The Power and Influence Workshop 
The next decade will call for remarkable leadership.  As businesses transform themselves for their 21st Century role, they are besieged on all fronts by a “perfect storm” of financial, technical, military, and geopolitical challenges unlike anything seen before.     

Good leadership is always vital, but in times of crisis and rapid change it can be a game-changing asset.  The overwhelming balance of scientific evidence, expert opinion, and organizational experience supports the conclusion that one skill – the ability to influence others – is nothing less than the essence of successful leadership.  Only leaders-by-influence will be able to dependably secure needed buy-in, cooperation, and action from the many diverse individuals, teams, units, coalitions, and organizations that make up the business community without using (and, in most cases, without having) direct authority over them.  Influencing is a skill that future business leaders must have.  

The Power and Influence Workshop is an intensive two-day program that gives participants the tools and skills they need to adroitly and confidently influence others.  Jim Thomas is the author of Negotiate to Win, a HarperCollins international bestseller that been translated into 18 languages.  Jim has conducted the very popular Negotiate to Win Workshop for 25 years.  Because negotiating is one of many influence skills, Negotiate to Win’s key principles are included in the Power and Influence Workshop but make up only a small portion of its content.

Before the Workshop, each attendee prepares brief written descriptions of a few “Key Influence Situations.”  All participants are given an Influencing Skills and Style Assessment at the beginning of the Workshop to reveal influencing strengths and limitations.  The Workshop employs short lectures on the latest influencing best practices, exercises, exploratory discussions, simulations of selected Key Influence Situations contributed by students, video reinforcement, peer feedback, and instructor coaching to develop participants’ influencing skills.  Throughout the Power and Influence Workshop, each attendee develops (with input from the instructor and their peers) an Influencing Action Plan
 (IAP).  By the close of the Workshop, each attendee’s completed IAP will identify specific influence skills needing further enhancement.  The IAP is shared with the attendee’s manager, who provides feedback, reinforcement, and accountability as the attendee fulfills the IAP.  
Participants will leave the Power and Influence Workshop armed with the knowledge and skills they need to influence effectively.  
� The Influencing Action Plan is designed to build attendees’ personal influencing strengths by identifying skills that need enhancement and a detailed set of steps (with a timetable for each step) to achieve desired proficiencies.   





