RELATIONSHIP OPPORTUNITY MATRIX
WORKSHEET
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project or initiative:	
Directions:
Place Your Clients in the Matrix: Looking at the expanded view of how your clients are associated with the initiative and your work, determine where you would place them on the matrix (next page) in terms of their Influence and Interest.
· Interest is defined as a client’s interest in the initiative, including its direction, activities, resources and ultimate impact.
· Influence is defined as a client’s ability to demonstrably impact others’ decisions, actions and behavior relevant to the initiative, either through position or personal power.
You may also summarize which stakeholders are expected to be blockers or critics, and which stakeholders are likely to be advocates and supporters or your project. A good way of doing this is by color coding: showing advocates and supporters in green, blockers and critics in red, and others who are neutral in orange.
Understand Relationship Styles: The quadrant a client falls in will suggest a particular relationship style for you to use with them, assuming your strategy is to keep them in that quadrant. The suggested relationship style for each quadrant is shown below.
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	Keep Satisfied
Put enough work in with these people to keep them satisfied.

	Manage Closely
Must fully engage and make the greatest efforts to satisfy.


	Monitor
Monitor these people, but no excessive communication. They can quickly move into another quadrant when the situation or circumstances change.

	Keep Informed
Keep these people adequately informed; talk to them to ensure no major issues are arising. They can often be very helpful with the initiative detail.
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Create Client Relationship Strategies
For each client, create a Client Relationship Strategy that will optimize their involvement in, and influence over, the initiative and your work. For example, based on the quadrant a client currently falls in, you many choose to:
· Move them to a different quadrant in the matrix (e.g. more interested)
· Optimize their current position (e.g. leverage their interest and influence)
· Do a combination of both (e.g. move, then optimize)
Record your strategies in the form on the following page. Then, for each client strategy, identify the primary actions that you or others will take to make it happen. Consider the questions below as you create your client relationship strategies.
Key Client Questions for Consideration
· What financial or emotional interest do they have in the outcome of your work? Is it positive or negative?
· What motivates them most of all? What do you know about their PLOT? How might their PLOT impact how you work with them?
· Can you step into their shoes and see the situation from their point of view? What are their priorities and concerns about meeting those priorities, and what might they need from you?
· What information do they want from you?  What is the best way of communicating this information?
· What is their current opinion of your work? Is it based on good information?
· Who influences their opinions generally? Who influences their opinion of you? If not positive, what will win them over to support your work/initiative? If you do not think you can win support, how will you manage their opposition?
· Who else might be influenced by their opinions?
· What consultative roles are most important to play with this individual?
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