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Most proposals fall apart before they are ever shared. Not because the idea lacks value.
Not because the person proposing lacks skill. But because the work beneath the idea has not
yet been fully shaped.

Any proposal, whether for funding, partnership, contracts, or collaboration, has a way of
revealing what is still undefined. It shows when roles are unclear, when expectations have not
been named, and when success exists as a feeling instead of a plan. Even the strongest
language cannot hide that.

This workbook exists to help you slow the moment before the ask. Before the pitch. Before the
timeline. Before the pressure to prove worth.

Ask.Beans approaches proposal development as an act of alignment. If the opportunity moved
forward tomorrow, would the structure support it? Would responsibilities be clear? Would
outcomes be understood by everyone involved? Would the work be sustainable beyond the
initial yes?

The SOIL framework is how we build that alignment. It helps you clarify the systems that hold
the work, the opportunities it belongs in, the intention guiding each decision, and the leverage
that keeps the load shared. This is not about sounding impressive. It is about being prepared.

Use this workbook to strengthen the foundation beneath your proposal, so what you put
forward reflects what you are ready to carry. Proposals are not just requests. They are
commitments.

And strong commitments start with clarity.



@Ask.Beans

Goals &
Objective

THIS GUIDE IS DESIGNED TO HELP YOU:

Explain your idea in a clear and simple way
Know if your idea is ready to be proposed or needs more work
Use the SOIL framework to strengthen your idea
Spot gaps that could cause a proposal to fail later
Prepare ideas that others can understand and support

This guide will help turn ideas into clear proposals by making sure
the idea is ready, supported, and realistic before asking for funding,

partnerships, or collaboration.

Use our SOIL Framework
E-Work/Book to learn
more about prepping
your idea’s SOIL properly  



The "You"
Factor
UNDERSTANDING
CONFIDENCE 

What are some affirmations you can use to
inspire yourself before writing your
proposal?

LET'S CREATE!

Before writing any proposal, ask yourself these questions:

"Do I believe in this project?", "How confident am I in myself?",
"How confident am I in my work?". 

Confidence is important because it will set the tone and
nature of your work, appearance, efforts, and mindset. Some
people believe that confidence is a genetic or personality
trait. IT IS NOT!

Confidence can be learned, gained, and grown through trial
and error, risk taking, self-talk, meditation, and practice. 

“Self-confidence can be

learned, practiced, and

mastered–just like any other

skill. Once you master it,

everything in your life will

change for the better.”

― Barrie Davenport

Stances like this exude confidence. They are
open, take up space, and show that the
person has sense of direction or a point to
be made.  

How can you transfer some of these traits of
physical confidence over into your writing?

EX: Be open , concise, and clear about your
points 

IF YOU NEED TO PITCH IN-PERSON:

R e c o m m e n d a t i o n :  T r y  s o m e  a f f i r m a t i o n s  d a i l y  o r  b e f o r e  a n y  p i t c h  o r  p r o p o s a l .  N o t  a l l
p r o p o s a l s  g e t  a c c e p t e d  a n d  y o u  w i l l  n e e d  t o  k e e p  t h a t  c o n f i d e n c e  u p  t o  c o n t i n u e
p i t c h i n g  a n d  p r o p o s i n g  y o u r  w a y  t o  y o u r  d r e a m  s u c c e s s .

@Ask.Beans



Reflection 
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Make the idea
clear enough to

work with.

Do you believe in this project?

How confident are you in
yourself?

How confident are you in
your work?



W.A.F.T

What is the goal?

Assess your needs 

For who?

 

W . A . F . T  i s  a  s i m p l e  s e t  o f  q u e s t i o n s  t o  h e l p  y o u  s l o w  d o w n  a n d  c l e a r l y  u n d e r s t a n d
y o u r  i d e a  b e f o r e  y o u  b e g i n  w r i t i n g  a  p r o p o s a l .

