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To0influence0effectively,0you0must0be0adept0at0getting0your0
opinions0and0ideas0heard,0recognized0and0considered0by0others.0
Influence0inherently0means0that0you0are0able0to0impact0the0ideas,0
opinions0and0actions0of0others.0What0are0some0strategies0for0
increasing0your0influence?0What0does0effective0influencing0look0
like?0What0happens0when0you0influence0ineffectively?0In020090and0
2010,0Discovery0Learning,0Inc.0and0Innovative0Pathways0
conducted0extensive0research0on0influence0that0explores0these0
questions0and0provides0valuable0insight0into0this0key0leadership0
skill0for0a0new0generation0of0leaders.
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InT2EE9TandT2EAEjTDiscoveryTLearningjTIncGTandTInnovativeTPathwaysT
conductedTresearchTtoTidentifyTandTmeasureTinfluenceTpreferencesGT
ThisTresearchTclearlyTidentifiedTfiveTinfluenceTstylesTandTresultedTinTanT
assessmentTtooljTInfluenceTStyleTIndicatorTMISIkjTwhichTeffectivelyTandT
efficientlyTmeasuresTanTindividualWsTpreferredTinfluenceTstyleTorTstylesGT
TheTcompleteTInfluenceTStyleTIndicatorTResearchTandTDevelopmentT
ReportTisTavailableTfromTDiscoveryTLearningjTIncGTSinceT2EAEjT
considerableTdataThasTbeenTcollectedTusingTISITthatTallowsTusTtoT
identifyTandTbetterTunderstandThowTinfluencingTpreferencesTareT
impactedTbyTvariablesTsuchTasTgenderjTnationalityTandTpersonalityT
preferencesG

WhyTInfluenceTMatters
TodayWsTworkplaceTisTcharacterizedTbyTlevelsTofTchangeTandT
complexityTthatTareTunprecedentedGTWorkplaceTrealitiesTsuchTasT
identifyingTsharedTgoalsjTleadingTcomplexTandToftenTdispersedTteamsjT
boundaryTspanningjTcoordinatingTmatrixedTprojectsTandTintegratingT
diverseTpeopleTandTinterestsTrequireTtheTcapacityTtoTinfluenceTothersGT
GoodTleadershipTinvolvesTleadershipTthatThasTaTpositiveTandTunifyingT
impactGTWhetherTyouTareTleadingjTfollowingTand/orTcolaboratingjT
chancesTareTyouTneedTtoTinfluenceTothersTtoTbeTsuccessfulGTTheTabilityT
toTinfluenceTothersTisTemergingTasTaTkeyTleadershipTskillTforTaTnewT
generationTofTleadersGT

EffectiveTvsGTIneffectiveTInfluence
InfluenceTstrategiesTcanTrangeTfromTrelianceTonTpositionTandTpowerT
toTeducationjTencouragementTandTcollaborationGTWhenTyouT
influenceTeffectivelyTyouTincreaseTtrustjTsupportTandTownershipTforT
yourTprioritiesGTWhenTyouTinfluenceTineffectivelyTyouTincreaseTmistrustjT
intimidationTandTresentmentGTATkeyTbehaviorTofTeffectiveTleadersTisT
theTabilityTtoTinfluenceTthoseTaroundTthemTtowardsTacceptanceTofT
beneficialToutcomesGT

Introduction



WeIareIallIawareIofItheIdistinctiveIinfluenceIstylesIthatIpeopleI
demonstrate.ISomeIofItheseIstylesIweIinstinctivelyIunderstandIandI
appreciateIandIothersIweImayIfindIconfusing,IunclearIandI
frustrating.IOurIresearchIhasIdefinitivelyIidentifiedIfiveIstylesIofI
influence.ITheseIfiveIdistinctiveIstylesIareIRationalizing,IAsserting,I
Negotiating,IInspiringIandIBridging.IYouIcanIimproveIyourIleadershipI
effectivenessIifIyouIknowIwhenItoImodifyIyourIstyle,IunderstandI
whatIsituationsIyourIstyleIworksIbestIin,IandIwhenIitImayIproveI
ineffective.I

Asserting
YouIinsistIthatIyourIideasIareIheardIandIconsideredIandIyouI
challengeItheIideasIofIothers.I

Rationalizing
YouIputIforwardIyourIideasIandIofferIfactsIandIlogical,IrationalI
reasonsItoIconvinceIothersIofIyourIviewpoint.

