
This Value Selling System® stakeholder assessment template provides a 
framework for identifying, analysing and assessing every key customer 
stakeholder in every significant sales opportunity.

The stakeholder assessment template should be completed to the best of 
your current knowledge at the earliest possible stage in the development of 
every significant opportunity and reviewed and updated at regular intervals 
throughout the sales cycle.

It is unlikely that you will be able to complete the assessment first time 
around - so you must make it your mission to progressively fill in the gaps in 
your knowledge and to regularly reassess the current status of stakeholders.

Please email Bob Apollo of Inflexion-Point on bob@inflexion-point.com to 
request an editable version of this deck.
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The following two slides contain tabular and embedded excel versions of the 
one-page stakeholder assessment - you can use either. The excel version 
has the advantage of having drop-down menu choices and colour-coded 
answers.
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This is a tabular version of the assessment - an embedded excel version 
(which allows colour coding of the entries) is on the next page

In addition to identifying all the stakeholders who are actively involved in the 
opportunity, you need to assess their role, focus, influence, attitude and 
accessibility, using the definitions established on subsequent slides. You 
must always be prepared to justify your conclusions.

DO NOT GUESS. IF YOU ARE UNSURE, RECORD STATUS AS 
“UNCERTAIN” AND TAKE STEPS TO CLARIFY YOUR UNDERSTANDING.
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This is an embedded excel version of the assessment - a simple tabular 
version is available on the previous slide. Click on the spreadsheet object to 
edit the contents.

In addition to identifying all the stakeholders who are actively involved in the 
opportunity, you need to assess their role, focus, influence, attitude and 
accessibility, using the definitions established on subsequent slides. You 
must always be prepared to justify your conclusions.

DO NOT GUESS. IF YOU ARE UNSURE, RECORD STATUS AS 
“UNCERTAIN” AND TAKE STEPS TO CLARIFY YOUR UNDERSTANDING.
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You should complete a detailed profile (one slide per stakeholder) for all the 
stakeholders you have managed to identify, engage and profile in depth -
which may be subset of the entire stakeholder community. You should make 
it your mission to “fill in the blanks” as you progressively learn more about the 
project, the stakeholders and their individual attributes.

In addition to summarising the key factors along the top section, you should 
capture a brief summary in the right-hand column against all of the key 
factors outlines down the left-hand side.
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The next section contains detailed guidelines for completing the templates
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Stakeholders can sometimes play more than one role. In such situations, you 
should choose the ONE option that most accurately describes their most 
important contribution (for example, a power sponsor will inevitably also be a 
key contributor, but should be categorised as a “power sponsor”). 

There may be multiple final approvers, key contributors, gatekeepers and 
influencers, but there will usually only be ONE power sponsor (and engaging 
with them and gaining their support is often critical to the success of the 
sale).

You must always be prepared to justify your conclusions.

DO NOT GUESS. IF YOU ARE UNSURE, RECORD STATUS AS 
“UNCERTAIN” AND TAKE STEPS TO CLARIFY YOUR UNDERSTANDING.
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Different stakeholders contribute to the decision-making process from a 
number of different perspectives - strategic, financial, operational, technical
and contractual. Recognising that some stakeholders may look at the project 
from more than one perspective, you should choose the one that seems to 
best reflect their primary focus.

In complex buying decisions, all of these perspectives will usually need to be 
represented within the decision-making group at a primary or secondary 
level. You should consider it a red flag if any of these perspectives appear to 
be “missing”.

You must always be prepared to justify your conclusions.

DO NOT GUESS. IF YOU ARE UNSURE, RECORD STATUS AS 
“UNCERTAIN” AND TAKE STEPS TO CLARIFY YOUR UNDERSTANDING.
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Every stakeholder needs to be assessed in terms of their influence on the 
decision making process and their attitude towards us as a potential vendor. 
Choose the ONE value from each column that most accurately reflects their 
situation.

You must always be prepared to justify your conclusions.

DO NOT GUESS. IF YOU ARE UNSURE, RECORD STATUS AS 
“UNCERTAIN” AND TAKE STEPS TO CLARIFY YOUR UNDERSTANDING.
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You must assess your current ability to engage with each of the stakeholders
- unrestricted, frequent, infrequent, promised or inaccessible.

You must always be prepared to justify your conclusions.

DO NOT GUESS. IF YOU ARE UNSURE, RECORD STATUS AS 
“UNCERTAIN” AND TAKE STEPS TO CLARIFY YOUR UNDERSTANDING.
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