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STRATEGIES FOR INFLUENCING OTHERS

DRIVING CHANGE

[bookmark: _GoBack]You as well as those you work with likely have ideas or alternatives that, if implemented, would benefit your organization.  Perhaps you’ve discovered a technology update that could lead to increased customer satisfaction or a process change that would reduce cycle time.  But getting others to listen to, consider, and agree to take action on your idea can be challenging—particularly when you need the support and commitment of individuals outside your reporting relationships.    
	In Strategies for Influencing Others, you will learn a practical approach, using specific strategies and techniques, to gain the commitment of others to take action.   
To help you prepare for your upcoming session:  
Read about Craig’s influencing opportunity below.
Answer the questions on the next page about your own influencing opportunity.  
You’ll use this information during session activities, so bring this completed Course Prep with you.   
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	Bring this document to class.  You will use it during the session.


Craig’s Influencing Opportunity   
Craig, a regional operations manager, has a recurring problem with product shipment dates.  His sales team commits to a shipment date, only to learn that the subcomponents for the order are unavailable, causing the shipment to be delayed.  Customers are upset.  Craig discovers that the root problem is an unexpected and significant increase in orders in his region.  He knows that his organization is implementing new order management software and believes that this will enable his team to manage the higher volume of orders and more accurately determine shipment dates.  However, the software rollout is already underway, and his region won’t be receiving the new software for quite some time.  Craig wants his region to move up in the rollout schedule, but proposing this change will meet with resistance.  To initiate this change, Craig needs to influence people in other functions to take action.  
As Craig considers how to proceed, he recalls the recent experience of Ramon, a colleague who had an idea for a process change that would benefit his group.  To get approval for his idea, Ramon scheduled a meeting with all the key stakeholders.  He described his idea to them in detail and provided compelling statistics and data to show the benefits of the process change.  Some stakeholders saw its potential, while others questioned whether the impact was worth the time and resources needed to implement it.  As a result, the group was unable to agree and Ramon’s idea was rejected.  


Craig can’t afford to have his idea rejected, so he knows he’ll need to develop a better plan than Ramon’s to move his idea forward.  To get started, he asks himself:       
Who are the key stakeholders I need to influence, and how might they respond to my idea?
How does my idea support the organization’s goals, values, and objectives?
What challenges and barriers might I encounter?  
What support will I need, and who can provide it? 

Your Influencing Opportunity
Now it’s your turn.  Use these questions to identify and articulate an influencing opportunity, which you will work on in class. 
What idea, alternative, or opportunity do I have that requires me to directly influence others to take action?   
  
	



How does my idea support the organization’s goals, values, and objectives?

	



	Who are the key stakeholders I need to influence, and why do I need their commitment?  

	

	



	For example, consider:  
People from other functions whose endorsement or resources are required.  
Those affected directly when the new idea is implemented.  
Opinion leaders from whom others will 
seek input.  
Someone who could undermine your efforts to gain others’ commitment.  

	What challenges do I anticipate?  What support do I need, and who can provide it? 

	

	





Please bring this document with you to use in class.
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