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INTRODUCTION
WHY THIS MANUAL?
This manual is a guide for mentors of micro and very small enterprises, owned and managed
by young entrepreneurs. It was compiled to capture the learning, and share the experiences
that the Swiss-South African Cooperation Initiative (SSACI) has acquired from its field practice in
supporting young entrepreneurs.
SSACI is a public-private partnership in development, the first of its kind, between the Swiss
government’s international Agency for Development and Cooperation (SDC) and private
companies trading in South Africa. It provides financial and technical support to skills training
and job creation projects aimed at disadvantaged young South Africans. Since 2003, SSACI
has provided mentoring and other business development services to over 800 new or existing
youth-owned enterprises
Drawing on that experience, this manual presents concepts, principles and challenges of
mentoring young people and offers practical suggestions on how to set up a mentoring project.
It reviews the different stages of mentoring and offers examples of useful tools that can be
used. Specific examples of people’s mentoring experiences are interspersed throughout the
manual, with a trouble-shooting guide at the back that showcases specific issues and problems,
and how these can be resolved.
Monitoring and evaluation is built into the mentoring process. Assessment activities are
presented where relevant in italics in text boxes throughout, with more detailed information
about a final evaluation at the end.

WHO SHOULD USE IT?
The manual will be useful for:
 Mentors of micro and very small enterprises run by young people.
 Implementers and managers of business development programmes and support services
for young entrepreneurs.
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WHAT KINDS OF ENTERPRISES CAN BE HELPED?
Any enterprise with growth potential and a committed owner can be assisted to develop farther
with information and ideas from this manual.

A micro-business usually involves the owner, perhaps some other family members,
and at most one or two other employees. Micro-businesses tend to be informal,
have a limited capital base and no access to loan finance. The owners have few
basic technical or business skills. Turnover is generally less than R150 000 per year.
Very small enterprises employ more than 1 or 2 people, but less than 10 paid
employees. They are usually registered, sometimes have access to formal financial
institutions but are often constrained by collateral requirements.

Mentorship is often more successful with entrepreneurs who have a reasonably good business
understanding, and relatively advanced expertise and skill. In South Africa, however, many young
people running their own businesses or emerging from enterprise-development programmes
are not yet at that level, and still require regular assistance and “hand-holding”. The manual
addresses itself to assisting both types of entrepreneur.

ARE YOUTH ENTERPRISES DIFFERENT?
South Africa has a chronically high level of youth unemployment, almost 60% of the youth
population. While wage employment is one of the most significant predictors of successful selfemployment, with so few jobs available many youth simply have no option but to create their
own jobs. Self-employment, even at survival level in the informal sector, seems often to provide
youth, in time, with a new pathway to employment in the formal sector.
Failure rates for youth businesses are high. Only about a quarter of all start-up and new firms
in South Africa survive longer than 42 months (GEM Report, 2005). Youth in South Africa are
defined as being between 18 and 35 years old, but it is generally people over the age of 26 who
are more successful in setting up and running sustainable enterprises.

M E N T O R I N G YO U N G E N T R E P R E N E U R S

3

Particular challenges for youth entrepreneurs are:
 Their limited life and work experience.
 Low levels of general education and of technical, vocational and
occupational skills.
 Their lack of business management skills.
 Limited communication skills, and unfamiliarity with business
culture.
 Few assets and financial resources, or access to credit.
 Limited business networks and contacts.
 Discrimination by suppliers, banks and customers, who generally
prefer to deal with older people.
 Inexperience in dealing with pressure from family and friends to
share profits at the expense of the business.
 Lack of own transport.
 Absence of role models.
 Impact of crime, especially fraud, to which youths are vulnerable.

The more successful business training programmes tend to be those that provide some kind of
follow-up support such as hand-holding or mentoring.
Successful mentors of young people need to take into account that young people usually lack
the work experience, education and / or financial resources that older people starting businesses
have. They often operate from home or live with their parents, and may have had little prior
exposure to business.
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1.

ABOUT MENTORING

1.1

WHAT IS MENTORING?
Mentoring is the development of a supportive relationship between an
experienced business-person and a less experienced entrepreneur who
is willing to learn from that person.
“Business Mentoring is an ongoing, long-term business counselling relationship
which covers a diverse range of topics as a business develops.”
The Institute of Business Advisors South Africa (IBA)

A good mentor is “someone with an outsider’s view who gives positive
support, helpful advice and useful ideas.”
(John Cull, Mentoring Young Entrepreneurs: What Leads to Success?)

Note, though, that effective mentoring is driven, not by the mentor, but by the entrepreneur
who is being assisted. It is a means whereby the entrepreneur clarifies in his own mind what
steps he needs to take in order to develop his business and how he can go about taking them.
Thus, mentoring is not:
 Training or on-the-job training
 Doing someone else’s job or making decisions on their behalf
 Imposing solutions that may have worked somewhere else.
Good mentors focus as much on the personal skills development and personal growth of the
young entrepreneur as on the development of the business.

