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WANT TO EXCEL IN YOUR BUSINESS OR PROFESSION?
IF SO, ITS NO SECRET THAT YOU NEED BOTH POWER AND INFLUENCE.
THIS REPORT IS DEDICATED TO SHARING WHAT YOU NEED TO KNOW ABOUT POWER IN
THE WORKPLACE AND HOW TO GENERATE IT FOR YOURSELF.

S U C C E S S

Empowered
employees are
more productive,
more creative
and more
adaptable to
change
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EXECUTIVE SUMMARY
What is power, where does it come from and what can an individual do to feel and act
empowered? The answers to these questions are important for both business leaders and
employees. It is especially important for members of groups who have been traditionally
excluded from leadership positions (i.e. women and minorities). In this report we answer
these questions based on peer reviewed scientific research and collective experience.
The word power has several definitions.
In the context of the workplace, power
can be defined as:
“The capacity or ability to direct or
influence the behavior of others or
the course of events.”
Power is essential for progress to
be achieved. By being able to direct
or influence the behavior of others,
we lead teams to accomplish great
things like medical breakthroughs, the
design and construction of inspiring
buildings, and the establishment and
operation of research universities and
school systems. Without the positive
application of power, what we can
achieve suffers
THERE ARE FIVE BASES OF POWER:
1. Perceived reward power
2. Perceived coercive power
3. Perceived legitimate power
4. Referent power
5. Perceived expert power
It is critically important to note that the
word “perceived” is contained in four
of the five bases of power, because
power in any social interaction is a
psychological construct.
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New research conducted at Harvard
Business School and Columbia
University
Graduate
School
of
Business has discovered a simple
two-minute technique that generates
neuroendocrine
and
behavioral
changes in both men and women.
The techniques increase feelings of
empowerment and tolerance for risk.
Research shows that increased feelings
of power are associated with the
following benefits:
•

Greater access to resources

•

Higher levels of control over a
one's own body, mind, and positive
feelings

•

Enhanced cognitive function

•

A bias toward action

•

Greater levels of optimism

•

Increased
risk-taking
behavior
(advancement in any field requires
risk taking)

Using the techniques detailed in this
report will empower readers to drive
their organizations and themselves to
succeed in a hypercompetitive world.
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Want to excel in your business or profession?
It’s no secret that you need both power and
influence. This report is dedicated to sharing what
you need to know about power in the workplace,
and how to generate it for yourself. You will learn
about the bases of power, what power means
in the twenty-first century workplace, why it
is important, and the techniques cutting-edge
research have shown to increase your power.
Confidence and power are inextricably linked. If
you increase your confidence, you increase your
power and influence. If you feel insecure, your
power and influence evaporate.
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SHOULD MANAGERS BE AFRAID OF EMPLOYEES FEELING EMPOWERED?
Absolutely not! Research data shows that in the advanced
economies of twenty-first century, empowered employees
are more productive, more creative and more adaptable to
change. If you’re a business leader and you want to succeed
in a hypercompetitive world, you need your employees to
feel empowered.
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PERSONAL POWER FRAMEWORK
The word power has several definitions. In the context of this article, we are using the following
definition:

“The capacity or ability to direct or influence the behavior of others or the course of events.”
From where does the ability to direct or influence the behavior of others come? In a classic paper
published in 1959 called “The Bases of Social Power,” French and Raveni identified five bases
of interpersonal power. Since the article was first published, it has been cited in more than 8,300
peer-reviewed research papers. Clearly it is an influential work.
Here are the five bases of power from French and Raven's article (note: “P” stands for the person upon
whom power is exerted. “O” stands for the occupant of the power position who is exerting power):
1.

Reward power, based on P’s perception that O has the ability to mediate rewards for P;

2.

Coercive power, based on P’s perception that O has the ability to mediate punishments for P;

3.

Legitimate power, based on the perception by P that O has a legitimate right to prescribe
behavior for P;

4.

Referent power, based on P’s identification with O; and

5.

Expert power, based on the perception that O has some special knowledge or expertness.

