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REVIEWING RELATIONSHIPS WITH STAKEHOLDERS
Purpose
Stakeholders are those individuals, or groups, who have an interest in your social marketing intervention and can exert both positive and negative influences on the development and delivery.  Investing time and effort to understand and engage with stakeholders will be crucial to the success of any work undertaken.  

Although you will have done this exercise in scoping you need to revisit and reassess your relationships you have with stakeholders. 

This tool helps you prioritise your stakeholders. It will give you a clear overview of those stakeholders who are most important to engage and those who are least important.
How to use or apply
Reassess or plot your stakeholders in terms of how much power they have and how interested they are in your project, campaign or initiative, e.g. is it part of their day-to-day work?  How far will their support impact upon the success of the project? 

Once you have plotted your stakeholders on the matrix, decide a handling strategy for each matrix quadrant.  Some you may wish to interview in depth, either face to face or over the phone.  Others you may just want to update through a monthly newsletter. 

Once you have established your stakeholders' positions within the power and interest matrix, this will help you define the level of relationship you wish to achieve and therefore what type of engagement best suits your needs.

· Clearly the higher up the power and interest scale the stakeholder is, the more time and energy you want to invest in them. These are the people or organisations that could make or break your initiative. They are likely to be your partners

· Those stakeholders that have low interest and low power will need to be kept informed, but you don't need to devote the same levels of time and energy to them, and the engagement won't need to be face to face
Source(s)/Reference(s)
· www.thensmc.com 
	HIGH influence/power

	LOW interest
	Keep satisfied

Often most difficult to engage. Take their needs into account & seek to increase their interest and engagement. Keep informed, engage where appropriate. Consider use of champions to facilitate.
	Key players

Most important stakeholders – interested & powerful

Concentrate effort here.
	HIGH interest

	
	Minimal effort

Keep these stakeholders informed of decisions – but don’t invest inappropriate effort 

	Minimal effort

Limited means to influence events, e.g. lobby groups

Keep informed but don’t invest inappropriate effort
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