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Menno F. de la Vienne

* Directeur / Acquisiteur
Utrecht Investment Agency
(UIA)

(UIA is een privaat publieke
organisatie met als doel-
stelling: het vergroten van de
werkgelegenheid in de pro-
vincie Utrecht en het terug-
dringen van de kantoren-
leegstand)

¢ Directeur DLV Worldwide BV,
Human Capital Investments

» Algemeen Directeur Boekhan-
delsketen

* Is een database / netwerk
opgebouwd met circa 3.000
bezochte ondernemingen.

* In vier jaar tijd zijn er, mid-
dels acquisitie, 30 nieuwe
ondernemingen gevestigd met
een additionele werkgelegen-
heid van 844 FTE..
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Networking is gross working

By Menno F. de la Vienne
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Networking is a matter of weaving a
web of relations, in such a way that
you are represented by the rest of
the world. There is quite a threshold
here for Dutch people. They regard it
as ‘shameless’ to use their relations
for advancing their own causes. The
Dutch are known for their direct at-
titude, but strangely enough this does
not apply to networking. It is not for
nothing that the social network Linke-
dIn is the choice of many Dutch to
network indirectly. The virtual aspect
of this network takes away the objec-
tions many Dutch have when it comes
to networking for business purposes.

According to Ching Ping Au, a close
business relation and director of Your
Op, Chinese are more inclined to use
their personal relations directly to
boost business or get a job. This is an
approach I can relate to myself. As di-
rector of the UIA I bring companies,
government institutions, realtors and
other service providers together. I try
to be the binding factor that is often
needed by Dutchmen. And with suc-
cess: despite the fact that our organi-
zation only employs two people, we
have been able to help many compa-
nies in finding facilities in Utrecht.
This has only been possible through a
wide web of relations.

I attend many networking events, in-
cluding Chinese ones. What strikes
me is that many Chinese businesspeo-
ple immediately present their busi-
ness card. Dutchmen start out with a
conversation to see whom he or she is
dealing with. When there is a chance
of a useful relation, cards are present-
ed. Chinese are more generous. This
does not mean that giving a card is
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without meaning for a Chinese. On
the contrary, it is as giving away a part
of themselves. By the way: I always
write a personal note on the back of
a card about the person involved. At
later events, I can recall our last meet-

ing, which gives an extra personal
touch.

However, our sentiments coincide
when it comes to being in a hurry.
We both want to move on fast. China
and Holland are both countries with
hard workers and traders. These are
fine qualifications but can also be a
pitfall. Both Chinese and Dutch often
find networking too time-consuming
and not rewarding enough. But they
miss the point of networking which is
to get into contact with valuable rela-
tions. Harvesting comes after the net-
working event, when you are working
on the after sales.

Networking is no waste of time but an
integral part of doing business. Net-
working is ‘gross working’. It is an
effort to define opportunities of one’s
organization. Do not expect that every
contact or lead will generate revenue.
By following up contacts, it is pos-
sible tot find out if a contact is use-
ful for your business. We must stay in
touch and meet one another. Then we
will find each other. We have a lot in
common, that much is clear.

Menno F. de la Vienne is director
of the Utrecht Investment Agency
(UIA). The UIA is an independent
private public organisation that helps
companies find a location for their
operations in the Utrecht/ Amersfoort
region. More information is available
on www.uia.nl .

SRBLRE, A, 20 S0k T, UK, TEERE, M R
PR BEEE (EN)

HIL, SRt P/ G, BIEE

HABE

g, FR

VEE)IEL: Montaigne Lyceum HHE248 40
Kiekendiefstraat 25
2496 RP, Den Haag

ABERH: @84 N108T/dE€ B4 A208 00 / + 2%
LT RENGE LY. s FEE N & BSR4
taiwanshianchin@gmail. comBR{#H E % +31-30-310-0241

TN VB G . WMREL GRS, W, Gl

g,

PR, S, . EBNERRL: R AR,

AR, AMS-TPEAR [FIZE % — 5.



