I started understanding about influence from being involved in real estate appraisals and also from being actively involved at my church. I was doing real estate appraisals, funny little story. I got into this when I was about 23 years old, I got into it really young. Many of the houses I would go to, a lot of the realtors had been doing it longer than I'd been alive.  I would show up to the house and they would make commentary to me about the house and it is worth x amount because of the flooring and all these different things. They would bring up factors that really didn't pertain to anything about value. But, because I was 23 years old, they automatically assumed I was incompetent. People do not always realize how age affects influence. They say that people discriminate. They discriminate against you because you're old. Well, on the opposite side, when you're a young professional and you've got the degrees or certification they discriminate against you because you're young. And so, there's this sweet spot in your life, where people will assume that you know something based off of your age. 
There are probably about six or seven total factor of influence that I want to talk about. There are economical, sociological, spiritual, your positional influence or delegation, your professional influence or educational influence. Always remember that there is actual influence and then there's perceived influence. Positional influence is perceived influence. It's not actual influence. Therefore, the second you’re removed from that position, you lose all your influence. As a manager, you were placed in a position of influence, but you don't actually have any. Therefore, the key is to get influence while you're being a manager. Actual influence is not when you're in a position, but when you're outside of the position. Could you still rally the troops when you're not in that position anymore? For example, if you're a manager and it's their day off and you need them to come in for two or three hours and they're not going to get paid, well they still show up? Cause if they won't, you don't actually have any influence. You just have perceived influence. Most people don't actually have influence, they just have the appearance of influence. This is where you will hear about pop stars or celebrities who really don't have real influence. Otherwise, their fans wouldn't turn on them so fast. Actual influence cannot be changed based off of you doing something small. If you do something small and they turn on you that shows you didn't actually have much influence with them. Make sure when you're trying to determine where your influence level is with people, how fast do they turn on you? If they turn fast on you, that shows that you didn't actually have as much influence as you thought that you do. And so lots of times that influence is maybe positional. It's only because you're in a certain position or maybe because you have a certain educational background or professional background. But after they get to know you a little bit, if you lose that influence after they get to know you, then that lets you know that your influence was really shallow. 
Economical influence is a very widely used in the appraisal industry because it's about location, location, location. It's all about what location your house is in. That one is probably spoke about the most in real estate above anything else. But, it also applies to you individually as a person. Because I can go from one location to another location and I have more influence.  I can be in a community and I can walk into say a political party and I might not have any influence. Why? Because I'm not political versus if I walk into a house to do an appraisal, I have a whole separate layer of influence. And so that's locational. So depending on where I go, that location has its own set of influences just based off of that location.
 And so some of the things in it are price, physical, you know, that's where your property versus your wealth and those different types of things. The economical side actually drives the market by itself. Investors will come into an area and that's really depressed and they'll buy up a bunch of companies. They'll start with two or three big factories there, but then they'll buy two or $3 billion worth of real estate in the area. And then they go in and they set up 20 or 30 factories. Why? Because they can get it dirt cheap deal. Why? Because the economic influence is so low. Well now that they've brought 20,000 jobs, and then the whole market comes back up. They make all this money on the real estate that they own because they bought it all at 50 cents on the dollar. And so, then they control the entire market pushing the market up because they changed the economic influence of the entire market. They know that if they come in and start a bunch of factories and attract a bunch of workers, people will come for a higher paying job. And so they come for this higher paying job and may even move all the way across country. The cost of living is less because it's a down market at the time. This is where they start making money and then the people that are making money which causes the market to come back up. And so the property that they bought for say 50 cents on the dollar, they're selling off gradually for 60 cents and 70 cents and 80 cents up to 100 cents on the dollar. And so they're creating their return on investment because they own all the companies. 	Comment by workforce: ?
