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1: Welcome to eXpertBizPlan (demo), your key to 

developing effective Business Plans, Grant Proposals, 

Corporate Planning, and think-tank sessions. This module 

works well by itself, but can also be used in conjunction with 

the marketing, advertising and PR modules currently available. 

The ThoughtOffice system used with this module will enhance 

the effectiveness of your final plan or proposal, serve as a 

guide to side-step potential pitfalls, and assist you in choosing 

the format that will give you the best result.

This Demo Session includes the following information:

 • Main topic categories and content information.

 • Number of questions in each main category.

3: Overview: Thinking Things Through

CONTENT: In order to succeed, you must understand the 

buyer's point of view and craft your proposal accordingly. But 

first, take some time to clarify the big picture. Be sure to scan 

all of the main questions even if you're only preparing a brief 

proposal letter, and select the most pertinent questions.  Go 

into depth according to the importance of the project.  When 

it's time to write the proposal, you'll be ready because you've 

thought things through from different angles. You'll be able to 

convert many of your answers into headings, paragraphs, 

tables, and other elements of the proposal.

2: Major Topical Categories:

 • Overview: Thinking Things Through

 • Finding the Best Prospects

 • Understanding the Proposal Reader

 • Your Contingency Plan

 • Evaluating Your Proposal

 • Appendix A - Proposal Format

 • Appendix B - Editorial Style

 • Appendix C - Proposal Development Schedule

 • Appendix D1 - Persuasive Nouns

 • Appendix D2 - Persuasive Verbs

http://thoughtoffice.com/?page_id=18
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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?

6: Finding the Best Prospects

CONTENT: In order to make your investment pay off, it is of 

primary importance to find prospects with good potential and 

avoid wasting time on those with low potential.  Think of 

yourself as a salesperson qualifying a buyer before deciding 

whether to pursue a sale.

12 main questions. 63 total questions.

http://thoughtoffice.com/?page_id=16
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9: Understanding the Proposal Reader

CONTENT: Getting to know your reader is a fundamental step 

to take before deciding the slant and tone of your message.  

How would you characterize the person? What does the 

individual consider important? These insights will also help you 

choose words that capture the reader's attention. (In the 

Appendix you'll find lists of nouns, verbs, and adjectives to help 

you reach the reader you've described.)

16 main questions. 42 total questions.

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?

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?
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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?

12: Your Contingency Plan

CONTENT: Protect yourself and assure the buyer that you've 

done your homework by coming up with a contingency plan. 

How will you prevent unpleasant surprises? How will you cope 

with setbacks?

21 main questions. 56 total questions.

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?

http://thoughtoffice.com/?page_id=23
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15: Evaluating Your Proposal

CONTENT: Determine if you have made a compelling enough 

case for doing business with your organization. Select 

questions not only to assess your proposal from the standpoint 

of the reviewer, but also to aid in writing it. Print out questions 

for readers who will critique the document before it is 

submitted.

54 main questions. 169 total questions.

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?

18: Appendix A - Proposal Format

This section provides a simple proposal outline with helpful 

organizational tips.

http://thoughtoffice.com/?page_id=20
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19: Appendix B - Editorial Style

This section covers how to prepare a style sheet and covers the 

following topics:

• Examples of topics to include on your style sheet

• Editorial Style Guides

20: Appendix C - Proposal Development Schedule

This section offers a simple format for scheduling projects.

21: Appendix D1 - Persuasive Nouns

In order to write persuasively, you must use words that will 

touch your reader.  Vivid verbs are the most powerful but 

cannot be used to communicate alone.  Also, select nouns that 

speak to the reader's interests and values. 

(Approx. 575 nouns)

22: Appendix D2 - Persuasive Verbs

The appropriate use of strong verbs is your most persuasive 

tool.  Select verbs based on reader's interests and values. 

(Approx. 450 verbs)
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23: Appendix D3 - Persuasive Adjectives

This list will help you compare, contrast, and describe things 

vividly and precisely.

(Approx. 425 descriptors)

24: Related ThoughtOffice Products

25: ThoughtOffice CEO Software

ThoughtOffice CEO: The Complete Business & Innovation Suite

This is our MASTER Executive Package! Includes 15 

eXpertTopic Modules!

Regular price: $1,349.00

Sale: $497.00

26: ThoughtOffice PR Professional

ThoughtOffice PR-Pro: Get ABOVE THE NOISE: Seasoned PR 

practices & the Power of ThoughtOffice and IdeaBrowser on 

tap 24/7

Regular price: $299.00

Sale: $147.00

http://thoughtoffice.com/?page_id=39
http://thoughtoffice.com/?page_id=39
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27: eXpertMarketer Module

Marketing, market research, product positioning.  

Regular price: $72.00

Sale: $29.00

28: eXpertStrategy Module

Corporate Strategy requires extremely fine detail, while 

maintaining a 30,000 foot perspective...

Regular price: $74.00

Sale: $35.00

29: eXpertBizPlan Demo Session v 2.0
Copyright 2008 ThoughtOffice Corporation
Vancouver, WA USA

360.609.9272
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