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Influencing and Persuasion Skills 
 
 
As a professional it is extremely important to know how to influence and 
persuade others. We often have to influence the thinking and behaviour of 
others, and persuade them to our way of thinking, especially when you have 
to put across ideas. All professionals need to communicate confidently and 
build relationships. This is especially true when you come under pressure; you 
need to remain assertive and to ensure that your message remains effective. 
 
No matter what position we hold, it is useful to understand the power of 
influencing. Even Managers are not finding it sufficient to rely on their position 
or status for the basis for gaining commitment. The development of individual 
influencing and persuasion skills are essential for results. Effective influencing 
over time means that productive relationships are developed and maintained. 
 
This programme is designed to enable you to be more confident, influential 
and persuasive at work, through recognising the link between their 
communication skills and the impact they can achieve. It will enable staff to 
work more effectively with colleagues, other departments and customers, or 
external organisations. 
 
Who will the course benefit? 
 
Individuals whose success is dependent on successfully influencing others. 
 
Course Objectives: 
 
To equip staff with a range of options and skills when seeking to influence 
others. 
 
Course Duration: 2 days 
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This course will enable delegates to: 
 

 Identify the key behaviours when seeking to influence others 
 

 Explore and practice the range of positive influencing behaviours 
 

 Select behaviours appropriate to individuals and situations 
 

 Communicate more effectively and persuasively, to gain commitment 
to their ideas, projects and change initiatives  

 

 Utilise the unproductive energy loss associated with stressful 
relationships 

 

 Constructively influence others toward a positive outcome for both 
parties 

 

 Build trust and productive relationships, individually and within a team 
 

 Explain complicated ideas in a manner which aids understanding and 
increases the likelihood of success 

 

 Use enhanced persuasion skills to act as an opinion shaper amongst 
your colleagues 

 

 Identify your own preferred influencing style and use it to encourage 
people to change their behaviour willingly. 
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Course Contents  
 
Defining Influence 
 

 Working definition of influence 

 Gaining an insight  

 How others perceive your behaviour 

 The behavioural characteristics 

 Clear communication 

 Effective Communication Skills  

 Defining communication and the communication process  

 Your personal communication style  
 
Understanding the Thinking Behind Behaviour  
 

 Understanding the thinking  

 Drivers in your behaviour 

 Thinking behind the behaviour of others 
 
Influencing Tactics 
 

 Matching influencing behaviour 

 Interpersonal Communication  

 Non-verbal communication and body language - using it to strengthen 
your position  

 Using your voice to advantage - tone, pace and style  

 Personal presentation - creating the right impression  

 Identifying and overcoming barriers to effective communication 

 Using assertive and positive language  
 
Persuasive and Influential Communication  
 

 Push and pull energy 

 Expressing your views, ideas and requests with confidence  

 Persuasive communication - gaining others' agreement  

 Ensuring your communication is clear, concise and easily understood  

 Understanding and developing more active and effective listening  

 Enhancing your questioning skills  

 Matching and Mirroring 

 Using the different influencing styles 
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Difficult Situations 
 

 Creating a positive impression when dealing with senior colleagues  

 Communicating difficult or sensitive messages  

 Gaining cooperation from others and minimising conflict 

 Enabling in a pressured situation  
 
Planning and Practicing Personal Change 
 

 Identification, practice and feedback in using a number of key 
influencing skills 

 Planning and practicing specific skills in order to prepare for being 
more influential in the future 

 