When you understand these principles you can change value and influence. Understanding the previous principles allows you to use the influential side for change. And so if you don't have the five types of value, the highest and best use principles and analysis, and you don't have a lot of the weighted analysis and those types of things down, then your ability to change the economical, sociological or spiritual influences become much more difficult. And so this is where you knowing those principles, the highest and best use. That was just one way that you can use influence in order to change value for you. 
The next one we want to talk about is sociological. This is about the people or society, culture, religious doctrine or educational understanding. And so depending on your location, there is usually some sociological influences of that overall area. There may be a particular religious belief that controls some things. If there is a specific type of people, society, doctrine, or certain types of educational requirements, all of which have a certain type of influence on the overall area. Sociological influences can have an effect such as when you go work at a company, if you have to have a minimum of a bachelor's degree. That's a sociological influence. They have an assumption that the formal degree has influence on what type of work you're going to complete. When you understand that, you may have to get a degree in order to change that influence in that particular area. 
Another influence is your spiritual influence, which are your beliefs, morals, and superstitions. Robert Kiyosaki was trying to start some IPOs.The first thing he did was he went and found a gentleman that had started over a hundred IPOs. When he found him he said, “I'd really like to do this”. And the gentleman replied, “I don't really want to teach you.” He says, you can teach me out of my pocket anything that you make as your money and I just want you to teach me. He said, “Okay, this is what I want you to do. I want you to fly down to South America. And there is a mine that I'm interested in purchasing. The price tag is $100 million, I want you to fly down there and give me your assessment of should I buy this particular mine?” And so Robert Kiyosaki flies down there. He looks and reviews and goes through the mines and talks to the locals and all those kinds of things. And he comes back and the gentleman says, “Well, what is your recommendation?” He said, “Honestly, I think the mine itself would be an excellent investment. However, due to the religious and sociological beliefs of the area, I would not recommend actually purchasing it.” This is where your weighted analysis comes in between economical, sociological, and spiritual influences. Based on the sociological and spiritual influences in the area he said that the people were very superstitious and because they're very superstitious, they would feel that the graves would be robbed and they would end up fighting us. This would end with destruction of equipment and the mines, fights, even possibly civil unrest. He said, “So based on this, I would not recommend purchasing the company. However, economically speaking it would probably be quite profitable.” The gentleman was appreciative and he ended up teaching Robert Kiyosaki how to do IPOs. He gained a mentor based off of his understanding of spiritual and sociological influences. If two of the three factors are not lining up and you're trying to change the influence, it limits your ability to change the influence without understanding what needs to be weighted inside of influence itself. Always have to remember that each one of these have a particular number, knowledge or mindset that are attached to them. Once you start running the numbers and start looking at them individually, you'll tend to find out which ones actually have the greatest impact. 	Comment by workforce: Spell out
Now we're going to get into positional influence. Positional influence is when you are put in a particular position, maybe as management or etcetera. Then you have the ability to delegate to other people. This is one of the things that you need in order to multiply your time, the ability to delegate. When you have the ability to delegate, this is almost always a positional influence that someone has given to you. When you are the boss, you are recognized as the boss. So therefore it's still a positional influence. When you are no longer the boss of the person and you still have influence, now you have actual influence. This is where, for example, someone doesn't work for your company anymore and you can still call them up and make a request and they still come. What tends to happen is when you are no longer the boss, you don't hear from them anymore. You don't have any interaction with them. You try to contact them, they don't receive any of your phone calls and they don't return any of your phone calls. And then you want to talk about how much influence you have. You didn’t actually have any influence. You have a positional influence. And so when you understand that you'll reevaluate what influence you actually have with people. 
In a volunteer army it is hard to delegate when you have not proven you are an all hands on deck kind of person while maintaining that you are a doer and not just a talker. And so if you have not proven to those that are around you that you are willing to get down and dirty with them on a consistent basis, you will lose your influence with them on an individual basis because they do not feel that you are with them. This is very important to know when working with other volunteers. Another thought is that proper delegation only works if both feel they are being added to. What is your perceived influence versus what is your actual influence? Never make an assumption that you have influence with people. The second you make assumptions that you have influence with people, you will overstep your boundaries with your father, brother, son, confidant, or constituent comrade. 
