11 Ways: How to Talk to

Senior Leaders

Without Rambling or Feeling Intimidated




' Start with
the End

# Before stepping into the
conversation, ask yourself: What is
the key outcome | want? This keeps
you focused and prevents
unnecessary detours.
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9 First 30 sec.
Get to the point.

¢ Don’t bury your key message.
Start with the 'so what' — the most
critical insight — before diving into
details.




o Structure Using the
3C Framework

4 Be Clear, Concise, and
Compelling. Use dataq, or a short
narrative to make your message
easy to follow.
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4 Frame It from
Their Perspective

2 Senior stakeholders care about
impact, risk, and ROI. Speak in their
language by focusing on how your
points align with their priorities.
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5 Energy > Words

# Confidence isn't just about what
you say, but how you say it. Pace
yourself, pause intentionally,
and lower your pitch slightly to

convey authority.




6 Anticipate and
Address Proactively

# Think ahead: What are their
possible objections or
hesitations? Prepare clear, direct
responses to handle pushback

‘with ease.
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7] Don’t Over-Explain

¢ After making a key point, pause.
This signals confidence and gives
them space to respond, rather
than filling the silence with
nervous explanations.
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8 Stories and
Data >Opinions

Senior leaders trust evidence
and results. Back up your points
with metrics, industry insights,
or quick real-world examples
to increase credibility.
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9 Handle Pressure
Tactically

If you need to buy time to think, avoid
filler words. Instead, say:

“That’s a great question- here’s
how I'd approach it...” Or

Here’s what we know so far, and
“here’s what we’re evaluating
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10 Lead with
Solutions

Senior stakeholders value
problem-solvers. If you're raising
an issue, pair it with possible
solutions and trade-offs to keep
the conversation productive.
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11 Close witha CTA

End with clear next steps or a call-
to-action (CTA). Avoid vague
endings - be specific about what
you need from them or what will

happen next.
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Found this helpful?

Repost to inspire your network!

l Save for Later

Follow

for strategies on leadership
growth, communication
skills and personal
development




