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Why You’re Here
(Client name) is currently a high-touch sales 
organization with a relatively high barrier of 
entry. 

Convincing a company to buy-in to working with you involves 

persuading them about the uniqueness of your approach, the value of 

your training, and the logistical issues around pulling employees “out 

of the field” for at least three days.

We propose to help bring (company) to the next level by 

fundamentally transforming how leads are generated, how they’re 

prepared for and pitched on training products and ultimately how the 

right clients are led up your value chain.

As a result of our Roadmapping Session, our heads (and yours!) are 

brimming with ideas on how to make this happen. Fortunately, none 

of what we’ll be proposing is radical – everything we’ll be describing 

below are things that we’ve done for ourselves or other clients, and 

are more-or-less best practices at this point.

There’s a tremendous amount of opportunity here, and we think the 

biggest lies in the creation, distribution, and positioning of (Product 

Name) – which we’ll dig into more in-depth in a second.
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What We Want To Do
Our goal is to help you hit your revenue goals 
as reliably and efficiently as possible. Here’s 
what we propose we help you do:

1. R&Ding (Product Name) – an online, self-study course that 

breaks any existing salesperson biases and attitudes. We’ll create 

the module/lesson structure, the salespage design and copy, 

the purchase flow, and wire everything up in your marketing 

automation software. Our goal is to be your “virtual producers” for 

this new product.

2. Redoing your entire marketing automation backend. We’ll get 

you onto an ESP that will work for you. Not only will we develop 

a powerful and infinitely scalable backend that’s fully automated 

and fully segmented, but we’ll also ensure that every action is 

documented and easy to extend.

3. Developing new branding and messaging. Your website, the 

emails you send, and every touchpoint need to be both uniform 

and tailored to how aware / ready-to-buy someone is. There’s 

already a ton of confusion around what your company provides 

and who it’s for (which is why high-touch sales has worked so 

well – it’s conversational, and allows you to redescribe what you’re 

offering based on who you’re speaking with.) We’ll create and 

document a complete branding and messaging overhaul for you.
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4. Creating a fully automated Freebie Offering for building your 

ecosystem, along with selling and cross-selling your products. 

This is going to be the real moneymaker: a marketable asset that 

you can give away in guest posts, podcast appearances, conference 

keynotes, and more. This will create ready-to-buy customers of 

(Product Name), and incentivize them to buy with a limited and 

personalized weekly discount window. Later, this automation will 

then funnel people who bought the course to being pitched on 

(Product Name).

5. Lead segmentation and qualification. When high-value leads 

come your way, we want to get them into your CRM so they can be 

sold to directly. We’ll use a combination of off-the-shelf tools like 

Clearbit to help make this happen.

6. Redesigning and remessaging your marketing website. We’re 

going to make it so the website is much more user friendly, using 

smart call-to-actions based on who the user is and what they’re 

trying to achieve. We’ll overhaul the messaging and structure to 

make it much more streamlined so instead of a customer needing 

to dig to find out how you can benefit them, the content will be 

presented in a clear, easy to digest way. This will include coding the 

website into an easy to update custom WordPress theme. 

7. Developing a content strategy. In order to get ongoing and 

consistent attention and backlinks to your website (which, in turn, 

propels your lead growth), we’ll do the keyword research and 

planning necessary to put together an achievable plan-of-action for 

growing your organic traffic.
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8. Monthly upsell – one-off and autopilot. There’s a tremendous 

amount of opportunity, both immediately (with the 12k existing 

customers) and long-term to extract more ongoing, predictable 

revenue from customers. We’d like to see a private community of 

past attendees, along with twice-monthly or monthly webinars + 

Q&A, offered as a value add to your existing customers.

9. Acting as your remote CMO. We don’t think you need a full-

time CMO, but we do think it makes sense to have us around 

on an ongoing basis to project manage and strategize all things 

digital marketing. There’s a tremendous amount of opportunity in 

getting you in front of people who aren’t the sort who typically are 

searching for on-site training but who do need to learn how to sell 

the right way. We can figure out the logistics of this, but some sort 

of monthly retainer makes a lot of sense – especially post-handoff.
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Result #1:

Launching (Product 
Name)
We have years of course creation and online sales experience under 

our belts. We have done $2.85mm in revenue over the last 3 years 

selling nothing but online courses – entirely as a two-man operation 

(with a part time virtual assistant.)

You have the experience, track record, and existing infrastructure to 

do a lot for the “everyman” salesperson… who isn’t the sort who is 

going to put down $2k plus flights and hotel for training (at least not 

yet.)

