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Regardless of whether you are operating in a corporate, not for profit or government sector, knowledge management doesn’t operate in a vacuum – it needs to be aligned to a strategic push within your organisation or specific goals within a section. Building reputation and profile are drivers for most teams.

Building your team’s reputation

Knowledge management fits in with building your reputation at a few levels.

1. Utilising information alerting services to stay abreast of changes affecting your area of expertise, and to be familiar with changes affecting those that you advise – whether that be your client base or colleagues you work closely with.

2. Being smart and using the tools that help you stay in touch but not be overwhelmed by information. For example, RSS feeds from information sources, or subscribing to good quality alerting or regular newsletters from trusted suppliers of information.

Building opportunities

From a knowledge management view – these are opportunities to learn from others, and connect with people that share your interests. 

I wrote an article last year on how specialists from small organisations find key business information. These were people working in a small think tank, consultant with her own business, conference organisers and recruitment consultants. They all remarked, without prompting, that after keeping an eye on what was happening in there area of interest, they relied heavily on their network of contacts to help to keep them abreast of what is happening in their market, or to turn to for assistance.

These opportunities for sharing information include networking events, meetings at your workplace, and also the numerous online lists that you may subscribe to. 

Lifting your profile

The key role of these contacts is therefore that they can share information with you (and vice versa). As they are also familiar with your areas of interest and expertise, they are also able to recommend your service or insight to colleagues or clients. 

By sharing knowledge with your contacts, you also have the opportunity to promote your capability or insights. 

It’s very important to share your insights with others. If your team has an interesting point to share, a success from their work, or a view on how they could improve a process next time they faced the problem – share this with others.

Talk about it at a forum that goes beyond your own specialist unit; write an article; discuss it on an online forum (if appropriate); or speak at a seminar or conference.
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