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 C
ommunication skills 
are critical in the 
workplace. That is 
especially true for those 
in management and 

leadership roles, those interacting 
with stakeholders, and those in 
industries that rely on effective 
messaging as part of their service 
or product offering. Well-developed, 
polished communication skills can 
significantly enhance performance  
in myriad roles and situations.

In the LinkedIn article “Communication Skills: How 

Important Is It to Our Career?,” workforce specialist Juliana 

Barros writes, “By communicating effectively, you show 

confidence, you adapt to different people, you present your 

ideas clearly, you express your opinion, you can resolve 

conflicts, you are able to make assertive decisions, you 

increase your persuasive power, among other possible … 

circumstances in your daily life.” 
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The communication skills most of us are familiar with 

typically involve interpersonal skills, such as listening, 

speaking, questioning, demonstrating respect, and show-

ing empathy even during disagreements. But another 

skill—one that is less frequently discussed but that Barros 

mentions—is the ability to persuade others. Essentially, 

persuasion is a skill requiring you to get others to agree 

with you on an idea, position, or point of view.

While some individuals will use the words persuading 

and influencing interchangeably, there is a nuanced dif-

ference in that influencing involves a set of behaviors over 

time and often includes a title rather than using a specific 

skill set in one situation. With continued effort, you can 

improve your persuasion skills and consider your actions 

in the longer term to influence others—including clients, 

leaders, managers, learners, and customers—regardless of 

your title or role. 

In this issue of TD at Work, you will learn: 

• The difference between persuasion and influence

• Skills to persuade effectively 

• The benefits of persuasion and influence

• Tips for using emotional intelligence to persuade  

and influence others

• How to put persuasion and influence into action

Persuasion vs. Influence 

There are countless human interactions that involve 

persuasion and seemingly just as many established or 

researched best practices drawn from sales methodol-

ogy, writing, marketing, and advertising regarding how 

to effectively persuade. Influence is likewise part of the 

regular workday and the relationships between co-

workers and members in the organizational hierarchy. 

People are often confused as to the difference 

between persuading and influencing. Aren’t they the 

same thing? As I see it and from what I’ve surmised  

following extensive research, no, they are not. Both are 

highly valuable, and they may overlap in many ways—

persuading someone or influencing others is about 

obtaining support for your point of view and ideas that 

somehow translate into others’ actions. However, you use 

them in different functions and for different purposes. 

Persuasion 
Persuasion is a skill a person uses in the moment to 

change a point of view. Common examples include 

pitching a creative idea to a client, proposing a specific 

strategy to a supervisor or senior leader, recommend-

ing or introducing a change in process or products used 

at the workplace, conducting sales conversations with 

potential buyers, or even conversing on day-to-day 

work problems with a peer to get them to adopt a differ-

ent perspective or change their opinion or position.

With persuasion, you act intentionally and can apply 

specific techniques. You only have to successfully per-

suade someone once to produce a desired outcome—to 

invest in your idea, buy something, adopt your point of 

view, or sponsor your idea. Then you no longer must 

continue persuading the person. You may have to per-

suade them on other objectives as you move forward or 

persuade others at the same time; but when a single act 

of persuasion is successful, it is complete.

Influence 
The act of influencing—or possessing successful influenc-

ing skills—tends to come from a more enduring, sustained 

set of behaviors over time. Although that can include 

actively persuading others, influencing tends to be less 

overt while achieving equally successful outcomes.

For example, a person with significant influence in 

an organization—such as an executive, senior leader, 

or highly specialized expert—is often drawing from the 

authority or power of their role to sway or affect deci-

sions or changes throughout a department or com-

pany. Or they can be drawing from a reputation of high 

With continued effort, 
you can improve your 
persuasion skills and 
consider your actions 
in the longer term to 
influence others.
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credibility or esteem or from a personal ability or adept-

ness to promote desired behaviors in others. 

Influencing skills are highly prized in the workplace 

and often accompany managerial and leadership roles, 

such as project management; advisory or consulting roles 

such as human resources, law, or management consult-

ing; or roles that require working closely with clients on 

project-based work such as L&D, technology, engineering, 

and many creative or artistic industries.

A person can acquire influence by leading by exam-

ple; being admired, respected, well liked, or well known 

for their accomplishments; or having a positive set of 

personality attributes that have a corresponding positive 

effect on others. Because of a combination of primarily 

positive reasons, a person with influence can generate 

desired outcomes on an individual’s or group’s actions 

or behaviors simply by taking action themselves; stating 

opinions; and endorsing certain strategies, ideas, prod-

ucts, or other people. 

Their power of influence tends to come from the 

work they have put in—a reputation that precedes them, 

so to speak. Further, they can often persuade others. 

Ways to Build Your Influence 

If you don’t have a title that carries influence, consider 
these tips for increasing your presence and reputa-
tion internally and beyond the company to build up 
critical influence. 

Write blog posts or articles. If the opportunity 
presents itself and you feel confident in your writing 
abilities, consider contributing an article to an inter-
nal newsletter. The piece could discuss an organiza-
tional challenge or issue in the industry that you have 
carefully considered. Use persuasion techniques 
such as pointing out the benefits or data supporting 
your idea. 

Weigh in on social media. While writing is not 
everyone’s forte, it doesn’t take long to share via social 
media articles you find valuable. Add a one- or two-
sentence explanation of what you found helpful about 
it. Note: Many companies have policies regarding 
social media postings and how personal posts could 
reflect on the organization. Although you are post-
ing from a professional perspective, understand your 
employer’s dos and don’ts to ensure you aren’t jeopar-
dizing your position while adding value.

Participate in discussions or organizational 
groups. Join an employee resource group or 
employee group formulated to address an ongoing 
or short-term company issue. Another option is to 
volunteer for employee testing on a new technol-
ogy or process under consideration. Be willing to let 
go of your idea or build upon someone else’s in an 
act of compromise.  

Offer solutions informally with no personal 
agenda. You can do so via the prior suggestions or  
by raising an issue with the appropriate leader or indi-
vidual via an email or short conversation. For exam-
ple, you may have read about an organization that 
improved its engagement scores through a specific 
program. You could also offer to brainstorm with a  
colleague on their idea or contribute helpful insights  
or solid recommendations to help refine a solution— 
all with no expectation of being credited or part of the 
solution. When others see you contributing to solu-
tions, you are giving them a chance to see how you 
approach an issue as well as see you as a person who  
is consistently involved and engaged. 

However, be careful not to take over an issue that 
isn’t yours to own. Small, consistent contributions over 
time can enhance your influencing skills considerably— 
others will realize you are paying attention, collabora-
tive, and aware of issues and solutions.

Become an informal mentor or trusted sounding 
board. Taking the time to listen to others can increase 
your influence. Doing so builds your reputation as an 
individual whom others can trust to keep conversa-
tions private. Using emotional intelligence skills, you 
may sense when someone is struggling or feeling 
sad. Offer your support—but not necessarily a solu-
tion, because the individual may not want or need 
that. They likely will appreciate knowing you are there. 
Another option for becoming an informal mentor is to 
check in on someone who is new to your team. 


