Influencing style questionnaire

[image: MC900442141[1]]Filling in this questionnaire. Go through all the questions, ticking any of the statements or descriptions that you agree describe your behaviour or opinion. Try not to think too long about any one answer – give the answer instinct tells you is right. There are no right or wrong answers. 
Tick where you think the statement describes you. Leave the box blank where you think it doesn’t.
Style A

	When trying to influence someone I typically:
	√ yes this describes me

	Enjoy a debate. I get a buzz from it
	

	Put my own point of view across vigorously
	

	Take the lead in a group
	

	Like having the last word
	

	Feel strongly motivated by the need to reach my goals
	

	Speak up when I think I am right
	

	Get annoyed when people won’t stand up for themselves
	

	May annoy others by seeming bossy
	



	And other people might describe me as:

	Forceful
	
	Confident
	

	Abrasive
	
	Ruthless
	

	Articulate
	
	Determined
	

	Impatient
	
	Inflexible
	



Style B

	When trying to influence someone I typically:
	√ yes this describes me

	Explore conflicts in order to defuse them
	

	Coax the other person to put their views before putting my own
	

	Create rapport with the other person
	

	Feel strongly motivated by a need to share power
	

	Invest as much time as a process needs
	

	Like being a facilitator
	

	Get annoyed with people who refuse to work with equals
	

	May annoy others by over-elaborating the process of influencing
	

	And other people might describe me as:

	Patient
	
	Steady
	

	Long – winded
	
	Over – serious
	

	Calm
	
	Willing to learn
	

	Impassive
	
	Afraid of failure
	



Style C

	When trying to influence someone I typically:
	√ yes this describes me

	Put other people’s needs first
	

	Make it easy for others to confide in me
	

	Keep myself open to influence from the other person
	

	Have skill in listening
	

	Feel strongly motivated by a need to create harmony
	

	Like being the ‘glue’ in the group
	

	Get annoyed by aggressive people
	

	May annoy others by refusing to say what I want
	




	And other people might describe me as:

	Co-operative
	
	Modest
	

	Passive
	
	Fearful of Authority
	

	Flexible
	
	Unselfish
	

	Cautious
	
	Lacking authority
	





Style D

	When trying to influence someone I typically:
	√ yes this describes me

	Go for the practical outcome
	

	Look for trade-offs: give a bit, get a bit
	

	Live for the moment: tomorrow is another day
	

	Talk my way out of trouble
	

	Feel strongly motivated by a need to find immediate solutions
	

	Like being the trouble – shooter
	

	Get annoyed by people who stick to protocols and rules
	

	May annoy others by giving ground too quickly
	







	And other people might describe me as:

	Pragmatic
	
	Focussed on the short term
	

	Cynical
	
	Tactical rather than strategic
	

	Charming
	
	Optimistic
	

	Frivolous
	
	Naive
	




Style E

	When trying to influence someone I typically:
	√ yes this describes me

	Ask the difficult questions about things that could go wrong
	

	Prefer to leave the really hard decisions to otheres
	

	Identify with the under dog
	

	Avoid getting competitive
	

	Suggest getting extra information before making a decision
	

	Feel strongly motivated by wanting not to be the target of other people’s anger
	

	Like being the person who seeks underlying causes
	

	Get annoyed by people who deliberately create danger in relationships
	



	And other people might describe me as:

	Sceptical
	
	Discerning
	

	Fearful
	
	Suspicious
	

	Careful
	
	Low – key
	

	Procrastinating
	
	Unconfident
	





Scoring

There are 16 possible points for each style, one point for each tick you have put against the 16 different questions. Now add up all the ticks for each of the five different styles to give yourself a score and put the totals in the boxes below:

	A
	B
	C
	D
	E

	
	
	
	
	





This questionnaire is based on the idea that when you set out to influence someone, there are two forces at work:
· How far you try to meet your own needs
· How far you try to meet other people’s needs

This creates five basic influencing styles:

 (
A
Dominance
B
Partnership
E
Withdrawing
C
Others first
D
Bargaining
High
Low
How far I try to meet my needs
How far I try to meet other people’s needs
Low
High
)










Interpreting the Quiz

Your favourite style is the one with the most ticks. Your back up style is likely to be your second highest score. If you have roughly the same number of ticks you may be able to use them equally and with versatility. 
On the other hand you may be giving people a confusing impression, and they may not be sure where they stand with you.
Each style has it s advantages and disadvantages, though to be effective as an influencer, you need to be able to make sure of all five styles.
What the styles mean