Negotiating
YouIlookIforIcompromisesIandImakeIconcessionsItoIreachIoutcomesI
thatIsatisfyIyourIgreaterIinterest.

Inspiring
YouIadvocateIyourIpositionIandIencourageIothersIwithIaIsenseIofI
sharedIpurposeIandIexcitingIpossibilities.

Bridging
YouIbuildIrelationshipsIandIconnectIwithIothersIthroughIlistening,I
understandingIandIbuildingImutuallyIbeneficialIcoalitions.I

FiveIInfluenceI
Preferences



To.most.effectively.utilize.each.of.these.styles,.leaders.need.to.
understand:

The.value.of.each.style
The.most.appropriate.time.to.use.each.style
How.each.style.can.be.used.effectively,.and
How.each.style.can.be.used.ineffectively

Workplace.Implications
Influence.Style.differences.suggest.interesting.implications.for.the.
workplace,.both.locally.and.globally..We.explore.some.of.those.
differences.focusing.on.gender,.nationality,.age,.and.personality.
preferences.

Five.Influence.
Preferences

cont'd.



MostRpeopleRmightRguessRthatRthereRareRgenderRdifferencesRinRhowR
peopleRattemptRtoRinfluenceRandRpersuadeRothers.RAwarenessRofR
theseRdifferencesRandRtheRcapacityRtoRmodifyRonexsRinfluenceR
preferenceRmightRcreateRaRsignificantRadvantageRinRtheRworkplace.R
OurRdataRonRnearlyR2000RfemalesRandR2500RmalesRconfirmsR
differencesRthatRareRsignificantRbutRnotRsurprising.RMenRshowRaR
significantRpreferenceRforRusingRtheRadvocatingRorRpushingRstylesRofR
RationalizingRandRAsserting.RWomenRshowRaRsignificantRpreferenceRforR
usingRtheRunitingRorRpullingRstylesRofRInspiringRandRBridging.RWomenR
alsoRshowRaRsignificantRpreferenceRforRusingRtheRmoreRneutralRstyleRofR
Negotiating.RDifferencesRinRtheseRpreferencesRcreateRtheRopportunityR
forRmiscommunicationRandRmisunderstanding.RAsRanRexample,RwhenR
theRbossRhasRanRAssertingRinfluenceRpreferenceRandRtheRdirectRreportR
hasRaRBridgingRpreferenceRthereRisRaRstrongRlikelihoodRthatRtheRbossR
willRinterpretRtheRBridgingRcommunicationRstyleRofRtheRdirectRreportRasR
softRandRlackingRinRopinionRorRsubstance.

Gender
Differences



OneSofStheSgreatestSopportunitiesSofSunderstandingSinfluenceSandS
persuasionSstyleSdifferencesSisSinStheSinternationalSarena.SWeSknowS
thatSthereSareSpersonalitySdifferencesSinSinfluencingSstyles,SbutShowS
aboutScultural/regionalSdifferences?SCurrently,SweShaveSsufficientS
dataStoSassessSinfluenceSdifferencesSacrossSfourScountries:SCanada,S
UnitedSStates,SIndiaSandSSingapore.SNotSonlySareSsomeSofStheS
differencesSstasticallySsignificantSbutStheySareSalsoSverySinteresting.

Nationality
Differences



SingaporeansTareTmorelyTlikelyTtoTuseTaTRationalizingT
influenceTstyleTthanTAmericans,TCanadiansTandTIndians.