Go back to the last subject; are you going to clarify, ask the right questions and are you going to communicate? The second you assume you have influence, you stop asking questions because you think you have the right to say all this. So they might feel that they are your colleague. Really your position of influence is very limited with them because they feel that you are just a coworker. This is sometimes the breakdown in a managerial position. Sometimes manager can self-sabotage themselves by trying to be the friend instead of being the boss, or a parent trying to be a friend instead of the parent. There has to be an understanding at all times that there is a positional influence. I'm always being very cautious to let my kids know that I am their dad first and then I can be their friend. That way I don't cross a line of positional influence and then actually give it up. 
People have to know how to properly handle changing roles and have the right integrity with their influence. When you go from a friend to a manager your influence has to change with the role change. Some people will understand and some people won't. When you have actual influence and you're promoted, then they're thrilled that you're promoted because you had real influence with them and they know your character and those kinds of things. They know because of your character that they're not going to be sabotaged or that you're going to do them wrong or treat them unfairly or think less of them. And so there's some real influence there. Even if you are the one that's promoted, you still respect the people you were, they helped you get there or were with you at that phase.
It's also vice a versa. One of the differences between actual influence and perceived influence is what happens when you get put in a position where you didn't have any real influence. People will be mad at you because they don't respect your position since you never had any actual influence with them. One of the big mistakes is if you're promoted into a different position is expecting people to treat you any different. People can get some attitudes when they get put into a new position. This may be due to their economical, sociological, and spiritual beliefs. Some people have a belief system that they need to treat people a certain way. Understanding this, sometimes you can negate some of those beliefs and maintain your influence by maybe just sitting down and talking.  Telling them that you have some new requirements and responsibilities. You are not trying to step on their toes. You are not trying to cause any problems, but you've got deadlines or you've got somebody breathing down your neck. It's about maintaining that influential side, which is done through probably the number one thing, trust. Where there's no trust, real influence is very limited. Realize that people have a defensive mechanism. Sometimes it is like the crabs in a bucket and one crab is trying to get out. All the other crabs are going to try to keep pulling that one crab down so nobody gets out. 
From a self-introspective perspective you have to value yourself. Your value in yourself isn't based on your position in an organization or anywhere. Do you value who you are, where you're at? Beautiful things grow out of the rock bottom. Sometimes your most valuable position is when you've lost everything, but you've come to the realization, I don't know anything. I saw a picture one time of a tree that had started to grow in the middle of a boulder. Over 25 years from the constant pressure, it splits the boulder in half. A tree that’s taproot started in a hole in the rock. It does it is so gradually it can take the hardest substance and shatter it. Likewise, sometimes when we are formed as people in a rock bottom place, our root is in solid rock. And so we have the ability to flourish in the hardest environments because we grew up in rock. 	Comment by workforce: Best place for this?
When you’re maintaining influence with individuals there has to be trust. It is always the absolute key. People have trust for different reasons. The next one we were going to get into is professional influence. And so professional influences based off of expertise. For example, I'm a real estate appraiser, so when I walk into a house people have a certain amount of respect for me just because of my profession because they know I'm licensed. They know that I have certain standards, certifications or something that I'm held to. And so they have a certain respect just based off of my work history or my experience. And so how much experience do I have? And so I tell them, well I've been doing it 14 years, they go, oh, okay. Why? Because this is professional influence. 
