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INTRODUCTION

* How can we find out what is going on?

* How ean we make our voice heard?

* How can we make sure that palicy doesn't conflict with our corpatate
strategy?

* How can we make them stop criticising us and start promoting us?

Familiar questions, no daubt.

Government, both centrally and locally and through a large number
of agencies and other public bodies in the UK and in Brussels, makes
thousands of decisions every day on policy, legislation and regulation.
It is the largest purchaser of goods and services in Europe and it dis-
penses billions in grants and aid,

Whiltlpulitici:ns and officials talk of open government and of
consultation, legislators and Civil Servants often forget that we put
them there, we pay their salaries, and that they govern - at
Westminster, in Scotland, Wales, Northern Ireland, and regional and
local level and in Brussels - on our behalf, It is our right to know
what is happening in the corridors of power, but the system is often
reluctant to tell us what is going on; and if you do not make your case
to Government, your competitors will - or decisions will be made
within ivory towers,

Reeluctant though it may be to open itself to scrutiny, Government
depends on a constant flow of information and views from those who
may be affected by its actions; and they also need, and have a right, to
know what is going on inside the system. Organisations need to deal
with the system either because they have a specific concern - a need
to make representations on a policy, bill or commercial decision - or

"because they want to inform legislators and officials before the need

to lobby may arise. Lobbying is an essential part of this process,
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“WE'LL START LOBBYING WHEN THERE IS NO
MORE ROOM FOR NEGOTIATION®

Several years ago, Lioyds of Londan sought to arend Covernment proposaly that wenld
frave peejudiced o forn of cover keonn as Reinsurance To Clase. The Cliief Executive, o
Soemer Civil Sereant, was wnder pressure from his well-conmected members to enconrage
all his Names to write to the Chancellae, His head was cooler: e uwall not start to lobby
undil there is mo mpre soon for segodiation, " He wan, of conrse, nat by shouting but by
proving Lloyds" ease.

A loblying firm submitted an impressive application for an industey awand for its work
for an argasisation seeleing the right fo sell certain felevision rights controlled by
Gavermment fo satellite braadeasters. The firm cited the effectiveness of ite MP briefings,
organised debates, and media coverape bt e jndges fele they should eheck with the
Drepartment eoveerned, A very differenr stery thenr ennerged. "Wt decided it was the
erediliility af the Chiel Execotive and his ability to perswade during o eritical mecting that
miass markel decess would not be prefudiced”, according to the lead efficial. "In any event,
it urs onr freling that the rights in question were nat eritical,”
“As to all the political loblying, it rather pagsed 10 and our Ministers by

LESSON: do wol confiise action with effectiveness,

An insurance company nas comeerned that Regulations due to be wade ander the 1999
Health Act would prevent it frone providing prafessional indemity cover fo medical prac-
titioners [ecanse i feared that a rival, which rold o different tppe of policy, hod loblried
Govermnent lo require thal gusly that type of cover would be aceepiabile. It assumed thal
the ool conrse apen fo it wat to targel Ministers and persuade thenr fo change their mind,

I fact, the solutian ws sivple. Miniaters were nel partiolarty tathered about malprac.
tice insurance, bt a middle-ranking Department of Health official in charge of that area
wis, He had been brigfed by the rival abour the deficiencics of the company's cover and
had wo other information fo set against the rivl's represeniations, When ihis war discov-
ered, it only weeded the company to balance the file by meeting the official and providing
Jrim wwith a balaeed rebnstal of the rival's finacourate} contentions for the threat to be

averied.

LESSON: don't make a drama oul af a erisiz,

This guide seeks to show commercial organisations, public, and

voluntary bodies, how the system works, how to monitor its work,
and how to make it work for you. [t tries to do so in a matter of fact
way, assuming a degree of familiarity with at least the names of the
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institutions and the job titles of those who work within them, ignor-
ing issues that are only of interest to students and seeking to strip
away some of the mystique about the way decisions are made in order
to show you how it is possible to lobby without unnecessary fuss or
expenditure. At regular intervals in the text, we illustrate the narrative
with examples drawn from real cases and cover the questions we have
most often been asked about the fundamentals, fine detail, and ethics
of effective lobbying,

Not everyone will agree with the principles we set out, Some may
not be happy with the distinction we make between lobbying and
PR. techniques {good practitioners understand how to combine
them); others may be surprised to find that in their dealings with
Whitehall, regulatory bodies, and the European Commission, they are
actually involved in an activity they may themselves have pilloried

through misunderstanding of its rationale, scope and ethics, We apol-

ogise to them and to others who may demur at some of the advice
we give. In lobbying there are often several different ways of achiev-
ing objectives and you may achieve success without following the
"correct" route, but this manual attempts to give you guidance with
which the system at least will concur - and that is the key need.

