
Networking

Networking generates personal contacts that may lead to future business operations. This

type of activity is essential for generating prospective clients. Although following up on these

leads can often be time consunîing and may flot prosper, one good contact may open several

U.S. doors for a Canadian printer. Thus, networking is an excellent route for generating

information regarding potential U.S. customers and joint venture partners.

1. Trade Shows
Brian Auty uses this prospecting method extensively. Mr. Auty examines the printed

promotional material trade magazines for calendars of events and upcoming trade shows. In

addition, he looks for trade shows or potential networking events in geographically focused

printing trade magazines, trade magazines of customers in bis printed promotional mnatenial

niche, and newsletters from the Printing Industry Association (PIA), the CPIA, and other

associations. At a typical U.S. trade show, Mr. Auty can generate 1,000 to 1,500 markceting

developments.


