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Power	  structures	  are	  

unavoidable.	  

•  Understand	  basic	  forms	  
of	  power,	  and	  engage	  
as	  you	  choose.	  

•  Develop	  insight	  and	  
choose	  how/whether	  to	  
change	  your	  behavior.	  



What	  is	  Power?	  

The	  capacity	  for	  
coordinated	  change	  
in	  an	  organizaHon	  

The	  ability	  to	  bring	  
about	  intended	  

consequences	  in	  the	  
behavior	  of	  others	  

Access	  to	  resources	  
that	  others	  want	  but	  
do	  not	  have	  the	  
ability	  to	  obtain	  

A	  right	  or	  authority	  
given	  or	  delegated	  
to	  a	  person	  or	  body	  

A	  person	  or	  
organizaHon	  that	  is	  
strong	  within	  a	  

parHcular	  context	  



What	  is	  Power?	  

The	  ability	  to	  direct	  or	  
influence	  both	  the	  

behavior	  of	  others	  and	  
the	  course	  of	  events.	  



Why	  Should	  You	  Care	  About	  Power?	  



Why	  Should	  You	  Care	  About	  Power?	  

Having	  power	  relates	  to	  longer,	  healthier	  life.	  

Power	  can	  produce	  wealth	  (although	  it	  need	  
not	  be	  moneHzed).	  

Power	  is	  part	  of	  leadership,	  and	  is	  required	  to	  
get	  things	  done.	  

Jeffry	  Pfeffer,	  Power	  



A	  Major	  Stumbling	  Block	  
Good	  performance	  does	  
not	  ensure	  success	  (or	  

power).	  	  Poor	  
performance	  does	  not	  

ensure	  failure.	  

It’s	  called	  the	  Just	  
World	  Fallacy.	  

Cogni?ve	  Bias	  
	  

•  People	  get	  what	  they	  
deserve.	  

•  Good	  people	  are	  likely	  to	  
be	  rewarded;	  bad	  people	  
are	  likely	  to	  be	  punished.	  



Risks	  of	  the	  Just	  World	  Fallacy?	  
The	  just	  world	  fallacy	  hinders	  your	  ability	  to	  learn	  
from	  all	  situaHons	  and	  all	  people,	  including	  those	  

whom	  you	  do	  not	  like	  or	  respect.	  

It	  also	  lets	  you	  ignore	  potenHal	  career	  land	  mines	  .	  .	  .	  
and	  the	  need	  to	  build	  your	  own	  power	  base.	  



What	  Do	  We	  Think	  About	  Power?	  
“GeZng	  things	  done	  requires	  power.	  	  The	  problem	  is	  that	  
we	  would	  prefer	  to	  see	  the	  world	  as	  a	  kind	  of	  grand	  
morality	  play,	  and	  the	  good	  guys	  and	  the	  bad	  ones	  easily	  
idenHfied.”	  
	  
“We	  are	  troubled	  by	  the	  issue	  of	  means	  and	  ends.	  	  We	  
are	  perplexed	  by	  the	  fact	  that	  “bad”	  people	  someHmes	  
do	  great	  and	  wonderful	  things,	  and	  that	  “good”	  people	  
someHmes	  do	  “bad”	  things,	  or	  o\en,	  nothing	  at	  all.”	  
	  

Jeffrey	  Pfeffer,	  Managing	  with	  Power	  p.	  343-‐344	  



Sources	  of	  Power	  

Formal	  Power	  
Coercive	  
Power:	  	  
ability	  to	  

punish	  or	  use	  
threats	  to	  get	  
compliance	  

Reward	  
Power:	  	  
ability	  to	  

compensate	  
for	  

compliance	  

Legi?mate	  
Power:	  	  

others	  believe	  
your	  right	  to	  

make	  
demands	  and	  
be	  obeyed	  

Informa?onal	  
Power:	  	  
ability	  to	  

control	  info	  
that	  others	  

need	  
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Come	  up	  
with	  two	  

examples	  of	  
your	  

assigned	  
formal	  
power	  



Sources	  of	  Power	  

Personal	  Power	  
Expert	  Power:	  

Based	  on	  your	  skill	  
and	  knowledge	  

Referent	  Power:	  
Likability-‐driven;	  

perceived	  
aaracHon,	  
worthiness	  

Charisma?c	  Power:	  
Charm,	  appeal;	  

others	  comply	  due	  
to	  internalizaHon	  
(believe	  it’s	  their	  

own	  idea)	  
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Influence	  
The	  applicaHon	  of	  power	  to	  achieve	  a	  
specific	  purpose	  =	  influence.	  

