An average of four decision-makers are now involved in the buying process!
Understanding each stakeholder's unique needs, pain points, communication
preferences, and more are integral.

While this may differ between every business and industry, we’'ve compiled a
quick guide that provides insights into the common characteristics of the C-suite.
Whether addressing a CEQ's strategic vision or a CFQO's bottom-Lline concerns, our
guide is on hand to help you tailor your approach.

By preemptively addressing key issues with gatekeepers or providing targeted
content, you can streamline the sales process and drive meaningful engagement
across all levels of the organisation.



Chief Executive Officer (CEO)

Goals and objectives
Expanding market share, entering
new markets, sustainability.
Decision-Making Process

Final approval on significant investments,
strategic alignment.

Industry Trends

Financial regulations, economic
forecasting, technology in finance.

Communication Preferences
Detailed financial projections,
data-driven.

Success Stories/Case Studies
Cost-saving initiatives, financial
turnaround stories.

Motivations

Cost savings, financial optimisation,
investment returns.

Pain Points

Budget constraints, financial
risks, compliance issues.

Considerations

Emphasise the ROl of your
solution, cost savings.

Key Performance Indicators
Cost savings, ROI, cash flow.

Motivations

Company growth, innovation,
market leadership.

Pain Points

Market competition, economic uncertainties,
innovation challenges.

Considerations

Highlight how your solution aligns
with their vision for growth and innovation.

Industry Trends

Emerging markets, sustainability, digital
transformation.

Communication Preferences
High-level summaries, strategic impact.

Success Stories/Case Studies
Examples of transformative outcomes in
similar industries.

Key Performance Indicators

Revenue growth, market share,
investor satisfaction.

Goals and objectives

Financial stability, risk management,
profitability.

Decision-Making Process
Evaluates financial implications,

ROl analysis.
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Chief Financial Officer (CFO)




Chief Technology Officer (CTO)

Goals and objectives
Innovation leadership, technology
infrastructure, data security.
Decision-Making Process

Technology strategy alignment,
future-proofing.

Industry Trends

Supply chain innovations, process
automation, lean methodologies.
Communication Preferences
Process diagrams, case

studies, efficiency metrics.
Success Stories/Case Studies
Efficiency improvements,

scalability successes.
Motivations

Operational efficiency, scalability,
process optimisation.

Pain Points

Inefficiencies, high operational

costs, scalability issues.
Considerations

Demonstrate productivity improvements,
cost reductions.

Key Performance Indicators

Operational costs, efficiency
metrics, scalability.

Motivations

Technological advancement, digital
transformation, cybersecurity.

Pain Points

Outdated technology, security vulnerabilities,
integration complexities.
Considerations

Focus on innovation, security
features, integration capabilities.
Industry Trends

Al and ML advancements, cyber-
security threats, cloud computing.
Communication Preferences
Technical details, whitepapers,

tech impact analyses.

Success Stories/Case Studies
Technology transformations, security
enhancements.

Key Performance Indicators

Innovation rate, system uptime,
security breaches.

Goals and objectives
Streamlining operations, enhancing
productivity, sustainability.
Decision-Making Process

Oversees implementation,
operational viability.

Chief Operating Officer (COO)




Chief Marketing Officer (CMO)

Goals and objectives

Brand leadership, digital presence,
market penetration.
Decision-Making Process

Marketing strategy alignment, brand
consistency.

Industry Trends

Remote work dynamics, employee
wellness, diversity and inclusion.
Communication Preferences
Employee stories, culture impact
assessments.

Success Stories/Case Studies
Talent retention successes, culture
transformation stories.
Motivations

Workforce development, employee
satisfaction, talent retention.

Pain Points

ITalent acquisition, low
engagement, compliance issues.
Considerations

llustrate HR process improvements,
engagement strategies.

Key Performance Indicators
Employee retention rates,
engagement scores, hiring metrics.

Motivations

Market share growth, brand
recognition, customer engagement.
Pain Points

Ineffective marketing strategies,

low ROI, customer acquisition.
Considerations

Show marketing impact, brand
enhancement, engagement strategies.
Industry Trends

Digital marketing trends, customer
experience innovations.
Communication Preferences
Visual presentations, success stories,
market insights.

Success Stories/Case Studies

Market share growth, successful campaigns.

Key Performance Indicators

Brand awareness, customer acquisition
costs, ROI.

Goals and objectives

Talent management, culture building,
compliance.

Decision-Making Process

Workforce planning, cultural fit, legal
compliance.

Chief Human Resources
Officer (CHRO)




Director/Head of Sales

Goals and objectives

Sales growth, market expansion,

sales team development.
Decision-Making Process

Sales strategy development, performance
metrics.

Industry Trends

Customer service innovations,
engagement strategies.
Communication Preferences
Customer feedback summaries,
success stories.

Success Stories/Case Studies
Customer satisfaction achievements,
churn reduction stories.
Motivations

High customer satisfaction, product/
service adoption, reducing churn.

Pain Points

Customer complaints, low adoption rates,
high churn rate.

Considerations

Improve customer satisfaction, product
adoption strategies.

Key Performance Indicators
Customer satisfaction scores,

retention rates, upsell rates.

Motivations

Achieving sales targets, market
expansion, sales team performance.
Pain Points

Lead quality, sales process
inefficiencies, customer retention.

Considerations

Highlight lead generation quality,
sales efficiency improvements.
Industry Trends

Sales technology advancements,

customer buying behaviours.

Communication Preferences
Sales metrics, strategy presentations.

Success Stories/Case Studies
Sales performance improvements, market
expansion stories.

Key Performance Indicators

Sales growth, lead conversion rates,
customer lifetime value.

Goals and objectives

Enhance customer loyalty, improve
service quality, increase upsells.
Decision-Making Process

Customer feedback analysis,
success metric evaluation.

Director/Head of
Customer Success
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Additional resources

Blog: How to generate more Blog: Ultimate guide to multi-
B2B sales leads channel prospecting

The State of Prospecting 2024



https://sopro.io/resources/whitepapers/the-state-of-prospecting-24/
https://sopro.io/resources/blog/how-to-generate-b2b-leads/
https://sopro.io/resources/blog/guide-to-multi-channel-prospecting/
https://sopro.io/resources/whitepapers/the-state-of-prospecting-24/
https://sopro.io/resources/blog/how-to-generate-b2b-leads/
https://sopro.io/resources/blog/how-to-generate-b2b-leads/
https://sopro.io/resources/blog/guide-to-multi-channel-prospecting/
https://sopro.io/resources/blog/guide-to-multi-channel-prospecting/

