Capacity building of the Employment Working Group

Athens, 20 November 2009

Lobbying exercise

Participants will be split in four groups. Each group has been assigned a lobbying goal, for which they should strive to ensure a lasting legacy in their country during 2010. You will spend one hour discussing to your colleagues how to achieve the desired result, by keeping in mind the day’s discussions, as well as the following lobbying checklists and tools. Each group should choose a rapporteur, who will write on the flipchart the result of the exercise, and present them to the plenary. This task should not interfere with the rapporteur’s full participation in the lobbying exercise. Please read through the following before you start the exercise.
Introduction

Lobbying means persuading individuals or groups with decision-making power to support a position you believe is right. It is mostly used by organisations to persuade politicians or others with power and influence to support the organisation’s position. Lobbying can be one-off and carried out discreetly, through personal contacts, or it can take the shape of concerted, well-publicised lobbying campaigns, which can be very effective. No matter how you choose to lobby and what resources you dispose of, always take into account the following steps. 
STEP 1 – DEFINE YOUR OBJECTIVE
At the start of any lobbying campaign, you need to define very precisely what your desired outcome is. It is best to focus on one key policy demand (or at least no more than a select few) and follow it thoroughly. For each objective, establish very precise policy outputs that you wish to achieve (e.g., a new law on a specific, a concrete policy development, a political statement or commitments, a concrete change in existing policy etc). Present these desired outputs as very concrete policy proposals, backing them up with research and feasibility assessment, and being prepared to respond to counter-arguments. Use policy hooks and entry points in the current structure to support your demands. 
STEP 2 – IDENTIFY INTERLOCUTORS
Choosing the right target for your lobbying is important. Start by asking yourself who has the power to impact change – local, regional, national, European actors? Members of Parliament can be equally important as Members of Government. Sometimes, the easiest way to them is through their support staff – assistants, advisers, etc. it as important to influence these people as their bosses. Make sure that you get to know them and spend time explaining your issues to them and building relationships. If they take you seriously it will be easier to get access to, and attention from, the decision-maker. Sometimes it is appropriate to lobby bureaucrats rather than politicians, especially when dealing with the technical or other detail of policy and legislation. Always think about your target audience and how the decision-maker can benefit from agreeing with you. Include this in your arguments, most decision-makers will agree more easily if they can see how your proposals link to their concerns. Building personal relationships in advance with decision-makers or those who can influence them is key. Even if you don’t opt for personal meetings and choose to do your lobbying through letters or position papers, it is important to keep in mind who the target audience for your materials is. Adapt terminology accordingly. 
STEP 3 - TIMING
The timing of a lobbying initiative can be dictated by internal circumstances of the organization (such as access to resources) or to “hooks” identified in the political agenda. The latter are policy opportunities, entry points, favourable contexts which can be used to push forward an agenda. Take into account the Government’s work programme, expressed priorities for a given period of time, parliamentary time table, other events, as well as politician’s commitments. Remember that the summer is a slow period, which can also act in your favour – if you manage to contact an interlocutor, it is likely that he or she will be less busy than during the rest of the year. When approaching politicians, start the process with a formal letter, stating the issue concisely, and follow up with a phone call, asking for a meeting. Confirm the meeting in writing, including name of those who will be attending from your organisation.
STEP 4 - ALLIANCES

You should never, never lobby alone. Try to get organisations or individuals who support your cause to also use the methods discussed below. Whilst politicians are always sensitive to organisations, they also respond well to lots of appeals from individuals, especially if they are important opinion-shapers. People with political power are often most sensitive to grassroots mobilisation that represents their voters. When you do your organisational planning, it is important to identify other stakeholders whose co-operation or influence you need. You lobby people with power to act in support of the needs and interests of those who do not have direct power and influence. Alliances are useful also as they ensure access to resources and information of your partners. Be aware, however, of compromises you might need to make to your initial lobbying position when you are in an alliance.  

