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THE VOICE OF BUSINESS FOR THE CITY AND TOWNSHIP OF LANGLEY

Network by design, not default
Reprinted with Permission from Rick Spence, Financial Post

• FEBRUARY •

General Dinner Meeting
T U E S DAY, F E BRUA RY 21, 2012
Cascades Casino, Coast Hotel & Convention Centre
20393 Fraser Highway, Langley

Business Development at

When
With special guest presenter:

Jean-Paul Laube
Business Development Manager at
Abbotsford International Airport

■ Networking: 5:00 pm to 6:30 pm (Dinner)
with presentations to follow
■ RESERVATIONS REQUIRED
BEFORE 5PM FRIDAY, FEBRUARY 17TH!
■ Members: $30 +HST
■ Non Members: $45 +HST
■ RSVP: 604.530.6656 events@langleychamber.com
Cancellation Deadline: 24 hours prior.
Sorry, “No Shows” will be invoiced.

Michael
Hughes began his new
career as an independent
marketing consultant in
Ottawa, he was like a lot
of business professionals
turned entrepreneurs:
He wanted to do the
work, not the selling.

“I kept thinking that as
soon as I found the right
sales manager, things would
go great,” he says. Ten years
later, he’s changed his tune.
“Now I’m comfortable being
a sales professional. No one
can sell you like you.”
That could be his mantra. Today Hughes is known
as North America’s top networking guru, offering keynotes, seminars and coaching
on the fine art of personal
networking. I recently sat in
one of Hughes’ full-day seminars, and found it eye-opening. Most of the business

people I know say they’re
no good at networking, and
now I believe them: The way
Hughes tells it, there’s a lot
more to strategic networking
than small-talking people at
business functions and handing them your business card.
Hughes views networking
as a holistic business process,
a range of activities and skills
that are carefully planned
and honed. For instance,
you have to understand what
business you are in, and how
you create value, and you
have to be able to articulate
how you create results for
your clients. Without that,
all the charm and charisma
in the world won’t save you
when you go to networking
events.
Networking isn’t about selling. It’s about launching and
nurturing relationships. And
it’s not about handing out
your business card. It’s about
getting other people’s cards,
and having a strategy for fol-

lowing up that will convince
them of your professionalism, competence and sincere
personal interest.
Hughes defines networking as “the intentional process of creating and developing relationships, from initial
contact to ultimate outcome.”
Now, I began to understand
why Hughes’ session takes a
full day.
One of his key tenets is
an insight gained early in
his business-development
career: You have to have a
target market. You can’t just
go around to random events
hoping to connect with people who need your products
or skills. You have to target
groups that are flush with
those kinds of people. Then
you have to make one group
a priority - say, an industry
association - and burrow in
deep. Attend all the meetings
and events you can, and get
to know everyone involved.
In Hughes’s case, he was

targeting a general business
audience - so what better
market than the Ottawa
Chamber of Commerce? To
build his business, he spent
so much time on chamber
activities he became chair of
the organization - a multiyear crusade he says laid the
groundwork for his success.
“You need to be part of your
community,” he says. “Do
this by design, not default.”
Hughes used his experience to devise a multi-step
plan for leveraging your
prime networking group:
Leverage your network’s
network Ask friends and
acquaintances what other
networks they belong to and
ask to go along. “You have to
have a network mindset,” he
says - the fundamental point
of which seems to be that all
networks are interconnected.
Develop a free talk Hughes’
most successful sales tool
turned out to be the free
…continued on page 2

Voted 2011 Best of the Best
Hotel in Langley/Surrey
• 85 luxurious guest rooms
• Indoor pool & hot tub
• Convenient Highway 10
location
• Perfect for corporate
travelers or relaxing
weekend getaways
www.RamadaLangleySurrey.com
com
m • Ph
Ph: 604-576-8388
19225 Highway 10, Surrey, BC V3S 8V9 • Toll-free Reservation Line 1.888.576.8388

Furniture & Accessories Rental Company now here to serve you

Offering a Wide Selection of Unique & Top Quality
Furniture & Accessories at Competitive Pricing
Unit# 3 - 6263 202nd Street, Langley
Call for Appointment to View our Selection

604-857-0102

www.wowfactorstagingrentals.com

Your Community
Builder

From Our Family to Yours
24726 - 52nd Avenue, Langley, BC, Phone: 604-856-2431
Open Monday - Saturday 9:30 am - 6 pm
Sundays 10 am - 5 pm
Visit us at our deli and bistro in Langley or
check us out online at:

3600 248 Street 604 856-2517 www.ottercoop.com
Locations in Aldergrove, Langley, Abbotsford, Surrey, Delta and Pitt Meadows
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— President’s Report —

Your Chamber is the Voice of Business

A

Canadian-made
Quality Furniture
& Mattresses
PROUD CHAMBER MEMBER SINCE 1993

20273 Fraser Highway

604-534-4611 s mclearys.com

Country Meadows
3070 264th St., Aldergrove, BC
604-856-9880 toll free 1-800-834-0833

main purpose of the
Chamber of Commerce
in a community is to be
the ‘Voice of Business’. This generally refers to advocacy efforts
to address government legislation and regulations at all levels
that negatively impact business
success. Activity in this area is
difficult to demonstrate to our
members as it requires extensive
research to formulate achievable
resolutions, lobby efforts to seek the support of our partners
at the British Columbia and Canadian Chambers, and presentation to the various government ministries and elected
officials.
This month, we appeared before City and Township Councils to request that they implement an Inter-municipal Mobile
Business License with other Fraser Valley Communities,
similar to programs in place in a number of regions in British Columbia. The license would be valid in all participating
communities, eliminating the need for mobile businesses to
apply for separate licenses in each municipality. In order to
strengthen our presentation we partnered with other Fraser
Valley Chambers, the BC Chamber of Commerce and Small

Business BC to produce a short video to demonstrate the
value and success of Inter-municipal Mobile Business Licenses
in the Okanagan and Victoria regions. I encourage you to visit
the Chamber website at www.langleychamber.com to view
the video!
Other advocacy issues that we are working on are proposed changes to the Property Transfer Tax to help boost the
construction industry, return of the business vote, updated
recommendations concerning dredging of the Fraser River,
equalization of business taxation and numerous transportation related issues.
The Aldergrove Border Crossing is an issue the Chamber
has been following and advocating for since 2009! We are
currently working with numerous community partners and
elected representatives to make a business case for continued
commercial processing and future extension of operating
hours.
Many of the advocacy issues mentioned above will be
advanced to the BC Chamber of Commerce AGM in Penticton this May and to the Canadian Chamber of Commerce
AGM in Hamilton, Ontario in September to seek the support
of the business communities in British Columbia and across
Canada.
Denni Bonetti, President

www.bestwesterncountry.com

Now featuring our
luxury style Pillow top
Ask about our Business Class and Jacuzzi Suites where
Mattresses, Duvets,
comfort and luxury awaits you.
HD TVs in Guest Rooms
and with our
Call us now to book your accommodation
and Best Rates in the Valley!
Full Hot Buffet Breakfast
along with
**Special Wedding Group Rates available***
Centrally located between Langley & Abbotsford on 264th St & Fraser Hwy intersection. Indoor Pool & Hot tub.

Completely Renovated ~ New Elevator

t'6--:3&'3&4)&%
3&/07"5&%
t'SFF&YQSFTT4UBSU#SFBLGBTU
#VGGFU
t1SJPSJUZ$MVC3FXBSET

STAY
INDULGENT.

)PMJEBZ*OO&YQSFTT4VJUFT¹
-BOHMFZ
UI4USFFU
-BOHMFZ #$7.:

XXXIJFYQSFTTDPNMBOHMFZCD

STAY YOU.™

Visit our exciting website

39

Langley.ca
“39 years in Langley”

• Interactive • Products
• Estimators • Videos
Nufloors Langley • 304 - 20771 Langley Bypass, Hwy. #10
604-533-4231 • fax 604-533-5052

Network by design, not default
presentations (e.g., “The five top networking mistakes”) he created and
would present anywhere, to anybody,
on request. Don’t use your talk to sell,
use it to give away your best stuff to
demonstrate your value, he says. “Focus
your talk on value, and people will be
drawn to you.”
Contribute to the group’s success
Look for an area of “need, interest or
value” to the organization and a way to
participate that will make a difference.
Take on a leadership role - one that’s
aligned with your professional capacity.
At the Ottawa chamber, Hughes took
responsibility for welcoming new members. He created free quarterly introductory sessions for new recruits, making
sure “every new member got a piece of
Michael Hughes.” That tactic alone, he
says, produced two of the biggest contracts of his career.
Always ask for referrals Most of your
business and referrals, he says, will
come from the 5% of your contacts

continued from front page

“It’s not a
shotgun strategy,
but a laser
strategy”
who matter most. So you have to identify these VIPS and focus most of your
attention on them and their networks.
“It’s not a shotgun strategy, but a laser
strategy,” he says.
To prioritize your leads, Hughes suggests making a list of all the important
contacts, clients and influencers in your
business, and then rate them (from 1
to 10) according to key attributes: your
level of comfort with each other; the

