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Find Your Passion 
 
Several years ago I heard the editor of this magazine talk about  
networking in terms of talking not  about  your business but  about  your 
passions.   
  
Since that  t ime I have taken Donna’ s words to heart .   When I too 
meet  someone for the f irst  t ime, I t ry to f ind out  what  they most  love 
to do.  Seeing someone’ s eyes light  up when they talk about  
something they t ruly enj oy is a j oy.  Someho, their enthusiasm 
becomes infect ious and you start  to connect  in a way that  would 
never have been possible had you talked, instead, about  the economy 
or the latest  news.  Of course, once you have ‘ connected’  you will 
automat ically start  to l ike each other more, and before you know it ,  
you will be exchanging business cards anyway. Only this t ime, you 
will actually remember each other later. 
  
It  is important  then, that  you allow yourself the space to discover 
who you are and what  energises you, so that  when someone asks you 
about  your passions, you will come right  out  with the answer. 
  
Whether you run your own business, or are employed by a company, 
f inding a way to do something you are passionate about , is key to 
success in the workplace. 
  
Maybe you are passionate about  self-development , being creat ive or 
working in a team?  If  so, then it  should not  be too dif f icult  to f ind or 
create your own niche at  work in which you can really thrive.  But  for 
most  people, it  is j ust  not  that  simple.  Through condit ioning, the 
need to be f inancially secure and the fast  pace of l ife, many of us 
have no idea how to work out  what  we love to do or even remember 
what  we used to enj oy doing before life got  in the way. 
  
When I was a child I wanted desperately to be an act ress, a singer or 
a writer. But  by the t ime I discovered the opposite sex I said goodbye 
to my successful drama lessons.  When I found myself picked last  for 
the school choir,  I decided I could not  sing and ditched that  dream.  
My school career advisor told me that  writ ing was not  a proper 
career, so I shelved that  too. 
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Self-discovery Ideas 
 
Many careers counsellors encourage clients to examine their 
childhoods to excavate their passions.  And while not  everyone may 
relish the idea of writ ing an autobiography, as advocated by Nancy 
Anderson in her super book ‘ Work with Passion’ ,  put t ing to pen to 
paper is one of the best  ways to discover more about  yourself.  
  
What  did you used to want  to be when you grew up?  They say that  all 
our natural inst incts and talents are laid down before we reach 
puberty, so it  is important  to remember what  you dreamed of being 
one day.  

 
What  did your parents want  you to do and what  kind of work did they 
do themselves? Consider too, what  work they did not  want  you to do.  
As soon as you begin to be inf luenced by the hopes (or personal 
unfulf illed dreams) of others you start  to conform and put  your own 
dreams aside in favour of convent ion.  Somet imes too, you end up 
working in an area in which you are skil led and experienced, often 
relat ing to the subject  you were best  at  in school.  Unfortunately, 
what  you are best  at , is not  always the same as what  you love to do. 
  
Think about  what  you do that  f il ls you with energy, makes you want  
to get  up in the morning and causes t ime to f ly. Conversely, think 
about  what  makes you feel t ired, bores you, or you always leave unt il 
last .  If  you know what  you don’ t  l ike to do, maybe you enj oy doing 
the opposite? 
  
Now think about  your commitments outside work that  mot ivate you, 
perhaps to spend t ime with your family, take long holidays or f ind 
t ime to go to the gym.  You can f ind clues everywhere. 

 
As we move from the age of technology to the age of spirituality, 
more and more individuals and companies recognise the value of 
authent icity, energy and t ruly connect ing with others.  The success of 
a business depends on the personal success of its employees.  Be good 
to yourself and your company and f ind your passion now. 

 
If  you want  to discover more ways to f ind your passion then you 

need to purchase Career in Your Suit case 2 by Jo Parf it t ,  priced at  
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£15 (Europe), £17 (Rest  of world) to include postage.  To order please 
email shop@career-in-your-suitcase.com.  
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Speaking Out  
 
Back in 1996 I j oined a professional women' s networking group in 
Stavanger, Norway.  The group called itself  WIN, which stood for 
Women' s Internat ional Network.  This was the f irst  professional club 
that  I had j oined and I was very nervous, part icularly at  the f irst  
meet ing when I didn' t  know a soul.  Today, f ive years later, I have to 
admit  that  I owe everything I have become today to WIN.  Not  only 
were there monthly meet ings with a mot ivat ional speaker, but  there 
were four more sub-groups for WIN members to j oin.  There was no 
fee, and members met  informally in each other' s homes once a 
month. The four groups called themselves: Explorers (for those who 
were looking for a change but  did not  know where to start );  Pioneers 
(for those who were already on the road with their career but  
benefited from support );  Set t lers (for those who were already 
established in their careers but  wanted to improve) and Presenters 
(for those who wanted to learn how to give presentat ions).  I 
belonged to Set t lers, because I was already working as a published 
j ournalist ,  and Presenters.   
  