Is mentoring the same as business development support (BDS)?
Business-development support is the provision of any kind of non-financial service to a business.
This can include training, advice, marketing assistance, financial and management and many
other types of service. Typically, a business-development service-provider will specialise in one
or two of these.
Mentoring is a two-way dialogue concerning the issues challenging the young entrepreneur
that will assist him or her to solve problems or grow the business. Successful mentoring
relationships develop over time, and are based on personal communication and learning for
both the entrepreneur and the mentor.

M E N T O R I N G YO U N G E N T R E P R E N E U R S
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1.2

WHO NEEDS MENTORING?

Anyone with an open mind and a willingness to learn from others can benefit from being
mentored. This manual focuses on micro and very small enterprises, especially those owned by
young or inexperienced entrepreneurs.
In the next section, four young entrepreneurs, all beneficiaries of some kind of SSACI enterprise
development intervention, introduce their businesses.

Thokozela Food Enterprises
Albert Kgatla is the managing director of Thokozela Food Enterprises, a company set up to
provide catering services to Novartis, a large pharmaceutical and healthcare corporation.
Novartis asked SSACI to provide mentoring to Thokozela to help it develop into a more
profitable and sustainable business.
“Initially, we had little understanding of what running a business involved. We did not know
how to address needs of clients, how to market and grow the business, or how to manage
the finances. We used to collect and deliver all the cash slips and vouchers to our accountant
once a month..We knew nothing about VAT, UIF, employment contacts, PAYE etc…”
“Our business has grown substantially…from one contract to four. We have also increased
our staff from three to seven fulltime employees and, during busy periods, have employed
up to six temps.”

Cyanda Garden Service Business
In 2005, 26 year old Sabelo Mntubu dropped out of college owing to financial problems.
He knew that his prospects of getting wage employment were slim, so he started thinking
about how to create his own employment. Sabelo realised that even a small business has the
potential to provide a livelihood.
With a loan from a business friend, Sabelo bought 2 industrial lawn mowers and a brush
cutter, and started a garden service and landscaping business. “I employed two other young
men and immediately got to work.” When I started,
I had three major challenges; how to get work, how
to keep records, including financial records, and how
to keep my staff motivated and focused on the job”.
Sabelo’s business friend referred him to SSACI for
mentoring.
The business now employs 4 people, and turnover
has increased more than three-fold.
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Mpuseletso Khanye – Cake and Clothes, Shoes and Curtains
Three years ago, 27 year old Mpuseletso Khanye started selling items like shoes, curtains
and clothes because she could not find employment. She sells to people in the rural areas
around her township, which is just outside Harrismith. She also bakes and sells fatcakes,
and birthday and wedding cakes.
Mpuseletso, joined an enterprise-development programme, funded by SSACI, to learn
how to run a business. She has never had formal employment.
The business is growing, and while still small and informal, each month Mpuseletso makes
more than the previous one. Her turnover averages around R4 700 per month, but she
works from home and has few expenses.
While the programme was running, a follow-up agent in the area helped her with advice
and record keeping, but she now needs higher-level assistance to ensure that her business
continues to grow.

Marvellous Mbhazima – Mushroom Grower
Twenty six year old Marvellous Mbhazima lives with his parents in Schoemansdal, close to
the Swazi border. With grade 10, and no job, Marvellous joined a project funded by SSACI at
Thembalethu, a community-based organisation in his area, to learn to grow and sell oyster
mushrooms.
Marvellous had to overcome many delays and difficulties relating to building his mushroom
house, which is in a rural area. He also had to grow his market by educating people in his
community about the taste and nutritional value of mushrooms.
His mushroom business is growing. Marvellous picks mushrooms on order and sells to the
community around him, where demand is growing steadily.
While the project was running, he was able to go to a project co-ordinator for help. He learned
a lot about himself, about dealing with people, about growing and selling mushrooms, and
about HIV/AIDS.

These vignettes illustrate the kinds of young entrepreneurs who can benefit from mentoring.
 They can be formal, very small businesses, which employ more than one or two
people (like Thokozela and Cyanda), or one-person micro-enterprises, such as those of
Mpuseletso and Marvellous.
 They should be growth-oriented, or at least considered sustainable with potential to
grow. Indicators of sustainability are regular sales and customers, reasonable profitability,
and ability to create employment or part-time work for at least one additional person.

