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Building the Essential Skill 
of Influence

T A M M Y  L I V E R S
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“One of the 
Essential skills for 
leaders at all 
levels”

F O R B E S  M A G A Z I N E

Presenter Notes
Presentation Notes
TAMMY

Forbes Magazine says it is one of the Essential skills for leaders at all levels
WHY
Change is happening at breakneck speed:
Consolidation
Mergers
Acquisitions
Technology/IOT
Matrixed originations
More team based models
Importance of Diversity of Thought
More flat organizations

Its no longer the traditional model of the person with biggest title has the 
Biggest influence, it’s the person with the most influence who is likely to hold the power.  So think about a real live example of this….maybe a personal one, who is someone that has impacted your personal or professional life that maybe you never even met…for me its people like Maya Angelou.  I never met her but she has had a profound influence on me and how I conduct my life.  In my world she is a leader.
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A U T H E N T I C I T Y

L I K E A B I L I T Y

The Influence 
Essentials

T R A C K  R E C O R D A B I L I T Y  T O  
C O M M U N I C AT E

Presenter Notes
Presentation Notes
TAMMY 
Forbes….to be an effective influencer, you need both substance and style. Without a solid foundation of credibility, even the most interpersonally adept leaders will fall short. On the flip side, highly credible people can struggle with influence if they don’t understand the interpersonal dynamics at play
Can you think of a time you had to implement something for someone you didn’t like or respect?  How did that make you feel, would you have done better if you did like them or respect them?
Can you think of a time that you had to do something for someone you didn’t trust or maybe had not proven themselves?  If you didn’t believe in the person how did that make you feel about the project or the goal?  When you embark on a project or a task for someone you trust, you like and you believe in the vision they communicate you do a better job
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Emotional Intelligence and Influence

SELF
AWARENESS

SOCIAL 
AWARENESS

SELF 
MANAGEMENT

RELATIONSHIP 
MANAGEMENT

Manage your 
emotions

Motivate 
yourself

Know your 
emotions

Recognize & 
understand 
other people's 
emotions

Manage 
relationships 
(others' 
emotions)

EMPATHY

- Communication

Presenter Notes
Presentation Notes
Empathy - A key part of EQ that helps you create meaningful connections with others. Compassionate empathy is a form of empathy that shows concern for someone and takes action to support them.
Self-awareness - Helps you understand yourself better and be more confident in your strengths and abilities. This can help you make better decisions.
Self-management - The ability to manage your emotions during difficult situations and maintain a positive outlook. This can be especially important for leaders in challenging business situations.
Social awareness - Focuses on others, including the ability to express empathy and understand their emotions. This can help you support others through change.
Communication - Clear and meaningful communication can help you understand your own emotions and thoughts, which can foster self-awareness
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Focus: Be 
Intentionally 

Aware

Develop 
Relationship: 

Connect & 
Collaborate

Be Mindful: 
Reflect, 
Review, 

Respond

Pay Attention: 
Capture; 
Clarify

Communicate 
with Empathy

Enhancing Emotional 
Intelligence
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The Three 
Cs of 
Emotional 
Intelligence

Consciousness – 
being mindful of your 
emotions, being self-

aware so you can 
identify how your 
emotions impact 

others.

Compassion – being 
empathetic towards 
others. Having the 

ability to identify with 
and understand the 
wants, needs, and 

viewpoints of those 
around you. 

Connectedness – the 
ability to get on with 

others.

What daily practices do you use to demonstrate the 3 C’s?
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Authenticity: 

Embracing 
Your Style

ASSERTING

CONVINCING

NEGOTIATING

BRIDGING 

INSPIRING

Presenter Notes
Presentation Notes
in 2009 and 2010 Discovery learning Inc and Innovative Pathways conducted research to identify and measure influence styles.  They created five categories.

