
Gaining Power and Influence Score: 161
	Category of Gaining Power and Influence
	Range

	High ability to gain power and influence
	Above 157

	Normal ability to gain power and influence
	145-157

	Low ability to gain power and influence
	Below 145


This assessment explores the preconditions of becoming powerful in a work setting, which include personal attributes and the characteristics of a person’s position in the work group or organization. Building on the notion that power and influence are different but related ideas (i.e., influence is manifested in power), this self-assessment also explores how individuals utilize their influence for productive purposes, as well as how they resist unwanted, inappropriate efforts of others to influence them. It also touches on a related skill: increasing one’s authority (legitimated power within organizations and groups).
Your Results
Your Gaining Power and Influence score is 161: High ability to gain power and influence.
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Given that this assessment accounts for a variety of aspects of the process involved with power and influence, your overall score should be seen as an indicator of how well you garner, maintain, and exercise power and influence. However, you should view your score in parts as well, in order to best understand which aspects of the process are in need of your immediate attention. Please use the scale above to get a sense of where you currently stand.
Regardless of your score, please take some time to identify areas within the process (i.e., gaining power, using influence, resisting influence, or increasing authority) in which your scores are the most lacking. Then reflect on a plan for increasing your scores. For example, if your lowest score is in the area of using influence, think of ways that you can translate the power you do have to influence things for the better in your organization. This may mean that you should try to offer your opinion more often or that you need to be more aware of opportunities where you could make a contribution to your team. If your lowest score is on the resisting influence area of the assessment, you may want to find ways to shield yourself from outside influences that could be negative, or you could focus on identifying what is influencing your most significant decisions and try to minimize negative influences.
	Personal Characteristics
	Score

	Expertise
	12

	Interpersonal attraction
	12

	Effort
	12

	Legitimacy
	12



	Position Characteristics
	Score

	Centrality
	11

	Visibility
	11

	Flexibility
	11

	Relevance
	11



	
	Score

	Using Influence
	29

	Resisting Influence
	16

	Increasing Authority
	24


The following information is provided to you for further comparison. In these tables a quartile refers to a quarter of the population, so these tables divide the population of respondents into four equal parts (quartiles). If you are in the bottom quartile it means you are in the bottom 25% of those who have taken this assessment. The second quartile is the next 25% (26%–50%), and so on.
Comparison Data (N = 10,000 students)
	Scores
	Mean
	Bottom Quartile
	Second Quartile
	Third Quartile
	Top Quartile

	Total (Pre Test: N = 10000 students)
	134.93
	126 or below
	127-136
	137-145
	146 or above

	Total (Post Test: N = 6000 students)
	142.95
	134 or below
	135-144
	145-154
	155 or above


Congratulations on completing this assessment! Click "Previous" to review your assessment answers. Click X in the top right corner to return to the PIA home page. Click View Comparative Results under the graph to see how your results compare to other students who have taken this assessment.
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