
C-Level
Relationships



Mindset Prep
Work

Gaining 
Access

Building
Trust



It’s not about you

It’s about The customer



Strategic Ally

Trusted Partner

Partner

Trusted Supplier

Supplier

The
Destination



Access to future projects

Enhanced reputation

Marketing collaboration

Referrals

The
BENeFITS



C-Level Mindset

Organizational
Objectives Individual

Objectives

Pain points 
& ROI Individual

Compensation

Trusted 
Ally



Employees & 
Contacts

Networking

Organizational 
Website

Social Media

Traditional Media & 
Press Releases

Annual & Quarterly 
Reports

Preparation Is Everything



The 5 Personas

Gatekeeper

Reception, 
assistants, 

admins

Blockers

Juniors &
mid-levels 

(has something
to lose)

Influencers

Will impact 
the final 
decision

Fake Ds

Pretends
to make 

decisions & 
hold budgets

Decision 
makers

Final authority



1 Cold Connections
Phone, email, snail mail, 
LinkedIn InMail & messages

2 Networking
Colleagues, trade associations, 
business gatherings, 
peer meetings

3 Warm Referrals
Customers, peers, partners, 
friends, dog park, etc.

4 Online
LinkedIn Groups, forums 

Gaining Access



Engaging with C-levels

Be Confident

Listen

Execs want to 

talk to peers

Bring your 

notes

Ask prepared 

questions

Positively 

disagree



Authority

Qualifying

Budget

Need Timeline

Qualifying goes beyond sales!



People buy from people

Be Honest

Be Authentic

Be Attentive

Be Persistent & 
Stay On Top 

Be THE 
problem 
solver

Dress at least
as nice as the 

people you 
meet

(People don’t like to be sold but they love to buy)



Use Your Own 
Dog Food

Take Ownership 
Through Permission

Be 
proactive

Run with all 
involved

Regular 
contact

Timelines & 
Objectives

Managing relationships



Thank you

Jean Pascal (JP) Hébert
Rock8fuel
833-376-3800
514-376-3800
jp@rock8fuel.com
www.rock8fuel.com


