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Not-so-secret diary of a CIPA Council member

over; if the defendant is very rich the Greeks will want a go;
and during a full moon the Danes will be the judges.
Contributory infringement will be decided by the
Portuguese courts, but only for claims which are a multiple
of 3; otherwise, it will be for the Irish to handle. This will
lead to chaos and confusion, but we will call it harmony
anyway. What’s not to like?

Later, we talk about the recent Midlands get-together and
why the Midlands patent attorneys were outnumbered by
Council members. Apparently the Midlands attorneys say
they did not hear about the event in time. But apparently also,
people do not like getting e-mail announcements from CIPA
clogging up their inboxes. Well I do not like getting exam
reports from the EPO clogging up my desk drawer, but I have
got used to the idea that they’re a little bit important and I do
make the effort to read them now and then. So surely some
form of compromise is possible?

10 December 2012
It is already time for the annual case law update seminar.
And I have not even finished reading the February RPCs.
How did this happen? Since I am chairing the event, I go
shopping beforehand for something suitably naff and jingly
to keep the speakers to time. After all, I have a reputation to
maintain. Imagine my delight when I find a small hand-
held gizmo which can generate not one but 20 different naff
sounds at the press of a button. This gizmo was surely
meant for me! I dance through the streets like a maggot in a
cider vat, happily trying out all the different sound effects.
And because this is Brizzle, no one bats an eyelid. Except
that when I activate the police siren sound effect, half the
market stalls suddenly stop selling discount mobile phones.

At the seminar venue, however, things are not going
well. Santa Courier Claus has had problems with his sleigh
and failed to deliver the name badges and delegate packs in
time. Everyone is flustered. The lack of name badges leaves

some attorneys unhappy at the idea of accidentally
networking with people of lower status. But the real
problem is not having copies of the presentations to doodle
on, because now we will have to concentrate during the
talks. Still, the gizmo goes down well, although in the
interests of professional etiquette (in which I am of course
an expert), I avoid using the more vulgar of its available
sound effects. 

11 December 2012
My colleagues are grumpy. They are fed up with being
asked, at CIPA events, what it is like to work with a not-so-
secret nutcase. They want to be valued in their own right.
They want me to turn my diary into a soap opera with a
whole office full of nutcases. Well it is not going to happen. I
am not that short of inspiration.

31 December 2012
OK they are Freija, Jakob, Rhiannon, Meeta, Emma, Mike,
Sue, Mary. And yes they really do have to deal with patents
about hay baling and cider brewing. And they really do
work in a fog of Red Bull® fumes. And they put up with me
disappearing off to London for meetings about namby-
pamby non-core stuff, and reappearing with a list of things
to procrastinate about. They are all kind, patient, clever
people, even if one of them knows an unnatural amount
about horses and one of them can’t use commas correctly.
Without them I am sure I would often not know what day
of the week it was, except obviously if there’s a Council
meeting it must be a Wednesday and if I find out it’s
Wednesday early enough in the day they can shove me
gently onto a train to London. And I love them to bits.
Though perhaps that is the mulled wine talking.

And they will each shortly be receiving a summons to
join a committee or two, because there is no such thing as a
free mention in the CIPA Journal, no sir.

Find your audience
First, remember that networking is just one
ingredient of a business development strategy.
Inertia and lack of understanding of marketing
and business development may result in an
over-dependence on networking at formal
events. A truly effective networking strategy
starts with a clear identification of target

clients and knowledge of where these people
‘hang out’. Ask yourself: Do your target clients
really visit Chamber of Commerce and
regional events? Or, are these events simply
within your comfort zone, and in truth mainly
attended by your competition looking to make
the same connections? Rather than relying on
the same old networking schedule, consider

Networking without working the room 
When it comes to making business contacts, it is time for a fresh approach. 
This article was first published in the ITMA Review. 

