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Curtis, (2018) argues that influence tactics refer to the methods that an individual uses to make either one or a group of people behave in a certain way. Effective leaders, in many cases, find themselves using different ways to make their subordinates perform specific duties. Influence tactics are aimed at creating an individual or worker change attitude, behavior, beliefs, and values. Leaders consider all factors before deciding on which tactic to use when influencing. Influence tactics depend on different factors, and from one leader to another, the tactics may either appeal to an individual's deepest held values provide reason or logic. They may also serve as a threat or demands.
The pressure is one of the influence tactics that is used regularly. It refers to the process of exerting influence on someone to do what you want failure to which something undesirable will occur. Commonly there is an application, and use of threats and continuous follow up until the objective is achieved. Pressure tactics are mainly preferred by those leaders who have low referent power and unlike those with high referent power. Studies have shown that pressure tactics of influence are more effective when there is a crisis or in situations where they come from an individual who has the other person's wellbeing in their mind in most cases peers. It can be applied when discouraging bad behavior (Curtis, 2018).
The influence tactic employs various principles that determine the best tactic to use in which situation. The best leader manipulates the policy to achieve the best outcome. One of the primary methods used to or influence tactics is consistency such that if an individual commits towards a specific product, they keep on selling the same product. Its effectiveness is much high than when one is shifting from one tactic to another. I am usually used to get my home deliveries from one individual seller for a long time.
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