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by Donna Messer

You do not have to imagine a world where 
we can “connect” with each other by just 
sitting down and talking, that world al-
ready exists via the Internet. However, do 
you know the demographics of that world? 
Do you know that our world consists of 
Africans, North and South Americans, Eu-
ropeans and Asians? Do you understand 
the different cultures, and can you adapt 
your domestic business strategies to a glo-
bal perspective? If you cannot, there are 
Web sites to help maximize your business 
opportunities internationally. One such 
Web site is www.infoexport.gc.ca Access 
the reports, resources and cultural over-
views on this site there is a wealth of infor-
mation ready and waiting for you. 

As businessmen and businesswomen, 
you can access that wealth through tech-
nology, through training and by building 
the relationships needed to foster profita-
ble business growth. Recognize that build-
ing business internationally depends dra-
matically on your communication style 
and your ability to adapt to the culture 
and customs of the country you deal with. 
Be aware of your common interests, as 
well as your differences. 

We know the world is rapidly chang-
ing. Information technology accelerated 
the process of connecting dramatically. 
We saw a shift from agriculture to indus-
try to information processing. Now, in the 
developed world, we have taken informa-
tion technology to innovation. A shift that 
is most significant. 

Innovative technology has provid-
ed us with contacts, information, trends, 
training, and methods that enable us to 
communicate and compete in a world 
economy. We no longer have to imag-
ine a world where we can “connect” with 
businesspersons everywhere—we have 
it! Today, we can lead the way, using our 
creativity and innovation as the building 
blocks for our economic future. If Inter-
national Trade is the door to the future of 
world economy, then we, as small business 
owners and entrepreneurs, can provide 
the keys that will unlock the potential glo-
bally. In order to maximize our business 
opportunities worldwide utilize the Top 
Ten 10 points listed below:

10 KEY POINTS TO BUILD 
BUSINESS INTERNATIONALLY

1. Be prepared. Have plenty of busi-
ness cards, a professional picture for use 
in a directory if you are participating in 
a trade show or conference, and an accu-
rate and informative profile. If you want to 
succeed, provide information on who you 
are, what you do, who you know, and what 
you need. Effective connections can only 
happen when both parties know what is 
required and who they are dealing with. 

2. Be open-minded. Everyone you 
meet has the potential to help you towards 
a goal. Be friendly, listen carefully, and use 
a little lateral thinking to see where the fit 
might be between you and the other per-
son. It’s who they know, that could be the 
important international connection.

3. Don’t be afraid to ask. When you 
are participating in international events, 
do your homework. What do you need? 
Who do you want to meet? What is a good 
connection for you? On the reverse, what 
do you have to offer? Who do you know? 
By being prepared with a list of your con-
tacts, you might be a more welcome match 
internationally.

4. Give without expectation. If you are 
at an international event, introduce your-
self to as many delegates as possible; ask 
how you can help them. By building re-
lationships between yourself and other 
participants, you will find common inter-
ests and this usually results in business 
opportunities.

5 . Set realistic and achievable goals. 
Make sure you plan ahead. If you are a 
member of an international organization, 
connect with a local chapter. If you are a 
member of a Chamber of Commerce or a 
Board of Trade, connect with them in ad-
vance; ask for introductions in the con-
ference area. These associations can help 
you realize your goals if you put them in 
the picture. 

6. Think laterally. Learn to look at 
each new person you meet as a possible 
business alliance. Maximize your par-
ticipation in every event by listening 
carefully and acting on what you hear. 
Ask questions that will give you a more 
in-depth picture of everyone you meet. 

Use questions like: what makes your ap-
proach to the industry different? This is a 
great icebreaker and gives the speaker a 
chance to share a little information about 
themselves. 

7. Promote yourself effectively. Under-
stand your features and benefits (your 
strengths and how to use them) and learn 
how to express yourself. Perfect your in-
fomercial. Use the SMILE and ASK formula. 
Start with a Smile, Make eye contact, Introduce 
yourself, Let people know what you do, Explain 
what you need, Ask how you can help, Say thank 
you, Keep in touch.

8. Communicate. Be articulate, con-
cise, enthusiastic, honest, and open. Use 
language that is comfortable and accept-
able for the event, and for the culture. Do 
not forget that the other side of commu-
nicating is listening. This is as important 
as speaking. Be aware of your body lan-
guage. 

9. Organize. Organize yourself thor-
oughly, your thoughts, your notes, your 
files, your time. This takes time in the 
short-run, but will save you tenfold in 
the end. Bring your database with you, 
organize it by category, and use codes to 
help you identify who you know and what 
they know.

10. Teamwork. Work hard for others 
and the rewards will come back to you ten 
times over. Each time you meet someone 
new, remember who they are and who 
they want to connect with. Try to be part 
of a team, where everyone is working to-
gether helping each other connect and 
build better international business rela-
tionships. sbcm
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