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Upon completing this session, the reader should be able
to:

Identify key stakeholders and assess their interests
and influence

Develop a stakeholder participation strategy

Understand the elements of self-leadership

Understand the skills required for developing
effective relationships

Identify existing networks

Establish appropriate networks 
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Session 3Session 3Session 3Session 3Session 3

Introduction to
stakeholder analysis

Stakeholder analysis is a technique you can use to identify
and assess the importance of key people, groups of people,
and institutions that may influence the success of your activity
or project.

Stakeholder analysis should always be done at the beginning
of a project, even if it involves simply making a quick list of
stakeholders and their interests.  You can use this technique
alone or with your team members.  However, a team
approach is likely to be more effective than an individual
doing the analysis alone.  The type and scale of the project,
and the complexity of the issues, will determine how much
time you should devote to this task.

The stakeholders
Findings can provide early and essential information about:

• Who will be affected

• Who could influence the process or outcomes

• Which individuals, groups or organisations need to be
involved; and

• Whose capacity needs to be enhanced to enable them
to participate.

Stakeholder analysis helps assess a project environment,
and to determine how best to negotiate during discussions
about the project.  More specifically, doing a stakeholder
analysis can:

• draw out the interests of stakeholders in relation to the
problems which the project is seeking to address (at the
identification stage) or the purpose of the project (once it
has started);

• identify conflicts of interest between stakeholders, which
will influence the assessment of a project’s riskiness;

• help to identify relations between stakeholders which can
be built upon, and may enable “coalitions” of project
sponsorship, ownership and cooperation; and

• help to assess the appropriate type of participation by
different stakeholders, at successive stages of the project.

STAKEHOLDERS:
are persons, groups or
institutions with interests in
a project or policy or who
may be directly or
indirectly affected by the
process or the outcome.

KEY STAKEHOLDERS:
are those who can
significantly influence, or
are important to the success
of the project.
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Identifying the
stakeholders and

creating a list
Stakeholders can be listed and categorized in various ways.
However a simple list of those who have an interest in the
issue is a good starting point.  (See Exercise Sheet 2.1.)

Example

Using the Health Centre Case Study, a brainstorming session was
held with fellow staff members and a representative from the
professional association.  Based on this discussion, a list of
stakeholders was developed.  The checklist was used to ensure
that the list was comprehensive.  The list of stakeholders included
the following:

Stakeholders:

Clients Department Head
Clients’ families Union
Local community Professional association
Staff – Nursing Other local health services
Staff - Others Other health services in similar position
Management of centre Department Chief Nurse
Local politician Minister of Health
Local media Local general medical practitioners

Exercise

Using the Stakeholder List (Exercise Sheet 2.1) record the likely
stakeholders in your project.

Drawing out
stakeholders’

interests in relation
to the project

The list of stakeholders forms the basis for identifying the
interest each stakeholder has in the project, and the project’s
likely impact on them.  By going through the checklist
provided below, the interest each stakeholder has in the
project can be identified.  The likely or actual impact of the
project on these interests should be assessed. (See Exercise
Sheet 2.2)
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Example

Stakeholder Interest

Clients Have a very strong interest but not a
cohesive group.

Clients families Have a very strong interest but not a
cohesive group.

Local community Have a very strong interest but not a
cohesive or informed group.

Staff – Nursing All the nursing staff are affected but a
few of them do not want to get
involved.

Staff - Others There is some self-interest here.
Some of the staff just want the problem
to go away and do not want to get
involved.

Management of centre Want the problem to go away.  Not
interested in change since the health
centre is now operating within its
budget.  Concerned that change will
bring more trouble.

Local politician Is indifferent at the moment but an
election is coming up.

Local media Not much interest at the moment but if
given the right information at the right
time (election) could be very
interested.

Department Head Has been told to sort out the budget
problem.  Has done this so does not
want the problem revisited at all.

Union Interested but has bigger issues
elsewhere at the moment.

Professional association Interested but has limited resources.

Other local health services Have an interest as clients are starting
to move to use their services, and are
therefore putting pressure on their
resources.

Other health services in Have a stake in the project being a
similar position success therefore may be interested.

Department Chief Nurse Can provide covert support but has a
conflict of interest.

Minister of Health This project may not be a priority but
an election is coming up so may wish
to have this issue resolved quickly.

Local general medical Have to deal with disgruntled clients
practitioners therefore they may provide some

support to the project.

Exercise

Using the Stakeholder Interest Tool (Exercise Sheet 2.2) record the
interests of the stakeholders.
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Assessing the
influence and

importance of
stakeholders

Key stakeholders are those who can significantly influence,
or are important to the success of, the project.

Influence is the power which stakeholders have over a project
- to control what decisions are made, facilitate its
implementation, or exert influence which affects the project
negatively. Influence is perhaps best understood as the
extent to which people, groups or organizations (i.e.
stakeholders) are able to persuade or coerce others into
making decisions and follow certain courses of action.

