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       Manage change with smart influence techniques 

Use one technique each week. Practice until it becomes automatic. Before you know it, you'll stand 
out in every conversation. 

Mental Rehearsal: imagination works 

Your brain cannot distinguish between a vividly imagined situation and reality. Top athletes use this. 
Now you can too. 

Visualize a conversation or phone call in detail. The more vivid the image, the more real it feels to 
your subconscious mind. Repetition is key, so make it a daily habit. Even just a few minutes a day 
make the difference. 

👉 Quick Win: picture how you pitch a project in front of the management team. Hear the questions 
and objections. Feel your calm tone. See the opportunities. Which techniques do you apply? Add 
detail until it feels real.  

Agreement Frame: ‘Yes, and at the same time...’ 
 
Most people instinctively use the word 'but'. Unfortunately that word cancels everything that came 
before it. If you say 'Your analysis is strong, but we're missing some data', the brain hears 'Your 
analysis is not strong.' Replace 'but' with 'and at the same time'. Both ideas stay intact and there's no 
loss of face. You challenge while preserving the relationship. 
 
👉 Quick Win: balancing caution and progress   
❌ 'We understand the need to be cautious with investments, but...' 
✅ 'We understand the need to be cautious with investments, and at the same time, waiting too long 
can create operational bottlenecks that become far more expensive later' 
 
👉 Quick Win: respecting complexity while maintaining momentum  
❌ 'We understand that multiple stakeholders need to be aligned but ... ' 
✅ 'We understand that multiple stakeholders need to be aligned before making a final decision, and 
at the same time, creating early momentum often makes alignment much easier afterwards' 
 
👉 Quick Win: challenging a strategic decision:  
❌ ‘I understand your reasoning, but this is risky’ 
✅ ‘I understand your reasoning, and at the same time we see a few risks we should make explicit’ 
 
 

 



 

 

Loss frame: people act to avoid loss 

People are more motivated to avoid losses than to achieve gains. Losses typically feel about twice as 
strong as equivalent gains. 

For maximum impact: 

• combine with the agreement frame  
• make the loss concrete with hard numbers 
• use it ethically: base it on realistic scenarios  

👉 Quick Win: focus on the risk of structural damage and costs: 
'Without proper load calculations upfront, you risk structural damage that can run into the millions' 

Context frame: adapt your message to each department 

Every department has different priorities. 

• Operations focuses on efficiency, continuity and smooth execution.  
• The CFO focuses on ROI, costs and risk reduction.  
• The CEO focuses on growth, competitive advantage and market leadership.  

The same proposal will not persuade everyone equally.  
Frame your message in terms of what matters most to them. 

Anchoring: set the right reference point 

Your brain automatically looks for a reference point and compares everything that follows to it.  

The first number in the room becomes the mental anchor. Therefor, set the anchor yourself. So don't 
start with the project cost. Start with the cost of the current situation. Or the cost of a workaround, 
delay or mistake. 

👉 Quick Win: put the consultancy fee in perspective: imagine management hesitates about a 
consultancy fee of €40.000 for warehouse engineering and technical validation. At first glance, that 
might seem expensive. So place it next tot the real risk:  

'One mistake in sprinkler design or floor load calculations can easily create a 1,5 million problem 
afterwards. The fee for warehouse engineering and technical validation is €40.000. Wouldn't it be 
dangerous to save on consultancy now, only to spend much more fixing the problem later?' 

Why this works: you are no longer comparing €40.000 to zero. You are comparing €40.000 to a 
possible €1,5 million problem. This changes the conversation from 'Is this expensive?' to 'Is it smart 
to save on consultancy?' 

 



 

 

 

Priming: help them see the problem first, so the solution becomes logical 

What you say or show first shapes how people experience everything that follows. Subtly plant the 
right ideas upfront so management becomes more open to change. 

👉 Quick Win: use a pre-read document as decision primer: before a crucial meeting send a case 
study of a failed project with the lessons learned. This creates the right mindset of caution and 
openness to guidance. 
 
👉 Quick Win: frame the meeting with the meeting title and agenda:  
 

❌ Warehouse	automation	proposal	
✅ Decision	meeting:	how	to	avoid	capacity	bottlenecks	and	protect	competitiveness	for	the	
next	decade?	
	
Typical	agenda:	
	
1.	current	situation	
2.	problem	
3.	proposed	solution	
4.	budget	
5.	timeline	
	
Strong	agenda:	
	
1.	Emerging	market	challenges	
2.	Risks	of	maintaining	the	current	setup	
3.	Impact	on	growth	and	customer	service	
4.	Strategic	response	options	
5.	Recommended	roadmap	
	
->	before	the	solution	is	discussed,	stakeholders	think:	
				'The	market	is	changing	and	we	need	to	act	to	avoid	losses'	
 
👉 Quick Win: PRIME -> BRIDGE -> OFFER 
 
1.Prime: ask a question that opens the right mental frame:  
‘Where do you see the biggest growth opportunity in the next 12 months?’  
‘What is holding you back from scaling faster? 
 
2. Bridge: connect their answer to a broader context: ‘We see this often with companies at 
your stage...’ 
 
3. Offer: position your service as the logical next step:  
‘That's exactly where warehouse engineering accelerates impact.’ 
 



 
 
 
 
 
 
👉 Quick Win: use the opening to prime importance: 'Projects like these shape the future of an 
organisation'. Everything that follows is perceived as more important and strategic. 
 
👉 Quick Win: give direction with the right language choices: words as 'control', 'predictability' and 
'risk management' activate the need for structure and certainty. 
 

Double Bind: you choose, I guide 

 
Give two options where both lead to your goal. It feels like freedom, and at the same time it guides 
action. This is important in large projects with many stakeholders. 
 
👉 Quick Win: move from analysis to action 
❌ ‘We recommend starting implementation.’ 
✅ ‘“Would you prefer to start with one distribution center to validate the concept first, or involve 
multiple sites immediately to create faster alignment across the organization?’ 
 
👉  Quick Win: align higher management around change 
❌ 'Do you approve this investment?' 
✅ ‘Would you prefer a phased implementation to reduce operational risk,or do you want to 
accelerate the rollout to capture efficiency gains earlier?' 
 
👉 Quick Win: close next steps 
❌ ‘Let’s move forward with this.’ 
✅ ‘Would you prefer to secure momentum by starting next month, or take a few weeks to align 
internally and start the month after?’ 
 
Want to stay updated? 
 
Follow me on LinkedIn! Be the first to know when my book is published. It’s planned for spring 2027. 
 

  

https://www.linkedin.com/in/dominikmessiaen/