I t  h e l p s  y o u  o r g a n i z e  y o u r  t h i n k i n g  s o  y o u r  p r o p o s a l  i s  f o c u s e d ,  a l i g n e d ,  a n d
h o n e s t .  T h i s  f r a m e w o r k  i s  m e a n t  t o  s u p p o r t  t h e  i n f o r m a t i v e  s t a g e  o f  p l a n n i n g
b e f o r e  y o u  s h i f t  i n t o  p e r s u a s i o n ,  p i t c h i n g ,  o r  m a r k e t i n g  l a n g u a g e .

W h a t  a r e  y o u  a c t u a l l y  t r y i n g  t o  d o ?
W h a t  i s  t h e  p r o j e c t  o r  i d e a ?
W h a t  c h a n g e  a r e  y o u  t r y i n g  t o  c r e a t e ?
W h a t  d o e s  s u c c e s s  l o o k  l i k e  w h e n  t h i s  w o r k  i s  c o m p l e t e ?

I f  t h e  g o a l  i s  u n c l e a r ,  t h e  p r o p o s a l  w i l l  b e  t o o .

W A F T
( n o u n )

1  s o m e t h i n g
( s u c h  a s  a n

o d o r )  t h a t  i s
w a f t e d  :  W H I F F

2 :  a  s l i g h t
b r e e z e  :  P U F FW h o  i s  t h i s  r e a l l y  f o r ?

W h o  b e n e f i t s  f r o m  t h i s  p r o j e c t ?
W h o  i s  t h e  i n t e n d e d  a u d i e n c e  o r  c o m m u n i t y ?
W h o  i s  a f f e c t e d  b y  t h e  o u t c o m e s ?

C l e a r  p r o p o s a l s  c e n t e r  p e o p l e ,  n o t  j u s t  i d e a s .

Tactical alignment
H o w  w i l l  t h i s  a c t u a l l y  h a p p e n ,  a n d  w i t h  w h o m ?
D o  y o u r  s t r a t e g i e s  m a t c h  t h e  p r o p o s e d  p a r t n e r ,  f u n d e r ,  o r  c o l l a b o r a t o r ?
A r e  v a l u e s ,  e x p e c t a t i o n s ,  a n d  w a y s  o f  w o r k i n g  a l i g n e d ?
C a n  y o u r  a p p r o a c h e s  r e a l i s t i c a l l y  w o r k  t o g e t h e r ?

A l i g n m e n t  h e r e  p r e v e n t s  f r u s t r a t i o n ,  m i s c o m m u n i c a t i o n ,  a n d  b u r n o u t
l a t e r .

A PROPOSAL CLARITY FRAMEWORK

W h a t  i s  r e q u i r e d  f o r  t h i s  t o  w o r k ?
W h a t  r e s o u r c e s  a r e  n e e d e d ?
W h a t  s u p p o r t ,  t o o l s ,  o r  c a p a c i t y  g a p s  e x i s t ?
W h a t  p r o b l e m s  d o e s  t h i s  i d e a  r e s p o n d  t o ?

T h i s  s t e p  h e l p s  y o u  a v o i d  p r o p o s i n g  i d e a s  w i t h o u t
u n d e r s t a n d i n g  w h a t  t h e y  t r u l y  n e e d .

https://www.merriam-webster.com/dictionary/noun
https://www.merriam-webster.com/dictionary/wafted
https://www.merriam-webster.com/dictionary/whiff
https://www.merriam-webster.com/dictionary/puff
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Why W.A.F.T
Matters

When you understand:

what you are building
what it needs
who it serves
and how it will work

you can communicate your
idea with confidence and
clarity.

W.A.F.T helps you think clearly before adding persuasive language,

buzzwords, or pitch decks.

If you do not know what your
project needs in order to
succeed, it becomes difficult to
explain:

why support is needed
how resources will be used
or what outcomes should
be expected

W.A.F.T gives you space to think
before asking others to commit.



Name Your Idea : 

W.A.F.T Activity

@Ask.Beans

W — What Is the Goal?

What are you trying to do?

Describe the main goal of your project in clear, simple language.

What change do you want to see as a result?

How will you know when this goal has been reached?



Time

Funding 

People or staff

Skills or expertise

Tools or technology

Space or materials

Partnerships or support

W.A.F.T Activity

@Ask.Beans

A — Assess the Needs

Check all that apply:

Think about what this idea needs in order to work well.