There were usually only four or f ive of us at  Presenters.  Each session 
we would pick a topic at  random out  of a hat , take 15 minutes to 
prepare our speech and then f ive minutes to speak.  The topics could 
be as crazy as ‘ lost  socks' ,  as fascinat ing as ‘ dreams'  or as unusual as 
ferret -farming.  One of the other members was chosen to be the 
heckler, another to be over-enthusiast ic.  The results were dramat ic, 
humorous and immensely useful.   Six months later I found myself as 
the guest  speaker at  a WIN meet ing, talking about  my pet  subj ect : 
portable careers.  Three months later I was paid to develop and 
present  a three hour workshop on the same subj ect  to a group of 
about  20 expat riate women.  A year later I presented the same 
workshop to more than 100 people at  the 1998 Women on the Move 
Conference in Paris. 
  
It  was after the Paris presentat ion that  I came to realise the power of 
public speaking.  My workshop had lasted over two hours, but  the 
queue of people who wanted to ask addit ional quest ions or exchange 
business cards, lasted a further hour.  There were several hundred 
delegates at  the conference and it  would have been impossible for 
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me to meet  them all at  the various break t imes.  Now, after a giving 
a presentat ion, more than a third of the at tendees knew who I was.  
Thanks to the copious handouts I had passed around they also knew 
my contact  details. 
  
When I returned home I made the effort  to contact  every single 
person who had given me her card.  I j ust  wrote a short  note to thank 
them for at tending and to suggest  that  they could contact  me again 
at  any t ime if  they had further quest ions. 
  
Somet imes conference speakers are not  paid a fee, though, usually, 
the conference fees and a hotel room for a night  or two may be 
underwrit ten by the organisers.  Nevertheless, conference organisers 
rarely have to go begging for speakers. Those speakers with a service 
or product  to sell are often happy to fund their own t ravel expenses 
for the opportunity of showing their face, on stage, to a capt ive 
audience. 
  
Many of the conference delegates will have t ravelled alone.  While 
talking to total st rangers can be daunt ing, st riking up a conversat ion 
with the speaker you have j ust  heard is much easier.  Similarly, 
speakers f ind it  as easy to start  chat t ing to someone they have seen 
in their session as to a fellow presenter. Networking can be much 
simpler and more product ive at  a conference. After half an hour or so 
on stage, you are more likely to be remembered than if  you had 
merely chat ted to someone for a few minutes during a coffee break. 
  
Since that  f irst  presentat ion at  WIN I have now spoken at  
internat ional events, to organisat ions and to corporat ions all over the 
world.  A month does not  pass when I do not  speak to my target  
market . Often, these days, I am paid to speak too!  But  one thing 
that  does not  change is the networking potent ial of these 
engagements.  In September, Woman Abroad magazine, for which I 
am editor, was launched on the internat ional market .  We are 
market ing it  by giving away up to 20,000 copies each issue.  In order 
to do this many publishers would have to buy numerous databases of 
potent ial customers.  We bought  none.  Thanks to the exponent ial 
effect  of contact ing all the people I have met  along the way and 
asking them to tap into their own networks, we have accessed 
hundreds of thousands worldwide. 
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You may not  have a Presenters group near you to kick start  your own 
speaking career, but  you can always start  one.  Go on a short  course, 
buy a book or pract ise on your own in front  of your video camera.  Do 
not  underest imate the power of present ing. 
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Winning Connect ions for Women 
 
When I run sessions in networking I always start  off  by tell ing people 
that  if  they go away remembering j ust  one name, then it  has to be 
Donna Messer’ s.  For if  there is one woman at  the root  of all 
networking, one person who knows more other people than any 
other, it  has to be Donna.  I suppose I could stop this art icle there. 
You already know Donna, after all.   But  then I thought  that  if  I know 
Donna and you know Donna too, then we all have the power to be 
incredible networkers too.  When you know me, you have the chance 
to know my circle of contacts and as you get  to know my contacts, 
you will get  to know their contacts too, and so on. 
  
But  networking isn’ t  quite as simple as that .  Before I blithely hand 
out  my own personal address book, I need to know I t rust  you, and 
maybe more important ly, that  I l ike you.  I need to know that  you are 
not  j ust  a mailing list  compilat ion company in disguise and that  you 
will sell all the informat ion I give you in good faith to a third party. 
  
Women inst inct ively f ind themselves want ing to nurture good 
contacts and to share informat ion with each other.  So networking 
between women is part icularly successful.  Interest ing isn’ t  it ,  how 
my local Chamber of Trade thinks it  needs to  hold a series of 
seminars on networking skil ls?  But  it  is not  surprising that  95 per cent  
of their members are men.  Women network naturally, in the 
playground, in the checkout  queue, wait ing for a bus.  Find a woman 
who has a great  network and the chances are she will be happy to 
share it  with you.  But  I have found a breed of woman who is even 
bet ter at  sharing and at  networking.  This woman has lived or worked 
abroad.  Build a relat ionship with a woman who can connect  you with 
women whose experiences extend beyond your local city or even your 
count ry, and those networks will have the power to launch you on the 
internat ional scene. 
  
