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who	  are	  Connect?	  

•  Poli%cal	  consultancy	  based	  in	  Westminster	  

•  Long	  history	  of	  working	  with	  local	  government	  

•  Help	  organisa%ons	  to	  get	  their	  views	  heard	  by	  

poli%cians	  from	  all	  par%es	  and	  the	  

Government	  



session	  overview	  

•  the	  current	  poli%cal	  context	  

•  ge?ng	  your	  message	  across	  

•  prac%cal	  %ps	  on	  working	  with	  the	  new	  

government	  and	  new	  parliament	  	  



POLITICAL	  CONTEXT	  



remember	  before	  7	  may?	  

Party	   Seats	  

Conserva%ves	   278	  

Labour	   267	  

Lib	  Dems	   27	  

UKIP	   1	  

SNP	   53	  

Green	   1	  

Other	  	   22	  



poliIcal	  agenda	  



the	  poliIcal	  year	  

17	  September	  
Conference	  recess	  

27	  May	  
Queen’s	  speech	  

new	  legisla%ve	  programme	  unfolds	  

early	  July	  
SC	  elec%ons	  

16	  July	  
new	  lib	  dem	  leader	  

21	  July	  
summer	  recess	  

summer	  recess	  

7	  September	  
house	  returns	  

17	  December	  	  
Christmas	  recess	  

TUC:	  14	  September	  

Liberal	  Democrats:	  21	  September	  	  	  

Labour:	  28	  September	  

Conserva%ves:	  5	  October	  

SNP:	  15	  October	  

second	  reading	  and	  cVee	  stages	  begin	  

10/11	  June	  
SC	  chairs	  elected	  

12	  October	  
house	  returns	  

Budget	  	  
July	  8	  

12	  September	  
new	  labour	  leader	  



GETTING	  YOUR	  MESSAGE	  ACROSS	  



the	  what,	  the	  who,	  and	  the	  how	  

•  what?	  

o your	  key	  messages	  

•  who?	  

o key	  stakeholders	  

o ge?ng	  the	  informa%on	  	  

o finding	  the	  hook	  

•  how?	  

o securing	  a	  mee%ng	  	  

o ge?ng	  outcomes	  



the	  what:	  your	  key	  messages	  

•  what	  are	  your	  key	  

messages?	  

•  what	  arguments	  have	  

the	  most	  impact?	  

•  are	  there	  different	  

messages	  for	  different	  

audiences?	  

•  what	  is	  the	  outcome?	  



know	  your	  “elevator	  speech”	  

•  Have	  in	  your	  mind	  

your	  three	  key	  points	  

you	  would	  make	  if	  you	  

have	  the	  aVen%on	  of	  

a	  key	  stakeholder	  for	  a	  

short	  %me	  



the	  who?	  

•  iden%fying	  and	  priori%sing	  

•  categorising	  your	  

stakeholders	  

o supporters	  and	  opponents	  

o level	  of	  influence	  

o engagement	  

•  where	  to	  find	  the	  right	  

informa%on	  	  



stakeholder	  checklist	  

Once	  you	  have	  iden%fied	  an	  individual	  you	  wish	  to	  engage	  ask	  
yourself	  the	  following:	  	  

•  why	  is	  it	  in	  my	  organisaIon’s	  interest	  to	  meet	  this	  
stakeholder?	  

•  what	  intelligence	  have	  I	  gathered	  about	  this	  stakeholder?	  

•  what	  moIvates	  them	  most	  of	  all?	  

•  have	  we	  engaged	  this	  stakeholder	  before?	  

•  how	  does	  the	  stakeholder	  see	  us?	  

•  what	  informaIon	  do	  they	  want	  from	  us?	  

•  when	  would	  be	  the	  ideal	  Ime	  to	  engage	  this	  stakeholder?	  

•  what	  can	  I	  hope	  to	  achieve	  from	  this	  engagement?	  
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the	  how:	  starIng	  a	  dialogue	  

•  Keep	  your	  points	  brief	  (no	  
more	  than	  one	  page)	  

•  Focus	  immediately	  on	  the	  area	  
of	  shared	  interest	  to	  you	  and	  
your	  stakeholder	  	  

•  If	  you	  want	  to	  include	  
addi%onal	  informa%on	  include	  
separately	  as	  an	  appendix	  

•  Personally	  top	  and	  tail	  each	  
leVer	  –	  and	  include	  a	  hand-‐
wriVen	  gree%ng	  

•  Sign	  off	  by	  saying	  you	  will	  be	  
following	  up.	  



engaging	  with	  MPs	  

•  contact	  via	  email	  
o understand	  the	  office	  

•  mee%ngs	  in	  House	  of	  
Commons	  
o %ming	  

o  loca%on	  

•  clear	  asks	  
o EDMs	  

o WriVen	  Ques%ons	  

o debates	  	  



engaging	  with	  new	  ministers	  

•  engage	  at	  the	  right	  level	  

•  link	  to	  policy	  

responsibili%es	  

•  contact	  via	  private	  office	  

•  offer	  a	  visit	  

•  use	  suppor%ng	  evidence	  

•  special	  advisers	  



keep	  it	  brief	  

•  be	  brief	  and	  get	  

to	  the	  point	  

•  sIck	  to	  the	  brief	  

–	  especially	  if	  an	  

agenda	  has	  been	  

agreed	  ahead	  of	  

the	  mee%ng	  	  



following	  up	  

•  establish	  acIons	  	  

•  make	  a	  note	  of	  your	  mee%ng	  
right	  away	  	  

•  send	  a	  note	  to	  your	  
stakeholder’s	  office	  thanking	  
them	  and	  confirming	  ac%ons.	  	  

•  iden%fy	  a	  “points	  
person”	  (e.g.	  the	  chief	  of	  
staff)	  who	  you	  can	  check	  in	  
with	  more	  frequently.	  	  



CAMPAIGNING	  



use	  your	  strength	  

•  9,000	  local	  councils	  	  

•  80,000	  local	  

councillors	  

•  25,000	  staff	  	  

•  Annual	  expenditure	  

of	  £1	  bn	  



use	  all	  available	  tools	  



what	  will	  this	  achieve?	  

•  change	  policy	  and	  priori%es	  

•  raise	  profile	  of	  people/issues/local	  council	  

• manage	  and	  mo%vate	  people	  

• manage	  and	  build	  your	  reputa%on	  and	  

recogni%on	  of	  your	  work	  

•  extend	  your	  network	  

•  generate	  posi%ve	  rela%onships	  –	  with	  

stakeholders,	  partners,	  media	  



Laura	  Blake	  

l.blake@connectpa.co.uk	  

020	  7222	  3533	  