Importance indicates the priority given by you to satisfying
stakeholders’ needs and interests through the project.
Importance is likely to be most obvious when stakeholder
interests in a project converge closely with your objectives.
(See Exercise Sheet 2.3)

Example

A group brainstormed the likely influence and importance of the listed
stakeholders in the Health Centre Project

Stakeholder Interest Influence Importance
As per U=Unknown U=Unknown
exercise 3.2 1=Little/no 1=Little/no

   influence    influence
2=Some influence 2=Some influence
3=Moderate 3=Moderate
   influence    influence
4=Significant 4=Significant
   influence influence
5=Very influential 5=Very influential

1. Clients 2 5
2. Clients families 2 5
3. Local community U 5
4. Staff – Nursing 3 5
5. Staff - Others U 2
6. Management of centre 4 2
7. Local politician 4 2
8. Local media 4 2
9. Department Head 5 1
10. Union 2 3
11. Professional
      association 3 5
12. Other local health
      services 3 4
13. Health services in
       similar position 3 4
14. Department Chief
      Nurse 2 5
15.Minister of Health 5 2
16.Local general
       medical practitioners 4 2
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Exercise

Using the Stakeholder Influence and Importance Tool (Exercise Sheet
2.3) record the influence and importance of the stakeholders.

Combining influence
and importance in a

matrix diagram
Importance and influence can be combined by using a matrix
diagram.  This is done by positioning stakeholders in relative
terms according to the two broad criteria in a two by two
matrix.  This exercise in positioning will indicate relative risks
posed by specific stakeholders, and the potential grouping
of support for the project.  (See Exercise Sheet 2.4)

Example

Taking the information from the Stakeholder Influence and Importance
Tool, the group brainstormed the relative position of each of the
stakeholders on the project.

                                                Importance

A 3   1;2;14             5 4;11 B

              12;13

       10

         0 5
Influence         Influence

5

    16      6;7;8

          15
           9

D             0 C
       Importance

Exercise

Using the Stakeholder Matrix Clarification Tool (Exercise Sheet 2.4),
position each of the stakeholders you have listed according to the degree
of influence and importance you think they have.
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The stakeholders which fall into Boxes A, B and C are the key
stakeholders of the project - those who can significantly
influence the project, or are most important if the objectives
are to be met.  For the implications of each box see Exercise
Sheet 2.4.

Identifying
assumptions and risks

about stakeholders
Process projects are often particularly affected by stakeholder
interactions and responses to project activities.  Advocates
must therefore identify (and assess the importance of) the
most plausible assumptions about each “key” stakeholder
which are necessary if you are to be successful.

By assessing the influence and importance of key
stakeholders, some risks emerge from the matrix diagram.

These key stakeholders may be able to “block” the project,
and if this is probable, there is a risk that they could have a
negative impact on the project or effectively stop it from being
implemented.

For the checklist for drawing out assumptions about (and
risks deriving from) stakeholders see Exercise Sheet 2.5.

Example

The group considered the Stakeholder Clarification Tool and
assessed the relative risks associated with each of the stakeholders.

Stakeholder Degree of Risk
-          0         +

1. Clients -
2. Clients families -
3. Local community -
4. Staff – Nursing —
5. Staff - Others 0
6. Management of centre ++
7. Local politician ++
8. Local media ++
9. Department Head ++
10. Union -
11. Professional association —
12. Other local health services —
13. Other health services in similar position —
14. Department Chief Nurse -
15. Minister of Health ++
16. Local general medical practitioners ++

Exercise

Using the Stakeholder Risk Assessment Tool (Exercise Sheet  2.5)
record your assessment of the degree of risk associated with each
of the stakeholders.
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Identifying
appropriate
stakeholder
participation

Stakeholder analysis can help determine how the key
stakeholders can be included in the project.  Note that “key”
refers to high importance, high influence, or both.

Key stakeholders with high influence and importance to the
project’s success could provide the basis of the project’s
“coalition of support”, and are potential partners in planning
and implementation.  Conversely, key stakeholders with high
influence, but with low importance to the project’s success
may be “managed” by being consulted or informed.  (See
Exercise Sheet 2.6)

Example

The group then developed participation plans for each of the key
stakeholders.  Examples of these plans are:

Local politician
Inform Consult          Partnership

Planning “ �
Implementation “ �
Monitoring and Evaluation “ �

Other local health services
Inform Consult          Partnership

Planning “ � “ �
Implementation “ �
Monitoring and Evaluation “ �

Exercise

Using the Summary Stakeholder Participation Matrix Tool (Exercise
Sheet 2.6) record your consideration of how and when the key
stakeholders should be involved in the process.

Findings from a stakeholder analysis are already recorded
in the tables and matrix diagrams, and the risks and
assumptions arising from the analysis should be included in
the project plan.  In addition, the analysis should have
contributed to a participation matrix that is used to explain
the project’s design. These records of the analysis are the
basis for revision as the project’s development progresses.

Congratulations - You have now completed your
stakeholder analysis!
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Session 4Session 4Session 4Session 4Session 4

Introduction to
networking

You have defined your problem or issue, you have accessed
the evidence you need to support your case, and you have
completed an analysis of the stakeholders who can either
help or hinder your progress.  You are ready to proceed, but
you should not proceed alone.  To be effective, you should
join friends and colleagues, and even opponents, to achieve
your objective.

