INFLUENCING COURSE OVERVIEW LEADERSHIP FRAMEWORK
FOR I M PACT This course helps participants develop and refine their influencing skills and

use these skills to build and maintain beneficial relationships. Through Prior Interaction Pre-Conception Reputation
activities, discussions, and a case study, participants learn to achieve results

outside functional boundaries and develop strategies to build productive and

AUDIENCE STYLE SITUATION
successful teams. Self-Other Context — Complexity - Culture

IC " Individual Contributors In this course, participants will learn to apply a fact-based influence strategy
that helps them to:
 Differentiate between influencing and negotiation

. Develap trusted relationships

Fact-based Influence Strategy
FL  Front-Line Leaders

FORMATS * Inspire others to gain commitment and support Anticipate & Urge Feedback
Gain Buy-in Build Credibility Collaborate Manage Loops & Give
Challenges recognition

In-Person: 6.5 hrs.

_ LEARNING JOURNEY
Virtual: 2 hrs. X

3 sessions
Prework Workshop Post-Work
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+ Paid Assessment  * Recommended custom add-ons. ** Only applicable to VILT
Use of Influence as a respectful 2 Use of fact-based Influence Personal and team 4 Accelerated business results
alternative to command and strategy to gain alignment leadership without authority through the power of networks

manipulation
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