M E N T O R I N G YO U N G E N T R E P R E N E U R S
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Those at a more sophisticated level, such as Thokozela Food Enterprises and Cyanda
Garden Services, can absorb fairly traditional forms of mentoring. Less formal types of
enterprises, such as those emerging as a result of an enterprise development programme,
need more comprehensive and intensive interventions if they are to grow. Without such
“hand-holding”, it is unlikely that businesses like Mpuseletso’s or Marvellous’s will succeed
in the longer term.
 They can be businesses initiated entirely by the entrepreneurs themselves – who
then ask for, or are referred for, mentoring - or they can be businesses that have emerged
from business start-up or enterprise-development projects. The latter will usually
be less sophisticated and require more intensive support. Entrepreneurs who are selfstarters and have taken the initiative to seek mentoring show that they have one of the
most valuable assets to any business – the “entrepreneurial spark”.
 They should be reasonably mature. SSACI has been most successful when working
with entrepreneurs aged 26-35 years, who have been in business for at least a year and
experience of the world beyond home and school. A report from a businesses start-up
training project highlights why: “We have found that youths in the 18-26 age groups are
idealistic and lack commitment. They tend to believe that they will either get a good job with
government or will study further and then walk into the job of their dreams. In addition many
still live at home, so they are provided for, and have not had to fend for themselves in the real
world… The business ideas that they came up with are innovative but often unrealistic… We
had to work hard with learners to make them see that they had to scale down their ideas or
modify them so that they could start up the business on minimal capital.”

Mapula Mapele, Clothing Manufacturer, Vereeniging
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1.3

WHY IS MENTORING USEFUL FOR YOUNG ENTREPRENEURS?

Mentoring helps to:
 Develop the practical financial
management skills of young
entrepreneurs.
 Provide role models for young people.
 Offer personalised, tailor-made advice.
 Reinforce and consolidate training
experiences.
 Develop awareness and skills of
activities such as market research,
marketing, business linkage
development and product and service
improvements.

Outcomes entrepreneurs can expect
from a mentoring relationship:
 A better understanding of how the
business environment works.
 Knowledge of some specific, effective
management techniques and activities.
 Improved personal skills, attitudes,
knowledge and motivation
 Enterprise-specific tools and
competencies.

Albert Kgatla (Thokozela Food Enterprises) describes the mentoring he received:
“It began with a series of on-site workshops on key concepts and skills, including legal
requirements like VAT, income tax and UIF. We also learned about the recruitment
and employment of staff, and how to keep proper personnel records…Other sessions
covered costing, marketing, sales and customer care. The mentor gave us practical
work to do…I had to collect cash slips and vouchers of daily transactions, organise
them and then record them in a cash book and make ledger entries. The mentor
took me through an analysis of sales and income based on the records… Exercises
like this helped us to reduce wastage and improve profits. Other exercises focused
on marketing and strategy. The mentor expected us to apply what we learned in
our business. During follow-up sessions we analysed the results and modified our
action plan for next time.
As a result of the mentoring, there have been many improvements in the way we
run our business. As a result, business has grown substantially. We used to hold
management meetings without writing down decisions. We now record every
discussion and decision we make. We handle most of our own finances, including
invoicing, payments, bookkeeping and VAT. Our accountant simply checks our
record keeping. We have improved our customer care. We listen to the complaints of
clients and respond appropriately… Mentoring has helped us to see opportunities
for expansion.”

M E N T O R I N G YO U N G E N T R E P R E N E U R S
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1.4

KEY CONCEPTS AND PRINCIPLES

 Successful mentoring depends largely on the amount of effort and commitment the
entrepreneur is willing to invest in the process.
 The entrepreneur must take his or her own decisions and act independently.
 Mentoring can be goal-bound or time-bound. If goal-bound, it will terminate when the
results the entrepreneur wants are achieved.
 It is normally a working relationship between an experienced business-person, and a lessexperienced person. The mentor should act as a sounding board and provide good,
manageable advice.
 Mentoring can only work where a relationship of trust is established. There needs to
be a good match between the mentor and the entrepreneur. Both parties need to
acknowledge their own responsibilities to the process and what they can learn from it.
 Good mentoring is situation-specific. It starts with where the business and the
entrepreneur are now and leads to simple, practical actions that the entrepreneur –
not an outside person or agency - can take almost at once. This gives the entrepreneur
an immediate sense of control and achievement, and motivates him or her to greater
heights. A good mentor avoids generating “wish lists” for assistance, such as training,
loan finance etc.
 Mentoring, if part of a broader business training and development intervention, must
commence as soon as possible after the formal skills training. If this does not happen,
momentum is often lost.
 Both mentors and entrepreneurs need to be realistic about what can be achieved,
especially by those requiring more intensive hand-holding. Young people may not be as
able to absorb the help offered as quickly as might be expected.

Moses Kali, business advisor, with clients,
Mangaung
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1.5

CHALLENGES MENTORING YOUNG PEOPLE

Mentors should be aware of the issues that many young entrepreneurs face which can affect
their ability to derive maximum benefit from the experience. Better understanding will assist
mentors to set realistic expectations of the entrepreneur, and find the most appropriate
approach to mentoring.
Significant challenges often present when mentoring young people are:
 Not all young entrepreneurs can benefit from mentoring.
 Young people need to work hard to benefit from mentoring.
 There must be an appropriate match between the entrepreneur and the mentor.
 A lack of commitment towards the service because it is free, or a reluctance to pay by
businesses that could afford it.

