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	WHAT IS INSIDE THIS PACK
Part A. Why a single price invites a yes or no, and how three honest options start a conversation about design.
Part B. The offer: a one-page summary, three option profiles, a comparison table, what changes between options, pricing, and a recommendation.
Part C. Reference assets: a cost-line method that builds the three prices from the same lines, a list of levers that change scope, wording for the cover note and a glossary.
Part D. A worked example: three options for the maternal and newborn health evaluation, priced from one set of cost lines.



Replace every [bracketed prompt]. Keep the grey guidance while drafting and delete it before you send the offer. The three options must all be ones you would be glad to deliver. An option you hope the client will not choose is a trap, and clients notice.
PART A
Why one price invites a yes or a no
A proposal with a single price asks the client one question: will you pay this? The answer is often no, or silence, because the client has no way to say that they would pay less for less, or more for more. A budget that is too small for the work described ends the conversation. A budget that is larger than you assumed leaves value unspent.
A three-option offer asks a better question: which of these three designs fits your decision and your budget? The client sees the trade between cost and strength of evidence in terms they can discuss. You see the budget the client really has. And whatever the choice, you have agreed the design before signing.
Four rules keep the offer honest:
All three options answer the client's questions at a standard you would defend.
The options differ in a few named levers, such as sample size, the number of data rounds or the depth of analysis. They do not differ in quality.
Every price is built from the same cost lines, so the client can see where the money goes.
You recommend one option and say why in two sentences.
PART B
The offer
1.  Summary page
What this section is for.  Put the whole choice on one page, so a client with five minutes can decide.
Name the decision the evaluation serves, then show the three options side by side with price, time and what the client can claim from the findings at the end. Keep this page free of method detail.
	
	Option A: Core
	Option B: Recommended
	Option C: Extended

	What it answers
	[ ]
	[ ]
	[ ]

	What the client can claim at the end
	[ ]
	[ ]
	[ ]

	Duration
	[ ] weeks
	[ ] weeks
	[ ] weeks

	Fee (including taxes)
	[ ]
	[ ]
	[ ]



	WHAT GOOD LOOKS LIKE
A client can say which option they prefer after reading one page.



	COMMON MISTAKES
A summary that shows three prices and no difference in what the client receives.



2.  Option A: Core
What this section is for.  Show the smallest design that still answers the main decision credibly.
Core is the design you would run on a tight budget. Say plainly what it cannot tell the client, such as no comparison group or no household estimates. A client who knows the limit may still choose it, and chooses with open eyes.
	Element
	Core design

	Questions answered
	[ ]

	Methods and sample
	[ ]

	Deliverables and review rounds
	[ ]

	What this option cannot tell you
	[ ]



	WHAT GOOD LOOKS LIKE
The limit of the core design is written next to its price.



	COMMON MISTAKES
A core option so thin that you would not sign your name to its findings.



Sample ends here. The full pack and its worked example arrive clean and fully editable after purchase.
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