prospect.

When you perform a situation analysis, you may come across certain obsta-

cles depending on your client’s requirements. These obstacles can be priori-

tized based on multiple factors. As an MSP, it is very important that you keep 

your clients informed about these obstacles, which might occur down the 

lane. Of course, your strategy to overcome these obstacles should also be 

listed in the proposal. 

Milestones and reporting

Situation analysis

Obstacles, if any
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When you perform a situation analysis, you may come across certain risks 

depending on your client’s requirements. These risks can be prioritized based 

on multiple factors. As an MSP, it is very important that you keep your clients 

informed about these risks which might occur down the lane. Of course, your 

strategy to overcome these risks should also be listed in the proposal. 

Defining the timeline is crucial when you are drafting a proposal. Your pros-

pect must always be informed of the timelines you set for the milestones. 

Adding timelines not only helps your customer understand the onward jour-

ney, but also provides a good impression of your brand. And informing your 

customers about the timelines beforehand keeps the MSP team ready with 

their deadlines and expectations.

When you are analyzing the customer’s problems, always try to suggest 

three ways in which you think as an MSP you can help. And the best possible 

way to let your customers know of your intentions is to have them listed in 

your proposal. Even when the customer reads the options, they will have an 

ample amount of time to provide feedback and make modifications to the 

plan, if any. Also, both the parties can conduct a meeting too, if required. 

Risks, if any

Define the timelines

Give three options for solving their pain points
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This is a habit rather than a tip. As an MSP, you must focus on every detail 

possible and keep your customers informed of the same. Every modification, 

change, plan of action, etc. should be properly communicated to the cus-

tomers, and no single detail should miss going into the proposal.

When drafting a proposal, four important points need to be thought: aes-

thetics, flexibility, security, and trackability. When all these points are provid-

ed in your proposal, the document will then have better usability and acces-

sibility. After all, the easier you outline your customer’s journey, the smarter 

would be the entire process of signing a proposal.

Your proposal is not mandatorily required to be five or ten pages long. In 

fact, when a proposal is long, customers lose their interest in reading the en-

tire document. They might either delay the signing of the proposal or might 

sign on terms which they later regret. So, it’s best for both parties to have a 

proposal that is concise, small, and easy to read. 

As an MSP, the simpler your proposal, the easier it is for the decision-mak-

er of an organization to read, sign, and proceed further with your services. 

Avoid using languages or terms that are not clear and might sound confus-

ing. Rather, keep the entire proposal simple. 

Be detail-oriented

Usability and accessibility

Keep it short

The KISS (Keep It Simple Silly) factor
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How would you feel if you are provided with half the information? You would 

have multiple questions that you need answers to. Also, you would certainly 

come up with multiple other solutions or possible next steps, and then try 

to contact your MSP for a clarification. In order to save time, make sure that 

your next steps are already outlined in your proposal so that your customers 

do not come back with questions.

For every individual or an organization, success is measured differently using 

various parameters and achievements. And these criteria are not the same 

for all industries. As an MSP, secure your success measures and mention in 

the proposal so that the customer is well aware of the parameters. In cases, 

when the customers have a different parameter to judge on, talk to them and 

if agreed upon, include in the proposal. 

In any industry you work for, there are certain style guides set while drafting 

a proposal like a font size, font family, spacings, etc. As an MSP, you must 

abide by the corporate style guides you have outlined while drafting your 

proposal. Make sure that all your proposals are as per the style guides and 

have no inconsistencies.

Explain the next steps

Define the measures of success

Set a corporate style guide
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Workflows define how well you can manage a project or a client. Defining 

your workflows is not just giving your clients a gist of what you plan to do. In 

fact, it should be a researched workflow depicting the number of team mem-

bers working on a task, their timeline, milestones, etc. You must be flexible 

with your workflow and must be ready to make changes as per the client’s 

requirement. 

Introducing your team to the prospect is very important. And while you do 

so, make sure to list your team member’s roles and following responsibilities. 

Clearly mention the timeline in which they are supposed to achieve their 

milestones. Always have dedicated team members for a particular task so 

that it is easier for the client to communicate depending on their problems.

How creatively you draft a proposal defines the amount of time you have 

taken to attend to a customer and your attentiveness to details. Break the 

monotony and try to make your proposal attractive. Use titles that are catchy 

and interest the user in reading more. Put in some effort to turn your propos-

al/contract to an interesting reading piece.

