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Influencing Skills at Work
Introduction
Ability to influence is the capacity to persuade 
others to agree with you on an issue without using 
force or compulsion while respecting their 
viewpoints. Good influencing skills cover several 
soft skills of ability to communicate effectively, 
narrative and negotiation tactics that focus on the 
capacity to persuade.

On top of a life skill, the capacity for persuasion 
has never been more crucially important in the 
workplace.

This course will get you started on the path to 
learning what it takes to be able to think and act 
in a way that will help you carry others along. 
This entails picking up some new abilities and 
techniques that are appropriate for the 
circumstance and making sure you employ the proper 
behaviours and skills to effectively influence 
anyone, whether it be a single person or a room 
full of sceptical expectant individuals!

*For the complete course content and quotation, please reach out to us at 
info@irs-training.com or kavitha@irs-training.com .

Influencing Skills
● What is it? – why do we need 
it?

● Influencing without authority
● Principles of persuasion and 
influencing.

• What make people difficult?
• How to get people to do what 
you want them to do: the power 
of persuasion and influencing

What Makes A Good Influencer
●  Why should we influence
●  Who should we influence

Principles Of Influencing
● Defining positive influencing 

skills
● Understanding and using the 4
  influencing styles

Personality Styles
● Four Personality Styles: 

Dominance, Influencing, 
Steadiness & Compliance and 
associated behaviours

● Knowing who are you and how 
others perceive you

● Strengths and weaknesses of 
each style

Course Content: Highlights

Working With Each Other
● Interpersonal needs of each 

style
● Preferences and expectation 

of each style
● Ways to communicate 

effectively
● Using interpersonal 

flexibility to establish 
trusting relationship

Influencing Techniques
●  Understanding vs. listening
●  Persuasion vs. manipulation
●  Building working
    relationships
●  Pulling vs pushing

Handling Difficult 
Conversations
● Causes of difficult 

interaction: Understanding 
differences

● Deal with the emotions in 
interaction

● Finding a mutual purpose to 
create a successful 
conversation

● Ways to speak up 
persuasively to gain support

Target Participants

Senior Leaders,Senior Managers, Managers, Senior Executives, 
Executives, Supervisors or Line Leaders, Officers, Administrators,
and staff members 

Key Learning Outcomes
By the end of the course, participants 
should be able to:

● Understand influencing styles and 
strategies available and formulate plans 
and ideas on how to use them in 
influencing situations.

● Understand skills and behaviours to use 
to be the most effective influencer.

● Greater confidence in situations to 
influence people.

● Use thinking, speaking and behavioural 
techniques that enable influencing to be 
effective and positive.

● Review and evaluate learning and have an 
action plan to take back and implement 
in the workplace.

Duration
3 Days