Power	   ??	   Influence	  PoliHcal	  
Skill	  



Influence	  Requires	  Poli?cal	  Skills	  
“If	  you	  have	  poli:cal	  skill,	  you	  appear	  not	  to	  have	  it.	  
Truly	  skillful	  execu:on	  [of	  poli:cal	  skill	  is]	  perceived	  
as	  genuine,	  authen:c,	  straighCorward	  and	  
effec:ve.	  Leaders	  who	  are	  not	  poli:cally	  skilled	  
come	  off	  as	  manipula:ve	  or	  self-‐serving.”	  

	  
Gerald	  Ferris	  



No.	  1-‐4	  
x	  ÷	  4	  

No.	  5-‐9	  
x	  ÷	  5	  

No.	  10-‐15	  
x	  ÷	  6	  

No.	  16-‐18	  
	  x	  ÷	  4	  



Poli?cal	  Skills	  Inventory	  

Social	  
Astuteness	  
No.	  1-‐4	  

Interpersonal	  
Influence	  
No.	  5-‐9	  

Networking	  
Ability	  

No.	  10-‐15	  

Apparent	  
Sincerity	  	  
No.	  16-‐18	  

Note	  your	  average	  score	  for	  each	  sec?on	  



Poli?cal	  Skills	  Inventory	  
social	  	  

astuteness	  

observe	  non-‐
verbal	  cues	  

socially	  
aauned	  

"read	  the	  
room"	  

interpersonal	  	  
influence	  	  

create	  
rapport	  

convincing	  

adapHve	  

networking	  	  
ability	  

develop	  and	  
use	  networks	  

easily	  create	  
alliances	  

adept	  at	  
managing	  
conflict	  

apparent	  	  
sincerity	  

authenHc,	  
sincere,	  
honest	  

focus	  on	  
intent	  as	  
perceived	  

inspire	  trust,	  
confidence	  



Poli?cal	  Skills	  Inventory	  

Social	  
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No.	  5-‐9	  

Networking	  
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No.	  10-‐15	  

Apparent	  
Sincerity	  	  
No.	  16-‐18	  

You	  can	  build	  these	  skills.	  	  How?	  



Get	  No?ced	  
•  Those	  at	  higher	  levels	  need	  to	  know	  what	  you	  are	  
accomplishing.	  

•  How?	  	  Tell	  them.	  	  	  
•  You	  may	  not	  have	  the	  same	  ideas	  as	  those	  in	  
power:	  	  ask	  them	  what	  they	  care	  about	  most.	  

•  Worry	  about	  the	  relaHonship	  with	  your	  superiors	  
as	  much	  as	  you	  worry	  about	  your	  job	  
performance	  



GeTng	  What	  You	  Want	  
•  Get	  over	  the	  idea	  that	  you	  need	  to	  be	  liked	  by	  
everyone.	  

•  Be	  willing	  to	  put	  yourself	  forward.	  
•  Ask	  for	  what	  you	  want:	  people	  underesHmate	  
the	  chances	  of	  others	  helping	  them.	  	  High	  
social	  pressure	  to	  say	  “yes.”	  



“Building	  power	  and	  influence	  skills	  is	  not	  about	  
changing	  who	  you	  are	  or	  becoming	  someone	  
else.	  It	  is	  about	  adding	  a	  set	  of	  ac:vi:es	  and	  
skills	  to	  your	  repertoire	  to	  become	  more	  
effec:ve	  and	  successful.	  So	  stop	  making	  excuses	  
and	  get	  on	  with	  it.”	  	  

	   	   	   	   	   	   	   	   	   	   	   	  Jeffrey	  Pfeffer	  


