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When you lead a creative agency, 
you have the unique opportunity of 
observing and participating in the 
creative process. You know that 
there’s nothing quite as gratifying as 
merging smart strategy, impactful 
visuals, and on-point messaging into 
a brilliant campaign, no matter how 
many rounds, revisions or syncs take 
place in between. 

But there’s also that period before a 
client contract is signed – before any 
creative work can even take place 
– when you’re focused on pitching 
to potential clients. Presenting 
your vision to clients for buy-in is 
a challenging role to tackle; much 
like creating a brand campaign, the 
pressure is on to be communicative, 

foresee any potential obstacles and 
amaze your audience with bright 
designs and sharp insights. 

Achieving buy-in from clients can at 
times be the most challenging part 
of your job. While there is no 100% 
strategy to signing those contracts 
time and time again, here are four 
strategies to make sailing so much 
smoother.
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Achieve Stakeholder 
Alignment

This is a big one – alignment is key 
to any team, project or company. No 
matter how far your lens goes, align-
ment pays off, literally. One study 
found that companies that regularly 
exceed revenue goals were more than 
twice as likely to report high levels of 
alignment. As much as alignment has 
been shown to pay off, misalignment 
has been shown to cost companies 
millions of dollars (yes, really!). In fact, 
a separate report found that roughly 
a tenth of a company’s spending is 
wasted on misalignment. McKinsey 
reports that poorly aligned compa-
nies experience 50% lower returns on 
invested capital and miss out on 18% 
EBITDA overall. 

What does that mean for marketing 
agencies? The research on corporate 
misalignment is vast, indicating that 
misalignment at the stakeholder level 
can stem from a wide range of issues, 
whether they be based on differing 
opinions, miscommunication or even 
a lack of trust between stakeholders. 
Once you’re able to pinpoint such 
concerns, adopt their solutions as a 
part of your overall approach to the 
client. Bring the transparency, individ-
ual accountability and thoughtfulness 
your clients crave to the table. Ap-
pealing to your clients for buy-in will 
be that much easier with their trust in 
your hands.
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https://query.prod.cms.rt.microsoft.com/cms/api/am/binary/RE36vJj
https://www.minsilo.com/organizational-alignment/why-is-alignment-important
https://www.mckinsey.com/business-functions/organization/our-insights/organizational-health-a-fast-track-to-performance-improvement


Remove Silos  
Between Teams

Just as misalignment acts as a bar-
rier within a company, miscommu-
nication can create silos between 
teams. Despite its adverse effects, 
miscommunication is rampant in the 
workplace.
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A recent survey on  
workplace management 
found that more  
than 80% of employees 
polled indicated that 
miscommunication 
occurred within their 
organization either  
occasionally, frequently  
or very frequently.
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https://www.onrec.com/news/news-archive/the-state-of-miscommunication-new-survey-finds-communication-gaps-across


Group conversations and meetings 
were found to be the most likely 
places for such miscommunication 
to take place, signaling the impor-
tance of strong and clear communi-
cation in a larger setting. 

As a creative agency, showcasing 
your knack for clear communication 
is paramount when pitching to cli-
ents. Your ability to dodge miscom-
munication is much like a demon-
stration of your services: when you 
are able to remove silos between 
teams by regularly checking in, en-
couraging questions, hearing out 
concerns and managing resources, 
not only do you demonstrate your 
own individual capabilities, but your 
efforts are also symbolic of your 
company’s work in creative commu-
nication as a whole. Adopting clear 
communication throughout the pitch-
ing process should be on the top of 
your priority list for buy-in.
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Transform Potential 
Pitfalls into Priorities

Every project has its own list of pri-
orities and pain points. Pain points 
are areas that have the potential to 
bring your project to a grinding halt 
or even contribute to overall failure. 
A pain point when pitching to clients 
can be as simple as a faulty calen-
dar integration or as catastrophic as 
not effectively showcasing your past 
work. By missing these steps, you’d 
also be missing out on the opportu-
nity to build rapport, trust and a mu-
tual vision with your clients. 

So how do we handle pain points 
efficiently? Our knee-jerk reaction 
may be to cross our fingers and hope 
for the best, but a simple perspec-
tive change can come in handy here. 
Facing a potential pitfall is the per-
fect trigger for a mindset shift.  

Think of it like this: pain points aren’t 
pitfalls, they are priorities.

By approaching potential pitfalls as 
priorities, not only will you be at ease 
when pitching to clients, but your 
clients will also feel more inclined to 
work with your agency for its fore-
sight in detecting and beating poten-
tial points of failure.
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Turn an  
Overwhelming Project 
into a Tactically  
Solvable One

Ultimately, clients want to know that 
they can trust you with their brand. 
Anything from campaign work to a 
full rebrand requires that the trust be 
maintained throughout the process. 

That’s where the pre-mortem meth-
odology comes in. Designed by 
cognitive psychologist Gary Klein 
over 20 years ago and used since 
then by many of the world’s most 
successful companies, conducting 
a pre-mortem can turn any over-
whelming project into a tactically 
solvable one. With the power to 
revolutionize your approach, internal 
culture and business, Priio®, the 
world’s first platform to help teams 
Beat Failure™, implements the 
pre-mortem methodology to save 
you from misalignment, miscommu-
nication and so much more.
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To learn more about how Priio can 
help you #BeatFailure, visit Priio.com 
to get started.

Interested in a personal demo? 
Please contact Katinka Weber at  
katinka@priio.com

mailto:katinka%40priio.com?subject=