This month there is a terrif ic conference in Milan.  It  calls itself  the 
Working Internat ionally Now Women’ s Internat ional Networking 
conference.  It  is known, f it t ingly, as WIN 2000. But  not ice how its 
full acronymn should read WIN-WIN.  For networking should be 
reciprocal if  it  is to be effect ive.  I give you a contact  from my 
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network, and you give me one from yours and both our businesses 
grow.  But  networking isn’ t  j ust  about  sharing who we know, it  is also 
about  sharing what  we know.  I can tell you about  the cheapest  car 
wash in town and you can tell me about  the best  place to buy organic 
bacon. 
  
The WIN conference in Milan is all about  relat ionship building across 
borders.  Last  year the 300 or so delegates came from more than 35 
dif ferent  count ries and all went  home with new friends from another 
cont inent .  Many delegates, including me, and Donna, are now doing 
business with people in more count ries than ever before. 
  
If  you have a business that  you want  to grow internat ionally then you 
should go to a conference like WIN (14-17 September), or to the 
Internat ional Businesswomen’ s Conference being held in Washington 
DC from October 15 to 17, 2000. This is a leaders’  summit  that  will 
see business women from around the world benefit  from the 
opportunity to meet  the delegat ions being invited to part icipate in 
this unique conference.  It  is expected that  up to 1500 business 
women from more than 135 count ries will meet  at  the IWBC. 
  
But  if  you can’ t  make it  to one of these conferences there is nothing 
to stop you connect ing with women who can help your business grow 
from your own front  room.  Read business magazines and make a 
point  of get t ing in touch with anyone who looks like they could be a 
useful contact  for you.  Don’ t  ring them up or email them asking what  
they can do for you, though. No, start  off  the conversat ion by f inding 
out  what  you could do for them. Offer to give them publicity in your 
area, perhaps, or to connect  them with a magazine or radio 
programme that  would be interested in their story. 
  
Once you have scoured the magazines and papers for interest ing 
contacts you can start  on the Internet .  There are several websites 
that  really want  to help you get  connected with other women 
ent repreneurs.  Even if  the site is Brit ish, while you are Canadian, the 
chances are that  you will f ind a common link. 
Don’ t  j ust  head for the sites that  have names that  look as if  they will 
be for women in business, think laterally. If  you have an interest  in 
bee-keeping, you may f ind some great  contacts from bee-keeping 
sites. 
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This month a new magazine is launched, called Woman Abroad and I 
am the editor in chief.  For me this is the culminat ion of all my work 
over the last  15 years. Now I can bring together the internat ional 
communit ies and build bridges across borders.  Woman Abroad has 
networking at  its epicent re.  We want  to put  women ent repreneurs 
all over the world in touch with each other.  We want  to tell the 
world about  the marvellous networks and networking opportunit ies 
that  are out  there.  If  you subscribe to the Woman Abroad Network, 
and take the magazine, you will receive free publicity for your 
business to at  least  20,000 internat ional women all over the world.  
Now that ' s a WIN-WIN situat ion if  ever I knew one.  We' ll even give 
you your f irst  copy free.  Simply go to the website and see for 
yourself.  
  
The Internet  has revolut ionised relat ionship building.  I am now going 
to share with you some of the websites that  have helped me to build 
my business.  Maybe they can help you too?     
 
www.winconference.net  
 
www.iwbc.org 
 
www.businesst ree.com 
 
www.ewomensweb.com 
 
www.f lamet ree.co.uk 
 
www.smarterwork.co.uk 
 
www.newcomersclub.com 
 
www.expatexchange.com 
 
www.womenswire.com 
 
www.women.com 
 
Mind, body and sole 
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Fifteen years ago Siv Harestad, who was 18 at  the t ime, was suffering 
from acute tendonit is in her right  arm, back pain and constant  
headaches. She at t ributed this to the st ress she was under at  work.  
First  t rying pain kil lers, then a chiropractor and f inally a 
physiotherapist ,  it  was more than 18 months before her mother 
suggested that  Siv t ried some alternat ive therapy. 
  
After eight  t reatments, taken twice a week over j ust  one month, Siv 
was cured.  The therapy she had chosen was body ref lexology, a 
t reatment  that  is closely related to zone therapy.  Most  people think 
of ref lexology as a t reatment  that  concent rates on the feet , and 
indeed, body ref lexology uses this method.  But  it  also focuses on the 
many ext ra ref lex points that  may be found all over the body, 
part icularly the chest , arms, legs and ears. 
  
Siv became so curious about  the therapy that  had cured her pain that  
she decided to t rain to become a body ref lexologist  herself through 
the Kairon school, which was based in Sweden, but  had pract it ioners 
in Stavanger, Norway, where she was living. In fact  it  was the 
therapist  who had cured Siv' s ailments who then t rained her.  
  
