TURNING POINT

A career-changing moment or experience

Leverage Relationships for
International Growth

id you

sell your

software

in Hong

Kong?” my

assistant
asked, as she pulled the CD fram the Fed
Express envelope.

“Not that [ know of.” My tme was
rather sarcastic, knowing how often
anthors “get published” in foreign caun-
tries without their knowledge because of
copyright viclatims.

“Well, this sure lookslike your
Model Office CD. Maybe they
sold rights there and forgot to
tell yau. Ch, wait. There’s a
note atached.” She read the
Rost-It note dloud: “Thaught
you'd like to know that I just
baught this an the streets of
Hong Keng far $3. Saxry
abaut this. Iwasin your
andience last year ar SHRM.”

[ didn’t recognize the signature.

Upon closer examination
of the accompanying brochure,
it soon became apparent that a
lnodkoff of my CD that sold for
$49 at Best Buy and Office Depot was
indeed selling for $3 half way around
the world.” And I’d found out quite
by accident.

Thisincdent once again reinfar ced
the value of relaimships—parti cul arly
relati cnships speakers can leverage when
wearking beyond borders. All Thadto do
was hand over the contact information to
my producer to prosecute.

Relaticnships have left arewarding, if
surprising, path in my career. Take these

examples: Dr. Paan was in my andience
in the early 1990s, and invited me to tour
Malaysia and speak tokey clients there.
Those early trips gave me intermaticnal
experience, useful in my area of expertise
{communication) when I'm often asked
how writing and speaking principles vary
from culture to culture.

Then, Andre Winninga, CEQ of
Hospitality Sclutiens, visited my trade-

show booth in the United States and
asked abaut licensing sane of my pro-

grams for Europe. That led to tripsto
cther countries to train instuctars.

Dr. Luiz Leitehad been in my ASTD
andiences several imes in the United
States. When heretumed to Brazil and
needed a keynoter for the Intematicnal
Ceonarh Cenference, he called. Because

of the prestige of the intemational confer-
ence and the relatianships of high-prchle
committee members, the canference and
I, as keynoter, received press coverage

al over South America—alang with my
bodk titles.

AMR in the United States asked my
campany to develap a custan wraning
program for its intemal trainers to present
to foreign airline persamel. We stayed in
touch with the client. Ten yearslater, the
hushand of e of those trainers, the CEQ
of alarge consulting company in Kuwait,
asked us to send trainers to Kuwait
for an eight-day asd gnment—and
ancther the fdlowing year.

Relationships and business
have alsojumped tracks. By
that, I mean that | started the
relationship offering a train-
ing program, which led to a
keynete, whid led to coach-
ing an executive, which led
to alarge cansulting project,
which rolled back into training
offered by my consultants, which
spun off another few kemetes.
Leveraging relationships: What
would [ ever do without friends and cd-
leagues to help?
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