
…and other myths that keep 
your sales team from 

succeeding in the C-suite

“We’ve Identified 
the Decision-

makers…”



That means that to hit your numbers, your team must succeed with the C-suite. 
Unfortunately, your reps are probably failing to win access to executive buyers…and are 
likely having the wrong conversations even if they do get there… 

Why? Because most of you are managing your teams based on outdated myths of executive-
level selling that put your teams on the fast track to nowhere.  

Executives are making and influencing 
more and more B2B buying decisions.

Source: 
CSO Insights, CSO Insights 2014 Sales Optimization Study

– SiriusDecisions

– Forrester Research 
   August 27 2014 Webinar



3

The challenge of C-suite selling is too important to leave to chance. Just consider these three 
tough truths… 

3 Tough Truths
You want higher quota attainment, larger deal sizes and faster sales cycles, but recent trends illustrate 
how hard these goals will be for you to reach without a better approach to sales management.

1) Sellers aren’t effective in winning access to executives:

52.8%
2) Even if they get the meeting, they’re not ready to have effective  
     customer conversations:

53.6%
3) The result? Performance is down:

-7.6%
5 Myths
#1 | No budget means no opportunity

#2 | We’ve identified the decision-makers...

#3 | We’re saying what our prospects want to  
        hear

#4 | Our reps are equipped to have the right  
        conversations with the right people

#5 | Executives want us to have all the  
        answers

That’s the percentage of sales leaders who assess their sales teams’ 
abilities to identify and gain access to key decision-makers as “needs 
improvement.” 

That’s the percentage of sales leaders who said their sales teams “need 
improvement” in building a solid business case and/or ROI for their 
company’s solutions.

That’s the percentage change in the number of sales reps who hit 
quota in 2013 from the previous year.



Myth #1
“No budget means no opportunity”

Most B2B opportunity qualification processes include the question: “Is there a budget for 
this buy?”

If the answer is “no,” the sales rep is expected to move on and find a serious opportunity 
that’s funded.

This traditional thinking – that unfunded deals are dead-end deals – may be exactly what’s 
keeping you out of the C-suite.

Why is this a myth?

Because executives are the ones who set and prioritize budgets. They’ll 
find money for investments that create measurable financial results. 
The reason is simple: their incentive compensation is often tied to 
these same metrics.
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Reality 
To win the business, your team must 
create the buying vision.

Executives are most involved early in the 
decision-making process, long before 
budgets are allocated. Yet too many sales 
reps qualify opportunities by whether or 
not the project is funded, so they never 
engage in key conversations that help 
create budgets.

By the time major B2B deals are budgeted, 
there’s often a front running competitor 
already involved. And by the time an 
initiative has been funded, that competitor 
has likely influenced requirements to align 
with their capabilities. You’re already late to 
the party.

In fact, research shows that “regardless of 
role, altitude level or geography, executive 
buyers select sellers who engage at the 
‘what to do?’ stage 74% of the time and the 
‘who to choose?’ stage 26% of the time.”

The bottom line: suppliers who win are the 
ones who enter the buying cycle early and 
work with executives to create a buying 
vision.

Source: Norbert Kriebel, Forrester Research. “What Does It Take 
to Win With Executive Buyers?” (December 12, 2013).

Your buyer says:

“I have no
budget”

You hear:

Move 
on!

What they’re
really thinking:

“I could 
find budget if I 
saw measurable 
financial results”



Myth #2
“We’ve identified the decision-makers…”

Pull a report from your CRM system. What percentage of your opportunities have an 
executive-level contact associated with them?

If your team is like many, you’ll find that as few as 10% of your deals are associated with that 
ideal, high-level customer.

Here’s the problem:

Up to 80% of B2B buying decisions are being made by executives so you need to 
involve them early on.

Source: SiriusDecisions.
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Reality 
Look at your own team’s executive access win rate.

You think you know who’s making the decisions. Your team calls on them regularly, 
entertains them whenever possible and responds to their RFPs.

Unfortunately, your team is probably selling in the wrong places. To succeed, elevate your 
value to higher floors and engage the executives who are influencing – and making – the 
vast majority of B2B investment decisions.

 

10%

% of deals associated with the ideal, 
high-level customer

Is

80%

Should 
Be



Myth #3
“We’re talking to our prospects about 

things they want to hear…”

Your products and services are world class. You’re smartly positioned in the market. Your 
sales team is armed to demonstrate measurable value. In short, your solutions are great.

However, your “greatness” conversations are not turning into executive-level commitments 
and desired sales results.

Why not? Because you’re talking too much about you and not enough about your executive 
buyers and their challenges.

Executives respond to conversations focused on their business issues. This means you’re 
most compelling when you focus less on your solution and more on your customers’ 
financial performance.
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Reality 
Demonstrate that you understand the executive’s point-of-view before 
offering your own.

Your team is selling, but are your buyers listening?

The news isn’t encouraging. For most B2B sales teams, there’s a significant and potentially 
fatal gap between the conversations executives want to have with suppliers and the ones 
your sales team may be driving.

According to Forrester Research (August 27, 2014 Webinar), “88% of executives indicate 
that the salespeople they encounter are usually knowledgeable about their products and 
services, but only 24% believe that the salespeople they encounter are knowledgeable 
about their specific businesses.”

