
1 Personalized
communications by
account, executive
and channel

2 Validated and
compliant senior-
level contact data
across targets

3 Experienced
professionals making
an informed
recommendation

4 Tight governance of
the introduction
process and
experience

SERVICE  BROCHURE

Strategic
Engagement and
Executive Access
Connecting with senior executives through research-led messaging,

validated access routes and managed outreach that creates the conditions

for meaningful first conversations.



PURPOSE

Turning relevance into real
executive conversations.

Large sales opportunities depend on access to senior decision-makers, but that

access is difficult to secure through conventional outreach. Contact data becomes

outdated, messages are filtered by assistants or communications teams, and generic

campaigns rarely create enough trust to justify a meeting.

Strategic Engagement and Executive Access combines tailored communication,

validated executive data, senior-level contact and managed coordination so that

relevant opportunities can progress into properly prepared conversations with the

right people.

SERVICE  DELIVERABLES

What the client receives.

The service provides tailored messaging across the appropriate channels, validated

contact data for agreed executive roles, and operational support designed to secure

and complete exploratory engagements with senior decision-makers.

Depending on programme design, deliverables can include letters, email and

LinkedIn variants, executive contact validation, full process tracking and reporting,

scheduled meeting support, personalised agendas, reminders, briefing materials and

post-engagement follow-up communications.

CLIENT  BENEFIT

Better engagement with the people
who decide what happens next.

The service improves the quality of first contact by aligning the message to the

account, the individual executive, the channel and the stage of engagement. That

makes it easier to stand out from high-volume outreach, avoid the impression of

scripted selling and create a basis for trust.

It also reduces the operational burden on internal teams. Contact validation,

communication sequencing, follow-up, scheduling changes, reminders and briefing

materials are handled within one managed process, so your teams can focus on the

substance of the opportunity rather than the mechanics of access.

Executive access is more likely when the message is relevant, the route to the

individual is valid, and every interaction is handled with discipline and credibility.

STRATEGIC  ENGAGEMENT  AND  EXECUTIVE  ACCESS  PRINCIPLE



HOW  IT  WORKS

Engagement built on messaging, access and governance.

The service begins with bespoke messages developed around the priorities, circumstances and likely concerns of the target

accounts and executive audiences. The objective is not to broadcast capabilities, but to communicate a point of view that is

relevant enough to earn attention.

That communications foundation is then paired with executive research to identify the right individuals, roles and compliant

contact data. Communications professionals make direct contact using a personalised recommender approach, and

operations support manages the process through to the agreed meeting.

Interpretation through three connected components.

The service works as a connected sequence rather than as isolated activities. Message quality, route to access and delivery

discipline each affect whether a senior executive decides that a first conversation is worth taking.

A
Access

Validated senior-level contacts,

compliant data sources and direct

communication routes that improve

the odds of reaching the intended

executive rather getting blocked at

the gate.

M
Message

Bespoke communication tailored by

account, executive, channel and stage

of engagement, using facts and context

that connect the proposition to the

target’s priorities.

G
Governance

Managed sequencing, logistics,

reminders, briefing materials and post-

engagement coordination that preserve

a high-quality executive experience

from start to finish.

Communication is adapted to channel and stage.

The communications approach is multi-touch and multi-channel, but not all channels are used in the same way. Physical

letters can provide an effective first contact because they are rare, more likely to be opened personally and useful as an

anchor for later calls. Email and LinkedIn are often more effective later in the sequence for confirmation, agendas, reminders

and post-meeting follow-up.

Templates make the process scalable, but they are personalised for each target and reviewed against the client’s brand,

value proposition and executive audience. Facts, figures and references to company-specific issues are used where they

strengthen relevance and credibility.

Executive access requires trust, not scripts.

Senior executives tend to disengage when they feel they are being sold to through a transactional sequence. For that reason,

the engagement model uses experienced professionals who can have natural, informed discussions rather than relying on

rigid call scripts.

This recommender stance helps establish credibility, surface areas of shared interest and improve the likelihood that an

exploratory meeting is seen as worthwhile. When interest is secured, the interaction can also produce useful insight into the

themes that matter most to the executive.

Access improves when communication feels specific, contact data is reliable, and the whole
experience respects the time, priorities and expectations of senior executives.

Periphas Strategic Engagement and Executive Access