We want to work with you to define, flesh out, and sell your Initial 

Service Offering course that we’re tentatively calling (Product Name) 

This will serve as the majority case product that’s offered to people 

who join your audience, and is designed to prepare them to be ready 

to go all-in on the training.

ROI Goal (by end of Q2): 400 sales (4% list conversion rate of 10,000 

subscribers) @ $100 (20% off). This would bring in $40,000 in pre-orders.
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Result #2:

Supercharging the growth 
of your audience 
With a new website, new messaging, new targeted landing pages, 

and plenty of on-site personalization and behavioral segmentation 

in place, we can start to supercharge both your rankings on Google 

(done through a combined approach of getting more backlinks from 

guest appearances + creating high-quality on-site content) and the 

amount of time people spend getting a ton of value from your website.

From lead acquisition to nurturing your existing and future audience, 

we’ll be focused on using smart calls-to-action and messaging to 

funnel new people toward your Freebie Offering, existing non-

customer subscribers toward your ISO, and beyond.

Our goal is to get your website generating daily leads on autopilot, and 

then being intelligent enough to shift the focus of the messaging and 

calls-to-action based on how problem and product-aware someone is.

ROI Goal (by Q3): At least 20-30 new leads generated a day, from some 

combination of content marketing (inbound); outbound guest posting, 

podcasting, and conference talks; and built-in referral mechanisms from 

existing audience.
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Result #3:

A fully automated sales 
funnel that “prints 
money”
The core of the automation we’ll be setting up is a lead generation and 

nurturing system that educates people about the need for (Product 

Name), automatically pitches them on a timeboxed sales window 

designed specifically for them, links them to a personalized sales page, 

and then upsells those who buy toward (Product Name) and downsells 

the rest on (Product Name).

The funnel will be professionally designed (lead gen landing pages and 

sales page), persuasively written (email content and sales pages), and 

be developed to be easily measured and analyzed – with the goal of 

incrementally improving funnel performance over time.

ROI Goal (by Q3): Assuming we’re getting 20-30 leads a day, that’s ~750 

net new leads a month. We should be able to get 45 of those to buy 

(Product Name) within ~1 month of opting in, which would be about 

$4,500 in monthly sales from this funnel. And then if just two of them end 

up pulling the trigger on (Product Name) after being upsold, we’re looking 

at another $10,000 in revenue from a monthly cohort.
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Result #4: 

Upselling people who go 
through your training
There’s so, so much potential in getting people who have already 

spent thousands on you to spend a bit more (a month) to really stay 

accountable to what they learned and expand their sales training and 

understanding.

What we’d like to do is to do a one-off pitch to existing customers, 

along with setting up automated pitches for future customers, that 

funnel people toward a personalized sales page for the monthly 

service that gets them to key in a credit card and get instant access to 

the community and monthly live webinars. We’re tentatively calling 

this (Product Name).

We’re not sure what the churn rate (cancelation) rate will be, but 

typically for a membership site like this it would be around 5%. You’d 

then be able to multiply the monthly cost by 20 to get the added 

lifetime value from (Product Name). So at $99/mo, a $4,000 customer 

gets $1,980 in added LTV, bringing their value to $5,980.

ROI Goal (by Q2/3): Of the 10,000 people who have completed the 

training, get 500 (5%) to buy the monthly (Product Name) (name TBD) 

offering for $99/mo. That would be $49,500 collected for the first month, 

and if we assume a 5% churn rate (pessimistic; would probably be lower 

because of existing value of customers) the total added lifetime value of 

that existing cohort would be in the neighborhood of $1.2mm.
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Summary:
Ultimately, we want you to have a valued 
funnel. This is basically just a fancy way to 
say that if you can measure the worth of a 
prospect/lead at each stage of your funnel, 
you can make better decisions about where to 
improve and invest – and you can also make 
much smarter advertising decisions (like with 
paid ads.)

Our ideal customer for you is someone who was intrigued by the 

Freebie Offering pitched on a podcast, guest post, or on your website. 

Then they end up impulse buying “(Product Name) for $100. A few 

months later, they’re ready to double-down on what they learned in 

the online course and attend an upcoming training for $4,000. After 

completing that training, they sign up for the monthly (Product Name) 

service at $99/mo and stick around for a year.

The total value of this customer would be $5,288, not including the 

referral potential they have within their company or peer group.

Let’s now reverse engineer this into putting a price on non-

customers....