Not all young entrepreneurs can benefit from mentoring
 Young people often lack prior business knowledge and skills on which
mentoring can build. They can also lack essential life skills and personal
development to capitalise on the process.
 Most micro and very small entrepreneurs are sole proprietors, working
alone in their businesses. They cannot leave them to attend mentoring
sessions.
 Young people’s initial business ideas are often uninformed, unrealistic
and unsustainable. Many lack innovative approaches to business start-ups.
They tend to copy one another’s ideas about the types of businesses they
start rather than doing the necessary research into the viability of a business
idea.
 Many young entrepreneurs in South Africa come from family backgrounds
where there is no exposure to, or experience in, entrepreneurship or
business. They thus have no frame of reference for business values, attitudes
and behaviours.
 Personal and emotional challenges, such as coping with family dysfunction,
may make it difficult to benefit optimally from the mentoring process or stay
the course.
 The prevalence in society of a “get rich quick” and conspicuous consumption
attitude can create an inability to delay gratification and undermine virtues
such as diligence, perseverance and thrift that are often the keys to success.

M E N T O R I N G YO U N G E N T R E P R E N E U R S
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Young entrepreneurs need to work hard to benefit from mentoring
 Young entrepreneurs need to prepare for the sessions in advance, asking
questions and directing the mentor to areas where help is needed. They
also need to do the tasks assigned by the mentor.

Sabelo (Cyanda Garden Service) has this advice about mentoring to give to
emerging businesses:
“I have gained a lot of knowledge, information and skills because I was open
to learning and getting advice…One must also be willing to go out and follow
through on activities that arise out of the mentoring. Knowledge followed by
action moves the business forward….and you grow and the business grows
as well. Mentoring also directs you to other sources of information on how to
improve your business. So I say, go out there and network, ask questions and
ask for help. Investing time and energy in being mentored is investing in the
growth of your business”

 If an entrepreneur asks, “What will I get for accepting this offer of mentorship ”?” it
suggests that he does not yet know enough about life in general and business
in particular to value the knowledge and insight that can be gleaned from an
experienced guide. Such a person is unlikely to benefit from being mentored.

There must be an appropriate match between the entrepreneur
and the mentor
 Not all mentors can work with youth entrepreneurs. Successful business
owners may have had no experience of working with disadvantaged
communities and youth. Similarly, young entrepreneurs may be wary
of the mentor’s motives, or about sharing information concerning their
business.
A mentor needs to take cognisance of the age, background and cultural
values of the young entrepreneur. Similarly, entrepreneurs need to
develop an appreciation of the mentor’s business values and background.
Young people may have difficulty being proactive and taking the initiative
with older people, which they fear may be seen as a lack of respect.
 The mentor, who is often an outsider, needs to work with the entrepreneur
to develop trust. A lack of trust can be caused by expectations an entrepreneur
may have of someone of a specific race, gender or with specialist exposure
and experience in their industry.
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Payment for Mentoring – An Issue to Consider
Managers of mentoring programmes must carefully consider whether to require the
entrepreneurs to pay for the service they receive. Most donor-funded programmes do
not expect entrepreneurs to pay for mentoring. But this is not always a good thing.

Advantages of free mentoring are that it:
 Provides access to quality business advice for those who would not be able to
afford it
 Introduces the idea of business assistance to those who might think all they
need for their business is finance or training
However, disadvantages of offering free mentoring are that:
 The entrepreneur may not recognise the value of what he is receiving and
therefore not commit much time or effort to the process
 The entrepreneur may become dependent upon the free service and fail to
make provision for his own future self-development
 It may take entrepreneurs away from other good business development
services that are available locally on a commercial basis and so undermine
the market to the detriment, in the longer term, of both the service-providers
and their potential customers

Merriam Motaung, shopkeeper, Katlehong
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Reasonably well-established businesses, that could afford to pay for mentoring, are
often reluctant to do so if they have become used to getting it free, even if they
recognise a need.
Some suggestions to address these problems:
 A notional payment from the entrepreneurs who receive mentoring.
This would show that they are willing to make an investment in their own
business, and attach a value to the services they receive.
 Negotiating an agreement with entrepreneurs to phase in payment
over time, with low instalments to begin with and higher payments at the
end.
 Alternative forms of payment, such as equity in the business or services
rendered by the entrepreneur to other businesses participating in the same
project
 Deferred payment, including putting aside a small percentage of profit
generated during mentoring to pay for future business services
An established business that sets up a new small enterprise (perhaps in the interests
of Black Economic Empowerment) with guaranteed business contracts and no
requirement of capital outlay by the new owners, the parent company should
gradually wean the business onto its “own two feet” by progressively making it pay
for its rent, equipment and other services received.

Sibongile Mahlangu, accountant, Cape Town
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2.

