Complex Influencing Part 2 - Wins, Warnings and Help

Strategy Map - What do
you know? What don't you

know?

Key bl Frame of | Possible
Player Mind Wins
Results J Wins
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More than one person
has to say "Yes"

Warning Signs - Things
that could end the game
or make things harder

A Missing information

/\ Things you don't understand

A Players you haven't met

|

kA New players/Restructuring

Who's On Your Side? -
The Guide or Coach is
there to make it work - and
you have to find one

Wins v Results - What's in
it for them?

- On your side }

—_—

Wants it to work

Knows the organisation }

J

Source: Developed from work in "Strategic Selling" Miller Heimann 1986
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Player Mind Wins
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Potential Problems -
Remove some of the

warning triangles because
they know the people
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