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Why should you care about  
getting what you need from VIPs*?

When I speak to entrepreneurship classes, lead Venture Superfly 

seminars, or o!er one-on-one consulting, one of the most useful tips I 

o!er is how to approach VIPs—and get what you need from them—even 

if they don’t know you from Adam.

Requesting things is a critical entrepreneurial behavior and skill. 

If you don’t ask, you don’t get. When you’re an entrepreneur with limited 

resources, it’s important to get out of your comfort zone and get things 

done. Key opportunities might include requesting a sales meeting from 

a busy company president, or asking for money from an influential 

investor. Additionally, even if you’re not an entrepreneur, this technique 

can apply when asking for more vacation time from your employer, or 

when asking a spouse to address touchy subjects.

This guide highlights a two-step method that I’ve used for VIP cold-calls 

and face-to-face situations for over 15 years. It has delivered an 80%-

plus success rate.

It can work for you, too.

*VIP = Very Important Person
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Dissipate Your Fear by Preparing 
Your Mindset (5 to 10 minutes)

Aim for gaining respect. Your main goal should be to get the VIP to 

agree to your request. Your secondary goal, however, is to have the VIP 

respect you as a result of your interaction. By aiming for respect, your 

approach will be better crafted in a way that garners the respect you 

desire. To do this, act as if you’re at the same professional level as the 

VIP. Additionally, show respect to your VIP (through professionalism, 

courtesy, quickly getting to your point, etc.), and you have good chance 

of receiving respect in return.

Welcome the possibility of rejection. Get comfortable with the idea that 

your request might be rejected. In fact, expect rejection. Strange as it 

sounds, doing this will help you understand that you have nothing to 

lose, and everything to gain, from your upcoming attempt.

Before you inquire with the VIP, briefly simmer in and feel the fear of 

possible rejection. Feeling the fear helps demote it. Getting familiar with 

the fear helps you realize that you can make it secondary to your main 

purpose. Deal with your fear before you act. This will help you avoid 

exhibiting the fear to the VIP.

Step 1 of 2

TIP
Act as if you’re at the same professional level as the VIP.

To successfully approach a VIP to request something,  
spend five minutes preparing your mindset. Do these things:
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Remind yourself about why you’re doing this. Ask yourself the bigger, 

more motivating and more personal “why.” A smaller why (e.g. if you’re 

seeking to raise capital) might be to get funds to pay for more 

employees, marketing or product development. The larger why, 

however, is the most important. This should be something that is more 

personal to you, such as creating a legacy for your family, or leading a 

special cause that’s bigger than yourself.

TIP
Identify a larger purpose to strengthen your motivation.

Ask yourself if you really want to accomplish your goal. (i.e. get the 

meeting, investment, or pursue your personal mission). If you really 

want it—if your bigger “why” is strong enough—then commit to doing it. 

If your bigger purpose is weak, then don’t do it. It’s critically important 

to conclude that you really want it—because if you do, then you can 

muster the moxie to do it.

Realize that risk-aversion can lead to regret and mediocrity. Choose 

to live a more experimental life—one that challenges you to grow 

through trial and error. Most people, late in life, regret what they haven’t 

done more than what they have done. Avoid future regret. 

TIP
Feel the fear before you act. It can help demote anxiety.
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Find your confidence. If you don’t feel confident, take quick inventory of 

what makes you confident and borrow that (whatever it is) to be 

confident. Additionally, with a positive attitude, say things to yourself 

such as “I love my life, I love what I’m doing, so why not me?,” “I am a 

confident person because of X, Y and Z,” “I intend to bring people 

unique opportunities,” “Meeting new people is fun and interesting,”  

etc. Your mind-set should be professionally service-oriented towards 

the VIP. 

If you cannot find a source for your confidence, behave like you have it 

by acting like a confident person for the next minute or two of VIP 

interaction. It’s only a couple minutes. You can do it.