IMPLEMENTING A MENTORSHIP PROJECT

The most important ingredients for a successful mentoring programme are:
 Preparation
 Selection of the right kind of entrepreneurs and mentors;
 Accurate diagnosis of the entrepreneurs’ needs and challenges; and
 A quality mentoring process that combines interesting content, skills development and
personal growth, and sound business advice.

Faizel Gangat, tour operator, Cape Town
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2.1

PREPARATION

2.1.1 DEFINING OBJECTIVES AND THE MENTORSHIP MODEL
Objectives
At the outset, a mentoring project needs to define what it is trying to achieve.
The overall objective of most mentoring projects are fairly straightforward, i.e. to
 Assist entrepreneurs to grow their businesses independently
 Assist entrepreneurs in as cost-effective a manner as possible.
It will, however, need to clarify whether it will offer
 An intense type of “hand-holding” assistance to entrepreneurs who have just got their
businesses going, or whose businesses emerged from a start-up training programme; or
 A business mentor for entrepreneurs whose businesses are already going concerns
and who are ready for the higher levels of advice and counsel that characterise true
mentoring.
As noted earlier, experience in South Africa suggests that many young people emerging from
enterprise development programmes are unable to sustain their business activities without
intensive support. On the other hand, if that support is ongoing, they will never develop the
maturity and initiative required to succeed by themselves. The project should from the start
have a plan for dealing with businesses that require different levels and types of support.
One of the most common mistakes made by business support programmes in South Africa
is to concentrate on preparing business plans. Creating a business plan is not the same as
creating a business. While there is some value in drawing up a business plan, it does not
automatically help the entrepreneur to start or sustain a real business. Mentors should
steer well away from the pitfall of running one-on-one business planning workshops.
Their advice should be around simple actions that bring quick results.
As well as the type of mentoring to be offered, other issues requiring clarification are:
 The number of entrepreneurs who can be accommodated
 The model, whether one-on-one or clustered in a group
 The cost of services, depending on the types of mentors required
 How the project will be monitored and evaluated
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The Mentoring Model
Individual Mentoring
Traditionally, mentoring takes place on a one-on-one basis. This allows for individualised advice
and attention, and for a relationship to develop between the entrepreneur and the mentor. Given
adequate resources, good mentors and ease of access to entrepreneurs, this can work well.

Group Mentoring
In some cases, however the individual mentoring model can be problematic due to circumstances
particular to that project or area if
 The project is targeting a large number of entrepreneurs, and there is a limited pool of
good business mentors.
 There are difficulties matching mentors to entrepreneurs appropriately.
 It is difficult to hold meetings at the entrepreneurs’ business premises. This could be for
a few reasons, there may be no space, or the owner might be constantly distracted by
immediate business needs. Access might be difficult due to poor roads, or safety, such as
in an informal settlement.
Groups of entrepreneurs can be organised according to location, or grouped in an industry or
sectoral cluster. They will then work as a group with a mentor. The ideal size of a group is 5 or
6 people, but not more than 8.

Advantages of a sector cluster are:
 Peer-learning - through the sharing of experiences, mutual encourage-ment and joint
problem-solving - can be facilitated in a group context.
 Cost-effective inputs can be made on technical and industry-specific knowledge, and
standard business practice.
 Mentors can be selected to work with groups according to their particular field of
expertise.

Disadvantages include:
 Entrepreneurs finding it difficult to attend group sessions at the same time because of
their business commitments.
 Unwillingness to share information with others who might be perceived as competitors.

M E N T O R I N G YO U N G E N T R E P R E N E U R S
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2.1.2 THE ROLE OF THE PROJECT MANAGER
The functions of the project manager are:
 The day-to-day co-ordination of the project and its activities.
 Recruitment and selection of entrepreneurs and mentors, and matching them
appropriately.
 Oversight of project quality and mentoring activities.
 Problem solving, handling disputes and resolving conflicts.
 Internal communications and managing progress reporting.
 Facilitating project workshops with the mentors.
 Assessment of the project and applying lessons learned to make improvements.
The project manager or co-ordinator also needs to make logistical arrangements and ensure
that adequate infrastructure is available, such as suitable accessible venues (if not on site),
transport, and pay attention to specific needs such as disability.

Monitoring and evaluation activities
The project manager needs to:
 Hold periodic workshops between the project management and mentors to
reflect on practice and make improvements.
 Set up a system for mentors to submit monthly reports, which include
reporting on each entrepreneur they are mentoring, and on the programme
as a whole.

Molise Matsahediso (left), hairdresser and Grace Marabe, owner of Hair Salon, Mangaung
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Issues that tend to arise in workshops, meetings and monthly progress reports are:
 The roles and responsibilities of the project manager and mentors in entrepreneur
assessment and selection.
 Assessment of the suitability of entrepreneurs for mentoring and making referrals to other
agencies for support.
 Handling disputes and resolving conflict between mentors and entrepreneurs.
 The terms and conditions of agreements between the project and entrepreneurs, and
ensuring that all understand them.
 Developing entrepreneurs’ understanding of and commitment to mentoring.
 Ongoing communication with entrepreneurs about their responsibilities towards the
project.
 The format and content of mentor reports.
 Roles and responsibilities of the project manager in the mentoring exit strategy.

