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NETWORKING BUILDS TRUST
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i Kavamagh Do lioves stroigly il
Hent vule of aperating o business: Hulld

frumst
TG one will oy ar veler you i they

o't trust you or the people who work o
v, says the ownes of WOW

Lo earioms and Traindng, o inatkoting
and conauliing company in Lethbividge and

Calgnry
e of the best ways to budld ehat touast

Kavanagh suguests, s through networking o
procens whetrehy peaple exchange
infarmation, contacts and exporience

“Trunt ina big thing these days,” Kavanagh
pays, "Consumers are savvy and they ve heen
Beaten up by poor customer service and
promises that aren't kept.”

Kavanagh wains businesses not to confuse
networking with selling, Many business
owners alten feal they nead 1o push
tnformmation on others ar try (o make o
whenever they're talking to others, That's not
petworking and the aggressive behaviour can
send ;Hllulﬂlnl customers running

Networking helps people understand o
hopefully remember exactly what services or
puu!lu s a company l!lu\'h’l".

I you tell someone b a manoer that they
can understand what (s that you da, and
they foel comfortable in trusting vou, they
will peler you, 1've had people all me saying
iy haledpesser told them what 1 did aned that
I eauld perhaps help them, Flist the
hairdresser needod to know what | did, and
then she had to feel comibortable in reforring
me to someone elae, S0 in networking, the
person you are talking to may not even be a
potential custamer, and that's okay, all you
want to do s give them the appropriate
information. We call networking ‘passive’
marketing”

Sales, an the other hand, are"targettod”
marketing and should he avolded at
networking frunctions

Networking I a two-way street, roguiring
the sharing of Information between two oy
more people. s nota hitand ran aftah
whete only one person henefits, Yel (Fdone
propetly, networking can be one of the hest
marketing tools for a sroall Business

“Networking i o very low-cost aclivity in
marketing becausa it can happen anywhere,”

Standing in Hne to buy tekats (o an event

Waralid phatn by David Rossiter

Dave Warwick Trom Warwiek Printing prirds aff large st ety of business cards, o key resource whan it

cormes to networking among ellents and Businesses

or witlting for a table ot o restaurant provide
appottunities to talk (o others, How you
respond when somaoiie ks what you do
for i Hving could pravide an opporianity (o
notwork and develop i relatlonship of trst

Kavanugh says tharo are miany
apportinities o network every day, and

wople should be propared 1o notwaork by

Lunwlnp,lemu'lmnd mwlunwtmmi when
somenne anks “what do you dot”

e tobe that we hidd about 40 noconds

el to the what do-yourdo question,
o af tuned ot Bt a
ople

1o respi
before people got ot
report cuine oul st yea thit stated pe
now only have an attention span of 10

woconds That wotks out to he 25 words, Those
a5 words nee your petworking statement, 1t

should ineliude your expertise, your target
cuntormer, and i possible the benefits to the
fRrget customear
S b, P narketing consultant and
tradner | help take the frustiation oue ot
prarketing for small business and start-up
antraprenenes”
Networkdng 't hard to lenen, K
Byttt networking seminars and is
working on an audio CD based on her

workshops,
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