TIP
Your mind-set should be professionally  

service-oriented towards the VIP.

Determine if you deserve to get what you want. Think of the many 

ordinary people that reach meaningful life or entrepreneurial 

milestones. Then ask yourself, “why not me?” Think, “if person X has 

done this or that despite their challenges of A and B, ‘why not me?’”

Why not you? You certainly deserve what many other ordinary people 

achieve, right?
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Draft a Communications Strategy 
(5 to 20 minutes)Step 2 of 2

This second part is called the Communications Strategy. The format 

(usually referred to as a “Creative Brief”) was originally designed for 

creating advertising that influenced people to act in a certain way (i.e. to 

buy brand X of shampoo). It’s a method that I repurposed from when I 

worked at two advertising agencies.

To draft a strategy, I usually scribble my thoughts to key questions just 

minutes before I request something from a VIP. (I might use a napkin or 

my smart phone, whatever’s available at the time.) The process of 

writing—instead of just thinking—has benefits, because writing helps 

you focus. 

Writing a strategy is better than just thinking 

about a strategy. It helps you focus.

This planning approach doesn’t need to be time-consuming. 

Spend just 5 minutes jotting answers to these questions. It can 

deliver huge results.
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The strategy has several parts:

What’s the situation?

Who am I talking to?

What must my communication accomplish?

What’s the key idea to be communicated?

Why should he or she believe this?

What is my personality?

Executional considerations

What’s the situation? This first step helps put the opportunity into 

context. It helps you focus on collecting the most relevant material 

about the situation to guide your execution. How you frame a situation 

is enormously helpful. It drives how you’ll shape your strategy in the 

following sections. It gets your head in the game, helps you concentrate, 

and crowds out other mental noise that might distract you from reaching 

your objective.

EXAMPLE
Several years ago, I spotted Lyle Berman in a crowded 

restaurant. Lyle Berman is a successful and well-known 

businessperson and investor based in Minneapolis. He has 

been the CEO and Chairman of several successful retail 

chain stores, the owner of a casino management company, 

and the founder of the World Poker Tour. 

Despite never meeting Lyle before, I thought this was a 

unique opportunity for me to request a meeting. The 

company I partially owned needed investment capital, and 

Lyle had deep pockets as well as access to product 

distribution. 
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My primary objective was to get Lyle to schedule a meeting. 

To do so, and to frame my thoughts before I approached him, 

I asked for paper and a pen from the restaurant host and 

scribbled these thoughts: 

Situation: 

1. we need investment capital for our company

2. we need to increase product sales and he has 

distribution channels to sell our product 

3. he has access to 1 and 2 above

4. we’re in a crowded restaurant, so approach him with a 

courteous, buttoned-down message

5. he is a busy executive chatting with another person in 

a dining booth, so be respectful of his guest

6. he might be interested in business opportunities that 

could benefit him

Who am I talking to? This is the section where you put yourself in your 

prospective VIP’s shoes, and define him or her in real, human terms. 

This is when you put your empathy hat on, when you think about the 

VIP’s situation, both generally and specifically.

EXAMPLE cont’d

TIP
Carefully observe the situation and think 

about your relevant points. 
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What must my communication accomplish? This third category is the 

specific “results I seek” part. This is your focal point. It needs to be razor 

sharp. It forces you to define what you really need to walk away with 

after talking with the VIP.

If you’ve never met the VIP, he needs to perceive it as a low-risk 

request. And make your point early, within the first 10 seconds. If your 

goal is to schedule a meeting, request a “5-minute meeting” instead of 

a loose-ended meeting with no time limit. When you get the meeting, of 

course, stick to the 5-minute limit.

EXAMPLE
My ultimate goal was to get Lyle Berman to agree to 

schedule a 5-minute meeting. (This is what I wrote on my 

piece of paper.) Additionally, I added that I must do it in a 

way where he respected me, liked me, and looked forward to 

developing a relationship with me.

