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Negotiating, motivation and influencing
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This presentation is based on the speaker’s own experience and opinions



Discussion

What is influence?

Why do we need to influence?

What is credibility?

How do you build credibility?



Influence

Leaders need influence, or do they? 

If you don’t have influence, how can you create change/why will 
people buy into your vision?

How can you grow influence?

Must consider who you are trying to influence

85% of career success is a result of well-developed people skills, 
only 15% due to knowledge  [Warren Cass]



Your network

• Your network correlates to your power

• Essential to grow your network and nurture your relationships to gain trust

• It is the most important determinant of success

• Learn from trusted people close to you

• Don’t manipulate but be wary of those that do

• Be a connector, be the “hub” of connections if you can. Why?

• Being seen to be connected to the right people raises your own influence

• Ensure you gain credibility

• Have the right mentor



Networks and networking

• Gain trust from others  - why is this important?

• Actively listen, and listen first – helps to gain trust

• Help others, make the effort

• Don’t meet someone and immediately ask for something

• Add value to others

• Treat people respectfully 



Credibility and reputation – why is this 
important in leadership?



Credibility and reputation

• Be aware of how you come across

• consider your own image:

• Always maintain decorum

• Dress well, behave well

• Reputation can be destroyed in a moment. – how?

• Be true to your values

• Be social media proof

• Never put anything out in social media without thinking 

• Don’t moan, just adapt and get on with it

• Be clear regarding your own values

• Understand your own personality



Emotional intelligence

How would you feel if your views aren’t considered?

What does it feel like when you’re talking to someone whilst they are 
distracted by their mobile phone?



Emotional intelligence

• Emotional intelligence more important than IQ

• Be self-aware how you come across

• Essential to be aware and develop communication 
skills

• Remember and use people’s names - makes them 
feel good. 

• Show your interest in others

• People who feel listened to will warm to you more

• Helps to forge trusted relationships

• Grows credibility and influence

• Don’t play with phones when being spoken 
to

• Smile, good eye contact, look interested, listen

• Voice tone: low tone, speak slowly – more authority

• Convey emotion and interest

• Enthusiasm

• Show accountability in what you do

• Builds trust 

• Don’t be too critical of people

• Be hard on the issue not the person

• Post it notes



Effective meetings

• Check if it is being recorded

• Is it a public meeting?

• What you say will be in the minutes

• Act like the meeting is recorded, even if it 
isnt, you never know who may be secretly 
filming

• Be clear what you want to achieve from the 
meeting

• What are your goals?

• Be prepared

• Never get into an argument

• Actively listen and show interest

• How would you feel if others are not 
listening to you?

• If you don’t show interest, how can you 
expect others to be interested in you

• Maintain decorum

• How can you challenge if you don’t agree?



Glory

• How do you react when someone blows their own trumpet?

• Has anyone taken the credit for your work?

• How did it feel?

• How do you feel when someone builds you up?

• Should you build up others?

• Be balanced, don’t patronise

• Is it worth publishing?

• Think about how you can build your credibility and influence



Story-telling

What is story-telling?

Why is it important?

What is the purpose of story-telling?

Emotional connection

Draws audience in, inspires, motivates

Articulate the problem

Sell a vision/solution

Essential leadership skill to develop



The power of data

Why use data when trying to create a movement to change/influence?



Knowledge is power

• Knowledge 

• Gains credibility

• Creates confidence 

• Helps argue the case

• You’re more likely to get what you want

• Sharing your knowledge publicly increases your value + grows influence 

• Talks, articles, books, radio, social media, blogs, 



Negotiation



Negotiation

What is a negotiation?



Negotiation

• We negotiate from childhood

• Life: What to eat, where to go on holiday, what film to watch 

• Work: meetings, salary, rotas, leave, with patients 



Negotiation

Why do we need to negotiate?

Is negotiation borne out of human instinct to survive?

What is the ideal outcome?

Are you bothered about the relationship with your “opponent”?



Myth-busting

• It is a process – minutes to years

• Parties come to an agreement that both can ultimately live with. 

• Not a win-lose battle – negotiate with, not against?

• Give-and-take, compromise

• May require innovation 

• Need healthy challenge, robust discussion 

• Be hard on the issue, not the person?

• Use of the facts

• Persuasion, charm, emotion and empathy. 



Planning the negotiation

What could be the consequences of not planning the negotiation?

Do you even need to plan at all?

Depends on: 

the issue and how bothered you are about it

what you may gain/lose

anything else?



Planning the negotiation
• Does the other party want to negotiate in the first place? If not, why enter a negotiation. If so, are they 

telling the truth?

• Consider: 
• Why you’re in this position to start with – do both parties have the same understanding?
• What is under negotiation and why?
• How will the negotiation take place?
• Who will be there?
• Your approach to the negotiation?
• Who do you need to support you?
• What are the potential consequences?

• What are your objectives? What do you want?

• What knowledge do you need to debate the key issues? Know your facts well.

• Understand the other side, can you predict how they may behave? What is their agenda? Is your ongoing 

relationship with them important?

• What you are willing to compromise on?

• What are your “red” lines? 

• What does success look like, what would you be happy with?



During the negotiation
• Is showing empathy and sincerity important? Why?

• Manage your mood, keep calm

• Decorum

• Don’t show your stress

• If you disagree, DON’T lose your cool

• Can you think of a good way of responding to a difficult situation?

• Ask a question

• Understand other side’s views/comments/position

• It may be a reasonable one

• It may help you live with the outcome

• It may give you the edge

• Open ended questions

• Demonstrate understanding/interest by reflecting back, nodding etc

• Immediacy can work, e.g. creating deadlines, already drawing up a contract

• Stalemate: 

• Pause and reconvene

• Ask a question

• New angle

• Walk away



Example

Option 1:

I can’t pay that price for the service

Option 2: 

What else could you do for that price? E.g. Longer guarantee, different KPIs, 

How do you think other companies are able to offer a more competitive price? 

Option 3:

What are your margins?

Would you consider your offer is fair given the competitors quotes?

How can you make this more attractive to me?

I don’t understand your numbers

I have better offers from elsewhere

Why should I take your business etc?



Managing yourself

• Be self-aware and reflective

• Always maintain decorum and humility

• Be emotionally intelligent

• Be authentic and true to your values

• Avoid being rigid, be flexible, reciprocate

• Plan, don’t wing it

• Be inspirational, passionate, charismatic, kind

• Be decisive, adaptive, reflective, tenacious, disciplined, accountable, positive



Summary

• Credibility is essential to influence

• Influence is essential to lead

• Growing your influence can take years

• You can lose credibility in a moment

• Negotiation is not win-lose, it’s a process through which both parties reach an agreement. 

• It is a skill that should be developed over time 

• Planning is key

• Consider your hard lines

• Remember you can always walk away

• Think about the importance of the relationship with people you’re negotiating with 