I this book, we have had to race across a vast and often crowded
landscape. We have not sought to be exhaustive: some issues, such as
competition lobbying and procurement negotiations, deserve a book
to themselves if their complexities are to be fully explained. Instead,
our aim is to give readers an idea of how Government operates and,
in dealing with it, of what will and will not work - hopefully demys-
tifying the process and correcting some misconceptions along the
way. We are also conscious that the book has been written while the
House of Lords is being reformed, new government structures for
Scotland, Wales and Northern Treland are being introduced (in most
cases, the use in the book of "MPs" should be taken to include mem-
bers of the other national assemblies, in the same way as male and
female attributions should be read as interchangeable), the way in
which local authorities contract for services is being changed, new

'Eumpcan Commissioners have been introduced and the European
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Union is about to admit members from Eastern Europe.

The effects of all this on the way the system works and its impli-
cations for those who need to deal with Gevernment are - at least in
late 1999 - to some extent unknown. And it is always easiet to
explain the visible mechanics of a process than the intangible
alchemy that can make the difference between suecess and failure in
working with institutions thick with rules and conventions but run
by people. We apologise if in squeezing several quarts into a pint pot
important points have been omitted; but we nonetheless hope that
the pages that follow will help you to deal professionally with a sys-
temn that is meant to operate in your interests.You must make sure that
it does.

What is Lobbying?

Lobbying, quite simply, is any action designed to influence the actions
of the institutions of government. That means it covers all parts of
central and local government and other public bodies, both in the
UK and internationally. Its scope includes legislation, regulatory and
policy decisions, and negotiations on public sector contracts or grants,
And although non-specific contact building or information pro-
grammes aimed at the system are often part of an organisation's pub-
lic relations activities, many include them within the ambit of lobby-
ing even though, as will become clear, lobbying techniques are often
quite distinct from those of PR In this book, we cover the methods
of political PR, as it might be called, insofar as they relate to influ-
encing policy, legislation and regulation,

Misconceptions about lobbying endure, They have not been helped
by the lack of a consistent definition for the practice of lobbying.
Some refer to it as "parliamentary lobbying", yet much of the work
of the lobbyist may have little to do with Parliament. Some call it
"public affairs”. [ confess that | have never understood what this
means, nor have | seen a definition, but it is used by many to refer to
a broad amalgam between lobbying and public relations activity. The
title of this book refers to "political lobbying", although a large part
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of the text covers dealings on issues that do not necessarily involve
political decisions. More often than not, officials are instrumental in
the issues concerning organisations. Even where politicians are
involved, they may only set the broadest parameters for action ("The
Midland Main Line is a disgrace, What can we do about it?") and
leave the rest of the work to those who have control of the Gles.

Some claim that lobbying is only about the addition of pressure to the
making of representations (all campaigns, according to the media, are
"intensive"). Wrong: some lobbying has to be high profile - when has
nurses' pay ever been settled without a public row? - but most deal-
ings with the system are settled by quiet negotiation and effectiveness
is usually in inverse proportion to the amount of noise generated.

LOBRYING?

+Secking to inflieceee legishalive proposals

“Secking ra influence regulatory decisions

*Negatiations an Gaveriment contrels (with a policy element)
*Negatiatinns on Goversnten! conteacts (o palicy element]
“fuvite MP i open factory

sLannch programne fo expand contacts with politicans

sLamnelr programine to beief politicians an Bill amendments
«Send bricf on your arganisation to officials

«Send policy propasale i afficials

sLannele e prodiet in Heree of Comimens

siHold briefing meeting in Commons on fsse of concern to M

LN TXXNXT LN

These distinetians neay ook fike hair-splitting but they can be fandamental: lablying
techmiques may differ significantly from these uged in PR er legal practice.
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happened; or through early warning - making sure they know in

advance of likely policy planning or actions that could affect their
interests,

DEALING WITH GOVERNMENT -
TECHNIQUES SHOULD MATCH NEEDS

POLITICAL PR: PR techniques directed at influencing Goversmment /poliical percep-
tiari af an argmwisation - reputation management fog CFC mamfactrers sl need fa
carrect political ulr':mrjrfp.rl'wjr abort their operationg). Heweer, mnch politically directed
PR (for example, getting a Minister to speak at a diner or apes a factory) has o con-
aeetion uath fobhying.