Clive Newman, tour operator, Cape Town
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2.1.3 RECRUITING AND SELECTING ENTREPRENEURS
The effectiveness of any mentoring programme starts with the selection of the right
entrepreneurs to be mentored. Mention has already been made of why not everyone can
benefit from mentoring. To some extent these relate to the difficulties young people face in
starting and operating their businesses. To improve their businesses, young entrepreneurs are
more interested in trying to access finance, or attend skills training than to undertake mentoring.
They also often do not understand what mentoring entails, or how it can help them.

Sources of Entrepreneurs to Mentor
Entrepreneurs can come from:
 Business skills training, or entrepreneurial development programmes. These can be at an
informal micro-enterprise level, or a more sophisticated very small business. The latter’s
business owner could be attending a development programme at a university business
school.
 Young people who start and run their businesses on their own, and who are proactive in
asking development organisations for assistance.
The nature of the mentoring programme being implemented will determine which of these
entrepreneurs will be recruited. Once this has been decided additional candidates could be
recruited through:
 Advertising the programme at other small business skills training programmes.
 Editorial and articles in the media, notably small business publications.
 Pamphlets at small business development centres.
 Creating and marketing a website.

Criteria for Selecting Entrepreneurs
SSACI’s experience has shown that the most likely entrepreneurs to succeed with mentoring are:
 Reasonably mature, between the ages of 26-35.
 Already running a going concern with regular income and customers.
 Prepared to invest time to build and grow their businesses and their own personal skills
and business expertise.
 Able to leave the business for someone else for at least an hour and a half at a time to
attend mentoring sessions.
 Not full-time employees (elsewhere).
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It is an advantage if they have recently participated in a good business skills training
programme.
A person who meets these criteria is more likely to:
 Do the work required from the mentoring sessions on time and in full.
 Be proactive in the process, preparing for the sessions and optimising the benefits from
them.
 Apply the learning they gain in their businesses.
Additional criteria for selection are:
 At least a secondary school leaving certificate and ideally, some technical skills.
 Previous work experience, or an entrepreneurial history.
 Good performance on pre-mentoring selection tasks (this may be customer research, or
being given a small amount and then expected to go out and make a profit).
 Some start-up capital in the business.
 Some assets and a good credit record.
While not always the case, some assets or start-up capital of his or her own in the
business shows that an entrepreneur is invested and committed to the business. It
is likely that such an entrepreneur will take mentoring seriously. One indicator of
good business habits is a good credit record, which is indicative of a person who is
careful about spending and going into debt.

Aaron Mabuza, mushroom farmer, Mpumalanga
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The Entrepreneur Selection Process
One of the most important aspects of the selection process is assessing an entrepreneur’s
readiness to be mentored. This will help to clarify the real needs of an entrepreneur, and gauge
his level of commitment. It involves addressing questions about whether there really is a
functioning business, whether the entrepreneur knows what it needs, whether mentoring can
provide this or, if not, what else can be done to help.
SSACI uses a 6-step entrepreneur-selection process. Different programmes may need to adapt
this for their own circumstances. Examples of tools used at different stages are indicated in the
table, and then shown thereafter.
ENTREPRENEUR SELECTION PROCESS
Step

Activity

Selection Tool

1

Informal site visit by the project manager (or
the mentor if there is no centrally co-ordinated
programme) to assess whether the business is
a going concern with potential to benefit from
mentoring, and to discuss the process with the
entrepreneur.

Initial Assessment Template (i)

2

Report passed on to mentor if entrepreneur
approved for mentoring.

3

The mentor conducts a formal on-site business
assessment.

4

Mentor’s report submitted to the project manager
with a recommendation.

5

If approved, an agreement outlining the terms
and conditions of mentoring is signed with the
entrepreneur

6
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Mentor’s assessment questionnaire (ii)

Introductory letter to the entrepreneur
(iii).
Agreement between the entrepreneur
and the project (iv)

If not approved, the entrepreneur is referred to
other sources of assistance and support.
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Once selected for mentoring, entrepreneurs will be expected to:
 Invest time and effort in their own development and that of their business.
 Make the required effort to do any work arising from the mentoring process (including
any necessary travel and telecommunications).
 Prepare questions and issues for advice by the mentor in sessions.
 Acquire new skills and knowledge needed to grow the business.
 Identify their needs and goals for mentoring which they clearly communicate to the
mentor.
 Compile a mentoring plan jointly with the mentor to guide their development and the
growth of the business.
 Assess their own progress in mentoring and raise concerns and any new needs with the
mentor.
 Assess the performance of the mentor, recognise good performance and discuss any area
of concern with the mentor and/or the project manager.
 Submit information and reports required by the project manager concerning the mentor
and the project in full and on time as required.

