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	Strategies of knowledge brokers

	Strategies explained, and opperationalised

	Illustrative quotes


	Frame the problem, create a sense of urgency

	Help stakeholders collaborate with each other to frame the problem at hand, to create a sense of ownership by: i) forcing stakeholders to approach the problem, and to propose a solution, from an opposing perspective, leading to mutual understanding of other positions in the debate; ii) re-framing the problem with the backing of scientific knowledge and facts. 
	"On the agenda for a next meeting, I put a theme which was prepared by not one, but two stakeholders; they had to prepare the problem framing together. So, already in the preliminary stage they had to think, 'how can we solve this issue together." C3


	Structure and translate knowledge

	Structure by collecting and reading research reports, summarising by means of questions, and actively interacting with scientists to understand what is known, and where the information gaps lie. Translating by developing summaries focussed on the audience's interests or objectives.
	"I developed a 'learning-table', a table at which expert on a certain subject from various disciplines were seated. And next, I developed an interdisciplinary advisory document based on all these different disciplines, by means of one integrative analysis." S6


	Act on the (personal) interests of stakeholders

	Know and understand the commitment and agendas of the different stakeholders, as well as the institutional systems to which thet belong, as this enables the knowledge broker to respond to stakeholders appropriately (e.g. to know when to provide them with a platform, and when to put them "on hold").
	"When you organise a symposium specifically for policymakers, don't host this symposium in a scientific environment. How many policymakers do you think will come? No, you need a completely different setting. Make it an in-house symposium for the policymakers. There they feel at home." S2

	Innovate the (collaboration) process

	Take deliberate actions to enhance the process (e.g. strategically choose the first speaker during a meeting, to set a positive tone). Actively change roles, wearing different hats to help the process more forwards (e.g. shift strategically between rationales, because every stakeholder has their own rationality: using a policymaker's rationale when addressing a scientist does not work). 
	"There is no one role for a knowledge broker, the knowledge broker needs to constantly switch roles and rationalities." S2


	Bring knowledge to policy

	Bring the two arenas in direct contact with each other during decision-making procceses by i) enforcing KAT (Knowledge At the Table): scientists have a seat at the table when policymaking and decision-making processes take place, thereby bringing their knowledge into these processes much more directly; ii) organising frequent get-togethers for scientists and policymakers, where room is created for the latter to express their needs in terms of scientific research and knowledge.
	"I organised a so called 'knowledge room' at the department, (…), discussing the research agenda. (…) Often the scientists immediatly started to suggest what they thought would be interesting topic. But it was agreed that the policymakers would be allowed to speak first and explain what they wanted to know, after which the scientists would be allowed to respond." PM1


	Create trust

	Two levels: i) trust between the stakeholders and the knowledge broker;  and ii) trust within the group of stakeholders. The first: being open and receptive to the range of stakeholders, especially at the start of a project, and without a personal agenda. The second: creating mutual understanding of and respect for the cultural and other differences between stakeholder; strategically displaying this respect can generate trust.
	"If there is a first meeting and you tell the stakeholders that it will not be on the record, that no minutes will be taken, people will dare to say more." S2


	Ask questions

	Being critical of the process and towards the stakeholders; repeatedly asking whether the research questions and the goal of the interaction process are still valid, useful and accurate.

	"Good knowledge at the wrong time is useless. You should foever be asking yourself: is the question still useful? Or does the Ministery, or the client, or the social stakeholder need a different answer by now? And if so, play the game: 'you asked for A, but we think you want to know B, is that correct?" PM3

	Steer processes

	Strategically steer a process into another direction, when the mediation process has reached an impasse. By means of very cautious planning and timing, the knowledge broker can change the course of the process.

	"Strategically hit the sensitive spot of [a key stakeholder], by developing a series of scenarios which point out this spot. I know the internal debate, so you know where the difficult point in this debate lies. If you don't do this, but only present a journal with an interesting scientific article, these stakeholders won't be interested." PM1

	Create/act upon informal situations

	Act upon, or create more informal settings (e.g. by remaining seated at the table after a formal meeting; organising informal visits, outings etc.), as this lessens the pressure on the process, making the stakeholders more receptive to e.g. credible knowledge in discussions, or to create mutual understading of conceptual frameworks.
	"As you're a colleague, you can remain seated after a presentation. (…) During the discussion that follows, you can continue bringing knowledge to the table." PM4




