
INFLUENCE TACTICS OF LEADERS

Influence tactics of leaders. 1. Influence Tactics of Leaders; 2. Influence Is defined as â€œ a force one person (the
agent).

This method is most often used upward, such as making the case for the feasibility of a certain initiative to
your boss or proposing plan objectives to your Board or executives. Authority â€” We feel a sense of
obligation and duty to people who are seen as being authoritative in their positions. This is the most
commonly applied influence tactic. Focus on finding the right people and then communicating this message to
show support in the programme. When you are a manager, you use influence to motivate your employees to
bring their best. Scarcity â€” This influence tactic is seen a lot in advertising. Just as we share this trait, we all
share the ability to work in auto pilot, if you like â€” to run on scripts, which are automated and plugged into
our basic instincts. Inspirational appeals focus on values, emotions, and beliefs to gain support for a request or
course of action. What does success look like? There is more chance of them progressing and developing their
commitment once they have already contributed something to it. The only problem is, people don't act with
logic all or even most of the time. On the other hand, using soft influence tactics in a crisis situation can result
in delayed behavior. Followed up on the six sources of power , this post will list some common influence
tactics that can be used to achieve power. You know that it will force many out of their comfort zone, but still,
if you can get buy-in, the financial savings in efficiency are ten-fold. The tricky part is that you can't be
manipulative about it. Coalition tactics refer to a group of individuals working together toward a common goal
to influence others. Consultation works because when someone provides input, they become more committed
to the initiative. Much like a bird sings, a cow milks, dogs bark, we react to certain influences, which is part of
our DNA. Liking â€” Be natural and fair; be open and honest in your actions and have a general interest in
people and their welfare. Influence, at its most basic definition, is changing someone's behavior. Start by
observing yourself, and note how many times you give positive to negative feedback in a day. This appeals to
emotions, a primary driver of motivation. Personal appeals are most effective with people who know and like
you. A more direct, hard tactic is appropriate in both cases, as these actions must be immediately stopped. An
example is when an incoming leader communicates their vision for future success and by doing so, not only
gains support, but also sparks enthusiasm for major changes. Exchange Seeks influence through making
explicit or implicit a promise that others will receive rewards or tangible benefits if they comply with a request
or reminds others of a favor that should be reciprocated. Reciprocation â€” As humans, we generally aim to
return favours and pay back people that have given us something. Effective influencers know when to use
authoritative, hard tactics and when to use soft tactics, when to ask and when to tell, and when to take over and
when to let go. Remember, if you master the art of communication and indeed successful influence tactics,
your whole world as a leader can be enhanced. Softer tactics seek to internally motivate a person to follow
leadership to point B. Please feel free to take notes and learn the key principles that can enhance your
influencing and leadership skills. In fact, shifting a donor from a giver-because-of-a-emergency to a true
ongoing, donor-investor requires inspirational appeals, where internal attitudes are changed. Unions are
common examples of coalitions within organizations. Influencing others is something we learn very early in
life. Most people will catch on if you use consultation as a means to pursue an agenda rather than a sincere
conversation. How to use These Influence Tactics You can use these principles and influence tactics whenever
you want to persuade other people to comply with a certain behaviour. It can be an extremely effective and
rewarding experience to influence those around you to act. Likability may also come in the form of trust, but
either way, we are influenced by those we are affiliated to. According to Bauer and Erdogan , there are nine
commonly used influence tactics: Rational persuasion includes using facts, data, and logical arguments to try
to convince others that your point of view is the best alternative.


