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Introduction to Lobbying Theory
Lobbying is the art of convincing large groups of people that your ideas are their ideas. This simply put is
the grand theory behind lobbying. If one can convince a delegate to vote in favor of something before the
debate even starts, one has obtained a tremendous advantage which if properly kept will allow for strong
political influence in debate. Lobbying is primarily done in Unmoderated Caucuses. Having a good lobby
will not only help you in getting your Moderated Caucus’ topics passed but also in getting support while
presenting the End documents(like Resolutions) in the committee.
This Guide has detailed explanation about various types of lobbyists. From the descriptions, try to
identify yourself among one of those and see what all you can do to assert influence in your committee.
Further content:
1.Lobbying basics
1.A Lobbying techniques aggressive stances
1.B Lobbying techniques passive stances
1.C How to deal with aggressive lobbyist (as an aggressive lobbyist)
1.D How to deal with aggressive lobbyist (as a passive lobbyist)
1.E How to deal with passive lobbyist (as an aggressive lobbyist)
1.F How to deal with passive lobbyist (as a passive lobbyist)
2. Sales techniques
2.A the ABC of sales
2.B understanding opposing sales techniques
2.C The uses of fallacy's in sales
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1.Lobbying basics
In essence any convincing in life is lobbying. It is a skill most of us use every day unconsciously. So the
argument that one cannot lobby is for the larger part of the MUN-community simply not correct. It might
come more natural for some than for others but just like everyone at one point learned how to speak one
can learn how to lobby. Remember that you will need to lobby to represent and further your own interests.
If you don’t it’s unlikely that others will do so for you unless they have an incentive.
Some essential skills in lobbying listed ranked in order of importance:
Listening:
If you don't listen you can never know whether the desires of you and the person you are talking to are
compatible. People often forget to listen if they are talking, this means that the conversation essentially
turns into one lane traffic for both parties in which they mostly ignore the other. This must be avoided as
lobbying is also the art of being liked, if you listen to people their opinions no matter how stupid they
might sound to you, you will create a degree of mutual respect which is essential for the rest of the
negotiation.
Observing:
If I am lobbying I look around all the time. I don't look at my phone and simply focus on the room and the
people around me. By observing what is happening one can grasp what is happening and have a huge
advantage over those who do not pay attention. If you for example see two people talking about a certain
subject, remember it! The information might be useful later. If one is blind to his or her surroundings you
cannot expect to be successful in lobbying. Lobbying is about people and you can only understand them
by observing them.
Analyzing:
After observing and listening to other individuals one has to digest this information and interpret it. If for
example two countries often vote alike they will most likely be allies and if one of the two says yes to your
proposal the other one is most likely to also say yes. Analyzing mostly relies on logic and understanding
long term patterns. Don't simply assume just because two people talked they are suddenly the best friends.
Assumptions without good grounds lead to biased behavior which can damage the effectiveness of your
lobbying. Never assume anything that you have not observed. The more experienced you become in
lobbying the more you will develop a gut feeling on what to assume and what not to assume for now stick
to not assuming anything until you have seen sufficient proof for it. One is innocent until proven guilty!
Talking:
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Despite this being seemingly essential in lobbying. It is much more efficient to first observe and digest
information and then adapting you speech/pitch to that input. This will mean that your pitch will be more
tailored towards the individual and therefore will have a higher rate of success.
When conversing keep these basic rules in mind:
1. It is okay to start a conversation if your lobbying, don't stand back and wait until somebody speaks to
you, go out and reach out to them.
2.Small talk is your greatest friend. Most people will find it very awkward to talk to a complete stranger.
To break down this barrier we use small talk. Examples would be asking so from what school/university
do you come from? What is your name? Is this your first MUN? After you break the ice people will be
more open to your proposals.
3.Screaming never works. Some people get very excited when they talk to other people especially if they
are lobbying. Don't do this. In my experience raising your voice will mostly work against you. Lobbying
talk in this regard is the same as any other talk. The moment you raise your voice, you have lost the
argument.
Convincing:
This is the trickiest part of lobbying and the hardest to explain and teach. Some people are naturally good
at convincing people others are not. The latter often has mostly to do with a lack of experience. Get
yourself out there and start trying to convince people. Simple exercises will mostly suffice! An exercise I
used to do with people when I train them in lobbying is sell the pen. You give the individual a pen and tell
him or her to sell you the pen. If it doesn’t succeed the roles reverse. This gives you a low pressure
environment in which you can practice negotiating/convincing.