amount of trust in your relationship;
the potential of each individual (and
their network) to your business objectives; and the amount of fun in your
relationship.
The people with the highest composite scores are the high-value relationships you should focus on most. Get to
know them better and develop a contact
plan and follow-up strategy for each.
Your goal is to build the relationship on
three pillars: trust, value, and reciprocation. Before you can expect anyone to
do anything for you - or even pay attention to you - you have to demonstrate
your value to them.
Clearly, networking is harder work
and involves more heavy thinking and
planning than most of us realize. But it
beats selling!
Rick Spence is a writer, consultant
and speaker specializing in entrepreneurship. His column appears weekly
in the Financial Post. He can be reached
at rick@rickspence.ca.

The Chamber welcomes new members
...........................
PAYNE PACIFIC CONTRACTING
Timothy Payne
205 – 6339 200th Street
Langley, BC V2Y 1A8
778-278-3676
ppcprojectcoordinator@shaw.ca
www.paynepacificcontracting.ca

...........................

Photo courtesy of Dennis Davidson of Keepsake Portraits
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Fraser Valley Chambers of Commerce
Business Showcase

Wednesday, April 11, 2012, 2:00 - 7:00 pm
Tradex, 1190 Cornell Street, Abbotsford

Promote your business at the largest Valley networking event all year.
An estimated 1,200 + business owners and decision makers attending.
Who Should Exhibit?
x Fraser Valley Businesses Small to Large
x Companies with Business to Business Sales
x Not for Profit Organizations
x Home Based Businesses

Surrey/Langley’s

Award Winning Hotel

Register online for exhibit space and/or complimentary tickets at
www.abbotsfordchamber.com.
Sponsored by: Abbotsford International Airport, Sudden Impact,
& The Abbotsford News

Chamber membership benefits
Did you know that as a Chamber Member you are eligible for a whole list of promotional opportunities…
all a benefit of membership! Two of our most popular programs are below.
For more information on these programs, or to participate, please contact the Chamber office at 604-530-6656.

New Member Welcome Packages

• Investment: $800.00 + HST
• Includes promotion at the Monthly Dinner Meeting.
• Recognition of sponsorship will be on the home page
of the Chamber website (www.langleychamber.com).
• You receive a full processed colour profile on the front
cover of “The Voice of Business” Chamber Newsletter
(500 words with logo or photo).

We currently provide a package to our new members
that includes a letter of welcome, Chamber related
information, benefit information and any information on
upcoming events and programs. Add YOUR promo item
to this package and let our new members know that you
welcome them to YOUR business community.

Wednesday, February 29
Speaker: Martin van den Hooven Facilitator, Trainer and Instructor for 4-DTeamSpirit
■ abc Country Restaurant (19219 56th Avenue, Surrey)
■ Registration: 6:45 am to 7:00 am
■ Introductions and Presentation: 7:00 am to 8:00 am
■ Networking to follow.
■ Members: $20.00 + HST
■ Non-Members: $25.00 + HST
Breakfast Is Included!
■ TO REGISTER and PRE-PAY: Please call the Chamber office at
604-530-6656 or email events@langleychamber.com
■ No tickets at the door and no shows will be invoiced.

“Met my expectations and then some. Very informative.”
“It was a great event. Thank you. I found the speaker to be very dynamic.”
“Great event!”
“I found the meeting very beneficial. This meeting was insightful for the do’s
and don’ts with networking.”

LANGLEY CHAMBER VOICE OF BUSINESS CONTACTS:
Lynn Whitehouse
Greater Langley Chamber of
Commerce
Executive Director
604-530-6656
lynn@langleychamber.com

19500 Langley Bypass, Surrey
604.530.6545 | www.hamptoninnlangley.com

Fresh Authentic
Greek Dishes

Jaclyn Van Den Berg
Voice of Business
Newsletter Coordinator
604-530-6656
events@langleychamber.com

Barb Sytko
Langley Times
Advertising Sales
Coordinator
604-533-4157
barb@langleytimes.com

Daily and
Early Bird
Specials
Open 7 Days for Dinner

KOSTA’S GREEK

R E S TA U R A N T

LIVE MUSIC FRIDAY & SATURDAY

Take Out and Free Delivery

Proud supporters of the Chamber of Commerce

20080 FRASER HWY, LANGLEY • 604-530-9531

Country Charm

The Benefits of Team Social Context
Management using 4-D Systems

What are people
saying about our
Business Breakfast
Club events?

