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Todayôs Takeawaysé

Meaningful 
Dialogue

Crazy
Alignment
To Wants

Hard 
Wiring

Value Credibility

Trust



The Challenges
With Most Sales VPôs

dISc / ENFJ or ENTJ DISc / ENTP or ENFP



Quality Time?



So What Drives Them Crazy?

о Ψ/ǊŀȊȅΩ /ŀǘŜƎƻǊƛŜǎΧ

Å ¸ƻǳ ŘƻƴΩǘ ǳƴŘŜǊǎǘŀƴŘ Ƴȅ ǿƻǊƭŘ

Å I want ideas

Å wŜŀŘ Ƴȅ ƳƛƴŘΧLΩƭƭ ƪƴƻǿ ƛǘ ǿƘŜƴ L ǎŜŜ ƛǘ



ÁLearning objectives vs.

business objectives

ÁFailure to understand vision

ÁProtective of team

ÁToo quick to say ñNoò

You donôt understand my worldé



I want ideas!

ÁSolutions vs. problems

ÁStories, assets, data, 

lessons learned, results

ÁOrder taker vs. strategist 

ÁBullets vs. paragraphs

ÁDetails, details, details



Read my mindRead my mind

ñIôll know it 

when I see it!ò



What They Want
But rarely shareé

άL ǿƛƭƭ ƴƻǘ ǎƘƻǿ Ƴȅ ǾǳƭƴŜǊŀōƛƭƛǘȅ 
because

LΩǾŜ Ǝƻǘ ŀ ǊŜǇǳǘŀǘƛƻƴ ǘƻ ǳǇƘƻƭŘΦέ  



The Wantsof Sales VPôs

ÁFast and efficient diagnosis of need

ÁClear plan of action

ÁAlignment with metrics

ÁMitigate my risks and protect my reputation

ÁPrepare me for senior management meetings



The Wantsof Sales VPôs

ÁFresh ideas backed up with evidence

ÁMake me look smart and thorough

ÁAir cover to hit revenue targets

ÁAbility to operationalize new skills



How Are You Viewed By The VP of Sales?



Three Levels of Positioning

1. Training 
Procurement

Ok

2. Training 
Resource

Better

3. Strategic 
Advisor

Best



Reaching Strategic Advisor Status


