
W E E K  O N E R U N N I N G  A  B U S I N E S SM E N T O R S

S H A R E  

As a Mentor, you've signed up to the Mentor Her programme to help another woman grow her
business to the success that you have seen in your own journey. A Mentee is defined by the fact
that she does not have this experience and has not yet achieved the success that she desires.
Her job is to ask questions, to explore possibilities and to ultimately learn something from you
that can be applied to her own business' growth. The best thing that you can do when you're
talking to your Mentee is to respond to her questions by sharing your own experiences. As
someone who's achieved success in her career, you've made mistakes and you know the things
that worked. As a Mentor, you can't protect a Mentee from making mistakes, as a lot of time they
need to make mistakes on their own in order to learn from them, what you can do is share your
insights and your experience so that Mentees can stay on the right path.

S U P P O R T

N U D G E

Mentees come to you because they need help. Sometimes they're just looking for a soundboard
from someone who understands their journey and sometimes they're looking for validation and
agreement that they're doing the right thing. In these instances, all a Mentor has to do is listen,
to take the time to understand and provide encouraging words and support for your Mentee. At
other times, Mentees may have brainstormed their next step and have a lot of different ideas
that they require guidance on. As a Mentor, you'll probably have a good idea from your past
experience which ideas are good and which ones are bad. When presented with a "What do you
think?" or "What would you do?" question, support the ideas that you feel most positive about by
sharing the past experience that made you come to this conclusion. By supporting a decision
with a story from your past, Mentees will also be able to get a better of understanding of where
your ideas are coming from and whether or not they are applicable to their own journey. 

As a Mentor, your job isn't to advise a Mentee on how to turn her business around and make a
huge amount of money in the same way your business has done. There are paid advisors,
consultants, accountants and solicitors out there to do that job!  Her journey is also not yours,
she will deal with things differently, approach problems differently and ultimately run a business
that may not be anything like yours. As a Mentor, the simple thing you need to do is nudge her in
the right direction. To share your experiences, support her decisions and, if you do feel like she is
going down the wrong path, to nudge her back on the right course by offering alternative
solutions. Use phrases like, "have you considered...", "what do you think would happen if you
tried...", "would it be a good idea to...". At the end of the day, the decisions a Mentee will make
will be her own. All that you can hope for is that, by sharing your own experiences, you will have
helped her gained insights she might not otherwise have had.



W E E K  O N E R U N N I N G  A  B U S I N E S SM E N T O R S

T H I S  W E E K , S H E  W I L L  B E  R E A D I N G  A B O U T . . .

How to develop her business idea by understanding it in detail, who her customers are, and
her Unique Selling Point.

How to research her competitors and the questions to ask to test her business viability.

Her business pricing model, her business expenses by month and for starting up.

We have emailed this information to you too on Friday, if you want to take
a look. 

What's your business, and what do you need help with most? 

What does my business have in common with yours? 

Do you need help with any decisions that you're facing? 

Are there other markets that might be interested in your business? 

Who are your competitors? Are you worried about them and how can you do better? 

Q U E S T I O N S   Y O U  C O U L D  A S K . . .

Every week we provide manuals to Mentees to help them get ahead in their career. They
are not a necessity for your Mentor/Mentee relationship and the information contained
within them is not a substitute for advice they may receive from a paid professional. We
have advised each Mentee that their Mentor has not been trained on the information
provided in the manuals. Our only hope is that by reading these manuals, Mentees can
get a better idea about their business and form better questions to encourage a
stronger bond with you. If the manuals do raise a question in the Mentee's mind, we
encourage her to write it down to ask her Mentor in your one hour session per week.
So, every week we'll be letting you know what information she is reading and questions
you can ask her to encourgae a better partnership. 