EXAMPLE
In the Lyle Berman case, I thought about and jotted down:

1. how busy he might be

2. how he might not want to be bothered by a stranger 

during lunch, but also

3. how he might appreciate being o!ered a unique 

business opportunity. Finally, I considered that, 

because of his VIP status, 

4. most people might be scared of approaching him; 

however, he might respect a young entrepreneur who 

has the guts to professionally approach him in a 

crowded restaurant.
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What key idea do I need to communicate? The key idea relates to what 

you’re specifically o!ering the VIP. In the Lyle Berman case, as in most 

cases, I asked myself, “what’s in it for him? What’s his benefit?” 

The stated benefit that I o!ered Lyle was that, “With the right 

resources—participants could possibly be a part of the next bottled-

water growth phenomenon.” Our company wasn’t bottled water (as he 

could see when I demonstrated the product), but we were creating an 

all-new category of similarly healthy consumable products. As a 

businessperson, Lyle understood the tremendous growth success of  

the bottled water industry, and he was intrigued by my o!er and  

our product.

More generally, however, successful people want to join forces with 

other winners. So, through my actions, I signaled to him that I was 

o!ering a potential successful business relationship.

TIP
Your VIP needs to perceive your inquiry as a low-risk request.  

Don’t overreach. 
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EXAMPLE
Before walking up to Lyle Berman, I went out to my car to get 

a sample of our product, a brochure, and a mini business 

plan. When I spoke with Lyle, I quickly showed him the items 

to attract his interest. Additionally, after I expressed my key 

idea above, I engaged him by mentioning that we had “sold 

faster than Red Bull energy drink” (a fact, of course) during 

tests in well-known retailers such as Dick’s Sporting Goods, 

7-Eleven Stores and the W hotel chain.

Why should he or she believe this? This section provides support 

to your key idea above. Most people will believe you if you are 

acting with authenticity, trustworthiness, professionalism, and for 

the benefit of others. Additionally, your support points should be 

honest and motivating.

Executional Considerations. This section helps you think through how 

you’ll execute your request. It includes everything from how to navigate 

a crowd, how to choose your opening and closing sentence, how to 

prioritize your message points, how to time your approach, etc. 

Keep your approach brief, easy-to-understand and courteous. You want 

to get in and out smoothly, preferably under 60 seconds. Use an 

acronym to help you remember your points, and practice them several 

times before you act. If you’re waiting to speak to someone in a crowd, 

wait for a lull in the conversation before you introduce yourself. Make 

soft, friendly eye contact. O!er a genuine, warm smile. If you’re talking 

on the phone, it is equally important to smile, because the listener can 

better sense the professionalism and sincerity of your call.
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What is my personality? This is the section for you to think through your 

most influential and authentic personality traits. In the Lyle Berman case, 

I chose to emphasize several personality traits. 

I aimed to be:

Courteous

Respectful

Considerate

Trustworthy

Honest

Clear, up-front

At his professional level

Confident

Generally, these are the qualities I try to convey when I meet with any 

VIP, whether it is through an email, a phone call, or a face-to-face 

meeting. Most VIPs appreciate those who act in this manner, regardless 

of the request.

TIP
Get in and out smoothly, preferably under 60 seconds.
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How did my Lyle Berman encounter work out?

During our 60-second conversation, he did grant me a meeting. He 

suggested that I call his assistant and get on his calendar. We met at his 

o"ce a few weeks later.

This two-step approach has worked for me incredibly well in countless 

other VIP situations. It will help you, too, by improving your 

concentration, defining your desired outcome, and planning your 

executional strategy.

Use the creative brief template, on the next page, to plan your next VIP 

phone call, email, or face-to-face meeting.

Need to learn more? Want additional coaching tips?

Have trouble submitting through Adobe? Try emailing at  

inquiry@venturesuperfly.com

For more information about Venture Superfly, click here:  

www.venturesuperfly.com

Conclusion

Learn More
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