On the Verge Stakeholder Analysis Handout
As developed by Kathy Armstrong

Adapted by etsuko kubo

PART I: Defining “Stakeholder” 

· Who has a stake in a project you are doing 

· Normally used in political campaigns

· “We” identify stakeholders as we do community work all the time—however, it is usually an implicit act (in one’s mind) and not explicit (out in the open, being discussed and grappled with by one or many people)

Allies & Champions: 
· Kathy frames “stakeholders” in a positive light:

· On the Verge needs ALLIES, people or groups that are:
· Working with them to achieve common purpose,

· Whose work compliments its success and 

· Whose success is improved by On the Verge achievements.

· On the Verge is more likely to achieve its mission and goals if it has a diverse group of CHAMPIONS actively supporting its efforts. Champions are leaders from:
· Businesses, 

· Faith-based institutions

· Government, 

· Community families and children

· Political representatives, and

· Community leaders.

PART II: Developing Allies & Champions Through A Stakeholder Analysis
“By engaging the right people in the right way in your project, you can make a big difference to its success…” – Rachel Manktelow
Defining Stakeholder Analysis: A stakeholder analysis is the technique used to identify the key people who have to be won over in order to be an ally or champion.
Stakeholders are:
· Those whose interests are affected by OTV and/or whose activities are strongly affected OTV and its projects; 

· Those who possess information, resources and expertise needed by OTV to ensure success;

· Those who control relevant resources and influence decision makers.

Four Steps to Stakeholders Analysis: 
1. Map existing allies and champions

2. Brainstorm list of potential stakeholders

3. Prioritize the list of potential stakeholders

4. Understand needs and interests of high priority stakeholders

PART III: Critical Questions To Ask
Allies & Champions: 
· Who are the potential allies and champions you need to engage? 

· Do you have their support?

· If not, how can you cultivate their support? How best can you engage them?

· What resources have you set aside to pursue critical and important allies and champions?

Motivation: 
· What financial or emotional interest does the stakeholder have in the outcome of your work? Is it positive or negative? 

· What motivates them most of all? 

Message: 
· What information does the potential stakeholder want from you?

· How do they want to receive the information from you? What is the best way of communicating your message to them? 

Influence: 
· What is the potential stakeholder’s current opinion of your work? Is it based on good information? 

· Who influences their opinions generally, and who influences their opinion of you? Do some of these influencers therefore become important stakeholders in their own right?

· If they are not likely to be positive, what will win them around to support your project?

· If you don’t think you will be able to win them around, how will you manage their opposition? 

· Who else might be influenced by their opinions? Do these people become stakeholders in their own right? 

PART IV: The Benefits of Using A Stakeholder-Based Approach
· You can use the opinions of the most powerful stakeholders to shape your projects at an early stage. Not only does this make it more likely that they will support you, their input can also improve the quality of your project

· Gaining support from powerful stakeholders can help you win more resources

· By communicating with stakeholders early and frequently, you can ensure that they fully understand what you are doing and understand the benefits of your project—this means they can support you actively when necessary

· You can be anticipate what people’s reaction to your project may be, and build into your plan the actions that will win people’s support

PART V: Mind Mapping 
Tool 1: Power & Interest Chart
	High Power, High Interest

** These are the people you must fully engage and make the greatest efforts to satisfy.

	High Power, Low Interest 

** Put enough work in with these people to keep them satisfied, but not so much that they become bored with your message. 

	Low Power, High Interest 

** Keep these people adequately informed, and talk to them to ensure that no major issues are arising. These people can often be very helpful with the detail of your project. 

	Low Power, Low Interest 

Again, monitor these people, but do not bore them with excessive communication. 




TOOL 2: Mind Map Brainstorm Web
TOOL 3: Importance & Influence Classification 
TOOL 4: Stakeholder Interest & Impact Table 
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