Influencing Others

The ability to influence other people is an extremely powerful skill. In fact, it is a necessary ingredient in professional and
personal success. Influencing others requires skill in the following areas: communication, listening, persuasion, assertiveness,

negotiation, conflict resolution, and problem-solving. The secret to influencing others is to be able to identify behavioral and
personality styles and know which style to use when and with whom, and learn how to optimize your chances of having the most
influence. The model described in this storyboard has four steps: ANALYZE, LEARN, ASSESS, and REVIEW.

1. ANALYZE i i P Types of influence styles P The use of influencing power P How influence is exerted

4 Influencing is the key to 4 There are several influencing { 4 The power of influence can / heea[ [reed 4 The exertion of influence ,},’Of‘n"fﬁﬁ;ﬁfﬁ; “{,ﬂ,,;“
A effective communication Q ! : styles, each one appropriate s fy be used in four modes: o Pr'gm e";g‘g;;“gﬁ is likely to depend on my work F
“v and relationship-building. g for speci_fic (‘firqu_ms’t’ances: ; > Dependent power (tell me goad;n‘ (Mancj ! the level of cqutious-
A | 4 ¢ Influencing involves = > /'}QQKGSSIEB driving ET}’!)?S what you want) A ~ neﬁ_s, dogmat\t‘[snj, atn? )
Anal an understanding of (forcing, bargaining, bri ing) > Counter-dependent ! achievement “orientation
nalyze the motivations and the > Passive “pulling” styles power (I'm against what of each party.

types and

Y (motivation, enthusiasm,
differences

involvement).

> Analytical or “task” styles
(facts and figures)

> Emotional or “people” styles
(relationships and values)

fears of others.

¢ Influencing is effective
when it is collaboratively
achieved and without
recourse to direct
manipulation or authority.

you want) ¢ Influence is typically er\fhuna st Tfm»ky!

> Independent power (| am

exerted through negotiation ~ f “”‘“”'ﬂ
here; where are you?) i tactics used with fast/
> Interdependent power slow and hard/soft
(I'want from you; what do assertiveness.
you want from me?) [ntevdependent power

Learn || P> “Push” styles of influence P “Pull” styles of influence
1#r a WONDERFUL car— won every ¢ Gelling (emphasis on benefits and ¢ Expert (emphasis on superior
dh Eﬂfﬁnefwmﬂ‘olm‘,ﬁ,ﬁi r:;"ffdy information, with manipulation) - ;: fﬁ{f;:’f’:;:”“* hear3s knowledge) .
drok It o her stock brokerironce @~ 4 Coercive (emphasis on threats all you can 4 4 Educative (emphasis on new
weekperfueme .. and dangers) Fhi worby D\ learning)
Learn about . Ass?.?ivﬁ (emphasis on :;?g;:r {:‘” E y . :Emlptivc)e (emphasis on
repetition carrofdepende eelings
other styles + Rational/logical (emphasis e for et G ¢ Involvement (emphasis on
on analysis) Wotthwhile! sharing)
3. assess | D> Responses and reactions to influence P The skills of influencing
dh ¢ Resistance (attack, silence, GaRY ¢ Listening for facts and AR OF QOURSE ffl see what
squeezed for time) 4 \{). . ) underlying meaning g 704 AN NOW!
A v ¢ Compliance (acceptance, {a/ gy N K ¢ Clarifying and questioning e%__Thank you!
. fqonflr?_watt_lon,(conc?.sspn) T o ) . ?ggllr; urlldttleqrstanglng ol /
legotiation (questioning, eedback through verbal
Assess the idea-generation, disclosure) and non-verbal signals {smt 14,
bes&gmgggce 4 Synergy (discovery, ¢ Summarizing by reflecting the f gﬁ%ﬂ
reflecting, summarizing) other person’s point of view Wreng

P How we are influenced p How we influence others P How influence strategies can be adjusted

4. REVIEW
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Influencing Others: Template

How? How?

Review:
Personal success
Personal biases
Ongoing learning

Analyze:

People’s drives

People's fears
Relationship needs

Influencing Style Map/Grid

Influencing theory
Influencing skills
Influencing techniques

(Where should my influencing strategy be focused on the grid, and why?)
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Understand:

Power relationships
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