
Lobbyist interview questions
careertips.com.au: common questions and what they're really testing

What to expect
Lobbyist interviews assess your understanding of the political process, your ethical compass, and your
ability to build trust with decision makers across the spectrum. Expect a mix of process questions,
scenario challenges and behavioural probes.

• Process: Questions about how you monitor legislation, prepare briefings and manage the
mechanics of lobbying within the Australian system.

• Behavioural: Questions that ask for real examples of relationship building, ethical judgement and
cross-party engagement.

• Scenario: Hypothetical situations that test how you handle conflicting client demands, political risk
and compliance pressure.

• Technical: Questions on the Lobbying Code of Conduct, the Register of Lobbyists and your
practical knowledge of parliamentary processes.

• Client-facing: Questions about advising clients on timing, strategy and how to balance public and
private advocacy.

Typically two to three rounds. First round with a senior consultant or account manager covering your
understanding of the role and basic policy knowledge. Second round with a partner or director focusing
on client scenarios, ethical judgement and relationship building. Final round may include a written
exercise, such as drafting a ministerial briefing or a stakeholder map. Panel interviews are common,
sometimes including a compliance officer.

1. Walk me through how you monitor legislation and policy developments
relevant to a client.
Why they ask
This tests your process discipline and whether you can keep a client ahead of changes without missing
critical details.

How to structure your answer
A step-by-step walkthrough: sources you check, frequency, how you filter relevance, and how you
escalate.

Example answer

“I start by setting up alerts across Hansard, parliamentary committee databases and media
monitoring software. Each morning I scan new bills, committee hearings and ministerial statements.
When something relevant appears, I read the explanatory memorandum and any regulatory impact
statement, then summarise the implications for the client in a one-page brief. I also check the Register
of Lobbyists to ensure any contacts I plan are compliant. If a development is urgent, I call the client
immediately and schedule a strategy session.”

2. Tell me about a time you had to build a relationship with a politician or
adviser who was initially sceptical of your client's position.
Why they ask
This probes your interpersonal resilience and your ability to win trust without being transactional.

How to structure your answer
STAR: describe the situation, the task you took on, the actions you took over time, and the result.

Example answer



“At a previous firm, a senior adviser to a crossbench senator was publicly critical of our client's
industry. I requested a meeting not to lobby but to listen. I asked about their concerns, took notes, and
followed up with a briefing that addressed two specific misconceptions with evidence. Over several
months, I kept them informed with neutral updates. Eventually they agreed to meet the client directly,
and later asked us for input on a related consultation. The relationship became one of our most
trusted contacts.”

3. A client asks you to arrange a meeting with a minister to argue against a
policy that the minister has publicly championed. How do you handle it?
Why they ask
This scenario tests your judgement under pressure and your ability to balance client advocacy with
political reality.

How to structure your answer
Judgement under pressure: clarify the facts, assess ethical and political risks, consider alternatives,
advise the client, then act.

Example answer

“First, I would clarify exactly what the client wants to achieve and why. I would check the Lobbying
Code of Conduct and the minister's diary for any conflicts. I would advise the client that directly
opposing a championed policy may burn goodwill, and suggest alternative asks, such as a transition
period or a review clause. If the client still wants the meeting, I would prepare a respectful briefing that
acknowledges the minister's position while presenting evidence. I would also consider meeting with
the minister's advisers first to test the temperature.”

4. What are your obligations under the Australian Lobbying Code of Conduct,
and how do you ensure compliance in your daily work?
Why they ask
This checks that you understand the regulatory framework and take it seriously rather than treating it as
paperwork.

How to structure your answer
Point-by-point explanation of the key rules, followed by practical examples of how you apply them.

Example answer

“The code requires me to register on the Register of Lobbyists, disclose all clients, and not lobby for
any client that has not been declared. I also cannot hold a government pass if I have a relevant
interest. In practice, I check the register before every meeting, keep a log of all contacts, and ensure
my firm's compliance officer reviews any new client. I never offer gifts or hospitality that could be seen
as improper. If I am unsure, I ask the Department of Prime Minister and Cabinet's lobbying registrar.”

5. How do you advise a client on the best timing for a lobbying campaign?
Why they ask
This assesses your strategic thinking and your understanding of how parliamentary and media cycles
interact.

How to structure your answer
Options and trade-offs: map the calendar, identify windows, present choices with risks, and recommend
a phased approach.

Example answer

“I start by mapping the parliamentary sitting calendar, committee inquiry deadlines and budget cycles.
I look for windows when the relevant minister or shadow minister is likely to be receptive, such as
before a policy white paper or after a committee report. I also consider media cycles and competing
legislation. I would present the client with two or three timing options, each with risks and



opportunities. For example, if a bill is in the upper house, it is often better to target crossbench
senators than to run a public campaign. I would recommend a phased approach: private briefings
first, then public submissions if needed.”

6. Describe a situation where you had to balance a client's interests against
your own ethical standards.
Why they ask
This probes your integrity and whether you can protect the client's long-term reputation even when they
push for a shortcut.

How to structure your answer
STAR: set out the situation, the ethical tension, the action you took, and the outcome for both client and
process.

Example answer

“A client once asked me to set up a meeting with a public servant who was a former colleague and
close friend. I felt this could be seen as a conflict of interest. I disclosed the relationship to my
compliance team and to the client, and we agreed that a different team member would handle the
meeting. I still provided the briefing notes. The client appreciated the transparency, and we
maintained a strong relationship. It reinforced that protecting the integrity of the process is always in
the client's long-term interest.”