You are the master of the service you provide, and your customers are not 

thorough with the subject. Hence, a few technicalities might not be under-

standable by your customers. Therefore, it is wise and always recommended 

to avoid using jargon, which might hamper the flow of reading your contract. 

Set the workflows

Define the roles and responsibilities

Give attractive titles

Cut the jargon
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Drafting a contract that includes too much technical stuff is boring. We 

understand that as an MSP, your proposals might revolve more around tech-

nicalities. But trying to get out of it is no harm. The motive of this post is to 

break the monotony and ingrain bits that interest your customers in reading 

a proposal.

One of the silliest mistakes which are pointed out by your customers is 

spelling and grammar mistakes. We know that English is tough, but to send 

across a proposal with these mistakes can’t be overlooked. Therefore, use 

some third-party tools or integrations or plugins to check the grammar and 

spelling before sending your proposal to your customers. Don’t ruin your 

impression because of mistakes that can be easily avoided.

We often tend to generalize information and not direct it as per our clients, 

especially proposals. We often use proposal templates which have general-

ized terms and conditions which might not suit our clients. Therefore, it is re-

quired that you make efforts to personalize the proposals as per the clients. 

Don’t edit some downloadable proposal template; rather, work on creating 

newer ones for your clients as per their requirements.

Don’t be too technical

Avoid spelling & grammar mistakes

Don’t generalize

27

28

29

https://www.zomentum.com/


www.zomentum.com 12

Proposals can easily go up to five to ten pages, but it would be great if the 

page count can be decreased. Limiting your proposal to one to two pages is 

no harm until it has all the necessary information outlined. In fact, when the 

size of the proposal is less, clients would take an interest in reading the en-

tire proposal. Also, it would be easy for you to draft a better and interactive 

proposal every time.

Sending lengthy proposals is always no. And a simple reason is that. The cus-

tomers would not take the effort to read such a lengthy proposal. So, what 

is your alternative? To stop sending lengthy proposals. Give your clients the 

opportunity to read one proposal which is non-monotonous, beautiful, and 

interesting.

Not always when you have a sales meeting, you speak with the deci-

sion-maker. There are times when you explain your services to clients; they 

act as influencers but are not a direct decision-maker. Similarly, when you 

are sending your proposal, make sure to address the decision-makers and 

not the influencers. Do not confuse yourself by involving people who have 

nothing to do with the proposal directly.

Limit proposals to 1-2 pages

Avoid sending lengthy proposals

Direct the proposal to correct stakeholders
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As you make sure that you are sending your proposal to the correct stake-

holders, also keep in mind that you address and direct the proposal properly. 

Avoid making any mistakes while sending your proposal across to the stake-

holders. A slightest of the mistake can cost you a lot. Therefore, focus while 

making your proposal fly.

As an MSP, have all your mandatory laws included in the proposal. The laws 

defined in the proposal means that neither the MSP nor the customer could 

refuse post-agreement. Listing the applicable laws will streamline the pro-

cess and discourage practices against the company policies. 

There could be many instances when things might go wrong. As an MSP, you 

must be prepared or at least foresee the conditions that might not be great 

and outline them in your proposal. In adverse conditions, the decisions are 

made as per the proposal to which both parties might have agreed upon.

Direct the proposal clearly

Mention the applicable laws

Mention the unforeseeable conditions
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As we talk about beautifying proposals, inculcating copywriting skills is an 

added advantage. The better you portray your proposal, the more interested 

your prospect would be in doing business with you.

Use copywriting best practices
36
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If your customers want to know more about you, they can Google you. Don’t 

waste the precious space and time in explaining your past successes and 

accolades; rather, focus on explaining how you can help them in their current 

situation and help them win.

When you send a proposal, have the signature and the payment details high-

lighted. Your customer must not get confused in searching for these areas in 

your proposal. Avoid risking your first impression in front of your customers.

We all know that proposals have a huge number of statements filled with the 

MSP organization’s capabilities and strength. Therefore, the proposal looks 

more like a sales agreement. As an MSP who wishes to bring a change, avoid 

portraying the culture of selling in your proposals, and address the ways in 

which you wish to analyze the customer’s problems.

As you inform your customers of their perks, make sure to be flexible with all 

your customers. Not all your customer’s needs are the same and therefore, 

what you offer and how you offer must be flexible, too. 

