Whether it's an informal chat or structured advice, an increasing number of business
owners and CEOs are gaining a commercial edge from merely talking to someone. Kim
Benjamin and Vikki Kunz report on the rise of company mentors

It's good to talk

entoring is being with someone who

has been through the same experi-

ence you have. But finding a good
mentor is like trying to find gold - you can
have a great map but often the best thing to
do is to get a shovel and dig, says René
Carayol. In his past roles as IT director at
magazine publishing company IPC (he was
the first IT director in the history of the com-
pany to be promoted to the board), and then
managing director of its web arm, IPC
Electric, Carayol owes much of his success
and knowledge to his mentor.

‘No IT director had ever been on the IPC
board before. It was a source of frustration
for me that | couldn’t turn to someone who |
aspired to be,’ he recalls. For Carayol, there
was no better way of finding a mentor than
taking the plunge and approaching the
person who he instinctively felt was best
placed to help.

After some research, he called Donald
Harris, IT director and board executive at
Tesco. ‘We shared a vision for the indus-
try, so, once a month, | sent a car round to
pick him up and booked a restaurant, in
return for two hours of his time. He gave
me some great advice and was my
mentor for five years,’ affirms Carayol.
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LISTEN AND LEARN

Carayol's experience is further proof that
‘mentoring’ is becoming less of a buzz-
word and more of a technique being used
with great success by an increasing
number of business leaders.

‘Mentors lend a
sympathetic ear without
imposing their opinions

or being swayed

_~by-egos inthe__

Pé o

* boardroom’

\\

According to the latest Inner City 100
report, the index of the fastest-growing
inner-city companies, mentoring has

\ been key to widespread success, with
more than 25 per cent of this thriving
eliteinvolved in mentoring schemes.

The rele these mentors play, at least j
tially, is that-of a very good listener:
are people who Iréﬁa“a*symﬁathetic ear to
business dilemmas and offer sound advice,
without (_and this is the important bit)

imposing their opinions or being swayed by
egos in the boardroom or elsewhere.

IMPARTIAL ADVICE

For Suzanna Simpson, who founded
Limelight Public Relations just over two
years ago, such impartial advice has been
invaluable to the growth of her business.
She was forced to re-mortgage her home
when her bank refused to give her an
overdraft, and although she secured
three clients before launching, they all
dropped out on the first day of business
for reasons beyond her control.

But since then, the business has grown
and she now works with six staff. Her bid
to become more successful has led her to

\\ rely on a mentor to guide her through the
apid growth of her company.
l‘l learnt a lot on the job, but about six
onths ago | attended The Supper Club,
ounded by businessman Duncan
Cheatle. It enables budding entrepre-
neurs to share experiences and provide
advice in an informal setting,’ she com-
ments.
Now Simpson has a one-to-one mentor
relationship with Cheatle. ‘His advice has
benefited me enormously, from moving







