
Canada’s Top 10  
Government Consultants

(DON’T CALL THEM LOBBYISTS!)

CDR asked, Ottawa Correspondent, James Careless, to profile a selection of this  
country’s top defence lobbyists and government consultants to try and understand why it’s so  
important to have a professional “tour guide” to navigate the governmental maze. By the way,  
we carefully selected these particular consultants based on feedback we’ve received over the  

years from government officials and industry players. Here is our report.

By definition, lobbyists have a bad  
reputation. Literally.

According to the Merriam-Webster  
Dictionary, a lobbyist is “one who conducts  
activities aimed at influencing or swaying  
public officials and especially members of
a legislative body on legislation: a person  
engaged in lobbying public officials.”

The Oxford Dictionary isn’t any kinder. It  
says a lobbyist is “A person who takes part in  
an organized attempt to influence legislators.”

Merriam-Webster and Oxford don’t go  so 
far as to openly suggest that the lobbying  
process is tainted. But the way they both  
characterize lobbyists –with no sense that  the 
lobbyist doing the ‘swaying’ might be  
promoting something that benefits the  
nation – certainly makes this inference. In  this 
way, both dictionaries mirror popular  
prejudices against lobbyists; who endure as  
much bad press as lawyers do these days.

If asked, the top Canadian defence  
lobbyists interviewed for this feature would  
take issue with Merriam-Webster and Oxford,  
because none of them share this jaded view  of
lobbying.

To their minds, the respectable profession  
they practice – often under the name of  
‘Government Relations’ – is not about  
influencing or swaying the public at all.
Instead, what these “lobbyists” do is

determine what their defence contractor  
clients have to offer, see how those offerings  
stack up against the government’s stated  
procurement needs, and then find ways to  
bring the two sides together for the mutual  
benefit of both if such opportunities exist.

In interviewing Canadian defence industry  
lobbyists for this feature, words such as  
“ethics”, “integrity”, and “honesty” came
up time and again. And these words were  not 
served up lightly: The lobbyists we  selected to 
profile in this report take their  professional 
integrity very, very, seriously and  at various 
times over the years were pointed  out to us as 
having particular influence and  connections in 
Canada’s defence community.

One thing they all have in common is  a 
deep understanding of the government
defence procurement process; whether or not  
the lobbyists themselves have actual military  
and/or government experience (although  
many do). According to these lobbyists,
their job is to honestly solve defence supply  
problems for the Canadian government and,  
by extension, the Canadian public.

Taking this approach is ethically correct  to 
these lobbyists’ minds, and smart long- term 
strategy too. Successful defence  procurement 
decisions – those that get the  Canadian 
military what they need – make  elected 
officials and top civil servants happy;  and 
thus more likely to do business with the  
contractors that made the deals work.

That’s the kind of success top Canadian  
defence lobbyists are seeking, because – as 
more than one lobbyist told CDR – it  
motivates government officials to pick
up the phone when they call with new  
pitches. In contrast, ‘knowing a guy in  
government’ might possibly help get a deal  
or two through for adequate merchandise,  
but it won’t form the basis of a long-term  
relationship. And, when it comes to client/  
government relationships, top lobbyists are  
all about the long-term.

To learn about Who’s lobbying Who in  
Canada now, go to: lobbycanada.gc.ca
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CRAIG CAMPBELL
PRESIDENT, JPOM CANADA

Clients Include:
Viasat

When it comes to having relevant  
experience as a defence industry lobbyist,  
JPOM Canada’s Craig Campbell fits the bill  
to a T.

He spent more than a decade at Industry  
Canada (now Innovation, Science and  
Economic Development Canada) in a number  
of positions, ending as Senior ITB Manager

for the CF-18 Modernization Program.  
Campbell has also managed the Procurement  
Services division at Hill & Knowlton Canada;  
served as Vice President of Business  
Development at DEW Engineering; and most  
recently Weatherhaven’s Managing Director  of 
Global Partnerships.

According to Campbell, JPOM Canada is  
“not a typical lobbying firm; not remotely.”  
Instead, JPOM Canada operates as “an  
independent technical, lobby, and business  
consultancy” says the firm’s website (www. 
jpom.ca). That said, Campbell is registered  as 
a lobbyist with the Canadian government.  

Asked about his personal talents as a  lobbyist, 
Craig Campbell shifts the focus to  the firm he
captains.

JPOM Canada assists those in the defence  
industry in making contact “with decision  
makers at all levels,” said Campbell. But they  
avoid focussing on the ‘top-down’ approach  
used by traditional lobbying firms.

Instead, JPOM Canada’s people prefer  to 
engage with all levels of the government  
organization being approached; especially
those in the Operational sector who actually  
use the good and services being promoted.  
Campbell refers to this approach as “working  
at the coal face.” He likes to talk with the  
people who actually use his clients’ products  
and services; as well as their bosses.

Noting that 80% of JPOM’s clients are in  
the Aerospace, Defence, and Security sectors,  
this consultancy “takes the time to fully un-
derstand our clients technologies and what  
are their competitive discriminators when  

compared to other companies,” Campbell  
said. “Similarly, we work with the Govern-
ment of Canada's personnel to ensure they  
fully understand our clients’ products and  
capabilities. So rather than being stereotypi-
cal lobbyists, “we operate primarily in the  
information dissemination business,” he said.
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