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Leading the Way

Negotiating with Influence & Persuasion
Instructor’s Guide

pa

A
Purpose: This course is designed to teach participants how to mov b4
people forward to a specific business outcome using
influence and persuasion. We are constantly challe

every day to influence people on all kinds of matte IS
course can show you effective behaviors to acco %

these changes.

e
Audience: This class is designed for employees ag/alf)l‘@@of
development.
Class Size: Approximately 12 to 34 particip
Prerequisite None. '0
Materials: \
Materials/ The following materials are'recommended for this course:
Equipment: * Edge in Way Video
* Flipchart stand and paper or dry erase board
. aper

e rds or name tags

E Leading the Way Course Book, PowerPoint &
thector

Organization: e instructor’s guide is designed to be used with the

porting Participant Coursebook.
Duratio 2 to 4 hours.

he exercises in this Course Book are designed to allow the
instructor to tailor the curriculum to fit specific class needs. Some

exercises teach the same skills in slightly different ways.

Depending on time allotment and participant needs, instructors may

wish to omit certain exercises. Additionally certain exercises can be
Q expanded to include individual, partner, small group or whole class
options.
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Slide1 Welcome the group to Leading The
Negotiating With Way, Negotiating with Influence &
Persuasion.
Influence & Persuasion
Have participants sign in using the
‘ - = =~ edge workshop sign in form.
LEADIMG THE WAY
- - 2 Minutes
Opening Slide
|g A
Slide 2 Cover Course Outline
2 Minutes {‘\
v What Is Influence Or Persuasion e#l A‘?
v Why Do We Need To Influence Pag { ) e

v Beneffts OF Influence / Persuasion
v The Five Steps Toward Persuasion

e OQ%

v Wrap Up Debrief

s =y
Slide 3 %cuss the course objectives
Course Objectives

) 2 Minutes

After This Session, You Wil 82 Abfe Tou.. Page H2

= [nflvence Pecple To Indiale Changes

= Porsvade Peopde To See Owr Point OF Wew

= Sfechively Use Inffuence To Jmprove And
Supoarfing Existing Relafionships

= Effectively Use Aorsvasion To Acoomplish
The Goals OF The Organization

™~

N2
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Slide4 Small Group Discussion
Whatls Influence?
Ask P's“What istheir definition of
= it Ard Pe, ion Are The H ’
A&'ﬁfﬁs F-Mmr&m@mmnﬁrd influence?
Spacific Business Ouwlcomes
Page #3
= Effective Leaders Must Se Alle To 5 Minutes
Infivence Others I A Varety OF Ways
i drder To Moot Company Objectives
= .
Slide5 Activity
Examples Of Influence _ A
Have P’ s discussimatters and areas
YD Tab IOLpE they would liké to ce among
Discuss The Following peers, dir d managers.
What Types Of Areas Would You o0 ; ; ;
Like To Influence Among Your R 1 include selling their
Reports, Peers Or Mangers? ideas g people to work more
@ changing behaviors, etc.
i Yems on flipchart and debrief
p agroup.
Page #3
10 Minutes
Slide 6 Ask P'swhy they need to influence
others. Have them list reasonsin
Wity We Need To Influence their table groups
In Your Table Groups
= — — Responses include gaining
ISCLUISS EedS0ns ou H H
Would Need To Infi f’, '} commitment, compl iance or to get
others to change behaviors, or buy

Be Prepared To Report Out To

The Group
L

C__

%

into a new concept or procedure.

Page #4
10 Minutes
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Slide7 Activity in influencing others
A : I - AsK participants to influence their
N S partner using the suggestions
e Using The provided on page #5. The receiving
Suggestions On Page #5 partner should challenge and ’
question the individual persuadin =
Be Prepared To Report Out To them.
The Group
@Mp| | The objectiveisto get peo N
thinking about how the
influence people, looking enefits
and consequences of their ap roach
Page #5 /(A‘)\
N4
10 Minutes \)
Slide8 Show the video “Leading The Way:
leading e Way ing with Influence and
As You Watch The Video asion.
LEADING THE WAY ave P’ stake note of the process
. ) eps for influence.
Please Take Note To The Five
Points Of Negotiating With
Influence & Persuasion Page #6
25 Minutes
=y
Slide9 Insert Video Here
Leading the Way
Negotiating with Influence &
Persuasion
Page #6
25 Minutes
% =P
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Slide 10
Time For A Break
=y .
Slide 11 Review Influence Proce@s‘ﬁrom
Influence Process Steps | | the Video. A
1. Clearly Define Your Objective Debrief the vi de‘o@ ng P swhat
2. Build Your Case they took awa watching the
3. Make Your Case video.
4. Ask For Commitment To Action
5. Agree To An Action Plan We % overing the stepsin
p@ detail as the workshop
S | “{-progresses.
e #6
- Minutes
Slide 12 Step #1 Define Y our Objective.
L ) Explain the reasons why this step is

%

Step &1 — Clearly Define Yowr Objective

# Kmow What You Trying To Influence
¥ Exschy what are pow brping fo change

¥ Know Who You Are Trying To Influence
< W drer power criticed stakefollees

*  Know Why You Are Trying To Influence
< M dre po fripiog I influsmce ot

r__ -

Y

so important. In order to successfully
influence others, we need to know
exactly what we aretrying to
accomplish.

