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Develop your lateral authority

In today’s business context, managers can rarely complete projects or assignments without at some point requiring

the support of their peers and/or staff from other units or functions. Even when there is a clear mandate from the

top, the various constituents must be willing to cooperate. So, to get the support they need, managers are strongly

advised to cultivate their credibility with the rest of the organization.

Drivers of lateral authority

In the absence of formal authority, providing a clear
picture straightaway of the facts driving your actions
enables you to legitimize your requests.

Systematically evoke the broader vision supporting
your initiatives.

Keep your messages consistent over time to provide
a clear sense of direction.

Be transparent about your objectives. Everyone
might not agree with you, but your frankness

will be appreciated.

If you promise more than you can deliver, you
won't be trusted and people won't be willing to
help you out the next time. On the other hand, you
will build lasting credibility if you are frank about
your limitations and keep your word.

Promise only what you are sure to deliver,
even if this means promising less.

Ensure that you have the required resources
before making commitments.
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ability to create mutually beneficial
arrangements, so develop your
empathy to facilitate discussions and
identify persuasive arguments.

that go beyond your
personal ambitions

Think about how your project could
personally benefit those whose help
you are soliciting.

Ask yourself what could reinforce

help you mobilize the right resources
by providing you with needed
information quickly, and are usually
a great addition to hierarchical
channels.

Develop networks connecting you
with influential people inside and
outside the organization.

their position in the company or help
them succeed on other projects.

Talk about your respective
satisfaction / dissatisfaction with one
another.

To be persuasive and compelling, your
personal ambitions must be aligned with
common goals.

Don't hesitate to cite your own goals, but
make sure to link them to the objectives of
those present.

Use terms employed by the people you are
addressing to evoke your common interests.

Take the time necessary to maintain
and cultivate these networks. The
required personal investment will
pay off in a significant boost to your
ability to coordinate action and get
things done.
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