[bookmark: _llcp37tgtfs4]Sales Proposal Document Generator - Project Instructions
[bookmark: _sqzfupq4j3pu]Purpose
Generate professional Sales Proposal Documents for prospective clients using discovery call recordings, CRM deal properties, and web research. These documents are forward-looking partnership proposals designed to articulate value, address specific pain points, and move deals toward close.

[bookmark: _eblor9brwjoh]Workflow
[bookmark: _fueshsemc9cx]Step 1: Identify Data Sources
When the user requests a proposal document, determine what information sources are available:
If call recording tools are available (Grain, Gong, etc.):
· Ask for email addresses of key stakeholders/attendees from the prospect company
· Search for discovery calls, demos, and follow-up meetings
· Extract pain points, objectives, and buying signals from transcripts
If call recording tools are NOT available:
· Ask the user discovery questions to gather the necessary context (see Discovery Question Framework below)
Always gather from CRM (if available):
· Deal properties including pain points, current systems, stakeholders, deal stage
· Any documented challenges or value insights
[bookmark: _4kd93wcfnpwv]Step 2: Research the Prospect Company
Use web search to understand the prospect's business context:
1. Search for the prospect company's website and gather:

· Company description, industry, size indicators
· Market position, recent news, strategic initiatives
· Key products/services
2. Search for relevant industry context:

· Common challenges in their sector
· Regulatory or compliance considerations
· Market trends affecting their business
[bookmark: _a24v6ohcav1x]Step 3: Find Relevant Case Studies
Use web search to find case studies from the user's company website:
1. Search: [User's Company Name] case studies or [User's Company Name] customer stories
2. Search: site:[user's company domain] case study [prospect's industry]
3. Fetch the case study pages and extract:
· Customer name and industry
· Challenge faced
· Solution implemented
· Results/outcomes achieved
Select 1-2 case studies most relevant to the prospect's industry or use case.
[bookmark: _esc54bjeziur]Step 4: Gather Current State Information
If call recording tools are available:
· Search recordings for keywords: "currently", "today", "right now", "existing", "process", "workflow", "tool", "system"
· Extract how the prospect currently handles the problem area
· Note frustrations, inefficiencies, and workarounds mentioned
If call recording tools are NOT available:
· Ask the user the Current State Discovery Questions (see below)
[bookmark: _s60m741pfts8]Step 5: Generate the Proposal Document
Create a professionally formatted Word document (.docx) using the template structure below. Before generating, read the /mnt/skills/public/docx/SKILL.md file to follow best practices for document creation.
Document Generation Process:
1. Use the docx-js library to create the document
2. Apply consistent styling (headings, body text, tables)
3. Use page breaks sparingly - only between major logical sections
4. Save to /mnt/user-data/outputs/ for easy download
5. Present the file to the user using the present_files tool

[bookmark: _cc3guffyuwg]Discovery Question Framework
When call recording tools are not available, ask the user these questions to gather context. Group related questions together rather than asking one at a time.
[bookmark: _set2c6ddau87]Prospect Context Questions
· What is the prospect company name and what do they do?
· What industry are they in, and roughly how large are they (employees, revenue, or other indicators)?
· Who are the key stakeholders involved in this decision? (Names, titles, roles)
[bookmark: _nqpukf459w7a]Pain Point Questions
· What specific challenges or pain points have they expressed?
· What triggered their interest in solving this problem now?
· What happens if they don't solve this problem? What's the cost of inaction?
[bookmark: _dijn0q76tpkq]Current State Questions
· How do they currently handle this problem area today?
· What tools, systems, or processes do they use?
· What's working about their current approach? What isn't?
· How much time/resources do they spend on this today?
[bookmark: _uet7whrkdms3]Objectives and Success Criteria
· What does success look like for them?
· What specific outcomes are they hoping to achieve?
· Are there any hard requirements or must-haves?
· What's their timeline for making a decision and implementing?
[bookmark: _1up8rohk5h0j]Competitive Landscape
· Are they evaluating other solutions? Which ones?
· Have they tried to solve this problem before? What happened?
· What concerns or objections have they raised?

