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In today’s environment,
Authority stabilizes systems.

Influence transforms them.




In every encounter with our famlly,x e
friends and colleagues we elthgr G
enhance or diminish our

relationships and therefore our

influence on them <~
NG




Learning Intentions:
The Spectrum of Influence

The SPARK conditions that
elevate leaders from
Inspire to Aspire
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Purpose of Leadership

>

Leadership is the
*Discovery

* Development
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UR FLOWCHAHTS [N AB[]UT
N LIFE INFLUENCING ANOTHER.™

— JOAN C. MAXWELL




“Leadership is about empowering other

people as a result of your presence and

making sure that impact continues into
your absence.”

Francis Frei, Annie Morris-Unleashed (2024)



The Research Questions

Who is the person
that has had the
greatest influence

on your life and/or
career?

What did they
do that
influenced
you?



Did you describe a
person’s position,

or

did you describe,
character, behavior,
or relationship?




Questionnaire on Influence




Creating a body of research about
stories of influence

//,.’ /‘/»‘//' [77€

N )

muter  makes o
l/% Ga able Q”?d \ Who 15 the P%O\/\ who hes MM(;W*EVC& f

H/fs M Courag | _iofluend o ye e = 2l W Placnicdl meg

ﬁ omd 3ad ance n mﬂ %svmaemwp}‘ s chedls 2550 ﬁ‘,’ e ewdld

hong pimede leedol g e

a5 €S
M corees ¥ deducew

hope.  one
et intuened w7
Wf g ik ot iy

w,gﬁhj Z enwuﬂgé

(b in ired. e
‘?0! o e




’//ﬁ
| \N\ﬂb (s the E)ﬂrs on o hes \am{ e 5% fes

i uﬂmtt

o,




Inputs are what
the Influencer
provides for,
contributes to,
or projects info
the Influencee,
the way one
Influences
another.

Inputs
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Influencee




Most Common Responses

Top 6 Responses

Influencee ...

Felt heard and valued.

Saw Influencer as a model of success and one who
communicated through actions.

Was willing to push outside of comfort zone because of
Influencer.

Felt Influencer believed in them and noticed strengths
and potential

Learned new things about self, life, and job because of
Influencer.

Knew Influencer was committed and presentin
relationship.

Additional Responses

Came to new realizations about self through
reflections with Influencer.

Saw Influencer as a mentor.

Was encouraged through struggle and felt Influencer
acted as cheerleader for them.

Was afforded choice and shared in decision-making,
while Influencer.

Engaged in regular conversations about progress,
concerns, next steps, etc. with Influencer.

Appreciated that Influencer asked questions, rather
than giving answers.

Witnessed Influencer stand up for others.
Felt held accountable for goals by Influencer.
Felt celebrated and appreciated.

Witnessed innovative ways Influencer resources
others’ goals.



Dispositions of Inputs

Influence O N O
Relationships ->
. A, _, A%
The inputs of influence are Influencer Influencee
aligned to four relationship

pillars. Relationship

e We value others with our
words and actions.

* We empathize with their
situation, hopes, fears and
goals.

* We build trust through
everyday interactions.

* We challenge others to
aspire to their best selves.

Challenge




Dispositions of

Influence
Relationships
The inputs of influence are Influencer Influencee
a!igned to four relationship
pillars. Relationship

e We value others with our
words and actions.

* We empathize with their
situation, hopes, and
goals.

* We build trust through
everyday interactions.
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* We challenge others to
aspire to their best selves.




Influence is about growing our capability to apply
the dispositions in our personal relationships



Spectrum of Influence

Persuade

1. Order the words related to the spectrum of influence (sticky notes) - SELF



Spectrum of Influence

Persuade

4. Reveal and review of definitions



Spectrum of Influence




To fuel others’ ambitions over time.
To activate growth and efficacy in others.
Aninternal desire to surpass or exceed at what we are usually able to do or accomplish

To create the conditions for inviting others to a challenge or new paradigm.
A moment in time that provided a challenge and an invitation, a moment of realizing and desiring
a challenge, creating a spark of challenge and an invitation to engage.

To serve as a role model for others.

To instruct, train, or provide feedback.
To establish a goal-centered relationship.

To provide motive.
To pique interest.

To provide an opinion about what one should do or believe.
To cause someone to do something through reasoning or argument.

To manage or control, especially in an unfair manner (omit, half-truths, deceive).

To demand someone to do something by using force or threats, crosses the line to illegal or
unethical behavior.



Spectrum of Influence Reflection Activity

Persuade Advise Motivate Coach Inspire




Truths of the Spectrum of Influence

Presence of the
Dispositions of
Influence

Destructive Prescriptive/Informative Productive

Impactful Less Impactful Impactful




Truths of the Spectrum of Influence

Locus of Control:
Influencer

Locus of Control:
Influencee

Absence of Agency

Impactful

Persuade

Advise Motivate

Less Impactful

Coach

Inspire

Agency

Impactful

The extent to which an individual believes they have control over
their outcomes of events in therr life.

The capacity to act, paired with the belief in self, which builds
ownership of learning and choices.

Locus of Control:

Agency:.




Spectrum of Influence Reflection Activity

Persuade Advise Motivate Coach Inspire

Think of your professional relationships, related to influence.
What have you experiencede
What level of the Spectrum of Influence best alignse



Where do you operate most
often under stress?

Ta!ole Where do you operate most
Reflection often when you are at your best?

What District conditions push
you down the spectrum?




SPA

7
-
O

=

O
-
O

O



Synergy-of
Purpose,

ldeas &
Action

|s your strategic plan
alighed with budget
decisions?

Do your evaluation
systems match your
stated priorities?



Powerful, Personally
Invested

* Do your leaders see compliance
or conviction inyou?

* Are you visibly invested in what
you are asking others to do?

e What is one District initiative
you are personally invested in
and why?




Aspiration, Stretching, and
Psychologically safe

* High Expectation + High
Safety = High Influence

* In your District,
department, team,
organization, which side is
stronger-aspiration or
safety?



eflective of Self, Others
and Their Potential

Three levels of reflection;
1. Self —awareness
2. Stakeholder awareness
3. Possibility awareness

Where do you create structured
reflection in your system?



Inetic, Causing Action

e Influence must convert belief into
behaviour

* Inspiration without movement
becomes frustration

Where does momentum stall in your
district?




Inspire

= People believe in
the vision

= Energyincreases

= Momentum builds




Aspire: The
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Aspire
People internalize the vision
|dentify shifts

Leadership Multiplies

What would aspiration look like in your
district?




Inspiration lights the spark;
Aspiration keeps it burning.



Influence, then, I1s not about
moving others to our vision; it’s
about helping them move
toward theirs.



HOPE

Helping Other People Excel



Inspire:
“| believe in this
vision.”

Aspire:
“Thisiswho |
am/we are.”
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Final Word

e Don’t build a
district that works

because of you.

* Build a District
that works because
of who your people
can become.




Influence is not measured by how
often you are needed,

It is measured by how well others
lead without you.
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