
Maybe there was a day when the CEO or 
members of the C-suite spoke and those 
messages were amplified up and down  
the organization. Well, if there was such  
a time, those days are long gone.

The noise level inside companies today is 
louder than ever before. Thus, making it 
more difficult for C-level executives to get 
“messages that matter” to stick and  
ultimately have a lasting impact on  
business performance.
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That’s why it is time for C-level executives to get serious about 
communication pull-through and activation strategies.

What is that? It’s the disciplined and sustained  
process that ensures strategic messages are heard,  
embraced and ultimately acted upon at every level  
of the organization.

Think about it. How detailed, disciplined  
and sustained was your “pull-through and  
activation” process when you rolled out  
strategic corporate priorities for this year?  
What about your new brand promise? What 
about changes in the company’s go-to- 
market strategy?

If you’re like most executives, you gathered top-tier 
leaders from across your organization and shared this 
message with them at an event or meeting. From  
there, you assumed leaders would passionately and  
consistently share that message throughout their area  
of the business. Maybe you even sent out a company- 
wide email. Well, having worked with large, complex 
organizations for more than 15 years, we can tell  
you … this doesn’t cut it.

The message … is NOT communicated correctly.

The message … is NOT shared persistently.

The message … is NOT acted upon by frontline employees.

The message … does NOT deliver desired business results.

This doesn’t mean your leaders are incompetent. It 
means they are busy. It means they need help. It means 
they must have the communication tools, air cover and 
support it takes to deliver the message in a way that  
it sticks.

As a C-suite executive, that’s your job. You have to 
ensure there is a disciplined, persistent communication 
pull-through and activation strategy in place to ensure 
critical business initiatives are a success.
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What does a pull-through and activation strategy include?

There are five key components …

Story: time and energy to formulate and crystallize a clear,  
 compelling message.

 Sequence: a communication roadmap that ensures the story  
is compartmentalized into bite-size chunks and delivered in  
an intentional and highly sequenced manner.

 Strategy: a plan that targets and tailors the message for  
relevant roles and areas of the business.

Structure: a disciplined communication cadence that ensures  
  the message is heard, internalized, understood and activated  
  by all critical stakeholders.

Statistics: a method for measuring absorption, retention and  
  activation in specific areas of the organization.

In today’s noisy, constantly changing, high-speed business environment, you 
have to realize that critical messages don’t cascade … they don’t translate 
into action … they don’t impact business results ... without comprehensive 
communications management.

So, if you want strategic messages to get across and your corporate 
initiatives to be a success, you need to have a pull-through and  
activation strategy in place. You need a partner with the communication 
expertise and methodologies required to engage and activate  
employees in a way that positively impacts business performance.

OnMessage has been working with C-level executives  
to successfully design and execute strategic  
messaging and communication initiatives for more  
than 15 years. We have the disciplined methodologies, 
tools and expertise your company needs to ensure  
strategic business initiatives are a success. To learn  
how we can help you align and activate your strategy 
and story, visit www.itsonmessage.com.

http://www.itsonmessage.com


This article is an excerpt from CEO Communicator, the monthly magazine published by OnMessage.  
This publication is specifically for C-Suite and Communications Executives who want to improve 
organizational clarity, alignment and performance. To download full issues of CEO Communicator 
Magazine, go to www.itsonmessage.com.

About the Author:

 

                      James F. O’Gara
          CEO and Founder
          OnMessage
 
James F. O’Gara is the CEO and Founder of OnMessage a leading B2B Communications Consultancy. Mr. O’Gara has spent thousands of 
hours formulating winning go-to-market strategies and stories for dozens of Fortune 100 companies and hundreds of high-growth businesses. 
O’Gara’s expertise in go-to-market strategy development, Voice of Customer research, messaging and positioning, as well as customer- 
centric culture development, has earned him the respect of executives around the world. His ability to breakdown strategy, sales, marketing 
and positioning challenges in complex industries has been invaluable to CEOs, CCOs and CMOs at a number of leading companies. James is 
also an active member of the Forbes Communications Council and his thought leadership often appears on Forbes.com.
 
Contact James directly at:

About OnMessage:
OnMessage is the B2B communications consultancy executives call when it counts. When strategic shifts in the business take place, when  
financial performance is on the line and when the message absolutely must deliver material business results. OnMessage specializes in  
helping C-suite and communications executives …
 

> Reposition and differentiate their businesses
>  Produce laser focused messaging / positioning for new product and service launches
>  Establish clear, compelling messaging for specific industries and geographic markets
>  Communicate changes in vision / strategy or leadership inside and outside of their organizations
>  Develop effective communication programs in support of M&A integration and other organizational changes

 
For the last 16 years, OnMessage has earned trust and respect from executives around the world.
 

>  Trusted Advisor to 100’s of C-Suite Executives
>  500+ B2B Mid-Market and Fortune 1000 Companies Served
>  600+ Strategic Messaging Engagements Delivered
>  +250 Successful Product Messaging/Positioning Platforms Developed
>  75+ Years of Combined M&A Communication & Integration Experience
>  50+ Years of Combined Organizational Communications Expertise
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Let us earn your trust. Request an engagement briefing and learn more about our firm at www.itsonmessage.com.
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