
The Smiling Ox Paradox
The science of becoming one of those rare people others feel compelled to follow

www.peopleofinfluence.com.au

®



If you turn around to find that no one is 
following you, then you are not a leader.

You were just going for a walk.



Have you ever met a person who seemed to have influence wherever they went and with whomever they met?  Someone universally 
admired, respected and with that rare power to get others to effortlessly follow their lead?  How do they do it? If there was one 
question this program sought to answer it is this: “How do I become one of these rare people others are compelled to follow?”
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How leaders ‘show up’ and how they are perceived is central to their interpersonal effectiveness as well as to other measures of
success, such as employee engagement. We know, for instance, that 70% of employee engagement (predictor of discretionary 
effort) is determined by one’s immediate manager (Gallup 2018). How leaders are perceived is rather important!

THEY APPEAR WE FEEL WE RESPOND WE PERFORM

Compelling
Admiration 
Inspiration

Blood, Sweat, 
Tears 100%

Persuasive Motivation Effort 90%

Competent Respect Compliance 70%

Incompetent Frustration Disengagement 50%

Hopeless Contempt Defiance 30%

Reflection Questions: 
1. What is the current perception of your leaders? 

What proportion sit in each category?
2. Would it be worth investing time and energy to 

improve this? 

Why The Smiling Ox Paradox ?®



People won’t believe 
the message unless 

they first believe the 
messenger



This program is premised on the idea that we will not 
believe the message unless we first believe the messenger. 
At its heart then, the program is about the science of 
perception, how others make judgements of us, and how 
we can use this information to be a more compelling and 
effective leader. While the research is drawn from many 
sources here is one relevant excerpt:

The visual of a Smiling (warmth) Ox (strength) make the 
core concepts easier to recall. The Paradox is that we 
generally classify people as EITHER warm OR strong, rather 
than both. However, those who are seen as high in both 
Warmth and Strength are universally admired, respected 
and influential across cultures (but very rare!).
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“To be sure, we notice plenty of other traits in people, but 
they’re nowhere near as impactful as WARMTH and 
STRENGTH.

Insights from the field of psychology show that these two 
dimensions account for more than 90% of the variance in 
our positive or negative impressions we form of the 
people around us.”

Professor Amy Cuddy, Harvard Business School 
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We feel: 
compelled to 

follow.
Universally 

admired, respected 
and influential

We feel:
pity, sorry for them 

(charity case)

We feel: 
fear, envy, 

suspicion, perhaps 
respect 

(begrudgingly)

We feel:
universal contempt 

and derision

Warmth
What are this person’s

intentions towards me? 

Strength HighLow

High

Low

WARMTH + STRENGTH = COMPELLING

Do they have the ability to 
carry out those intentions?

What is the Smiling Ox Paradox ?®



“What gets measured gets managed” 
Peter Drucker

We feel: 
compelled to 

follow.
Universally 

admired, respected 
and influential

We feel:
pity, sorry for them 

(charity case)

We feel: 
fear, envy, 

suspicion, perhaps 
respect 

(begrudgingly)

We feel:
universal contempt 

and derision

Warmth
What are this person’s

intentions towards me? 

Strength HighLow

High

Low

WARMTH + STRENGTH = COMPELLING

Do they have the ability to 
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The Smiling Ox Paradox Diagnostic
Overview

The Smiling Ox Paradox® Diagnostic is an assessment tool* that forms part of the Smiling Ox 
Paradox® program. Most psych assessments are about how you see the world whereas this tool
shows you how the world sees you. In the self-assessment tool each participant answers 
questions about their own behaviours and feelings while in the 360° tool the questionnaire is 
filled in by colleagues, clients/customers and other stakeholders.  The diagnostic report 
analyses in detail each of the components of influence summarised in the table below.
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Influence Skills

Warmth Strength

Perception 
Variables

Based on research from:
Solomon Asch, University of Pennsylvania, Susan Fiske, Princeton University, Peter Glick, Lawrence University, 
Amy Cuddy, Harvard Business School, Arthur Aron, New York University, Bogdan Wojciszke, SWPS University 
Poland, and others.

Report Excerpts

*self-assessment and/or 360° versions

®

• Likeability (sociability dimension)
• Trustworthiness (morality dimension)
• Giving (reciprocity dimension)

• Competence (able)
• Commitment (willing)
• Confidence & Composure (under pressure)



“I refuse to 
believe that you 
cannot be both 
compassionate 
and strong.” 

Jacinda Ardern
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Format of The Smiling Ox Paradox   program
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BEFORE: ENGAGE DURING: EQUIP AFTER: EMBED
Invitation / 

‘teaser’ video
Proprietary 

Smiling Ox Self/360°
Assessment 

+
Personalised 

Smiling Ox
results

Training 
Modules 

(see below)

+
Content of the Modules

+
Personalised 

handout
Behavioural 

‘nudges’

SOP & Me
Why is the Smiling Ox 
Paradox so critical for 
success, the science of 
perception and judgement, & 
understanding my 
personalised Smiling Ox 
assessment results (self-
assessment and/or 360°).

#1
Warmth Strategies
exploring the mindset 
(inside-out) and behaviours 
(outside-in) of warmth: 
likeability and personal 
presence, reciprocity styles 
and the science of trust. 

#2
Strength Strategies
exploring the mindset 
(inside-out) and behaviours 
(outside-in) of strength: 
strength triggers that 
indicate competence, 
confidence and 
commitment, 
the mindset of prizing.

#3
Compelling Conversations
how to use the Smiling Ox 
Paradox principles to have 
more effective leadership 
conversations: coaching, 
feedback, difficult 
conversations. 

#4
Compelling Presentations
how to use the Smiling Ox 
Paradox principles to give 
more inspiring, engaging and 
persuasive presentations.

#5

Format of the Program
®



About Us
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Engaging Sessions, Lasting Impact

For a glimpse into our sessions (virtual, face to face or a hybrid of the two), 
click the image above or this link: https://peopleofinfluence.com.au/welcome/

People of Influence is the vehicle by 
which Michelle Rushton and Shaun 
Kenny help clients do three things: 

• Develop leaders & professionals 
• Build teams
• Engineer behaviour change

Virtual sessions delivered with the 
same experiential, interactive and 
high-energy style we were known for 
in pre-Covid times. 

All our programs are underpinned by 
our deep expertise and rigour in 
behavioural economics, behavioural 
science and applied neuroscience.

What We Do

How We Do It
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https://peopleofinfluence.com.au/welcome/


21
Countries we’ve worked in

1200+
Client engagements

210,000+
Participants in our sessions
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We are lucky enough to work with some amazing clientele across the Asia Pacific region.

Who We Work With



admin@peopleofinfluence.com.auwww.peopleofinfluence.com.au

A true professional, one of the best 
facilitators I've ever witnessed

Global Manager Training 
Implementation, Orica

“ ”
The outcome was nothing

short of sensational
Vice-President Commercial, 

DHL Express

“ ”
In my 32 years as part of the 

Australian workforce I have never 
seen a better facilitator or presenter

Learning and Development Manager, 
Coca-Cola

“ ”
All of our leaders have taken enormous 

value from our workshop and are 
applying it across our business

Managing Director, 
AMP Capital Shopping Centres

“ ”


