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Persuasive Proposal Writing emphasizes how to present written business proposals in a straightforward, 

no-nonsense manner without sacrificing politeness and courtesy. Additionally, the course provides models 

and patterns for writing business proposals that consistently evoke positive responses from readers.  Using 

the methods described, you will be able to streamline the business writing process, save valuable time, and 

motivate your readers to take action. 

 

LEARNING OUTCOMES Upon completion of this program, participants will be able to: 
 

 Understand how persuasion works and apply persuasive techniques to 
your business proposals. 

 Structure business proposals for maximum reader friendliness so your 
readers know precisely what you want to say. 

 Prevent negativity in proposals and fill them with positive ideas. 
 

METHODOLOGY  Analysis & application 

 Small group work 

 Individual exercises and assignments 

 Case studies 
 

WHO SHOULD ATTEND  Mid/Senior Level Managers 

 First Level Managers 

 Executives/Supervisory 
 
 

 

 

John J. Hagedorn 
 

He designs and presents professional development seminars in business communications and 
management training for the corporate and academic communities of the Asia-Pacific region. He has 
presented programmes in fifteen countries to more than 10,000 participants over the past 15 years. Clients 
who have benefited from his services include Citibank, Motorola Technology, Thai Airways International, 
Siemens, and the Kuala Lumpur Stock Exchange. He is certified by the American Management 
Association. In addition to publishing articles in professional journals, John writes workbooks for English 
language courses and is presently compiling a guidebook on business communications for Southeast Asia.  
 

 

 

PROGRAM OVERVIEW 

 

FACILITATOR 



 

 

 

 

Module 1 
Persuasive Proposals: Analysis 

 Analyzing proposals for structure, content, and 
overall effectiveness  

 Recognizing the difference between Direct and 
Indirect structures 

 

Module 2 
The Proposal Writer’s Skillset 
 Listing and practicing basic business writing 

skills essential to winning readers over 
 Maximizing reader-focus techniques that keep 

readers engaged  
 
Module 3 
Two Types of Proposals: Convincing vs 
Persuading 
 Using time-tested structural patterns to build an 

argument and to motivate for action 
 Choosing Inductive or Deductive reasoning to 

get buy-in from the audience 
 

Module 4 
Persuasive Structure 

 Structuring proposals according to Monroe’s 
Motivated Sequence 

 Analyzing various forms of advertising and 
persuasive  pitching to exercise the structure 

Module 5 
Presenting the Problem 

 Showing clear understanding of the reader’s 
problem that you are attempting to solve 

 Highlighting ownership of the problem so that 
reader’s know it is actionable and solvable 

 

Module 6 
Describing the Solution  
 Explaining how your solution works, what makes it 

unique, and where it has worked before 
 Anticipating counter-arguments or objections and 

justifying your position 
 

Module 7 
Cleaning Up: Formatting, Language & Grammar  
 Applying formatting techniques that make your 

document attractive and easy to read 
 Using positive language to evoke positive 

responses for your readers 
 Proofreading and correcting common grammatical 

pitfalls that can affect your credibility 
 

Module 8 
Persuasive Proposals: Workshop 

 Writing proposals in groups for simulated situations 
using Monroe’s Motivated Sequence 

 Presenting and discussing final projects for peer 
and facilitator review 

 
 

  

Day 1 

9:00am    -  10:30am : Module 1 
10:30am  -  10:45am : Coffee Break 
10:45am  -  1:00pm : Module 2 
1:00pm    -  2:00pm : Lunch 
2:00pm    -  3:30pm : Module 3 
3:30pm    -  3:45pm : Coffee Break 
3:45pm    -  5:30pm : Module 4 
                                                                   End of the day 
Day 2 

9:00am    -  10:30am : Module 5 
10:30am  -  10:45am : Coffee Break 
10:45am  -  1:00pm : Module 6 
1:00pm    -  2:00pm : Lunch 
2:00pm    -  3:30pm : Module 7 
3:30pm    -  3:45pm : Coffee Break 
3:45pm    -  5:30pm : Module 8 
                                                                   End of the day 
 

PROGRAM CONTENT 

PROGRAM SCHEDULE 


