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Vyond common craft templates

This site is not available in your country Potter Craft Project excerpted from Teeny-Tiny Mochimochi: Over 40 Itty-Bitty Minis to Knit, Wear, and Cho. These little cluckers were feeling proud of their great achievements a few hours ago, but now they're just trying to figure out how to get out of this ride....
Material fibers • Finger weight fibers in 3 colors and black • Samples made of Dan Picks palette • (1/ ultrafine; 100% wool; 13/4 oz /50g, 231 yd/211m) • Color 1 (body): 23730 (Cream), 24240 (Doe) • Color 2 (beak and legs): 24250 (Semolina) • Color 3 (combs): 24553 (Serrano) • Black: 23729 • U.S. Size
1 Set (2.25mm) two-nosed needle • Small rug needle • Stuffed body guide (Working from bottom to top) With color 1, CO 6 sts up 3 needles and joins in one round. Rnd 1: [Kfb] 6 times (12 sts). Rnd 2: [Kfb, k1] 6 times (18 sts). Knit. Rnd 4: [Kfb, k2] 6 times (24 sts). Rnds 5-8: Knitting (4 rnds). Rnd 9:
[K2tog, k2] 6 times (18 sts). Rnd 10: [K2tog, k1] 6 times (12 sts). Rnds 11-14: Knitting (4 rnds). Cram the puzzle piece. Rnd 15: [K2tog] 6 times (6 sts). Break the thread and draw it tightly through the sts with a rug needle. Features For beaks, wrap a stitch 3 times with color 2, placing about 4 sts from the



top of the head. For the eyes, make 2 sts with black for each, put about 2 sts apart. Comb with 3 colors, get and knit 3 sts at the top of the head. Turn, and bind out the sts. Note: You will probably end up with a row of colored 3 sts on one side of the head. To make a comb, pick up and knit 3 stitches at the
top of the head, then rotate and tie the stitches. To make the color more uniform, weave at the loose end of Color 3 so that they cover the gaps. Wings Flip the chicken upside down, and with Color 1, pick up and knit 4 sts on the side of the Body, just below the first off ring. To start making a wing, turn the
body upside down and receive and knit 4 stitches horizontally on the side of the body, just below the first reduction ring. Rotate the pieces. Row 1: Purl. Row 2: Knitting. Break the fiber, and pull through the purl side of the piece, drawing it tightly through the sts with a rug needle. You can tack the wings
down into the body with loose ends, or weave the back end through the wings for outstretched wings. Legs with color 2, CO 2 sts up a needle. Knit 12 rows of wire I, then break the thread and draw it tightly through the sts with a rug needle. With the finish still threaded on the rug needle, the I rope passes
through the bottom front of the body, goes in and out in the second lap, and distances about 5 sts apart. Pull the I wire halfway through the body, so that a quantity sticks out from each side. When you weave at the loose end, bend the ends of the wire I upwards and tack them in place for the feet. Finish
Weave in loose ends. Special Technique Picking Up Stitches for Subsyms Rather than Making Separate Pieces for Subsyms and Sewing Them On, Models This book calls for selected stitches from the body and then works either an I-cord or ¬at the piece to become ear, arm, or other parts. Choose the
stitches from the middle of a knitted piece similar to how you will pick up the stitches on one edge. One difference is that the orientation of your piece is important when you get stitches to knit them flat, like in a wing or ear: The closest you are when you get the stitches will be the smoother knit side. 1.