This session will address:

• Self-leadership attributes

• Effective relationships

• Networking

The networks
Networking is a valuable tool for gathering information.
Information is helpful for those who want to advance along
their career path, as well as for those who wish to remain
where they are.  Information is useful to learn about changes
in the employment setting that will have an impact on a
nurse’s practice, job opportunities, upcoming professional
events, and more.  Obtaining information about professional
activities can be of invaluable assistance to you in advocating
for change.

Your networks partly control and shape your position within
your profession, workplace or social setting.  You can
negotiate your way through any system or structure by having
or establishing a variety of acquaintances and relationships
on multiple levels.  But to establish or be an effective member
of a network, you need to understand what is required for
developing and maintaining effective relations.

If it is your intention to influence a network then you must
have some understanding of your personal leadership skills.

The “old boys” networks were not established overnight.
They were built on schooldays spent together, competition
in the sporting arena, common social and business
experiences, and of course at all stages, built on mutual
experiences and mutual benefit.  What can be learned from
these phenomena?  You do not have a life time to develop
effective relationships.  You have perhaps weeks or months!

NETWORK
Independent elements/
contacts linked to achieve a
common product or
outcome.

NETWORKING
“…the process of
developing and using your
contacts for information,
advice and moral
support….”  MS Welch
(1980)
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You need to assess your level of self-leadership.  Effective
self-leadership involves achieving a balance between
focusing on your own identity and values and those of the
individual or group you are working with or trying to influence.
You need to assess and establish the appropriate
relationships before you can effectively influence them to
meet your objectives.

Self-leadership
Self-leadership is the first level of leadership and applies to
any person, whether or not they hold a management or
supervisory position.  Self-leadership is the ability of someone
to guide themselves to positive places that they have never
been before.  It enables a person to fulfil their potential while
building a strong foundation from which to make daily
decisions, both professionally and personally.  For further
information see Skill Sheet 2.1.

Exercise

Using the Self-Leadership Skills Audit Tool (Exercise Sheet 2.7), assess
your self-leadership skills and develop a plan for nurturing and developing
these skills.

Effective
relationships: the
relationships audit

What are the skills necessary for developing effective
relationships?  There are many types of relationships but
you are interested in those that will assist you in achieving
your desired outcomes.  What you need to do is return to
the stakeholder analysis which you have completed and use
this information to decide what relationships you need to
use and those you might have to develop to achieve your
purpose.  (See Exercise Sheet 2.8.)

SELF-LEADERSHIP
The process of leading
oneself to establish self-
direction and self-
motivation to perform.
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Example

Applying the Health Centre Case Study, the desired outcome is
“Sufficient nursing staff to meet client needs”..  The stakeholder analysis
has helped to identify those individuals or groups who are of both  ‘high
influence’ and ‘high importance’:

· Nursing staff
· Professional association
· Other local health services
· Health services in a similar position; and

The high risk stakeholders:
· Management
· Local politician
· Local media
· Departmental Head
· Minister of Health
· Local general medical practitioners.

This analysis gives you a clear picture of the relationships you need to
use and develop.

Exercise

Take the results of your stakeholder analysis and using Exercise
Sheet 2.8, assess which stakeholders you have relationships with
and those with whom you do not.  For those stakeholders with
whom you do not have a relationship, develop strategies for fostering
these relationships.

For further information see Skill Sheet 2.2

The degree of success you will have in establishing and
maintaining networks will be directly related to the level of
communication skills you have.  For information regarding
listening and questioning skills see Skills Sheets 5.1 and
6.1.

Networking: the
networks audit

An effective network can:

• Open doors to new opportunities inside and outside your
work place.

• Provide support when dealing with positive and negative
changes in your personal and professional life.

• Create a resource pool or skill bank that may help you
to round out weak areas or to enhance your
effectiveness in new skills or work efforts.

• Provide referrals for new career opportunities.

For further information about networks, see Skill Sheet 2.3
and see Exercise Sheet 2.9
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  Example

Using the Health Centre Case Study, and the assessment of the relationships which it would be advisable
to establish and maintain, an assessment of the networks involved can be undertaken.

Networks Involved Action to be taken

Nursing staff Workplace
Staff Meetings
Social gatherings X Attend next function
Committee Meetings X Join a relevant committee.

Professional  association Professional  Assoc  activities X Participate in relevant
meetings/ activities.
Offer to speak at next
relevant meeting.
Write to the association,
bringing their attention to
the issues.

Other local health services Professional associations
Health services associations X As above.

Check whether.
friends/colleagues belong.
Offer to speak at a meeting.

Health services in similar Professional associations X As above.
position Health services associations

Management Workplace Be visible but credible in the
Staff meetings  workplace.

Local politician Political party X No direct action.  Are any
friends/colleagues
members?

Local media Not known X Do any friends/colleagues
have media contacts?

Departmental Head Health services associations X These associations are
important so seriously
consider joining and
becoming very active.

Minister of Health Political party X No immediate action.

Local general medical Medical college X Do any friends/colleagues
practitioners have contacts at the medical

college?

Exercise

Using the Network Audit Tool (Exercise Sheet 2.9), complete an audit
of relevant networks and develop an action list (as above).

