TO MASTER TH

- EXECUTIVE SALE

It's more important than ever to be o
able to engage with senior executives...

Selling to senior executives can feel a lot like facing down an
obstacle course. You need not only product knowledge and a

value case, but also a deep understanding of business strategy, e
risk mitigation, industry trends, and more—plus the ability to

> 85% of sales leaders encounter more i

: : : decision-makers involved in each deal. *
communicate it all at the highest level. .
> Organizations are 2.2X more likely to have °
o > c [
RAIN Group’s STRATEGIC model serves as a roadmap to help a C-level executive join a call. .
you navigate these challenges, highlighting 9 key principles you » Executive buyers say only 20% of the .
need to master to stand out and win with senior executives. salespeople they meet with are successful °
in achieving their expectations and o
Below, we share tips in each of these areas that will help you creating value. o
elevate your approach, shift your mindset, and build your .
confidence, setting you up for success for your next executive .,
sales conversation. O¢cceocscsccccns’ °
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If it can be scrutinized, executives will do it. Senior
executives scrutinize every detail before making decisions.
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Understand their ~ Be ready to address  Ensure all data and Build trust by Address how your o
business, market, potential concerns claims are precise  consistently sharing  solution mitigates *
[

risks they are
concerned about. °

and challenges with evidence and and verifiable. accurate and relevant

inside and out. case studies. information.
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s Senior executives are notoriously busy. \ /
- T They value and protect their time and A, 7
’ expect sellers to do the same. \ @ -
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BE CONCISE:

Communicate

FRONT-LOAD
INFORMATION:

Get to the point
early in meetings
and presentations.

RESPECT
THEIR TIME:

Start and end
meetings as

scheduled,

managing your time

USE TIME
WISELY:

Structure meetings

PREPARE FOR
QUICK PIVOTS:

Be ready to shift
focus based on the

your key points

clearly and quickly. to focus on

decision-critical executive's immediate
information. iInterests or concerns.

well throughout.

.’ 1 SHOWCASE TANGIBLE OUTCOMES:

Provide case studies or examples of measurable success.
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19 QUANTIFY BENEFITS: ' Seni "
. . \ enior executives
Clearly outline the expected ROI or performance improvements. ~ have a higher bar for
— ‘:% the impact they need
13 ALIGN WITH THEIR GOALS: _ to achieve and give
Make sure your solution supports their specific business objectives. / more intense scrutiny
to ROI cases and
14 SET CLEAR EXPECTATIONS: potential risks.
Define what success looks like and how it will be measured.
. {5 KNOW THEIR HURDLE RATE:
° Demonstrate how your solution will surpass their minimum threshold for impact.

Top-Performing Sellers are V
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-’ to lead highly 2
/ effective meetings with

! Senior executives expect sellers to be prepared
for and lead meetings that are focused, strategic,
and highly specific to their business.

senior executives.

START BEFORE THE MEETING:

Ask about the executives’
priorities and challenges

SET A CLEAR AGENDA:

Communicate the purpose
and structure of the meeting

ENGAGE EARLY:

Start with a compelling
point that captures their

before the meeting so you to make sure you're aligned attention.
can prepare. from the beginning.
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INVOLVE THEM IN CLOSE WITH ACTION: -, é ~
THE CONVERSATION: Ensure there are clear next / 4 N

Ask for their input and steps at the end of the meeting.

listen actively.

FOCUS ON INNOVATION:

Present ideas that drive significant

. change or improvement.

LINK TO STRATEGIC INITIATIVES:

Tie your solution to their broader
transformation goals.

Senior executives are often
focused on driving transformation
within their organizations,

DEMONSTRATE LONG-TERM IMPACT:

Highlight how your solution contributes to

. sustained growth or efficiency. attending to high-level problems.
0
HIGHLIGHT THE COMPETITIVE ADVANTAGE: « \ / .
, Position your solution as something that sets them ahead 4 _
e of their competitors, in their industry, and in the market. _ i
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SHOWCASE ADAPTABILITY:
* , Present how your solution can evolve with their needs.

Senior executives expect sellers to use their language, understand
their priorities, and demonstrate expertise in solving complex
business challenges.

SPEAK THEIR LANGUAGE: "

Use the terminology and concepts
that resonate with their business,
industry, and executive-level concerns.

DISCUSS BIG-PICTURE IMPACTS:

Focus on how your solution affects
the company’s long-term strategy.

AVOID TACTICAL DETAILS:

Don't get bogged down in minor
technicalities unless asked.

BUILD EXECUTIVE-LEVEL OUTSELL YOUR COMPETITION:
RELATIONSHIPS: ’

Think of your mindset, approach, °

: : : Top-Performing .
Engage with executives as strategic and attendance to the STRATEGIC Sellers are .
partners, not as just a vendor. framework as a key differentiating factor. 0
919% wmore Likewy
to develop

|_ O _I enterprise-level
o) M O relationships.
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Top-Performing Senior executives want a partner to drive initiatives forward, someone who
Sellers are can be trusted, respected, and is an authority figure in their own right.
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to inspire confidence _, ° °° 7
with executives. RN Y s
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. Speak with authority and conviction about your solution. /N

Make strong recommendations rather than leaving decisions entirely up to them.

Maintain composure and professionalism at all times.

Have confidence in the value you offer from a business perspective and in yourself personally.

Consistently demonstrate your expertise and deep understanding of their business.
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Top-Performing
Sellers are

To capture the attention of senior executives,
they must be inspired, learn new approaches
to old problems, and see their concerns
addressed in innovative ways.

to inspire buyers to
reach out for advice.

36
OFFER UNIQUE PERSPECTIVES:

Bring fresh ideas or analysis

37
USE DATA TO TELL A STORY:

Present data in a way that

38
CHALLENGE THEIR THINKING:

Don't be afraid to question
reveals new trends or assumptions or offer

opportunities.

that senior executives haven't

considered. alternative viewpoints.

39
PROVIDE STRATEGIC ADVICE:

40
STAY INFORMED:

Continuously educate yourself on
industry trends and challenges to
offer relevant insights.

Go beyond your product and offer
advice on broader business issues.

Senior executives have limited tolerance for meandering
and disorganization. Clarity and brevity are key.

Strip your message
down to the

Know when to
elaborate versus

Start with the

Avoid
unnecessary

Have detailed
information ready

essentials. when to get to conclusion or key jargon or overly if they ask, but
the point. benefit. complex don’t overwhelm
!y explanations. them upfront.
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Teach your team to capture attention,
build trust, and navigate complex
selling situations with executives.

Get self-directed online training that will
give you the skills you need to stand out
and win with senior buyers.

@ LEARN MORE
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RAIN Group

raingroup.com
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