1.A Lobbying techniques aggressive stances
In lobbying there is a variety of techniques employed to effectively lobby. This is one of the most common
techniques. We all know him, the man or woman who walks around the committee, the epitome of
confidence, talking to every person in the room. Smiling and convincing like it is nothing a tap on the back
here, a smile there and he or she seems to be everywhere. this is what is called an aggressive lobbying
stance. It is not called aggressive because it is truly aggressive. It is called this way because it is a type of
active lobbying which involves allot of what I like to call pushing. Going around and talking and
convincing everyone. The important archetypes in aggressive stances are:
Polite aggressive:
The person who walks around the room and talks to everyone in a polite and respectful manner. He or she
never interrupts a conversation that is already ongoing and is also truly interested in your plans. This
person expends a lot of energy by talking to everyone and is not only lobbying his idea's he or she is also
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bonding with other delegates to make lobbying down the road easier.
Rude aggressive:
The person who walks around the room interrupting every conversation and demanding all the attention
in the room. This kind of technique is very efficient on the short term but is most of the time not the most
efficient strategy in the long run.
1.B Lobbying techniques passive stances
The brother of the aggressive stances, the brother that sits in the corner and just takes his time and waits
rather than running around all the time. In example in a conference would be a person who sits at a table in
your committee and seemingly has everything ready. He or she has written his or her resolution and is
open to all your questions and slowly but surely gathers a group of people around him or her. The two
archetypes in this category are:
Polite passive:
The person that politely invites you to the table to look at the stuff that he or she is trying to sell. He or she
is also interested in your ideas and you can overall describe your interaction with them as pleasant.
Rude passive:
Screaming all the way across the room just to get your attention so you come towards them. This is what I
would categorize as rude passive. This is in my opinion one of the least effective techniques especially if
they are used by a novice try to avoid this technique until you truly understand what you are doing.
1.C How to deal with aggressive lobbyist (as an aggressive lobbyist)
So you have figured out what kind of lobbyist you are, that is wonderful. But how do I deal with those
pesky other lobbyist trying to compete with me? Well, there are a variety of approaches of dealing with
them. One of them is to simply merge your resolutions and idea's and then simply cooperate with them.
Other more aggressive counter options would include:
The follower,
Simply follow your opponent in his tracks and neutralize any lobbying effort he or she has made by
talking to the people that he or she has talked to. If you can convince them that your idea's are better than
the idea of the opposition it is a double win. He or she loses a person in favor of his or her ideas and you
gain someone in favor of your idea's.
The divide,
Simply talk to your opposing lobby and divide the room say that you will only take the left part if he only
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takes the right part of the room. This creates a situation in which you both can still successfully lobby and
don't have to worry about someone interfering with your lobbying.
The ace,
If you meet a person during your lobbying who has lots of questions and you want to slow down the
opposing lobby simply send him to the other party. Whilst they are occupied with dealing with the single
individual you can in the meantime lobby with at least three or four other individuals giving you an edge
overall.
1.D How to deal with aggressive lobbyist (as a passive lobbyist)
After figuring out that you are more of a passive lobbyist it is important to understand that whilst an
aggressive lobbyist might reach more people, he or she will also exhaust their energy considerable faster.
In their energy dips you can convince the people they have previously been talking to and build a solid
foundation for a good relation with them.
1.E How to deal with passive lobyist (as an aggressive lobbyist)
The passive lobbyist if he does his or her tactic properly will take advantage of dips in your energy. There
are two solutions for this, the first one is to try to distribute your energy more evenly so you still have
enough energy to counter the measures taken by the passive lobbyist. The second strategy suits the
traditional aggressive pattern better. Try to team up with another aggressive lobbyist who can fill in for
your gaps whilst you are tired/occupied. This allows for a continuous presence on the floor, this doesn’t
give the passive lobbyist a gap which he can use to neutralize your effort. The obvious downside to this
strategy is that you will be occupied selling the ideas of the party in your alliance. This means you spend
less time on selling your own ideas. But overall as a grand strategy if you can trust your alliance partner.
1.F How to deal with passive lobbyist (as a passive lobbyist)
There are two options. These two options are to work together or to divide the committee.
The first option is viable when you have resolutions or ideas on different topics. This allows both of you to
reach more people with your ideas without spending significant more effort. On the other hand one has to
make sure that both parties spend effort on spreading the ideas of the other so that both sides evenly
benefit. The second option is to simply divide the committee. By dividing is meant that you and the other
passive actors agree to not 'invade' the territory of the other actors. By doing this you are guaranteeing a
spot and an area of influence for yourself and you can focus on your own lobbying instead of defending
your spot against other possible perpetrators. Of course there will always be some aggressive lobbyist
entering your territory but they will only stay there for a short amount of time and after they move on you
can regain your hold on the committee.
