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Complex Influencing Part 1 - Who's Who In the Scenario?

, Who are they?

Key Players - Whose

' What role do they play? J

"buy in" do you need for

this to be accepted?

. What's their thinking?

)

] /L More than one person
/

l What's in it for them?

/

[ Resource Holder

Roles - What's their role

. Technical Inspector

or job in this particular

= What's the ROI?

J—),( Is it compliant?

has to say "Yes"
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situation? Cultural Gatekeeper }—){ Is it our style?
l End User )—){ How will it help me?
Trouble }—H In pain, needs help J
Frames of Mind - What's — E
their personal view abut Vision ]—)[ Looking to the future }
your proposal? Even Keel =—> Why rock the boat? ]
l LCIosed Door J—)[ Stop bothering me J
Key Frame of
Player Role Mind

Strategy Map - What do

you know? What don't you M=
know?
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Source: Developed from work published in "Strategic Selling" Miller Heimann 1986
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