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NINE SUREFIRE WAYS
TO GET CEO SUPPORT FOR 
YOUR IDEAS
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Ever feel like you need to be extreme to be heard at work?

Before you grab the megaphone, take up yodeling or throw an all-out fit, 
check out these nine proven ways to get the support you need:

1. CHART THE COURSE

It is so difficult for executives and busy marketers alike to carve 

out time to clarify strategic objectives, but it can make or break an 

entire year’s worth of projects. 

Seek a meeting with the executive team to clarify and provide  

pre-approval on the year’s goals. 

Examples may include:  

  • To grow sales by a certain percentage 

  • To be seen as a resource (on the path to thought leadership)  

  • To attract more and better talent to your team 

  • To shift your business into a new area

These types of goals should be the driving force. If you have pre-

approval on these, you can go back and point to the list to show 

how your work supports the pre-approved goals, or even how some 

of their requests may detract from the achievement of these goals. 

The underlying question is always, “Why are we doing this?”

2. WALK IN HER JIMMY CHOOS

What does your boss really care about? 

Consider these questions when you put yourself in the boss’ place: 

  • Reducing expenses? 

 • Growing sales? 

  • Making things more efficient? 

  • Being a vocal leader in the industry? 

  • Leaving a mark? 

  • Getting promoted? 

  • Building the team and the culture? 

  • Not running dad’s company into the ground?
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This list may contain the same goals as those we’ve just discussed, but there are always 

personal motivations involved that may influence her decisions.

Don’t overlook the personal, social or emotional side of your boss.

3. THE WHO’S WHO: “INVITATION ONLY”

Determine who the stakeholders are. Who will be impacted the most? Whose support do 

you need? Who else could contribute to refining the idea?

Ask the leadership to agree on who should be involved during each portion of the project.  

If you can get your decision-makers to limit outside opinions, you can streamline your 

team’s workflow and cut down on frustrating revisions.

4. SUPPORT YOUR IDEA

Pull a few statistics. Look for examples where your initiatives 

have worked for other companies. List the pros and cons.

Once you have created interest by aligning with your boss’ 

goals, you need to shift gears and remove his fear of change. By 

providing proof that your idea has merit, you make it easier for 

him to say yes. 

5. SAVE THE DETAILS FOR THE MEETING

Don’t be led into providing your initiatives and thoughts via email. Most bosses are 

incredibly busy, and most try to speed through their inbox. 

Utilize email to build curiosity and show why your initiative is exciting, useful or will 

provide a return. Get them interested, then secure a meeting time where you can  

roll out the details.
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6. PREPARE YOUR PRESENTATION AND APPROACH

The actual presentation of your ideas doesn’t have to be formal. Often a collaborative 

approach with a whiteboard, notepads and pencils will win the day; however, informality 

doesn’t necessarily mean ill-prepared.

 •  Pay attention to the flow of your message. Follow a process that begins with their 

objectives (see tips 1 and 2) and lead them to the idea by reminding them of what they 

care about.

  • Speak their language, not marketing jargon.

  •  Always insert space for ideas (see tip 3). Research shows 

that a collaborative pitch wins the day.

  • Be specific in your request. Know the next steps and what you need to proceed.

  •  Respond appropriately. When you present your idea, answer your boss’ questions 

patiently and with respect. You don’t have to have all of the answers. Her questions and 

feedback will likely strengthen your idea when it gets approved.

  •  Learn the power of the pause. Silence is essential for agreement. In our attempt to make 

the boss happy, we often fill in the blanks for them and feel the need to act like we already 

know what he’s going to say. Ask the questions and let him answer. 

  • Ask questions. Plan to engage your boss by preparing questions in advance.

7. AVOID “MY WAY OR THE HIGHWAY” THINKING

In the product development world, there is a concept called the “minimum viable product.” 

It refers to launching a product with only the core features that will provide you maximum 

feedback and insight with the least cost and effort. If you apply this approach for your 

marketing efforts, you may be able to separate the mission-critical elements of marketing 

requests from the rest.

Look for opportunities to: 

  • Phase ideas 

 • Experiment on a smaller scale 

 • Allow ideas to incubate and evolve 

  • Get your boss to focus on launch vs. ideation

“Silence is 
essential for 
agreement.”
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8. COMMUNICATE PROGRESS AND RESULTS

As they say, what gets measured, gets managed. Identify up front what milestones and 

metrics you will be tracking and build them into the process. By simply implementing a 

plan for reviewing results, everyone involved is more likely to stay on track. In addition, by 

communicating the results, both good and bad, you are showing your boss that you can be 

trusted. 

When you measure and report, you are creating two points of success. The first is whether 

or not the initiative worked; the second is applying what you learned to make the next 

project better. 

9. DON’T GIVE UP

Sometimes ideas just need to simmer. Some days your boss will have other items that 

take priority. Implement the changes that you can make yourself, remain optimistic and be 

consistent. Your efforts and approach will eventually draw attention. 