Postpone the ‘About Us’ section

Signature & payment details to be clearly pointed

Don’t inculcate the culture of selling

Customize the perks
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As a responsible MSP, provide certain pointers or feedback to your custom-

ers on what should be done and what should be avoided. Suggest them tips 

which are enlightening thus, making your customers happy.

Don’t just portray or act; rather, provide solid evidence of how you are work-

ing towards solving the customer’s issues. Let them know and understand 

what your stance is on a particular issue and how you plan to tackle the 

same. Explain your services and their benefits, always

Don’t just portray or act; rather, provide solid evidence of how you are work-

ing towards solving the customer’s issues. Let them know and understand 

what your stance is on a particular issue and how you plan to tackle the 

same. Explain your services and their benefits, always

When sending a proposal, one of the most important tips is to keep it cus-

tomer-centric and not talk a lot about yourself. The more you brag about 

your services and capabilities, the more disinterested clients become. In-

stead, portray how your services can assist the clients in increasing revenue, 

making a shift in their IT infrastructure, and resolve their concerns.

Provide recommendation

Provide evidence that you’re up to the task of 
solving their issues/concerns 

Make the proposal a brochure

Keep the proposal customer-centric rather 
MSP-centric
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Any detail that you include in your proposal must be clearly described. Do 

not give incomplete information or frame sentences that do not convey the 

actual message. Be clear and be loud of all the points you wish to mention in 

your proposal.

Any proposal that you draft for your customers should have solutions that 

are clear and suit the situations. The solutions must not be random in nature 

and look hasty. In order to convert the client, do not suggest anything which 

is irrelevant or half done. Rather, provide a solution that can be of use in the 

long term and would be beneficial for both of you.

In order to make a good impression, over-promising is also not suggested. 

Do not show how desperate you are for the client and the revenue. Over 

promising might look good to your customers but can be tragic for your team 

at times. Therefore, analyze the project, timelines, milestones, and then 

promise them of the wonders you can do.

Times when you explain to your customers about the different phases of 

the project, try to avoid giving them a negative impression. The customer 

should never be given a negative picture of an obstacle; rather, it should be 

portrayed as a milestone to be achieved. If you don’t try to be optimistic, the 

client would always be pessimistic about your services. 

Don’t be vague

Don’t suggest hasty solutions

Don’t over-promise

Create positive perceptions
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Keep the proposal clear enough that the customers have a good hold of the 

terms and conditions. Provide them with an expiration date within which 

they either have to accept the proposal or reject it. Make sure to highlight 

the area of acceptance in the proposal for a better understanding.

When you send a proposal, evoke your customer to take action. Your propos-

al should not be another piece of content that gets deposited in the client’s 

mailbox. Rather interest the customer in such a way that they understand the 

gap and act to bridge the space.

Make sure that the customers are well aware of the details that should be 

noticed before signing the proposal, as the expiration date. Also, provide 

a good amount of space for the customer to place their signatures. Keep 

the closing instance simple and easy to understand. As an MSP, you must 

understand how simplicity is important while handling complex tasks. And 

therefore, the deal closing procedure should be ideated, keeping simplicity 

in mind.

Terms and conditions, and acceptance

Create an urgency/evoke

Make it easy to close
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When you send across a proposal, simply adding an area at the bottom for 

the customers to sign is a game-changer. Your proposal will also act as a con-

tract that can be signed instantly upon agreement. And by doing this, you 

shove one full step before closing a deal: await their confirmation to send a 

contract. If you find the MSP sales agreement to be complex, insert all the 

details in the proposal cum contract, rather than having these two as individ-

ual steps.

After creating the entire proposal, make sure to give a summary of the same 

at the end so that, when a customer reads a proposal the second time, they 

do not have to recollect the entire document. Rather, a tiny paragraph would 

summarize the proposal for faster action.

How great would an in-app chat feature be? You send the proposal, and 

your client can immediately chat with you for any clarification or changes: 

Isn’t that awesome? Well, as an MSP, you must be well versed with the latest 

technologies, and therefore, it would be great if you can provide the flexibil-

ity to all your prospects who you send the proposal to. In fact, your rate of 

closing a deal increases. 

Make it a contract

Summarize

In-proposal chat
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Once you have your proposal ready, review the entire document for any mis-

takes or changes. After the first round of review is done, wait for a few hours 

to get the content out of your head and read the proposal again. Again, 

check for any mistakes or changes that you might have missed. If everything 

seems great, hit send.

