Chapter 18 – Power & Influence

Power
A has power over B to the extent that A can get B to do something that B would not otherwise do.
Influence
Successfully persuade others to follow your advice or orders.

Authority (in organizations)
Power granted to an employee recognized as legitimate (legitimate power).
Difference between power and influence
Power is more about control, whereas influence is usually done with integrity and respect.
McCall and Lombardo – Good vs. Bad boss

Robert Sutton – Good Boss, Bad boss 

Characteristics of a good boss
1. Have energy, endurance, physical stamina
2. Able to focus their energy
3. Sensitive to others
4. Flexible – find different ways to reach a goal
5. Willing to engage in conflict
6. *not done
Characteristics of a bad boss
1. Insensitive, abrasive and intimidating
2. Cold, aloof, arrogant
3. Betrays other’s trust
4. Overly ambitious and political
5. Unable to delegate or build a  team
6. Overly dependent on others
Four sources of power
1. Coercive power (trump): also called command and control. Power granted in one’s position to reward and punish, make work requests, make decisions.)
2. Charismatic power (ghandi, Trudeau)
3. Expertise power (accountants): knowledge that is respected/valued
4. Being in the right place at the right time: control over resources or access to information
Malcolm Gladwell
Talks about being at the right place at the right time.
Dependency and power
The more dependent someone is on another, the more power that person has over them.
Positive power
Using power in a positive way, the outcome is others feel stronger rather than weak (ex: Nelson Mandela).
Negative power
Hitler
Win-win 
Each party gets what they want (or nearly), used to maintain relationships.
Win-lose
One party gets what they want, they just want to gain power. Hard to maintain relationships.
*note: the current trend is moving from power to influence. *not done
Nine influence tactics
1. Rational persuasion: logical and factual argument
2. Inspirational appeal: arousing enthusiasm by appealing to one’s values and beliefs
3. Ingratiation: sucking up
4. Personal appeals: Appealing to feelings of loyalty and friendship before making a request. 
5. Exchange: promising some benefits in exchange for complying with a request
6. Consultation: asking for their participation
7. Coalition tactics: persuading by seeking by assistance of others or by noting the support of others (unions)
8. Legitimating tactics: pointing out one’s authority to make a request, or making sure it works with organizational policies
9. Pressure and threats: seeking compliance by using demands, threats, intimidation
9 influence tactics (My notes): 
1. Rational persuasion: the agent uses logical arguments and factual evidence to persuade the target that a proposal or request is viable
2. Inspirational appeals: the agent makes a request or proposal that arouses the targets enthusiasm be appealing to target values ideals and aspirations thereby increasing the targets self-confidence
3. Consultations: the agent seeks the targets participating in planning a strategy, activity or change for which target support and assistance are desires or is willing to modify a proposal to deal with target concern or suggestions
4. Ingratiation: The agent uses praise flattery friendly behaviours or helpful behaviour to get the target in a good mood or think favourably of him or her before asking something
5. Personal appeals: the agents appeal to the targets feeling of loyalty and friendship toward him or her when asking for something
6. Exchange: the agent offers an exchange of favours, indicated willingness to reciprocate a later time or promises a share of the belief
7. Coalition Tactics: the agent seeks the aid of other to persuade e target to so something or uses the support of others as a reason for the target to agree also
8. Legitimating tactics: the agent seeks to establish the legitimacy of a request by claiming the authority or right to make it, or by verifying that it is consistent with organizational policies rues practices or traditions
9. Pressure: the agent uses demands threats, frequent checking, or persistent reminders to influence the target to do what he or she wants


Possible outcomes
1. Resistance
2. Compliance
3. Commitment
Influence style
Influence attempts will have both content and relationship outcomes. 
· Content can be satisfied but relationship will be damaged if manipulated/cohered
· Plan both content and relationship outcomes in advance
“Pushing” energy
Creates compliance.
· [bookmark: _GoBack]Assertive persuasionss
“pushing” others with our intellect using facts, logic, rational arguments
· Reward and punishment
“Pushing” our will onto others using bargaining, incentives, pressures.
“Pulling” energy
Creates commitment from the team.
· Participation and trust
“pulling” others toward what is desired by involving them
· Common vision
Identifies a common vision for the future to strengthen the group’s beliefs that that vision can become a reality (appeals to emotions)

 Six influence strategies – Robert Cialdini
1. Reciprocity
Repay in kind. Includes gifts, favours, *not done
2. Socialproof
Follow the lead of similar others (ex: put a few people who stare up at the sky, then everypne starts to do it)
3. 
4. D
5. Expertise and 
(Milgram experiment)
6. Liking
Respond to those who are responsive
Process of influence
· Level 1: polite request
· Level 2: Stronger
· Level 3: Statement of consequences
· Level 4: Consequences
Four influencing styles
Research by Berlew and Harrison. 
Assertive Persuasive
Use of facts, logic, rational argument and persuasive? Avoid emotions
Reward and punishment
Use of bargaining, incentives, pressures, and demanding certain behaviour. You must measure the actions and give a reward/punishment
Participation and trust
Get results by getting people involved. Must be able to build people’s ideas and credit those people. Cannot be defensive and consistently give feedback and encourage ppl to participate.
Common Vision
Identify a common vision for the future.
Plan – influence
· What is your objective
· Whose sooperation do you need?
· What drives the people you want to influence?
· What relationship do I have with tem and what do I want?
· What source of power/influence do those you need help with have?
· What source of power/influence do you have?
· Select the best strategy that you can implement and live with.




