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INTRODUCTION

It’s nice to dream, right? 

It doesn’t have to be a dream. It can be a reality. And we’re going to get your 

reps there.

We are going to arm them with a secret weapon: Advice straight from the 

executives themselves on how to reach them. 

As Eminem would say, “You only get one shot, do not miss your chance,” (and 

we all know he was talking about prospecting CXOs). Your team needs to come 

prepared, ready to have value-driven conversations that clearly show how your 

product can help take organizations to the next level. And executives need to see 

that value immediately.

It’s definitely a daunting task. As a sales leader, it's your job to make sure your 

reps can get in front of the C-Suite. But a core rule of management is not to 

expect something from your team that you don't know how to do yourself. To 

make everyone’s job easier, we gathered tactics to help your team break into the 

C-Suite, book high-value meetings and dazzle decision makers. These are the 

secrets to reaching and selling CXOs.

Imagine a world where booking meetings 
with C-level executives (CXOs) was as easy as 
ordering a pizza. Your Hunters, Prospectors 
or Sales Development Representatives (SDRs) 
know exactly who to contact; every call is 
answered, and decision-makers are engaged 
and receptive.
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THE SECRET (BUT NOT HIDDEN) TREASURE TROVE
OF INFORMATION

Your Hunters have access to a nearly limitless amount of data. Social networks, 

online directories, review sites — almost everything they want to know about an 

account is just a click away, or even right in the platform they rely on every day. 

But much of it is noise. It can be useful, but it can also make it hard to discern 

what’s important from what’s not.

When your reps are prospecting into public companies, there is one seemingly 

innocuous document that can put them light years ahead of your competition: 

Annual/Quarterly Business Reports (SEC form 10-K and 10-Q)

10-Ks and 10-Qs are reports public companies are required to file annually 

and quarterly, respectively. They include almost everything investors need 

to know about the business, like detailed financials, letters from the CEO 

and senior management, and roadmaps for the future. They are available on 

SEC.gov for free, and are a veritable treasure trove of information about an 

account and its industry.

“This is as close as you are going to get to cracking 
open the head of a CEO and the entire leadership 
team and seeing the problems they are facing.” 
- Manny Medina, Outreach.io CEO and co-founder

And there is one particular section of those reports that is especially useful when 

prospecting executives at publicly traded companies, and that’s Management’s 

Discussion and Analysis or MD&A.

https://www.outreach.io/blog/have-more-meaningful-conversations-with-sales-intelligence-tiles
https://www.sec.gov/
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The MD&A section contains the best insights on a company, straight from that 

company’s management. Topics include what’s going on in the market, the 

company’s position in that market, and the current problems the company is 

facing. The goal is to educate investors about the potential risks they are about to 

face. It’s completely transparent.

“I cannot stress this enough: MD&As are the best way 
to get high-level thinking and to immediately equip 
your team to have quality conversations with any 
executive or leader.” 
- Manny Medina, Outreach.io CEO and co-founder

It’s the perfect source of data to help your Hunters have more meaningful 

conversations with CXOs. It’s a quick, 5-minute way to get up to speed on any 

market, company or management team so that when one of your reps lands that 

high-value meeting, it will be a quality one, and they will come off as someone 

who has truly done their homework.
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KNOW YOUR ABCs

CXOs are at the top of the professional heap because they have successfully 

navigated the murky corporate landscape. They are skilled at negotiation, 

evaluation and time management. So when it’s time for the meeting, remember 

who is across the table (or phone) from you. To be respectful of their position, it’s 

helpful your reps know their ABCs.

Be authentic. Have your team strive to become trusted advisors, and 

focus not on the sale but on helping CXOs do the right thing1. Make sure they ask 

questions to find out what frustrates their prospects most, even if the problem 

goes beyond what your solution can handle. By showing that they hear what C-level 

professionals are saying and understand their problems, your reps are more than 

just salespeople — they’re consultants who can help CXOs overcome challenges, 

level up performance, and maybe even get that promotion they’ve had their eye on.

