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This little book of exercises, the Workbook, is designed for you to practice the various skills and styles described in the book.
You can do the exercises in the order that the concepts appear in the book, to reinforce your learning.
You may print ONE copy of these pages, for your use only. Printing multiple copies or distributing this document to others who have not purchased the book is strictly prohibited by copyright law.
So enjoy your practice exercises – I hope they offer you some more learning and insight into your Influence Practice, and further enhance your own “Portable Power.”
What influences you one day may not appeal to you the next. Since the goal of these first exercises is for you to begin discover what influences you, do the best you can with the clues provided to trigger your memory.


Influence Exercise 1a: What Influences You?
As you remember a time when you were influenced, try to capture the key components or elements of what that person said or did. Did he or she offer you a reward? Use logic? Paint a brighter vision of the future? What words or phrases influenced you? Write down as many of them as you can think of.
1. The person who influenced me was: ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
2. I was influenced to (do, think, change, believe): ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
3. The key reasons I was influenced were (for example, to maintain the status quo, to face reality, to take the practical course, to accept the person’s future vision, financial reward, fear of loss, prospect of good relationship, etc.): ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
4. The words and phrases that influenced me were: ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Influence Exercise 1b: Influence Factors Checklist
Below is a list of values or tendencies that many people say are the kinds of things that influence them. Completing this list will help you understand what influences you. You may also realize you are influenced by things not on this list.
	I am influenced by:
	Yes No

	Those I trust
	_______ _______

	Good rapport
	_______ _______

	Logic, data, or analysis
	_______ _______

	An appeal to my intuition
	_______ _______

	Authority or power in another person
	_______ _______

	The chance to use my own power and authority
	_______ _______

	Money
	_______ _______

	Anger
	_______ _______

	Rewards
	_______ _______

	Threats
	_______ _______

	Maintaining the status quo
	_______ _______

	A consensus among others
	_______ _______

	The chance to be happy
	_______ _______

	Thrill or risk-taking
	_______ _______

	A sense of security
	_______ _______

	The chance to achieve
	_______ _______

	Competence or efficiency
	_______ _______

	Adventure
	_______ _______

	Friendship
	_______ _______

	Creativity
	_______ _______

	Moral or ethical arguments
	_______ _______

	The chance to help others or help society
	_______ _______

	Recognition
	_______ _______

	Independence
	_______ _______

	Practical considerations
	_______ _______

	The chance to benefit
	_______ _______

	Other (please specify):_______________________________________________________
_________________________________________________________________________


Influence Exercise 2: You as Influencer
In Exercise 1, you may have found it easy to think of instances when you were influenced. Did the other person’s influence over you seem to be more of a strategic process or a random series of arguments? Just as often you are an influencer. To see for yourself, try Influence Exercise 2.
Think about a time when you influenced someone. Maybe you talked someone into changing jobs, or maybe you simply convinced someone to try out a new place for lunch. Again, try to visualize the verbal and nonverbal exchange. Write down what happened in the space provided.
You can probably think of one or two things you said that really turned the other person around. But those easily remembered moments were the culmination of a longer sequence of events. If you could break situations down into a distinct want without manipulating others, but you will be more confident, more skilled, and less vulnerable to others’ attempts to manipulate you.
Recalling Details of When You Used Influence Successfully __________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

THE GENTLE ART
So far, we’ve talked about what influence isn’t:
Influence isn’t power alone.
Influence isn’t Just communication.
Influence isn’t manipulation.
Influence Exercise 3: What Influence Means to You
So what is influence? What does influence mean to you? Write your definition in the space provided in this exercise.
Write your definition of influence here: ____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Now write down what you’d be able to accomplish if you had more influence. How would things be different? __________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Influence Exercise 4: Influence Action Plan
1. Who do I want to influence? ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
2. What behavior do I want to change in this person? ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
3. What will result if I manage to influence this change? ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
4. How will I know the result has been achieved? ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
5. When will I realistically influence this person and fulfill this goal? ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Influence Exercise 5: My Influence Goals + Targets
Learn Flexibility
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Gain Cooperation from Previously Adversarial
Individuals and Groups
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Persuade Others to Support My Projects
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Get More Information from People When It’s Needed
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________