`Before I began to work in this f ield, I had believed that  a body was 
j ust  a body, '  remembers Siv.  `I could not  see the connect ions 
between pyschological and physical disturbances. As a result  it  has 
become my life' s work to help other people to understand this and to 
ult imately  be in cont rol of their own wellbeing. '  
  
Body ref lexology was f irst  used by two  American Doctors,  Fitzgerald 
and Bowers, who  began to use this t radit ional and natural therapy, 
based upon their own scient if ic reasoning and the t reatment ' s 
obvious effect iveness .  The two doctors wrote a book ent it led `Zone 
Therapy' ,  which was published in 1917. 
  
Then, more than 25 years ago, a Swede, called Karl-Axel Lind left  his 
work as an elect rical engineer to focus on what  he calls `the 
elect ricity found in human cells' .   Since then he has created his own 
school, called Kairon, and now has colleagues all over Scandinavia.  
But  then he found Siv Harestad. 
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Her work in Stavanger, a popular expat riate community, led Siv to 
take on several foreign clients.  This exposure to other cultures gave 
her the incent ive to become an expat riate herself.    

 
`I had been married, divorced, had a child, apartment , nice car and 
so on, but  I was feeling stuck.  I decided I needed to take my work to 
another level and went  to Germany.'  

 
A f irm believer in doing what  feels right  and following her intuit ion, 
Siv decided to leave her 14 year old son behind in Norway with her 
husband and move to Heidelberg two years ago where she would 
further her studies and pract ise body ref lexology.  Before she left ,  
Lind ent rusted Siv with the task of taking body reflexology to the rest  
of the world. So, since then, wherever she goes to give t reatments 
she also f inds students.  
  
Put t ing t rust  in her inst inct , yet  again, Siv chose f irst  to visit  one her 
Brit ish clients, called Karen Powell,  who had since repat riated to 
England, in June 2001.  She wanted to f ind some students in Gatwick, 
whom she could teach about  Kairon. Arriving with no appointments at  
all,  Siv left  England two weeks later with three students and a 
number of sat isf ied new clients.   
  
With clients in Germany , Norway and England, within a year of her 
call ing from Karl-Axel, Siv found herself dividing her t ime between 
each count ry.  Karen is a good friend of mine, and before long Siv' s 
message had reached Stamford, Lincolnshire, where I l ive. Inevitably 
Siv now has students here as well as more than 20 eager clients.  Just  
a year after she f irst  set  foot  in England, Siv' s f irst  three students 
have qualif ied and are ready to pract ise off icially. 
  
`I know I am shy by nature, and no-one would have believed that  I 
would dare to speak in public about  Kairon, but  I j ust  take every 
opportunity that  comes my way.  I only  consider whether I have t ime 
to do each specif ic task, and if  so I siimply agree, '  she says. 
  
This at t itude has led her to go to Israel as a visit ing lecturer, so it  wil l 
only be a mat ter of t ime before there are Kairon students there too.  
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Body ref lexology is a versat ile therapy that  goes beyond the body, 
into the mind and effects the soul.  Siv believes passionately that  the 
problems women are burdened with today come as a direct  result  of 
their condit ioning and lifestyle.   
  
‘I believe that  breast  cancer, PMS, childlessness, cellulite and 
metabolic problems are all symptoms of dissat isfact ion, ’  says Siv.  
‘Because PMS is generally accepted, women have an excuse to get  
angry on behalf of the whole world once a month.  If  women spent  
some t ime each week doing something for themselves, such 
symptoms would disappear. ’  
  
To take this theory further it  is interest ing to note that , for example, 
the ring f inger, which represents ‘air’  and thus ‘expansion’  is so often 
rest ricted by the wearing of a wedding ring.  According to body 
ref lexology, air and expansion are represented by the thighs, which 
can so often be larger than women would like. Siv claims that  the 
more women start  to do for themselves, the more weight  will 
disappear f rom the thighs.  It  is also interest ing to note that  a 
collect ion of maj or ref lex points for the breasts, which represent  a 
woman’ s nurturing capabilit ies, are also found on the thighs.  Even 
though I have only met  Siv three t imes over the course of the last  
year, and undergone j ust  four t reatments, her percept ion and advice 
have led me to be more in tune with my values, I have begun to do 
more for myself and my thighs have reduced considerably.   
  
Siv has a knack of being able to assess a previous st ranger after j ust  
one meet ing.  She leaves each client  with j ust  one suggest ion for the 
future, and they ignore her at  their peril.  She has said things such as 
‘you need to breathe’ ,  ‘who crushed your ego?’   or ‘you need to 
change your relat ionship with food. ’   To me she simply said ‘you are 
not  doing what  you want  to do. ’    

 
Not  only can body ref lexology be used to help individuals, but  Siv has 
also achieved success in the corporate world.  Giving short ,  half-hour, 
balancing t reatments to the employees, j ust  twice a week for a 
month, she has watched morale and mot ivat ion rise, and with them, 
the profits.   
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‘When I f irst  performed this in a small company, in Norway, I used to 
telephone them once a month after the t reatment , and j ust  watched 
everything cont inue to improve, ’  she says.  Thanks to Siv’ s 
innovat ion, Karen Powell and the other two newly qualif ied body 
ref lexologists near Gatwick are now able to take this service into the 
south east  of England. 

