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Content

I. Influencing process explained with 
a case study

II. Persuading others; and exercises
“The greater the impact you 

want to make, the greater 
your influence needs to be.”  –

John C. Maxwell



Dr. Kathrin Anne Meier
5 y Pricing Actuary, Reinsurance
15 y Chief Risk Officer, Corporate Insurance

Book Author: “Mastering Corporate Life – A guide to Serenity and 
Success at Work”

2 y Management Trainer & Coach, Corporate Life Mastery GmbH
2 y Board Member, Swiss Risk Association
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Earthquake Western Canada

• Event probability: 1 in 650 years
• Event size: half the available capital gone
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Influencing and Persuading

8

STEP 1: Objective reduce exposure

STEP 2: Be liked and trusted do beforehand and constantly

STEP 3: Their position do nothing, don’t spend any money

STEP 4: Problem statement overexposed 

STEP 5: Propose solution various options, also extreme ones

STEP 6: Agreement who does what by when
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Emotional

ExtrovertIntrovert

Logical

Addressing People According to Behavior Styles

Analytical Driver

Amiable Expressive
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Emotional

Expressive
ExtrovertIntrovert

Logical

Amiable

DriverAnalytical

Strengths: Vision,
enthusiasm, inspires other
people, creativity
Weaknesses: Tend to be
disorganized, can’t be
bothered with details, can
get bored easily

Strengths: Calm analysis,
attention to detail, clever
Weaknesses: Too cautious, 
resists changes and taking 
risks, needs facts to operate

Strengths: Decisiveness,
functions under pressure,
can get difficult tasks done
Weaknesses: Often
impatient, can be scary to
deal with, hate detail, hate
being told what to do

Strengths: Relationships,
good at building rapport,
excellent listeners, good at
noticing, caring
Weaknesses: Too nice, 
avoids conflict and pressure, 
can’t handle unpleasant jobs
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Emotional

Expressive
ExtrovertIntrovert

Logical

Speak their 
structured 
language

Include them 
in problem 

solving

Give options 
and let them 
decide details

Give choice 
of two 
options

Address 
benefits for 

them

Let them 
think it’s 
their idea

Analytical Driver

Amiable

Involve 
them in idea 

creation

Be a good 
listener

Tell stories

Have a good 
relationship

Use social 
proof

Give them 
time to make 

a decision

No details!

Don’t talk 
for too long!

Don’t rely on 
story telling!

Don’t push 
them!



Ethical Use of Influencing Techniques
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• Only use these influencing techniques if it is good for everyone as a 
whole. Best is to use influencing if it is a win-win situation or if a small 
loss leads to big benefits. 

• Influencing is vital to management and relationships. It is better to 
use influencing instead of power to get things done. Be fair when 
persuading people you manage. 

• It will need practice to become a good influencer. 



Further Reading on Influencing
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Exercises

1. Understand your behavioral style
2. Understand the behavioral styles of those persons you had 

difficulties influencing in the past
3. Take a case where you will have to influence someone in the next 

days:
a. Guess the person’s behavioral style.
b. Prepare your message such that it addresses the person’s behavioral style.
c. Prepare by going through the six steps of influencing.
d. Do a review afterwards, what went well and what didn’t?
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Q&A

Dr. Kathrin Anne Meier
contact@corporatelifemastery.com