Have More Credibility with Others
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Sell My Ideas Inside as Well as Outside My Immediate Department or Group
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Communicate Better within My Department and
with My Manager
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Listen and Respond Better to Others
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________

Learn New Ideas and Apply These Ideas in My Communication
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Communicate More Effectively with Others Outside
My Immediate Group
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Become More Effective at Meetings
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Keep Meetings Moving Productively
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________

Learn to Get More Information from People in My Organization
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Become More Aware of and Open to the Different Styles of
Those I Work With
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Learn How to Create Cooperation
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Identify and Expand My Base of Supporters
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________

Get My Projects Supported by Upper Management
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Become Aware of More Options So I Don’t Get Stuck
1. Yes____ No____
2. Who I want to influence:  ___________________________________________
3. What I can do to attain my goal:  _____________________________________
4. Positive outcome: _________________________________________________
________________________________________________________________
Goals Summary
· To learn to read other people and situations better.
· To learn flexibility.
· To get cooperation from previously adversarial individuals or groups.
· To persuade others to support my projects.
· To get more information from people when it’s needed.
· To have more credibility with others.
· To sell my ideas inside as well as outside my immediate department or group.
· To communicate better within my department and with my manager.
· To listen and respond better to others.
What you need, in short, is influence: a set of people skills that can serve you whenever and wherever you are, a set of interpersonal skills that you can practice anytime, anywhere, inside or outside an organization. We call it ‘“portable power’.”
Mastery of influence skills represents a strategic approach to moving ahead in today’s world. As we’ve said, influence is not an inherent gift or talent, but a set of skills that anyone can learn, practice, and master.

TRENDS IN TODAY’S WORKPLACE
Now let’s examine the changes discussed at the beginning of this chapter. How many of these changes or trends are taking place in your company? Are they having an impact on you? If so, how? Write your answers in the work space provided
Influence Exercise 6: How are today’s workplace
changes and trends affecting you?
Competition - do you feel competitive with co-workers? What are you competing for? (Resources, staff, time with management) ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Technology – how have technological advances and changes affected your work (negatively or positively) __________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Information - is there an increased demand on you for information? Do you have an increased burden of reading or reviewing information? ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Innovation - Are you and your colleagues being asked to come up with new ideas? New ways of doing things? __________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Organizational Structure - Is the current organizational structure clear, are you required to work across departmental lines, on teams and task forces? ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
New Worker Values; are there any changes in your values or those of your co-workers? How do these affect your work? __________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