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2. Sale techniques
In order to effectively spread your idea you have to be able to sell your ideas to other people. No matter
how awesome the idea sounds in your head and to you, it might just not sound as awesome to the ears of
other people. So in order to sell your ideas you must be persuasive. Luckily there is allot of theory on how
to sell something. And I have made a small selection of applicable techniques which I explain in this
article.
2.A the ABC of sales
The ABC of sales is a very simple concept that can be applied in any sales negotiation.
ABC means; Always Be Closing. In any negotiation it is key to keep this in mind. Either you sell
something or the other person sells you something. So either you buy into my idea or the other person sells
you an excuse. And excuses are in general not of great value in MUN. So make sure that you close that
deal and make sure that the other person doesn't 'close' you. This is on the other hand no excuse to be
extremely rude. A person might sell you an excuse one time, the other time he or she might actually buy
into your idea. So there is no need to alienate yourself from others simply because they didn’t like one of
your ideas.
2.B understanding opposing sales techniques
The essential when it comes to countering sales techniques is quite elegant and very simple. Always be
critical. If one is not critical one can easily get lost in the false logic that is often employed in order to sell
something. Never just accept what a person says when he or she is trying to sell something to you.
Mentioning all sales techniques used would not be effective as knowing them will not allow you them to
always recognize them. As a solid pitch is smooth and done in such a quick manner that you will not have
the time to actively think through what the person is saying. What you can do is to think about the content
of what the person has said after they are done talking and critically analyze it. Always remember that they
have an interest in selling you something even if the idea they are selling is not great.
2.C The uses of fallacy's in sales
This is a little subsection is to cater the needs of those who also want a basic introduction into the finer sale
techniques. Some of these tricks are employed individually but often it is better to combine these
techniques so the pitch becomes truly convincing. All tricks here described are in essence fallacies and
twist the reality into something more subjective which is not per se objectively true. Keep this in mind.
The contrast,
This is a rhetorical device as well as a sales technique. Through this technique you create a clear contrast
between two options. This means that you exclude all the other options using this technique and show
these two options as the only viable options. Then you contrast these two options and show that your
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option is the good one whilst painting the other one in bad lighting. An example of this is that you first
explain the current situation and then explain how your plan will improve it. Compare your plan to an
opposing plan and show through the contrast that your plan is better.
The pit,
This is mostly a rhetorical device and does not add much content wise. The pit technique is based upon the
idea that if people agree with you on a single statement they are more likely to agree to a statement that is
partially based on the same logic. And if they don't agree you point out that they are not being 'consistent'
this often leads to people reevaluating their opinion and agreeing. So if one starts with a very generic
statement and every time the listener agrees one can pull them deeper into the 'pit'. So this allows for what
is called position shifting in which one can shift a neutral agent into a position where they look favorable
upon your proposals. They get the impression that they are being consistent in their logic and their
decision. This is to a degree a illusion as you simply twist the logic to a point where they cannot disagree
and then create a narrative to which it is hard for them to disagree.
The puzzle solver,
This technique is a slightly more complex variation on the standard contrast technique. With this
technique you first give a detailed account of the situation, which has to be objective in order to give more
credibility to your further deconstruction. then you further de-construct the situation and explain with
every specific sub-problem how your solutions solves it. You leave problems that your solution does not
solve out on purpose. If you show that your solution solves fifteen problems most people will not think
thoroughly and grasp that there are also several problems which your solution doesn’t address. The term
one could use for this kind of trick is an argumentum verbosium, this means proof through
intimidation/overwhelming a person with information. The influx of information will lead them to focus
most of their mental capacity to focus on examining your solutions in depth rather than focusing on
problems it doesn’t address.
the smooth talk
This technique requires a good degree of verbal fluency in the language in order to pull off. It furthermore
requires that a person can talk very fast and still remain comprehensible to both himself and the
individuals that are listening. This is another variation of the argumentum verbosium. And it is also based
on information influx. An example would be that you are explaining a plan and somebody brings up a
point, you simply deal it with it by putting forward a punch line to which no individual can disagree (e.g.
unnecessary suffering is bad). After this you quickly continue with your plan and if somebody keeps up
bringing up negative comments you can deal with this individual in quite a simple manner. Simply state
that instead of being only negative they should try to positively influence the debate. Avoid using it too
much as it lead to alienation from certain delegates.
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