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Writing Business Proposals: Arguing for Problems/Opportunities and Solutions

Proposals in any context vary in the degree to which they have to argue certain points (such as establishing or arguing for problems/opportunities, and elaborating on solutions.) Following are some general strategies for developing strong proposal arguments. 

Explaining the Problem/Opportunity
1. Explain the current context/status quo as relevant to the argument. 
a. For an audience that may not be aware of the context, provide enough information so that they understand the “current state” of the issue. 
b. For an audience that is aware of an issue/problem (such as a business that has requested a proposal), demonstrate that you understand the particular business, its values, and its goals. 
2. Identify a specific problem or set of problems that the proposal is designed to solve. 
3. Argue for the existence, scope, and significance of the problem. This may include: 
a. Explaining the causes of the problem (so that your solution seems like a logical result.)
b. Explaining who/what the problem affects (the stakeholders). 
c. Providing evidence of the scope of the problem (such as data about financial impact or potential losses, survey or customer data that indicates this is a widespread problem.) 
d. Elaborating on the negative consequences of the problem (which may be ethical, financial, related to efficiency, values, or a combination of several negative effects). 
Regardless of the nature of your problem/opportunity, the way that you explain a problem/opportunity should set up a logical and clear direction for your solution. 

Explaining Your Solution / Plan
The solution or specific plan and methods that you articulate should “fit” logically with the problem and context as you have identified and explained it. Your audience should clearly see how implementing your plan will address the situation or fix the problem. 

1. Give an exact description of what solution you propose. 
2. Establish that your solution/plan is feasible. 
a. Anticipate and answer questions about your plan that your audience might have. 
b. Identify particular costs/provide a budget if possible and relevant. 
c. Identify a reasonable timeline for implementing the solution. 
d. Identify needed materials/resources (such as employees, materials, etc.) 
e. Identify how the audience will be updated about progress on the project (if relevant.) 
f. Give evidence that your solution will lead to the desired results. (This might include evidence of customer interest, for example.) 
g. Give examples of how/when/where a similar solution has been implemented to help show feasibility. 

Elaborate on Benefits
Explain how your solution: 
1. Will resolve the problem/address the opportunity. 
2. Will have tangible outcomes or benefits for stakeholders. (This might be customers, employees, other businesses, or society at large.) 
3. Will have tangible benefits or outcomes for the business/organization. (This might include increasing profits, improving customer service, helping resolve organizational problems, improving PR, etc.) 

Demonstrate Qualifications
Demonstrating qualifications for completing a project may include: 
1. Explaining/giving evidence of your/your business’s reputation. 
2. Giving evidence of past projects that have been completed effectively. 
3. Providing professional qualifications (such as training, background/experience, or simply providing a resume that lists experiences and projects). 