Style A: Dominance
You put your own needs first and think less of the needs of others. Useful when the situation calls for unequivocal leadership. In general you believe in this situation and that it is more important to be right than be liked. (Think Health & Safety)

	Downsides of A
	So if this is your dominant style you may find that:

	· It can create fear, one of the main barriers to productivity at work
· It can create resistance. This may show itself in a lot of ways ranging from outright rebellion to subtler forms of subversion, like absenteeism. These all absorb too much energy
	· People avoid trying to influence you because it’s too frightening, or takes too much energy.
· You get cut off from feedback, or any kind of bad news, and may therefore have inaccurate ideas about how other people see you.
· Other people see you as good at the technical aspects of the job, but not so good at the people side. 



If this is your style, your skills development should be around listening, questioning and creating rapport.

Style B: Partnering
Your dominant approach to influencing will put a high value on a collaborative approach, and will believe it is possible to achieve outcomes where you want and what the other person wants can be met with equal measure. You are willing to spend time exploring the other person’s point of view, even with uncomfortable feedback about yourself. Good for healthy long term relationships where neither side feel exploited.



	Downsides of B
	So if this is your dominant style you may find that:

	· It assumes there is unlimited time for influencing and persuading when in reality there may not be.
· It assumes the other person is as committed as you to a true partnership of equals. This may not be the case and you could find your own goodwill exploited by a more ruthless opponent.
	· You are expending energy seeking a win – win outcome in trivial matters where the time isn’t justified.
· Others see you as constantly seeking to spread risk or even avoiding responsibility by partnering at every occasion. 
· Others are prepared to take advantage of your good will. 



If this is your style, your skills development should be around asking for what you want, saying ‘no’ and giving feedback.

Style C: Others First
You place other’s needs high and yours low. This is sometimes described as a   lose–win situation. It is useful when trying to develop other people’s confidence e.g. delegating. It is also an appropriate use of unselfishness in preserving or maintaining an important long term relationship. Useful when not discussing deeply held values or when the issue is not earth shattering for you.
You probably believe more in creating harmony than getting your own way. You are probably seen as a good listener.

	Downsides of C
	So if this is your dominant style you may find that:

	· You may find it difficult to make tough but necessary decisions.
· By holding back your own views you will probably miss opportunities to influence others.
	· People will assume you will always go along with what they want. You may end up feeling resentful because your goodwill is exploited
· You get by-passed for jobs which need dynamic leadership. 



If this is your style, your skills development should be around giving feedback, asking for what you want and saying ‘no’

Style D: Bargaining
This is the give and take of compromise. This is useful for short term relationships where there are no great principles at stake. It may be appropriate where goals are unclear and will develop over time. Good for employee relations as gains regarded as victories and losses minimised. If this is your style you will enjoy the thrill of influencing and will pride yourself on your integrity, charm and your ability to respond well in a crisis – a natural trouble –shooter!
	Downsides of D
	So if this is your dominant style you may find that:

	· You may look for compromise when it may be more appropriate to stick to your principles.
· You may look for compromise when it is more appropriate to give way.
	· You get out manoeuvred by people who appeal to principles.
· You give away too much too soon.
· People see you as willing to sacrifice important values for the sake of pragmatic solutions.



If this is your style, your skills development should be around both ‘push’ and ‘pull’ styles of influencing – listening, questioning, creating rapport (pull) and feedback skills, asking for what you want and saying ‘no’ (push styles).

Style E: Withdrawing
This is useful when there is danger in making a hasty decision which could have disastrous log term consequences e.g. where there are gaps in information it is better to withdraw. It is also the preferred approach when faced with overwhelming opposition. If this is your preferred style you will cast doubts about the viability or correctness of any proposed solution. This is the style of the naturally cautious influencer.

	Downsides of E
	So if this is your dominant style you may find that:

	· Your low key style may mean that people simply forget to consult you on certain issues.
· People may misinterpret your concern as lack of courage.
	· Important decisions that may concern you get made without your input.
· You end up looking and feeling like a bystander.
· You may find the ‘rebel’ position attractive because it seems easier to criticise than take part.



If this is your style, your skills development should be around both ‘push’ and ‘pull’ styles of influencing – listening, questioning, creating rapport (pull) and feedback skills, asking for what you want and saying ‘no’ (push styles).
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