Q1:Identify sources of leader power and the tactics leaders use to influence Others.

Ans:There are 5 sources of leader power.

Expert Power: When a leader has significant domain knowledge/skills. E.g. an expert accountant influences how junior accountants go about their tasks

Positional Power: Comes when a leader has a legitimately held position of authority. E.g. typically, the CEO of an organization has the highest positional power

Reward Power: Is evident when a leader can give, or take away, a reward. E.g. a leader can influence a follower’s behavior by awarding a bonus, or taking away perks

Coercive Power: This is felt when a leader creates the perception of a threat. E.g. a leader has coercive power if her followers believe that she will initiate disciplinary action

Personal Power: Influence gained by persuasion. E.g. a manager may have to rely on nothing more than a friendly please and thankyou for an employee to perform a task

Influence:In the process of leader,gaining acceptance of them and motivating followers to support and implement the ideas through change.Motivating and influencing is crux of leadership.

There are 11 tactics leader use to influence others
1. Pressure:Seeks influence through demands, threats or intimidation to convince others to comply with a request or to support a proposal.

2. Assertiveness:Seeks influence through includes repeatedly making requests, setting timelines for project completion or expressing anger toward individuals who do not meet expectations.

3. Legitimating:Seeks influence through persuading others that the request is something they should comply with given their situation or position.  

4. Coalition:Seeks influence through the aid of others to persuade them to do something or uses the support of others as an argument for them to agree.            

5. Exchange:Seeks influence through making explicit or implicit a promise that others will receive rewards or tangible benefits if they comply with a request or reminds others of a favor that should be reciprocated.   

6. Upward Appeals:Seeks influence through the approval/acceptance of those in higher positions within the organization prior to making a request of someone.   

7. Ingratiating

:Seeks influence through getting others in a good mood or to think favorably of them before asking them to do something.           

8. Rational Persuasion:Seeks influence through logical arguments and factual evidence to persuade others that a proposal or request is viable and likely to result in task objectives.   

9. Personal Appeals:Seeks influence through others’ compliance to their request by asking a “special favor for them,” or relying on interpersonal relationships to influence their behavior.       

10. Inspirational Appeals:Seeks influence through making an emotional request or proposal that arouses enthusiasm by appealing to other’s values and ideals, or by increasing their confidence that they can succeed.   

11. Consultation:Seeks influence through involving others’ participation in making a decision or planning how to implement a proposed policy, strategy or change.    
Q2:Describe and explain the importance of contingency planning, scenario building, and crisis planning in today’s environment.

Ans:Importance of Contigency plans:1)Identify uncontrollable factors:economics turndowns.

Declining Markets.

Increase in  cost of supplies.

Safety Accidents.

2)Minimize impact of uncontrollable factors :Forecast a range of alternative responses to most likely high impact contingencies.

Scenario Building:looking at trends and discontinuities and imagining possible alternative futures to build a framework within which unexpected future events can be managed.

It forces manager to rehearse mentally what they would do if their best laid plans were to collapse.

Crisis management planning

Prevention:a)Building trusting relationship with key stakeholders.
                     b)Open communication.

Preparation:a)crisis management.

                      b)crisis management plan.

                      c)establish an effective communication system.

Containment.

Q3:ORGANIZATIONAL CONTROL’ is the process of monitoring, 
comparing, and correcting work performance
NAME How (source of information) and What we measure in the process?
Ans:How we measure:_personal observation

_Statistical reports

_oral reports 

_Written reports

What we measure:_Employees

a)satisfaction 

b)turnover

c)Absenteeism

_Budgets

a)costs

b)output

c)Sales

Q4:NAME various organizational sources of resistance to change.
Ans:1) Mistrust and Lack Of Confidence
     2) Emotional Respons

     3) Fear Of Failure

    4) Poor Communication

    5)Unrealistic Timelines

    6)The threat of power on an individual level.

    7)Losing control of employees.

   8)Increasing the control of the employees. 

   9)Economic factors.

   10)The weakness of the proposed changes.

Q5:How do teams contribute to organizations? WRITE down the Usefulness and Common problems in teams.

Ans:How teams contribute:Supervisor serving as the appointed head of a formal work unit.

     Network facilitator serving as a peer learder a network hub for a special task force.

    Participant serving as a helpful contributing member of project team.

    External coach serving as external convener or sponsor of a problem-solving team staffed by others.

   SYNERGY:The creation of the whole team that is greater than its parts.

Contribution:A team uses its membership resources to the fullest and thereby achieves through collective action far more than could be achieved otherwise.

Usefulness of team:_More resources of problem solving.

_Improved creativity and innovation.

_Improved quality of decision making.

_Greater commitments to tasks.

_Higher motivation through collective action.

_Better control and work discipline.

_More individual need satisfaction.

Common problems in teams:

_Personality conflicts.

_Individual difference in work styles.

_Ambigious agendas.

_ill defined problems.

_poor readiness to work.

