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Value Proposition Test

To test how good your value propositions are, take a look at a sample of three to five current sales proposals and evaluate each proposal against these ten questions:


	Test Question:
	YES / NO

	1. Does the proposal demonstrate knowledge of the client’s business issues?
	

	2. Does it summarise the agreed needs of the client?
	

	3. Does it specify the objectives for making a change?
	

	4. Does it explain how the proposed solution would meet their needs?
	

	5. Does it describe clear and tangible benefits relevant to the expressed needs?
	

	6. Does it provide a financial justification and/or ROI calculation?
	

	7. What references / case studies do you have to support the benefits / ROI calculation?
	

	8. Can the key decision makers articulate your 'value proposition'?
	

	9. Is your 'value proposition' included as one of the key factors within the client's decision-making criteria in their buying process?
	

	10. Is it presented from the customer’s point of view? For example, rather than say "we ship in three to five days", say "the product will typically arrive at your door in three to five days". Rather than “we have the fastest process", say "our process is fast, so you get results faster"...
	


Reviewing each proposal against this set of questions should only take around 10 minutes. If it is taking you a long time to be able to answer a specific question that should indicate to you that your proposal is unclear on the particular topic.

If you don't get 10 YES answers then you know you need to work on it. If you see a consistent pattern across all 5 proposals / opportunities then you know you have an area of weakness that requires fixing and incorporating within your sales process.