You now have a clear understanding of the self-leadership
attributes you need to work on, the relationships you need
to develop and the networks you need to access and influence.
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SSSSSKILLKILLKILLKILLKILL S S S S SHEETHEETHEETHEETHEET 2.1 2.1 2.1 2.1 2.1

SELF-LEADERSHIP

There are a few simple things that you can focus on to assist
you to recognize and further develop your self-leadership
skills, and they are:

Use your giftsUse your giftsUse your giftsUse your giftsUse your gifts

We all have gifts, talents, and abilities but are you using them?
The only way a person can realize their full potential as a
leader is to use their gifts and talents (e.g. patience,
compassion, oratory skills, etc.) regularly.  This requires a
disciplined approach.  Do you know what your gifts are? Are
you using your gifts every day?  Without discipline, the gifts
that you have will not reach their maximum potential.  Self-
leaders develop their gifts with discipline.

Reflect and forward your lifeReflect and forward your lifeReflect and forward your lifeReflect and forward your lifeReflect and forward your life

Self-leaders understand the power of reflection and what it
means to their growth potential. To reflect means to step
back and learn from what life is revealing to you. This could
come in the form of information that you already know or,
more importantly, it is information and feedback that comes
from other sources. Rather than be quick to defend your
position, consider using the gift of feedback to your
advantage.

Serve othersServe othersServe othersServe othersServe others

Self-leaders understand the power that is generated from
serving and helping others.  This can apply to those we serve
on the job as well as family members, friends, neighbours,
etc.
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ListenListenListenListenListen

Self-leaders capitalize on the power of listening.  They listen
to what people say, what they do not say, and what they
would like to say but do not know how to put into words.
When is the last time that you were either involved in or
observed a situation in which there was a cost due to a
listening breakdown?

Be honestBe honestBe honestBe honestBe honest

Holding back how we “really” feel when communicating with
others does more damage to ourselves, as well as to the
relationships we have with others. It takes courage and
practice to be honest with others in a non-aggressive and
non-judgmental manner. Self-leaders have developed the
ability to give unconditional and constructive feedback. This
is the foundation for an integrity-based style of living.

Take calculated risks and focus on successTake calculated risks and focus on successTake calculated risks and focus on successTake calculated risks and focus on successTake calculated risks and focus on success

Self-leaders are risk takers. The word “failure” is not part of
their vocabulary. They focus on succeeding rather than on
not failing.
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SSSSSKILLKILLKILLKILLKILL S S S S SHEETHEETHEETHEETHEET 2.2 2.2 2.2 2.2 2.2

DEVELOPING AND MAINTAINING

RELATIONSHIPS

In general terms the following is a good guide for developing
and maintaining relationships:

Make yourself visible to the relevant stakeholders.  You
should be known and if you are not, get involved with various
groups and issues.  The more you do, the more contacts
you will have.

Build personal relationships. Remember that you are
dealing with people, not just agencies or organizations. These
people will be stronger allies if they know and like you as a
person. And keep in mind that building a strong relationship
takes time and energy; it will not happen overnight.

Focus first on understanding other people’s needs and
priorities. Do not start off with what you need. Listen carefully
so that you can understand what drives the person or
organization you want to enlist for support. Start with the
individual — what personally motivates him or her. Similarly,
what is the organization’s focus?

Think of ways your needs mesh with others’ needs. Look
for win-win opportunities. Think of how being involved with
your issue can be good for both you and your allies.

Keep people informed. People tend to get annoyed when
they feel that they have not been adequately informed. Call
people, write to people, send out notices — whatever it takes.
Avoid surprising people. An added benefit is that when you
let people get involved in something at the beginning, they
are more likely to want to contribute and continue their
involvement.

Build a “bank account” of trust and goodwill — and do
not make too many “withdrawals”. Keep your word, and
do favours for people when asked, if it’s not too burdensome.
It’s been said that “what goes around comes around.” If you
do what you say you are going to do when you say you are
going to do it, people notice. If you help someone out even
in a small way, especially if that person is in a difficult situation,
they will be likely to return the favour.
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Thank anyone and everyone. Send thank you letters, make
phone calls, and recognize your contributors. When in doubt,
give people more credit than they deserve.

Be polite and patient, even if you have to be persistent.
“You can catch a lot more flies with honey than with vinegar.”
Civility counts, and is essential for a good relationship.

Know who has the power to solve the problem. Often,
when people seem to be unresponsive, it is simply that they
really can not do anything about the issue you are raising.
Unfortunately, people do not always explain that. So be sure
to ask if there is anyone else that you (or the person you are
talking to) can deal with in order to solve the problem.
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SSSSSKILLKILLKILLKILLKILL S S S S SHEETHEETHEETHEETHEET 2.3 2.3 2.3 2.3 2.3

NETWORKS AND NETWORKING

Types of networksTypes of networksTypes of networksTypes of networksTypes of networks

Formal:  A professional group designed to promote networking
among its members.

Informal:  Personal relationships you have developed over
time and can rely on for support.

Internal:  Professional relationships and contacts developed
in the workplace.

External:  Professional relationships and contacts developed
outside the workplace.

Preparing yourself to networkPreparing yourself to networkPreparing yourself to networkPreparing yourself to networkPreparing yourself to network

Assess your skills.  What do you have to offer to individuals,
groups or organizations?  What are your skills, knowledge,
and abilities?

Believe in yourself.  How confident are you in your technical
competence?  If you were to write a 60 second commercial
about yourself, what would you list as your strongest assets?

