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  Step 4  Developing Buy-In for Your Coalition

Buy-in is the acceptance and willingness to actively support or participate in something. 
Understanding how to engage new members and/or generate buy-in among upper administration 
for coalition efforts is important. Below are steps to create buy-in.

Identify what you need.
Understand what you are hoping to achieve in advance. Are you asking someone
to join the coalition? Do you need funding or support for an intervention from the administration? 
Before presenting an idea or asking for action, consider the following:

 - What is most important?
 - What is the goal/outcome I’m working towards?
 - What do I need this person/entity to do?
 - What do I want to see happen or change?

Decide what you can give up.
Make a list of your priorities from most to least important. Separate what you need from what you 
want. You may need to weigh the short-term goal of accomplishing something now versus the 
long-term goal or the impact on relationships. Ask:

 - What am I willing to give up?
 - What can I compromise on?

Lay the groundwork.
If you’re trying to gain buy-in for your coalition or invite a new member, prepare your pitch (or ask) 
carefully. Create talking points and make clear what is most important. Share the mission/vision of 
your coalition. Prepare facts and data and know the details to ensure that your proposal has credibility.

Understand your audience.
Think about what might motivate or influence an individual or group. Is retention a priority at your 
university? Discuss how substance misuse can lead to lower grades, attrition, etc. Are well-being 
and mental health a focus right now? Talk about your coalition efforts related to those things and 
share data.
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Remember to listen and be flexible. Though you will come prepared with a certain set of ideas in 
mind, you may have to adapt your approach.

What do you have to offer?
To get buy-in you may need to offer something in return. Before trying to persuade or argue, think 
about what each stakeholder wants, needs, or values. Recognize what you have access to that you 
can offer to give or trade.

Handle opposition.
Be prepared in case there is pushback or dissent and try to anticipate how you might handle that 
situation. This goes along with laying the groundwork; if you come ready with facts, data, evidence 
of prior success, or outspoken support from others you are more likely to be able to address 
concerns. Remain calm and listen to feedback, but do respond and address critiques raised.
Adapted from ‘Creating Buy-In from Hagberg Consulting’

Resources

 - Creating Buy-In - Hagberg Consulting
 - 5 Steps to Create Buy-In With Your Strategic Plan - SME Strategy
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