Be blunt. Most of the time, CXOs are interacting with subordinates. They of-

ten do not hear straight talk from their staff. There’s always a spin on what they’re 

being told. They know it, and they’re tired of it. So encourage your reps to tell 

it like it is. They shouldn’t be afraid to let executives know they have a problem. 

Don’t sugarcoat the severity and potential negative consequences of that prob-

lem. Your SDRs should be brave, speak the truth even if it is difficult, and be ready 

to back up what they’re saying. CXOs will respect your reps for it.

Be concise. A CXO’s time is incredibly valuable — period. They showed 

up to the meeting, so you can safely assume you have their attention, but don’t 

waste the opportunity. Your reps need to master the elevator pitch and get to 

the point. They need to get the headlines out of the way. They can always go into 

more detail if time allows and the CXO asks for it. A good best practice is to keep 

answers or explanations to 30 seconds.

Authentic

Blunt

Concise
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The same goes for presentation decks (if your team uses them). Keep it to five, 

simple but illustrative slides, not 50. In fact, Outreach CEO, Manny Medina, would 

only use one slide (below) when presenting to potential investors.

 1 How to Sell to the C-Suite, Trusted Advisor

http://trustedadvisor.com/public/How-to-Sell-to-the-C-Suite-eBook.pdf
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WARM UP THOSE COLD EMAILS

Like most people these days, CXOs are inundated with email. The prevalence of 

accurate data providers has made it easy for sales development representatives 

to find contact information for executives. And most of the correspondence that 

ends up in their inboxes is cold, and provides absolutely zero (temperature pun 

intended) value. 

Personalization is important and necessary. Otherwise, your reps’ emails will be 

on a bullet train to the trash. 

On the other hand, true personalization takes time; time your reps don’t have. 

They shouldn’t spend an entire day obsessing over a single email to a single 

CXO. They need to find the fine line between quantity and quality. Outreach.io 

Vice President of Sales, Mark Kosoglow, advises using the following cold email 

methodology to warm up your cold emails, and increase your response rates:

Establish Your Mutual Connections Right Away
The old adage, “It’s not what you know, it’s who you know,” applies here. Leading 

with a shared connection helps grab your prospect's attention. Don’t be reluctant 

to mention it.

Tell Them Why You’re Emailing 
Respect your prospect’s time and make it clear what you're emailing about. Did 

a mutual connection suggest you reach out? Is there a specific problem you are 

absolutely sure they’re experiencing, e.g. are they seeing high turnover in their 

sales organization or dealing with reduced efficiency as their company scales? 

Get to the point.

1

2

https://www.outreach.io/
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I am an inbox-zero guy, so I open and process every email I get. If you can catch 

my attention, I will read the email, but most assuredly, long emails, emails that 

have wild claims about productivity gains, and listing a bunch of companies that 

don't have anything to do with me get archived immediately.

- Mark Kosoglow, Vice President of Sales, Outreach

Real-world example: 

“ “

3
Ask for Advice
Asking for advice or feedback allows you to open up a two-way dialogue 

with contacts. The feedback isn't as important as the ability to forge a closer 

relationship with your prospect. According to Outreach CEO and co-founder, 

Manny Medina, the Golden Rule of Prospecting is “Ask for a meeting and watch 

their eyes glaze. Ask for advice and watch their eyes light up.”