Have clear goals.  What are your goals? Are you able to
say clearly how a network could support you in reaching
your personal or professional goal?

Know your style and personality.  How comfortable are
you in meeting new people?  Are you able to talk about your
strengths and skills in a confident manner?  What
environments make you most comfortable meeting and
talking with new people?  Do you prefer to communicate
with people in person, on the telephone or in writing?  Do
you tend to meet people and not follow up with them?  What
would help you to keep in contact with each other?
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How to build a networkHow to build a networkHow to build a networkHow to build a networkHow to build a network

List your personal and professional goals.  Write down
your goals.  Practice saying them aloud so that you are
comfortable talking about them with others.

List key contacts.  Make a list of (1) people who can help
introduce you to people who could assist you in meeting
your personal or professional goals, (2) people who are doing
the type of work you want to do, and (3) people who could
possibly offer you work in your professional area.

Identify professional organizations.  Find out what groups
or organizations are already formed that are linked to your
professional goals. Find out when meetings occur and check
it out for interest. Consider how the goals of the organization
or the membership could support you and help you to grow.

Demonstrate your expertise.  Show people what you are
capable of doing. Be willing to volunteer for projects that
allow you to demonstrate your knowledge, experience or
skill. Demonstrate how you can contribute.

Keep business cards current.  Keep business cards in an
easily accessible place and check periodically for accuracy
of information.

Set goals to meet and contact new people.  Set monthly
goals for yourself to meet new people who can expand your
network.

How to maintain your networkHow to maintain your networkHow to maintain your networkHow to maintain your networkHow to maintain your network

Keep in contact often. Let your network know that you are
there. Contract with individuals to contact with them monthly,
bi-monthly, etc.

Give as well as receive. Find out how you can help the
members of your network. Networking should involve both
giving as well as receiving.

Follow up when activity takes place. Be sure to keep your
network informed when events of interest take place. Also
make sure that you let people know that you are aware of
actions they may have taken on your behalf.

Show appreciation. Send thank you notes or show your
appreciation in other ways when your network does
something to help you reach your goals.
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Networking tipsNetworking tipsNetworking tipsNetworking tipsNetworking tips

Set “networking goals.” Who do you want to add to your
network? Why? How will you contact these individuals? Plan
on meeting your contacts regularly for breakfast, lunch, dinner
or after-work drinks. When you approach a busy individual
and ask them to have lunch with you, have an agenda in
mind. Be specific about what you want. If they ask what you
need to talk about, have a clear and concise response in
mind.

Create a system for keeping track of your network
connections.  Keep notes on information gathered and the
people who gave it.  Make notes about small talk. For
example, “What were the results of the mentoring program
you developed?”  “How did the examinations go for your
son?”  This makes people feel remembered and engaged
when they talk to you.

Be generous with your time and information.  Networking is
a system of IOUs.  If people have been helpful to you, be
helpful to them and others. Recommend and exchange
resources.  Pass along book reviews, articles, reports and
programme materials.  Introduce your contacts to each other
and let others know you are interested in meeting new
people.

Practice mingling and the art of small talk.  When attending
social functions, do not limit your interaction to one or two
people.  Do not linger in the corner or stay in one spot.  Read
newspapers and magazines.  Arm yourself with information
- facts, opinions, or quotes - that will spark an exchange.

Observe networking etiquette. Respect confidentiality. Do
not take information you have received and pass it on
recklessly. Before giving the name and number of a contact
to another person, always ask permission of the third party.
Respect other people’s time.  When connecting by phone,
always ask “Is this a good time to talk?”

Remember the rule of “No’s”. The Rule of No’s states that if
we ask for what we want, we will get turned down sometimes.
Do not take it personally if someone turns down your request
for an information meeting or cancels an appointment with
you. It is important to be persistent, but not overly so. If you
do not get your phone calls returned after three times, or if
someone has cancelled a meeting more than once, take
them off your list.
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FACILITATOR’S GUIDE –
STAKEHOLDER ANALYSIS

Facilitator’s
Preparation time:

90 minutes

Exercise time:
90 minutes

Resources:
Module 2 and Exercise Sheets 2.1 - 2.6

Butcher paper, white board or black board

Pens/pencils/paper

Instructions:
• The exercise is preferably done with no more than 20

people.

• Read Module 2 and go through each of the exercises.

• Familiarize yourself with the Exercise Sheets.

• Ensure you have enough copies of the Exercise Sheets
for each participant in your group and that you have the
resources you need, e.g. pre-prepared butcher paper.

• Introduce the topic and explain the objectives of the
exercise.

• Ensure that everyone in the group has a full
understanding of the case study being considered for
the stakeholder analysis.

• Begin with Exercise Sheet 2.1.  Using the brainstorming
technique, ask participants who they think the
stakeholders might be and list all the stakeholders on
the butchers paper, white board, or black board.  Do not
forget to use the checklist provided.

• Next go to Exercise Sheet 2.2 and list the interest each
of the stakeholders might have in the project.  Use the
questions on the Exercise Sheet to help the group
participants.

• Then go to Exercise Sheet 2.3 and rate each of the
stakeholders level of interest and influence on a scale of
0 (unknown) to 5 (very influential/critical player).
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• Then go to Exercise Sheet 2.4 and, using the results of
Exercise 2.3, place the stakeholder in the appropriate
quadrant.

