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AUDIENCE IS THE CLIENT  (AND OTHER STAKEHOLDERS)

TIME FRAME:  THE DESIGN WILL BE “DONE” BY THE TIME YOU SUBMIT THE PROPOSAL.  YOUR LANGUAGE MUST PRESUME A FINISHED PRODUCT. 

PURPOSE: PERSUASION.  You want the client to implement your design.

INTRODUCTION

One way to Start out:  This is a proposal to …     

In this section, show the client you understand the importance of and the context for this project.  Another approach is to look at the potential for innovation—i.e., the “design” challenges it poses for a design team.  At the end of the Introduction, provide a guide to the remainder of the written document.

REQUIREMENTS

Here’s where you demonstrate to your client that your design is based on a good understanding of client and design requirements, user needs—problems with existing design (if there is one).  It’s good form to show that you understand the client’s business or milieu (to some extent). Make sure to prominently state the MISSION that guided your design.

RESEARCH METHODS

Here’s where you provide a brief explanation of methods. Follow the textbook. Or a bulleted list of sources (with explanations) works here. Either way, prioritize.  Give detail on the important methods.  Your goal is to establish the team’s credibility. 

PERSUASIVE DESIGN DESCIPTION  (First introduce the section with an overview)

· You want to help your client understand what the team has designed.   First give a feel for the whole.  Words should go with the visual you provide.   

· You  need to make the case for your design. That’s the task of this section. Integrate evidence (test results) and expert opinion as well as reasoning to show that your design meets requirements..  It’s not enough to state that you did testing in the Research Methods Sections.  If you don’t incorporate evidence in this section to support your claims, you will not be persuasive.   In addition, anticipate possible objections (limitations) and respond.

· Make it easy for the client to follow your argument—use subheads to highlight benefits or claims about how design meets requirements 

· Augment text with Tables—a Features/Benefits Table (Features on Left—Benefits on Right) -- could also go in conclusion.  Another kind of table could be:  Requirements/ How the Design Meets Them.  

RECOMMENDED ACTIONS

Here’s where you convince the client that the design is feasible—can be implemented,  Acknowledge any limitations and address.  Recommend next steps.  Should  include info. on costs,  etc.  This section should be very specific. 

CONCLUSION

You can start out with a few sentences and then incorporate a features/benefits table or a Requirements/How the Design Meets table.    

APPENDIXES

What will your client want to see in Appendixes? 

OTHER:  Introduce all sections with overviews.  Remember the rules of paragraphing. Use short paragraphs, but every paragraph needs a topic sentence.   

