by Mary Ellen Bates, Bates Information Services

mere thought of a roomful of people exhausts me; my

idea of a perfect evening includes no more than a quiet
room, my dogs nearby and a good book. And yet... | have
learned to look forward to professional conferences, par-
ticularly AllP's annual conference. (And yes, the AlIP 2018
Annual Conference in Minneapolis, MN is coming soon—
register now at )

I ike many independent info pros, | am an introvert. The

Sure, most of my marketing is still done from the comfort
of my home, where the office dress code is jeans and a
t-shirt. | am giving webinars, writing columns, blogging and
participating in social media, and sending email—all great
ways to build my brand and cultivate my referral network
from behind my keyboard.

| still get exhausted when | am surrounded by people all day,
but | have also found that getting out and spending time
face to face has benefits that | can’t get from non-meat-
space activities and interactions. And I'm not talking about
local business referral networks; while those may be effec-
tive for some infopreneurs, we introverts are not the sort of
person likely to have a large network of acquaintances who
frequently need referrals from us. Rather, | mean meetings
of professionals with whom we have something on com-
mon and where we can learn something new. This may be
a local chapter meeting of an association your prospects
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belong to, a Meetup on a topic you're interested in, or a
multi-day professional conference.

Following are my tips for how we introverts can get the most
from our time out there in rooms full of people and, maybe,
even enjoy ourselves.

Pause. Plan to get to your meeting destination five or ten
minutes early. Find a quiet spot and write down any pend-
ing thoughts or concerns, to clear your mind of distractions.
Remind yourself of what you want to accomplish during this
meeting—to learn more about your market’s biggest con-
cerns, to meet three people you can continue a conversation
with later, to get new ideas on a topic you care about, and
so on. Set a clear intention that, during conversations, you
will talk 25 percent of the time and listen 75 percent, and
that you will learn at least one new thing from the event.

Listen. Introduce yourself to the people sitting on either
side of you; find out what interested them in attending

the event, what they enjoy the most about their job, or
how they got into their line of work. Hearing how your
colleagues describe their challenges or interests helps you
understand how they see the world, and successful infopre-
neurship depends on staying open to new perspectives.

Cultivate serendipity. One of my most successful conference
experiences, in terms of connections made and new client


http://aiip.org/conference

relationships started, was
spent doing, well, nothing.

| found a hallway or lobby
where there were plenty of
people walking by, and | just
sat on a bench and casually
made eye contact with peo-
ple walking by. A surprising
number of people would stop
and chat for a minute, and
some of my most interesting
new ideas and connections
came from these random
conversations.

Set measurable goals. Prom-
ise yourself you will talk with at least, say, six people and get
their business cards. Yes, it's fine to hand out your card to
them, but it is much more important to gather your con-
tacts’ cards so you can follow up after the meeting with a
personal note. If you are attending an event that required a
big investment of time or money, plan ahead for other ways
to maximize your investment. Set up meetings with speakers
or clients, talk with exhibitors to get their impression of the
market and write a blog post about what you heard, and
join in dinner dine-arounds.

Just do it. Even if you don't feel like it, just show up. Those
evenings when it is cold and raining and you would rather
stay home are the best times to go out to a meeting. The
people who do show up are motivated, which means they
are more likely to be interested in what you do. And you can
always talk about the weather!

Find your mantra. When | am in the third day of a confer-
ence and wondering why I'm doing this, | repeat my mantra:
“Everyone has to market themselves; | only have to do this a
few times a year.” When | am walking into a reception and
feeling daunted, | remind myself that all | have to do is ask
someone a question and then listen. Figure out what helps
you calm the butterflies in your stomach and the voices in
your head telling you to flee. Repeat as needed.

As challenging as face-to-face events can be, consider
them the infrequent price we introverts pay for working
independently, and a great way to glean new insights from
unexpected sources.

Mary Ellen Bates has been an info-
preneur since 1991. In addition to her
business decision-support services, she
offers strategic coaching to new and
long-time solopreneurs. See more at

or call her at +1 303
772 7095.

Access Millions of Online Business
and Financial Articles, Reports and More

Consider joining the Mechanics' Institute of San Francisco.
Founded in 1854 to serve the educational and social needs of
artisans, craftsmen, and inventors, the Mechanics’ Institute and
its library, chess room and rich calendar of events is a favorite
of avid readers, writers, chess players, and the 21st century
nomadic worker.

Membership includes access to several databases including:
Business Insights Essenfials
Gale Business Collection
Hoover's
Mergent Intellect
Morningstar Investment Research Center

Reference USA

Valueline Resource Center

and thousands of ebooks, eaudiobooks and emagazines. You

don't have io be local to enjoy the benefits of membership, but

we welcome you to come visit! You also have visitor privileges
at 10 other membership libraries:

hitps: //www.milibrary.org/membership-libraries

Membership just $120/year
hitps: //www.milibrary.org/join

57 Post Street
San Francisco, CA 94104
+1 415.393.0101

Need Primary Research?

Sometimes secondary research alone isn’t enough
to answer your clients’ questions. If you need
primary research, work with a fellow AllP member!

Linda Rink will help you choose the best
methodology for your objectives, budget and
schedule. RINK Consulting offers a full range of
research services, including:

Online Surveys

Executive & Consumer Interviews
Focus Groups

Quantitative Surveys

Mystery Shopping

“Marketing Intelligence for Business Success”

www.LindaRink.com
215.546.5863
Irink@LindaRink.com
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