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STAKEHOLDER ANALYSIS

WORKSHEET

Business context can be defined in terms of specific stakeholders your organization must respond to. When we talk to HR
groups, we often ask, “Who are your customers?” Inevitably, 70 to 80 percent respond that employees are the customers of
HR and that HR should build practices to increase employee competence and commitment. That makes sense, but it's only
partially correct. While we agree that employees are critical stakeholders of HR's work, they are not the only stakeholders.
A more complete model of HR includes multiple stakeholders—employees and line managers inside the organization, and
customers, investors, regulators, competitors, and communities outside the organization. To fully grasp business condi-
tions specific to your organization and HR transformation, you must identify particular expectations and changes for each
of these stakeholders. General business conditions become more focused when they translate into specific expectations of
key stakeholers.

Be very clear to ensure your stakeholders’ expectations and needs are addressed at the beginning, and embedded in every-
thing you do throughout the HR transformation.

Directions:
Have your entire HR transformation team complete the following worksheet by indicating and identifying critical concerns
for each specific group. After your entire team has completed the worksheet prioritize stakeholder needs.

(see worksheet on next page)
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Example Worksheet

Stakeholders Names Needs/Leverage Opportunities

Employees

4O% are e/{sfé/e Zo retire in the next four years,
Chis could create an enormous éhow/ea(je 947
and affect ability to innovile and launch neco
products

turning over a@ 25%/year, leaving For jobs where
2hey are paid more or propised faster advance-

ment

Line Managers

Has prosised sk growth from new products in
2he rext 3 years

Can't meet demands because of difficulty at-
z‘racz‘/ng/ refafn//g local Zalent

Customers
Need cover cost, higher performance inputs Zo
Zheir products Zo compete
Cheeper servers o respond o pressiure to lower
costs

Investors

( e/faé/e returns u'z‘/; reczSonaé/e pelformdnde—h@/e
2o reqain ground lost recently

Overall need o Ar/'rg internal HK and I7 costs
Into line with benchmark rates, also P/E ratio
/ags others in industry, we need o figure out

Ao o /e\/eraje an;?ae culture Yo create value
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Stakeholders Names Needs/Leverage Opportunities

Competitors

They have produced 30% more revente from
products introduced in the last 2hree years than
we have, we need to transform WK to create
Zhe right organzation o produce more innovadive
products

We See a large portion of our #future growth
coring from emergng markets, te need o enter
these marketls more guickly Chan our competitors

Global Suppliers

e need to A ‘getre out o help them drive down

Ccosts So we can reman Ccost effective

Regulators

Saére—raz‘z‘///g l‘lj/’ll‘ oo aboutd Monopo//es couwld
be related to moves overseas, £nrding ways to lo-
cade key HK Groups in region could help

Kelan discipline and Sfaea,éy—c/ean /Mage in 2he
USA. a all costs

Community

Erterging markels practices need to be stracc-
Zured 2o ensure employees and communties are
treated Fairly and can share in company's overall
success
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Group Worksheet

Stakeholders Names Needs/Leverage Opportunities

Employees

Line Managers
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Stakeholders Names Needs/Leverage Opportunities

Customers

Investors
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Stakeholders Names Needs/Leverage Opportunities

Competitors

Global Suppliers
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Stakeholders Names Needs/Leverage Opportunities

Regulators

Community
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Contact us for more information about
The RBL Group products and services:

Phone 801.373.4238

Email sales@rbl.net
Online www.rbl.net
Mail 3521 N. University Ave., Suite 100

Provo, UT 84604
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