DISCOVERING YOUR PERSONAL INFLUENCE STYLE
Now, let’s examine how you currently speak when you’re trying to influence someone.
Influence Exercise 7: Profiling Your
Current Modus Operandi!
How do you influence people? Do you stop, listen, and watch yourself as you try to sway someone’s opinion or change someone’s behavior? If you’re like most people, you probably don’t really know how you influence others.
As mentioned in Chapter 1, understanding your own ‘technology’ of influence is the beginning of mastering influence skills in all situations. The questions in Exercise 7 are designed to help you become aware of how you usually behave when you’re trying to influence.
1. How you have influenced someone:
A. Describe a recent situation in which you influenced someone to believe or do something different. _________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
B. Describe that person’s personality. For example, is he or she usually easy-going, stubborn, open to change, not open to change? ______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
C. Describe what you really wanted. ______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
D. What did you say or do that was the most influential? (This is basically your usual method of influencing someone.) ______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
2. What do you think your three most effective influence skills are? Think about the skills discussed so far and how you answered question 1. As you read the previous chapters and some of the influence methods discussed, you probably found yourself thinking, ‘Yes, that sounds like me, that’s what I do’. Here’s your chance to crystallize these thoughts.
A. _____________________________________________________________
B. _____________________________________________________________
C. _____________________________________________________________
3. What influence skills would you like to improve? Again, you may, as you’ve read, have said to yourself, ‘I wish I could do that better’, when a particular influence method was discussed.
A. _____________________________________________________________
B. _____________________________________________________________
C. _____________________________________________________________
4. Who do you need to influence to further your career? Try to stick with names this time, not titles, since influencing someone is easier if you know them. Try to limit the number of names to three.
A. _____________________________________________________________
B. _____________________________________________________________
C. _____________________________________________________________
5. Describe a current situation and an individual, not a group, you’d like to influence. What do you want this person to do, think, or change? For example, maybe you’d like that higher level job just vacated by a co-worker. Or maybe you’d like to turn a difficult client around to your way of thinking. ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Influence Exercise 8: Taking The Influence Styles Inventorytm
To begin improving your influencing powers, you must begin by understanding your personal influence style. Each of us has a different approach that we use to get the results we want. Some are more effective than others.
In this exercise, you’ll find a sampling of 12 questions from our psychological testing program called the Influence Styles InventoryTM. The inventory is a self-assessment instrument that was prepared by training professionals, management experts, and psychologists. While a complete and accurate interpretation of your style should be done only by a trained instructor, this inventory segment will help you pinpoint what specific style or styles of influence you use and how to recognize and react to similar styles in other people.
There are, as will be explained six different basic styles of influence. Your current style will fall into one of these six categories; that is, one of the six styles will distinguish the way you now go about trying to get the results you want. It’s your preferred influence style. By introducing you to these styles and showing you how to use them to your advantage, you will be learning, in essence, the first six secrets of influence. To benefit from the seventh and final secret, which you will learn you must first learn all six basic styles on which successful influence is based.
You can go to the link below, answer the questions that appear, and then click to get your “Influence Profile” https://form.jotform.me/73425281313450
Or you can answer a) or b) in the questions below:
Read each pair of statements and decide which statement most accurately describes you when you are attempting to influence someone. Even if you feel that neither statement fits you perfectly, choose the one that most closely applies to your behavior or attitude. Indicate your choice with a check mark on the line to the right of the statement.
Example: In the pair below, if you feel that the statement, ‘When someone presents a ‘blue sky’ idea, I bring them back to reality’ describes you better than ‘I present my ideas by appealing to emotions, not logic’, then you would check line a as shown below:
	a. When someone presents a ‘blue sky’ idea,
I bring them back to reality.
	a. ____

	b. I present my ideas by appealing to emotions,
not logic.
	b. ____

	A few guidelines:

	1. Work quickly and intuitively. Chances are the first answer you choose for each question is the right one for you.

	2. Don’t try to base your answer on what you think is socially desirable. There is no right or wrong way. Just respond in the way that’s most true for you.

	3. Don’t worry about apparent inconsistencies. You’ll notice that some of the phrases come up more than once. You may be tempted to answer the same way you did in the previous occurrence, but keep in mind that the repeated statement is being paired with a different statement. Just answer each item as a totally discrete and separate question.

	4. For now, disregard the letters to the right of each answer line.

	5. It may be helpful for you to have a particular influence situation in mind as you go through these questions. Or you may want to focus on your usual way of influencing others.

	

	

	1. a. When someone presents a ‘blue sky’ idea,
I bring them back to reality.
	a. ___F

	b. I present my ideas by appealing to emotions,
not logic.
	b. ___G

	2. a. I always tell people specifically how my
ideas benefit them.
	a. ___S

	b. I believe in telling people what you need from
them and what you’re willing to give in return.
	b. ___C

	3. a. If someone disagrees, I respond by offering
solid evidence.
	a. ___T

	b. I often change my ideas after hearing the
opinions of others.
	b. ___W

	4. a. I get others to act by establishing a
shared mission.
	a. ___G

	b. I let people know up front what I expect
of them.
	b. ___C

	5. a. I’m satisfied when people agree to only
a piece of what I’m proposing.
	a. ___S

	b. I offer detailed logical plans about a job that
needs to be done.
	b. ___T

	6. a. My communication style can change
considerably, depending on whom I’m talking to.
	a. ___W

	b. I can quickly zero in on people’s
mistaken assumptions.
	b. ___F

	7. a. When possible, I use the authority of higher
management to help get my ideas accepted.
	a. ___C

	b. I try to discover what motivates each person
when I’m trying to influence others.
	b. ___S

	8. a. I’ll readily admit my lack of expertise when
I’m trying to influence others.
	a. ___W

	b. In selling my ideas, I use images and metaphors
of a better future.
	b. ___G

	9. a. I’ll challenge an idea that won’t work.
	a. ___F

	b. When I’m trying to influence people, I appeal
to their dreams and ideals.
	b. ___G