 
Siv loves her  portable career and is delighted to be able to share her 
skil ls with others, giving them, in turn, a portable career of their 
own.  Body ref lexology uses a series of l it t le plast ic st icks, which 
weigh next  to nothing, to access the ref lex points in the body.  When 
she t ravels, she takes no special massage bed with her, instead, she 
is happy to place a duvet  on a kitchen table and work there. 
  
‘It  feels fantast ic to be free, ’  she says. 

 
FOR MORE INFORMATION 
If you would like to contact  Siv please email her on: 
Sivharestad@hotmail.com 
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Watch Out !  There’ s a Vampire About ! 
 
Vampires do exist .   There is no doubt  about  it .   Rolling her eyes and 
pulling in at  the air in front  of her with splayed f ingers, Maria Paviour 
graphically demonst rates the suct ion power of the Draculas in our 
midst . 
  
Do you f ind that  meet ing with some people leaves you burst ing with 
vitality, while others leave you drained?  When you feel depleted of 
energy, then you may be suffering from the evil bite of an Energy 
Vampire. 
  
Ms Paviour is a director of Synergy Training.  Her workshops cent re 
around the new `thinking millennium' , the home of synchronicity, 
visualisat ion, aromatherapy oils and windchimes. Many New Agey 
topics are on the menu, encouraging delegates to be int rospect ive 
and locate their internal l ight  bulbs.  And you all know how terrif ied 
vampires are of the light . 
  
While the vampire idea is j ust  a metaphor, when you look more 
closely at  the theory the similarit ies are start l ing.  Paviour is so 
convinced that  she has hit  on a valid and valuable theory that  she is 
t rademarking the term Energy Vampire. 
  
`Real l ife vampires do not  drink real blood, they suck out  your 
energy, leaving themselves energised and you completely drained, '  
explains Ms Paviour. 
  
While the original Dracula movies port ray the vampire as an ugly 
monster, later f ilms show him to be dangerously at t ract ive, and that  
is the paradox of the vampires that  move among us today.  They can 
be so hard to resist  that  we want  to please them.  For a moment  at  
least , their interest  in us makes us feel needed. It  is only once they 
have left  that  we feel exhausted and left  in the dark 
  
There are many different  types of Energy Vampire: The Int imidat ing 
Vampire loathes the j oy of others and seeks to dest roy it  in them, 
possessing it  for himself.   He steals souls using fear and polit ics to 
manipulate weaker vict ims to his own ends; The Vampiric Mother 
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Figure lives through others, blaming them for her own failure, making 
them feel responsible for her rescue; The Charismat ic Vampire 
maintains the false impression that  he is desperately interested in his 
vict ims only to steal their souls and take their best  ideas with him. 
  
An Energy Vampire has no desire to drain his vict ims completely.  He 
will need to return and drain them repeatedly to fuel his thirst .   
Paradoxically, Energy Vampires f ind st rong people most  at t ract ive, 
and seek them out  because they have the most  energy. 
  
One of the f irst  steps towards protect ing ourselves from vampires is 
to recognise them.  Vampires cannot  cast  a shadow.  If  someone 
appears to be too good to be t rue, with no visible faults, that  person 
may well be a vampire.  Having no reflect ion a vampire may be 
unwill ing to face the reality of his behaviour. 
  
We have to learn how to deact ivate the vampires around us.  Some of 
the methods are surprisingly t radit ional.  As soon as we become 
aware that  someone is act ing like a vampire he automat ically loses 
his hold.  Vampires are cool, detached, non `people-oriented'  
characters who do not  know how to cope with warm and loving 
behaviour.  Here the stake through the heart  metaphor refers to the 
fact  that  once you have found your own self-worth the vampire' s 
unloving behaviour will not  harm you.  A vampire cures himself by 
`opening his heart ' ,  learning to love and have emot ions. 
  
In a business set t ing, garlic is seen to represent  simple love.  We use 
`garlic'  to protect  ourselves and therefore listen without  j udging, 
support  others and recognise their value.  
  
`We are not  perfect .  We need to recognise the vampire within 
ourselves too and work out  when it  is l ikely to be act ivated.  When 
we are too needy, for example, or lack integrity, that  is when we will 
drain others of their energy,'  cont inues Ms Paviour. 
  
Be aware when you make a martyr of yourself or use piercing looks to 
get  your own way, when you condemn others for misunderstanding or 
not  appreciat ing you.  Feeling energised when you have off loaded 
your problems onto someone else is another indicator. 
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In a business situat ion vampires are rife. Rumour, polit ics, stealing 
ideas and manipulat ive behaviour are typical of  vampires who are 
always hungry, never ceasing with their demands. 
  