Real-world example: 
While developing what would become the core offering of his company, Ilya 

Semin, CEO and co-founder of Datanyze, sent dozens of cold emails to top-level 

executives and investors asking for advice. He received a number of responses, 

one of which was Mark Cuban, owner of the Dallas Mavericks and prolific early-

stage investor. He ended up investing in Datanyze’s seed round. According to 

Semin, the biggest lesson he learned was: “If you want advice, ask for money. But 

if you want money, ask for advice." He also attracted a veteran sales leader to 

become his co-founder with the email below:

https://www.datanyze.com/
http://www.businessinsider.com/ilya-sermin-used-cold-emails-to-get-datayze-funded-by-mark-cuban-and-google-2015-1
http://www.businessinsider.com/ilya-sermin-used-cold-emails-to-get-datayze-funded-by-mark-cuban-and-google-2015-1
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4

5

Point CXOs to Discussions that Will Interest Them 
This establishes you as a peer and makes a response more likely. Is there a 

LinkedIn group they should join? Is there a particularly interesting debate on the 

Sales Hacker forum that they should follow? This takes some time and effort, 

but once you have found an article or thread that works, you can re-use it with 

multiple people on the same level.

Pay Them a Sincere Compliment
Even better than pointing an influencer to an article of interest, find a piece the 

influencer has published and mention it in your messaging. While this seems like 

a simple approach, it's difficult to execute. Remember to always approach it in a 

way that is authentic. Everyone — especially CXOs — can see right through false 

flattery. Be real. Picture yourself reading over the influencer's shoulder while they 

read your email. If you feel comfortable with that image, you've done a good job.



12
How to Help Your Sales Development Team Break into the C-Suite | Real CXOs Reveal What it Takes

Your reps aren’t nuisances. They should treat 
C-level executives like equals. If your team is confident 
your offering will change the way CXOs run their business, 
they should say so. Just make sure they have proof points 
to back it up.
- Julianne Sweat, Sales Development Manager, Outreach

6
Speak at Their Level
If you want to engage with CXOs, your reps’ messaging should sound like a CXO. 

For example, if their email or call only touches on the technical capabilities of 

your solution, they will likely be directed to Sales Operations. But if they focus 

on the business problem your company solves and the benefits — increase 

productivity, lower customer acquisition costs, boost revenue — they will have a 

better shot connecting with the C-Suite.

Pro-tip:

Pay Attention to Your Subject Line 
There are certainly best practices when it comes to subject lines. But for the sake 

of brevity, make sure it matches the body of the email and provides a solid value 

proposition. Remember: Don’t be gimmicky.
7

“ “

https://www.outreach.io/blog/catchy-email-subject-lines-that-get-opened-up-to-42-of-the-time-tl
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I spend more time with emails that have annotated 
screenshots in them. They help provide me context as to 
what I am looking at which, oftentimes, highlights a value 
prop. If that value prop relates to a problem I have, 
I explore more deeply.
- Mark Kosoglow, Vice President of Sales, Outreach

Pro-tip:

“ “
Be Genuine
You have to care and exhibit genuine curiosity. There is no substitute for this. 

A lot of Hunters mistake kitsch for caring. Train your reps that caring is not just 

sending a box of popcorn to a CEO that loves popcorn. That’s gimmicky; not 

genuine. One truly insightful question or sending an article the exec will actually 

really enjoy and find valuable is more effective — and more cost-efficient. Direct 

mail can work, but just make sure the gesture is sincere and thoughtful. And here 

at Outreach, we have run successful campaigns that included physical gifts, but 

again, the takeaway is to be genuine in all interactions.

8
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CONCLUSION

While breaking into the C-Suite is an accomplishment worth celebrating, CXOs 

shouldn’t be your only target. To succeed, you need to work the account — and 

treat every contact with the professional respect and authenticity you give top-

level executives. 

The tactics presented here will get your reps far, but they are just tools. Tools that 

you, a sales leader, should know how to leverage. If you want your team to embody 

persistence, grit and a winning mindset, you should live those things too. You have 

to have your reps’ back and make sure they have the coaching, resources and 

framework they need to succeed — many of which are in this eBook.

https://www.outreach.io/blog/secrets-for-account-based-success-part-i
https://www.outreach.io/blog/max-altschuler-how-i-stay-motivated-and-cultivate-a-winning-mindset-daily-btn
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