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Whatisra Winning Propoesal?

Thoroughly
= ASSesses the scope of work
Clearly
= Qutlines the responsikilities of all parties
Specliically
= defines the deliveralle
Appropriately
= asiaplisnes a payment schedule

Werks for yeu and Vourr client




Agenda

= Analyze the assignment
= Eormulate the price

= Draft the propoesal

= Seal the deal







What are You' Being Asked To Do?

Write something new:frem nothing

= | aunch scenaro

= New: clinical stuay/

Write something new: fliem semething
= [Established messaging

= EXISting| summany: materials

Add tor sometning that exists

= New date

= Newindicatien

Give sometningleladla firesh ek and style




What Are Yoeul Being Given?
What do You Have to Find?

Nothing

Client/physician “outline” (aka wish list)
Teleconference

Clinicall study reports

Marketing materials
Bibliegrapny.
References

= Jruck load
= Box load




What Is the End Product?

4-page slim: jim
2000-werd prmary.
manuscript

10-page executive
summany

24-page print sales
training moadule

28-page detail aid
7500-word review
manuscript
52-page technical
monegraph

20-minute: Interactive
sales training module

Withr game
ASSESSments

Wit iellieVers
Wit PeR-UPS
With VIdE®
Withranimeauen
Withraueio




What are the Extenuating Eactors?

= No experience

= | the therapeutic area

= With the medium

= With the speciiic audience
= Short timeline

= VOU have te Work evenings er weekends
= ong| timeline

= VoUul ave plenty of time' i it the jola 1R




What are the Hidden Expectations?

ldentify- and recruit authors or faculty

Attend meetings
= at yeur client
= At yeu client’s client
= At an adviseny heard acress e country.
= Al & CONgress acress the pend

Coordinate reviewer Comments
Submission letter

Reviewer iespoense

PleeIsS
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What Should-Yeur Charge?

<iihat will it take to get it done?
= fime Isn’'t money, It's everything
EcdWhat is reasonable?
= project parameters

= client expectations and neeads
= VOUK experience and expertise

<What s it Worth?
= pencelved value te buyer/end User




How: Should Yoeur Charge?

Charging by the hour
puUnRIsShes the proficient
and rewards theinerficient.




Charging by the Hou

= 50 hours @ $85 = $4,250

" 30 hours @%$100 = $3,000

m 20 hours @ $125 = $2.500




Charging vy the: Project

= Project X @ $4,250

= @ 50 hours = $85/h

= @ 30 hours = $141.67

5 @ 20 hours =$212.50




HewW Do You' Formulate
a Project Price?

TIME + DESIRED RATE
+
PAST EXPERIENCE

+
VALUE
+
PIHONEA ERIEND







What Should You Include?

= Your propesal is a timeline
= step by step
= Py Whoem
= YoUr propesal Is a promise
= VOU Understand what the jelkrentails
" VOU are commitied to delivering

=Y oUIr preposailis;a contract
= gefines responsibilities of all parties
= DleIEctS agalnst creep (and creeps)




Tricks of the Trade

ltemize revision drafts separate from first drafts

= and multiple revision drafts separate frem one
another

liemize each deliverable separately

= AV0Id payment for the whole: fremi Belng Ung en one
delayed or dispuied part

SpPECIi What s net included

= 2.0. OUt-eli-poecket EXPEnses ol ravel, reierence
pPrecurement

SPECI a payment schedule







Words off Wisdom

= Promise what you will deliver
= Deliver en what you promise

= On time,, on target, on budget
= Ejrst time,, every time

=HViakeyeur Inveice a marketing teol
= Vaster the ant o freelance fiee negotiation

= NleVer negotiate your fee
= Al\Way/Sinegotiate the deliveralble




Fank you