After choosing the position and orientation of the stitches, you will pick up, slide a needle under the ¬rst stitch, and wrap the thread around the needle as if to knit. 2. Pull the yarn through from the bottom of the stitch as you will be a regular knitting stitch. If you will work back and again after selecting the
stitches, turn the piece around to purify the next row. If you are going to work an Icord after picking up stitches, slide the stitches down to the right end of the needle. Tips on Pick Up Stitches You will always pick up stitches from right to left. That means when you're making symmetrical subsy sections,
you'll start picking up from the opposite direction. When picking up the stitches for the left ear, start near the top of the head and work your way down the side of the head. Courtesy of Mochimochi by Anna Hrachovec. Potter Craft, $19.99, 2011. Available at Amazon.com. /&gt; Photos courtesy of: Potter
Craft This content is created and maintained by a third party, and entered into this page to help users provide their email address. You can find more information about this content and similar content at piano.io An effective advisory proposal is a clear proposal that clearly needs your customers and
provides a personalized solution to address those needs in an easily digesting format. Since advisory proposals require time and effort, templates ensure important information and best practices are not forgotten when creating bids, which can lead to more consistent customer wins. As you start creating
more consulting suggestions, a customer relationship management (CRM) tool like HubSpot can help you keep track of important information as you move your transactions through your sales pipeline. This helps ensure your proposal is thorough and address all the needs of your customers. The best
part is the free CRM HubSpot and provides core transaction and contact management tools. You can even add more advanced features starting at $50 per month. Visit HubSpot for more information. Visit the HubSpot Advisory Proposal Template To help you create the most effective suggestions for your
clients, we've included a template that you can use to create and deliver featured suggestions each time, which will help you win more consulting clients. To use this form, simply fill in each section of information we discussed here, tailor it to the needs of your customers and the solutions you can provide.
Click here to download a proposed advice form however, if want to create your own, here are 11 things that every effective advice proposal should include: 1. Summarizing your advisory proposal is an overview of your understanding of customers, their needs, and how you'll address them. This is one of
the most important parts as it is your first opportunity to show that you have put in place efforts to create a personal solution to solve your client's problems. Your goal is not to explain all the details, but to capture the interest of potential customers and where your suggestions are best for them. If your
suggestions are detailed or contain multiple pages, consider including a table of contents to help your customers quickly find the information they're looking for. 2. Purpose Part purpose of your summary must directly acknowledge the needs of customers. While the summary should provide an overview of
the entire proposal, this section should clarify exactly what you understand as a customer-specific need, along with what you discovered during the consulting sales process. In fact, in many cases when a company has requested a proposal to purchase a product or project, they will provide an executive
summary of their requirements. You should address that directly in this section of the proposal using one or two paragraphs describing the need and proposed solution. For example, part of the purpose can be to get started: ABC contractors seek to improve overall brand position and marketing efforts by
developing a strategic plan to guide sales processes and generate potential customers in the future. That statement explains why clients are looking for a consultant and determining their expected results. 3. Goals &amp; Results The goal and end result details you hope to achieve with your consulting
services. This is where you provide a panoramic picture explaining what clients will get from hiring you as a consultant. It should specifically set out what clients have shown as measurable results that they expect to implement as a result of this consulting involvement. Continuing with the same Abc
Contractor client above, this section may include results such as: Attracting 250 new website visitors per month Increase lead conversion rate from its website to 5% Reduce manual eligibility tasks to free up sales rep time Increase social media audience to 2,500 followers follow on Facebook and Twitter
These are specific goals that further define the purpose of the proposal, and make it clear what customers can expect as a result of your consulting work on their behalf. They also tell clients stories about how their business will be different by hiring you as a consultant. That's important because you want
them to be able to visualize the benefits of working with you and be confident that you will be able to meet their needs. 4. Scope of work Describes the scope of work that helps consulting services that you will provide to clients based on your agreement on This describes the specific activities you'll be
doing and the parameters around how you'll spend your time. This is where you clearly state the solution you plan to offer customers. For example, if you're a management consultant working with a client who's working on a succession plan for their business, you can define the scope of work as specific
