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make it happen

(a.k.a. how to walk, talk and 

save the world like a superhero)

change
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For me, the choice to live an 

ordinary life is no longer an 

option.

-Peter Parker(Spiderman)

battle plan

1. find power

2. name it

3. sell it
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power

Who is most powerful?
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Exercise

ÅWhat do you think of when you 

think of power?

ÅWhat does it mean to òhave 

poweró?

Power is the potential ability 

to influence behavior, to 

change the course of events, 

to overcome resistance, and 

to get people to do things 

that they otherwise would 

not do .

-Jeffrey Pfeffer



3/12/2010

5

Professionalism

Track Record

Focus
Access to 

information

Tolerance of Conflict

Formal 

Position (Title)

Social Capital

Expertise

Empathy

Energy & 

Personal 

Stamina

Communication 

Skills

Risk Taking

Ego 

Submergence

POWER
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name it

name it

Åwhat is the problem?

Åwhy is it important?

Åhow do we solve it?
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WHAT is the problem?

Specifically describe the problem you are 

attempting to solve.

Example : 

Our employee turnover has increased over the 

past six months and itõs become 

increasingly difficult to attract new talent to 

the organization.  

WHY is it important?

Present the business case and supporting 

information.

Example : 

Å Employee turnover has increase by 25% in the past 

6 months.  

Å 37% of employees who voluntarily noted our dress 

code as a frustration.

Å 5 major workforce competitors have casual dress 

code

Å Every 5% increase in turnover costs $25,000 in 

recruiting costs
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HOW do we solve it?

Describe your proposed solution and steps 

that are needed to make it happen.

Example :

Change employee dress code from business 

casual to casual.

1. Work with HR to create a new policy that 

specifically defines casual dress.

2. Review policy with management team.

3. Communicate policy at quarterly 

department meetings

test your skills

Åwhat is the problem?

Åwhy is it important?

Åhow do we solve it?
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work it out

what is the problem?

why is it important?

how do we solve it?

Create a Proposal

ÅWrite it down (Document or PPT)

ÅPolish it (Style Matters)

ÅUse Charts/Graphs

ÅGet feedback
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sell it

sell it

ÅIdentify who can say YES.

ÅFind their hot buttons .

ÅMake the pitch .

ÅEmbrace resistance

ÅClose the deal.
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who matters?

WHO MUST 

SAY YES

WHO CAN SAY NO

Influencers

finding hot buttons

ÅObvious assumptions

ÅObservation

ÅResearch/Ask 

Questions

ïWhy hasnõt this been 

done already?

ïWhat proposals have 

failed in the past?

ïWhat gets this 

person excited?
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potential hot buttons

ÅMoney ðHow much will this impact profit?

ÅBrand ðHow does this impact customers?

ÅPersonal Image ðWill this make me look 

good?

ÅPolitics ðWill this help me get promoted or 

gain power?

ÅSafety ðIs there going to be conflict 

involved?

ÅInnovation ðHow is this cutting edge?
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Make the Pitch

1. Thank you

2. What, Why, How

3. Share the doc

4. What do you 

think?

Rehearse, rehearse, 

rehearse

Expect objections

Embrace resistance, it is a sign that 

youôve started making progress.
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Objections

Selling doesnõt begin until you get your 

first objection.

Reasons for Objections:

ÅI donõt understand.  

ÅI donõt accept your reasoning. 

ÅIõve got a hidden agenda that you 

donõt know about. 

Exercise?

ÅPair up with one other person. 

ÅQuickly share your change idea.

ÅPartner ðBrainstorm as many objections to 

this proposal as possible in 1 minute.

ÅTrade roles.  

Overcoming objections 

successfully is about 

preparation.  