Gladys Gibson, a t raining manager for Courts, at tended the Moving 
into the Millennium workshop. She sees value in any theory that  helps 
people to work bet ter together. 
  
`The workshop was excit ing and full of posit ive ideas and new 
thoughts, '  she says, `I can fully appreciate the validity of the vampire 
concept  in the workplace.'  
  
The Energy Vampire theory is surprisingly simple to understand and 
assimilate into our working lives.  So see the light , grab the garlic and 
sharpen those stakes. 
 
Synergy Training can be contacted on 01825 830221 
 
ht tp:/ / www.synergyt raining.co.uk 
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Opening Doors all Over the World 
 
If  you want  your business to survive in today’ s compet it ive, global 
world, then you need to network. If  we are to network effect ively it  
is not  a quest ion of collect ing business cards, but  collect ing  f r iends.   
Where bet ter then, to create and nurture the kind of friendships we 
need, than in a place where other, female business owners j ust  l ike 
us, are guaranteed to congregate?  
  
But  networking locally can no longer be the sole object ive of the 
small business owner.  Today we need to grow our business globally 
too.   
  
There are current ly hundreds of networking groups in the UK, and one 
of the oldest  and best  connected of them all will celebrate its 50th 
anniversary in Glasgow in October 2004. The Brit ish Associat ion of 
Women Ent repreneurs (BAWE) is the Brit ish aff il iate of the Worldwide 
Associat ion of Women Ent repreneurs, which was init ially founded as 
Les Femmes Chefs d’ Ent reprises Mondiales (FCEM) by Yvonne Foinant , 
the head of a French steel works, way back in 1946.  The Glasgow 
conference is something of a milestone for BAWE, for not  only will it  
hold  the 52nd FCEM world conference, but  also host  the f inals of the 
FCEM Female Ent repreneur of the Year award 2004. 
  
Thanks to the incredible work of this forward looking French female 
business woman, BAWE can now claim to be part  of an associat ion 
that  is connected to 40 count ries and 50,000 members worldwide. 
  
Arline Woutersz is another forward thinking businesswoman with a 
passion for networking.  With a st ring of successful London based 
businesses to her name Arline also took over the reins of BAWE and 
has been President  since 1994. She has, with the help of her Council,  
brought  the group well and t ruly into the 21st Century. 
  
‘The mission of BAWE is to l ink women-owned businesses worldwide 
by invit ing them to widen their vision for import  and export , ’  
explains Arline. ‘We can facil itate networking with inf luent ial 
decision makers all over the world through our personal connect ions 
and nat ional and internat ional conferences. ’  
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BAWE is not  for profit  and apolit ical and is proud to be connected in 
all the right  places, being a member of the Confederat ion of Brit ish 
Indust ries, Inst itute of Directors, The Royal Society of Arts and many 
others.  The group also holds Non Government  Organisat ion status at  
the United Nat ions and has consultat ive status nat ionally and 
internat ionally at  the European Union, the Council of Europe and so 
on. 
  
‘We work in French and English and the FCEM website is produced in 
several languages, ’  cont inues Arline, who is herself able to work in 
both languages.  ‘It  is our aim to show the best  not  only of Brit ish 
women, but  also of Britain, to foster communicat ion and t rade 
worldwide and to provide networking, advocacy, business and 
personal development  opportunit ies. The fact  that  the group 
facil itates market ing for all it s members goes without  saying. ’  
  
To this end members are encouraged to at tend a range of regular 
networking meet ings, lunches and t raining seminars locally, as well 
as nat ionally.  The members are invited to at tend and part icipate at  
internat ional conferences all over the world.  Five years ago, Arline 
donated a purpose built  t raining room with off ice for use as 
headquarters for the associat ion in the heart  of Marylebone. One look 
at  the website, another of Arline’ s init iat ives, and not  only are all the 
members listed together with their details, but  the list  of future 
events is overwhelming. In addit ion to several seminars in London, 
there are presentat ions and conferences in Germany, Athens and 
Slovenia in May, Morocco in June and Taiwan in October. 
  
In order to be eligible to j oin BAWE, you need to have run your own 
business for at  least  three years, however large or small it  may be. 
Current  members include: Stagecoach companies; manufacturers; 
food-producers; swimming pool and indust rial park engineers; 
medical clinics; hoteliers; tourism experts; recruitment  companies; 
online magazines; inventors networks; fashion designers; couture 
tailors; lawyers and accountants in their own partnerships; 
import / export  companies; public relat ions: j ewellery designers and 
importers; IT specialists; printers and graphic designers; conference 
organisers; t rainers; f inancial/ tax consultants and life coaches.  
  



 

© Jo Parfitt 2003  20 

Maggie Ace runs Ace Training and Regenerat ion and works 
internat ionally helping women to develop their dreams, ideas and 
hobbies into a business. She f irst  j oined BAWE almost  twenty years 
ago and though she left  the group when she moved away from London 
rej oined last  year and is now delighted to be able to help on The 
BAWE Board.  
  