	10. a. I recognize that reward is a strong motivator.
	a. ___C

	b. When trying to influence others, I take the time
to figure out people’s individual decision making styles.
	b. ___S

	11. a. When presenting my ideas, I actively
encourage the suggestions and ideas of others.
	a. ___W

	b. Reason and logic are effective tools in
influencing others.
	b. ___T

	12. a. I’ll point out flaws, mistakes or inconsistencies
in the proposals or ideas of others.
	a. ___F

	b. I present my ideas by appealing to logic,
not emotion.
	b. ___T


Once you’ve completed the Influence Styles InventoryTM, you should tally your answers.
The chart shows your Influence Styles Inventory score, based on the way you filled out each question (choosing a. or b. in each case).
Each of the letters heading up a column stands for the name of a particular Influence Style (i.e. T = Telling, C = Compelling, etc.).
At the end of each question in the pairs, one of those letters appears. By your choice of either option a) or b) for that question, you chose a preference for one of the styles (your preferred way to Influence).
So, the totals of each column represent the number of times for each of the 12 questions, you chose one of the Styles of Influence.
[image: Table
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The higher the number in any column, the more likely it is that that describes your favorite way to Influence. So, looking across the 6 columns, you are seeing the distribution of your preferred methods of Influence.
You may have higher numbers in more than one column; this is good, it means that you are already flexible in Influencing.
Now, after reading the rest of the book, you will learn how to use that knowledge, and strengthen the Styles in which you have a lower score, to become a more powerful Influencer.


Recalling and Practicing the Influence Styles
THE FIRST SIX SECRETS REVEALED
Influence Exercise 9: The Telling Style
Now see how many of the characteristics of the Telling style you can recall. Then use the rest of this exercise to record your understanding of Telling, in yourself and in others.
Characteristics of the style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
5. ________________________________________________________________
Person(s) I know who use this style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Examples of their behavior (or how I know they’re Tellers):
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Strengths of the Telling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Weaknesses of the Telling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________


Influence Exercise 10: The Compelling Style
To test your understanding of the Compelling style, see how many of the characteristics of this style you can recall.
Characteristics of the style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Person(s) I know who use this style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Examples of their behavior:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Strengths of the Compelling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Weaknesses of the Compelling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________

Influence Exercise 11: The Felling Style
Now see how many of the characteristics of this style you recall. Characteristics of the style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Person(s) I know who use this style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Examples of their behavior:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Strengths of the Felling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Weaknesses of the Felling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________

Influence Exercise 12: The Welling Style
Now see how many of the characteristics of the Welling style you recall.
Characteristics of the style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Person(s) I know who use this style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Examples of their behavior:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Strengths of the Welling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Weaknesses of the Welling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________

Influence Exercise 13: The Selling Style
See how many of the characteristics of the Selling style you can recall. Characteristics of the style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Person(s) I know who use this style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Examples of their behavior:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Strengths of the Selling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Weaknesses of the Selling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________

Influence Exercise 14: The Gelling Style
See how many of the characteristics of this style you recall. Characteristics of the style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Person(s) I know who use this style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Examples of their behavior:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Strengths of the Gelling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________
Weaknesses of the Gelling style:
1. ________________________________________________________________
2. ________________________________________________________________
3. ________________________________________________________________
4. ________________________________________________________________

Influence Exercise 15: Using the Right Approach to Selling
To explore more fully the concept of features and benefits, look at Exercise 15. This exercise involves a selling objective, defining features and benefits, and likely objections.
Selling on Features and Benefits
Car
The objective is to sell a car. As already noted, one feature of a car is mileage. Take a few minutes to think of three or four other features you could use to sell a car. Use the space provided to list additional features.
	Features
	Benefits