Then there is educational influence. This is based off of degrees or specific type of educational certification such as a masters in coaching or whatever the case is. It's a specific educational degree. For example, what's the purpose of all the funny acronyms behind people's names such as PhD, MSW, LPN or RN? It lets you know the educational influence that you have right off the bat. If there's somebody on the floor that has passed out in the hospital and the guy runs up and says, “I'm a doctor.” What am I making the assumption of? Both professional and educational influence. That's an automatic assumption. There's no position. I don't know the guy, he's not over me and he’s not my boss. But instantly he has influenced based off of what? Two letters, Dr. in front of his name. So all of a sudden he has all this influence based off of two letters and a period. That's it. That's really where his influence is because there are some doctors that are horrible doctors. Most of them don't last too long in their profession, like most professionals. But the assumption automatically is 	Comment by workforce: Finish statement
Someone may come up and say, I'm a class A contractor. They may have educational and professional influence in the beginning. But then after you interview them, you find out, yeah, he's had 90 jobs. He's ripped off 30 people. He's probably the worst contractor in 15 districts. Why? Because you didn't ask any questions, you didn't get any clarification and you didn't communicate anything. This is where you can make mistakes based off of perceived influence. So there's actual influence versus perceived influence. When a contractor's actually done work for me, he now has actual influence. But there are some contractors I've hired and they didn't finish their job or they'd done the job halfway or they quote you one thing and then give you something else on the backend. And they have absolutely no influence with me ever again because they weren't professional to me. Their education means nothing if they do that kind of work and they lose all influence because they’ve done a bad job. And so one of the things is, is what your return on investment? So what is the proof of how you do your job? So if you don't do a good job, it shows up in your professional influence.
 You may be a Doctor or lawyer and have educational influence but if after speaking to you for about five minutes, I find out that you're incompetent and you don't actually know anything more than I do. You have a degree but just because you went to school doesn't mean you actually learned something. Educational influence can be lost. When I talk to lawyers, one of the first things I say is, what kind of lawyer are you? Because one of the things that people perceive is that if you're a lawyer, you know all of the areas of law. But that's inaccurate, just like when people see appraisers, they assume that I do commercial properties. No, I do not. I don't want to do commercial properties, that's a personal choice. Not that I don't have the ability, not that I don't have understanding and etc. But I don't want to, I don't have the certification and I don't want to get the certification because I don't like all the narrative writing. I don't enjoy it. It's not fun for me. And I like to do things that I enjoy doing. That's where you get into your professional and educational influence. 
When you understand these different principles and how these things are intertwined with each other, you can start determining what kind of influence you have. Is it based off a position or is it just based off of a location? So if you move from one location to another, if you have the same influence in both places, then most likely it's your influence. But if you go from one place to a different place and the influence is substantially different, well it may be based off of the location. And then when you show up and somebody loves you that doesn’t know you, it's because somebody else said something good about you; that's positional influence. Don’t assume that people are respecting you. By understanding the back and forth of influences, you won't make the mistakes to push yourself or damage influence by assuming you have any.
John Maxwell says that leadership is influence. That's his simple definition. And so a leader is very simply, according to John Maxwell, someone who is able to get followers. He talks about it being the positional level where people follow you based on your title or you're basically a delegated influence from somebody else or from the job itself, from the organization. People give you permission to be a leader. Ultimately he calls a personhood, or pinnacle, which is ultimately your name has weight to the level of people will just follow you because of who you are. They don't have to know you. So one of the things I would bring up in this conversation is a caution to people. Two things. One, John Maxwell does teach, you can never skip a step. And if you move from one organization to another one, you basically start back over. You may go through them faster, but you can't skip. The other thing though is for whoever the leader may be, whether it's yourself or others, to not think more highly of yourself than you are. Example, the personhood where your name is just boom, I am fill in the blank and I have an immediate following because of my reputation. That's the kind of thing it takes a lifetime to build. Sometimes people haven't learned how to see themselves as others see them. That's what leadership is based on, are you getting other people to follow you? Do you have any integrity? In order to go to each individual level, you have to have integrity. The integrity is actually what changes your influence. When you say something, does it happen? That's what takes you from just a delegated influence to the next one and into a production one.  In order to get somebody to produce something, they have to believe that what they're doing is going to produce and, they have to really believe in what you're saying.