`After at tending a BAWE conference on The Development  of Women 
and Their Businesses in Dubai, last  October, I realised that  the group 
had much to offer regarding networking. At  the same t ime, however, 
I recognised that  I also had a lot  to offer the members in return 
through my own internat ional connect ions, '  says Maggie. 
  
`For me, BAWE' s greatest  st rength is that  it  allows me to meet  l ike-
minded women who are all at  the same level of intell igence and who 
are as commit ted as I am to making business work.  Their networking 
opportunit ies are about  give as much as take, which is very 
important , but  I also welcome the opportunity to meet  with women 
from around the world at  seminars and conferences who become 
friends, not  j ust  business acquaintances.  There is a great  feeling of 
camaraderie at  these events where everyone wants to broaden their 
personal and business horizons. '  
  
Gloria Giles j oined BAWE for the f irst  t ime 18 months ago.  She runs a 
conference and exhibit ion management  company called Global 
Impact  from London. 
  
`My work takes me all over the world, '  explains Gloria. `I work in 
Dubai, Abu Dhabi, Lebanon, Uzbekistan, Mexico, Spain and the UK but  
mainly in the Middle East  where I have been working for 20 years. 
BAWE has been an enormous help to me, especially, with the Middle 
East  and Spanish conferences. It  has opened doors throughout  the 
world to enable me to f ind superb speakers and t rainers. Arline 
Woutersz is a dedicated President . '  
  
`I am passionate about  helping women to make the connect ions they 
need, not  j ust  in the UK, but  worldwide, '  says Arline. `I am also very 
commit ted to keeping Britain in the forefront  of a world associat ion, 
to keep the lines of communicat ion open and serve as a Vice 
President  of FCEM to enable me to do this. When a member asks me 
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for help, especially when they wish to export ,  I do my best  to help 
them personally, and what ' s more, I usually succeed.'  
 
 
If  you would like to know more about  the work of the Brit ish 
Associat ion of Women Ent repreneurs please go to their website on 
www.bawe-uk.org 
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Grow Your Own Networks 
 
For many, the idea of networking st ill conj ures up a picture of a self-
important  person entering a room and immediately handing business 
cards to complete st rangers.  Nothing could be further from the 
t ruth. In fact  effect ive networking is as natural as tending a garden. 
  
Gwen Rhys is the founder of ew-network and t ravels all over the 
world inspiring people to network effect ively and easily.  

 
`I believe that  networking is all about  developing and nurturing a 
network of contacts in order to maximise opportunit ies for oneself 
and others, '  says Gwen.   

 
We need to network for personal and professional reasons and our 
contacts are found in a range of dif ferent  circles. We need to f ind 
role models and mentors who can inspire us.  We need to be in an 
environment  where we can shine and lead. We need to be in a 
posit ion to hear of excit ing new seminars, books or theories. And we 
also need to be amongst  people who are in a similar indust ry, 
posit ion or t ime of l ife so that  we can keep up to date. 

 
Client , cheerleader or soulmate? 
 
It  is easy to avoid the school Parent  Teacher Associat ion because you 
feel it  will never help your career.  But  networking is l ike gardening.  
And the best  gardens thrive on variety.  You need cl ient s, sure. But  
you also need the people I call cheerleaders.  You need to f ind 
people who can tell other people about  you and pass on referrals.  
You also need to meet  soulmat es you can call on for support  and 
brainstorming.  

 
Network with passion 
 
So, how can you get  down to networking without  seeming like a 
brazen business card waver?  Easy. Forget  networking and think about  
making friends.  We like people who are l ike us and with whom we 
have much in common.  When you meet  someone for the f irst  t ime 
the t rick is to start  talking, not  about  business, but  about  passions, 
hobbies and dreams.  This subj ect  will allow you to connect  on a 
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deeper level. Before you know it  you will both feel you have made a 
f r iend, rather than a cont act  and you’ l l exchange business cards 
anyway.   

 
Now, if  your passion is gardening, so much the bet ter .  .  .  

 
  
Feed your fr iendships 
 
Just  as you need to feed your f lowers, you also need to feed your 
contacts -  that  is if  you want  them to cont inue being clients, 
cheerleaders or soulmates.  So take t ime to talk to them, remember 
to thank them for any referrals and meet  them for coffee somet imes. 
Nurture your contacts by passing on informat ion that  you know will 
be of interest , news of a concert ,  connect ions or details of a 
gardening cent re sale. Giving gif ts l ike this, that  cost  l it t le or 
nothing, is a great  friendship fert il iser. 
 
