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Session 
objectives
• To develop strategies for 
influencing effectively 

• To identify behaviours for 
influencing effectively

• Consider the impact of words, 
tone and body language with 
influencing



Reflect……..

When you have been successful in influencing 

someone/a group. How did you achieve this?

When you were not successful in 
influencing someone/a group.

What do you think the differences 
are?

Come off mute or put your answers 
in chat



Strategic 
Influencing

You 

manager

shareholders
customers

internal

clients

team



Six influencing strategies
Robert Cialdini
1. Scarcity

• Things seem more valuable or attractive 
when their availability is limited.

2. Liking

• We prefer to say yes to requests from 
people we know and like.

3. Commitment and Consistency

• Once we’ve committed to something, we 
are more likely to go through with it.

• When we decide, we behave in a way that 
justifies that decision.

4. Reciprocity

• Do someone a favour and they will repay in kind.

5. Social Proof

• We perceive behaviour to be correct if we see 

others performing it.

6. Authority

• We are likely to do what we are asked when we 

recognise the authority of the person 



Consider the 
Six 
Strategies

1. Scarcity

2. Liking

3. Commitment and Consistency

4. Reciprocity

5. Social proof

6. Authority

When have you been influenced by one of these strategies?

When have you used one of these strategies?

Reflect ……..



Getting through the 
filters
• Brain tends prioritise information that matches its 

existing view of what’s true or likely while filtering 
out everything else

• This means if we present an unfamiliar piece of 
information that does not fit with what our 
colleagues expect to hear then their brains are likely 
to filter it out

• How do we get them to listen and consider?



Assertive Responsive

Aggressive Passive

I Change 
Your 
Position

I’m Open 
to 
Modifying 
My 
Position
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Push and Pull



PULLPUSH

BridgingPersuading

Asserting Attracting

Active listening, disclosing 
and information sharing, asking

Finding common ground, 
envisioning and exploring

Stating expectations, 
applying incentives 
and pressures

Expressing feelings, 
views and opinions

Influencing styles and behaviors?



What are the key skills 
for influencing?

• Deep listening

• Asking open questions

• Summarising

• Making clear concise statements

• Empathy



What Do We Pay Attention To?

55%
Non-verbal 

(body language)

38% 
Vocal

7% 
Verbal

words
images

tone of voice
inflection
pace / rhythm

Posture,   grooming
clothing

facial expressions
use of space
gestures

Source: Albert Mehrabian



Language makes 
a difference

• Focus on the positive

• Consider the ‘framing’ effect

• Beware of don’t; ‘don’t do that’ there are 
no neutral pathways for ‘don’t’. Therefore 
our brains will focus on the ‘do that’ 
element of the statement

• Because our brains are naturally 
programmed to be negative and to look 
out for threats to our survival we are 
easily influenced by words that sound 
negative

• Select words carefully to fit the situation, 
person and culture e.g. ‘advice’ rather 
than opinion



Tone

• How does the tone of your voice match 
the message you want to get across?

• Does it come across as approachable 
and reasonable?

• Are your tone, words and body 
language in alignment?



What’s your body 
saying?
• How are you standing or sitting?

• What are your hands doing?

• Posture?



Techniques for Influencing and Responding

Taken from ‘Assertiveness at Work’ by Ken and Kate Back (2005)

Type Definition

Responsive A behavior that aims to find out where the other person stands, their needs, wants, opinions and feelings.

Empathetic A behavior that contains an element of empathy as well as a statement of your needs and wants

Straightforward A straightforward statement that stands up for your rights by making clear your needs, wants, opinions or feelings

Discrepancy A statement that points out the difference between what has previously been agreed and what is actually happening or about to happen

Negative feelings A statement that draws the attention of another person to the undesirable effect that their behavior is having on you.  It can contain the 
following elements:
• When …..

• The effects are ….
• I feel ….
• I’d like ….

Consequence A statement that informs the other person of the consequence for them of not changing behavior.  It also gives them an opportunity to 
change that behavior.  



Examples of the words and phrases

Type Examples

Responsive ‘‘What problems does that create for you?’
‘What would you prefer to do?’
‘John, I’d like to hear your views on this one.’

Empathetic ‘I appreciate that you don’t like the new procedure, Jenny.  However, until it is changed I’d like you to keep your people working to it.’
‘I know you are busy at the moment, Karl.  However, I’d like to make a quick request of you.’

Straightforward As I see it the system is working well.’
‘I need to be away by 17.00 hours.’
‘I feel very pleased with the way the issue has been resolved.’

Discrepancy ‘Marie, in my recent appraisal I remember you saying that you would delegate more of the correspondence work to me.  I’m stil l keen to do that.’

Negative feelings ‘When you let me have your return at this late stage it involves me working over the weekend.  I feel annoyed about this.  From now on I’d like to have 
it by Friday lunchtime to enable me to complete it before the week end.’

Consequence ‘I’m not prepared, Jenny, to let any of my staff cooperate with yours on the project unless you give them the same access to the same facilities that 
your people have.’
‘If this occurs again, I’m left with no alternative but to apply the formal disciplinary procedure.  I’d prefer not to.’



• Different styles for different 
people

• How do you need to adapt to 
different style preferences?









Overcoming objections

• Anticipate in advance what the objections might or 
could be be and think about and make a list

• For each potential objection identify a helpful 
response in preparation.

• When you receive objections in the moment : 

o listen carefully to what the objection is

o Acknowledge the objection

o Explore the issue behind the objection

o Look for common ground

o Look for solutions either in the moment or later

o Agree a way forward.



Resolving tensions

It is easy for things to escalate! We can chose how to 
respond (rather than react)

1. Finding common ground:

• Identify all the things you agree on

• Isolate and understand the TRUE disagreement

• Explore how you could both be correct/partially correct 
or agree to disagree

• What can you do now based on common ground?

2. Reframe: 

• Assume good person and Bad circumstances

3. Notice, acknowledge, explore

• Notice their reaction and ask for their view

• Acknowledge their concern/frustration

• Explore their view

4.  Positive contagion

• Our highly social brains are wired to sense the 
emotional state of others around us and  sync with 
them.

• So remember your positive intention for the 
meeting/conversation and identify which emotion 
you want to project.

5. Manage your own emotional baggage 

• Be clear what your hot buttons and triggers are and 
be aware of early warning signs



Summary

• There are six key influencing strategies

• You need to be aware of filters

• When influencing use  deep listening and open questions

• Tone and body language lead your communication  

• Assertiveness at Work



Further materials  

Principles of Persuasion- Influence: The psychology of persuasion by 
Robert Cialdini

https://youtu.be/cFdCzN7RYbw



Thank You

• For any further questions, reach out to us on:

• E-mail: career.development@undp.org

• Yammer: Career Development & Experience

• Or visit our intranet page on:

• https://undp.sharepoint.com/teams/TalentDevel
opmentHub

mailto:career.development@undp.org
https://undp.sharepoint.com/teams/TalentDevelopmentHub
https://undp.sharepoint.com/teams/TalentDevelopmentHub

	Slide 1: Influencing, Persuading, Negotiating 
	Slide 2: Your Hosts 
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11: What are the key skills for influencing?
	Slide 12: What Do We Pay Attention To?
	Slide 13: Language makes a difference
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26: Thank You

