
 Ego and competitiveness to be better than others
 Unwillingness to step up and speak up
 Fear of humiliation or being wrong
 Lack of mindful awareness (political correctness for the group)
 Poor self-confidence
 Not talking on-point

Each and every one of us has ideas that can improve our team’s results, 
and take them from mediocre to excellent quality. 
But we need to improve how people listen to us … 

or in other words, improve our ability be a positive influence.

Eight Tips to Increase Your Ability to Influence

· You want to influence the outcome of a project, meeting, or event.
· You want to be respected and your ideas valued. 
· You believe your opinions matter and can positively impact the results. 

Yet you don’t feel heard!
What is getting in the way?

1.
2.
3.
4.
5.
6.

The other day, someone said to my client, "Here comes trouble!"

My client smiled and replied, "You should be thankful that I’m trouble and spoke up to our boss. If I hadn’t, we
wouldn’t now have money and resources to get the new computer equipment needed."

Yes, people will label those that speak up … usually because they were afraid to do so. But notice "the trouble
maker" influenced to boss to get the resources the team needed. Now, they can get their work done faster with
fewer customer complaints. 



1. Get your brag on! Before you can influence others, you need to learn how to promote yourself and build credibility in
a way that others can hear you. That(!) will build your influence! Complete the five steps in the book, It’s Time to Brag!
Business Edition. 

8 Key Tips to Influence Others

Jeannette Seibly is The Leadership Results Coach. During the past 29 years, she has guided the creation of three millionaires and
countless 6-figure income professionals. Her brags include being an award-winning executive coach, management consultant, and keynote
speaker. If you or your team have a need for someone guide you increase your influence, contact Jeannette for a confidential conversation.

© Jeannette Seibly, 2021 All Rights Reserved

2. Build your confidence. After completing the "brag" exercises, get in front of the mirror. It's time to practice your
brags, "I am …," and "My background includes …" statements. Do this daily until the person looking back at you feels
heard! When practicing, you can build your confidence even faster by acting too serious, too funny, too positive, etc.
(Although this sounds simple, most people won’t do it. Do it anyway for better results!)

3. Journal to develop brags. This is a great way to develop confidence and awareness of your successes. Write down at
least three brags daily. This exercise will stretch you to acknowledge what you've done, the difference you make, and the
impact these actions and results have on your goals and key objectives.

4. Set a context to build credibility. Listen to understand. Ask questions for clarification. Then, set a context for your
comments. For example, if you said, "This is the answer …" team members are less likely to listen or value your
comments. But if you say, "In my experience of running 3 similar programs during the past 5 years (context), I would
recommend considering …."

5. Develop mindful awareness. It starts by listening to others and not the voice inside your head. When listening, you
will "hear opportunities" to share your thoughts, ideas, and opinions. But before you talk, dial up your humbleness and
dial down your ego (e.g., tone of voice, words used, etc.). Say, "I believe we’re on the right track. Based on my experience
of working with a similar $25M customer, it’s important to remember their expectations …"

6. Start by sharing the point or end result first. Keep it simple and smart; otherwise, you will lose influence and end
up rambling. For example, "To achieve the goal by this Friday, we need extra team effort. I request each of you to pitch in
and give it the final push. Here's my recommendation for what must be done."

7. Declare a commitment. Make sure it’s not about you … it’s about the project, customer, or team. For example, "My
commitment in today’s meeting is to have the numbers required for the client presentation this Friday. The numbers are
needed for the customer to know we're within budget even with all these changes."

8. Make requests. Instead of declaring this is what people must or need to do, make requests. This means they can
agree, disagree, or counter-offer. By being OK that they can counter-offer or say "no," you’re more likely to get the work
done … and increase your influence exponentially.
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