If 6% of leads generated end up eventually buying (Product Name) the 

initial value of a lead into your Freebie Offering funnel will be $6 (6% 
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of $100.) Assuming 5% of (Product Name) customers are upsold to 

(Product Name) and ultimately (Product Name), this adds $235.40 of 

lifetime value to every customer who buys the course via the Freebie 

Offering funnel, bringing the average value per Freebie Offering 

lead to $38.12.

Why all the math and numbers?

Because if you can go on a podcast appearance and 100 people end 

up joining your Freebie Offering after listening, that’s $3,812 in net-new 

value for that 30-minute appearance. And as we build you up to 20-30 

new leads a day and beyond, we’re now looking at $1,000 in added 

revenue every day – and on autopilot.

Our goal is to help you “stack the bricks” and to create multiple 

channels that all lead to your Freebie Offering. Your Freebie Offering 

sells people on (Product Name) ISO, which in turn sells them on 

(Product Name), and then eventually (Product Name).

You’ll still be doing high-touch sales to get people into (Product Name) 

– especially for your more “enterprise” accounts – but you’ll be able to 

drastically cut down on the level of 1-on-1 education and convincing 

that needs to happen.

If we can get:

 M Upwards of $100k in pre-sales from your existing list more-or-

less immediately
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 M ~$60k in new monthly subscription revenue from existing 

customers (who have already bought from you / know your 

value) – or $1.22mm in total added lifetime value

 M Close to $1,000 in organic, ongoing, and automatic lifetime value 

every day from a portfolio of (growing) inbound channels

 M All the “doubles” and “triples” that naturally emerge from the 

audience you build and foster using these materials – which 

could lead to hundreds of thousands, if not millions, in additional 

sales within the first year or two

...This will be a home run project for all of us.

I know we’ll be able to help initially augment (and maybe even 

replace!) the way you generate, nurture, and ultimately convert leads 

via the assets we’ll be creating.

Note: We tend to lean conservative, and the conversion rate estimates 

quoted above are version 1.0 estimates – part of the long game is 

measuring, analyzing, and then experimenting on going from 6% -> 7% 

conversion rates from Freebie Offering lead to course customer, for 

example.
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Pricing
This would be a pretty sizable project. In 
essence, we’d be almost creating from scratch 
a new online business.

Start to finish, we’re seeing this likely going into late Q2 or early Q3 

to get everything developed, designed, written, and setup. Some 

components (like pre-selling the ISO) can be done within just a few 

weeks from kickoff.

For everything above, we’d price $79,000 flat (the exception being a 

monthly CMO service, which isn’t quoted.) If this budget doesn’t work, 

or the scope listed above is more than you’re looking for, just let us 

know and we’ll be happy to work with you to come up with the perfect 

scope. However, we do feel like the above is both comprehensive 

and complete, and will yield a tremendous return on investment for 

(Company Name).

We never assess an hourly or daily fee, since you should not have to 

make an investment decision whenever our assistance is needed.

The prices reflected above are fixed, not estimates. You will not pay 

a dime more. Half of the fee must be paid on acceptance to schedule 

the project, and the other half will be paid prior to final handoff.

We’ve always offered a full moneyback guarantee for the client’s 

we’ve worked with. Why? Because no one we’ve worked with has ever 
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needed a refund. We stand by our expertise, professionalism, and the 

quality of the work we deliver. If you feel that the work we do and the 

results we bring don’t significantly outweigh the cost, we’re not going 

to make you need to pay for subpar work.

Why us?
Why work with (Company name)?

We are asked to speak at conferences all over the world on digital 

marketing, products, design, and copywriting.

We’ll be doing all the work ourselves – we’re not smooth-talking 

salespeople who throw projects over the wall to juniors who don’t 

have the level of understanding that we have about the project.

We have sold millions of dollars of digital products and courses.

We’ve built our list to over 50,000 in the last 4 years, and our sister 

company has gone from zero to over 13,000 in the last year and a half. 

We know what it takes to build an audience online, and have done it 

ourselves.
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Ready to get started?
Great! Here are the next steps to get this 
project scheduled:

Getting started is easy. We require 50% of the project budget paid (via 

wire transfer or check) upfront, and then we’ll go about scheduling 

milestones and getting everything loaded into Basecamp and Client 

Portal.

We’re both looking forward to helping bring (Company Name) to 

the next level, and we can’t wait to see (both in the near-term and 

long-term) how what we do helps transform the way you grow your 

audience and sell your products!

—Laura Elizabeth
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To agree to the above proposal, sign below:

By:

Name: 

Title: 

Address:



Have any questions about anything included 
in the proposal? Email or give us a call and 
we’ll happily go through it with you. 

(+1) 234-456-7890

lorem@projectpack.co
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