It is critically important to note that the word “perception” is contained in four of the five bases of
power, because power in any social interaction is a psychological construct. In fact, it’s reasonable to
say that power is “all in your head.” It’s all about expectations: your expectations, others’ expectations,
and how they change when we interact with others.
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IS POWER REALLY THAT IMPORTANT?
The concept of power is distasteful to many people. We think it is antidemocratic and serves to separate
people rather than bring them together. We dislike power hungry people and control freaks.
Yet power is essential to achieve progress. Power, as defined above, is the capacity or ability to direct
or influence the behavior of others or the course of events. By being able to direct or influence the
behavior of others, we lead teams of people to accomplish great things like medical breakthroughs,
the design and construction of buildings, and the establishment and operation of research universities
and school systems. We also participate in teams that address more modest, but still important issues
like selecting a new accounting sofware, identifying the source of a manufacturing defect, or even
deciding where the holiday party will be held. Without the positive application of power, what we can
achieve suffers.
Research has shown that increased feelings of power are associated with the following benefits:
•

Greater access to resources

•

Higher levels of control over a person’s own body, mind, and positive feelings

•

Enhanced cognitive function

•

A bias toward action

•

Greater levels of optimism

•

Increased risk-taking behavior (advancement in any field requires risk taking)

All of these outcomes are critical if you seek professional and organizational success.

HEY, LIGHTEN UP!
Despite reading the top two paragraphs above, chances are that you, like most readers, are still
squeamish about the concept of power and that you should be interested in learning about it.
Please be aware of your discomfort and try and to put it on hold for the next fifteen minutes.
Power is not bad. And it’s not good. It is morally neutral. But, it is essential for progress to be made.
If you’d like to get something done in life you need to understand and use it. In fact, you already
have many times, at work and in your personal life. Remember the definition is “the capacity or
ability to direct or influence the behavior of others or the course of events.” Power is morally
neutral; it’s all in how you apply it. Think about it as the power to do good!

7

THE CONFIDENCE AND POWER TO SUCCEED

WHO HAS MORE POWER, YOU OR YOUR MANAGER?
Your manager certainly could
have power over you. Your
manager may have the ability to
reward you with a pay raise or
other benefits if you do as the he
or she requests. Your manager
may also have the ability to
coerce you into doing something
by threatening to fire you if you
fail to comply. Your boss’s power
is considered legitimate because
in our society, we believe that
the manager should control the
behavior of employees. Your
boss may also have referent
power because you greatly
respect them, and you wish to
be like him or her. Finally, your
manager might have far greater
experience and knowledge than
you; therefore, she could exert
expert power.
In the example above, your
manager could combine all
five bases of power, allowing

her to direct or influence your
behavior.
However, it is possible your
manager may have very little
power, and you are the powerful
person in the relationship. Rather
than the scenario described
above, perhaps you are a widely
recognized expert in some area,
and your manager is not. He may
instead believe that you could
coerce or reward him based on
whether or not you share your
specialized knowledge. Your
boss may respect you and your
knowledge and enjoys having
you on his team; therefore, you
have referent power.
With a combination of four
bases of power, you may be
very powerful. Therefore, you
may have the ability to direct or
influence the behavior of your
boss or the course of events.

As seen in the example above,
because there are many bases
for power, you can be an
employee and have more power
than your manager. Power is
a perception, so your state of
mind influences your power and
vice versa. You may have power,
but you don’t recognize it or you
don’t have the confidence to
exercise it. This happens all the
time, and it could hold you back
personally and professionally.
Your body language affects
the perceptions held by others
regarding your relative power.
Your body language also affects
your perception of your own
power! Yes, it sounds complex
and a bit abstract, but we’ll
explain it in the following pages.

DISPLAYS OF POWER
In 2010, three business school professors (Carney, Cuddy, and Yap) opened an article they wrote with
the following paragraph:
The proud peacock fans his tail feathers in pursuit of a mate. By galloping sideways, the cat manipulates
an intruder’s perception of her size. The chimpanzee, asserting his hierarchical rank, holds his breath until
his chest bulges. The executive in the boardroom crests the table with his feet, fingers interlaced behind
his neck, elbows pointing outward. Humans and other animals display power and dominance through
expansive non-verbal displays, and these power poses are deeply intertwined with the evolutionary
selection of what is “alpha.ii

8

THE CONFIDENCE AND POWER TO SUCCEED

This is not a new discovery. Darwin wrote about it more than 150 years ago. You have probably noticed
the same thing with household pets. When animals are being aggressive, they take up more space
through a variety of techniques. My dog, Duke, stands taller, leans forward, and angles his ears so
his head seems larger. The fur on his head and shoulders stands on end. Duke wasn’t taught this
behavior; it is instinctual and unconscious. When you see him in this state, you’d never know that he
really is an insecure homebody.
Humans naturally do the same thing. In the image of the executive below, you see her standing,
leaning forward, and taking up more space with her hands placed widely on the table and a confident
smile on her face. This is an example of a “high power pose.” People who feel powerful unconsciously
put themselves into high power poses.

