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Power
Power is influence and authority often exercised by a person in a jurisdiction. Leaders and managers exercise power on their followers. 

Sources of power
There are six sources of power for a leader. These are:
Expert power
This is power exerted by a leader due to his/her knowledge or skills. This goes with the saying, "knowledge is power." Expert power is where education is a source of power. For example, an accountant influences how junior accountants go about their tasks. One of the ways of gaining expert power is through cross-training. 

Coercive power
This is power conveyed through inflicting fear to the target individuals. It can be fear of losing a job, being demoted, or receiving a poor performance review. This power is exerted by threatening others. For example, this power can be applied to salespeople to meet their goals or get fired. Raven (1958) states that coercive power can be useful, but sometimes it can lead to resentment of the employees. 

Reward power
Reward power is exerted through rewarding individuals for complying with one's wishes. This can be done through promotions, giving bonuses, or extra time off from work. Reward power should be used fairly in an organization without favoritism or bias. Rewards should be based on merit. When used fairly, it can be highly motivating to the employees. 
Legitimate power
[bookmark: _GoBack]This power comes from having a position of power in an organization, like being the boss. Legitimate power comes when employees in an organization recognize the authority of the individual (Greenleaf, 2002). For example, a CEO of a company possesses legitimate power because he/she determines the overall direction of the company.
Referent power
This power comes from being respected and trusted. One can gain power when others respect him/her based on how he/she handles situations. For example, the Human Resource Associate has referent power because he is known for ensuring fair treatment of employees.

Informational power
This is the most transitory type of power whereby when you give your information away, you give your power away. For example, sharing secrets can make your power disappear. This power is grounded in what one knows about the content of a specific situation (Fairman & Mackenzie, 2015).
Influencing others
Some of the techniques of influencing others include:
Legitimizing: this involves appealing to authority. It is the least effective method of controlling others because it involves coercion. It can, however, lead to compliance.

Logical persuading- one uses logic to explain what he/she believes or wants to be done. 
Exchanging: this technique involves negotiating or trading for cooperation. It is most effective when it is implicit instead of explicit.
Stating: this involves asserting what you want, especially when you are confident about something (McCann, 2012).
Socializing: This is another technique of influencing others, which involves complementing others so that they can feel good about themselves. 

Consulting: this involves engaging and stimulating people by asking questions or engaging them in a problem or solution (McCann, 2012). 
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