Gwen Rhys agrees. ‘A network of contacts is a l iving ent ity, after all 
it's made up of people, and it  needs to be developed and nurtured.  
Reciprocity is a key word. ’  

 
Focus on the f lowers 
 
Stop for a moment  and consider all the new contacts you have made 
over the last  year.  Have you ever realised who might  have referred 
them to you in the f irst  place?  Chances are that  most  of  your 
contacts originate from the same few people.  In his book The 
Tipping Point ,  Malcolm Gladwell describes these people as 
Connectors. We all need Connectors in our garden and it  is worth 
spending t ime nurturing them.  But  at  the same t ime take a moment  
to think about  the people you spend most  of your t ime with.  If  the 
people you spend most  of your t ime with rarely bear fruit ,  you should 
maybe think about  t rimming the t ime you devote to them.   
 
Seeds and weeds 
 
Keep sowing new seeds and making new contacts all the t ime.  In 
their book How t o be Your Own Careers Consult ant ,  Gary Pyke and 
Stuart  Neath claim that  todays’  successful professionals need to meet  
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25 new people every month.  This is as many as we used to need to 
know during an ent ire career.   

 
Weeding is more dif f icult .  We need to remove people from our 
database in order to make bet ter use of our t ime.  In his book 
NLP4Net working, author, Dr Ian Halsall endorses the idea that  a 
network is l ike a garden.  He agrees that  weeding is a bit  of a 
bugbear. 
 
‘Very few people are good with the process of weeding, ’  he writes. 
‘This is largely because people confuse “ loyalty”  with “ inert ia” . ’   So, 
ask yourself whether you really love those weeds or whether you are 
j ust  too lazy to get  rid of them. 

 
As Canadian networking guru, Donna Messer says: ‘It ’ s not  what  you 
know but  who you know that  makes your business grow.’  So start  
sowing the seeds for your next  connect ions now. 
 
 
Sidebars 
 
Ew-network is on www.ew-network.com 
Gwen Rhys can be contacted at  www.gwenrhys.com 
Donna Messer can be contacted at  www.connectuscanada.com 
 
How To Be Your Own Careers Consultant  is published by Momentum 
The Tipping Point  is published by Abacus 
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New Year Reinvent ions 
 
New Year is t radit ionally a t ime for ref lect ion and resolut ion. We 
ref lect  on what  the previous year may have brought  us and consider 
where we made mistakes, where we succeeded and how we might  
make improvements.  We resolve to do things bet ter next  t ime and 
start  the New Year f il led with resolut ions.   
  
On several occasions, during the early part  of January, I have lost  a 
maj or client  and my priorit ies have shifted.   
  
Each t ime you lose a j ob, lose a client , or move to a new locat ion you 
need to pick up the pieces and start  again.  You need to reinvent  
yourself.   Over the past  15 years locat ion, luck or l ifestyle have 
dictated my own regular need to reinvent  myself.   It  is perhaps over 
the Christmas holidays, or in fact , any holiday, that  we become most  
in tune with what  mat ters to us and where our st rengths lie.  Time 
off provides the perfect  environment  for self-assessment  and 
ref lect ion.  It  is a t ime when we are out  of our normal rout ine. A 
t ime, perhaps, when we go back to domest icity, leisure pursuits or 
t ravel.  A t ime when dif ferent  things start  to mat ter.  And we get  
back in touch with our non-working side.  Don' t  ignore the fact  that  
elements of your alter ego could f ind a home in your career too. 
  
If  you need a lit t le inspirat ion to help you with your resolut ion, why 
not  consider promising yourself that  you will f ind focus during 2003. 
That  you will discover where your t rue st rengths and passions lie and 
do your best  to work according to them. 
  
Working from passions alone cannot  always be lucrat ive, part icularly 
at  f irst ,  but  a few years ago,  I learned that  I might  have both a 
career and a j ob.  My j ob was the thing I did that  earned me the most  
money  in the least  amount  of t ime.  My career was the work I did 
that  f il led me with energy and passion.  Over t ime, the two merged 
and my  career was able to fulf il my f inancial obj ect ives too.   
  
This year, give yourself permission to ref lect  and to f ind your focus.  
Then make a resolut ion that  you will focus on turning your j ob into a 
career too. 
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Would you like  more free ebooks? 
 
 
This inspirat ional ebook has been writ ten by Jo Parf it t .  You can 
contact  her on j oparf it t@career-in-your-suitcase.com 
 
More free ebooks are available from: 
 
Career in Your Suitcase 
www.career-in-your-suitcase.com 
for ebooks: 
·  So, you want  a portable career? 
·  So, you want  to write a book? 
 
Nancy Schlessinger 
www.myt ipsbooks.com 
for an ext ract  from Nancy Schlessinger' s forthcoming book, ent it led 
`Understanding Misunderstandings).  This chapter focuses on dealing 
with bullies and is to be highly recommended. Just  go to the site and 
click on Nancy’ s Download.  
 
Your Market ing Mat ters 
www.yourmarket ingmat ters.co.uk 
for ebooks relat ing to market ing your business for less. John is t ruly 
inspiring and very generous with his no nonsense knowledge. 
 
·  Discover how to write kil ler ads  
·  61 sales-boost ing, stealable art icles  
·  Totally free web resources  
·  ebook submit ter  
·  Unlimited profits  
·  Magic let ters 
 
 
 


