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Agenda
The Reality: Power 
dynamics are unavoidable. 

Goal 1: Understand and 
recognize the basic 
forms of formal and 
personal power. 

Goal 2: Develop insight 
and choose whether 
and how to adjust your 
behavior.

Formal Power 

Political Skill

Personal Power

Power + Influence 
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“A right or authority given or 
delegated to a person or body”

“When a person or organization is 
strong within a particular context”

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

. 

“The capacity for coordinated 
change in an organization”

What is Power?
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What is Power?

The ability to direct or influence 
both the behavior of others and

the course of events.
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What Do You Think About Power? 
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Why You Should Care About Power

Having power correlates to longer life, increased 
health, greater financial success, and more friends.

Power is required to get things done – it’s a 
necessary element of leadership.

Power is the basis of influence (which is about 
achieving a specific purpose).

Jeffry Pfeffer, Power
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Cognitive Bias

A systematic deviation 
from rational judgment.

Just World Fallacy

We are predisposed to 
believe that people ultimately 

get what they deserve.

We tend to believe that good 
people are more likely to be 
rewarded, while bad people 

are more likely to be 
punished.

The Reality
• Good performance does not 

ensure success (or power).  
• Poor performance does not 

ensure failure.
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Just World Fallacy

We are troubled by the issue of 
means and ends. We are perplexed 
by the fact that “bad” people 
sometimes do great and wonderful 
things, and that “good” people 
sometimes do “bad” things, or 
often, nothing at all.

Jeffrey Pfeffer, Managing with Power p. 343-344
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Risks of the Just World Fallacy

It hinders your 
ability to learn 
from all 
situations and 
all people, 
including those 
whom you do 
not like or 
respect.

It encourages 
you to ignore 
potential 
professional 
pitfalls . . . and 
the need to 
build your own 
power base.
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Four Kinds of Formal Power

Coercive 
Power

Reward 
Power

Legitimate 
Power

Informational 
Power
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Coercive 
Power

Reward 
Power

Legitimate 
Power

Informational 
Power

Coercive Power

Ability to punish 
or use threats to 
get compliance

Coercive Power (Formal)
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Coercive 
Power

Reward 
Power

Legitimate 
Power

Informational 
Power

Reward Power

Ability to 
compensate for 

compliance

Reward Power (Formal)
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Coercive 
Power

Reward 
Power

Legitimate 
Power

Informational 
Power

Legitimate Power

Ability to make and 
enforce demands because 
others believe your right 

to do so

Legitimate Power (Formal)
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Informational Power

Ability to control 
information that 

others need

Coercive 
Power

Reward 
Power

Legitimate 
Power

Informational 
Power

Informational Power (Formal)
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Coercive 
Power

Reward 
Power

Legitimate Power Informational 
Power

Ability to punish 
or use threats to 

get compliance

Ability to 
compensate for 
compliance

Ability to make and 
enforce demands 

because others believe 
your right to do so

Ability to control 
information that 
others need

Formal Power
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REFERENT POWER

EXPERT POWER

CHARISMATIC POWER

Personal Power
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Likability-driven; perceived 
attraction and worthiness

REFERENT POWER

Referent Power (Personal)
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Based on your skill 
and knowledge 

EXPERT POWER

Expert Power (Personal)
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Charm, appeal, others comply due 
to internalization (they believe it’s 
their own idea)

CHARISMATIC POWER

Charismatic Power (Personal)
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Likability-driven; 
perceived attraction and 

worthiness

REFERENT POWER

Based on your skill and 
knowledge 

EXPERT POWER

Charm, appeal, others 
comply due to 
internalization (they believe 
its their own idea)

CHARISMATIC POWER

Personal Power
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Review: Formal + Informal Power
Ability to control information that 
others need

Informational Power 
(Formal)

Ability to punish or use threats to 
get compliance

Coercive Power 
(Formal)

Based on your skill and 
knowledge

Expert Power 
(Personal)

