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Leading With Influence Questionnaire 

Name of individual............................................................................................................. 

 

Your relationship with the individual; please tick. 

 

- Self 

- Their Manager 

- Their Peer 

- Their Direct Report 

- Their Customer 

- Their Supplier 

 

Consider your interaction with this individual and rate them against each statement below 

using the following rating scale: 

 

Always  = 4 points 

Mostly  = 3 points 

Sometimes = 2 points 

Rarely  = 1 point 

Never  = 0 points 

 

Think of the person’s behaviours exhibited over the last 3 months or longer. 

 

Start each statement with the words: 

“This individual............” 
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Leading With Influence Questionnaire 

Statement Rating 

1. Clearly shows that their ability to successfully influence others in 

the longer term is built on a truly inter-dependent relationship with 

others. 

 

2. Has real credibility in the eyes of others because of the knowledge 

and experience they have and are willing to share. 

 

3. Is generally liked by others establishing genuine friendships with 

those they work with; attracts real friends. 

 

4. Understands and respects ‘cultural norms’, being respectful of the 

different environments in which they need to work and the people 

within them. 

 

5. Builds trust with others because s/he is consistent in delivering the 

actions they have committed to. 

 

6. Communicates with others in a way which reinforces the need to 

work closely together to achieve joint goals. 

 

7. Causes others to listen to their views because their views are seen 

as being important by others when it comes to achieving their goals. 

 

8. Makes others feel valued and comfortable in their presence even 

when there is conflict. 

 

9. Naturally likes to work with others in a truly collaborative way to 

produce win/win outcomes. 

 

10. Does their homework before an event or function which requires 

sensitivity to the type of people attending and their values. 

 

11. Is not afraid to express the value they can add to a relationship and 

the part they play in the other person’s success. 

 

12. Is viewed as someone whom others can trust.   

13. Uses an inclusive approach to leading others, seeking to build 

coalitions for change. 

 

14. Clearly understands the part that “politics” and Politics play in 

decision-making and problem-solving in the wider environment. 

 

15. Can see the big picture as well as the relevant detail in a given 

situation to make important connections and links before making 

decisions. 

 

 


