How do | find out who my stakeholders are? How do | get them (even the awkward ones) to engage?

People I can think of who will.... People who seem to...

. be damaged as a . .
benefit from the result of the Not agree with the agree with the goals

change/project change/project goals ofc)r/&;];groject/ of yocur:apr)];ogect/

are
involved
but the
change/
project
could CODE ACTION
happen 1. [ask these people up front to commit

. 0 support project/ change. They
Wlthout ill be a great invisible resource.

o need to create enemies. Use
them " |issue -Data-Question-Build to
lemotionally engage.

' StakeholderG g™ |

Understa
Finding Stakeholders nd what Engaging Commitment
* youare

tryl ng to a. Listen sincerely to their concerns
achieve land build them into your risks.

Don’t try to “sell” to them.

CODE ACTION

Don’t spend much time on this
group. Just don’t upset them.

Build trust. Get them to listen to

[the vision/ approach (probably

through a third party). Listen to

[their concerns.

. |Use an implications discussion to
NOt lhelp them to recognise the impact
— of the change and become engaged.

understa

[Try to get strong sponsorship from
hese people. Enlist them as allies
0 help manage other stakeholders.

the 4. [Approach with caution - you will
Changel need your antennae up and to
- exercise caution not to permanently
project plienate them.

People I can think of who....
People who seem to

could nd what
NOT you are
happen trying to
without @ achieve y
them PENTACLE PENTACLE

How do | find out what they will do to get in my way? Who are the real show stoppers and How do | prevent them from
stopping the show?
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