AmericansTareTmoreTlikelyTtoTuseTanTAssertingTinfluenceT
styleTthanTCanadiansTandTSingaporeans.

IndiansTareTmuchTlessTlikelyTtoTuseTaTNegotiatingT
influenceTstyleTthanTAmericans,TCanadiansTandT
Singaporeans.TSingaporeansTareTmoreTlikelyTtoTuseTaT
NegotiatingTinfluenceTstyleTthanTAmericans.

CanadiansTandTIndiansTareTmoreTlikelyTtoTuseTanT
InspiringTinfluenceTstyleTthanTAmericansTorT
Singaporeans,TwhileTAmericansTareTalsoTmoreTlikelyT
thanTSingaporeansTtoTuseTtheTInspiringTinfluenceTstyle.

AmongTtheseTfourTcountriesTthereTareTnotTsignificantT
differencesTinTuseTofTtheTBridgingTinfluenceTstyle.

TheTimplicationsTforTcommunicating,TbargainingTandTleadingTcanTbeT
significant.TWeTknowTthatTtheTmostTeffectiveTleadersThaveTtheTabilityT
toTbeTreflective,TassessTwhatTisTworkingTorTnotTworkingTandTthenTtoT
makeTadjustmentsTinTbehaviorTtoTbecomeTmoreTeffective.

Nationality
Differences

cont'd



Age2
Differences

Much2is2written2about2generational2differences2in2the2workplaceI2
Many2people2have2their2pet2theories2about2these2differences2
but2there2is2little2solid2data2that2confirms2or2disavows2
generational2differencesI2Our2data2on2over243xx2people2
between2the2ages2of22x2and28x2was2divided2into2five2age2
groups:22xTsH23xTsH24xTsH25xTs2and26x2and2overI2The2younger2age2
groups2(2xH23x2and24x)2score2significantly2higher2on2using2the2
advocating2style2of2Rationalizing2than2the2older2age2groups2(5x2
and26x2and2over)I2HoweverH2the2older2age2groups2score2
significantly2higher2on2using2both2uniting2stylesH2Bridging2and2
InspiringH2than2the2middle2age2groups2of23x2and24xH2but2not2
significantly2higher2than2the2youngest2age2group2(2x)I2The2
youngest2age2group2scored2significantly2lower2on2Asserting2and2
higher2on2Negotiating2than2the2middle2age2group2of24xTsH2but2
not2significantly2different2than2any2other2age2group2on2these2
two2stylesI2An2interesting2conclusion2from2this2data2is2that2the2
5xTs2and26x2and2over2groups2show2the2least2differenceH2but2the2
next2most2significant2similarity2is2between2the26x2and2over2and2
the22xTs2groupsI2The2bigger2differences2exist2between2the23x2
and24x2age2groups2and2all2other2age2groupsI2This2challenges2
speculation2that2the2biggest2age2differences2and2challenges2
exist2between2the2younger2and2older2workersH2at2least2as2they2
relate2to2influence2preferencesI



Age 
Differences

cont'd



Personality.
Differences

MBTI
Is.influence.preference.an.indicator.of.personality.
preferences.or.learned/acquired.behaviors?.The.
MyersRBriggs.Type.Indicator.is.one.of.the.most.
researched.and.referenced.personality.differentiator..
To.attempt.to.answer.this.question.we.analyzed.the.
relationship.between.individuals.for.whom.we.know.
MBTI.preference.and.Influence.Style.Indicator.
preference..The.comparison.was.between.the.MBTI.
preferences.of.introversion/extroversionE.sensing/
intuitionE.thinking/feeling.and.judging/perceiving..For.
two.influence.stylesE.Negotiating.and.BridgingE.there.is.
not.a.significant.relationship.to.the.MBTI.preferences.

For.Inspiring.there.is.one.significant.difference..Intuitive.
preferences.are.more.likely.to.use.Inspiring..This.
relationship.is.understandable.given.that.Inspirers.tend.
to.tell.us.stories.and.metaphors.to.reinforce.their.
position..

