Chapter 11 Power, Influence, and Negotiation
Power -the ability to influence the behavior of others and resist unwanted influence in return

Five major types of power that can be grouped along two dimensions:
1. Organizational Power
1) Legitimate Power
-derived from a position of authority inside the organization (sometimes called “formal authority”)
2) Reward Power 
-when someone has control over the resources or rewards another person wants
3) Coercive Power 
-when a person has control over punishments in the organization 

2. Personal Power
3) Expert power 
-derived from a person’s expertise, skill, or knowledge on which other’s depend
4) Referent power
-when others have a desire to be associated with a person

Think back to the Paper Plane Corporation - who had the most influence in your group? From which sources was it derived? 
-Inspector Legitimate Power; Coercive Power; Reward Power; Expert, Referent

Figure 11-1 Types of Power 

Contingency Factors
(Factors/ situations that make it more or less likely that people can use their power to influence others)
1. Substitutability
-the degree to which people have alternatives in accessing resources
2. Discretion
-the degree to which managers have the right to make decisions on their own
3. Centrality
-represents how important (‘central”) a person’s job is
4. Visibility
-how aware others are of a leader’s power and position

Using Influence
We can “tactics” to influence others in organizations towards organizational goals 
Figure 11-2 Influence tactics and their effectiveness

They will respond in different ways:
-Resist, comply, or internalize
If power in organizations is used to further one’s own self-interests, what is it called? Is it good or bad?
-Organizational politics 
-individual’s actions that are taken to further their own self-interests
-But, it may be in the same direction as the organization, it is not necessarily bad

This is called Political skill
-The ability to understand others at work and use that knowledge to enhance personal and/or organizational objectives
-Certain environments contribute to (negative) office politics (11-4)

How do you use your influence?
-To manage organizational conflict...

Approaches to Managing Organizational Conflict
Exhibit 13.1 
1. Avoiding 
-Low assertiveness of one’s own interests and low cooperation with the other party
-“Hiding your head in the sand”

When is this a sensible response?
-The issue is trivial 
-Want to remain neutral
-Information is lacking
-Postpone conflict    
     e.g., people need to cool down 
-The opponent is very powerful and hostile
Doesn’t really resolve the conflict

2. Accommodating
-Cooperate with the other party (high cooperation), while not asserting one’s own interests (unselfish)

It can be an effective strategy when:
-You realize that you are wrong   
      -can learn, show reasonableness
-The issue is more important to the other party
-You want to build good will; harmony/stability
-You have less power anyway  
      -going to lose




3. Competing
-Maximizes assertiveness and minimizes cooperation

It can be effective when:
-Emergencies 
      -no time
-You have a lot of power
-You are sure of your facts 
      -welfare of the company
-Unpopular issues 
      -truly win-loser
-You will not have no interact with the other party in the future
Create a win-lose situation

4. Compromise
-Combines intermediate levels of assertiveness and cooperation

It is a sensible reaction when:
-there is conflict stemming from scarce resources
-Have equal power but mutually exclusive goals
-You need a good fall-back position if other strategies fail

5. Collaborating
-Maximizes both assertiveness and cooperation
-An attempt to secure an integrative agreement that fully serifs the interests of both parties (a win-win resolution)

Works best when:
-Conflict is not intense
-Each party has information that is useful to the other
-Take time to share information, work through differences/feelings that have interfered in the past

Using influence during Negotiation
-A process among interdependent parties attempt reach agreement about their differences
-There are distributive and integrative negotiation tactics
[bookmark: _GoBack]

Chapter 11


 


Power, Influence, and Negotiation


 


Power


 


-


the ability to influence the 


behavior


 


of others and resist unwanted influence in return


 


 


Five major types of power


 


that can be grouped along 


two dimen


sions


:


 


1


. Organizational P


ower


 


1)


 


Legitimate Power


 


-


derived from 


a position of authority


 


inside the organization (sometimes called “formal authority”)


 


2)


 


Reward Power


 


 


-


when someone has 


control over the re


sources or reward


s


 


another person wants


 


3) 


Coercive


 


P


ower


 


 


-


when a person has 


control over punishments


 


in the organization 


 


 


2. Personal P


ower


 


3) 


Expert power


 


 


-


derived from a person’s 


expertise, skill, or knowledge


 


on which other


’


s depend


 


4) 


Referent power


 


-


when others have a 


desire to be associated with 


a person


 


 


Think back to the Paper Plane Corporation 


-


 


who had the most influence in your group? From


 


which sources 


was it derived? 


 


-


Inspector Legitimate Power; Coercive Power; Reward Power; Expert, Referent


 


 


Figure 11


-


1 Types of Power 


 


 


Contingency Factor


s


 


(F


actors/ situations that make it more or less likely that people can use their power to influence others)


 


1. 


Substitutability


 


-


the degree to which people have alternatives in accessing resources


 


2. Discretion


 


-


the degree to which managers have the 


right


 


to make decisions on their


 


own


 


3. Centrality


 


-


represents how importan


t (‘central”) a person’s job is


 


4. Visibility


 


-


how aware others are


 


of a leader’s power and position


 


 


Using Influence


 


We can “tactics” to influence others in organizations towards or


gani


zational goals 


 


Figure


 


11


-


2


 


Influence tactics and their effectiveness


 


 


They will respond in different ways:


 


-


Resist, comply, or internalize


 


If power in organizations is used to further one’s own self


-


interests, what is it called? Is it 


good or bad


?


 


-


Organi


zational politics 


 


-


individual’s actions that are taken to further their own self


-


interests


 


-


But, it may be in the same 


direction as the organization, it is not necessarily bad


 


 


This is called 


Political skill


 


-


The ability to understand others at work and u


se that knowledge to enhance personal and/or


 


organizational 


objectives


 




Chapter 11   Power, Influence, and Negotiation   Power   - the ability to influence the  behavior   of others and resist unwanted influence in return     Five major types of power   that can be grouped along  two dimen sions :   1 . Organizational P ower   1)   Legitimate Power   - derived from  a position of authority   inside the organization (sometimes called “formal authority”)   2)   Reward Power     - when someone has  control over the re sources or reward s   another person wants   3)  Coercive   P ower     - when a person has  control over punishments   in the organization      2. Personal P ower   3)  Expert power     - derived from a person’s  expertise, skill, or knowledge   on which other ’ s depend   4)  Referent power   - when others have a  desire to be associated with  a person     Think back to the Paper Plane Corporation  -   who had the most influence in your group? From   which sources  was it derived?    - Inspector Legitimate Power; Coercive Power; Reward Power; Expert, Referent     Figure 11 - 1 Types of Power      Contingency Factor s   (F actors/ situations that make it more or less likely that people can use their power to influence others)   1.  Substitutability   - the degree to which people have alternatives in accessing resources   2. Discretion   - the degree to which managers have the  right   to make decisions on their   own   3. Centrality   - represents how importan t (‘central”) a person’s job is   4. Visibility   - how aware others are   of a leader’s power and position     Using Influence   We can “tactics” to influence others in organizations towards or gani zational goals    Figure   11 - 2   Influence tactics and their effectiveness     They will respond in different ways:   - Resist, comply, or internalize   If power in organizations is used to further one’s own self - interests, what is it called? Is it  good or bad ?   - Organi zational politics    - individual’s actions that are taken to further their own self - interests   - But, it may be in the same  direction as the organization, it is not necessarily bad     This is called  Political skill   - The ability to understand others at work and u se that knowledge to enhance personal and/or   organizational  objectives  