By Bernard Savage*

How do you feel when you walk into a room full of strangers at a business
networking event? Are you in your element, or do you feel a little out in the cold?
Typically, people at formal events struggle to project themselves well, which means
they don’t get the value they would like. Are you at the event you need to be? These
tips on networking practice may send you in a new, more productive, direction.
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where the people you really want to speak to spend their
own time. So, if you are targeting high-tech companies, it
will be better to find out where people in those industries
gather. Even a little desk research on the internet will offer
this information.

Remember your base
Effective networking is as much about keeping in touch
with existing contacts (clients, referrers and prospects) as it
is meeting new people. Do you have a system to stay in
touch with your important contacts? Don’t be over reliant
here on social media; nothing works as well as face-to-face
communication.

Good habits
Smart networking can be broken down into developing
good habits and behaviours in three distinct stages:
preparation before events; how you present yourself at the
networking event itself; and what you do afterwards in
follow up and on-going communication. Good preparation
gives you an advantage because it gives you both
confidence and focus. This preparation should include
finding out who is likely to attend an event and then using
online research (e.g. LinkedIn) and talking to colleagues to
get the inside track on individuals. It’s also important to set
yourself goals in advance, for example by setting a target
number of business cards you will collect.

Share, don’t sell
The smarter networkers don’t sell at events, but instead
focus on building rapport with people they meet and
seeking to help them. Good ways to help people include:
sharing market intelligence; introducing people to your
own professional network; and simply being friendly and
putting people at ease.

Suit your style
Effective networking does not require you to attend formal
events with men in grey suits. If you are more comfortable
meeting a small group of like-minded people in a pub, do
that! You are more likely to get value from an environment
that suits your personality.

Be open and interested
The people that you meet rarely remember what you say,
but will always recall how you made them feel. Do you
come across to strangers as open and warm, or closed and
cold? Simple techniques to help you appear inviting and
interested are smiling; open body language; and listening
attentively to others rather than scanning the room while
they talk.

Follow up steps
The secret of people that get more value from networking is
that they always follow up, and promptly too. The best
follow-up is a short e-mail including a clear action, for
example suggesting an informal meeting over ‘coffee’. E-
mails should focus on selling the appointment, not your
firm or personal credentials. And sending brochures in the
post is largely a waste of time!

Finally, JBY
Perhaps the most important word of advice is just be yourself.
Effective networkers don’t have some magic formula, and
they don’t spray business cards around the room. Effective
networkers show confidence in engaging people, are very
focused in what events they attend, and always take action by
following up. And they don’t work the room!

* Bernard Savage is the Director of Size 10 ½ Boots Ltd;
Bernard@tenandahalf.co.uk. 

This principle was, however, seemingly
overlooked in the recent case of Degem Berhad
& Ors v De Gem Goldsmith & Jewellery Sdn Bhd &
Ors.

The plaintiffs, Degem Berhad and Diamond &
Platinum Sdn Bhd, took a passing off action
against four defendants, namely, De Gem
Goldsmith & Jewellery Sdn Bhd, De Gem
Goldsmith & Jewellery (Johor) Sdn Bhd, De Gem
Jewels Sdn Bhd and De Gem Diamond & Platinum
Sdn Bhd. The plaintiffs claimed that the

defendants were trying to pass off the
plaintiff’s trade marks, ‘De Gem’ and
‘Diamond & Platinum’ as the defendants’ own.

Historically, the defendants incorporated
their first company, De Gem Goldsmith &
Jewellery Sdn Bhd, in April 1985. They had also
filed for registration of their trade mark ‘De
Gem’ for ‘diamonds, gold and jewellery’ in
2002. The defendants incorporated their fourth
company, De Gem Diamond & Platinum Sdn Bhd
in 2005. 

Trade mark rights in Malaysia: 
‘First to use’ not decisive – DEGEM decision 

By Annette Wong*

In Malaysia, we practise the ‘first-to-use’ principle, meaning the first user of a trade
mark is generally considered the true owner of the mark. Therefore, owners of
trade marks who have failed to register their trade marks, or applied to register
them at a later date, would still possess limited unregistered rights over their trade
marks in Malaysia.
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