If your team is going to succeed at the executive level, you’ll have to find a way to shrink 
this conversation value gap.

88% 
PROFICIENT 

24% 
PROFICIENT 

BUSINESS EXPERTISE 
BUSINESS 
ACUMEN 

GAP 
PRODUCT KNOWLEDGE 



Myth #4
“We’re equipping our reps to have the right 

conversations with the right people…”

Your company’s goal is to put a sales team in the field that can outsell the competition. Your 
sales training is top drawer, supported by tools and messaging from your marketing team. 
You have knowledgeable sellers supported by compelling success stories: an unbeatable 
combination, right?

Maybe not…

Here’s the issue: if your company is like most, your sales training is out of balance. It’s too 
focused on product and competitor knowledge and not enough on understanding your 
prospects’ businesses and the industries they sell into.

The result is that your conversations revolve around product and competitive superiority, 
and customer executives quickly delegate you down to the person you sound like.

Product / 
Competitor 
Knowledge

Prospect’s 
Business / 
Industry 
Knowledge
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Reality 
Are you prioritizing the highest return skills in your sales training?

What are high-performing sales organizations doing differently than everyone else?

They fundamentally value and prioritize different sales skills.

According to Training Industry, Inc., “81% of companies believe their sales training programs 
are very or somewhat effective.”

When you look at the research on the highest-performing companies, however, you 
see that they approach things differently. In fact, research reveals that they:

Place more than 2X the level of importance on developing business skills 
than other companies

  Rate their sales organizations as excellent or above average 3X more 
often in executive selling skills

  Rate their sales organizations as excellent or above average in financial 
acumen 4X more often

2X
3X
4X



Myth #5
“Executive buyers want us to be experts and 

have all the answers…”

You’ve sold your solution many more times than your customer has bought it. So it’s only 
natural that you should step up and propose a recommended approach. You say, “Here’s why 
it’ll work, and this is what it’ll cost.”

Unfortunately, this “we’re the experts” approach often works against you. You sound like 
your competitors. Rather than feeling persuaded, buyers put up their guards, knowing your 
heaviest sales pressure is approaching. When buyer skepticism rises, so do odds against your 
solution receiving buy-in.

Sources: 
Michael Norton, Daniel Mochon and Dan Ariely. “The IKEA Effect: When Labor Leads to Love,” Journal of Consumer Psychology, #22 
(2012). 
Michael Norton. “The IKEA Effect: When Labor Leads to Love,” Harvard Business Review.
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Reality 
Get your customer to “co-create” their solution…that is, put them to work!

Although it’s counterintuitive, you need to engage in executive conversations that 
collaboratively determine what will work best for their business. Your customers will be 
much more likely to think, “They’ve really listened. I think this approach will work.”

Researchers have shown that when it comes to creating value, “labor leads to love.” In other 
words, the more you can get your buyer to invest time and energy building the final product, 
the more value they see in it.

One study demonstrates that when people construct products themselves, they come to 
overvalue their own creations. The study leaders say, “We call this phenomenon the IKEA 
effect, in honor of the wildly successful Swedish manufacturer whose products typically 
arrive with some assembly required.”

One implication for sellers: if you can get your customers involved in building their own 
solutions, they’ll value them more. Rather than expertly presenting a summary of your 
executives’ business needs and how your solution addresses them, consider conversation 
strategies that engage customers in co-creating the solution.

=



Did You Miss this Year’s Conference?

Watch all the sessions on demand on any 
device. Hear from industry-leading sales and 

marketing effectiveness practitioners who
will share real-world, actionable insights. 

http://conference.corporatevisions.com

ALIGNMEN T CONFER EN CE

TH E

Getting the C-suite onboard is the key to winning any deal, so rethink your approach. Abandon the 
old ways of doing business and embrace some new strategies that will allow you and your team to be 
more successful and close more deals. What have you got to lose?

http://conference.corporatevisions.com
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Conversations That Win!
Corporate Visions is a leading marketing and sales messaging, tools and skills company that helps 
global B2B companies create more sales opportunities, win more deals and increase sales profitability 
by improving the conversations salespeople have with customers. Companies engage Corporate 
Visions to help in three key areas:

• Developing compelling messages to break the status quo, differentiating their solution, 
justifying a purchase decision and protecting margins;

• Deploying that message through tools and visual stories to enable salespeople to engage 
multiple decision-makers across the buying cycle; and

• Delivering sales skills training that helps salespeople confidently use these messages and tools 
to create, elevate and capture more value in their customer conversations.

Corporate Visions helps clients such as ADP, Motorola, Philips, UPS, Cisco and others align marketing 
and sales with a repeatable approach for developing and delivering winning customer conversations.

Learn more truths, strategies and habits to improve your 
customer conversations and win more deals.

Fleeing the Tension:
and other sales negotiation mistakes 

that kill deal profitability

Marketing Messenger:
18 exclusive insights from CMO.com 

that every marketer sould know

The Salesperson Is Dead:
and other sales and marketing myths 

that just aren’t true

http://win.corporatevisions.com/FleeingtheTensionnegotiationeBook_landingpage.html
http://win.corporatevisions.com/CMOcom-eBook_Download.html
http://win.corporatevisions.com/SalespersonisDeadeBook_Download.html
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