
For most small business owners 
networking is a key part of their 

marketing strategy 
Networking is a part of modern business 
life. As an employee we often have to 
network with in, and outs ide, the 
bu s i ne s se s we wo rk i n t o bu i l d 
relationships that facilitate our jobs.

For business owners networking is even 
more important, because it is the main 
way we meet other business people. 
These may become suppliers, customers 
or strateg ic introducers who wi l l 
(hopefully) refer customers to us. 

Whatever the circumstances networking 
is the start of building, and then 
maintaining,  important relationships.

Most ne twork ing i s done ove r 
refreshments of some description and 
involves a roomful of people, many of 
them trying to sell to people they have 
only just met. 

Good networkers know that networking 
is not about selling - it is about starting a 
conversation that might, at sometime in 
the future, lead to business. But there will 
always be people at a networking event 
who have not got the memo!

Recently there has been a move away 
from networking indoors to more outdoors 
based meetings. For me these are much 
more fun and are more likely to attact 
people I will have something in common 
with.

I love walk ing and cyc l i ng , so 
networking I can do whilst walking or 
cycling, with people who like walking and 
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Note from the editor
Welcome to Bright Business Bulletin the 
newsletter brought to you by Bevan Financial 
Management Ltd. The aim of the newsletter is 
to bring you interesting and relevant content 
on a monthly basis. 

Speaking of (I hope) interesting and relevant 
content my new book Bright Business Money is 
now available on Amazon, Kindle and the iBook 
store. It’s all about helping business owners to 
master their finances so they can achieve the 
success they deserve.

I now have five MiP handbooks for all you CIMA 
members who are looking for tips on how to 
make the most of your businesses.

Pooh quote of the month
Each month we look for inspiration from that 
great business guru, Winnie the Pooh. 

Pooh made his mark in the 
100 Acre Wood and 
achieved world domination 
through his clever 
partnering of Disney 
(although my husband              
thinks he sold out!). 

I thought this quote was 
appropriate to the feature article about 
networking whilst walking or doing other 
activities: 

“When you see someone putting on his Big 
Boots, you can be pretty sure that an 
Adventure is going to happen.” 

Making networking  
fun! 

Bright Business Bulletin,  February 2019

cycling is always going to be a great way 
to start building profitable business 
relationships.

Conversations come much more easily 
when you are not sitting face to face or 
standing in small groups. It is also easy to 
move around the group to talk to different 
people without any awkwardness.

Of course, if there is a coffee and cake 
stop along the way so much the better!

The best networking event I ever went 
to was organised by NRG and Raising the 
Baa. It involved groups of us herding 
sheep and trying to get them into pens. 
Some of us were designated as ‘sheep 
dogs’ and some as ‘farmers’ directing the 
dogs. It was the BEST fun!

So, if you have the opportunity to try an 
outdoors networking event - and you love 
the outdoors - I would really recommend 
giving it a go. It’s networking, whilst 
getting fresh air and exercise, with a 
change of scene from our usual business 
day. 

What’s not to like!



Ask Jenny
Jenny is our financial agony aunt and is here 
to answer your questions.

Cheryl asks: "My business is very busy all 
the time but, after I have paid all my 
business bills, I don't have enough left to pay 
myself the salary I need".

Jenny says: "The problem you have is that 
you are not charging enough. Many small 
business owners price their products and 
services too cheaply because it is easier to 
sell cheap.

However, businesses can only survive if 
they can match the profit they earn with the 
owners need to fund their personal lifestyle.

Pricing more effectively means looking at 
your customer base and asking if yourself if 
your current customers can, and will, pay 
more for your product or service. If so, put 
your prices up! But make sure you explain to 
your customers why you need to do so and 
are on board.

If your current customers will not pay more 
you need to re-think your business. This may 
mean moving your offer to higher value 
products or services in a considered way.

Or it may mean, offering the same product 
or service but to a different customer base 
i.e. one which values what you do and are 
prepared to spend more money on it.

Whatever the outcome of your re-think, 
doing nothing is not an option.

To find out more about pricing you can 
download free written and audio guides from 
fionabevanfinanicalmanagement.co.uk/
guides.php.”

Our community

Partner of the month - Clive Hall-Tomkin

Clive does all the accounting bits I don't touch - tax, compliance, audit and company 
secretarial. He does a great job for clients because he is interested in them and their 
business. I know I can rely on Clive to give my clients sound advice to keep them on the 
straight and narrow (as you would expect from any Chartered accountant), in a way which 
is fun and interesting (which you expect but don't always get from other Chartered 
accountants). clive@maxwellsaccountants.co.uk.
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Featured 
business…
Exeter Local 
Food

Michael’s Minutes

February is often a dull, dank 
month but can have some 
glorious, sunny days. If you 
work for yourself give 
yourself permission to build a 
brisk walk into your day to 
make the most of them.

Dates for your diary

Curious Conversations

Soon to return - watch this space!

Bristol Circle

I thought I would take this opportunity to 
recommend a group of lovely people I have 
found very interesting and useful to be a part 
of. Bristol Circle meets monthly are usually 
on the 2nd Wednesday of the month- just 
contact me if you would like to give it a try.

I have known Kate for a couple of years 
now and we hit it off from the start.

Kate is a recruiter who specialises in 
finding financial staff of all types - from 
Financial Directors and Controllers to data 
entry clerks. As a qualified accountant 
herself has a great understanding of the 
roles she is filling.

Recently she has also launched a Virtual 
FD part to her business which sources part 
time Financial Directors for smaller 
businesses - essentially what I do.

So now, not only do we have our regular 
cycling meetings, and the net walking I 
refered to in the front page article, but we 
have also started to work together. 

It’s great to find people you genuinely 
connect with and with whom you can build 
a  mutually supportive relationship with.

www.artemisclarke.co.uk

A special 
thanks to…
Kate Clarke 
of Artemis 

Clarke

Back issues

If you have missed any prior issues of 
Bright Business Bulletin and wish to down 
load a copy you can now do so from my 
website: 
www.fionabevanfinancialmanagement.co.uk
Just click on the Bright Business Bulletin 
button.

Exeter Local Food - or the Real Food 
store - is a Community Benefit Society that 
b r ings loca l inves tors , p roducers , 
customers, staff and supporters together 
for mutual benefit.

There is a shop just next to Exeter Central 
Station that provides local, organic and 
ethically produced food to the lucky 
residents of , and visitors to, Exeter.

Their cafe in the Central Library provides 
a wide range of ethically sourced and 
freshly made food, using local and organic 
ingredients wherever possible.

Its a great place to meet if you have a 
business meeting in Exeter and want to be 
assured of a tasty lunch, or a cup of one of 
their great variety of loose leaf teas - or 
perhaps even a scrummy cake.

Community Benefit Societies such as 
this are more about making a profit for 
shareholders. They are about strengthening 
communities and providing outlets so local 
producers flourish.

www.realfoodexeter,co.uk


