Three-Tier Freelance Proposal
The Goal
Restate, in the client's own words, the outcome they want to achieve. The client should read this and think yes, that is exactly my situation.
Client's desired outcome: ________________________________
Why it matters to them now: ________________________________
The Situation
Show you understood the discovery call: describe their current problem and what it is costing them in time, money, or missed opportunity.
Current problem: ________________________________
Cost of the problem (time / money / opportunity): ________________________________
The Solution and Deliverables
Describe your recommended approach framed around the result, then list exactly what they get and by when so expectations are concrete.
Recommended approach: ________________________________
Specific deliverables: ________________________________
Timeline and milestones: ________________________________
Investment: Three Options
Present good, better, and best tiers so the question becomes which option, not whether to hire you. The top tier anchors value; design the middle to be your ideal project. Negotiate by removing scope, not by cutting your rate.
Tier 1 (Good): scope and price: ________________________________
Tier 2 (Better): scope and price: ________________________________
Tier 3 (Best): scope and price: ________________________________
Proof and Next Step
Include one relevant testimonial or sample, then give a single clear action to say yes. Note the proposal expiry to create gentle urgency.
Relevant testimonial or sample: ________________________________
Clear next step (sign here, pay the deposit): ________________________________
Proposal valid until (date): ________________________________
