The Unwritten Rules You Must Understand Before Engaging with Government
Seminar

Introduction

Engaging government is often perceived as slow, complex, and difficult. In reality, most
challenges arise not from policy or regulation, but from misunderstanding how
government systems operate, how officers are measured, and how decisions are actually
made. This seminar demystifies the unwritten rules that shape government engagement,
focusing on how professionals can approach, communicate, and position their initiatives
in ways that align with institutional logic, authority structures, and performance
expectations. The session is grounded in real engagement experience and practical
insights rather than theory or speculation.

Program Objectives

The program aims to help participants develop a clear and realistic understanding of
how government works beyond formal procedures. It is designed to equip participants
with the ability to initiate engagement confidently, identify the right entry points, and
frame proposals in ways that government officers can act on. The seminar also seeks to
shift mindsets from frustration to strategic understanding, enabling more productive
and sustainable collaboration with government institutions.

Learning Outcomes
By the end of the seminar, participants will be able to:

¢ Understand how government officers think, decide, and prioritise within their
institutional environment

¢ Identify the right channels, authority levels, and entry points when engaging
government

¢ Frame requests, proposals, and discussions in alighment with government roles,
KPIs, and mandates

¢ Avoid common engagement mistakes that lead to delays, silence, or rejection
Who Should Attend
This seminar is suitable for:

o Business leaders, senior managers, and directors who engage with government
agencies

o Consultants, advisors, and professionals supporting clients in government-facing
matters



e Officers and corporate development teams dealing with approvals, incentives, or
policy engagement

e Professionals who regularly experience delays or friction when dealing with
government and want practical clarity.

e Business development officers who need to venture into untap market -

Government.
Day 1
(8 July 2026)
9:00am - | How the Malaysian Government Really Works
10:30pm

Effective engagement with government starts with understanding where
authority and decision power sitwithin organisational structures. Different
government entities operate with distinct roles and priorities and should
never be approached in the same way. Government decisions follow
structured processes shaped by mandate, delegation, and accountability.

10: 30am | Finding the Decision Door
-1:00pm
Finding the decision door is not about access alone, but about
understanding where authority truly sits. Knowing how to knock on the
right door means engaging the right institution, at the right level, with
proposals aligned to what the system allows, requires, and prioritises.
When engagement is aligned, decisions move. When it is not, even good
ideas stall.

1:00pm - | Lunch Break
2:00pm

2:00pm - | Writing Letters That Move Government
3:30pm
Government rarely acts on passion or urgency alone. It responds to clarity,
mandate, and alignment. The secret to drafting letters that trigger action
lies in framing the request within the recipient’s legal authority,
organisational role, and measurable responsibilities. A well-crafted letter
speaks the language of policy, references the correct function, and makes
it easy for the officer to act without risk or escalation. When a letter helps
the reader justify action within their system, it stops being
correspondence and starts becoming a decision tool.




3:30pm -
5:00pm

First Meeting, Lasting Impression

First impressions matter more in government than many realise. The first
meeting is not about selling ideas but about signalling credibility, respect
for process, and an understanding of how the system works. Government
officers read behaviour quickly. How you prepare, how you speak, and
what you choose not to say all indicate whether you are a risk or areliable
partner. When the first interaction shows alighment with their role,
constraints, and responsibilities, trust forms early and doors remain open
for future engagement.

Day 2
(9 July 2026)

9:00-
10:30am

Government Procurement Mindset

Government purchasing decisions are driven less by preference and more
by mandate, accountability, and risk management. Understanding this
mindset means recognising how compliance requirements, budget
cycles, delegated authority, and audit defensibility shape every
procurement decision. Effective positioning therefore focuses on
alignment with scope, value-for-money justification, and ease of
justification within the system, rather than on persuasion or pricing alone.

10:30am
- 1:00pm

The Psychology of Influence

Influence in government settings is built through trust, credibility, and
alignment rather than persuasion. Understanding behavioural patterns
within public institutions helps professionals build rapport by respecting
roles, processes, and risk sensitivities. When psychological principles are
applied with empathy and institutional awareness, engagement becomes
collaborative, enabling smoother navigation of formal procedures and
everyday administrative behaviour.

1:00pm -
2:00pm

Lunch

2:00pm -
3:30pm

Staying Relevant After the First Yes

Maintaining relationships with government is less about constant
engagement and more about consistent value. Trust is built when follow-
through matches promises, communication respects hierarchy, and
interactions continue to align with institutional priorities rather than




personal requests. Strong relationships are sustained by being
dependable, discreet, and useful over time. When government sees you
as someone who reduces risk, supports their objectives, and understands
their constraints, the relationship endures even as officers, policies, and
leadership change.

3:30pm -
5:00pm

Strategic Preparation

Effective engagement with high-ranking officials begins long before the
meeting itself. Strategic preparation requires understanding the
institution’s mandate, the official’s scope of authority, and the decision
contextin which they operate. When preparation is grounded in clarity and
respect for the system, discussions become focused, relevant, and more
likely to lead to constructive outcomes.




