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PDW- Using influence tactics in teaching online

Title: Using influence tactics in teaching online to drive student learning behaviour 
Abstract 

This PDW explores the use of Cialdini’s influence strategies (2006) as a teaching tool to influence student learning. It provides a working exploration of the tactics and processes teachers can employ to support transformational learning in online environments delivered synchronously or asynchronously.  By utilising tools within the learner management systems teachers can create influential practices to engage students and create lasting impact beyond the classroom.
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Learning objectives, engagement, takeaways

· To explore influence strategies as a teaching method or practice in online classrooms

· Participants will codify their own influence strategies and develop processes to use in their classes for the future both independently and in facilitated groups.

· Participants will leave with some invigorated ideas on creating engagement to have lasting impact and influence beyond the classroom.

Title: Using influence tactics in teaching online to drive student learning behaviour
Teachers seek to influence students to pursue their personal learning ambitions, whether that is to improve their management practice, become scholars or become more critical in their approach to the information they consume and utilise in life more broadly. Education is not merely the acquisition of information, rather it should be a transformational experience, whereby the student is a ‘different person’ to the one who started the course/ program of study.  While assessment grades are often used as a proxy to whether learning has occurred, whether this learning has had a transforming impact on the student (beyond the life of the assignment or course) can be hard to measure.  Transformational learning requires students to engage in a deep (sometimes difficult) reflective process of constructing and re-constructing meaning to understand the underpinnings of their ways of knowing and basis of knowledge (Simsek, 2012). This process is difficult to assess and can continue long after the last assignment has been graded and final marks released. As Bohn (2021) suggests it is the unexpected email, or LinkedIn contact long after the student has left our rooms (real or virtual) that reveals the influence and impact we made to their learning, and sometimes their lives more broadly. In this PDW we explore how Cialdini’s (2006) influence strategies can be employed by a teacher in an ethical manner to sow the seeds of influence like a depth charge to create transformative and impactful learning. 

Influence strategies

Management, Organisational Behaviour and Marketing scholars often teach Cialdini’s (2006) suggested influence strategies as tools to be used in their professional practice. They are valued in these disciplines as they are noted to transcend context and thus have broad relevance to both teacher and student. Cialdini (2006) identifies six influence strategies that can be used to influence others ethically and effectively. His work is also echoed by that of others such as Grant (2013) and Heath et al (2017). Cialdini’s contribution is that while many people do them unknowingly or unwittingly, when they are deployed consciously, they are consistently demonstrated to be effective.  The six influence strategies are (Cialdini 2006): 

· Reciprocity: the act of giving to someone, without expectation of return but indebts the other person to you; 

· Commitment/consistency: acting consistently to our values and beliefs; 

· Social proof: aligning and being validated by what others are doing (group norms); 

· Authority: Obedience to authority, use of titles and rules come into play here; 

· Liking: people who are like each other like each other; and 

· Scarcity: something is more attractive if it is in short supply.

Building on the premise that teachers need to engage influencing strategies to facilitate transformational learning environments, we propose that teachers should also harness Cialdini’s six strategies as deliberate professional (education) practice.

The traditional (stereotype) of teacher/student learning relationship draws heavily on authority as the dominant influence strategy, however, for many, the days of ‘sage on the stage’ approaches to education are behind us.  As more courses move to multidisciplinary content, we are no longer the undisputed expert in the room as we find ourselves delivering material that has been prepared by and for others.  With information now more freely available but also vastly expanded (Cialdini and Cliffe 2013; Levitin 2015) authority by means of being ‘the content expert’ has been eroded and peer authority has risen. Information is no longer ‘held or reserved’ for the wealthy or the owner of the books (as was originally the case with academia). At the same time, our learning spaces and practices have become less formal more collegial, and this has resulted in the power distance between faculty and student being reduced.  These can be positive changes such as making the role of the teacher a ‘guide on the side’, and coach to a student’s transformational learning experience

In our practice, we have also seen teachers rely upon liking as a tactic of influence.  While a student feeling they both like us and are like us can lead to rapport that creates a learning environment of trust as well as aspiration, we cannot rely on an influence strategy of ‘liking’ alone as our more diverse student cohorts may struggle to see themselves as like us. The post experience management student may even feel that they are nothing like the teacher who they may have judged as having no management experience at all. 

Many teachers give selflessly and tirelessly to their students, and this unknowingly sets an expectation of reciprocity whereby because the teacher has done X the student is expected to do Y.  As education has been commodified, this type of reciprocity influence has decreased, with the attitude of students as customers, teachers are expected to give and give generously of their time, spirit, and knowledge to say the least. 