	1. _____________________
	1. _____________________
2. _____________________

	2. _____________________
	1. _____________________
2. _____________________

	3. _____________________
	1. _____________________
2. _____________________


Did you list the size of a car—say, compact versus full size? How safe the car is? How powerful? Standard features like automatic transmission? How about styling? It could be a sports car or a station wagon, for example. Or did you list some other features?
Now let’s convert features into benefits. For instance, if you listed size, what would be the benefit of, say, a small car? Ease of parking? List at least one benefit for each feature you’ve listed.
If you mentioned size as a feature, what benefits did you list? If it is a large car, did you say the car would be safer, or that you could fit more people or things in it?
Anticipating Likely Objections
As you can see, understanding features and benefits is an important part of gaining influence as a seller. When you thought about the benefits of hiring a secretary, you were probably thinking about countering objections. You may have written ‘less need for my working overtime’ as a feature. If you did, you were anticipating an objection about costs, based on what you know about the boss. Anticipating objections is one characteristic of a good salesperson. It’s a good skill to learn to become more influential.
Many people think that all they need to do is present their idea as so good, so valuable, and so irresistible that the prospect will forget all objections, and in this way they’ll be able to sell their idea. But the whole concept of influence is based on selling to another person, not at them. The best way to sell to people is to anticipate their likely objections.
Whenever people tell you they are restrained by limited funds or other resources, it usually means that you haven’t built up the value or benefits of what you’re offering or selling, so that the cost these prospects are being asked to incur (in money, time, room, energy, or other resources) doesn’t seem to be worthwhile in terms of the return they perceive they’re going to get. Inexperienced sellers often get into a discussion or an argument about the price, splitting hairs and haggling over pennies. The real issue—and the key to success—is to continue to build up value so that it outweighs price.

Influence Exercise 16: Telling
The first exercise is a simple one to help you learn the specific and Unique characteristics and behaviors associated with Telling. You will be given a practice case. Since you’re practicing the Telling style, remember to use only the strategies employed in Telling, namely, logic, reason, factual evidence, hard data, and details.
Directions
1. Try to influence someone (you may have a particular person in mind, if not, be creative and pretend) to do something which would be beneficial to his or her health.
2. Use all the logic, reason, and factual evidence you can muster.
3. Since the other person may resist, try to anticipate the specific points of resistance. Plan in advance, using reason and logical arguments, how you will handle their ‘yes, buts’.
4. If you anticipate that you will get some resistance from the other person (suppose they say that they are too tired to exercise), then you can counter with the fact that exercise reduces chronic fatigue. Write out your initial argument, and then write the ‘objections’ or ‘yes, buts’. Be sure to use only the skills of the Telling style.
5. When you are done, ask yourself what difficulties you experienced. If your primary style is one of the others, you may have found it difficult and unnatural to think in such a logical, structured way when trying to influence someone. A little review will help you.


Influence Exercise17: Compelling
Now let’s practice the skills and behaviors of the Compelling style in its purest form. While it may seem arbitrary and unnatural to use only a limited range of arguments or behaviors, remember that you’re doing a practice drill, keeping each style in its purest form so you can learn how to use it. Keep in mind the behaviors and characteristics associated with the Compelling style of influence. Remember that Compelling is characterized by the use of bargaining and negotiation. People who use this style often offer rewards for complying with their proposals. They let you know their goals and expectations. Often they bring in a higher authority and sometimes they name-drop to let you know they have the ear or respect of the boss or someone else of high status or power. They also let you know the negative consequences you may incur by not complying with their wishes or requests.
If you are inclined to be a Compeller, you may find this exercise easy to do. You may use scenario above —the health and fitness arguments and facts—from the earlier Exercise on Telling, or you may use another situation of your own choosing. For now, to practice the Compelling style:
1. Try to influence someone to do or try something he or she hasn’t done before.
2. Use bargaining or negotiation. Offer rewards if you get a ‘yes’ response and possible negative consequences if you get a ‘no’ response.
3. You may find it helpful first to write your argument and then to indicate the possible objections, or ‘yes, buts’, the other person might come up with. And then you may want to add how you would overcome possible negative responses in order to exert your influence and get the result you want.
4. Finally, when you are finished with this exercise, reflect on the difficulties, if any, you experienced. If you think you’re not a Compeller, you may have found it difficult to use this style in its pure form.
5. How did it feel to use Compelling as a style to influence another person?
As you should understand by now, the Compelling style usually works best when you already have some power or authority. Since you have to offer rewards or dole out negative consequences or punishments, it has to be assumed that you have something to offer the other person. And of course, it is helpful when the other person’s level of motivation or their need for the rewards you control is very high. This is the case, for example, if you’re their boss or supervisor and they are dependent on you for keeping their job.
When can Compelling be ineffective? Usually, this style doesn’t work very well when you need a long-term commitment to broad goals. It is also difficult to use this style when you are very far removed from the person you’re attempting to influence, since there has to be a constant and visible reminder of the rewards or punishments. How did using this style compare with using the Telling style?
If you are able to get a partner to practice these styles, you need to get specific feedback on your performance. Ask the person what it was like when you tried to influence him or her using logic, reason, evidence, arguments. Or, you can ask yourself if you can easily detect what style a person is using, and then check with him or her to see if your guess was correct.

