


Chapter 8		 	Influence Meeting Plan

Use this document to prepare a plan for any major piece of influencing:
1. What is my desired goal or outcome and how is this likely to relate to the interests of others?
2. Who is the main person I need to influence?
3. What do I know about this person especially what drives/motivates them and their attitude towards change? (refer to the SCARF Model in Chapter 8)
4. Is this something best addressed informally - building a coalition of like-minded colleagues to move the idea forward – or would a 1-2-1 conversation be more effective? If the latter jump to step 6
5. To build a coalition to support my idea list the names of people who I want to involve and evaluate their effectiveness in supporting my cause, inserting their names in the following matrix:
       HighInfluence / Power

	High Influence / Power but low Support





	High Influence / Power and High Support

	Low Influence / Power and Low Support





	High Support but Low Influence / Power


	
Low					Support				High


6. How am I going to explain my idea?  Should I mainly emphasise:
(a) Facts, data, logic and financial implications; or
Appeal to the person’s emotions, feelings and intuition?
(b) The ‘big picture’ of the proposal and relate it to the organisation’s mission, vision and values; or
Data and details and explain the proposal step by step?
7. [bookmark: _GoBack]Step into the other person’s shoes and examine the proposal from their position alongside their priorities and challenges.  The exercise ‘Perceptual Positioning’ could be extremely useful here.  You can obtain a copy  at www.learningcorporation.co.uk/Library
8. What are the likely blockers to my proposal, including internal ones like lack of seniority?  How might I overcome them?
9. Am I prepared to be flexible and open to options and possibilities?
10. What’s their personal ‘win’ in this proposal and the ‘win’ for the organisation and our clients?
11. What is my ‘bottom line’ below which I would be in a ‘lose’ position?
12. Who gets on well with this person and what tips could they give me?
13. What are the three main points I want to get across?  Avoid adding extra points as this may dilute your argument.
14. To improve my self-confidence, who could coach me and where can I rehearse?
	My plan for the meeting

	


















