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Selling added value – 

IMPACT MAP 

Impact mapping helps us to: 
 
• Tell a story about what we do 
• Measure our value 
• Demonstrate change; and 
• Present our added value in 

quantified and financial terms 





Stakeholders 

   
Impact mapping starts with 
considering who we have an effect 
on and who has an effect on us. 



Exercise: For your organisation 
 
Using your list of stakeholders, think about 
your effect on them or their effect on you. 
 



Impact Map Template 



Inputs 

   
For each stakeholder, we must identify 

what they put in. 

 

For example; buyers input finance 

(contracts) 

 



Outputs 

   
In the same way that we have identified what 

each stakeholder puts in, we must also identify 

what they expect out. 

 

For example; buyers input finance (contracts) and 

expect you to deliver contract outputs. 

 

Write down the outputs – summary of what 

the contract/project is for, OUTPUTS, client 

group, etc 



Outcomes 

   As a result of the outputs we deliver, there are 

consequences or outcomes.  Some of these 

are intended and some are unintended. 

 

Examples? 



Indicators 

To explain the detail of our story, for each of our 

outputs/outcomes/impacts, we need both a 

QUANTITY and an INDICATOR. 

 

Examples? 

How will you know if you have achieved your 
output/outcome? 

If I ask you to prove it, what would you show me? 



Reality Check 

   
Is this really all my added value? 

 

• Has anyone else contributed to the 

achievement of these outcomes?  If so, what 

% of the outcome is not yours?                               

[ ATTRIBUTION ] 

 

• Would the outcomes have happened anyway 

without us?  If so, what % would have 

happened anyway?                                     [ 

DEADWEIGHT ] 



Impact 

   

Impact = Outcomes - attribution and deadweight 



Financial Proxies 

• How do we put a financial figure on our added 

value? 



 

 

 

• Work an example for your project 



Day Three 

 

• Are there any specific challenges you want 

to address on Day Three? 

 

• We will focus on social marketing and being 

creative to get your message across and 

engage people 



Planning 

• Spend some time thinking about what 

you will do between now and next time. 



Recap and Close 

• Evaluation day two 

• Date of next meeting -   

• Content:  

• Relationship Management 

• Marketing 

• Sustainability 

• Planning 

• Safe Journey home 



Developing  

Personal Commitments 

What will be the 

main action you 

will take away 

from today? 


