POWER in the workplace is
established by the way we influence
others, the way we present ourselves
and the way we make decisions
or solve problems.
Using power is a DELICATE

PROCESS that requires building
relationships to get others to do
what you want them to do.

POWER comes from the gradual build
of credibility in the workplace due to
past successes, reliability and results.

Steps To Develop Your Power:


SET GOALS: Your goals are your roadmap to achieving results and ultimately power; make them measurable.



MINIMIZE DOUBTS: Decrease concerns and negative self-talk to help build your confidence; maximizing positive
self-talk will increase your chances of having a positive outcome to your initiative, project or goals.



IDENTIFY YOUR RESOURCES: Take an inventory of the characteristics you possess such as industry knowledge,
technical skills, proven abilities, critical problem-solving skills and past successes.



HONE YOUR INFLUENCING TECHNIQUES: Craft your messages strategically to build relationships and influence
others.

ADDITIONAL TIPS
Understand that self-promotion is a vital leadership skill – keep a
list of accomplishments and be prepared to share them with others
Know your value proposition to help gain the confidence to take
on a new challenge or project or to quickly share with others
how you contribute to positive business outcomes
Volunteer for special projects at work that allow you to
highlight your competence and influence
Offer to help others achieve their goals in order to build
your leadership credibility and influence
When you build social capital, don’t be afraid to ask for something
in return; you gain power in asking for what you want and need
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INFLUENCING SKILLS
Alliances: seeking the aid of others to persuade a person to do something or using the
support of others as an argument for why someone should agree with your request
Authority: showing that you have the right to make a decision because of your position
and that your request is consistent with the organization’s policies and practices
Consulting: seeking other’s opinions in planning a strategy, activity or change and
demonstrating a willingness to modify your proposal
Framing/Inspiring: identifying or creating shared beliefs and making your request
based on those values and beliefs
Reasoning: using logical arguments and factual information to persuade a person that
your request or proposal is viable and likely to meet its objectives
Reciprocity: giving and taking of support and/or resources to help someone else or
removing obstacles so your work can be accomplished
Recognizing/Rewarding: acknowledging a person for his or her contributions as a
way of increasing their positive feelings for you and encouraging their cooperation

Leadership Coaching to Build Your Professional Power
Are you interested in developing your impact and presence?
Do you need some help analyzing your skills and strengths?
The Leader’s Edge/Leaders By Design has been helping C-suite, executive
and high-potential leaders for over 15 years to build the skills required
to become powerful and valued contributors in their organizations.
If you are interested in speaking with someone about working with
an executive coach, contact Shelley Potente at 610-247-7317 or
spotente@the-leaders-edge.com.

Ways Women Give Away Power
Article summary from Forbes, 2015
The use of minimizing language: Replace the weak words “I think”, “I believe”, and “I feel”, for stronger options
such as “I’m confident”, “I’m convinced”, “I expect”.
Unnecessary apologies: Saying “I’m sorry” puts you in an unnecessarily subservient position.
Letting others take credit for ideas: When we stay silent and let others take credit for our ideas, we give our
power away.
The hesitancy to self-promote: Hesitating to advocate for ourselves is a lost opportunity to demonstrate to
others the value we bring to the business and the power of our talent and achievements.
Not understanding or using our influence: Power comes from knowing the relationship between our work
and positive business results.
Not leveraging relationships: Leveraging relationships is a leadership skill; not asking for quid pro quo is a lost
opportunity and subsequent loss of power and potential influence.
Being reactive instead of proactive: Keeping the end goal in mind and developing a plan to
reach that goal fuels our ambition and success. We give our power away when we leave things
to chance or luck.
A lack of allies and champions: One way to support and sustain your power is to build
a strong network of people who are willing and able to speak for you.
A desire to be liked: What’s most important in establishing leadership and power is
effectiveness and a proven record of success, rather than likeability.

