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TopOneCRM Dynamics from partners ImGrams & Arrow
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	ImGrams
	Arrow

	Deliverable #1
	Brief description
	

	
	
	

	
	
	


Office 365 Pricing

	Description
	Start Date
	End Date
	Duration

	Project Start
	
	
	

	Milestone 1
	
	
	

	Milestone 2
	
	
	

	Phase 1 Complete
	
	
	

	Milestone 3
	
	
	

	Milestone 4
	
	
	

	Phase 2 Complete
	
	
	

	Milestone 5
	
	
	

	Milestone 6
	
	
	

	Project End
	
	
	


OneDrive Pricing

	Plan
	Due Date*
	

	
	
	

	
	
	

	
	
	


*We cannot be responsible for cost overruns caused by client’s failure to deliver materials by agreed-upon due dates.
Consulting Service
	
	Describe the results expected from the project and why your approach will achieve those results.



We expect our proposed solution to Client’s Company’s requirements to provide the following results:
Financial Benefits
Result #1: Brief description of desired result
Result #2: Brief description of desired result
Result #3: Brief description of desired result
Technical Benefits
Result #1: Brief description of desired result
Result #2: Brief description of desired result
Result #3: Brief description of desired result
Other Benefits
	
	Use this section to describe less tangible benefits such as increased morale or improved customer satisfaction.



Pricing
The following table details the pricing for delivery of the services outlined in this proposal. This pricing is valid for ## days from the date of this proposal:
	Services Cost Category #1
	Price

	Item Description
	$0,000.00

	
	

	
	

	Total Services Category #1 Costs
	$0,000.00

	Services Cost Category #2
	

	Facilities
	

	License Fees
	

	Equipment Rental
	

	Training
	


Sample Disclaimer: Disclaimer: The prices listed in the preceding table are an estimate for the services discussed. This summary is not a warranty of final price. Estimates are subject to change if project specifications are changed or costs for outsourced services change before a contract is executed.
Licencing
Your Company is continually proven to be an industry leader for high quality/guaranteed product/service in the following ways:
	
	Describe what sets your company apart from your competition (your unique selling proposition).



Unique point #1
Unique point #2
Unique point #3
	
	Describe the strengths of your company, focusing on specializations that are most relevant for this project. As appropriate, include additional strengths of your unique selling proposition that provide benefits the customer may not have articulated.
Identify qualifications that support your ability to address specific client needs for the project.
Provide information that shows how you can meet the required schedule, such as staffing/subcontractors and percentage of time devoted to the project.



Conclusion
	
	Close out the proposal with a statement that demonstrates your concern for the client and their needs, your expertise, and your willingness to help them solve the issues in question. Include any expected next steps and note the ways they can get in touch with you.



We look forward to working with Client’s Company and supporting your efforts to improve your sales cycle with integrated CRM, JIT Inventory management, and training and support services. We are confident that we can meet the challenges ahead, and stand ready to partner with you in delivering an effective IT support solution.
If you have questions on this proposal, feel free to contact Name at your convenience by email at Email address or by phone at Telephone. We will be in touch with you next week to arrange a follow-up conversation on the proposal.
Thank you for your consideration,
Name
Title
1
image1.png