WHAT IS THE LINK BETWEEN POSTURE AND POWER?
Before answering this question, I want to tell you who Carney, Cuddy, and Yap are. They have done
exciting research on how to generate feelings of power. Dana Carney is a social psychology PhD and
Assistant Professor at UC Berkley Haas School of Business. Andy Yap earned his PhD in Management
and is an Assistant Professor at INSEAD in France. Amy Cuddy earned her PhD in Social Psychology
and is an Associate Professor at Harvard Business School. She also gave an amazing TED Talk titled
“Your body language shapes who you are” that has been viewed nearly twenty-five million times.
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These are not New Age kooks. They are scientists, who have earned faculty positions at hard-nosed
business schools. Their research has been published in peer-reviewed scientific journals, and they are
uncovering the fundamental mechanisms of the feeling of power that real people can benefit from.
The following is the abstract from Carney, Cuddy, and Yap’s article titled “Power Posing: Brief Nonverbal
Displays Affect Neuroendocrine Levels and Risk Tolerance”:

Humans and other animals express power through open, expansive postures, and they
express powerlessness through closed, contractive postures. But can these postures
actually cause power? The results of this study confirmed our prediction that posing in
high-power nonverbal displays (as opposed to low-power nonverbal displays) would cause
neuroendocrine and behavioral changes for both male and female participants: High-power
posers experienced elevations in testosterone, decreases in cortisol, and increased feelings
of power and tolerance for risk; low power posers exhibited the opposite pattern. In short,
posing in displays of power caused advantaged and adaptive psychological, physiological,
and behavioral changes, and these findings suggest that embodiment extends beyond mere
thinking and feeling, to physiology and subsequent behavioral choices. That a person can, by
assuming two simple 1-min poses, embody power and instantly become more powerful has
real-world, actionable implications.

That people in more powerful roles have higher levels of testosterone and lower levels of cortisol was
not new. Various studies have reported on these findings over the last twenty-five years. Carney et al.
reviewed those findings by other scientists in the paragraphs copied below:
In humans and other animals, testosterone levels have been shown to reflect and reinforce
dispositional and situational status and dominance; internal and external cues cause
testosterone to rise, increasing dominate behaviors, and those behaviors can elevate
testosterone even further.
Power is also linked to the stress hormone cortisol: Power holders show lower basal cortisol
levels and lower cortisol reactivity to stressors than powerless people do, and cortisol drops as
power is achieved.
...power holder’s typical neuroendocrine profile of high testosterone coupled with low cortisol—a
profile linked to such outcomes as disease resistance and leadership abilities—appears to be
optimally adaptive.
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DO HIGH-POWER POSES PRODUCE POWER AND CHANGE BEHAVIOR?
It was this question that Carney, Cuddy, and Yap sought to answer in their study. The answer, as
revealed in the abstract above, is yes!
For the study, the researchers recruited forty-two participants (twenty-six females and sixteen males)
and randomly assigned them to the high-power pose or low-power pose group. Participants believed
that the study was about the science of physiological recordings and was focused on how placement
of electrocardiography electrodes above and below the heart could influence data collection. This
misdirection was intentional. This is called a sham and is used to achieve more accurate study results.
Participants’ bodies were posed into high-power or low-power poses by an experimenter. Each
participant held two poses for one minute each. Participants’ risk taking was measured with a
gambling task; feelings of power were measured with self-reports. Saliva samples, which were used to
test cortisol and testosterone levels, were taken before and approximately fifteen minutes after the
power-pose manipulation. Below are some of the key findings:
TESTOSTERONE CHANGE

CORTISOL CHANGE

Test subjects placed into high-power poses
for two minutes experienced increased
testosterone levels while those who held
low-power poses for two minutes experienced
a decline in testosterone.

Test subjects placed into a high-power poses
for two minutes experienced decreased
cortisol levels while those who held low-power
poses for two minutes experienced an increase
in cortisol.

Testosterone Change (pg/ml)

Cortisol Change (ug/dl)

10

0.04

5

0.02
LOW-POWER

0

HIGH-POWER

0

-5

-0.02

-10

-0.04

HIGH-POWER
LOW-POWER

Mean changes in the dominance hormone
testosterone following high-power and
low-power poses. Changes are depicted as
differences scores (Time 2 - Time 1).

Mean changes in the stress hormone cortisol
following high-power and low-power poses.
Changes are depicted as differences scores
(Time 1 – Time 2).

Carney, Dana R., Amy J.C. Cuddy, and Andy J. Yap. ‘‘Power
Posing: Brief Nonverbal Displays Affect Neuroendocrine
Levels and Risk Tolerance.’’ Psychological Science 21, no. 10
(October 2010): 1363-1368.