Ability to compensate 
for compliance

Reward Power 
(Formal)

Likability-driven; perceived 
attraction and worthiness

Referent Power 
(Personal)

Charm, appeal, others comply 
due to internalization (they 

believe its their own idea)

Charismatic Power 
(Personal)

Ability to make and enforce 
demands because others believe 

your right to do so

Legitimate Power 
(Formal)
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Examples Examples Examples Examples Examples Examples Examples

Personal Power

Coercive 
Power

Reward 
Power

Legitimate 
Power

Informational 
Power

Charismatic 
Power

Ability to 
compensate 

for 
compliance

Ability to make, 
enforce demands 
based on others’ 
believe in your 
right to do so

Ability to control 
information that 

others need

Likability-driven; 
perceived 

attraction and 
worthiness

Based on your 
skill and 

knowledge

Charm, appeal 
causes others to 

comply

Ability to 
punish or use 
threats to get 
compliance

Formal Power

Expert 
Power

Referent 
Power
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Power & Influence

What is the relationship between influence 
and power?

Influence is the application of power to
achieve a specific purpose.
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Influence Requires Political Skill

If you have political skill, you appear 
not to have it. Truly skillful execution is 
perceived as genuine, authentic, 
straightforward and effective. Leaders 
who are not politically skilled come off 
as manipulative or self-serving.

Gerald Ferris
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Influence

Influence is the application of power to 
achieve a specific purpose.

Power ?? InfluencePolitical 
Skill
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Race & Gender

Perceptions

Political skill, 
networking, 
delegation

Observed, 
self-reported

Incongruence 
(task vs 

dynamics)

Prescriptive 
Stereotype

Double bind

Risk of 
different 
(lower) 
benefits

“Office 
Housework”

Administrative

Committees

Emotional 
Work

Responses

Reluctance, 
resistance, 
acceptance

Shift dynamic 
(impact of 

collaborative 
setting)
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Developing political 
skill enhances 
performance and 
reputation.

Better 
Performance

Developing political skill 
reduces stress.

Less Stress

Developing political skill 
increases promotability 
and accelerates career 

progression.

Advancement

Political 
Skill

King, Denyer & Parry (2018). Is Office Politics a White Man’s Game?, Harvard Business Review

Why You Should Care About Political Skill
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Social 
Astuteness
•No. 1-5
•x ÷ 5

Interpersonal
Influence
•No. 6-9
•x ÷ 4

Networking 
Ability
•No. 10-15
•x ÷ 6

Apparent
Sincerity
•No. 16-18
• x ÷ 3
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Political Skills Inventory
Social 

Astuteness

observe non-
verbal cues

socially 
attuned

"read the 
room"

Interpersonal 

Influence

create rapport

convincing

adaptive

Networking 

Ability

develop and 
use networks

easily create 
alliances

adept at 
managing 

conflict

Apparent 

Sincerity

authentic, 
sincere, honest

focus on intent 
as perceived

inspire trust, 
confidence
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Political Skills Inventory

Social 
Astuteness

No. 1-5

Interpersonal 
Influence

No. 6-9

Networking 
Ability

No. 10-15

Apparent 
Sincerity 

No. 16-18

You can strengthen these skills – how?
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What Next?

Get over the idea that 
you need to be liked 

by everyone.

Be willing to put 
yourself forward.

You may not have the 
same ideas as those 
in power: ask them 

what they care about 
most.

Those at higher levels 
need to know what 

you’re accomplishing. 
How? Tell them.
BUT: beware the 

double bind. 

Ask for what you 
want: we 

underestimate odds 
of others helping us.  
High social pressure 

to say “yes.”

Worry about the 
relationship with your 
superiors as much as 
you worry about your 

job performance.
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Building power and influence skills is not 
about changing who you are or becoming 
someone else. It is about adding a set of 
activities and skills to your repertoire to 
become more effective and successful. 

So stop making excuses and get on with 
it.

Jeffrey Pfeffer, How to ”Lean In” to Power (2015)

32