What feels missing or underdeveloped right now?

What would make this idea easier to carry?



W.A.F.T Activity
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F — For Whom Is This Work?

Who is this idea for?

This step helps you center the people or groups this idea is meant to serve.

What do they need most right now?

How will this idea support or improve their experience?

W.A.F.T is not about rushing toward a yes.
It is about understanding what you are

asking others to support.
Clarity at this stage makes every next

step easier



W.A.F.T Activity
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T — Tactical Alignment

Who might you propose this idea to?

This step checks whether this idea fits the people or organizations you may work with.

Do your values and ways of working align? Why or why not?

What could become challenging if this moved forward as-is?

Pause and Reflect

Ready to propose

Needs more development
Unsure

Is this idea ready to be proposed right now, or does it need more grounding?



S.N.I.F.F
S . N . I . F . F  i s  a  s e t  o f  a c t i o n  s t e p s  t o  g u i d e  t h e  c r e a t i o n  o f  y o u r
p r o p o s a l .  W h i l e  W . A . F . T  f o c u s e s  o n  p r e p a r a t i o n  a n d  c l a r i t y ,
S . N . I . F . F  i s  a b o u t  p u t t i n g  y o u r  p r o p o s a l  t o g e t h e r  i n  a  w a y  t h a t  i s
c l e a r ,  a l i g n e d ,  a n d  i n v i t i n g  t o  t h e  o t h e r  p a r t y .

B e  c l e a r  a b o u t  w h a t  y o u  w a n t  t o  d o  a n d  w h y .
W h a t  i s  t h e  m a i n  p u r p o s e  o f  t h i s  p r o p o s a l ?
W h a t  a r e  y o u  o f f e r i n g  o r  p l a n n i n g  t o  d o ?
W h y  i s  t h i s  i m p o r t a n t  r i g h t  n o w ?

S — State Your Intentions

FRAMING YOUR PROPOSAL

D e f i n e  w h a t  i s  r e q u i r e d  f r o m  b o t h  s i d e s  t o  m a k e  t h e  p r o j e c t  w o r k .
W h a t  r e s o u r c e s ,  s u p p o r t ,  o r  a c t i o n s  d o  y o u  n e e d  f r o m  t h e  o t h e r  p a r t y ?
W h a t  d e l i v e r a b l e s  o r  o u t c o m e s  w i l l  y o u  p r o v i d e ?
W h a t  p a r t s  o f  t h i s  p r o j e c t  a r e  n e g o t i a b l e ,  a n d  w h a t  a r e  n o n - n e g o t i a b l e ?

N — Negotiate Inputs and Outcomes

C o m m u n i c a t e  i n  a  w a y  t h a t  i s  w e l c o m i n g ,  i n f o r m a t i v e ,  a n d  p e r s u a s i v e ,
w i t h o u t  s e e m i n g  d e s p e r a t e .

H o w  w i l l  y o u  i n v i t e  t h e  o t h e r  p a r t y  t o  p a r t i c i p a t e  o r  c o l l a b o r a t e ?
W h a t  t o n e  a n d  l a n g u a g e  w i l l  m a k e  t h e m  f e e l  i n c l u d e d  a n d  a l i g n e d ?
A r e  y o u  p r e s e n t i n g  t h i s  a s  a n  o p p o r t u n i t y  o r  a  d e m a n d ?

I — Invite

D e c i d e  h o w  y o u r  p r o p o s a l  w i l l  l o o k  a n d  f e e l .
S h o u l d  i t  b e  a  f o r m a l  d o c u m e n t ,  v i s u a l  p r e s e n t a t i o n ,  o r  c o m b i n a t i o n ?
W h a t  l a y o u t ,  h e a d i n g s ,  o r  v i s u a l s  w i l l  m a k e  i t  c l e a r  a n d  e a s y  t o
u n d e r s t a n d ?
H o w  w i l l  t h e  f o r m a t  s u p p o r t  t h e  m e s s a g e  y o u  w a n t  t o  c o m m u n i c a t e ?

