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“...untuk menjadi pemimpin yang
efektif, penting untuk dapat
mempengaruhi orang lain agar mavu
menyetujui gagasan, mendukung
perencanaan dan melaksanakan
keputusan yang telah diambil...”
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“...variabel dinamis yang
dapat berubah
sebagaimana perubahan
kondisi...”
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INFLUENCE PROCESS
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FIGURE 6-1 Effects of Agent Power and Influence Behavior on
Influence Outcomes.



TYPE & SOURCE OF POWER

TABLE 6-1 French and Raven Power Taxonomy

Reward Power: The target person complies in order to obtain rewards controlled by the agent.
Coercive Power: The target person complies in order to avoid punishments controlled by the agent.

Legitimate Power: The target person complies because he/she believes the agent has the right to
make the request and the target person has the obligation to comply.

Expert Power: The target person complies because he/she believes that the agent has special knowl-
edge about the best way to do something.

Referent Power: The target person complies because he/she admires or identifies with the agent
and wants to gain the agent’s approval.




TYPE & SOURCE OF POWER

TABLE 6-2 Different Types of Power

POSITION POWER PERSONAL POWER
Legitimate Power Referent Power
Reward Power Expert Power

Coercive Power
Information Power
Ecological Power




HOW POWER IS ACQUIRED or LOST
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