oms

Centrally Located and easy to ﬁnd on Hwy 10

Luxury with

— FEBRUARY BUSINESS BREAKFAST CLUB —

Join us and learn how
to develop excellent teams
by guiding team members
through differentiating the
four dimensions of personality and assisting them in
building team behaviours
and team social contexts
that lead to meeting team
results.

ng Ro

• Flexible Meeting Rooms for 10 to 100 People
• Bright Space with Full Windows and
Natural Lighting
• Corporate Breakfast, Lunch and
Dinner Group Menus
• Free High-Speed
Internet Access

Exhibit Space Starting at $199

Sponsor of the Month Program

Meeti

• Deluxe complimentary
continental breakfast buffet
• Indoor tropical pool, jacuzzi
& ﬁtness centre
• Complimentary hi-speed internet
• Business class rooms available
• ABC Country Restaurant on site
• Voted “Best of the best” in Langley

Best Western Langley Inn
THE WORLD’S LARGEST HOTEL CHAIN®

5978 Glover Road Langley
604-530-9311 • 1-888-530-9311
www.bestwesternlangley.com

Each Best Western® is independently owned and operated. Best Western and the Best Western marks are service marks or
registered service marks of Best Western International, Inc. © 2009 Best Western International, Inc. All rights reserved.

Now
Offering
Summer Daycare
for 3 & 4-year-olds

OPEN HOUSES
Topham Location
Tuesday, Feb 7th
5:30-7:00
PRESCHOOL, 4 YEAR OLD CARE West Langley Location
Thursday, Feb 9th
& OUT OF SCHOOL CARE,
5:30-7:00
ols
Scho
West Langley Elementary

Located at Topham &

www.kidsinthegrove.com 604-882-4909
For your large projects... For your small projects...

And EVERYTHING in between!

Country Lumber Ltd.
WHERE SERVICE
COMES FIRST

Monday - Friday 6:00 am - 5:30 pm
Saturday 7:00 am - 5:00 pm
Sunday Closed for family day

22538 FRASER HWY, LANGLEY • 604-533-4447
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Country Lumber
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Join us for the Chamber’s February …

OPEN LATE FOR BUSINESS!

H

Buy Rite Business Furnishings
www.buyritebc.com
Tuesday, February 28, 2012
301 – 20560 Langley Bypass
4:30 pm to 6:30 pm
   
    
    


RSVP … This event is complimentary for guests to attend but an RSVP is
appreciated for catering purposes.
Please call 604-530-6656 or email events@langelychamber.com
to RSVP today!

     
    
  

   

       

Congratulations David Esworthy!

$

20 off

your first cleaning
Minimum 2 hours

Dedicated to Helping Single Moms Earn a Living and Be With Their Children

www. mommymaids.com

604.533.4959

• LANGLEY • ALDERGROVE • SURREY • WHITE ROCK • CLOVERDALE • DELTA • ABBOTSFORD

A HUGE congratulations to our very own
David Esworthy for being been chosen as part
of the B.C. Sport Hall of Fame’s class of 2012
for his part in the equestrian community as a
rider, judge, steward, competition organizer and
industry advisor.

Darnell & Company
Lawyers

Protecting you and your future

WHO’S WHO at the CHAMBER
202-6351 197 Street, Langley
www.langleylaw.ca | 604-532-9119

EXECUTIVE COMMITTEE

c
(
a
G
2
L

Advice
that’s
right
for you.

CIBC Imperial Service® is most appropriate for individuals
of Canadian Imperial Bank of Commerce (“CIBC”). Banki

For objective advice
that’s right for you,
call me at
(604) 455-2680 ext. 344
at the CIBC Walnut
Grove Banking Centre
 

20191-88th Ave.
Financial Advisor
Langley, BC.
CIBC Investor Services Inc.

15 Steps to Business Readiness

T

Treat Yourself or Someone You Love
this Valentine’s Day!

