
THE INFLUENCE OF DIFFERENCE IN THE

As nouns the difference between influence and effect is that influence is the power to affect, control or manipulate
something or someone; the ability to change.

How do you see the fundamental differences? Power forces people to complete a task, where influence helps
them understand why that task is necessary. Find out more about the online short courses on offer that can
help you differentiate yourself in the workplace. It manifests itself as bad when we fall off a seven-story
building. And once you have authority, you no longer have to worry about competition. A friend? Power and
influence both refer to naturally possessed traits that follow as a consequence of authority. What is your 'why'?
So what's the secret to being a great influencer? To be a better leader, you need to invest in your team but also
in your own skill set. Gravity in and of itself is neutral. This approach to leadership fosters trust and relies on
negotiation to make team members feel valued and heard. This thinking can be applied to both businesses and
individuals. That hierarchy is most apparent in the way in which teams communicate. Think of it this way:
Anyone could hop up on a stage in front of a big crowd with a microphone, but are people going to listen to
what they have to say? You simply might have temporarily become unaware of that because a master
manipulator or even an unintentional manipulator was playing on your emotions. Burg: Great question!
Apple's 'why' is that they challenge the status quo. What role does that kind of focus play in your approach to
influence? Power makes uses of one-way dialogue while influence creates a conversation Power is exerted by
leaders who enjoy a sense of hierarchy in their organisation. Anyone with a credit card can buy followers these
days through advertising or less ethical means. Why not contact us today to see if we can help you with your
personal development as a manager and a leader? Influence is the size of your audience; authority is how
much they trust you. Influencing makes the desired action feel like the other person's idea - rather than the
other way round. Regarding Dr. So I visited with Bob Burg, author of The Go-Giver series of books that have
consistently stayed on bestseller lists and have been translated into 22 languages. Was it a teacher? Most
business and individuals market themselves from the outside circle inwards, when they should be starting from
the insides outwards. Of course, again, this holds true in any type of relationship, whether financial, social,
relational, etc. Theoretically, a business could have 10, people on an email list, or following them on
Facebook, and still not be an influencer or an authority. Once a prospect commits to you and your business,
you have authority.


