Discover How to Close More at
Higher Rates with Clients Like
AT&T, Legal Zoom ana Hitachi.
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Do you know your
closing percentage!?

Jason






JJJJJ



About me (Jason Swenk)

Husband, Father
of 2 boys (Luke

& Chase)
Agency Advisor




http://SmartAgencyMasterClass.com
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CHECKING IN?
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Service Offering Funnel
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Hint! Don't call this
a retainer
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STOP Putting information about you
in the beginning of the proposal

19
ME
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Executive Summary

|. State two obvious facts that the client would know is true.
2. Restate what they want the most.
3. Describe why they want it. The big benefit.
4. Briefly define what they are going to get
5. Describe how 1t Is going to work.

6. Explain to them that you have researched and you have the

experience they are looking for.
/. Address any concerns.
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T you want the other 5 important steps to
closing more proposals...

http://jJasonswenk.com/proposal
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Slideshare Integration Workshop
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