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Getting	your	voice	heard	and	extending	your	influence	

 

David Roylance answers your questions from 19th February 2021 
 
I know what I'm saying but I need to be able to look like I know what I’m saying 
Remember the work we did in the room. There are 2 kinds of confidence, external 
and internal. We begin with the external in order to influence the internal. If your 
body reflects the fears in your mind then you will never look like you know what you 
are saying. The brain (specifically the hypothalamus) listens to the heart in order to 
define your experience. Work on your body first. 
 
Can't always be in the room, so how to exert influence 
Influence is created by the impression you leave in the room. The impression you 
leave in a room is defined by your impact. Influence comes with advocacy. Who, 
from the people who will be in the room, can be your advocate so that the room 
feels your absence and brings the interesting ideas to you. What do you have to do 
in order to create this advocacy. 
 
I want to sound confident and assertive 
Remember the 3 voices. For confidence and assertiveness, develop your Warrior 
voice. Build your “aha” exercise. It takes 4 to 6 weeks to create a new habit. The 
tonality of the voice communicates directly with the unconscious mind of the 
listener. 
I'd like to be able to have the confidence to influence a broad spectrum of people 
Develop the 3 voices. Listen to which your audience are using with you. In order to 
have more credibility an audience needs to hear the Warrior Voice first. Mirror back 
to people what they are telling you they need. 
 
Stronger presence  
Do the rocking exercise that will help you find 2nd circle more easily. Make it a habit. 
Tell your body this is how we do things now. 
Be able to win the trust, confidence and respect of the senior directors that I will be 
workng with.  Get them to believe and take on board my recommendations and 
advise. 
The higher up a management chain you go the more you will hear people using 
fewer words, being direct. When they hear people using too many words they 
assume it means a lack of credibility. It’s time to develop being more direct in how 
you express ideas. 
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To be assertive without being aggressive 
Assertiveness is about tonality, aggressiveness is about volume. Use the Warrior 
Voice quietly and you will sound certain. 
 
To learn how to change the minds of people who do not believe the message 
Typically people want to feel listened to. Once they feel listened to, it is easier for 
them to open their minds to new (or other) ideas. Mirror their language patterns back 
at them. We call this backtracking. Again this communicates directly with the 
unconscious mind of the listener and means they feel listened to. Try repeating 
simple turns of phrase, 2 or 3 words, usually said at the end of a sentence. 
 
How to break into  senior management circles - breaking that glass ceiling! 
Develop your Warrior Voice and learn to speak more directly and with certainty. 
What value do they need to see and hear in order to see you as someone worthy of 
the boardroom table? 
 
Show my own knowledge and competence rather than be seen an assistant/ 
understudy 
What value do your bosses ascribe to you? What value do they need to perceive to 
let you into those management circles? What does someone need to look and 
sound like to express that new level of value. 
 
To be able to switch between high and low level management/exco in the 
same room/meeting 
Develop all 3 voices. The higher levels will need credibility. The lower levels will need 
enthusiasm and empathy. 
 
Confidence and assertiveness in difficult conversations 
Difficult conversations need vocal dexterity. Usually using the Warrior Voice takes 
emotions out of the conversation, the heart and head voice bring them back in. 
 
Job interview tips too!! 
Bring to your interview lots of stories for your interview panel. Stories engage a 
different part of the brain. If your panel visualise your stories, especially if they are 
stories that show what value you could bring to the organisation, then it will be 
easier for them to “see” you working with them. 
 
A little further on imposter syndrome 
Everybody has imposter syndrome to one level or another. It is simply the 
hypothalamus trying to stop us taking what it has decided is a risk. The stories we 
tell ourselves in our own head are the ones that define the difference between 
success and failure. Try finding time to imagine how something could go well, or 
how much people do appreciate you and your value. 
 
Q: How do your speaking and influencing techniques work whilst sitting down? 
Everything is done by Zoom or Team meetings now which are done from our 
homes? 
The principals are exactly the same. From a sitting position, use the hips as a pivot 
and establish 2nd circle through the upper body. This can only work if both the feet 
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are firmly planted on the ground. Keep your bottom nearer the front of the chair so 
you cannot fall back into 1st circle. 
 
My negative thoughts are visual with scenarios played out. How do you control 
that would be useful?  
If your thoughts are mainly negative, then work on your breathing. Negative 
thoughts come from the hypothalamus and is usually in control if our breathing is 
not. Lower the breathe, get your full frontal lobe back and choose to change what 
and how you are thinking. 
 
Can you win back a room if they don’t trust you for your gender or age?  
Yes, you can. You have to show the room something new. Their resistance to you is 
due to the signals you are sending, rather than your gender or age. If you show an 
audience something new then they have to recalibrate you and your value. Take 
charge of this. Be clear about the value you want to represent. How might a person 
with that value look and sound? How might they stand? How might they form a 
sentence? You might want to think of someone you know who has those values. 
Then model them as a way to show your audience something new. 
 
How can nervousness be circumvented? During meeting or presentations, for 
me I get nervous and leads to mumbling? 
This sounds like 1st circle behaviour. Mumbling occurs because the head is down 
and the jawline crushed, meaning you have less space in the mouth to form words. 
Less movement with the mouth, less space to move the tongue in the mouth, result 
in mumbling. The only answer here is to make 2nd circle your default method of 
being. 
 
All of these are great questions and perfect things for us to work on in a 
complimentary half hour coaching session. Remember my promise. The offer is for a 
full 30 minute coaching session free. Not sales, not fluff. Coaching directly for you 
and your challenge. Please don’t hesitate, let me help you move past the challenge. 
 
David 

 


