FROM ({ Dm;u g r %alk@nf@l

kdMeo Q{
A Practical Guide to e seies in the L&D Function




01 Introduction

02 The Core Prohlem- The Influencr Gap

03 The Four Influence Wusc!es of a Trusted L&D Advisor

g4 The fovisor Crigagement Moder (What Changes in Practice)

Uh Sali-Assessinent As Your First Step

06 Your Next Step: Consider Partnership




The Core Problem

Most L&D professionals are highly
skilled in adult learning theory;,
experience design, facilitati

ves publicly praised. Y
ths later, funding quietly dried

olved, who owned the outcome,
ow success would be measured
beyond satisfaction scores. Bridging
the influence gap isn't a soft skill. It's a
strategic imperative.
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The Advisor Mindset: Solving
Problems, Not Filling Orders

Trusted advisors don't wai
They diagnose betore the

C

Tl
we
shift.

quests into business cc
ountability for outcome

ugh our work with L&L
identified four influence muscles that enable this
Vs isn't advice. It's a system.

0 be told what to build.
rescribe. They reframe

ersations. And they accept

and not just delivery.
‘ams across industries,
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The Four intluence e
ol a Truste

Influence Muscle 4:
anmple A technology team requested Result: The initiative showed early

a communicatic rkshop. Through indicators of positive change, giving
deeper inquiry, L&D discovered the leaders greatcr confidence in the
real issue was decision ambiguity; roles approach and strengthening the case
- authority were unclear. Training ‘or continued focus on the underlying
alone wouldn't fix it. L&D partnered with 0 ass Issue.

leadership to clarify decision rights, then

supported the change with targete

learning.

Your move: [rain your team in humble
inquiry. The first meeting should be 80%
listening, 20% talking.

"What have you already tried?”
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Clarity the busines Map stakeholders, Co-create solutions Pilot, measure

oblem, risks, and secure a champion, tied to measurable impac ', and tell the
L °CeSS measures surface objections outcorics
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velf-lssessment
he Your First Ste

Ud

lIrS

Consistently  Sometimes Rarely

LN True True True

We routinely reframe training
requests into clearly defined
business problems before |:| |:| |:|

designing solutions.

For major initiatives, we ¢
articulate which business
trics are intended to

change and why.

Our success measures go
beyond satisfaction and
completion data.

takeholders can y
trying to reduce first-year manager turnover. >lain the >ss value of
our work in their own words.
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