As per your corporate style guide, list out certain fonts in which you wish to 

have your proposals. And make sure that every proposal you send is as per 

the style guide following the correct font family, font size, and style.

Providing customers the flexibility to amend certain policies is slightly dif-

ferent than portraying the same flexibility in your proposal. Your customers 

should be informed first that they are mighty to make amendments. There-

fore, make sure to draft your proposal in such a way that it is clear to all your 

customers of what they are capable of. 

It is beneficial for the MSPs to make your customers realize how much more 

they can earn by saving on unnecessary expenses by outsourcing their IT to 

an MSP. Don’t make them feel guilty. Just help them realize how wonderful 

outsourcing is sometimes, in your proposal.

Review, review, review

Use the font family specified for business purposes

Show flexibility of the contract in your proposal

Show your prospects how they can earn more with your 
product/services
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While ending your proposal, make sure to thank them for giving time to read 

through the entire document carefully. Be appreciative, and make them feel 

warm. Let them realize that their MSP is great at taking care of their custom-

ers.

When you draft a proposal, don’t make it look like an agreement for revenue. 

Your proposal should clearly depict the ways in which you plan to resolve a 

customer issue and what exactly the customer would benefit from your ser-

vices. Pricing is equally important. But try to keep these two factors separate 

in your proposal. 

When you provide a single price for your services, make sure to either break 

it down or combine them into packages. This way, it would be easier for the 

client to select the services they need the most. Anchor your price so that 

multiple pricing options can be derived from the anchor price. 

A note of thanks

Separate the deliverables from pricing

Anchor pricing with a range of options
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It is beneficial for the MSPs to make your customers realize how much they 

can save by outsourcing their IT to an MSP. Don’t make them feel guilty. Just 

help them realize how wonderful outsourcing is sometimes, in your proposal. 

Show your prospects how they can reduce expenses 
with your product/services59
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In this section, lay out the costs with a clear, easy-to-understand pricing 

breakdown for the solution. Communicate the financial costs and details of 

the payment terms. Keep things short, simple, interactive so that it is easy 

for the customers to edit item quantities, needs, optional items, thus, allow-

ing them to customize the solution.

Just how you provide the customers with a range of options in which you 

plan to tackle the situations similarly, provide them with multiple pricing 

options. You can create packages if required. Or provide them add-ons. Give 

them multiple pricing options so that they may choose the best for them-

selves.

When you mention finances, make sure to take the help of an expert who 

can guide you in framing the exact content using financial language. When 

you clearly define the financial section the way it should be, the clients will 

definitely understand the efforts you have put in creating a proposal. 

When you include the details of the Return of Investment (RoI) in your pro-

posal, it is unlikely that the client would believe the results. Maximum, they 

would be convinced that you have stacked your deck. Instead, when you are 

providing an RoI calculation, make it look more real by explaining the situa-

tion from the time of inactivity on the project. This inclining graph would be 

helpful in making a client believe than a stacked calculation.

Interactive pricing tables

Give three options for prices and packages

Attentive to the implications of financial language

Tackle the Cost of Inaction (COI) before you address 
the Return on Investment (ROI)
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When you are drafting a proposal with financial details, make sure to break it 

down. Not every customer of yours would understand the factors involved in 

your pricing table. Therefore, make an effort to include a line (if the compo-

nent is alien) explaining the components. The bottom line, keep the pricing 

as transparent as possible. 

When you are drafting the proposal, make sure to include the payment date 

clearly. If there are any other financial details that should be in your proposal, 

mention it. Do not give an opportunity to your client to come back for clear-

ing doubts. Nothing should come to them as a shocker. Keep the financials 

transparent. 

Of course, when you have your financials included in the proposal, you will 

also try to abide by certain terms and conditions like the payment method, 

payment date, extension date, etc. Keep all these terms and conditions listed 

in your proposal under the finance section so that nothing is hidden from 

your client.

Deals with attractive and interactive images have 32% better chances of con-

verting. And a pictorial representation always looks amazing and interests 

the readers. Therefore, try to inculcate the habit of including images in your 

proposals.

Breakdown the budget

Payment date

Payment terms and conditions

Images

67

68

69

70

https://www.zomentum.com/


www.zomentum.com 23

Similar to the images, proposals sent along with videos are more engaging. 

You can send a video of an introduction, team introduction, proposal expla-

nation (only for certain points), etc. This way, it becomes easier for the cli-

ents to go through the proposal and engage at the same time.