One of the keys about integrity is character. Character is when no one's around and you still do the same thing. Lots of people do not have the integrity or character to do the right thing when nobody's around to see what they are doing. For example, they go from hourly and they know if they don't work that hour, they don't get paid. But then you promote them to salary and you lose some people. Why? It’s because now it's not based off of the hour anymore. It's based off of the fact of that I just get paid a set amount and so now I lose the integrity to work during the hour like I should. This is where integrity is such an issue. People tell me that it just seems like I'm losing influence or it seems like I don't have respect from people. I've always got one question that I ask them and it's pretty bold. Are you a liar? They'll go, absolutely not. No way. Little things that you do put in people’s mind if you're trustworthy or not. What's your integrity level? Things like saying I'll be there at xyz time. Are you? These are ways to diminish your integrity and your influence. Here's another one. I don't have money for xyz. But then I see you at the movies or I see you somewhere else. So now I know it's not because you don't have the money, you just didn't have it for me. And so I classify you as a liar. Here's another one. I don't have time to do that with you. Well that's funny. You have time for 12 other people. That lets me know I'm not a priority. This is where employees will lose influence with the boss because he'll know that they can learn how to do a something, but they're being too lazy to go do it. And so therefore he'd no longer trust them. They lose all influence for extra days off and pay raises, all for what? Evaluation. Based off of what? A lack of trust. These are ways to lose influence.
It's not intentional and lots of times people mean the best but you have to watch out for making statements that are not true. Instead use phrases such as, my priority is based on my current knowledge. My kids are not allowed to tell me, I don't know how. They can only tell me phrases like, I don't want to learn or I don't really feel like it. Well, that's true. They don't feel like it. They're not saying they're not able, they're not saying that they can't. For example, my stepson had a hot temper and he would throw a fit and I would tell him, you have about five seconds to straighten that attitude up. He learned that he had the ability to control the countenance on his face. It's not that he still doesn't get mad, but he'll go, I'm aggravated. I am going to chill out a minute. That's fine. You have that right, but you're not going to have a hissy fit at me. It's not that you can't, you don't want to. Whenever you start making I statements, people are going to watch your behavior. You have to be very watchful that you follow up with whatever you say. If you tell me something's going to happen and I never see it happen, then I'll stop doing stuff for you because there's no point. I feel that it's wasting my time.  This is just one of the simple ways we lose influence with people on a day to day basis.
The real crux of this is you have to be willing to take personal responsibility for yourself, for your development. Know that there's not a single perfect human being out there. We have grace a lot of times with other people and we don't have grace with ourselves. Also, we're willing to give ourselves a lot of slack, but we don't give slack to others. You've got to do a personal look in the mirror. Would you hire yourself? When you look in the mirror, when you look at your calendar. Would you want to multiply yourself and have 10 of you helping you? Are you doing the things that somebody else would say, this person is a valuable member of my team. So don't get upset if you aren’t where you want to be. Start saying, okay, I need to make some changes. I need to take responsibility. 
What is your gravitational center? What are your core values? What do you always gravitate towards? And if you're not really sure, look at your time and your checkbook. Whatever you love, whatever you go towards consistently, you will spend your time and your money towards it. One of the keys of influence are your core values? What is your center? What really do you consist of? If you're not sure of what your gravitational center is, lots of times your influence will be very limited and you will not be able to pull the support that you need. You won’t be able to get people to come and help you. For example, my core is to be a giver. I love giving, I love helping people. I love watching people be successful in life. That's just something that's part of my personality, it’s part of me. Also, I like to make money. It's fun. It's something I enjoy doing. I think you can be very successful at it, that you don't have to be greedy, mean, stingy, hateful, hurtful and all those things that a lot of people can sometimes associate money with. Money is a tool. The Bible says that the love of money is the root of all evil, not money is the root of all evil. Be aware that what you love, you will attract. It's the law of attraction. Whatever you love or whatever you respect, you will attract and whatever you don't respect, you'll lose. Something I firmly believe in trying to do is just loving people regardless of their position, title, or. The Bible says to not want anything from any man and to owe no man anything but to love them. I don't want to owe anybody anything, but I just want to be that type of person that's just trying to help people, that just tries to love God, my family and other people. These biblical core values are how you will gain influence. For example, if they want to make money, they’ll be drawn to you because of one of your core values is to make money. If one of your core values is to watch people be successful, then they will be drawn to you because they want to be successful. If one of your cores is just to love people, they will be drawn to you because they just want to love people. If you love God and they'll be drawn to you because you love God. If they don't have some of your same religious beliefs, lots of times they'll be repelled by you because you don't have same core values. By just changing what your center core is, some of your core values, you'll see your influence change. This is why learning and improving and changing on an individual level will allow you to influence different places. 