Influence Exercise 18: Felling
If you work in a large or bureaucratic organization or if you have had any dealings with government or state agencies, you probably have been on the receiving end of the Felling style. Felling is characterized by pointing out flaws or inconsistencies in the ideas or proposals of others; challenging these ideas as ‘unworkable’ by, say, countering them with a statement like ‘It will never fly here’. People who use the Felling style also want to maintain the status quo. Remember that Felling is the style of the Preservationist, of people bent on preserving or maintaining the present order of things. Fellers hold firm to their positions and are often seen as rigid or uncompromising. To practice the Felling style, do Exercise 18.
Directions
1. Try to influence someone by pointing out the flaws or inconsistencies in an argument he or she has presented to you. Perhaps someone you know has just suggested or presented an idea that you think is crazy, impractical, or ‘blue sky’.
2. Now, write a few negative statements about the impracticality or illogic of the idea or suggestion.
3. Hold firm to your position, using reason, logic, and evidence. If you are able to find a partner to work with, then your partner can be the person with the idea, and you can be the Feller who is trying to cut down the idea by presenting reasons why it’s bad. For example, if the other person is trying to influence you to begin to do more exercise, you can say simply that you don’t like to exercise. Reason enough, right? Or you could cite an authority
4. After you have finished working on Felling, take a moment to think about the difficulties you experienced when using this style. If you are not inclined to be a Feller, you probably found it difficult or unnatural to rebut or cut down someone’s ideas.
As we discussed in the chapter on Felling, the positive characteristics of this style are that Fellers are often seen as the voice of sanity or as the ‘strainer of reality’ when all about them are people coming up with ‘blue sky’ or genuinely impractical ideas. The difficult part comes when this style is used too early in the process of idea exchange and development. Fellers often criticize or veto an idea when it is first presented. And new ideas, like baby chicks, are by their very nature wobbly and awkward. They need to be nurtured and seen positively early on, so that they can begin to develop and grow stronger.
When can Felling be most effective? As discussed earlier, while the Felling style has many drawbacks and limitations, it can also be very useful when others come to you for a ‘reality test’ of a new or untried idea. I myself have someone that I bounce new ideas off before investing much time and money in them, because he’s a Feller. He usually finds the most minute flaws in the scheme or helps me see where it could be shored up. Often, his comments are so sharp that by following his advice, I save time and money.
When is this style ineffective? When ideas are new, and you’re exploring new ground, you need to sort them out in an atmosphere of positive appraisal, so that they can grow.


Influence Exercise 19: Welling
You can do the Welling practice exercise on your own by writing your influence strategy, or you can practice with a friend or colleague and give each other feedback. Here are your instructions:
1. Present an idea to someone.
2. Acknowledge that there are some areas where you lack expertise, and ask for theirs. Remember to ask for input and suggestions as you go along.
3. If you are hearing the other person’s idea, you may offer suggestions only when they are asked for. When you are listening, make sure that you listen to what the other person is saying as purely and as clearly as you can, without interjecting your own ideas.
4. After you have worked out a Welling strategy on paper or have practiced the Welling style with someone, write down any difficulties you experienced with this style. For example, was it hard to listen to the other person without commenting or telling them how you might have done something differently? If so, why? How did it feel to use Welling as a style to influence another person?
If you are already inclined to be a Weller, you may have found it relatively easy to use this method. If not, you may have felt awkward or found it a strain to do the pure listening and the self-disclosing, both essential aspects of this style.
They are quite willing to change the form of their ideas or presentations to that of the other person. Earlier, I mentioned that attentiveness and flexibility are the main keys to influencing. Wellers seem to practice them naturally—they practice attentiveness by tuning in to the content and the process of the other person’s communication, and then they are flexible in shaping their own communication.