Social mentions and proofs are always beneficial in advertising your brand. 

The more you include different aspects of your brand on multiple platforms, 

the more knowledge, information, and existence you create. Having social 

icons in your proposal helps the client in reviewing your organization’s ethics 

and culture. 

When details are properly segmented and displayed, readers take an interest 

in reading the entire piece. Use grids to make the entire proposal catchy and 

information clearly explained. Let the customers immerse themselves while 

going through your proposal.

Audio is again a great idea to send bits of information to your customers. You 

can send audio recordings that can be accessed by listeners like a podcast. 

This is also an engaging way to get your customers attracted to your ser-

vices.

Videos

Social proof

Use grids

Audio
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Deals with attractive and interactive GIFs have better chances of convert-

ing. And an engaging representation always looks amazing and interests the 

readers. Therefore, try to inculcate the habit of including GIFs in your pro-

posals.

The graphs are included in your proposals to depict certain changes in the 

situation over a period of time. And graphs are better to look at and under-

stand rather, a paragraph of multiple sentences. For conditions where you 

wish to show a change or comparison, use graphs for better representation. 

Page breaks are used to differentiate between segments or titles. Use the 

page break feature so that the spacing is clearly defined, and the proposal 

looks neat. Avoid making your proposal look disorganized.

In your proposal, there could be multiple instances of where information 

should be in the form of a table or spreadsheet. Do not shy away from using 

these elements. In fact, the more you use these interactive features, the bet-

ter would be the functionality of your proposal.

GIFs

Graphs

Use page breaks

Embed tables, spreadsheets, and more
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Just how social proof improves your brand existence, testimonials help in 

affirming the quality of your product and services. Including testimonials 

increase your brand worth and is a convincing factor for your clients. 

Case studies and quotes are like additional data that you provide your cus-

tomers to read. These can be anything, from industry-specific content to an 

MSP related quote, beautifully explained and demonstrated. Providing your 

clients with this additional piece of content helps in building relationships 

and brand value.

Your clients must be aware of the team they would be working with. There-

fore, make an effort to introduce your team members, either using images, 

videos, or GIFS. This interactive way to introduce your team members is defi-

nitely a strategy to coin.

Testimonials

Use case studies and quotes

Team introductions
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Giving your client a more interesting explanation of your product is no harm. 

And this element can be made available to your customers in the form of vid-

eos or GIFs. Providing product and service demonstrations to our customers 

is a better way of letting them know about your services before they sign the 

agreement (which will influence them in doing business with you).

Product & service demonstrations
82
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It is wise to show your customers the real scenario and the competition that 

persists. To let them know the service quality provided by you and the rest 

of the world is no harm. But make sure to provide information to your client, 

and avoid complaining.

Videos explaining the working of your processes is an add-on to your cus-

tomers. They understand how things function and operate. Publicizing your 

organization is one of the most crucial ways to convert leads.

Enabling your customers with the power of technology is the best footprint. 

As an MSP, implementing digital signatures gives your customers a positive 

outlook of your organization. Also, you can close a deal a lot faster than a 

manual signing process.

One of the most important factors to keep in mind while dealing with cus-

tomers is how quickly you respond. The better you treat them with affection 

and love, the more they trust you and your services. 

Use the power of comparison

Videos of your process

Digital signatures

Be ready to respond quickly
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Generate better revenue by including intriguing quotes to your sales propos-

al. This is one of the easiest ways to upsell your services or scope out addi-

tional projects. Realize that upselling is the new trend!

A proposal that you create once can be used again. And this way, you can 

save your time in creating proposals from scratch for your customers. How-

ever, remember to make changes to the proposals as per the nature of the 

clients.

It is always wise to give something as a freebie to your customers. After all, 

it is a very healthy way to engage with your users, and you must not miss out 

on the opportunity. But remember to give something as a freebie which is 

useful and could be used day-in and day-out.

Keeping track of your document status is a wise way to understand your cus-

tomer’s actions. You can understand how many of your clients have opened 

the document, how many times they have accessed the document, look for 

any in-app notifications, etc. As an MSP, always have analytics enabled.

Upsell with ease

Save and reuse the proposal

Provide freebies

Document analytics
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Now that you have sent your proposal, analyzing its progress is always rec-

ommended. There can be multiple instances of customers not opening the 

email, or not responding back to the proposals. In cases like these, you can 

keep track of all your documents and plan accordingly.

