Influence: The Essence of Leadership
What is Influence?
· Leadership is the act of influencing outcomes 
· Influence can be with people, things or events 
· To influence leaders, aim to change another person’s attitudes, beliefs, values or actions 
Influence vs persuasion – persuasion is perceived as more negative 
How Does An Influence Tactic Work?
· Leaders can influence from above or below 
Manager:
· Modify plans and schedules 
· Approve and support manager plans and proposals 
· Accept and carry out new assignments 
· Provide relevant and timely information 
· Discontinues inappropriate behavior 
Volunteer:
· Increase their commitment toward a goal 
· Influence the outcome of a decision 
· Increase pressure to get something done 
· Gain support for a specific project
Types of Influence Tactics (Jamie Oliver)
Power Use Model: hardness vs softness, push and pull tactics 
Push tactic = short-term results 
Pull tactic = support over compliance 
Harness: push people to comply
· Exchange: implicit a promise that other will receive rewards or tangible benefit if they comply (moderate) 
· Legitimating: persuade other that the request is something they should comply with (low)
· Pressure: demands, threats or intimidation to comply (low)
· Assertiveness: repeatedly making requests, multiple timelines and expressing anger (low)
· Upward appeal: approval/acceptance of those in higher positions before talking to the group (low)
· Coalitions: seeks the aid of others to persuade them to do something, support other to make them agree (low)
Softness: allows to decide whether to accept influence 
· Personal appeal: compliance to their request by asking a “Special favor for them” 
· Or relying on interpersonal relationships to influence their behavior (moderate)
· Consultation: seek participation in making decision or planning how to implement a change (high)
· Inspirational appeal: emotional request or proposal that appeals to their values and ideas 
· Or by increasing their confidence (high)
· Ingratiation: seeks to get others in a good mood or to think favorably of them b/f (moderate)
· Rational persuasion: logical arguments and factual evidence to persuade others to that request (moderate) 
Outcomes of Influence Attempts 
Three different outcomes
1. Resistance: resisting your efforts. By avoiding, ignoring or actively resisting 
· Refuse to agree
· Ignore your effort
· Makes excuses
· Asks authorities to override
· Attempt to persuade you to withdraw 
· Delay acting on your influence
· Actively sabotage your efforts
2. Compliance: accepts your attempt but apathetically or unenthusiastically
· It is likely that you were unsuccessful 
3. Commitment: attempt to agree with your decision or influence effort
· Voluntary effort to do what you have asked 
· They want to follow you 
Examples of the Effective Use of Influence 
Three scenarios 
1. What influence tactic would be most effective? 
2. What influence tactic would be the least effective?
3. What is the objective of the influence?
Conclusion 
· Positive group outcome    must determine is hard/pus or soft/pull tactic should be used 
· Don’t use the same tactic over and over 
Week 8: Power and Influence
Power – the ability to influence another person, a relationship of asymmetric dependence 
Authority – the right to influence another person 
Influence – the process of affecting the thoughts, behavior, and feelings of another person 
· Can still influence another person without having power over a person 
Ex. Role model, influence by actions and behavior
Power 
· Reward: influence based on ability to reward 
· boss/manager giving a bonus/raise/
· Legitimate: influence based on the legitimate right of someone to influence others
· politician 
· must be earned
· Expert: influence based on the ability to convince others to follow your good advice 
· health professions 
· Referent: influence by example, peer pressure power
· Social media influencers 
· They can only have referent power of you believe in them 
· Must be inspired by that person 
· Coercive: influence based on the ability to punish 
· law enforcement (police) 
· can’t walk away, must be someone who holds you captive 

Science of Persuasion – video
Reciprocity 
· if someone does something for me I’m obligated to do something for them in return 
Commitment (and Consistency)
· deep desire to be consistent with what we say
· commit early verbally or writing 
Social Proof 
· if everyone else is doing it we want to do it as well
· especially if they are like them 
· getting other people sold on an idea and that gets more followers
Liking 
· make sure they like us 
· put time to build a trusting relationship 
· use EI and active listening skills 
Authority 
· we feel a sense of duty or obligation to people in positions of authority 
· titles, uniforms, credentials etc. 
· look the part
scarcity 
· things are more attractive when availability is limited 
· people need to know what they might miss out on
· use urgency 
Be Prepared
· understand your audience 
· be sure of your credibility 
· communicate effectively 
· have someone else present you, let’s them know of your credentials (but still seem modest)
Resisting Influence 
· ask yourself whether you will feel obliged in return 
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Jamie Oliver
Tactics he used
· Inspirational appeal  emotional, appeal to values of health and wellness, their children. 
· Losses, deaths, emotions 
· rational persuasion  lots of stats, graphs, ingredients
· naming all the problems 
· consultation  asking questions to the crowed 
· he also briefly mentioned how to make changes in school and the government 
· Pressure   a lot of what would happen if you don’t act
· we got to do this
· it’s the only way 
Why did he have so much trouble convincing people to follow his ‘program’? 
· spoke about his own plans, his own project 
· did not explain how others can contribute 
· he doesn’t give a fix, just throwing the problems at the crowd and not 
· assertive and pressure, he said phrases like it’s the only way 
· a lot of negative language
· very they are wrong I am right follow me
· thinking too big 
What tactics would you use?
eliminate pressure and assertiveness and use inspiration, consolation and exchange 
Inspiration – talk about common values in a positive way 
Consultation – 
· start small, target something that can easily be done 
exchange – 
· show them an outcome 
Write a pitch and present it.
Target: Inner city primary schools boards. 
For stay at home mom or low-income families it can be easy to pick the more affordable but less health forward options. To create a change, we would like to have a pay what you can Healthy snack program for primary schools. We would like to provide an opportunity in these communities for kids to gain a habit of healthy eating starting at schools. We will have parent volunteers, as well as opportunity for kids to get hands on with their food to gain a better understanding of healthy eating and learn life styles. By getting volunteers and students involved we can cut down any process costs. And to keep price of foods down, we will connect with grocery stores and restaurants to provide the food items. Not everyone in the community has the same financial position, by giving what you can we can help the community. 



· Fund rising 
· Snack programs 
· Little changings 