President: Denni Bonetti, Bonetti Meats (2010) Ltd.
1st Vice-President, Angie Quaale, Well Seasoned Gourmet Foods Inc.
2nd Vice-President, Jeremy East, BDO Canada LLP
Secretary-Treasurer, Kristine Simpson, KPMG
Past President, Milt Kruger, OfficeCore Business Solutions

COMMUNITY DIRECTORS
LANGLEY CITY:
Jamie Moi, Dominion Lending Centres – West Coast Mortgages,
NORTH LANGLEY:
Vivian Barber, Facet Advisors Inc.
SOUTH LANGLEY:
Danielle Nielsen, Aldergrove Credit Union
ALDERGROVE:
Michelle Chandra, Sutton Group – West Coast Realty

DIRECTORS AT LARGE
Brian Dougherty, Horizon Landscape Contractors
Linda Harkinson, Greystone Promotional Products
Scott T. Johnston, Campbell Burton & McMullan LLP
Sharon Newbery, Coffee News
Mary Reeves, Big Brothers Big Sisters of Langley
Scott Waddle, Precision Auto Service Ltd.
Jaclyn Van Den Berg, Events and Communications Coordinator
Greater Langley Chamber of Commerce.
#1 - 5761 Glover Road, Langley V3A 8M8 | 604-530-6656 |
Fax: 604-530-7066 | Email: events@langleychamber.com
www.langleychamber.com
Check out the Greater Langley Chamber of Commerce on Facebook at
http://www.facebook.com/langleychamber

osted on a monthly basis by interesting Chamber member
businesses, these events are the perfect opportunity to connect with Langley’s business community in a casual and fun
environment.
Join us for appetizers, desserts, beverages, door prizes, sales on furniture or ergonomic accessories, surprises and more!
Who is Buy Rite Business Furnishings? Buy Rite Business Furnishings is a comprehensive business interior solutions provider of new
and used office furniture. We work directly with each client to ensure
the best deal possible for top quality office furnishings! We foster a
long-term relationship with each and every client, and take pride in
knowing we offer top-notch customer service. We put our best foot
forward by offering many years of experience, and utilize all resources
possible to respond to each client’s project, whatever the scale.

he key to business readiness
is looking ahead and planning before the event strikes.
Reducing hazards must become part
of your daily routine. Involving staff
is critical to making the plan work talk to them about what needs to be
done and why, as you follow these
steps.
1. Brief staff. Tell your staff what
they have to do before, during and
after an earthquake - at home, at
work, in the office, or on the road.
Emergency preparedness brochures
are available from your local municipal emergency program. Give a
copy to each employee. If they are
prepared for an earthquake, they are
prepared for just about any other
disaster that might happen.
2. Emergency supplies. Keep
enough emergency food, water, heat,
lighting and sanitation supplies to
last the average number of people on
the premises for at least 72 hours.
3. Assess building vulnerability.
Assess how vulnerable your building
is to earthquakes. Even if you rent
or lease, make inquiries. Local structural engineers or contractors may
be of assistance. As well, decide what
type of temporary/alternate premises
you may need.
4. Reduce hazards. Identify and
reduce hazards within the premises.
Secure non-structural equipment or
furniture that may move or topple
during a seismic event. Is your work
area vulnerable to flooding? Take
steps to protect critical assets.
5. Dangerous goods or hazardous materials. Review procedures
for the storage, use, transport and
disposal of hazardous materials, and
prepare an inventory.
6. Assign tasks to staff. Remove
any uncertainty as to what staff
should do in an emergency. Assign
tasks to help staff respond as quickly
as possible. Train them so they know
what to expect. Training is available
from agencies such as Canadian Red
Cross and St. John Ambulance.
7. Resources. Determine the critical
resources of your business (e.g. supplies, equipment, stock). Establish
a backup supplier, preferably from
out of town (i.e. outside of impacted

area). Ensure that they have a business continuity plan, e.g.: what if the
borders close?
8. Transportation. Consider how
critical resources could be shipped
or transported if normal routes are
not available. How long can you stay
in business if these resources are
cut-off?
9. Vital records. Identify vital business records and documents (e.g.,
computer records). Store duplicates
off premises. Set up a system for
making regular backups.
10. Communications. Telephone
systems may be disrupted. Consider
alternate methods of communication with employees, suppliers and
customers.
11. Review insurance. Determine
your earthquake insurance needs
and arrange for additional coverage
if required.
12. Coordinate plans. Coordinate
emergency plans with other building
tenants, neighbours and business
partners.
13. Community involvement.
Earthquakes affect entire communities, not just businesses. Your business may have a role to play in the
recovery of your neighbourhood
or municipality. Contact your local
municipal Emergency Management
Office to discuss your possible role.
They can also assist you with business emergency preparedness.
14. Practice. Regularly practice
earthquake response and recovery
activities. Revise plans from the lessons that were learned.
15. Consult. With other businesses;
share ideas and learn best practices.
Learn to think outside the box! Look
up data on the internet; visit the
EPICC Website. For more detailed
information on each of the above
steps, visit www.epicc.org (above
info from the EPICC website)
For more information, contact the
Langley Emergency Program at www.
langleyemergency.ca or
604-514-2820
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