Alpheus Msiza, shopkeeper, Mamelodi
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Examples of Entrepreneur Selection Tools
(i) PROJECT MANAGER’S INITIAL ASSESSMENT AND REPORTING TEMPLATE
Brief background to the request for mentoring:
Request approved/declined and reasons:
Date:

Business Profile
Name of company, physical location and
address
Telephone numbers
Business ownership/members/
employee numbers
Age/s of owners/members/employees
Numerate and literate in English/
Education level
Years in operation
Registered/unregistered
Products & Services
Can leave the business to attend
mentoring sessions?
Motivation for starting business
Recent comprehensive business skills
training
Regular customers – who
Business Premises
General Assessment of Business:
Sales
Income
Income records
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(ii) MENTOR’S ASSESSMENT QUESTIONNAIRE
Business

Client/s

Business Name:

Name/s:

Physical Address:

Gender/s:

Postal Address:

Age/s:

Location:

At a market

In town

Own office

Township

Street

At home

Other (where)

At a shopping mall

................................................

Tel No:

Education details:

Training and skills:

Cell No:
E-mail address:
Business sector
Retail
Manufacturing
Services
Products and/or services:

Business type:
Sole proprietor
Registered as CC
Partnership

On what business topics and issues have you already
received support?
SSACI:
Other agencies:

Informal
Pty (ltd)

Characteristics and personality of potential
entrepreneur:
Hardworking
Energetic/enthusiastic
Rises to challenges

Would you say your business ability is currently:
Good
Fair
Not so good
Why?

Proactive
Can do attitude

M E N T O R I N G YO U N G E N T R E P R E N E U R S
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Year business started:

Would you say your personal development is:
Good

Business currently operating:

Fair

YES

Not so good

NO

Why not (if no):

Why?

Do you have a business plan?

Was self-employment your first option:
YES

NO

Why/why not?
Do you have a marketing plan?

What marketing and advertising do you do right now?

Current annual turnover R:

Why would you say you went into your small
enterprise?

What is your vision for yourself and your business
and your longer-term goals?

Monthly sales R:
Monthly Profitability:

Number of employees (including owner):

Do you have previous work experience or a history
of entrepreneurship in some way (at school, in your
family, in your community)?

Employees numbers by gender:
Male

Female

Do you have start-up loan finance in your business or
own finance in the business right now?

Have you done/do you do market research for your
business (to test your business idea, find customers,
get orders and identify customer needs, your
competition and whether your products, services,
prices and location are right)?

How much approximately?

What assets do you have in the business?
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What ideas do you have for the development
and growth of your business and its products and
services right now?
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What business records do you keep?

Do you have a bank account/s and other banking
services?
What kind?

What examples of your business networking can you
give me?

How is your credit record?

What business linkages have you managed to
establish in your business?

What business opportunities do you have right now
and in the future?
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What customers do you have and what are your
target markets?
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ADDITIONAL QUESTIONS TO INFORM DECISION WHETHER TO GRANT MENTORING OR NOT
QUESTION

ANSWER

Do you want to go on being
self-employed and grow your
business?
Why?

I am here to help you grow your
business around your practical
needs in the business right now
– Would you like to do this?
Why?
What are your main business
and personal challenges and
needs right now for improving
yourself and your business?

What do you want me to advise
you on?

What would you like to have
achieved from the mentoring
by the end of the 6 months?

Any other notes/comments:

Mentor’s report

Completed business task well/not so well
Recommended/not recommended:
Date:
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(iii) Sample introductory letter sent to entrepreneurs approved for mentoring