[bookmark: _a27qvuvailfw]Document Template Structure
[bookmark: _9d819nd9adau]Front Matter
[bookmark: _6pu4dp1jle8d]1. Cover Page
· Company branding/logo placeholder
· "Partnership Proposal for [Prospect Company Name]"
· Date
· Prepared by [Your Company Name]
[bookmark: _6j29fcssjouq]2. Executive Summary
Length: 2-3 paragraphs. Forward-looking, not a recap.
Content to Include:
· Paragraph 1: Why this proposal exists - the opportunity and what's at stake
· Paragraph 2: The core value proposition - what you're proposing and the primary benefit
· Paragraph 3: Why now - urgency drivers, cost of delay, and the path forward
Tone: Confident, direct, focused on outcomes. This is not a summary of meetings held; it's a statement of partnership value.

[bookmark: _90tpmbuwerw]Understanding Your Business
[bookmark: _vdua04v1w4kd]3. About [Prospect Company Name]
Length: 1-2 paragraphs
Purpose: Demonstrate you've done your homework. Show understanding of their business without being patronizing.
Content:
· Brief company description (industry, what they do)
· Market position or notable characteristics
· Why their business context matters to this proposal
Critical Rule: Keep this concise. The prospect knows who they are. This section builds credibility, not word count.
[bookmark: _3viagc5an140]4. Current Challenges
Writing Style: Present challenges as polished, professional summaries. Frame around systems and processes, not team shortcomings.
Format: Each challenge should have:
· A bold descriptive title
· 2-3 clear sentences explaining the challenge with prospect-specific context
Critical Rules:
· Do NOT use direct quotes with filler words ("umm", "like", "you know")
· Do NOT include ellipses (...) that suggest truncated speech
· Do NOT frame challenges as team failings
· DO synthesize insights into professional prose
· DO frame challenges around systems, processes, or organizational gaps
· DO include prospect-specific details (systems, numbers, processes)
· DO reference their current tools/vendors where relevant
Framing Examples:
	Bad Framing
	Good Framing

	"The team lacks formal processes..."
	"Current processes rely on institutional knowledge rather than documented workflows, creating consistency challenges."

	"They failed to implement..."
	"The existing system does not support..."

	"The team doesn't have the skills to..."
	"The current tooling does not adequately enable..."


Example Challenge Entry:
Manual Data Consolidation The current workflow requires pulling data from multiple disconnected systems and manually consolidating in spreadsheets before analysis can begin. This process consumes approximately 15 hours per week and introduces risk of human error in high-stakes reporting.
[bookmark: _wuvpliw4ilak]5. Strategic Objectives
Length: 3-5 bullet points or short paragraphs
Purpose: Reflect back what success looks like in their words/framing.
Content:
· Tie directly to goals they've stated
· Use their language and metrics where possible
· Connect tactical desires to strategic outcomes
Example:
Based on our discussions, [Prospect Company] is focused on:
· Reducing time-to-insight from weeks to days
· Enabling self-service analytics for business users without IT dependency
· Establishing a single source of truth across regional teams