• You have now prioritized the stakeholders and you can
discard all the stakeholders who are in quadrant D.

• Omit Exercise Sheet 2.5 and go to Exercise Sheet 2.6.

• For each of the remaining stakeholders, develop a
programme of how to include them in each of the
advocacy steps.  Indicate whether they should be
informed, consulted or partnered and the strategies for
achieving the outcome.

This completes Module 2, Session 3



2 32 32 32 32 3
MODULE 2:  Identifying and analysing the stakeholders and establishing networks

EEEEEXERCISEXERCISEXERCISEXERCISEXERCISE S S S S SHEETHEETHEETHEETHEET 2.1 2.1 2.1 2.1 2.1

STAKEHOLDER LISTING TOOL

What is it?

The Stakeholder Listing Tool guides the documentation of
stakeholders who may have an interest in the project/policy.

Who uses it?

An individual or group – preferably done with a small group.

Why use it?

To make a list of those people who either directly or indirectly have an
interest in or may be affected by the project/policy.

How to use it:How to use it:How to use it:How to use it:How to use it:

• Explain the objective of the exercise to the group.

• Clarify the problem/issue/policy/plan/project you will be
discussing.

• Brainstorm (See Exercise Sheet 1.2) the stakeholders
you think have an interest in the project/policy.

• Use the checklist below to ensure that you have a
comprehensive list.

Checklist for identifying stakeholders:Checklist for identifying stakeholders:Checklist for identifying stakeholders:Checklist for identifying stakeholders:Checklist for identifying stakeholders:

• Have all people of organizations who have an interest in
the problem or issue been listed?

• Have all potential supporters and opponents of the project
been identified?

• Has gender analysis been used to identify different types
of female/male stakeholders? (see Module 5.)

• Have the interests of vulnerable groups been identified?

• Are there any new stakeholders that are likely to emerge
as a result of the project?
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Stakeholder list

• Now proceed to Exercise 2.2.

Stakeholder Analysis Documentation Sheet

Number Stakeholders Stakeholder Stakeholder Stakeholder Degree
interest influence importance of risk

1

2

3

4

5

6

7

8

9

10

11

12

13

14

15

16
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EEEEEXERCISEXERCISEXERCISEXERCISEXERCISE S S S S SHEETHEETHEETHEETHEET 2.2 2.2 2.2 2.2 2.2

STAKEHOLDER INTEREST TOOL

What is it?

The Stakeholder Interest Tool guides the documentation of interest
each of the listed stakeholders might have in the project/policy.

Who uses it?

An individual or group – preferably done with a small group.

Why use it?

To assess the impact that stakeholders may have on the project/
policy and the impact it might have on the stakeholders.

How to use itHow to use itHow to use itHow to use itHow to use it

• Explain the objective of the exercise to the group.

• Brainstorm (See Exercise Sheet 1.2) the interests which
you think relate to the problem/issue.

• Clarify the responses using the checklist below.

Checklist for drawing out interestsChecklist for drawing out interestsChecklist for drawing out interestsChecklist for drawing out interestsChecklist for drawing out interests

• What are the stakeholder’s expectations of the problem/
issue?

• What benefits are there likely to be for the stakeholders?

• What resources will the stakeholder wish to commit (or
avoid committing) to the project?

• What other interests does the stakeholder have which
may conflict with the project?

Stakeholders Interest

• Now proceed to Exercise 2.3.
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EEEEEXERCISEXERCISEXERCISEXERCISEXERCISE S S S S SHEETHEETHEETHEETHEET 2.3 2.3 2.3 2.3 2.3

STAKEHOLDER INFLUENCE AND

IMPORTANCE TOOL

What is it?

The Stakeholder Influence and Importance Tool guides you in
assessing how powerful a stakeholder is in relation to your project/
policy.

Who uses it?

An individual or group – preferably done with a small group.

Why use it?

To determine the extent to which a stakeholder may impact on the
process and/or outcomes of the project/policy.

How to use it:How to use it:How to use it:How to use it:How to use it:

• Explain the objective of the exercise to the group.

• Brainstorm the influence/importance which you think the
stakeholders might have on the project/policy according
to the following rating scale:1

Influence Importance
1=Little/No influence 1=Little/No importance
2=Some influence 2=Some importance
3=Moderate influence 3=Moderate importance
4=Significant influence 4=Very important
5=Very influential 5=Critical player

No. Stakeholders Interest Influence Importance

1

2

3

4

• Now proceed to Exercise 2.4.

1 Influence is the power which stakeholders have over a project - to control what decisions are made, facilitate its
implementation, or exert influence which affects the project negatively. Influence is perhaps best understood as the extent to
which people, groups or organizations (i.e. stakeholders) are able to persuade or coerce others into making decisions, and
follow certain courses of action.
Importance indicates the priority given by you to satisfying stakeholders’ needs and interests through the project.  Importance
is likely to be most obvious when stakeholder interests in a project converge closely with your objectives.
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EEEEEXERCISEXERCISEXERCISEXERCISEXERCISE S S S S SHEETHEETHEETHEETHEET 2.4 2.4 2.4 2.4 2.4

STAKEHOLDER CLARIFICATION

TOOL

What is it?