We need to know the What, Who and
Why we are trying to influence.

Page #7

5 Minutes
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Slide 13 Break participants into small table
Challenges You Face groups and have them discuss
- situations they face that they will
_ Discuss Some Examples Of need to influence others.
Situations You Face That Require
Your Influence Or Persuasion
Once complete, have them complete b \
Clearly Define Your Objective answering the questions on pag
Ny | Page#3 N
15 Minutes
Slide 14 Step #2 Build Yopr‘e:ase
Bulld Your Case Explain the packaging
e O S their m |nd|V|duaI is
= Customize Your Message To Individual H
v E-‘:mepu'nsa.fmrergfrmﬁm to SJCC@$fU||y
¥ Package Your Message To The Individua h S’ we need tO Capture
' Peogle respond to diferent interests s of others.
o Use A Visual Presentation
Gt the message to Stk in their mind respond differently so we
| to customize our message to
\) ain buy in.
Q Page #9
5 Minutes
Slide 15 Activity Step #2, Build Y our Case.
Build Your tase Break participants into small table
How Will You Build Your Case groups and have them discuss how
How Will You Customize And they will use Build Their Case.
Package Your Message

Complete Step Two On Page #10
Build Your Case

=y

%

Have participants complete step #2,
customizing their message, and
answer the questions on page #10.

Page #10
10 Minutes
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Slide 16 Step #3 Make Y our Case.
Make Your Case . _ .
Explain making your caseisall
Slop £3 = Mate YourCaea— about stating your thoughts on the
¥ State Your Thoughts And Feelings . . ..
v e straight forward in your thovghis situation, explaining to others what
+ Explain What You Want Others To Do is needed from their involvement.
¥ Exachly what pow wand them fo oo
#  Use Powerful Questions ;
e Oy, Coment, Provacative Guestions Use Powerful questi ons and _hel
people to talk about it, explain
S| | detail and then gain buy in.
Page #11
5 Minutes o~
Slide 17 Activity St \
Make Your Case Exo
How Will You Make Your Case abo your thoughts on the
What Are Your Thoughts i Xplaining to others what
What Do You Need Others To Do [ ed from their involvement.
Compiete Step Three On Page #12 ave participants compl ete the
Make Your Case ..
tivity on page #12.
\ Page #12
10 Minutes
Slide 18 Step #4 Ask for a Commitment to
Action.

%

Ask For Commitment

Step #4 — Ask For Commitment To Action
# Steer People’s Choices

¥ Aszess the readiness of the siakoholder
¥ Confirm And Close

¥ S soveeriert e s for cormeraiirrent
= Seek And Develop

+ Ve el ey S s pennde akong

Thisiswhere we steer people's
choices and move into gaining their
commitment. Explain the concepts
of steering peopl€’s choices,
confirming & closing and seeking &
devel oping questions and responses
in order to gain their commitment.

Page #13
5 Minutes
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Slide 19 Activity Step #4 Ask for
Ask For Commitment Commitment
How Will You Ask For Commitment Have participants complete the
How Will You Steer And Guide activity on page #14 by answering
People’s Choices the questions provided.
Complete Step Four On Page #14
Ask For Commitment Page #14
10 Minutes
| N
Slide 20 Step #5 Agree to an Action
A, :
Agree ToAn Action Flan After you have commitment, it's
Step #5 - Agree To Action Plan now time to get everyone to agree on
= Dewelop A Progress Tracking Method an mtl on 5 g Fr
# Messure progress 25 oo mave e . . w . | est
¥ Ensure Everyane Knows Responsibilities respo_nSI . emi ONes,
¥ Assign tasks and responsibiities andt .
o Determirng Time Lines
= @ everyone knows what
| they are _res_ponsi ble for
plishing to complete the
Ag j ectives.
Page #15
5 Minutes
Slide 21 Activity Step #5 Agreeto an Action

%

Agree To An Action Plan

What Wilf Your Action Plan Be

What Are The Responsibilities
How Wilf Others Know What To Do

Complete Step Five On Page #16
Agree Te An Action Plan

=y

Plan

Have participants complete the
activity on page #16. The objective
isto fine-tune their action plan, what
others are responsible for, what are
the deadlines, timelines, etc.

Also, to anticipate any obstacles that
might get in their way.

Page #16
10 Minutes
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Slide 22 Recap or review of the stepsin
Influence Process Steps | | "
1. Clearly Define Your Objeciive 5 Minutes
2. Buifd Your Case
3. Make Your Case
4, Ask For Commitment To Action
5. Agree To An Action Plan
= .
Slide 23 Have participants goto uicl
reference sheets. This s is
Imfiuence & Persuasion Tips quick reference ¢ the toplcs in
== Leading The Way FE!E #H the Workshop<
= Five Step Frocess o
— Powerful Questions Page #17 V
=w Building Refationships ! 5 Mi
=¥ Gaining Commitment ‘
= Assigning Responsibifities
Slide 24 k participants for their
) tendance and participation.

>
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Slide 25

What Questions

Do You Have?

Ry

Solicit and respond to any questions
the group may have. If you do not
have answer, list questions with name
of person and email or call them with
the answer when you have the y

answer. 4

Have participants complete cour
evaluations, stand in the back o

room while participants co N
course evaluations and thank

for their participation as it the
room. o~

Courseho

o ?
Course Eval% 2 Pagesin
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