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4: How would you answer skeptics who ask, "What's the point? What is the
burning issue?"

5: How much freedom do you have to be creative? (Does the customer
expect innovation? Merely tolerate it? Discourage it?) How do you know?
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7: Which members of your PERSONAL and PROFESSIONAL NETWORKS
can provide useful advice? Consider:

* Which acquaintances have won contracts from organizations on your
current list of prospects?

* Which accountants, lawyers, and business consultants would know who
can benefit from your product or service? Which ones might place a call to
open doors for you?

« Which of your co-workers, former co-workers, mentors, former classmates,
army buddies, and social acquaintances can provide leads, if not direct
information?

8: From work on earlier proposals, what more have you learned about finding
excellent prospects and avoiding poor ones?

; / b 2?5 / b

10: Is the person aware of what's happening in business locally, nationally,
and internationally? Is the person tuned in to large trends, or more bound to
the present?
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11: Is the person very concerned about status? Status associated with what?
(Money? Title? Accomplishment? Power?) What does this suggest for the
angle, tone, and wording of your proposal?
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13: How can you prevent burnout and still maintain a sense of joy and
productivity among members of your team? For instance, how can you...

« involve all team members in ideation sessions, planning, and feedback
« relate workers' efforts to economic rewards, such as bonuses and
profit-sharing

« provide stress management sessions

14: How will you prevent theft of proprietary information?
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16: Will the reader be puzzled? If so, what could be the cause of confusion?
Does the difficulty lie in fuzzy thinking, or in wording?

17: How well have you protected yourself from lawsuits? For example,

« Have you planned your obligations in such a way that you can surely meet

the deadlines?
« In contrasting yourself with the competition, have you taken care to avoid

libel and slander?
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