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ABSTRACT

This paper describes the results of a survey of
senior managers that showed they respond positive-
ly to speakers who are sensitive to eight key time and
information principles. This paper also describes how
to apply these principles to make your presentations
more persuasive to senior managers. Finally, several
practical and advanced techniques for improving the
focus and impact of your presentations to senior
managers are described with examples.

INTRODUCTION

Marketing Value Engineering (VE) would be an
easy process if you were marketing to other VE
consultants.  However, because you are often
marketing to the un-initiated, particularly to senior
managers, presenting VE can be a daunting effort.
Fortunately, you can improve your sales presentations
by applying a few principles and techniques that
smooth the marketing process, especially when senior
managers are involved. [ will present principles that
we collected from senior managers (vice presidents
and general managers) at six Fortune 50 companies.
I will end the paper with techniques for correcting the
typical mistakes made by VE consultants in terms of
communications.
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PRINCIPLES

Senior managers become difficult audiences only
when you violate their principles of time and
information management. Let’s examine time
management principles of senior managers first.

TIME MANAGEMENT

To win over senior managers, you need to know,
respect, and act upon their underlying principles of
time management. When you customize your
presentation, both in content and style, to their needs,
you can expect a positive response immediately.

Principle 1: Timelines have shrunk and change is
urgent.

This principle means that senior managers face
much tougher deadlines for projects and dread the
advances of their competition much more than before.
To stay ahead, these managers live with a strong
sense of urgency. Consequently, they expect
subordinates and consultants to respect their lack of
time. They expect others to speak concisely, start
with the bottom line, and reduce complexity.
Reducing complexity would be a nice, logical fit with
the fundamentals of VE. The challenge to VE
presenters is to "walk the talk," meaning to speak as
simply and concisely as would be expected when
representing a simplified and intelligent process.






