ROCK"FUEL

C-LEVEL
RELATIONSHIPS







IT’S NOT ABOUT YOU

IT’S ABOUT THE CUSTOMER



s”
THE
DESTINATION

Strategic Ally

Trusted Partner

Partner

Trusted Supplier

Supplier




THE
BENEFITS

Access to future projects

Enhanced reputation

Marketing collaboration

Referrals




C-LEVEL MINDSET

Organizational

Objectives Individual

Objectives

Pain points
& ROI Individual

Compensation

Trusted
Ally




5" PREPARATION IS EVERYTHING

N\

Annual & Quarterly
Reports
Social Media
o @ M

Traditional Media &
Press Releases

Organizational
Website

Employees &
Contacts




o

Gatekeeper

Reception,
assistants,
admins

THE 5 PERSONAS

Blockers

Juniors &
mid-levels
(has something
to lose)

v/

Decision
makers
Final authority

&

Influencers

Will impact
the final
decision

Fake Ds

Pretends
to make
decisions &
hold budgets




GAINING ACCESS

Cold Connections

ity X N
Phone, email, snail mail, \

LinkedIn InMail & messages

Colleagues, trade associations,
business gatherings,
peer meetings

Warm Referrals \ 3|
Customers, PEErs, partners, k*&

friends, dog park, etc.

Networking g

Online

LinkedIn Groups, forums

N WIN -



5~

ENGAGING WITH C-LEVELS

Be Confident

Ask prepared
questions

Execs want to
talk to peers

L

Bring your
notes

Listen

Positively
disagree




QUALIFYING

Qualifying goes beyond sales!




5~

PEOPLE BUY FROM PEOPLE

(PEOPLE DON’T LIKE TO BE SOLD BUT THEY LOVE TO BUY)

Be Attentive
Be Persistent &

Stay On Top
Dress at least
as nice as the
people you

meet

Be Honest

- Be THE
Be Authentic \@' problem
solver @




MANAGING RELATIONSHIPS

Timelines &
Objectives

Be
proactive

b4

‘

Use Your Own
Dog Food

Take Ownership
Through Permission

Regular
contact

Run with all
involved

S



THANK YOU

Jean Pascal (JP) Hébert
Rock8fuel

833-376-3800

514-376-3800
jp@rock8fuel.com
www.rock8fuel.com