Influence Exercise 20: Selling
1. Goal/outcome (What do I want?):
a. Ultimate Goal: _________________________________________________
__________________________________________________________________________________________________________________________
b. Subgoals, or milestones: _________________________________________
__________________________________________________________________________________________________________________________
2. Person (who has the power or authority to say ‘yes’)?
________________________________________________________________________________________________________________________________
3. Features/benefits: _________________________________________________
________________________________________________________________________________________________________________________________
a. What are all the benefits that can be derived from the features?
____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
b. Which specific benefits might appeal to this person?
_____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
4. Objections (‘yes, buts’):
a. What objections can be anticipated?________________________________
__________________________________________________________________________________________________________________________
b. How will you overcome them by presenting value that outweighs the objections?____________________________________________________
__________________________________________________________________________________________________________________________
5. Person’s decision-making process:
a. Examines all options:____________________________________________
_____________________________________________________________
b. Consults experts or a third party: __________________________________
_____________________________________________________________
c. Makes quick decisions: __________________________________________
_____________________________________________________________
d. Makes tentative choice, then changes:_______________________________
_____________________________________________________________
e. Other (please specify):___________________________________________
_____________________________________________________________
Finally, when trying out Selling, keep in mind that this influence style is distinguished by its eclectic nature. In other words, it employs techniques from the other styles whenever the situation calls for them.


Influence Exercise 21: Gelling
Let’s review some characteristics of the Gelling style that you can use when doing Exercise 21. People who use the Gelling style can effectively mobilize the energy and resources of others. Gellers appeal to the hopes, values, and highest aspirations and dreams of other people. Gellers strike a common chord to gain support and achieve goals.
GELLING PRESENT STATE—DESIRED STATE
Present State
1. What is the situation now?
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
2. What makes the situation possible?
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Desired State
1. What do you want?
______________________________________________________________________________________________________________________________________________________________________________________________________
2. How would you know when you have it (evidence)?
______________________________________________________________________________________________________________________________________________________________________________________________________
3. Where and when do you want it (in what context)?
______________________________________________________________________________________________________________________________________________________________________________________________________
4. What stops you?
______________________________________________________________________________________________________________________________________________________________________________________________________
5. How will having it change or improve conditions?
______________________________________________________________________________________________________________________________________________________________________________________________________
6. How will having it change or improve conditions?
______________________________________________________________________________________________________________________________________________________________________________________________________
7. What strategies or paths could you use?
______________________________________________________________________________________________________________________________________________________________________________________________________
For this exercise, choose a current situation in which you would like to influence and inspire a person or a group. Write some notes and then a few sentences that express your idea in terms of the language of the Gelling style—using emotional words, strong imagery, and metaphor. Then, try to zero in on what the goals and missions of the persons you’re trying to influence might be, and see how you can build bridges to join your mission with those of the person you’ve targeted.
In the workspace provided there are questions for you to ask someone when you want to practice the Gelling style. The ‘Present State - Desired State,’ questions give you a process to use to help people discover their current situation, what their desired or ideal situation is, and how they would know when they achieved it. Using these questions can be a very powerful way to establish rapport and truly align yourself with another’s goals.
	Problem Orientation
	Outcome Orientation

	1. What is your problem?
	1. What is your desired outcome?

	2. What’s wrong?
	2. What do you want?

	3. Why?
	3. How?

	4. How are you limited?
	4. What is possible for you?

	5. What mistakes have you made?
	5. How can you use what happened?

	6. What did you do wrong?
	6. What did you do right?


Notes—problem orientation questions:
______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Notes—Outcome Frame questions
__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Influence Exercise 22: Effective Listening Techniques
After you’ve completed the previous exercises, you can review the most effective listening techniques by doing this exercise. We’ve listed each listening technique with space for you to write your impressions and experiences when you try out each technique.
Open-ended questions:
______________________________________________________________________________________________________________________________________________________________________________________________________
Mirroring
______________________________________________________________________________________________________________________________________________________________________________________________________
Restating
______________________________________________________________________________________________________________________________________________________________________________________________________
Reflecting
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Precision
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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Figure 4.1. Influence Styles Inventory Score Sheet
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Figure 4-2. Sample of filled-in Influence Styles Inventory score sheet.
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