With the commodification of education, the notion of scarcity has also diminished. Provided you can pay the price there will be an entry path to enable and allow you to study. Access is no longer scarce, and the advent of MOOCs has even made it free.

This leaves the teacher with two other tactics not yet explored: commitment and consistency; and social proof.

If you are teaching a class online, even synchronously, gaining commitment and consistency can be challenging. The challenges of limited or poor connectivity, or reticence to ‘be seen’ on screen reduces the sense of connection between teacher and student(s), as well as between students themselves. With the learner now posed as an invisible keyboard warrior, the physical cues and clues that provide social proof of student similarities and struggles no longer create shared student behavioural norms. The loss of the impromptu (and informal) opportunities to build rapport with students immediately prior or post a physical class means that students can fail to keep up or lose altogether their consistency in their studies.

It is therefore important to recognise how students today are influenced by many competing and conflicting demands.  The practices of influence are not new, but deliberately bringing these practices into the pedagogical design of a course subtly influences your student’s behaviour. By codifying the influencing strategies as part of our teaching practice we are more consistently able to deploy these methods to impact our students in the classroom and beyond. 
Management and Organisational Behaviour teachers, have a role to play beyond influencing learning or study habits. If we are to create transformative learning experiences for our students, we need to design the learning experience and harness learning analytics to understand student learning behaviour to bring the most effective influence strategies into the ‘classroom’.  Our ability to influence lays in seeing and hearing each individual student even when our classes are large and commodified. Doing this in a virtual or online space can be challenging and have required us to learn to build rapport and create connection remotely over the past 18 months.
In this PDW, we explore how to harness influence strategies in the design the learning environment to facilitate transformative learning.  We will discuss activities that can ‘capture’ less engaged student with activities such as the use of the ‘future student’ state letters to self and learning contracts. 

Engaging students in consistent directed and supported activity can be done both synchronously and asynchronously. Synchronous learning activities with weekly tasks such as wikis create a consistency (Cialdini 2006) of approach that supports habit building useful for their future careers. Asynchronous but directed learning paths with learning diaries support the student who may struggle with self direction.  There will always be the self directed learner, who when asked to read or do a task will do so without further prompting. For those with less learning capital it is not about the reminders but rather how they are reminded that can make the difference. Those who feel a connection to you and like you will want to ‘please you’. 

There are many tools available through learning management systems (LMS) that can deliver personalised communications and target optimum learning behaviours based on current and most recent student engagement behaviours. For example, setting up a process to ensure that a student must look at the assessment requirements by the end of the first week, the LMS can have a rule that takes the student to the resource if they have not done so themselves by the pre-determined date. These LMS rules can ensure students find the resource in a timely manner, while it does not ensure the student will read it or act upon it, the behavioural economics view of nudge theory (Thaler & Sunstein 2008) supports these as pushing students in the right direction thus influencing some behaviours.

We will explore the moments that create likability on an individual level at scale.  Connecting with our students has never been more important. By exploring what to share and how, you can join their world.  In the online setting, we must purposefully deploy influence tactics to enables us to transform students in their learning for the classroom and beyond. 

Social proof can be shared and distributed by actions and engagement. When teaching online there is a loss incidental visual cues and clues and colloquially much has been said about teaching to a blank screen but with a little encouragement your students will share information if you do so too. This also links to Cialdini’s (2006) reciprocity.  Students want to engage but may need encouragement such as being prompted to share where they live or something they enjoy – this shared experience tells them you see and hear them and may have a greater impact than is first apparent (Bohn 2021). Our role is to remove the “invisibility cloak illusion” as coined by Boothby and her colleagues (2017) and make every student seen and heard. 

At the end of the PDW, participants will have examined their own practice to identify existing use of influence strategies, as well as learning from peers and colleagues through the sharing of examples.  Actively incorporating influence strategies is yet another tool we can harness to create learning environments that foster transformative learning experiences in our students. 

PDW Agenda:

In this PDW we explore codifying the influence strategies you already use with a view to create a toolkit of influence practice that can be employed/deployed in the online classroom, in discussion boards and through any medium to connect. This provides the opportunity to create deeper impact and thus provide the foundations of a transformative learning experience through influence. 

	Time
	Activity
	lead

	10 mins
	Welcome, Cialdini’s influence strategies as teaching practice
	Facilitators

	10 mins 
	Group discussion: influencing strategies among participants
	Participants

	10 mins
	Exploring how to uncover the cloak of invisibility. How do we reach individual students when they are in large groups?
	Facilitators

	15 mins
	Sharing of examples: 

· Emoji swap 

· Padlet post

· Personalising the learning platform 
	Participants try each activity

	10 mins
	Debrief of activities
	all

	5 mins 
	Wrap up
	all
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