POINTS... Power and Influence Tactics Scale


PART I. PROGRAM PLANNING SITUATION


Directions:


1. Please recall a recent project or initiative you planned with at least one other person.


2. Identify one person with whom you interacted frequently during the planning process. This person will be referred to as [the person] in the following statements.


3. Read each of the following statements and then circle the number that best represents your opinion.


4. Although we will not ask you to identify the person, please indicate the person’s relationship to you by checking one of the following:


	[ ] your supervisor	[ ] your colleague in your organization


	[ ] your subordinate	[ ] someone outside your organization


5. Now, keep this person in mind and answer each of the following items:





Describe your interactions during the planning


process with [the person] you have identified.


 1.	[The person] and you clearly had different visions for this�	project/initiative.	1	2	3	4	5	6


 2.	[The person] and you had competing personal agendas.	1	2	3	4	5	6


 3.	[The person] and you had conflicting interests.	1	2	3	4	5	6


 4.	[The person] and you were pursuing different goals for this�	project/initiative.	1	2	3	4	5	6


 5.	[The person] and you were unwilling to share the resources you each	1	2	3	4	5	6


	controlled.


 6.	[The person] could offer rewards to you if you cooperated with him �	or her.	1	2	3	4	5	6


 7.	[The person] had power to apply pressure or penalize you if you failed�	to cooperate with him or her.	1	2	3	4	5	6


 8.	Overall, [the person] had more power than you during the planning�	process.	1	2	3	4	5	6





PART II. POWER AND INFLUENCE TACTICS


Directions:


1. Consider the project or initiative you previously identified.


2. Think about the person you previously identified. This person will be referred to as [the person] in the following statements.


3. Please look at the tactics listed below and indicate how effective each one would have been in influencing [the person] during the planning process.


4. In reading the statements, please keep in mind that we are not asking you what tactics you actually used during the planning process or even whether you believe that a given tactic should have been used. We are simply asking you to judge the likely effectiveness of each tactic if you had, in fact, used it in your dealing with [the person].








How effective would each of the tactics�have been in influencing this person?








 9.	Asking [the person] for suggestions about your plan.	1	2	3	4	5	6


10.	Getting other people to help influence [the person].	1	2	3	4	5	6


11.	Convincing [the person] that your plan is viable.	1	2	3	4	5	6


12.	Promising to support future efforts by [the person] in return for his�	or her support.	1	2	3	4	5	6


13.	Repeatedly reminding [the person] about things you want done.	1	2	3	4	5	6


14.	Offering to do some work for [the person] in return for his or her�	support.	1	2	3	4	5	6


15.	Asking [the person] if he or she has any special concerns about your�	plan.	1	2	3	4	5	6


16.	Linking what you want [the person] to do with efforts made by �	influential people in the organization.	1	2	3	4	5	6


17.	Communicating your plan in an ambiguous way so that [the person]�	is never quite clear about it.	1	2	3	4	5	6


18.	Presenting [the person] with facts, figures, and other data that�	support your plan.	1	2	3	4	5	6


19.	Offering to do a personal favor in return for [the person’s] support�	for your plan.	1	2	3	4	5	6


20.	Indicating your willingness to modify your plan based on input from�	[the person].	1	2	3	4	5	6


21.	Simply insisting that [the person] do what you want done.	1	2	3	4	5	6





How effective would each of the tactics�have been in influencing this person?





22.	Obtaining support from other people before making a request of �	[the person].	1	2	3	4	5	6


23.	Taking action while [the person] is absent so that he or she will not �	be included in the planning process.	1	2	3	4	5	6


24.	Using logical arguments to convince [the person] to support your plan.	1	2	3	4	5	6


25.	Saying that [the person] is the most qualified individual for a task �	that you want done.	1	2	3	4	5	6


26.	Offering to speak favorably about [the person] to other people in�	return for his or her support.	1	2	3	4	5	6


27.	Indicating that you are receptive to [the person’s] ideas about your�	plan.	1	2	3	4	5	6


28.	Withholding information that [the person] needs unless he or she �	supports your plan.	1	2	3	4	5	6


29.	Telling [the person] that you refuse to carry out those requests that�	you do not agree with.	1	2	3	4	5	6


30.	Demonstrating to [the person] your competence in planning the�	program.	1	2	3	4	5	6


31.	Waiting until [the person] is in a receptive mood before making a�	request.	1	2	3	4	5	6


32.	Raising your voice when telling [the person] what you want done.	1	2	3	4	5	6


33.	Showing [the person] the relationship between your plan and past�	practices in your organization.	1	2	3	4	5	6


34.	Making [the person] feel good about you before making your request.	1	2	3	4	5	6


35.	Challenging [the person] to do the work your way or to come up�	with a better plan.	1	2	3	4	5	6


36.	Making [the person] feel that what you want done is extremely�	important.	1	2	3	4	5	6


37.	Demanding that [the person] do the things you want done because�	of organizational rules and regulations.	1	2	3	4	5	6


38.	Appealing to [the person’s] values in making a request.	1	2	3	4	5	6


39.	Asking other people in your organization to persuade [the person]


	to support your plan.	1	2	3	4	5	6


