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Influencing Teams: Getting Buy In and Ensuring
Project Success

Hot off the heels of the webcast “How To Answer The Front Line’s Question
“ITIL - What's In It For Them?", this presentation continues the conversation
of influencing behaviour and making real change happen. Understand the key
steps needed to maintain buy in. Learn tips to influence team members faster.
If you’re faced with the challenge of ensuring your project is met with buy in
(and pull through) all the way down to the front line — then this presentation
is for youl!

Key Learnings:

e How to influence others that are beyond your authority

e How to guide people up the staircase of persuasion

e Common mistakes we make in our efforts to influence others
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Last week Lisa asked —
"Has anyone successtully informed end contributing
departments of 'What's in it for them?”




“It doesn’t matter how much management wants it if the
end-user hasn’t bought in.”




How do we get the end-user on board — the programmers,
ops department, software application developers, engineers....




THEIR
FRUSTRATIONS!




"Its slowing down
my process”
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“T don't see
what’s in it for
me! ”




YOUR
FRUSTRATION!
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Objective

IDEAS!




Plan

« Our biggest mistake
* TIpS
* Share ideas







The Evolution of Work




The Evolution of Work

Information/knowledge

Hunter/Gatherer Agricultural Worker




The Evolution of Work

Hunter/Gatherer Agricultural Industrial




b) Too li
c) Too complication information
d) Too directive

e) Mismatching information and audience 4
readiness (good info, wrong time)  * &



Mismatching!
Delivering the
message at the
time with the

audience.




4

' Mismatch!
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Result?

*Waste of time,
money, effort

*Frustration
*Nodding head

‘They don't do it! "













MOUILLER
WET HANDS

FERMER SAVONNER
APPLY SOAP
TURN OFF

SECHER FROTTER

DRY

RUB

RINCER NETTOYER
T
SCRUB




Enablers,

reminders,
feedback

Options to ard: “I'm doingitce. .
Learn

Initiating: “I'm tryins
& Y Testimonial

Dilemma

~._.c. |seethe problem, but...”

Uninterested: “l see no need”

Steps of the SUASION Staircase



To what step did they jump?

ON Board: Celebrate success, identify resolve barriers

» Initiating: Encourage implementation, provide enablers

Aware: Provide peer testimonials

Uninterested: Raise awareness with DD

Steps of the SUASION Staircase
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To what step did they jump?

ON Board: Celebrate success, identify resolve barriers

Initiating: Encourage implementation, provide enablers

Stud\/]ng: Proviae options to learn more

Aware: Provide peer testimonials

Uninterested: Raise awareness with DD

Steps of the SUASION Staircase



Where was I?

ON Board: “I'm doing it consistently”

Initiating: “I'm trying it!” ‘
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Studying: “How can | learn more s~

Aware: “| see the problem, but...”

- Uninterested: “l see no need”

Steps of the SUASION Staircase



Where do most people jump when
trying to influencs Aka -

ON Board: Celebrate success, ide: TE LLI N G '
()

» Initiating: Encourage implementation, provide enablers |

Stuadying: Provide options to lec

Aware: Provide peer testimonials

Uninterested: Raise awareness with DD

Steps of the SUASION Staircase



Most efforts
one Glant - ¥
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step instead of 4 ==
Many small
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v Comfort “telling”
v" Human tendency

v' Believe “telling = knowing”
and “knowing = doing”

v" Check it off the list
v" Rewarded
v Don’t know any better

v Perceive it to be faster









‘ON Board: “I'm doing it consistently”

o ujz

m trying it!”

Stuaying: "How can | learn more >~

@)y

Aware: “| see the problem, but...”

Uninterested: “l see no nee

Steps of the SUASION Staircase
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Your greatest effort may be spent at the beginning
— breaking the person’s inertia to change.




What percentage of fuel do

B e akl N g you think is burned in the first

10 minutes of flight?

th e a) 10%

; _ b) 40%
Inertial c)_60%
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“There is only one way ... to
get anybody to do anything.

And that is by making the
other person want to do it.” 4

Dale Carnegie




What does success look like?

"... He took his hand off the door knob and turned around.”

"...They looked at me and raised their eyebrows.”







Want to avoid the Flu?

A quick quiz to see if you will.

+ Guess what is the ;iugéezlmf
evetion :tmt?f})’?
4) Sleep 9 howrs/ ight
8) Avoid par ties
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Will you avoid the flu?



Sample Disorienting Dilemmas

Some ideas?

* Did you know....

* Questionnaire
 Needs assessment
 Crossword puzzle
e Surprising fact

 Story
e Testimonial
* Picture

 Anecdote
e Metaphor
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What is the disorienting dilemma for your end user?
Ie what would surprise them or make them “lean in"?
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eDisorienting
Dilemma
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‘ON Board: “I'm doing it consistently”

o ujz

m trying it!”

Stuaying: “How can | learn more:

@)y

Aware: “| see the problem, but...

Uninterested: “l see no need”

Steps of the SUASION Staircase



tripadvisor:

get the truth. then go.®




How can you show them that others have done it
successfully?
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e Testimonials/
Interaction
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‘ON Board: “I'm doing it consistently”

5+ u])

m trying it!”

