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Exposure to senior executives (also known as the C suite) can change the

trajectory of your career. If you’re presenting to this audience, you need to

navigate unique challenges, like getting their attention and garnering action. In

this course, learn methods you can use to communicate your message effectively

to these key decision makers, resulting in buy-in and response. Discover the value

of brevity and the importance of conveying the return on investment (ROI). Learn

how to handle challenging questions, frame your message, harness the power of

story, and use a high-level approach. Explore how to navigate the unexpected,

from interruptions and tech failures to re-engaging the distracted. Additionally,

find out how to demonstrate competence, earn credibility, and generate results

by making the most of your presentation opportunity.

Overview:



Session Content:

Presenting to Senior Executives (C Suite)
Understanding the Senior Executive Audience (C Suite)
Communicating with Senior Executive Audience (C Suite)
before your presentation.
Anticipating tough questions from C Suite.
Framing your message C Suite.
Making your presentation valuable for C Suite.
Engage your audience with relevant stories.
Follow-up with C Suite.
Managing the unexpected.
Practicing for high stake audience.



Anticipating Tough Questions

Presentation to Senior Executives – Email Plan

Engaging with Relevant Stories

Framing your message

Managing interruptions while presenting – tactical plan

Managing Technical Glitches

Navigating Last Minute Time Crunches

Redirecting Distracted Audience Virtual and Face to Face

Strategic Plan Activation Worksheet

Understanding your C SUITE audience better

Key Takeaways

Business Development Managers, Contract Managers, Finance Managers, Operations Managers, HR

Managers, Account Mangers, International Sales Manager – Business Development, Inside Sales Team,

Key Account Customer Service team, Solopreneurs and Entrepreneurs.

For Whom



Rakesh brings more than two decade-plus of exposure in the full spectrum of Sales, Business
Development, Strategic Planning & Implementation, and Operations function while working with
organization’s like – Desert Line Projects, DULSCO, Tata Capital, Reliance Communications, DHL, Aptech
Learning Services, NIIT, and PYL.

His solutions include comprehensive sales training, sales coaching, and sales management programs.

He measures success by how well our customers achieve their sales goals. Driving real behavior change
and measurable outcomes require a globally proven curriculum, agility, and acceleration through
technology, and expertise to bring change to life in your organization.

As a Learning and Development Consultant, he is passionate about empowering people through adult
learning training and fostering their continuing professional development. He specializes in building
automation, sales process optimization, and closed- loop reporting and love a good whiteboarding
session to bring these to life. He designs and delivers hands-on sales training for Wowrakesh customers
globally.

Helping companies to onboard, retain, and promote great professionals in sales and to help support
human capital to rise within organizations.

FACILITATOR'S PROFILE:



Fee Details: MMA Member Fee:
₹749/-
Including 18% GST

For Registration, Mail us to mma@mmachennai.org
with Your Name, Contact Number & E-Mail ID
(Please await our advice before making Payment)

Non - Member Fee:
₹890/-
Including 18% GST