F — Format

G i v e  y o u r s e l f  s p a c e  t o  s t e p  b a c k ,  e d i t ,  a n d  i m p r o v e .
W h e n  w i l l  y o u  r e v i e w  t h e  p r o p o s a l  a f t e r  c o m p l e t i n g  i t ?
W h a t  d e t a i l s ,  l a n g u a g e ,  o r  v i s u a l s  n e e d  a  s e c o n d  l o o k ?
A r e  t h e r e  w a y s  t o  m a k e  y o u r  p r o p o s a l  c l e a r e r  o r  m o r e
i n v i t i n g ?  c o m m u n i c a t e ?

F — Finalize and Review



PDF / Document Proposal

PowerPoint / Slide Deck

Graphic Proposal / One-
Pager / Infographic

PURPOSE: NOT EVERY IDEA NEEDS THE SAME TYPE OF PROPOSAL. THIS
PAGE HELPS YOU CHOOSE THE BEST FORMAT TO COMMUNICATE YOUR
IDEA CLEARLY AND PROFESSIONALLY.

PROPOSAL FORMATS & WHEN TO USE THEM

B e s t  f o r :  

F o r m a l  p r o p o s a l s

C o n t r a c t s

G r a n t s

S t r u c t u r e d  p r o j e c t s

B e s t  f o r :  

P r e s e n t i n g  t o  g r o u p s

M e e t i n g s

S u m m a r i z i n g  k e y
p o i n t s  q u i c k l y

P i t c h i n g  i d e a s  v i s u a l l y

B e s t  f o r :  

S o c i a l  i m p a c t  i d e a s

O v e r v i e w s

C r e a t i v e  p r o j e c t s

v i s u a l s  h e l p  c o m m u n i c a t e  v a l u e

s o c i a l  i m p a c t

p r o p o s a l s
Q u i c k  I d e a s

Funders

C o m p l e x
P r o p o s a l s



From Idea to Plate: 

IDEAS ARE LIKE A MEAL IN THE MAKING.
W.A.F.T is the aroma in the air. You take a moment to breathe it in, understanding
the goals, needs, and who will enjoy it. You identify your bean, prepare your soil,
and sense the potential. Your idea is floating in the air, full of possibility.

S.N.I.F.F is taking a deep sniff. Now you engage fully: you frame your proposal,
clarify intentions, negotiate deliverables, invite collaboration, and format it with
care. You get the full essence of your idea and how it will land for others. This is
where alignment, clarity, and intention come together.

EAT is enjoying the meal you ordered. The proposal has been served. Some
outcomes may surprise you, some may challenge you, and some may exceed
your expectations. Just like tasting a meal, you take it all in. Rejections teach you,
edits strengthen you, and wins remind you why the preparation mattered.

W.A.F.T → S.N.I.F.F → EAT

Ideas don’t fail because they aren’t good. They fail when the
foundation isn’t ready. Float with the aroma, sniff with intention,
then eat with grace. Every proposal is practice for the next.

 keep preparing, proposing, and growing.



TAKE YOUR IDEAS
FROM BEAN TO
GREEN

B o o k  a  F r e e  1 5 - M i n u t e
D i s c o v e r y  C a l l

T a l k  t h r o u g h  y o u r  i d e a ,  g e t
f e e d b a c k ,  a n d  s e e  h o w
A s k . B e a n s  c a n  s u p p o r t  y o u r
g r o w t h .

WITH ASK.BEANS

R e a d  T h e  A s k B e a n s . O r g
B l o g

D i v e  d e e p e r  i n t o  b u i l d i n g
s y s t e m s ,  o p p o r t u n i t i e s ,
i n t e n t i o n a l i t y ,  a n d  l e v e r a g e
t o  s t r e n g t h e n  y o u r  i d e a s .

J o i n  o r  B o o k  a  W o r k s h o p
o r  C o a c h i n g  S e s s i o n

P r a c t i c e  y o u r  p r o p o s a l -
b u i l d i n g  s k i l l s ,  g e t  h a n d s - o n
g u i d a n c e ,  a n d  c o n n e c t  w i t h
a  c o m m u n i t y  o f  c r e a t o r s .

ASKBEANS.ORG