Studying: “How can |'learn more s~
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Aware: “| see the problem, but...”

Uninterested: “l see no need”

Steps of the SUASION Staircase






Logic is more influential than emotion.

Logic Emotion



Aristotle said 2500 years ago that:

reason and logic.”

wou

Was he right?




Our Toolbox

Charts omontal ,
Graphs Tesfimo Storwes

Evidence Analogies M&taffwrs
Pictures Studies
p\ - o m ,‘ B

Statistics




Which are emotion based?

Charts - - .
' Metaphors
Evidence Analogies M’ | |
Pictures Studies Statistics

Pl
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Do you tell
stories or
relay

facts?

http://voutu.be/Hzgzim5m7o0U _‘-"'“



http://youtu.be/Hzgzim5m7oU
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How do you put “emotion” before logic and tell stories,
use testimonials, metaphors, analogies, images?
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eEmotion
before
logic




ON Board: “I'm doing it consistently”

|”

Initiating: “I'm trying it
Studying: “How can | learn more?”
Aware: “| see the problem, but...”

Uninterested: “l see no need”

Steps of the SUASION Staircase



So....You did it!
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Follow through
In traditional training, participants apply %

of what they have learned back on the job?

@ 5%

b) 25%
c) 50%




What did I need?



Different goal for each step

Implementation,
enablers and
feedback

Options
to learn

Steps of the SUASION StaiOca




How do you remind, enable, provide feedback?
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eEnable,
remind,

feedback
/




e Enable, remind, feedback

——

e Emotion before logic

e Testimonials, Interaction

e Disorienting Dilemma

— S




STOP |

"It sort of makes you stop and think, doesn't it.”



THE SUASION STAIRCASE WORKSHEET

1) Thelissue:@
2) Who@oFoulvantiolinfluence?®@
3) Describefhebehaviour:Q

Future (as you
desire it to be)

Now (as it is now)

i £ Disorienting How@anA@apturel
1) Uni ntereSted 1 dilemma@ theirnterest?@Vhatis@

seeno need.” myM@isorienting®
dilemma?@

Testimonial@ How@anA@Bhow@hem
?‘) Awar e otherstave@onefhis®
I seethe problem successfully?e
12 HowodBetPeerd
BUT... testimonials?@
How@oldBharel
testimonials?@

1 [ ow Options(Eof HowdodBhow
3) SUdylng H learn them/give@hem@llGher

could I learn choicesfofearn@bout@
7’ it?@

more: How@oAhelp@hemEl

learn@t?@

P T Enable, M Whatfeminders@ndR
4) Initiati ng _I m remind,? enablers@and@reate
ready to try it feedback® orfrovide?
HowMod@reate@ABafed
environmentBvith@
feedback@or@hem@o
try@?e

oard ‘1’ Reinforce@Endl | How@oMhelpthem®
5) .On B d I m applaud@ identify,@elebrate?
doingit success?0
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resolvebarriers?




Have fun! Your creativity
and perseverance are key!
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Learn more
a) Read
b) Watch

Try it and share ideas

Contact me
Jill.Donahue @
excellerate.ca

905-841-1137



http://www.excellerate.ca/

Read

Influencer




Excellerate’s tips and ideas
about Influence

 Articles
* Videos
 Blog



http://www.excellerate.ca/lootbag

Watch/Listen

http://www.influenceatwork.com/In
TheMedia-Podcasts.html
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Seth Godin Robert Cialdini


http://www.google.ca/url?q=http://www.ted.com/talks/jill_bolte_taylor_s_powerful_stroke_of_insight.html&ei=12DHS_76F4K0MJOtlfAI&sa=X&oi=video_result&resnum=4&ct=thumbnail&cad=15152812349599192550&ved=0CBsQuAIwAw&usg=AFQjCNG-gNex4myyv8-63X1a0FTiaIcxdQ
http://www.google.ca/url?q=http://www.ted.com/talks/jill_bolte_taylor_s_powerful_stroke_of_insight.html&ei=kWLHS_HEBoK-NsvA6d8I&sa=X&oi=video_result&resnum=1&ct=thumbnail&cad=15152812349599192550&ved=0CE4QuAIwAA&usg=AFQjCNFp6H7D6rQj9QV7X2FJNW2C1vdkOg
http://www.google.ca/url?q=http://www.ted.com/talks/al_gore_s_new_thinking_on_the_climate_crisis.html&ei=5GPHS7mmEYPgNZznqOkM&sa=X&oi=video_result&resnum=5&ct=thumbnail&cad=5918223597051426468&ved=0CB8QuAIwBA&usg=AFQjCNGW-1BQmwDrFTN1SquaOK4sGG4qnA

Learn more
a) Read
b) Watch

Try it and share ideas

Contact me
Jill.Donahue @
excellerate.ca

905-841-1137



http://www.excellerate.ca/
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Thank You For Attending The Webcast!

Please take a moment to answer the quick survey after you
exit the webcast. Your feedback is extremely valuable to us.

We’d Love To Hear From You!

Phone: 1.877.581.3942
Email: Info@ThoughtRock.com
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