You have to be very adaptive because depending on which economical, sociological or spiritual influence that you have or area that you walk into, those core values can be slightly different. By understanding those different settings then you can fit in or at least make them feel comfortable. For example, if you're going to go and sit with some billion-dollar investors, you would probably want to wear a suit or something nice. They would expect you to pay your own bill or treat them to a meal. When you understand that, then you can make others around you also comfortable because you understand what their gravitational center is and what their core beliefs are. Therefore, by understanding them and understanding what their core is, you can gain additional influence. 
It's not just about you changing yourself, it's about you being sympathetic to or understanding them. You may have heard that, “nobody cares how much you know until they know how much you care.” By understanding some of these influential factors, you can really cause a change in perception of that influence as well. I have had people sit there and tell me that they have some beliefs about what has happened in the Bible. Well, I have a bachelor's in theology and so therefore I have educational influence. And so therefore they have a better understanding. Or when I go into a house and I'm doing an appraisal, I will let them know that I have a real estate appraisals license. I've been doing this 14 years plus. I know that they are economically concerned or interested in how much their house is going to be valued at so that they can make sure that they're going to refinance or get that equity line that they're interested in doing. You can locate people’s core by asking questions, communicate, and then clarify. You'll find out what people are doing, why they're doing it, and what their purpose is for doing it. Do not listen to respond, but listen to understand. This is how you can locate what their core and center values are. And this is so very, very important on the influential side is because if you don't understand from what direction that they're coming from, your ability to have influence with them will be very limited. 
People have a particular belief about what someone's perception is, but they have not actually bothered to find out why they believe that way? If not, then they haven't actually determined what their core values are. Because there is no understanding of that core value, their ability to influence it is very limited. You can just spend a little bit of time with them and talk about the beach, the weather, or whatever they enjoy to show that you are caring about what they enjoy and that you'll spend that additional time. In the first session we talked about doing your research. Make sure that you're doing your research with people. Find out what they're enjoying, find out what they love, what they are passionate about, what their purpose is. And then you can come alongside and assist and help. Zig Ziglar said, “If you help enough people get what they want, then you'll get what you want”. By helping other people accomplish their goals and their dreams, then you'll gain that additional influence. But if you never learn what they love and what they're passionate about and help them obtain it, your influence will also be very limited. 
One of the benefits of this is so that you can increase your influence with people around you and help them arrive and get higher and more successful in each area. And as you do that, you'll hit that first stage in John Maxwell’s teaching where you can change people's complete life in those perspectives and it makes it pinnacle. You can have pinnacle change in people's life when you have consistently made people successful and helped them obtain their particular goals, then you're influence will drastically increase. That's why I always say, please let us know that we've helped you do anything, do comments and testimonials on how it's changed your life even if they're small or insignificant. This helps my influence. So that others will understand that we want to help you and that it's not just about us trying to make money quickly. If I don’t have any success in it, if there isn’t a track record of results, then my ability to have influence becomes limited because people want to see things that work in life. We all want to be successful at anything that we do. Something that's a big deal to me is I don't want to just stand up and say stuff, but I actually want to be effective in each one of your lives. 	Comment by workforce: First stage?  Double check accuracy
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