Power has been defined in several ways. It can be defined as potential [prirodzená] influence or as enacted [nariadená] influence. Power may be viewed as influence over the attitudes and behavior of people or as influence over events. It has been described as the probable rate and amount of influence of a person. I will speak about power as a potential to influence others through the use of influence tactics.

Power over others is an inevitable [nutná] part of leadership, but it also carries with it the risks associated with the misuse or abuse of the power. Power possessed by the leader is important not only for influencing subordinates, but also for influencing peers, superiors, and even people outside the organization. In other words, power is defined in terms of influence, and influence is defined as psychological change including changes in behavior, opinions, and attitudes.

Five bases of power (French and Raven):

1. legitimate – capacity to impose a responsibility on another

2. reward – capacity to provide others with things they desire

3. coercive – ability to administer sanctions and punishment

4. expert – ability to provide information, knowledge, or expert advice

5. referent – ability to provide personal acceptance, approval or worth

6. {information – ability to access and distribute important information}
When a leader’s behaviors become exaggerated, lose touch with reality, or become vehicles for purely personal gain, they may harm the leader, his or her followers, or the whole organization. The situation is referred to as “the dark side of the leadership”. As personal power entails using others for personal gain and tends to be associated with personal dominance, leaders motivated by personal power are not likely to empower or share power with others. Expressions of personal power motivation can range from attempting to control others through over aggression, gaining influence or reputation, or trying to affect the emotions of others, to providing help and advice. Thus, individuals with a high need for personal power may be predisposed to misusing or abusing power to achieve their own personal gain and are more likely to use personal dominance.

Two main “misuses” of power:

“Groupthink”: it may be viewed as an extreme form of group conformity that results in reduced decision-making capabilities. It is characterized by 8 symptoms, I will describe only some of them:

1. Illusion of invulnerability [nezraniteľnosť] – they are optimistic, that do not take into account all alternatives, so they fail to respond to clear warnings
2. Rationalization – they focus on past successes as an indication of future performance

3. Tendency to stereotype outsiders – group members think, that their group is the best and all others do not understand them

4. Application of direct pressure – pressure on individual (insider) which is against the group

The main outcome is poor decision-making, so there is high risk of failure and even result in disaster.

“Mobbing, bullying, and abusive supervision”: are terms currently used to describe relational violence in the workplace.

1. Mobbing – involves more than one person in negative behavior, such that a number of people are engaged in psychologically harmful behavior towards another

2. Bulling – one-to-one occurrence of personal harassment
3. Abusive supervision – is defined as sustained [trvalý] and enduring [stály] display of verbal and nonverbal behaviors, excluding physical contact. These may include being yelled at [krik], shut of communication, lied to, blamed for others’ mistakes, put under pressure…, 

What should be done to avoid abuse of power?

Leaders should try to comfort to these recommendations and use these kinds of power:

· Legitimate power – authority is exercised to make simple request

1. make polite, clear requests

2. explain the reason for a request

3. don’t exceed scope of authority

4. follow up to verify compliance

· Reward power – based on exchange tactic – something for something, motivation tool
1. offer desirable rewards

2. offer fair and ethical rewards

3. explain criteria for giving rewards

4. provide rewards as promised

· Expert power – effective when the leader has expertise beyond his /her subordinates

1. explain the reasons for a request or proposal

2. explain why the request is important

3. provide evidence that a proposal will be successful

4. show respect for subordinates

· Referent power – the leader should set an example of appropriate behavior
1. use personal appeals when necessary

2. indicate that a request is important to you

3. provide an example of proper behavior

· Coercive power – is invoked by threat or warning that the subordinate will suffer undesirable consequences, it’s best to avoid this practice

1. inform subordinates of rules and penalties

2. understand situation before punishing

3. encourage improvement to avoid the need to punishment

4. administer discipline in private