As per the analysis you perform, you draft emails to follow-up. While doing 

so, make sure to create interactive emails. Your emails should not be boring; 

rather, it should stand out from the crowd to get the maximum opens.

If everything goes well and smoothly, it is no harm to ask for referrals. In fact, 

like upselling, referrals are also a trend in generating more clients and better 

revenue. Do not shy away and make things complicated. Simply ask!

As you keep track of the proposals, make sure you analyze the closing rate. 

The rate in which a deal closes helps you understand many features and as-

pects regarding proposals, deals, clients, and approaches

Throughout the proposal, use the company logo, real-time examples of the 

company, employees, challenges, and other aspects. Use the designated 

brand colours and brand elements specific to your organization. When the 

proposal is personalized, the nature of the approach becomes captivating to 

the reader.

Track, analyze and adjust

Creative follow-ups

Ask for referrals

Track the closing rate

Organization branding
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Your prospects could view the proposal in any device they are comfortable 

with. It can be a laptop, a mobile phone, or a tablet. And if the proposal is 

not compatible with all the different types of devices your prospects can use, 

then you put your first impression in danger. Rather, before you send any 

proposal, send test emails to yourself to see if they are displayed fine and 

correct.

It is very important for you to give your user the flexibility to sign the docu-

ment after reading. Otherwise, the long chain of activities; to read the docu-

ment, print the document, sign every page of the documents and then send 

it across to you; it sounds tedious. Rather give your prospects the benefit to 

e-sign the document and confirm in the in-chat feature. The more technolog-

ically advanced you make your proposal, the better are the chances of clos-

ing the deal faster. 

Don’t fear the white space. And also, do not make your proposal look messy. 

Rather, use the white space to your advantage and emphasize on points 

where the reader’s focus should be. Mention lists, paragraphs, and format-

ting options using the white space beautifully well.

Ensure proposal is viewable across all devices

Make the contract signable

Employ whitespace
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Don’t try to fit in every information in your proposal. If there are details that 

can be documented separately, then attach the file while sending your pro-

posal. The longer you make your proposal, the more disinteresting it be-

comes to captivate the readers. Give attachments a chance!

You can have the best content in the world, but if your design is not appeal-

ing, then you won’t be able to capture the reader’s attention. Put time and 

money in creating designs for your proposals that look pleasing, simple, and 

catchy.

Professional designs are important - in fact, you can save a lot of time in the 

process of selecting proposal layouts and designs. Rather, have a designer 

who can develop a template that can be customized as per the client’s needs. 

Even if you try templates or customize the proposals, make sure to per-

sonalize the proposals as your client’s needs. Not every client you send the 

proposal across has the same taste, so choose templates or designs that are 

sober and can be easily moulded as per the clients.

When you brand the proposal with your organization’s details, make sure to 

use the brand colours which have been designated. Don’t change the brand 

colours for every proposal you send across. Rather, choose the colours that 

best fit your organization and implement the same in all your proposals. 

Attachments, if required

Get a great, simple and catchy design

Try templates

Personalize the proposal for your client’s needs

Choose your brand colours
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Sometimes, it is very important for readers to be able to see the table of 

contents. The index mainly provides your readers with information about the 

different sections present in the proposal, and few of the clients prefer jump-

ing on to the important sections looking at the table of content. Therefore, 

make sure that the information listed under the table of contents is as per the 

proposal and helps your prospect achieve their goal with it.

The templates or designs that you use or create should be readable for the 

prospects in all their devices. The layouts must be simple and appealing, 

which makes the process of reading easier for the clients. They must never 

get lost while reading the paragraphs. 

Your proposal should be the one that makes reading easier. The proposal 

should be appealing, simple, and easier to read. When you create proposals, 

make sure to create something that stands out and is not monotonous. Try 

to churn better layouts and analyze all the designs to select the one that is 

better.

Once you send a proposal, inform the user to receive an acknowledgement. 

Also, work along with your client to understand if they have any queries or 

doubts with regards to the proposals. The closer you work with the client 

after sending the proposal, the sooner you might be able to close a deal.

Table of contents

Readable layout

Make the proposal stand out

Work with the customer after sending the proposal
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Every sales document must have an expiration date. The date creates an up-

per limit to go through the sales document and close a deal. Therefore, the 

date you mention should always be appropriate. Give them ample time to go 

through the proposal so that they don’t feel rushed.