With.the.Asserting.influence.preference.two.significant.
differences.are.found..Extroverts.and.perceivers.are.
more.likely.to.use.the.Asserting.style.

The.strongest.relationship.with.MBTI.occurs.around.
Rationalizing..SensorsE.thinkers.and.judgers.are.
significantly.more.likely.to.prefer.Rationalizing.than.
intuitivesE.feelers.and.perceivers.



Personalityk
Differences

Theksignificantkrelationshipskbetweenkthreekofkthekinfluencingkstyles,k
Rationalizing,kAssertingkandkInspiring,kindicateksomekrelationshipk
betweenkISIkstyleskandkpersonality.kThekconclusionkiskthatkpeoplekwithk
thekRationalizingkstylekpreferencekarekmoreklikelyktokpreferkdetailskandk
facts,kthinkklogicallykandkrationally,kandkdecidekquicklykafterk
consideringkfewerkoptions.kThosekwithkankAssertingkpreferencekarek
moreklikelyktoktalkkandkinteractkmore,kandktakekmorektimekandk
considerkmorekoptionskbeforekmakingkdecisions.kPeoplekwithkthek
Inspiringkpreferencekarekmoreklikelyktokfocuskonkthekbigkpicturekandk
preferkstoriesktokdetailed,kfactualkexamples.



Influence:and:
Change:Style

Another:self-assessment:that:correlates:strongly:with:MBTI:is:
Change:Style:Indicator:PCSIj.:CSI:measures:three:preferences:
for:dealing:with:or:creating:change.:These:three:differences:
are:defined:as:

Conservers
prefer:current:circumstances:over:the:unknown.:The:goal:of:a:
conserver:is:to:better:utilize:resources:-:people,:technology,:
knowledge,:capital:-:while:preserving:the:existing:structure.:
Conservers:prefer:change:that:is:gradual:and:incremental.:
They:represent:a:total:quality:management:approach:to:
enhancing:organizational:effectiveness.:At:its:best:the:
conserver:style:is:characterized:by:gradual:and:continuous:
improvement.

Pragmatists
prefer:to:explore:the:existing:paradigm:in:an:open:and:
objective:manner.:They:are:likely:to:advocate:for:change:that:
is:more:reflective:of:the:demands:of:the:current:circumstance,:
regardless:of:the:impact:on:the:existing:structure.:Pragmatists:
prefer:change:that:is:functional.:They:are:most:interested:in:
what:will:work:in:a:given:situation.:However,:even:within:the:
pragmatist:range,:the:more:scores:move:toward:either:the:
conserver:or:originator:end:of:the:continuum,:the:more:an:
individual:will:express:a:change:style:consistent:with:that:
preference.



Influence,and,
Change,Style

cont'd

Originators
prefer,a,faster,and,more,radical,approach,to,change.,The,
preference,of,originators,is,significant,and,expansive,change,
which,occurs,quickly.,Originators,are,representative,of,the,
reegineering,approach,to,change.,The,goal,of,an,originator,is,
to,challenge,existing,structure,,resulting,in,fast,,fundamentally,
different,,even,systemic,changes.

Conservers,and,Pragmatists,are,much,more,likely,to,prefer,
Rationalizing,as,an,influence,style,than,Originators,,with,
Conservers,having,the,strongest,relationship,with,Rationalizing.,

Pragmatists,and,Originators,are,much,more,likely,to,prefer,
Asserting,as,an,influence,style,than,are,Conservers,,with,
Originators,having,the,strongest,relationship,with,Asserting.

Originators,are,much,more,likely,to,prefer,Inspiring,as,an,
influence,style,than,are,Pragmatists,and,Conservers,,with,
Pragmatists,having,the,weakest,relationship,with,Inspiring.

Conservers,,Pragmatists,and,Originators,show,no,significant,
differences,when,it,comes,to,Negotiating,and,Bridging.,



Influence and 
Change Style

cont'd
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