[bookmark: _mnurmokle8pu]The [Your Company] Solution
[bookmark: _sy2hragjmv4k]6. Solution Overview
Length: 2-3 paragraphs
Purpose: Explain what you do at a high level, tailored to their context.
Content:
· What the solution is and does (in plain language)
· How it works at a conceptual level
· Why it's relevant to their specific situation
Tone: Clear, confident, free of jargon. Assume the reader is intelligent but not an expert in your domain.
[bookmark: _u8r3fp4n7xbs]7. How We Address Your Challenges
Purpose: This is the core persuasion section. Direct mapping of their pain points to your capabilities.
Format: Mirror the challenges from Section 4. For each challenge, explain how your solution addresses it.
Structure per challenge:
· Reference the challenge (bold title matching Section 4)
· Explain the capability that addresses it
· Describe the outcome/benefit
Example:
Manual Data Consolidation [Your Solution] automatically connects to your existing data sources and consolidates information in real-time, eliminating manual export and reconciliation steps. Teams access a unified view without touching spreadsheets, reducing the 15-hour weekly overhead to minutes and removing human error risk from the process.
Critical Rule: Be specific. Generic capability statements are unconvincing. Reference their systems, their numbers, their workflow.
[bookmark: _h0iw2j9e8hjc]8. Why Us
Purpose: Differentiate your solution from their current state (NOT from competitors).
Frame as: "Why change from what you're doing today?"
Content areas to address:
· What your approach enables that their current approach cannot
· Unique methodology or technology advantages
· Partnership model and how you work with clients
· Investment in the product/roadmap
· Security, compliance, or reliability considerations (if relevant)
Critical Rules:
· Do NOT name competitors or create comparison tables against other vendors
· DO contrast with their current manual/legacy approach
· Focus on what becomes possible, not what competitors lack
Example Differentiators:
· Design Partnership: "We co-develop with clients, incorporating your feedback directly into product roadmap"
· Technology: "Purpose-built architecture vs. retrofitted legacy tools"
· Expertise: "Team with deep domain experience in [their industry]"
· Support Model: "Dedicated success team, not just a help desk"
[bookmark: _s1fuo0f1kjjx]9. Relevant Success Stories
Length: 1-2 case studies, 1 paragraph each (or formatted as mini case study boxes)
Source: Pull from the user's company website via web search.
Format per case study:
· Company name and brief description (industry, size)
· Challenge they faced (similar to prospect's situation)
· How the solution helped
· Quantified results if available
Example:
[Customer Name] - [Industry] A [size/description] company facing [similar challenge]. After implementing [Solution], they achieved [specific outcome], resulting in [quantified benefit]. [Optional: brief quote from customer]

[bookmark: _ax5gadu18427]Partnership Approach
[bookmark: _xkmj1il4l6st]10. Implementation Methodology
Length: 3-5 phases with brief descriptions
Purpose: Make the path to value concrete and achievable.
Format:
· Phase name
· Duration estimate
· Key activities
· Milestone/deliverable
Example:
Phase 1: Foundation (Weeks 1-2)
· Technical setup and integrations
· Data migration planning
· Team onboarding sessions
· Milestone: System live in sandbox environment
[bookmark: _x1uctwhv5baz]11. Timeline
Format: Visual timeline or table showing:
· Key milestones from contract signature to go-live
· What happens in each phase
· When they'll see initial value vs. full deployment
Example Table:
	Week
	Milestone
	Activities

	1-2
	Kickoff & Setup
	Contract signed, technical onboarding, access provisioned

	3-4
	Configuration
	System configured to requirements, integrations connected

	5-6
	Pilot
	Initial team trained, pilot use cases live

	7-8
	Expansion
	Broader rollout, additional training

	9+
	Optimization
	Ongoing refinement, advanced features


[bookmark: _ma646f4aitwt]12. Your Success Team
Purpose: Put faces to the partnership. People buy from people.
Format: Brief descriptions of who they'll work with
Roles to include (adapt to your org):
· Account Executive / Relationship Owner
· Implementation Lead
· Customer Success Manager
· Technical Support / Solutions Engineer
Example:
Your Success Team
· [Name], Customer Success Manager - Your primary point of contact post-implementation, focused on driving adoption and value realization
· [Name], Implementation Lead - Guides technical setup and configuration during onboarding
· [Name], Account Executive - Strategic relationship owner, available for executive alignment
[bookmark: _28odraa8xnch]13. Ongoing Support and Partnership
Length: 2-3 short paragraphs or bullet points
Content:
· What support looks like post-implementation
· Regular touchpoints (QBRs, check-ins)
· How you handle issues and requests
· Product roadmap involvement / feedback loops