We don't have just one style, but there is likely one style you are more comfortable in than others.  
As I go thru these 5 categories, think about your own style and create your own "color pallette" 

ASSERTING - RED - Johnny, Richard
If you’ve ever heard someone say something like  “The policy requires that …” or “I am 100% certain …” 	then you’ve seen the asserting style in action. 
Asserting influence tactics include:
Advocating by debate.
Insisting your ideas be heard.
Challenging the ideas of others.
Loudest voice in the room
Johnny hold up the "wait a minute" finger

CONVINCING - BLUE - Andy
use logic and data to persuade. .... numbers and facts....spreadsheets and ppt
say things like “The experts say …” or “Our analysis shows that …” 
Key rationalizing/convincing style tactics include:
Using expert views and historical data to build a position.
Suggesting logical solutions to problems.
Citing relevant facts and data.

NEGOTIATING - GREEN - Oriatti
say things such as “Let’s agree to discuss this later when everybody is calmer” and
	if....then   “If you will …do this... then I can …do that...” or
	"what this means to you is..." or "how about we...."
Negotiating tactics include:
Agreeing to compromises, concessions and trade offs to satisfy your greater interest.
Exchanging favors to get things done.

BRIDGING - PURPLE - Carol, KJ
Leaders use bridging when they want establish a sense of mutual interest or rapport. 
You might hear phrases like “I think I understand your dilemma so can you help me understand why …” or
	 “I had this same issue last year and let me tell you how …” 
Bridging tactics include:
Connecting with others.
Building relationships and collaborating
- often the quietest in the room but when they speak, everyone listens because respect and value their insight

INSPIRING - YELLOW - Michelle B
seeks to convince others by, well, inspiring them. 
	“Just think of what this can mean to the future of …” and
	 “You’re the best I’ve ever seen at this. Would you be willing to …” 
Inspiring tactics include:
Presenting a sense of shared purpose and exciting possibilities.
- people line up behind them because the have a vision and share that vision for success

Mine would be PURPLE (Bridging), YELLOW (Inspiring), BLUE (Convincing) and then RED-GREEN (Asserting and Negotiating) at the end.
I try to build relationships, paint a vision for what success looks like, but I also lean heavily on "the numbers"

What's your color pallet look like?
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One influencing style does not fit all

Know Your 
Audience

Be aware of your audience’s communication style

Be Aware of your Gaps-Know your “Color Palette”

Presenter Notes
Presentation Notes
But you need to think about who you want to influence and why
	What is your desired outcome?

Depending on the situation and the people involved, different styles may be needed and can be effective.
- CFO ... consider "convincing" style with facts and figures
- Crisis situation... think about "inspiring" or "asserting".  The people involved may need you to show your confidence and leadership ability, not try to influence them with "negotiating" or facts & figures.  They just need to see a resolution.
- working in cross functional teams....you may need to gain support from peers....consider "bridging" or "negotiating" style.

You also need to be aware of your audiences' communication style.
- Does the person you're trying to influence like facts and figures?  then consider "convincing" approach with hard facts, one subject at a time
- If the person is a relationship person, jumping right into a direct communication or negotiation might backfire on you.  Getting to know them as an individual and understanding their goals through active listening might go a lot farther.

Being aware of your gaps by knowing your color pallett and your audiences tendencies can position you to achieve a successful outcome. 
We're not saying change who you are or be artificial, just an awareness and slight adaptation may be enough help you make a difference.

TAMMY
Tammy talks about a mixture of asserting and bridging.  I like a fact based conversation but it is important to me that I am allowed to “buy in” and come to my own conclusions.  After she gives her example she asks the audience if they have a preferred style or a story they would like to share.
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If there is a winner and a loser your ability to influence 
diminishes.  Find the why and define the why.

Best Practices
• Socialize your ideas
• Gather input
• Be Aware of how you 

“say it”
• Tone
• Inflection 

Presenter Notes
Presentation Notes

TAMMY
Its not just how you deliver but sometimes who you deliver it to…in advance
Socialize your ideas in broad audiences
Gather input
HOW YOU SAY IT
Tone
Inflection

MAY ANGELOU QUOTE: ITS HOW YOU MAKE PEOPLE FEEL 
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