The Stakeholder Clarification Tool guides the documentation of all
the risks associated with a problem/issue/policy/plan/project and
assists in determining the degree of probability of a risk occurring
and the extent of the impact.

Who uses it?

An individual or group – preferably done with a small group.

Why use it?

To determine the best course of action to take given the priorities
diagnosed.

How to use it:How to use it:How to use it:How to use it:How to use it:

• Explain the objective of the exercise to the group.

• Using the rating scores applied in Exercise Sheet 2.3 for
‘influence’ and ‘importance’ place the number of the
stakeholder in the appropriate quadrant e.g. if stakeholder
number 1 rated 5 importance and 2 influence they would
be placed as shown below.  If stakeholder number 2 rated
2 importance and 4 influence they would be placed as
shown.  Continue until all the stakeholders have been
placed in a quadrant.
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• Now proceed to Exercise 16.

Quadrant A Stakeholders of high importance to the project, but
with low influence. This implies that they will require special
initiatives if their interests are to be protected. Develop a
strategy for working with these stakeholders.

Quadrant B Stakeholders appearing to have a high degree of
influence on the project, and who are also of high importance
for its success.  This implies you will need to construct good
working relationships with these stakeholders, to ensure an
effective coalition of support for the project. Develop a strategy
for working with these stakeholders.

Quadrant C Stakeholders with high influence, who can
therefore affect the project outcomes, but whose interests are
not the target of the project.  This conclusion implies that these
stakeholders may be a source of significant risk, and they will
need careful monitoring and management. Develop a strategy
for working with these stakeholders.

Quadrant D Stakeholders in this box, with low influence on, or
importance to project objectives may require limited monitoring
or evaluation, but are of low priority. They are unlikely to be the
subject of project activities or management.  Remove these
from your stakeholder list

 A

D C

 B 5

 1

 3  5 1  2  4

 4

 2

 1

 2

 Influence

Importance
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EEEEEXERCISEXERCISEXERCISEXERCISEXERCISE S S S S SHEETHEETHEETHEETHEET 2.5 2.5 2.5 2.5 2.5

STAKEHOLDER RISK ASSESSMENT

TOOL

What is it?

The Stakeholder Risk Assessment Tool guides in recording the
relative risk associated with each of the stakeholders.

Who uses it?

An individual or group – preferably done with a small group.

Why use it?

To determine the risk levels of the key stakeholders.

How to use it:How to use it:How to use it:How to use it:How to use it:

• Explain the objective of the exercise to the group.

• Brainstorm (See Exercise Sheet 1.2) the risks which you
think relate to each of the stakeholders.

• Clarify the responses using the checklist below.

Checklist for drawing out assumptions about (andChecklist for drawing out assumptions about (andChecklist for drawing out assumptions about (andChecklist for drawing out assumptions about (andChecklist for drawing out assumptions about (and
risks deriving from) stakeholdersrisks deriving from) stakeholdersrisks deriving from) stakeholdersrisks deriving from) stakeholdersrisks deriving from) stakeholders

• What is the role or response of the key stakeholder that
must be assumed if the project is to be successful?

• Are there negative responses which can be expected,
given the interests of the stakeholder?

• If such responses occur what impact would they have on
the project?

• How likely are these negative responses to occur, and
are they major risks?

• In summary, which views about stakeholders support or
threaten the project?
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Stakeholder Degree of Risk Example Example
-          0         + Stakeholder Degree of Risk

-          0         +

1. Clients -

2. Clients families -

3. Local community -

4. Staff – Nursing —

5. Staff - Others 0

6. Management of centre ++

7. Local politician ++

• The results of this exercise help you workout what
strategies you need to put in place to reduce the risks of
involving or not involving your stakeholders.

• High risk stakeholders need special attention and
targeted strategies.

• Now proceed to Exercise 2.6.
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EEEEEXERCISEXERCISEXERCISEXERCISEXERCISE S S S S SHEETHEETHEETHEETHEET 2.6 2.6 2.6 2.6 2.6

SUMMARY STAKEHOLDER

PARTICIPATION MATRIX TOOL

What is it?

The Summary Stakeholder Participation Matrix Tool guides you the
documentation the level and nature of involvement you want each of
the key stakeholders to have in the project/policy.

Who uses it?

An individual or group – preferably done with a small group.

Why use it?

To determine the involvement you want each stakeholder to have so
that you can prepare yourself and them for that desired level of
involvement.

How to use it:How to use it:How to use it:How to use it:How to use it:

• Explain the objective of the exercise to the group.

• Brainstorm (See Exercise Sheet 1.2) the proposed level
and nature of involvement of the each key stakeholder
from the analysis you have completed for the change
you want to achieve.

• Place a       in the box which indicates the highest level of
communication, e. g. if partnership is required then it goes
without saying that you will need to inform and consult.
So you do not need to      these boxes.

Key stakeholder

Inform Consult Partnership

Planning

Implementation

Monitoring and evaluation
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Key stakeholder

Inform Consult Partnership

Planning

Implementation

Monitoring and evaluation

Example

Key stakeholder

Inform Consult Partnership

Planning

Implementation

Monitoring and evaluation

Inform: One-way information on the plan and progress.