Carney, Dana R., Amy J.C. Cuddy, and Andy J. Yap. ‘‘Power
Posing: Brief Nonverbal Displays Affect Neuroendocrine
Levels and Risk Tolerance.’’ Psychological Science 21, no. 10
(October 2010): 1363-1368.
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FOCUS ON REWARDS
To understand the importance of the chart below, we first need to understand why a focus on rewards is
important, and why the researchers used gambling to measure a change in study participant behavior.
You are reading this paper because you have interest in influencing the behavior of others or the
course of events. As a manager, it’s clearly your job to do this. If you’re an individual contributor, it’s still
your job to influence the behavior of others or the course of events! That’s an essential part of every
one’s job in the twenty-first century.
At work (and at home), you are constantly channeling your energy towards accomplishing goals. By
definition, this requires action, and you are rewarded when you accomplish your goal. We get paid by
our employers or clients to generate action towards accomplishing some desired goal.
Why gambling? Advancement in any endeavor requires incurring appropriate risk. There is always a
chance that what you are doing will fail. If a task had little or no risk, a minimum wage employee would
be hired or a computer algorithm would be applied to the undertaking.

To simulate risk taking behavior in the context
of Carney, Cuddy, and Yap’s research, they had
study subjects engage in a gambling exercise
after either high- or low-power posing.
Gambling, by definition, is an enterprise
undertaken with a risk of loss and a chance of
profit or success. The results were fascinating.
Subjects who were in the high-power pose
group were significantly more likely to take a
risk to win money. Subjects were given $2 and
told they could keep the money—a safe bet—
or roll a die and risk losing the $2 for a payoff
of $4 (a risky but rational bet; odds of winning
were 50/50).
You probably have heard the old sayings
“Nothing ventured, nothing gained” and “No
risk, no reward.” People who feel empowered
are likely to accomplish more because they are
willing to take appropriate risks.

‘‘Took the Gambling Risk’’
100%
90%
80%
70%
60%
50%
40%

HIGH-POWER

LOW-POWER

High-power posers were more likely than lowpower posers to focus on rewards: 83.36%
took the gambling risk (only 13.63% were
risk adverse). In constrast, only 60% of low
power posers took the risk (and 40% were risk
adverse!).
Carney, Dana R., Amy J.C. Cuddy, and Andy J. Yap. ‘‘Power
Posing: Brief Nonverbal Displays Affect Neuroendocrine
Levels and Risk Tolerance.’’ Psychological Science 21, no. 10
(October 2010): 1363-1368.
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FEELING EMPOWERED
Participants in Carney, Cuddy, and Yap’s research had no idea that they were participating in a study
designed to measure the effects of power posing. They were told, “To test the accuracy of physiological
responses as a function of sensor placement relative to your heart, you are being put into a certain
physical body position.”
Immediately after the study, subjects were asked to indicate how “powerful” and “in charge” they felt
on a scale of 1 (not at all) to 4 (a lot). Despite not knowing anything about the real intent of the study,
the subjects reported different feelings of power after the simple body poses. High-power posers
reported significantly higher feelings of power.

FEELING POWERFUL
4
3.5
3
2.5
2

2.57

1.5
1

1.83
Feelings of ‘‘Powerful’’ and ‘‘In Charge’’
HIGH-POWER POSERS

LOW-POWER POSERS

Hi power posers reported feeling significantly more ‘‘powerful’’ and ‘‘in charge’’ than low-power
posers did.
Carney, Dana R., Amy J.C. Cuddy, and Andy J. Yap. ‘‘Power Posing: Brief Nonverbal Displays Affect Neuroendocrine Levels
and Risk Tolerance.’’ Psychological Science 21, no. 10 (October 2010): 1363-1368.

Wouldn’t you like to feel and behave in a more empowered manner?
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PUTTING IN ALL TOGETHER
You want to excel in your business
or profession. In any professional
role, you must have the ability to
direct or influence the behavior of
others or the course of events if
you wish to succeed. To accomplish
this, you need to have the right
state of mind. You need to have
confidence. We call it the Personal
Power Framework. Confidence and
power are inextricably linked.
Those in powerful roles have a
unique neuroendocrine profile;
they have elevated testosterone
levels and reduced cortisol levels.
They feel powerful and in control,
and they exhibit behaviors required
for accomplishing goals: a focus
on rewards, a willingness to take
reasonable risks, and a bias toward
action.
You have the ability to summon
this powerful profile for yourself
through a simple two-minute
exercise where you position
yourself in a high-power pose.
Rigorous, peer-reviewed research
from prestigious universities has
documented the benefits. The
question is, Are you committed
to success, and are you willing
to develop the habit of doing
the high-power pose before an
important event? If yes, read on.

