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POWER AND INFLUENCE IN ORGANIZATIONS

AMBER, ILL PAY YOU
$500 A MONTH TO
PRETENI B

ALL YOU NEED TO DO
IS LEAVE ME A PUBLIC
D TO BE MY MESSAGE EVERY ONCE
FRIEND ON FACEBOOK. IN A ILE.
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Reciprocity, Networks and Relational Power
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SESSION OUTLINE

*Power and Influence
= Understanding key network characteristics

= Similarity
= Exchanges
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POWER - WHAT COMES T0 MIND?
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... AND RECIPROCITY ®
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TIPS FROM THOSE THAT GET THEM

Increase in Tips (compared to no candy)
25%

20%

15%

10%

5%
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» Condition |:
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Increase in Tips (compared to no candy)
16%

14%

12%
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Increase in Tips (compared to no candy)
25%

20%

15%

10%
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| Candy 2 Candies I + | Candies
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3 REASONS PECPLE RECIPROCATE
=g

= In a relative sense, two pieces of candy is a high allocation
=Unexpected

= Two pieces are unexpected

=1+ 1:It’s a surprise when the waiter turns back

= Personalized

= 1 + 1: Special treat just for this table w w
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THE POWER OF PERSONAL TOUCHES
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NUMBER OF DAYS BEFORE SURVEY WAS RETURNED
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% RESPONDING TO OPEN-ENDED QUESTIONS

70%
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THE POWER OF PERSONAL TOUCHES .-
- 0] : : o Nc)vuuuuvl’
= Consider attaching a personalized Post-It note
*Don’t Overuse the Post-It Note!
= Restaurant: If the waiter presents everyone with a second piece of
candy “just for them...”
= Better strategy: earn reciprocity by genuinely devoting some time
to identifying personal touches that are likely to be meaningful for
each person
20

SIGNIFICANCE

Significant doesn’t have to mean expensive

Intangible Gifts?

Referrals/Services
Information/Expertise
Ideas/Cooperation
Recognition/Compliments
Attention/Time
Advice/Feedback
Laughter/Cheerfulness
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SIGNIFICANCE

= The significance of our favors doesn’t stay constant
= Efforts may be forgotten, glossed over, taken for granted

= The value of the favor increases over time in the eyes of the
favor-doer, but diminishes over time for the recipient

= Study how a favor was valued over the course of 1 month
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SIGNIFICANCE

$20
$15
s10 —
$5 /
$0
Immediately I month

@=Doer Receiver

Key Insight:The value of the favor will be greatest to the receiver in the short term
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UNEXPECTEDNESS

» Anniversary of first purchase
= Launch of nth project together

(But update as expectations change) “"Carry out arandom
act of kindness, with
no

expectation of
reward, safe in the
. knowledge that one
E,!SRX‘ r: day someone might do
S(WRisiins

the same for gou.”

Princess Diana
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B KEY PITFALL

* Whenever possible, favors and gifts should be given unconditionall
= If not, can diminish or eliminate recipient’s impulse to reciprocate
= AtDbest, likely to elicit the minimum the receiver can do
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THE BIG PICTURE

= Linked to LY. ) ! <

= Higher pay R . ﬁﬁ

« Faster advancement ‘ ~ 352
= Career satisfaction ‘ S ," ’
» Market expansion - Q

» Creativity and innovation = ‘@ u .
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BUILDING A BETTER NETWORK

= ...incorporates different types of people
...bal i of di ing strength
= ...allows you to bridge independent networks
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DIFFERENT TYPES OF PEQPLE

= Backgrounds/activities

= Functional areas

= Industries

= Organizations

= Levels

= Demographic groups

= Benefits
= More robust input, vetting, and buy-in
= More avenues for winning support and making progress
= Better adjustment to shifting external pressures and shocks
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RELATIONSHIPS OF DIFFERING STRENGTHS

. @ ies?
“Strong Ties” . Weak Ties
* Close Knit, intimate \ * More instrumental
+ Frequent contact \ [ Q- + Occasional contact
* High-maintenance v \ T - + Low-maintenance
Y @ \{ @

+ Consistency + Adaptability

+ Thoughtful analysis . g;;a:(x‘\l‘ensj; eosi new

* Long-term guidance and

insight + Easy, instrumental exchanges

e
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LINK YOU T0 INDEPENDENT NETWORKS

= “Density” the extent to which people in your network know one
another

= “Closeness” the extent to which the relationship among those in your
immediate network are strong ties
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HUB & SPOKE COMMUNITY
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“CLIQUES”: HIGH DENSITY, STRONGER TIES
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“STRUCTURAL HOLES” LOWER DENSITY, WEAKER TIES

@ “The Broker” a a
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BENEFITS OF FILLING A “STRUCTURAL HOLE”

= Effici ides betteraccessto

. Tni ition to hecira inf jon from the ind
» Identify their common interests

- Identify ially valuable of /@\

- L broker int " bet the Relgtionship  Relatiogenip
= Control flow of information R
* Possibility and pace of collaboration WA 0l
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SIMILARITY

= Gravitate toward people who share values, beliefs, backgrounds, interests
= Promotes cohesion, mutual loyalty, efficient, implementation of plans

= Similar others validate and reinforce us
= Implicit endorsement
= Confidence that our way of being is logical, accurate, and appropriate

= We expect them to like us back
= Similar others will often treat us well, and think well of us
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EVEN TRIVIAL SIMILARITIES MATTER

= Interests can be based on similarities we don’t generally think of as important

= Implici : i dency for our positive self-regard to spill over
into our luati of things iated with the self
= Extends to even trivial associations

first name, birthday, team

= You see this all the time in Sales — Make a Personal Connection!
What you ultimately
want from a buyer is not
a sale, but a relationship.
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EXCHANGE

= Connect with people whose differences complement your own

= Supports creativity, innovation, critical thinking

= “One is too small a number to achieve greatness.No lish of real value
has ever been achieved by a human being working alone.”

= John Maxwell

“ONE is 100 small a
o achieve greatness

- JOHN C. MAXWELL
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OW T0 BUIL

= Social Exchange
= Inspiration
= Task Support
» Position-enhancing
= Relationship
= Person-enhancing
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INSPIRATION

. Visi

» Involvement in task with larger significance

= Excellence
» Chance to do important things really well
and gain pride

INTEGRI I p ) - Chance to be ‘;irtuous, do the right thing
38
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TASK SUPPORT SKILE

= New Resources

» Obtaining information, money, budget increases, space, personnel

= Avenues for growth, “stretch” tasks that increase skills and abilities

= Task Assistance
= Help with tasks that are tedious, or overwhelm own abilities and energies

= Rapid Response

» Avoid or circumvent typical wait times for requested information
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POSITION-ENHANCING

= Visibility ﬁ r
» Chance to be known (usually by superiors) ‘ 4
= Recognition I A

» Appreciation of effort, abilities (both up and down hierarchy)

= Insiderness
= C

ity, i access, i jion in i events

= Contacts
» Opportunities for linking with others
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RELATIONSHIP

» Warmth, liking, closeness, friendship
* Understanding

» Having concerns heard empathically
+ Consid .

« Anticipation of preferences,

remembering important events,
emotional support in tough times
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PERSON-ENHANCING

= Ownership
= Voice in shaping and directing work;
opportunity for self-expression
= Self-concept
= Chance to affirm one’s values,
preferences, identity, self esteem
= Gratitude
» Appreciation of the impact the other
has made in your life
= Comfort
= Avoidance of hassles, disturbances,
nagging from others
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