consulting services will provide to help them do just that. That should include studies, regular meetings, or what you would do if they hired you as their consultant. This section should also include any work or expectation that is the responsibility of the client. If your customers will be expected to provide
certain information or perform regular tasks, it is useful to detail that up front up front so that customers can evaluate how the proposal will affect them and their team. 5. Deliverables Deliverables are tangible items that you will provide to customers. For example, if you're advising on a marketing
campaign, in addition to providing strategic direction as a consultant, you can offer specific collaterals such as websites, marketing emails, or social media posts. Each of these should be detailed so that it is clear to everyone involved exactly what you intend to offer. There are a number of times that they
may not be a clear deliverable, but if you are expecting to offer anything tangible, you should mention it here. That will eliminate confusion and potential problems later on. Here are a few of the specific products you can include: Report: Often a consultant is hired to provide a review or report on the status
of the business. In that case, a report with results must be included as deliverable along with any action steps you can suggest. Strategic Plan: Consultants can also help distill the company's goals into a strategic action plan that decides its next steps. This is usually comprehensive and involves a large
amount of research and collaboration work. Production materials: These are tangible items that the consultant produces such as marketing collateral or other materials that a company will use in the course of regular business, as opposed to reports and strategies that are high-level planning tools. Digital
assets: They are similar to other manufactured materials, except that they are digital instead of physical. They may include a website, software, or other finished products. 6. Timeline timeline should include regular consulting meetings that you will have with customers as well as the overall timeline for any
transfer product. Most of the time a consultation proposal has a defined time frame, and that should be outlined in this section. For example, if you are consulting on a particular project, you should only steps and timelines needed to complete the project. This is especially important when you require input
from customers at specific points to continue working. For example, if will need a report or data from them before you can provide analysis or create a deliverable, it should be clarified in the time section. Timelines are also useful for setting overall expectations about how you'll move forward, so that no
one gets confused about when specific steps will be taken or deliverables completed. Even if you're engaged in an open commitment to clients, it's still helpful to clarify what you suggest is the frequency and duration of the consultation. 7. Prices Often have two ways to offer prices in a proposed
consultation. The first is to give the client an hourly rate for consulting services, then just accumulate over time. This type of payment is most common for many consultants as it is most directly related to the cost with the amount of work being done and allows flexibility when new needs change or new
cases arise. Even if you plan to structure your prices this way, you should always provide your customers with an overall expectation of what they will pay. This may not be an exact amount, but should be your best estimate of what joining the consultation will cost to give customers the ability to compare
suggestions from different providers. Otherwise, you're at risk of asking customers to transfer your offer because they can't evaluate whether it best fits their budget. The second option is to create a total consulting fee based on the time and product you intend to offer. This option should take into account
the total number of hours you believe you'll spend, periodically or overall, along with the tangible items you'll create or provide. This method is more common for consultants who regularly provide the same types of services to many clients and have an understanding of the cost to provide. For example, if
you're a marketing consultant who helps create a marketing strategy, you can create a service pack that offers certain hours of your time, along with specific delivery products at a fixed price. In this case, it is still usually wise to quote your hourly in case the customer requests additional time in excess of
what has been cited in the package. 8. Figures, measurements &amp; quality assurance processes This is how you and your clients will determine whether your consulting service is effective and meets the goals you have previously set. Could this be as simple as we've met the deadline to launch a
website, or more complex questions like will a customer's site increase rankings for their targeted keywords? These indicators must be directly connected to the results listed at the top of the proposal. In fact, in some consulting commitments, they may be the same. For example, with ABC contractors, the
goal of reaching 250 website visitors per month is to measure on its own. However, while your goal is to always measured, this is where you set up and when you will whether you are meeting your goals. The goal is to determine how up pre-paid you and the client will evaluate the success of your
consultation. For example, if the goal is to increase engagement and customer satisfaction, one of the indicators might be to measure Net Promoter scores at the start of engagement, and then regularly as a measure of whether you're achieving that goal. 9. About your company You should always provide