14

THE CONFIDENCE AND POWER TO SUCCEED

POWER POSING FOR PROFESSIONALS
It’s taken more than 2,000 words to get to this point so that you’d understand the
context and science behind the Personal Power Framework. Thanks for sticking with it.
Now, it will require far fewer words and a couple of images to explain how to put power
posing to work for you. To save space, I’ll explain the power posing process in response
of four questions.

1. WHAT DOES A HIGH-POWER POSE LOOK LIKE?
As mentioned above, high-power poses are expansive, open postures, where
your limbs are widespread, and you enlarge your occupied space by spreading
out. Here are several examples:
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2. WHEN AND WHERE SHOULD I DO THE POWER POSE?
This is an important question! In Carney, Cuddy, and Yap’s research, participants
performed the poses about fifteen minutes before samples of their saliva were
taken to measure post-pose testosterone and cortisol levels. This would suggest
you pose about fifteen minutes before an important event or situation where
you would like to feel powerful and at the top of your game. You can do this in
the privacy of your office or other convenient location.

3. HOW LONG DO I HOLD THE POSTURE, AND WHICH ONE IS BEST?
The research does not find one posture or another superior as long as it is an
open posture, where limbs are widespread and you enlarge your occupied space
by spreading out. However, in the research discussed above and in a second
study by two of the original authors, the subjects held two high power poses for
one minute each (total of two minutes) to generate the benefits.
Hold an open, expansive high-power pose for one minute and then transition to
another for another minute.

4. SHOULD I REMAIN AWARE OF MY POSTURE AND CONFIDENCE DURING THE EVENT?
It is not unusual for your confidence to strengthen and weaken during a stressful
event. Frequently, your posture will unconsciously become closed and contracted
as your confidence fades. As your posture contracts, it will reinforce feelings of
powerlessness.
To stay at the top of your powers, remain aware of both your posture and
confidence during the event you are engaged in. If confidence is fading or your
posture is sagging, consciously adopt and maintain a more open and expensive
posture to regain the benefits of feeling powerful and in control.
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CONCLUSION
Power, when defined as the capacity to direct or influence the behavior of others, is required for
personal, organizational, and societal advancement. It is the fuel that drives progress. Yet most of
us have not been educated on how to develop and apply power. Because of this missing piece of
information, personal, organizational, and societal progress is slowed.
By learning techniques for enhancing one’s feeling of empowerment, new ideas will be shared, debated,
and, when found to be useful, adopted. By applying techniques for enhancing one’s power, members
of historically disadvantaged groups will break the unconscious beliefs that their ideas and efforts are
less than worthy of consideration. In the hypercompetitive twenty-first century, society and businesses
need every member to feel empowered to advance both themselves and their organizations.
Power posing is a simple two-minute technique that every member of society should learn and practice.
As mentioned at the start of this paper, it’s all in your head! Good luck and have fun with this powerful
information.
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WANT TO EMPOWER YOUR ORGANIZATION?
TEAM DEVELOPMENT WORKSHOPS
The INFLUENCE SUCCESS COMPANY helps teams
get more done with less conflict and more fun. Our
workshops develop empowered teams with the
content shared in this report plus we train teams to
use best-practice influencing skills to get more done
with less conflict. We work with you to make sure
the new skills are adopted by your teams after the
workshop and become a part of your organization’s
high-performance culture. We guarantee your
satisfaction. To request a no obligation consultation,
click here or give us a call at +1.617-306-5372.
KEYNOTE SPEAKER
SEAN M. GALLAGHER will present the fascinating
techniques for confidently communicating a
persuasive message that gets results. He
presents information in an entertaining
and easy-to-understand manner. Your
audience is guaranteed to depart
with at least two powerful techniques
for improving both their confidence
in stressful situations and significantly
improving their chances of positively
influencing other people. To request a no obligation
consultation regarding Keynotes, click here or give
us a call at +1.617-306-5372.
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THE INFLUENCE SUCCESS COMPANY trains teams to change minds, shape opinions,
and move others to action. Our approach is unique. Over the past 15 years, we have
examined the academic literature for the most useful research on how humans influence
each other. We then combined this hard data with real-world experience to translate the
research into understandable, actionable techniques that your staff can use to be more
productive immediately. We provide influence training workshops for corporate and
institutional clients.

Drop us a line. We'd love to chat.
Drop us a line or give us a call to learn more about what we do

Email us: Info@InfluenceSuccess.com
Call us: 617.306.5372

www.InfluenceSuccess.com

