RFP360 – PROPOSAL EXECUTIVE SUMMARY

Proposal executive summary template

With examples and instructions

There’s no doubt 
 that RFPs are crucial to growth and success at <customer’s company>. As your business continues to grow, having an efficient and effective proposal process becomes vital to your success. <Your company or solution name> empowers
 your team to be more strategic, collaborative and successful.
<Your company> delivers:

· <Solution 1 – Value or benefit of solution 1> Proposal automation – Import RFPs, review AI-suggested answers, export completed proposals

· <Solution 2 – Value or benefit of solution 2> Knowledge management – Centralize RFP answers, manage and find content quickly

· <Solution 3 – Value or benefit of solution 3> Workflow and collaboration – Assign tasks, manage deadlines and collaborate in one place


<Differentiator 1>
 Vision for the future
Not only can we support your business with tools for responding to RFPs, but we also enable strategic sourcing for procurement teams. We’ve designed a user experience that delivers more successful outcomes for teams on both sides of the RFP. Afterall, better RFPs lead to better proposals, which lead to better partnerships ⁠— reducing costs and inefficiency for everyone.
<Differentiator 2> 
 Innovation <customer’s company> can count on
As you grow, we’re ready to serve your team with frequent enhancements and updates that keep you on the cutting edge and deliver a competitive advantage to your proposals. <company name> continually evolves to meet your needs. With customer feedback, our developments focus on adding new features that enhance processes, improve collaboration, enable data analysis and more.
<Differentiator 3>
 A best-of-breed solution
As a part of your technology stack, <your company> will fit right in. Leading the market in integrations, we make it easy for your users to access information and data wherever and whenever you need it.
In partnering with
 <your company>, <customer’s company> will enjoy:
· <Strength 1> Best ease of use — Even novice users can jump in and contribute quickly

· <Strength 2> Clear pricing structure — Unlimited users, projects and data storage

· <Strength 3> Fast implementation — Quick ROI, awarded easiest setup by G2

<Customer story or statement of experience> 
 Expect a great experience 
More than <##> organizations in the <market or industry> leverage <your company> to save time, reduce the expense of responding to RFPs and win new business.
�Start strong! Using the background provided in the RFP, echo their language and restate their challenge or need.


��Statement of highest-level value or benefits. What will their end result be if they partner with you?


�Highlight the most impactful features of your solution. Share how you’ll solve their three biggest pains. But, be brief.


��Explain why you’re the best fit. What makes your company, and thus, your offering more valuable?


��Offer another differentiator. Why do your customers say they picked you? How does your company’s vision and mission impact the way you do business?


��Explain why you’re the best fit. What makes your company, and thus, your offering more valuable?


�Again, draw from the background provided in the RFP. What is most important to this customer? Highlight your strengths in those areas.


�Back up your claims with a customer quote, story, ROI figures or industry experience.





