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Article in the Japanese business weekly magazine Toyo Keizai (section “Recommended reading
of the week”) from 08 October 2005

Recommended reading of the week

Lobbying in the EU

K. Joos, F. Waldenberger
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Knowledge guide to participate in decision-making processes in the EU
Reviewer Yamagata Yutaro, Senior Writer

The EU has increased the number of its Member States, further enhanced its level of integration and
strengthened its presence as a large community. It sets many new standards worldwide in areas such
as the environment, food safety and competition rules. For many Japanese companies that build
factories in the EU or export to the EU, ‘dialogue’ with the EU is an important issue.

This book offers a unique analysis of the EU's decision-making mechanisms and processes and
provides concrete guidance on how to work with the EU. The lobbying activities described in the book
show how to effectively represent one's interests to the various EU institutions.

Lobbyists should not simply reflect the mood of the moment, but should present their own information
to decision-makers in Brussels with the aim of being taken into account in the decision-making process.
Such measures are legitimate and desirable within the EU. Companies use lobbying to avoid competitive
disadvantages and gain competitive advantages.



Another central theme of this book is how Japan, as a non-member of the EU and an outsider to this
culture, can succeed in penetrating it.

Within the European Union, only the European Commission has the right to propose legislation, which
is then decided upon by the European Council. It is therefore important for stakeholders to lobby the
European Council when drafting legislation.

The European Commission is open to businesses, but the commissioners are usually very busy, so it is
necessary to approach lower and middle-level officials who have discretionary powers and can influence
the drafting of legislation.

The European Parliament has become increasingly influential with the increase in the number of
Member States to 25. Members have the power to influence the committees that draft legislation, which
is why cooperation with MEPs and their staff is essential. While Japan's lobbying within the EU is still
relatively new, this book, based on practical EU lobbying experience, offers concrete and valuable
advice.



