Getting Buy-In From Your Boss (or Anyone) Without Grovelling
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One of my coaching clients recently asked me for support on how she could get better buy-in for her ideas from her
rather skeptical, non-communicative CEO. Here are some of the ideas that | recommended.
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12.

Do your homework! Be prepared with any relevant data that supports your case. Put your best foot forward by
thinking of your pitch as a mini presentation. Include charts or an interpretive dance if it will help cement your
position.

Build a coalition of support. Talk to colleagues so you can present a united front. You don't want to come across
as though you are ganging up on your boss but showing that you have the support of other colleagues can help
immensely.

Use "we" language so you don't sound self-serving.

Sell what's in it for them! How will this make their life easier or less stressful?

Link it back to your company's values to demonstrate how your idea is aligned with your company's mission and
values. Show that you are thinking first and foremost of what's best for the company and your customers.

Sell the benefits of implementing your idea, as well as the costs/downsides of not doing it.

Grovel. (Okay, | jest. Save this for extreme situations only.)

Play devil's advocate to show you have done your homework and thought through any potential pitfalls.

Lay out your contingency plan. What's plan B if your idea doesn't work? Can you do a trial test or soft launch to
see if it works?

. Offer "recommendations." Recommending something is a gentler way to introduce a new idea.
11.

Use the word "willing." Everyone wants to be seen as being willing to do something, so asking if they would be
willing to try out an idea can reduce resistance.
Ask for advice. Everyone loves to be asked for advice (especially bosses) so leave room to ask for their advice.
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