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01 An Exciting
Opportunity?



“Hello! I’d like to
talk to you about
a project…”
YOUR NEW CLIENT



The 12 Regrettable Steps

Excitement.

Try to salvage the opportunity.

Guess their budget.

Resent the client, budget, and resulting
uninspired project.

Prospect goes silent. You wait. They resurface.

Educate the prospect.

Reluctantly accept the assignment which
hardly resembles the original ask.

Submit a proposal.

Send the receivable to collections.

Regret.Educate them more.

Realize: not a good fit![01] [07]
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[03] [09]

[04] [10]

[05] [11]

[06] [12]
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Resent the client, budget, and resulting
uninspired project.

Send the receivable to collections.

[10]

[11]

[01] Excitement.

The 12 Regrettable Steps



WAIT RESPOND GUESS HOPE

Order-Taker Reacting



WAIT RESPOND GUESS HOPE

Identify Diagnose Guide Help

Expert Leading



Step Into the
Expert Mindset02



Order-Taker / Patron
Relationship

 Mindset

YOU THE CLIENT



YOU THE CLIENT

Doctor / Patient
Relationship

 Mindset



 

Read “The Taxi”
by Jonathan Stark

Homework:



Qualify
the Client03



Take _______ of the
conversation.



Qualify
the Client
How did you hear
about us...

Tell me about your
company...

Have you worked
with a studio like
ours before...

Have you done this
type of project
before...



Let’s come back to
those questions.
But first, help me
understand...”

“



“Here is what we
find works best...”

1.DESCRIBE YOUR PROCESS

2.GET THEIR PERMISSION

3.LEAD

ESTABLISH YOURSELF
AS THE EXPERT GUIDE



Qualify the Project:
The Three D’s04



Deadline

Decision
Maker

$€Dollars
(Budget)



The Three D’s
QUALIFY THE PROJECT

D1

D3

D2
$€

If any D’s are missing… 



???

???

???

The Three D’s
QUALIFY THE PROJECT

It is not a _______________. Yet.

$€



✓

✓ THE SHIFT

✓

The Shift
QUALIFY THE PROJECT

$€
“Why do you feel we
might be the right fit
for this project?”



“It looks like your
studio works with a
lot of big brands…”

“My friend said he
loved working with
your talented team…”

“We noticed that your
studio has won a lot of
prestigious awards…”

Listen closely: how is your studio
_______________________ in their mind?

Now the sales conversation can continue.



05 Keep It
Verbal



Your proposal is
not a document.



“Proposals” are
where potential
projects go to die.



KEEP ITKEEP ITKEEP IT
VERBALVERBALVERBAL

MASTER YOUR FEAR

Keep the conversation
verbal as long as possible. 

Your job: confirm you are aligned.
Only then do you send a document.



(laughing): “We’re not
in the business of
writing proposals.”
YOU “THE EXPERT”

😂



HOMEWORK HOMEWORK

Discard your old

order-taker mindset.

Replace it with your new

_______________ mindset.

Script & Rehearse

Qualify the client

Qualify the project: The Three D’s

Ask The Shift

Confirm all Three D’s before
sending a proposal document

[1]

[2]

Your Mindset 

[3]

[4]



Worksheet.THE THREE D’S: 
FEWER PROPOSALS,
MORE PROJECTS



Be More
Expert06



???

???

???
$€



Order-takers guess.
Experts diagnose.



The Three D’s

D1
$€

D3

D2
YOU: “Let’s think worst-case: if this
project isn’t done by (date), we will
be in big trouble.”

YOU: “And if you don’t hit that
deadline, what will happen?”

THE SHIFT

HOW TO ELICIT



The Three D’s

D1
$€

D3

D2
YOU: “Can you give me a
budget range?”

YOU: “What number are you
hoping to hit?”

YOU: “Let me meet with my team,
then I will get back to you with
some options.” THE SHIFT

HOW TO ELICIT



The Three D’s
HOW TO ELICIT

D1
$€

D3

D2
YOU: “So to award this project,
there is no one else who needs to
weigh in or approve your decision?”

YOU: “What impact will this project
have on your business, in terms of...?”

YOU: “If we could exceed your
business goals for this project,
would that be of interest?”

THE SHIFT



The One Page
Proposal.
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