When you brand your proposal with the organization’s details, make sure to 

include your contact information, too, so that, at any instance, the prospect 

could immediately get in touch with you. This is a safer and convenient flexi-

bility that you must provide your clients with.

It is always wise to keep your clients informed of every minute details that 

an agreement should withhold. Do not surprise them with information which 

they are not aware of. Before you pen the details in your proposal, make sure 

the information is clearly communicated with your client.

The ultimate motive of your proposal is to drive your user to take action. 

Include CTAs wherever necessary so that your user can anytime take the 

necessary actions. Keep your contact details branded on every page of the 

proposal so that, for any clarification, they can contact you easily.

Include expiration date on your proposal

Have your name & phone number mentioned on every 
page of the proposal

Don’t keep surprises or hide any details from the clients

Include CTAs
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It is important that you maintain the correct file size for online viewing, 

which is 25 MB for a PDF and Word document. If your proposal by default is 

less than 25 MB, then it requires no changes. However, if your sales proposal 

exceeds 25 MB, then you must manually compress the file before sending it. 

If you send the file without compressing first, then the prospect will not be 

able to view it from their end, thus, spoiling your brand reputation.

There is no hard and fast rule to define the title order in your sales proposal. 

But there exist certain aesthetics that make your sales proposal easy to read. 

In fact, when the correct order of the title is followed, the flow of reading 

the proposal becomes easy and simple for the reader to grasp. So, if you are 

unsure of the title order, make sure you research well before you implement 

the flow in your proposal. 

Your sales team should be ready to tackle any situation that comes their way. 

But you must empower them with the right tools so that they can conquer 

difficulties. Provide them with efficient MSP sales software that can help 

them track their opportunities, proposals, analytics, and reporting. Provide 

them with proper MSP sales pitch tips that might just change the way 

they make sales. To know more about the powers that you can empower 

your MSP sales team with, visit here.

Lower the file size

Placement of each section in the correct order

Empower them with the right tools
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Just how much it is important for you to know and understand your client 

and their needs, your sales team needs to have background information, too. 

When you introduce your team members to your prospects, make sure that 

your team is well aware of the prospects and their needs. This way, it would 

be easier for both parties to begin and be on the same page.

Brief your team of their roles and responsibilities for a particular project or 

client. Any confusion might lead to a mess and, therefore, keep things prop-

erly lined up so that the outcomes are better. 

Just how important it is to define the roles and responsibilities, outlining the 

workflow is equally important. Have a wireframe of the workflow defined, 

so that, at any instance, your team is communicated of their work status and 

flow

When you define the workflow or the roles and responsibilities, it is very 

important that you brief your sales team about the client’s needs. After all, 

every effort you make to streamline your MSP sales process is to be useful to 

your client. Therefore, it is required that your team knows and understands 

your client’s needs and acts accordingly.

Give them an overview of the upcoming client

A clear understanding of their roles and responsibilities

Define workflow

Knowledge & understanding of client’s needs
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Teamwork is important, especially when you are into sales. As your sales 

team is briefed about their roles, responsibilities, and client needs, inputs 

coming from the team is a great way to outline workflows. The more inter-

active you keep the approach, the better the sales team gets to know their 

client. And this way, you improve the communication between the team 

members and might get unique ideas to deal with queries.

When you provide knowledge about the client to your sales team, make sure 

you brief them about the organization. Your sales team must be aware of the 

organization’s size, its nature of service, history, and revenue details before 

they approach the point of contact. In fact, your sales team should be aware 

of their entire requirement list so that they can pitch effectively and work 

towards providing the best solution.

Ask for options to resolve client’s concerns

Provide your sales team with the entire company 
overview
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Bonus Articles 
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How to convert 
your opportunities 

into income?

Let’s face it; not all of us are gifted at sales. Though it’s nice to tell your-

selves about the principles of “ABC”, you need the equivalent of an “Alec 

Baldwin” to pull it off in real life. But that’s what is great about being an MSP.  

You don’t have to be a gifted salesman to sell IT.  However, as an MSP, you 

also need to pay attention to many other things that’ll help you close deals 

enough to grow your shop. 

Let’s face it; not all of us are gifted at sales. Though it’s nice to tell your-

selves about the principles of “ABC”, you need the equivalent of an “Alec 

Baldwin” to pull it off in real life. But that’s what is great about being an MSP.  