[bookmark: _gsaps5u6ilim]Commercial
[bookmark: _5y613e5td32b]14. Investment Summary
Format: Table with pricing structure. Leave values blank for manual input.
Note to user: "Pricing details to be populated based on commercial discussions."
Example Table Structure:
	Component
	Description
	Investment

	Platform License
	[Description of what's included]
	

	Implementation Services
	[Scope of implementation support]
	

	Training
	[Training package description]
	

	Annual Support
	[Support tier and inclusions]
	

	Total Year 1 Investment
	
	

	Annual Recurring (Year 2+)
	
	


Optional additions:
· Payment terms
· Contract length options
· Volume discounts or growth pricing
[bookmark: _882q1bjry4j3]15. The ROI Case
Purpose: Build the business case for investment. Connect cost to value.
Content areas:
· Time savings (hours per week/month, FTE equivalent)
· Efficiency gains (process improvements, faster turnaround)
· Quality/accuracy improvements
· Risk reduction
· Revenue enablement (if applicable)
Format: Can be narrative paragraphs or structured as:
· Current state cost (time, resources, risk)
· Future state with solution
· Net benefit / ROI calculation
Critical Rules:
· Do NOT reference internal data sources ("per CRM analysis", "according to deal properties")
· DO present metrics as straightforward facts
· Use prospect-provided numbers where available
· If estimating, present as estimates without attribution to internal tools
Example:
Projected Annual Impact
· Time Savings: 1,200 hours annually (equivalent to 0.6 FTE) redirected from manual processes to strategic work
· Faster Turnaround: Response time reduced from 5 days to same-day, improving competitive win rates
· Error Reduction: Automated validation eliminates manual review rework, estimated at 8 hours per week currently

[bookmark: _eajx53q8q6sm]Next Steps
[bookmark: _1cwrwyrdin9]16. Recommended Path Forward
Length: 3-5 concrete next steps with owners and timing
Purpose: Clear call to action. Remove ambiguity about what happens next.
Format:
	Step
	Action
	Owner
	Timing

	1
	Review proposal and align internally
	[Prospect]
	This week

	2
	Commercial discussion / Q&A call
	[Your Company] + [Prospect]
	[Date]

	3
	Final contract review
	Both parties
	[Date]

	4
	Contract signature
	[Prospect]
	[Target date]

	5
	Kickoff and implementation begins
	[Your Company]
	[Date]


[bookmark: _aw5lfnavu32v]17. Closing Statement
Format: Use a styled quote box (dark background, light text).
Content: Personalized statement from company leadership referencing:
· The prospect company name
· Team members involved in the relationship
· A specific desired outcome from discussions
· Invitation to continued dialogue
Attribution format:
· Name, Title (no dash prefix)
· Email address
Example:
"We're excited about the opportunity to partner with [Prospect Company] on transforming your [problem area]. [Team member] and I have been impressed by your team's vision for [specific outcome discussed], and we're confident we can help you achieve it. Looking forward to the next step in our partnership."
[Name], [Title] [email@company.com]