REGULATORY LOOBRYING: dealing with QFT/DGIV, pharmacentical or food
aeddisive elearainees, Offel e,

LEGISLATIVE OR POLICY CAMPAICNING: a mixtwre of advarary, negatia-
tiaer and, where needed, econarmic and PR support techuiques ta influence the foronila-
tian or passage of pelicy or Bills/ Directives,

NECGOTIATION: an contracts, aid and tade, grais efe,

O these, by for the inasi common  and the most successfil - lablying fechnique is that
of megotiation. Altheugh it iz casy to be wiised by the media's emphasic on the sigifi-
cance of ligh politics ard by the systene’s refuctance o explain its processes, the eritical far-
tor in seltling most ispues between ewisiders amd Coversment (s sol pressuse or Deight-
ened external awarciness bt o well-conducted negotiation in which the winner under-
stands the other side's sensitivities and limits of wetion,

Many organisations may find that the association between lobby-
ing and set piece campaigns deters them from getting the most out of
their dealings with Government. Their most important requirement
is the Need to Know. That need can be satisfied at two levels: by pas-
sive monitoring - making sure they know of everything that has

At the next stage of work with Government comes the Need to
Inform - to know and be known by those officials and politicians
whao could formulate, consider, scrutinise, amend and endorse policies
or commercial decisions that concern organisations; and to establish a
relationship of trust that makes the system willing to use individuals,
firms or trade associations as a source of the information it needs in
order to produce representative policies, whether public or commer-
cial. This need is frequently misunderstood by organisations, who
often construct contact programmes without a clear understanding of
their cost/benefits.
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Higher still is the Need to Negotiate - to make representations to
the components of the power structure where there is a need to
change policy or where Government is a trading partner. The bulk of
government-related issues are resolved through negotiation backed by
well-assembled submissions. [t may, however, be necessary to ally out-
side influences - the media and public or associated groups' opinion
- for your view to get across. It is only at this level that the lobbyist
actually starts to lobby.

LOBBYING DOES NOT AUTOMATICALLY MEAN PRESSURE.
THE SUCCESSFUL PLAYERS

do their snarkel rescarch; enderstand their Tangers' needs, concerns and seasitivities and
assemible their argroments accondingly - indeed, the simplest approach to prodisctive
dealings with Government (s to regard then as no different from the development and
marketing af a produet;

widerstand the route map af the system: how it wodks and who really makes the deci-
LTI

sunie with the tide, wdvercver pessibie;

+ ke carly; while palicy is still malleable. Last mivete firefighting costs a_fortune and
will take a fot af your finee; and

wirderstand te meed for canstituency of inferest,

-

It is rarely dependent on

« having friends in high places;

+ developing spport in pearetime (despite all apparent evidence to the contrary);

N "_ﬂ'pu Semmminication™ aids {Illrlrf!ﬂ] fwr.l'mm, pidens EH'J iy IHII:I'fI'Hilr_ﬁ‘Ir inade-
queate research.

Why has lobbying attracted a bittersweet image? Firstly, despite all
that talk about "Open Government", officials and politicians still pre-
fer to operate behind the green baize door, and that creates the
appearance of deals being struck in secret; the reality is that fear of
being caught in the media's searchlight rules out favours. Second,
many feel that the big battalions can buy influence. This is harder to
rebut because governments around the world have always given great
weight to the views of bodies climing to represent large blocks of
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interest, whether those are employees or consumers. On a more
controversial note, a wide variety of organisations have paid or spon-.
sored legislators. | personally disagree with this practice; and the ulti-
mate influence these MPs or MEPs have exercised has invariably been
apparent rather than real. This guide will show how you can access
the system without having to pay for the privilege.

Lastly, some crass or naive lobbying exercises - exacerbated by the
indiscreet marketing claims about effectiveness and influence made by
consultancy firms - have encouraged suggestions of arm-twisting or
distortion of the democratic process; but most lobbying is carried out
ethically and without the need for procedural tricks.

It is your right to lobby. Use it well.



