
On a global scale, corporate libraries are being
downsized and closed at a staggering rate, and
we must ask ourselves why this is happening at
a time when information is seen as the most
valuable asset that an organization can have. 
It seems that, while information has value for an
organization, from the perspective of many 
a CEO or managing director a library does not. 

While corporate librarians have become
‘Information Managers’ or ‘Chief Knowledge
Officers’, many are still heavily focused on
resourcing and managing a physical collection,
yet the information that adds value and
contributes to an organization’s success is 
rarely acquired from books. If we are to take 
our rightful place as information experts in the
business environment, we must let go of our
traditional roles and services and investigate the
real workings of our organization – the business
that it is in, what people do, how they work 
and what information they need to do their 
jobs better. 

The competencies that we have as librarians
are clearly and easily transferable to the
business environment. They can be used to
position an information service strategically; to
develop products and services that add value to
the work of our clients; to package and promote
the products and services in a way that is
attractive to existing and potential clients; to
persuade clients that our services are better than
those offered by any of our competitors; and to
perform in such a way that we consistently
exceed the expectations of our clients. The
benefit of becoming ‘organizationally aligned’
and ‘client focused’ is that we have the
opportunity to become an integral part of the
organization. We must help our clients to have
faith in our ability to deliver, and trust us to 
give them correct, authoritative and context-
relevant information.

At a recent workshop offered by Dialog in
Melbourne Australia, 22 corporate librarians

came together to examine their competencies in
light of the business environments in which they
operate. By recognizing the relationships
between their existing competencies and the
business competencies required, they were able
to identify their own strengths and weaknesses
and develop a personal action plan to improve
their levels of competency. It also gave them
insight into new ways of applying their skills,
knowledge, understanding and attitudes to
becoming more client-focused.

For some it was a welcome confirmation that
abandoning the traditional tasks was OK, while
for others it was a realization of the vast and
exciting range of opportunities that exist for them
beyond the perceived boundaries of their
physical or even virtual ‘libraries’. The
unanimous response to the workshop was one of
gratitude for the opportunity to take time out and
reflect on the value of the tasks corporate
librarians do each day and to acknowledge their
responsibility to make the appropriate changes
for the good of their organization and themselves.

I will leave you with some final thoughts from
the workshop:
■ Think ‘organization’ rather than ‘library’ – see
the big picture.
■ Be busy, but be busy doing things that make a
difference and add value.
■ Market yourself and not the library.
■ If there’s no perceived value in the eyes of the
client, there’s no added value for the organization.
■ Get out of the library and become an active
member of the organization – seek strategic
partnerships within the organization and outside.
■ Get rid of the visible collection – even if 
only temporarily – so you are not just seen as
the keeper of books. 
■ Ask existing and potential clients what they
need – and listen to what they say.
■ Never underestimate your skills – accept
thanks graciously and actively solicit testimonials
and referrals.

comment

The benefit of
becoming

‘organizationally
aligned’ and

‘client focused’
is that we have
the opportunity
to become an

integral part of
the organization

Sue Henczel is the
Business Development
Manager for CAVAL, an
academic library
cooperative in Melbourne,
Australia. After many
years in special and
academic libraries, she
now manages local, state 
and national projects 
in Australia. Through
CAVAL, and her own
company INFASE
Solutions, she conducts
regular workshops and
provides consultancy
services to organizations
in Australia, New Zealand
and the US. 

Dialog  27

Sue Henczel argues that Information Professionals need
to wise up to the business environment to succeed.  

Think big, add value

CV

Dialog customers are now able to commission searchers who
are highly experienced in Dialog’s online information services
on a pay-for-service basis. Dialog and the Association of
Independent Information Professionals (AIIP) have created the
Dialog & AIIP Search Services Referral Program to provide
AIIP members with more options for accessing Dialog content. 

Under the program, Dialog customers can request, through
an automated referral service on Dialog’s website, that
specific online searches be conducted for them. 

“We value our alliance with Dialog and Dialog’s ongoing
commitment to recognizing the value of the Information
Professional,” said Lynn Ecklund, AIIP President 2001–2002.
“The program provides a logical match for our members who
are seasoned Dialog searchers and Dialog customers who
need the assistance of an Information Professional on a
temporary or ongoing basis.”

AIIP is a professional association comprising owners of
information-related businesses who regularly contract with
client organizations to perform fee-based online information
searching. To be eligible to participate in the Dialog & AIIP
Search Services Referral Program, AIIP members must have
belonged to the association for at least two years, be experts
in using Dialog online services and have a high degree of
knowledge about its content resources.

late news 
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Dialog launches
simplified trade
statistics resource
A simplified version of TradStat Web 
– the first web-based trade statistics
resource which was launched by 
Dialog in 1999 – is now available 
to customers.

TradStat Web has always been the
essential point of reference for anyone
who needs to research the potential of
overseas markets. It enables users to:
■ View import/export figures for

countries from Austria to Zambia.
■ Monitor trends in trade flow and

price fluctuation.
■ Track the movements of products

around the globe. 
Now, for those who want just one

year of data, Dialog’s new simplified
product called TradStat Web Lite
offers one predefined report type. 

To find out how easy it is to use,
visit www.tradstatweb-lite.com

To find out how Dialog can help your business, e-mail: 

contact@dialog.com
Alternatively, telephone your local Dialog sales office or

complete the reader reply card at the back of this magazine.  

FACT FILE 
The AIIP has nearly 
700 members worldwide.
Many members hold
advanced degrees in
science, law, business,
medicine, library 
science and other
disciplines. AIIP 
members can handle 
both general and highly
specialized questions 
and assignments. All 
members must uphold 
the AIIP Code of Ethical
Business Practice.

Australian content from 
publisher John Fairfax arrives
Dialog’s formidable position 
as the world’s leading provider of
electronic access to information and
research published in Australia, has 
been further enhanced with the addition
of ten Australian newspapers and
periodicals published by John Fairfax
Holdings Limited.

“Australian financial and business
news and research is relevant far from
its shores,” said Dialog President and
CEO Roy M. Martin Jr. “Not only is
Australia a dynamic economy in its own
right, it is also a major player in Asia,
the Pacific Rim region and beyond.”

Among the Fairfax titles are some 
of Australia’s most prestigious and
influential sources of financial and

business news, analysis and opinion. 
The list includes:
■ The Australian Financial Review
■ Business Review Weekly
■ The Age
■ The Sydney Morning Herald
■ The Sun Herald 
■ The Sunday Age

The new Fairfax content is available 
now through the Profound service’s
NewsLine section and will be available
early in 2002 through the Dialog 
and DataStar services. Dialog 
Profound now includes more than 
300 Australian publications and
information sources and a total of 
more than 6,000 sources of news
available for online searching.

Now you can ask for an expert
to do your search


