
 

 

GAME CHANGER WORKSHOP 
Building Your Cross-Functional Influence 

 

 

In the GAME CHANGER simulation, participants will develop the skills needed to build cross-functional 

influence, and improve their ability to get things done in today’s complex organizations.  

 

 

 

 

 

 

Skill Development Areas 

 

➢ Apply trust-building behaviors with partners and stakeholders. 

➢ Assess flexibility when working across functions. 

➢ Understand the impact of broad-based perspectives on influencing cross-functionally. 

➢ Assess stakeholders and building strategy to gain support. 

➢ Build strong messages that align with stakeholder business goals and decision-making 

preferences. 

➢ Practice an effective influence dialogue. 

➢ Understand follow-up steps to take under different influence scenarios. 
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Game Changer Workshop Agenda 
 

MODULE TIME TOPIC 

Introduction :20 

> Leader sets the context. 
> Facilitator summarizes role of cross-functional influence, why it is critical.  
> Facilitator introduces simulation-based learning approach (a.m.) and  
    application-based learning approach (p.m.). 

Simulation  3:45 

Teams of 4-5 compete in a board game simulation (see next page) where they 
assume the role of a cross-functional team that is building partnerships with 
stakeholders, experiencing the impact of give and take, assessing stakeholder 
needs and designing influential messages. 

Lunch :45  

Welcome to  
the Matrix 

:20 The what and why of matrix organizations, and working cross-functionally. 

Partnerships :40 

Connection between influence and partnerships; how to grow partnerships to 
expand influence.  
 

Application: Assess current/desired state of 2-4 partners choose one to work on 
over next two weeks. 

Flexibility :30 

Impact of willingness to be flexible on your level of influence. 
 

Application:  Flexibility Self Assessment (understand on which topics and with 
whom you are less flexible). 

Knowledge :20 

The power of knowing the organization well and being able to apply that 
knowledge to influence (to influence beyond your own perspective). 
 

Application:  Pick a “real life” influence opportunity; Identify what information you 
need to gather to take the next step for this opportunity.  

Break :20  

Prepare :40 

Tools for stakeholder assessment and for developing your message. 
 

Application: Identify stakeholders, their decision-making styles and draft the frame 
for your influence opportunity. 

Dialogue :30 

Best approaches for influencing through dialogue.  
 

Application: Practice presenting your frame and 1st point for your influence 
opportunity.  

Follow-Up :10 
Next steps to either make the agreement stick (if you reached agreement) or steps 
to take if you didn’t reach agreement. 

Conclusion :10 Summary, questions, discussion, final thoughts. 
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Game Changer Workshop Game Board 
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