Consult: Seeking the views on the planning,
implementation and evaluation.

Partnership: This requires joint, active involvement in
planning, implementation and/or evaluation.



3 33 33 33 33 3
MODULE 2:  Identifying and analysing the stakeholders and establishing networks

FACILITATOR’S GUIDE –
NETWORKING

Facilitator’s
preparation time:

45 minutes

Group exercise time:
60 minutes

Resources:
Exercise Sheets 2.7 - 2.9

Skill Sheets 2.1 - 2.3

Butcher paper, white board or black board

Pens/pencils/paper

Instructions:
• The exercise is best done with no more than 20 people.

• Read Module 2, Session 4 and go through each of the
exercises.

• Familiarize yourself with the Exercise Sheets and Skill
Sheets.

• Make sure you have enough copies of the Exercise
Sheets for each participant in your group.

• Make sure that you have the resources you need, e.g.
pre-prepared butcher paper.

• Introduce the topic and explain the objectives of the
exercise.

• Make certain that everyone in the group has a full
understanding of the case study being considered for
stakeholder analysis.

• Begin with Exercise Sheet 2.7 and complete the self-
leadership skills audit.  This will assist the participants to
understand their strengths and weaknesses and what
action they might need to take.

• Then go to Exercise Sheet 2.8 to develop strategies for
fostering relationships by applying the list of stakeholders
developed in the previous session.

• Then go to Exercise Sheet 2.9.  This exercise will assist
the group to plan the action needed to strengthen
networks.

This completes Module 2, Session 4
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EEEEEXERCISEXERCISEXERCISEXERCISEXERCISE S S S S SHEETHEETHEETHEETHEET 2.7 2.7 2.7 2.7 2.7

SELF-LEADERSHIP SKILLS AUDIT

TOOL

What is it?

The Self-leadership Skills Audit Tool guides you in assessing your
self-leadership strengths and weaknesses.

Why use it?

To determine what skills you have and which skills you need to
develop.

When to use it?

At anytime, but particularly before, during and after advocating.

How to use it:How to use it:How to use it:How to use it:How to use it:

• Complete a self assessment by ticking the relevant
column – be very honest.

• Ask a close friend or colleague to use the tool to assess
you.

• Cross check and validate the results.

Leadership attributes Always Frequently Sometimes Never

Acts with integrity and in accordance with
values, principles and commitments made,
even when challenged.

Respectfully listens to others

Is responsible for own words and actions

Commits to working with others

Collaborates with diverse groups and
individuals

Manages and resolves conflict

Provides constructive feedback to
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individuals and/or groups

Leadership attributes Always Frequently Sometimes Never

Recognizes and acknowledges the
contributions of others

Synthesizes information to bring distinct
clarity to a group discussion

Proposes creative solutions to problems

Communicates clearly and simply

Engages in ongoing self-assessment by
identifying personal strengths and
weaknesses

Acknowledges and integrates formal
education with experiential learning

Integrates continual improvement into
all processes

Distinguishes risk taking from risky
behaviour

Teaches, coaches and mentors others

• List your 3 greatest strengths and your 3 greatest
weaknesses below.

Strengths: 1 Weaknesses: 1

2 2

3 3

It is important that you maintain your strengths while you are
reducing your weaknesses.

Action to be taken  _______________________________

_______________________________________________

_______________________________________________
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EEEEEXERCISEXERCISEXERCISEXERCISEXERCISE S S S S SHEETHEETHEETHEETHEET 2.8 2.8 2.8 2.8 2.8

RELATIONSHIP AUDIT AND

PLANNING TOOL

What is it?

The Relationship Audit and Planning Tool guides you in targeting
those individuals or groups with whom you need to have a
relationship.

Why use it?

To develop a clearly defined set of strategies for developing and
maintaining the appropriate relationships.

When to use it?

Upon completion of a stakeholder analysis and as part of your overall
plan of action.

How to use it:How to use it:How to use it:How to use it:How to use it:

• Complete a stakeholder analysis (Exercise Sheets 2.1 –
2.6).

• List below those stakeholders considered to be of high
importance and high influence as well as those who are
high risk.

• Develop strategies for developing relationships with these
stakeholders.

Stakeholders      Strategies for developing relationships
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EEEEEXERCISEXERCISEXERCISEXERCISEXERCISE S S S S SHEETHEETHEETHEETHEET 2.9 2.9 2.9 2.9 2.9

NETWORK AUDIT TOOL

What is it?

The Network Audit Tool assists you assess the extent of stakeholder
networks.

Why use it?

To determine the extent of stakeholder networks and your involvement
in those networks.

When to use it?

When you need to know what networks you need to access in order
to influence the appropriate individuals and groups.

How to use it:How to use it:How to use it:How to use it:How to use it:

• Complete a stakeholder analysis (Exercise Sheets 2.1 –
2.5).

• Take results of the stakeholder analysis and list below
those stakeholders you have highlighted as being of high
importance and high influence and those who are high
risk.

• Document the networks they are likely to belong to.

• In the INVOLVED column indicate whether you are
involved in the network or not.

• Document the action you need to take to strengthen your
networking with each of your stakeholders.

   Stakeholders Networks Involved Action to be taken
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