INFLUENCING
Pocketbook

2nd Edition

A pocketful of tips,

tools and techniques on
how to establish rapport,
deal with different
personalities, handle
resistance and, crucially,

get a decision

Richard Storey



T T T T T TN

Copyright Notice - Please Read

The contents of this electronic book (text and graphics) are protected by international
copyright law. All rights reserved.

The copying, reproduction, duplication, storage in a retrieval system, distribution
(including by email, fax or other electronic means), publication, modification or
transmission of the book are STRICTLY PROHIBITED unless otherwise agreed in writing
between the purchaser/licensee and Management Pocketbooks.

Parts of this electronic book may be printed out by the purchaser/licensee, for their
personal use only. Multiple printing/photocopying is STRICTLY PROHIBITED unless
otherwise agreed in writing between the purchaser and Management Pocketbooks.

If you are in any doubt about the permitted use of this electronic book, or believe
that it has come into your possession by means that contravene this copyright notice,
please contact us.

/ MANAGEMENT POCKETBOOKS LTD :e@PJ':meioﬂ‘;‘L 50%‘;2%7735573
MANAGEMENT LAUREL HOUSE, STATION APPROACH, EErlr)::;liI: sale(s()@pocketbook.co.uk
WUQIESE  ALRESFORD, HAMPSHIRE SO24 9JH UK Web: www.pocketbook.co.uk

e e


mailto:sales@pocketbook.co.uk
http://www.pocketbook.co.uk
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PLANNING TO INFLUENCE
WHAT IS INFLUENCING?

Influencing is:
Getting your own way, especially unobtrusively.

Most managers do it, most of the time.

e You can influence others simply by being you (notice how easily children are
influenced by the behaviour of those around them)
e You can influence covertly, behind the scenes

® You can use more open strategies and tactics

Great influencers manage to get other people to go along with their ideas while
maintaining the relationship. If people feel manipulated, relationships will be damaged.
It is important to understand the different strategies available to you and to plan your
approach.
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PLANNING TO INFLUENCE
MASTERING THE ART

Increasingly, today’s managers are measured by their ability to influence others at work.
Being able to get people to do what you want has a direct effect on:

e The well-being of your staff
e The prosperity of your company
e And, ultimately, your own destiny

You are probably already successful at influencing others — some of the time.
How can you become consistently successful? If you can identify your strengths and
weaknesses and make a few changes, nothing can hold you back.

What is the ‘ ,
- one need for success in business today!

numbe Juc of my i deas.

To persuade others of my value aﬂd the va

American Management Association /A\
(from a survey of 2800 executives) 7
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PLANNING TO INFLUENCE
TYPICAL AREAS OF OPEN INFLUENCE

A lot of the time, especially in business, influencing is necessary and we accept it as part
of human communication. It operates openly and usually follows a recognised process.
Open influence can be seen in:

Meetings

Presentations

Sales conversations
Debates and discussions
Change management
Reports

Proposals

Negotiations

Performance management
Process management
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