You don’t have to be a gifted salesman to sell IT.  However, as an MSP, you 

also need to pay attention to many other things that’ll help you close deals 

enough to grow your shop. 

Lack of a defined sales process is one of the main reasons, where you lose 

out on money that ought to be in your pocket! But it’s often hard to try to 

learn something we are naturally not good at. That’s why a separate sales 

funnel management can save you the headache.
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How to convert your opportunities 
into income?

For years MSPs have not taught about sales funnel as a single entity and have 

largely tunnel-visioned it into the tool they’ve used. However, run-of-the-mill 

PSA tools were not built to handle your leads or help you manage your sales 

pipeline efficiently. 

To win the market as an MSP, you need a dedicated sales playbook and a 

tool that adapts to the needs of your playbook. You’ve for long suffered in 

silence due to the lack of a better alternative that not only helps you manage 

your end-to-end sales pipeline but also provides automation, reports and 

analytics to help you uncover where you go wrong.

“You need not be good at sales to win deals. You need a tool that enables you 

to be a great MSP and still close deals.”

With an end to end, sales funnel management like Zomentum you WIN 

deals with a dedicated sales funnel solution that finally shifts your focus to 

where it’s needed to grow your business.
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Creating professional 
documents that

WIN deals

The current MSP sales cycle is never linear, there’s always scoping, assess-

ment and then sorting out the requirements, once you’re sure of that your 

services can cover client requirement, then comes the hard drudgery of cre-

ating proposal documents. Documents ranging from proposals, SLAs, QBRs 

and more have engulfed the MSP sales life cycle so much that it hampers 

productivity the most.

A proposal is more than just a document sent to be signed -off. It reflects the 

professionalism and modernity of your brand. A well-crafted proposal may 

not only land you the deal but also earn you a referral. In any current MSP 

sales cycle, the proposal and sign off part tend to cause maximum friction. 

With continuous clarification, notes, and sales objections, it’s hard to get 

anyone to sign-off on a proposal immediately. 
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However, using an intuitive CPQ builder that works on a drag-and-drop mod-

el, can help you overcome multiple roadblocks and equip you to easily make 

edits, zoom in on finer details, and create a professional document within 

tight deadlines.

Replicating a proposal becomes much more comfortable as opposed 

to doing it in a word document, because of drag-and-drop blocks. With 

Zomentum, your salespeople continue to focus on what gets you more 

deals and craft fewer proposals.

Creating professional documents 
that WIN deals
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Art of Quoting and 
pricing your offering

Modern MSPs often face customers who are not very tech-savvy, Quoting 

the MSP service is not easy. Especially when customer requirements do not 

fit into a standard model, the onus is now on you to make your customers 

understand how your pricing differs between clients who are under contract 

and not under the contract. Winning the deal means you being able to give 

them a detailed view of all your offerings, your pricing plans, the scope of 

service provided and more. 

What’s harder than helping them understand your pricing is coming up with 

one.

 ) How do I calculate my overall margin in my Quotes?

 ) How do I include tax and discounts in my pricing?

 ) How do I show them the split up between one-time implementation 

and recurring services?
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These are some burning questions in the mind of a modern MSP. In their 

defence, these offerings are often not so easy to explain, especially when it’s 

tech adepts pitching to a not so technical audience.

Bundles, prices and plans may all come across as technical jargons designed 

to confuse the customer, and sometimes, the customer may not know what 

they want, and that makes the whole endeavour of convincing them an Uphill 

climb. 

Since you don’t have control over the client’s purchase decision, it often 

becomes hard to show them multiple choices available in a single proposal. 

In fear of losing out on the deal, providing them with a unique plan may seem 

like the most obvious choice. However, one individual plan is very inflexible 

and almost makes your clients think they’re forced to opt for the only service 

that you provide.

When you’re offering services, it shouldn’t come across as though it is being 

shoved down the throat, but a value offering that solves their IT needs

Art of Quoting and pricing your 
offering
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Spreadsheets and legacy CPQ software do not measure up to the needs of a 

Modern MSP. 

Though functionally halfway sufficient, when coupled with a legacy UI, 

makes it harder to present your clients with the Aesthetic appeal and person-

al brand that they seek from your documents.

A modern solution like Zomentum will help you quote your offerings, 

products and plans just the way you need. Flexible to accommodate all your 

specs and aesthetic enough to help you WIN deals. 

Art of Quoting and pricing your 
offering
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