Influencing Skills
In today’s fast moving business world, success is often achieved not purely on price or on product but on the ability to persuade and influence. Some people do this naturally, but there are a range of techniques that can be used which, once applied, greatly improve your ability to influence others, regardless of their seniority or position in the company. This is a practical and highly participative programme which examines the techniques that work, and that can have a profound influence on your relationships with others.
Aims: to use innovative techniques to achieve influence for commercial advantage.
Objectives:

At the end of the workshop participants will be able to:
· Use and understand the “like” technique

· Recognise the importance personal  image has on influence

· Use the first moments of contact to make a positive impression

· Use four key element of Neuro Linguistic Programming to build a positive and relationship based conversation

· Being able to control the conversation – even when it means saying no.

· Use advanced listening techniques to understand others motivators and build on their needs.

· Understand how to use positive body language.

· Recognise N+E personality types and use techniques to influence them

· Be able to use the right amount of information – depending on seniority of the communication. 
· Use of regular feedback to manage expectations – and the relationship
Workshop Methods
A participate interactive workshop, use of video’s, practical demonstrations and self analysis

Duration

One day