STEP 5 – PREPARATION
Your demands should be based on solid research and should be backed up by solid arguments. Try to also find out more about your interlocutor – the politician’s background, electorate, fields of interest, past positions on compatible issues, the official line of his/her political party on the issue you are proposing. Prepare a short briefing material, avoiding as much as possible the “shopping list” approach. Set out clearly what your demands are – it is better to focus on at most 3. Suggest concrete policy proposals adapted to the current policy context, rather than merely express demands. Be aware of possible counter-arguments and prepare your defense. Keep in mind the sustainability (political, financial, social, economical, environmental etc) of your proposals. 
STEP 6 – METHODS
There is a wide range of tools at your disposal to make your message heard. Here is a brief overview

Letters

Letters are the easiest method to use to lobby but they are not always the most effective. Many people in positions of power have administrative staff who read their mail. Make letters as personal as possible and avoid getting different organisations and individuals to all send exactly the same letter. It is important to structure them in such a way that you get your points across. Clearly state who your organisation is, who it represents, and what is your expertise in addressing this subject. Indicate your reasons for the proposed change – politicians are known to react more to personal stories, while bureaucrats believe in facts and figures. Make sure to include both. Outline the specific actions you would like to be taken, supporting them with arguments and research. 
Meetings
Ask if you can have face-to-face meetings to present your case. Visit the person in their office or invite them to attend a meeting in the community. Always state the importance of the meeting clearly and provide an agenda and a list of possible outcomes from the meeting. Remember to stress what is in it for the decision-maker, such as "This meeting will provide you with the opportunity to make direct contact with more than 100 people from the community and to hear their concerns on the issue." Inviting decision-makers to come and see the realities on the ground helps to get publicity for the visits, and you can then say in your invitation that you have also invited the press to witness the inspection.
Phone calls

This method is effective if it is consistent and repeated. Get as many people as possible to phone the decision-maker. Also use faxes and e-mail if possible. Try to get some influential and well-known people to also phone. It will not always be possible to speak to the decision-maker and everyone who phones should leave a clear message, identifying the same objective (if possible, using the same buzz words). It is advisable to call more than once, but at reasonable intervals of time rather than every day. Annoying your interlocutor will only hurt your cause.
Petitions

Petitions are a useful way of showing popular support for your issue. You can use a petition to get as many signatures as possible from people in the community who are affected by the issue, or you can get a smaller number of key individuals or organisations to sign a petition in support of your submission. You can use paper or on-line petitions, the later being less costly, if you already dispose of a website. 
Publicity
Media attention is a powerful persuader and the more publicity you can get for your issue the better. As it is sometimes resource-intensive and time-consuming to cultivate a media base on an on-going basis, it helps to make individual contact with a reporter who is prepared to follow the issue through. Press releases are an important part of lobbying work, but building personal contacts with a few key journalists can also help advance the visibility of your cause. 
STEP 7 – FOLLOW-UP
Follow up is an essential part of lobbying. Respond immediately to requests for further information from the politician and send (selected) material you think might be of interest. Do this promptly. Make sure that your organisation’s and your own contact details are left with the politician Stay in touch, providing updates on your campaign and issues.
STEP 8 – EVALUATION

At the end of each lobbying campaign, sit down with your team and partners and identify strong and weak points of your lobbying strategy. What has worked? What unforeseen factors arose? What were the weak points and how can they be overcome? What indicators of success can you use? Any other positive or negative bi-outcomes that were not initially foreseen?
LOBBYING EXERCISE – 
HOW TO ACHIEVE OUR 2010 NATIONAL LEGACY
The three topics for this exercise have been identified by the EWG members as being priorities for their lobbying during the year 2010.  

· Active Inclusion (especially positive activation and minimum income)
· Social Economy (especially work integration social enterprises)
· Job Quality (including working poor, flexicurity, precarious working)
Please start by indicating on the flipchart which topic was chosen by your group. Then prepare your lobbying strategy for this topic, together with colleagues, keeping in mind the following questions (answers should be reflected clearly on the flipchart notes). 

You do not need to agree on all answers. If several possibilities are suggested from different countries, the flipchart should record each input, and add the country indicative (BE, RO, UK etc). 
1. What are the concrete outputs you will be lobbying for? Identify a specific policy output (or at most two) as focus for the rest of the exercise. 

2. Who has the power to make a decision on this issue? You can list a number of targets, in Parliament, Government, local authorities, other.

3. Who else can influence the decision-makers and how can we mobilise them? Any other stakeholders you can associate to your demands? Alliance-building?
4. What are your main arguments? Try to relate this rather to the situation your own country, backing it with facts and figures if you have them, rather than on general considerations).

5. What hooks and entry points you can use (upcoming events, political agenda of decision-makers, context, opportunities).

6. What is the main opposition faced? Proposals on how to counter it. 

7. What lobbying methods should you use? 
8. What follow-up do you propose?

We hope that you found this lobbying exercise useful.

Thank you for your participation!

