
SaaS Proposal Template

This template ensures you hit all high-impact points needed to close a B2B 

SaaS deal, focusing purely on value and executive clarity.



Document Title: 


Partnership Proposal: Achieving [Client's Key Goal, e.g., 40% Reduction in 

Support Tickets] for [Client Company Name]


Date: [Date of Submission]


Prepared For: [Executive Name, Title]


Prepared By: [Your Name, Title]

Section I: Executive Summary (The Financial Case)

Goal: To confirm understanding of the client's problem and immediately 

present the quantifiable ROI.


1.1 The Current Challenge & Cost:


[Client Company Name] is currently experiencing [Specific Quantified 

Problem, e.g., 15% revenue leakage] due to [Root Cause, e.g., siloed data 

and manual validation].


This translates to an estimated cost of $[Annual Cost of Problem] per year 

in wasted resources, delayed decisions, or lost revenue.


1.2 The Proposed Solution:


Our platform, [Your Product Name], provides a unique solution that 

eliminates [Root Cause] by [Core Differentiator].


1.3 The Projected ROI:


We project this partnership will deliver a minimum ROI of $[Annual Savings/

Gain] within the first year, securing [Specific Benefit].



Section II: Our Unique Solution & Differentiation

Goal: To prove your solution is the best fit, backed by competitive data, 

presented in a clean, list-based format.


2.1 The Differentiator (Your USP):


We are the only platform in this category offering [Core Advantage, e.g., 

99.9% uptime SLA] while maintaining [Second Advantage, e.g., native 

integration with client’s specific ERP].


2.2 Competitive Benchmark:


We compared our solution against your Status Quo and Nearest 

Competitor based on your priority: [Metric Name, e.g., Data Processing 

Speed].


Status Quo (Your Current State): [Time/Cost, e.g., 12 hours of manual 

work].


Competitor Z: [Time/Cost, e.g., 4 hours].


Our Solution ([Your Product Name]): [Superior Time/Cost, e.g., 12 

minutes]. This is a [e.g., 98%] efficiency improvement.

Section III: Implementation Roadmap & TTV

Goal: To remove friction by showing a clear, shared path from contract 

signing to value realization.


3.1 Solution Mapping:


[Client Problem A] is solved by our [Feature/Module A], resulting in 

[Business Benefit A].


[Client Problem B] is solved by our [Feature/Module B], resulting in 

[Business Benefit B].


3.2 Mutual Action Plan (MAP):


Phase 1: Setup & Kickoff (Week 1): Sign-off, CSM introduction, data 

environment setup.


Phase 2: Integration & Testing (Weeks 2-4): API integration, pilot group 

testing.


Phase 3: Go-Live & TTV Hit Date: [Target Date/Week]. Full value 

realization begins here.



Section IV: Validation & Credibility

Goal: To build trust using specific, measurable proof from a comparable 

customer.


4.1 Case Study: Client Success:


Client Profile: [Client Name, Industry, Size]


Initial Challenge: Faced the identical issue of [Specific Pain Point].


Specific Measurable Outcome (SMO): Our platform achieved a [Metric, 

e.g., 40% reduction in customer churn], leading to an annual saving of 

$[Specific Financial Result].


4.2 Testimonial:


“[One-sentence quote reinforcing the ROI or speed of TTV realization].”


– [Quoted Person's Name, Title]

Section V: Investment Structure

Goal: To transparently justify the cost relative to the value received, using 

clear delineation instead of rows and columns.


5.1 Pricing Rationale:


The annual investment of $[Annual Total] is aligned with the [Value 

Metric, e.g., number of active user seats] and represents a fraction of the 

$[Annual Savings/Gain] projected in Section I.


5.2 Tiered Investment Options:


We offer two comprehensive investment paths designed for scalability:


Option 1: The [Professional Plan]


Annual Investment: $[Price]/user/year


Core Value: Includes Core Functionality + Limited Access to [Specific 

Feature].


Support: Email/Chat Support (24-hour SLA).


Option 2: The [Enterprise Plan] (Recommended)


Annual Investment: $[Price]/user/year


Core Value: Includes everything in Professional + Dedicated CSM + SSO/

API Access.


Support: 24/7 Phone Support (1-hour SLA).



5.3 Key Terms:


Billing: Annual Subscription.


Setup Fee: $[Amount] (or $0).


Currency: USD.

Section VI: Agreement and Next Steps

Goal: To create urgency and define a clear, low-friction closing process.


6.1 Proposal Expiration:


This specific scope and pricing is valid for 30 days from the submission 

date.


6.2 Agreement:


[Digital Signature Block Placeholder]


6.3 Immediate Next Step:


Upon signature, your dedicated Customer Success Manager, [CSM Name], 

will contact you within 48 hours to schedule the Implementation Kickoff 

Call, formally beginning Phase 1 of the MAP.



