ISSUE &

OMT GROUP

GRASPS THE
IMPACT AND INFLUENCE

NETTLE

Creating-an-impact in Business is desirable,

influencing effectively is vital, together they are powerful.
As the Businesses world holds its breath in the face of the

current economic downturn, for many of us our capacity to get things
done feels as if it is diminishing. Yet, despite budget cuts, standing still
is not an option, 1f Business are to survive beyond this credit-crunch;
their People m‘ul to keep ITHWII'IL forward with new ideas,

better soluti i

iating i and, above all, the ability to see
things lhrr;ll_zh. (our power to create an impact in the work place and
influence those who martter is the key to making this happen = leading to
success for you in your career and success for your Business.

So, what is it to Impact and Influence in Business? Is it personal
charisma that you are born with? For some People definitely, we all
know someone with grear presence and for whom so many things seem
to-come s0-easily, However, the ability to impact and influence is also a
mindset and an approach that you can learn and implement to really
make things happen for you!

Pasitive Tap Inte the
Persanal Organisational
Impact Network of Influence

and only four ways, in
which we have contact
with the world. We are

by these four contacts:
what we do, how we
look, what we say,

and how we sayit.”

DT
“How

V “Sorry, Longly, but you're a little

Start with a mindset of personal impact, next over-dressed. When 1 said you were
learn to recognise and tap into the netwark moving up the fadder today, I meant 1
within your Business and then start working needed my ceiling painted.”
your influencing techniques 1o really make
things happen for you!




POSITIVE PERSONAL IMPACT

You need to start with your own mindser.
Personal Impact comes from within.
Sa-approach the day with 2 CAN DO YOUR PERSONAL BRAND
artitude, don't complain if things go against What are your Core

you, just try harder. To build on your positive Competencies?
mindset, consider the following three elements
commonly assodated with People who make an impact: What are your standards?

They develop and constantly promote their What is your style?

PERSONAL BRAND, Like Google or

Coca-Cola, you have to decide what you stand for Your Brand should reflect who
and stick to it, over and over again. People will You are and how you operate,
remember you and your values when you approach them You can't be all things

to all peaple.
Be the best you can be.
‘They are impeccablein their presentation of s Your personal integrity
People make up their mind abour you before you should be central,
even start talking, so make a good impression.
Diress smartly and neatly and maintain yourself
throughout the day

They know and practice the basic rules
General good manners and behaviour has not gone out
of fashion! Politeness, courtesy and consideration for

others should never be under-rated Take care of your sppeatamce, laok your best

ctiquette

Kirep 4 e body posture with your hasds swsy fram
you face

Stand up straight and tall bt not rigidly

Assume every persen you meet is important and treal
thems s ssch

Shake hands firmly, sy samething positive & you o so
Takse the time o remember peaple’s nasses and wse them

Loak at the colaur of people’s yes, they will notice extra
atlention

Sincerely compliment people

Satile, ideally & ittle bit longer than the peeson you are
Tooking st

e posilive bedy Language, maistain eye contact, brisfly
towch people on their upper am, move around while you
spesk

“Simmons, when | aid come back witha Be grauinely interested in these around you. Ask their
mare pasitive menal sttitude. ...~ opinioms, inquire about their Life and inerests, listen and
don't interrupt

"Whether you think
you can, or think you Hirar the smvotioes in prople's wands amd respond ba them
can't, you are right.

Fichard Weseman, Exah Peychologist



ORGANISATIONAL NETWORK

1§ the formal Organisation is the skeleton of a company,

the informal is the central nervous system driving the collective
thought processes, actions and reactions of its Business Unirs,
The-formal Organisation is set up to handle casily anticipated
problems, But when unexpected problens arise, the informal
Organisation kicks in. Its complex web of social ties form every
time colleagues communicate and solidify ever time in
surprisingly stable networks. Highly adaptive, informal networks
meove diagonally and elliptically, skipping entire functions

o get work done.

Diavid Krackhardreral, HBR

Managers w
operating only at an operational or personal level, Effective
leaders also learn fo employ netwarks for strategi

Examine the different Network Types above

Personal and Strategic. Are you using all 37 Conside

role and purpase of each Network and how to loca

your Organisation, Then establish yourself within

o its strength as needed.

Mo Lewden ©
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TAPPING INTO THE

“The Advice Network
m d you depend 1o salve problems when
s go wiong? Who are the Subject Marter

Experts that vou woul Id call on?

The Trust Network
With whom do you share delicare politkcal
mation? Who shares it with vou? Who wou

brack you up in a crisis?

The Communication Network
With whom do you talk about work reba

on 1 daily or weekly basis?

Map your Network

rt to Impact & Influence




THE SCIENCE
An 4 poiat abo
sround them.

different....

blaming othars or complaining

OF INFLUENCE
ople wi

Thore 1z & positive energy....it’s bocause

ale 1ike beisg

hings were

..They swe what nesds doing asd et about getting it done

Davideon. Tho Phywician Executive

Four Essential Steps to Influencing Others

1. Establish Credibility: Use soand judgement, draw on external expertise

 you need it, highlight your successes and be consistent

i mood, vabues and op

2, Find the Cs
understand your a

5. Provi

videnoe: Back up pe

d: Illumknate advantages for the individu.

, know their needs

i with facts, statistics, stories,

anslogics and exanples - different peaple think differently so make

the information and goal come alive in different ways

i, Connect Emotionally: People make decisions with their hearts as

well as their heads, adjust your tone and argument
b

21k VS
“Goce proposal. Wl et Back 15 you. We st have

1o hear fram tha cat.*
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“Don’t eriticize, condemn
or complain. Give honest
and sincere appreciation,
Arouse in the other person
an eager want”

OMT Group is an
Organisational Development Firm
that helps Businesses get better
at leading, organising and
managing their Peaple to achieve
better results. 1f you would like to
know more about our Clients,
our Solutions and our People
you can visit

www.omt.ie
oreall us on +353 61 333 640
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