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“Power 1s something you
have....influence 1s something
you do.”

(Barnes, 2000)




“the ability to mobilize resources to get things
done” ( Kanter).

“the ability of the one to influence another”
(French & Raven)

“to control the outcomes of another”
(Fiske & Berdahl).



Raven & French (1959)

Power taxonomy

o Reward — ability to provide rewards
o Coercive abillity to cause trouble/ punishments

o Legitimate — right to influence ( and therefore
others to comply)

o Referent — sense of belonging to a certain group
o Expert — based on knowledge



Intluence Tactics (Yukl, 20006)

Rational Persuasion — use of logical
arguments and evidence

Apprising — explaining how this will benefit
the other
Inspirational Appeals — appeals to values

Consultation — encourage suggestions to
gain support

Collaboration — offer to provide relevant
resources If they assist



Intluence Tactics (con’t)

Ingratiation — use of praise and flattery; expressing
confidence in their ability

Personal appeals — personal favor

Exchange — offers of incentives, exchange of
favors

Coalition tactics — seek the aid of others to
persuade

Legitimizing — establish legitimacy of the request,
verifying the authority of the request

Pressure — use of demands, threats, persistent
reminders, frequent checking



Influencing whom and how....2°?

Different types of tactics for different
scenarios / relationships

o “Upward”
o “Lateral”

o “Downward”



Influencing whom and how....2°?

Different types of tactics for different
scenarios / relationships

o “Upward”: rational persuasion, consultation

o “Lateral” : rational persuasion, consultation,
Ingratiating tactics

0 “Downward” : pressure tactics; inspirational
appeals, consultation



Your Use of Influence Tactics ..P?

Rational persuasion
Apprising
Inspirational appeals
Consultation
Collaboration
Ingratiation
Personal Appeals
Exchange

Coalition tactics
Legitimizing tactics
Pressure



Networking Cate

Small groups — do not sit
with people you already
Know.

Spend about 20 minutes
on the suggested topics,
ensuring everyone gets a
chance to speak.

At our signal, split off to
other tables for further
networking and sharing.

One person remains at
the table throughout at act
as “historian”.




Networking Caté Suggested Topics

What is your preferred influence tactic(s) an
specifically “how” do you use it/ in what
type of scenarios?

What are the influencing tactics you see
used the most often by others?

Describe the influence tactic you would like
to develop further and get ideas / strategies
from you colleagues!



Influencing strategy (Ptetter, 1992)

What you are trying to accomplish?

Diagnose patterns of dependence and
Interdependence; who is important in your
achieving your goal?

What are their points of view?

What are their power bases; who Is more
Influential in the decision making process?

What are your sources of power and influence?
What strategy, tactic will be most effective?

Based on the above, choose a course of action to
get something done.
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