
Real Briefcase Technique proposal: 
From laid off to Dream Job
Here’s a real Briefcase Technique proposal from a Dream Job student, Pearson Y., who had been 
part of mass layoffs and needed to find a way to stand out from the competition. 

Enter his Briefcase Technique proposal. 

Pearson’s proposal is a little unique. Instead of outlining a customized and specific plan for the 
company, he used it to highlight all his relevant skills, experience, and education — and how 
they would benefit the company he was applying to. He told us that he’d sent this proposal to his 
interviewer a few hours before the interview, and during the interview, they walked through it 
together. 

One thing to stress: His Briefcase Technique was interactive, so if there were questions by the 
interviewer, he would be able to quickly go to that slide to show, instead of just tell. 

It was so effective that he got an offer within a few weeks of creating the proposal.















Real Briefcase Technique proposal: 
From no raise to “you can have it 
(and a promotion)”
Here’s a real Briefcase Technique proposal from Dream Job student Catie H., who created this 
proposal to gain extra leverage to ask for a raise. 

This was created during a time when her company was being more conservative about their rais-
es. She put together this Briefcase Technique proposal that highlighted her accomplishments 
this year and a 5-year plan. As a result, she got the raise she wanted along with a promotion.

Catie designed her proposal using a Microsoft Word newsletter template and kept it focused on 
her accomplishments and plan.









Short & 
Long Term



Real Briefcase Technique proposal: 
$80,000 raise 
Here’s a real Briefcase Technique proposal from Dream Job student Jesse S., which we also high-
lighted in Perfect Interviewing: Get the Offer Playbook. And for good reason!

Jesse’s Briefcase Technique proposal secured him an $80,000 raise. 

Once you peek at his proposal, you’ll see why the hiring manager took one look at this and knew 
it was a done deal. In his proposal, Jesse:

•	 Lays out his goal (and is clear about asking for a promotion)
•	 Establishes his performance year-to-date
•	 Shows his boss the results he THINKS his boss wants (in order to collaborate on clearer 

goals together)
•	 Identifies what’s missing and what his boss needs
•	 Finally, he sets a timeline and provides a slide of RESULTS

And in the end, Jesse got his $80,000 raise.
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My Goal

My Goal is to be a top performer and earn a promotion to SR2 in January 2020.

2019 YTD Performance

SMD

Philly: 104.7%

YTD Growth: 8.1%

Nation Growth: 0%

TR

Philly: 99.2%

YTD Growth: 10.8%

Nation Growth: 5.6%

RM

Philly: 56.6%

YTD Growth: 78.3%

Nation Growth: 79.6%

CAP

Philly: 79.7%

YTD Growth: 24.8%

Nation Growth: 4.1%



What Is Missing?

- Novostitch Approval/Sales
- Capital Sales Q4 $120,000
- Regen Quota ($76,460) by EOY
- Resection Growth of at least $37,500

What I Think Makes a Top Performer

Skills	

Relationship building	

Sales presentations/Demos	

 Product Knowledge

Attitude

Ambitious/Relentless

Coachable

Goal-oriented

Results

Territory Performance

Territory Growth

Large Pipeline

What Results I Think You Want 

1. Get a resection upgrade/
conversion/trial

2. Total Revenue 105% 3. Capital SMD Pipeline primed for 
a large 2020



What Else Would You Add?
 
- Ancillary items: Expenses, trainings, salesforce

Next Steps

1.	 Call on 10/15 to track progress

2.	 Meeting week of 11/18 to update Slides on PowerPoint and plan how to close the GAP  
between November and January 2020 in order to guarantee promotion

3.	 Call 12/17 to review progress

4.	 Meet week of 1/6/20 to discuss promotion

Results


