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The following diagram sets out the categories used by GIA Partners to describe engagement (based on those defined in the MPI Building Strategic Relationships Toolkit (2012). It includes defining factors and examples of engagement techniques for each. 
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INFORMING

+ Useful or necessary information s shared!
between MPI and stakeholder

+ Information resources, websites,
publications, consultation, newsletters and
emalls

NETWORKING

Knowing and understanding who is doing
what

Establishing and maintaining relationships
Discussions are informal o formal but acour
on a regular basis.

Two-way interaction

Ladking for opportunities to cooperate (or
collaborate or partner)

Briefings, consultation, events, meetings,
informal or formal catch-ups

CO-OPERATION

Acknowledgement of common sstes,
interests or objectives.

Opportunities for shared leaming,
Relationships are largely issues based
Parties provide input into projects.

Lodking for opportunities to collaborate or
partner

MPI s seen by stakeholder as  "gateway to
Government"

Committee workshops, working groups, early
consultation on design

COLLABORATION

Parties have shared goals or agreed
outcomes,

Parties have an agreed set of principles for
working together over a period of time (i
ot limited to one project)

Parties commit to a collaborative work
programme

Proides opportunities to add value to each
other's organisation

Parties share risk andfor benefit

Workshops, working groups, focus groups,
advisory groups, collaborative work
programme, brokering, one to one mesting

PARTNERSHIP

Parties have shared long term strategies
and goals

There is mutual trust and understanding,
Relationship is based on negotiated and
agreed actions,

There is joint decision malking

Shared risk and reward

Wiitten agreements (MOU, GIA), shared
projects, forums, relationship management
groups, targeted interview,

STRATEGIC STAKEHOLDER RELATIONSHIP MANAGEMENT

Shared goals, powers, resources, risks, successes and accountabilities increase along the continuum.