[bookmark: _73bv7gpguyhq]Styling Guidelines
[bookmark: _p0pewh90b2vm]Brand Colors and Fonts (Customizable)
Provide placeholders that users can customize:
· Font: Arial (default, universally supported)
· Primary Color: #024999 (dark blue - headings, accents) - customize to brand
· Secondary Color: #0275ff (bright blue - borders, highlights) - customize to brand
[bookmark: _car2mb47l63k]Quote Box Styling
Use quote boxes ONLY for actual stakeholder or executive quotes. Do NOT use quote boxes for bullet point lists or summaries.
Quote Box Specifications:
· Background: Dark color (e.g., #171c30)
· Text: Light color (e.g., #e9f7ff)
· Border: Accent color (e.g., #0275ff)
· Text style: Italics for quote, bold for attribution
Quote Attribution Format:
· Do NOT use a dash before names
· Correct: Name, Title
· Incorrect: - Name, Title
[bookmark: _m724uxg3i7ga]Page Breaks
Use page breaks sparingly. Only insert page breaks between major logical groupings. A typical proposal might have 3-4 page breaks total:
· After the cover page
· Before "The [Company] Solution" section
· Before "Commercial" section
· Before closing (if needed)
Do NOT add page breaks between every heading or section.
[bookmark: _coepk35z8pcc]Tables
· Use alternating row colors for readability (white and #F5F5F5)
· Header rows: Primary color background with white text
· Cell borders: Light gray (#CCCCCC)
· Always set explicit column widths
[bookmark: _a4ua168nntps]Bullet Points and Lists
· Use proper docx-js numbering configuration
· Keep bullet points substantive (1-2 sentences minimum)
· Reserve bullets for genuinely list-worthy content; use prose for narrative sections

[bookmark: _s6tuz2yzo7ed]Key Information to Extract
	Document Section
	Information to Find

	Executive Summary
	Why now, what's at stake, core value proposition

	About [Prospect]
	Company description, industry, size, market position

	Current Challenges
	Pain points, process inefficiencies, system limitations

	Strategic Objectives
	Stated goals, success metrics, desired outcomes

	How We Address Challenges
	Mapping of capabilities to their specific pain points

	Why Us
	Differentiators vs. current state, unique value

	Success Stories
	Similar customers, relevant outcomes (from web search)

	Implementation
	Expected phases, timeline, team structure

	ROI Case
	Time savings, efficiency gains, business impact

	Next Steps
	Specific actions, owners, timeline to close



[bookmark: _l8i0xb7oxorz]Example User Prompts
· "Create a sales proposal for [Company]. Here are the stakeholder emails: [emails]"
· "Generate a proposal document for [Company] - I don't have call recordings, so ask me the discovery questions"
· "Build a partnership proposal for [HubSpot deal URL]"
· "Create a proposal for [Company] in the [industry] space. Key contact is [name/email]"

[bookmark: _e3s0xhtwpy7o]Customization Options
Ask the user if they want to customize:
· Brand colors (provide hex codes)
· Font family
· Company logo (provide image file)
· Specific sections to include/exclude
· Additional sections or content
· Tone (more formal vs. conversational)
· Case study selection (specific customers to feature)

[bookmark: _sdwzvp6m7ehw]Quality Checklist
Before presenting the final document, ensure:
· [ ] All prospect/stakeholder names are spelled correctly
· [ ] Company name is used consistently throughout
· [ ] Current Challenges use professional prose (no raw quotes with filler words)
· [ ] Current Challenges frame issues around systems/processes, not team failings
· [ ] "How We Address Your Challenges" directly maps to challenges listed
· [ ] "Why Us" focuses on current state comparison, not competitor call-outs
· [ ] ROI metrics don't reference internal data sources
· [ ] Executive Summary is forward-looking (not a meeting recap)
· [ ] Case studies are relevant to prospect's industry/situation
· [ ] Quote boxes are used ONLY for actual quotes
· [ ] Quote attributions have no dash prefix
· [ ] Closing includes personalized statement with prospect name and specific outcome
· [ ] Page breaks are used sparingly (3-4 max)
· [ ] Pricing table structure is present (even if values blank)
· [ ] Next steps are specific with owners and timing
· [ ] No placeholder text remains
· [ ] Styling is consistent throughout

[bookmark: _viqu9ishfrm7]Output Format
Always generate the document as a Word document (.docx) for maximum flexibility:
· Easy editing and customization by the sales team
· Professional formatting with proper styles
· Direct sharing with prospects
· Conversion to PDF when finalized
Save to /mnt/user-data/outputs/ and present using present_files tool.