your clients with a summary of your company and the qualifications and expertise you bring as a consultant. This should include information about your core services, how long you've been in business, and a brief biography of any key personnel who will consult with clients. You should always include
these items in this section of the proposal: Your business name: This may seem obvious, but always make sure to include your company name. That way, if your proposal passed, anyone reviewing it will know who provided it. Brief description of what you do: Don't let your prospect know who you are or
what you do. Instead, give them a brief overview of your core services and how you add value to their business. History and achievements: In addition to highlighting what you do, here's your chance to establish credibility by sharing with your prospect how your experience and expertise as well as
achievements – make you fit them. Biology of key personnel: One of the most important factors for many clients in deciding a consultant is to feel comfortable with the individuals involved. Be sure to include a brief biography that includes qualifications, educational backgrounds and experience for any key
person involved in the consulting project. 10. Equivalent Work Provides information about the same work that you have done for other clients to bring credibility to your proposal as it helps you become an expert and create trust. For example, if you're creating a proposal to help customers develop HR
processes, you can share two or three examples of businesses in similar industries that you've consulted. As a bonus, it is always useful if you can attract a brief testimony or recommendation from satisfied customers. 11. Contact information Of course, any suggestions should include contact information
for your company and especially the person responsible for answering any questions that customers may have about the proposal. Clarify in this section exactly how a client can find more information about your business, about suggestions, and about how to move forward with your consulting services. 4
Tips for Better Advice Proposals Create Proposals is an important aspect of operating a consulting business. 1. Pay attention to the details It is especially important that make sure that your proposal matches your lead's requirements. For example, do they want a hard copy proposal or or do they prefer it
to be distributed digitally? This also includes ensuring compliance with any deadlines and other formatting requirements. For example, if you are preparing a proposal for a government agency, there are specific requirements that you will need to follow. 2. Use Visuals &amp; Graphics Anytime you can
include graphics that illustrate your point of view, it helps customers visualize how you will help them succeed. Even stock photography can make your proposal more attractive and increase the chances that a client will take the time to actually evaluate what you are offering. The reality is that even if
you're not a designer, the look and feel of a proposal is important, and should reflect both your brand and your target audience. Are you designing a proposal on Canva? Tip: Using a service like Canva can help you create a proposal that's both visually appealing and effective. Canva is a cloud-based
software designer that lets you customize templates with your information as well as an extensive library of free copyright stock images. Canva has a great free tier for freelancers and personal consultants, as well as a paid version that makes it easy to collaborate with your team and share designs. Visit
Canva for more information. 3. Understand your customers' needs before you rush to create a proposal, be sure to take the time to fully understand the needs of your prospect. That means doing your due diligence, having conversations to clarify what customers are trying to do, and researching both the
company and their industry. Each of them will give you a better understanding of who your clients are and how you can best serve them as a consultant. By doing this up front, you will increase your chances that your proposal will be the best solution for them, increasing the likelihood that they will choose
you as their consultant. It also reduces the chances that there will be confusion or problems later due to misunderstandings or misunderstandings. 4. Know your audience The more you know about anyone who will consider your proposal, the better. That means doing a little research to make sure that you
adjust the overall layout, content, and design of the proposal. For example, if your audience is the technical director for a production company, your proposal will look and feel different than if that person was vice president of marketing. In the case of the technical director, you will want to make sure that
your client knows that you understand his unique challenges, and can speak their language. For VP marketing, including figures that help generate high-quality leads is important, as well as proving you understand their brand by including graphical elements and design that support suggestions. Bottom
Line Crafting's proposed consultation is not a complicated process. In fact, understanding the ingredients and best practices in this writing will help you deliver suggestions that continually win more customers and drive Sales. When you start interacting with potential customers, save time and effort by
having a CRM to manage your sales and suggestions processes. This can often be the difference between keeping things organized and missing an important detail. HubSpot is a versatile, easy-to-use, free CRM that is great for consultants. Visit HubSpot today for more information or to get started with
your free account. Visit HubSpot HubSpot
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