Dear .........................................................
Congratulations! You have been selected at no cost to yourself to take part in our sponsored
Mobile Mentoring Project!
We would like to take this opportunity to welcome you as part of our project for the next 6 months.
Your initial involvement will be to take part in an induction and orientation workshop to be held
on .............................................................. at the following venue ..............................................at ..................am/
pm. At this workshop, mentoring will be explained to you and the process you will follow will
be discussed with you. Your mentor will also be present at this workshop so that you can get to
know one another. Your attendance is compulsory, and travel is for your own account.
As discussed with you, we have engaged the services of a business mentor, to help you to develop
and grow your business. SSACI has appointed Ms/Mr ......................................................... to work with
you for a period of six months with effect from ......................................................... to the end of ................
.......................................... At the end of this period, your progress will be assessed for implementation
of the mentoring and the results you have achieved, and you may be awarded another 6 months
mentoring if we feel it is justified and you have asked for it.
You will receive the following support from the business mentor:
 On-site visits to your business site for between 1 and 1½ hours every 2 weeks
 Joint agreement of a mentoring plan to guide the 6 months’ sessions
 Free practical discussions about your business and ad hoc business guidance and support
for your own development as a young business person, as well as for the growth of your
business
 Practical work assignments and decision making for you to implement between sessions
as a result of the mentoring given
 Feedback on your skills development and the progress of your business as a result of the
mentoring
In return, SSACI will expect you to honour the terms of your agreement signed with the project,
a copy of which is attached for your records.
In addition, SSACI will from time to time show-case your business success and may require you to
make presentations at functions when needed. We would also like to maintain contact with you
to monitor progress of your business for a period of one to three (1 – 3) years after the end of the
mentoring period. If your contact numbers change at any time during this period, please inform
SSACI and your mentor if necessary. Please indicate your acceptance of these terms by signing
below and returning the original to me.
Yours sincerely
CEO
Signed in acceptance of the above:
Signature: ................................................................................
Entrepreneur
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(iv) MENTORING AGREEMENT BETWEEN THE PROJECT AND THE ENTREPRENEUR
Agreement between
SSACI YOUTH ENTREPRENEUR MENTORING PROJECT
and
(Entrepreneur/s)
..........................................................................................................
1. General Terms and Conditions
‘Mentoring’ means guidance and advice given by the mentor by means of joint discussion, for
business decision making by the entrepreneur. In the first instance, it is not skills training or
providing business information for filing for future reference by the entrepreneur. It involves
discussion and practical work by the entrepreneur during the period of the mentorship, which
s/he undertakes to complete in full.
No assets are given or donated as part of the mentoring process (premises, equipment or
money).
The initial mentoring time period is for not longer than 6 months, or once the goal/s set by
the entrepreneur are achieved, and s/he no longer wishes to continue with the mentoring,
whichever is the sooner
The period is renewable by joint negotiation between the project manager, the mentor and
entrepreneur, dependent upon a satisfactory assessment of achievements and progress made
by the entrepreneur/s, completed by the project manager working with the mentor, and after
a written report has been compiled
2. I, the undersigned entrepreneur being part of the project agree to:
 Treat the mentor and any other person as part of the project professionally and with
respect
 Attend mentoring sessions regularly and on time with the mentor
 Inform the mentor or mentors when I am unable to attend mentoring sessions in
advance
 Complete practical work to be done between sessions fully and on time
 Provide accurate and relevant information to mentors concerning my needs for mentoring
in the spirit that the project has been designed with my best interests at heart
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 Contact the Project Manager speedily if there is something I am not happy about
 Give feedback on mentoring sessions to the Project Manager as and when required on the
form provided
 Be part of the project on the terms outlined in this agreement
 Provide written feedback on the form provided on the impact of the support given at the
end of the six-month period.
 Accept full responsibility for the decisions I take and for the developments in my business
whilst part of the project and once the project is complete
 Indemnify the mentor and the project from responsibility concerning developments in my
business as a result of the decisions I take
 To acknowledge the support I receive from SSACI where appropriate
3. Resolution of Conflicts Arising
Any conflict arising between the entrepreneur and the mentor and/ or any other project
representative, will be resolved in the following manner:
 The entrepreneur will contact the Project Manager and inform him or her of the dispute
 The project manager will negotiate between the mentor and entrepreneur with a view to
resolving the conflict in a manner acceptable to both or all parties.

Signed this day......................... of ......................... year.........................at....................................................................

.....................................................................................................................................................................
Entrepreneur
Print name: .............................................................................................................................

.....................................................................................................................................................................
Project Manager: SSACI
Print name: .............................................................................................................................
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2.1.4 RECRUITING AND SELECTING MENTORS
To recruit and select appropriate mentors, it is necessary to understand their roles and functions
clearly, and then to look at the necessary criteria and qualities that will best meet those
requirements.

Roles and Functions of a Mentor
A mentor should:
 Assist with the assessment and selection of entrepreneurs to mentor
(although in some cases this may be done by the project manager before the
mentor has been appointed).
 Pay site visits to entrepreneurs.
 Plan and facilitate mentoring sessions with the entrepreneur.
 Set clear, attainable goals.
 Prepare useful, interesting sessions based on the needs and plans agreed
with the entrepreneur.
 With the entrepreneur, identify business challenges and suggest
appropriate solutions.
 Use their business experience and knowledge to the entrepreneur’s benefit.
Providing networking opportunities and business linkages are two
significant examples of the kind of help mentors can give.
 Act as a sounding board for the entrepreneur’s ideas and decision-making.
 Track the development of the entrepreneur’s skills and knowledge.
Appropriate assessment tools can assist with this.
 Keep records. Records should include a) a database of entrepreneurs being
mentored, their business profiles, and the mentoring sessions held and b) the
content, practical work set, and progress made in the sessions.
 Prepare regular progress reports on the entrepreneurs.
 Attend, where necessary, project team meetings and workshops to reflect
on the project, discuss progress, suggest improvements and solve problems.
 Prepare an exit strategy with the entrepreneur and project manager to
conclude the mentoring process appropriately.
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Where to find mentors for youth entrepreneurs
Entrepreneurs at different levels of sophistication may need different types of mentors. With
all new entrepreneurs, but particularly with those who really require intensive “hand-holding”,
mentors need to combine uncomplicated business advice and simple business language that
makes sense to the entrepreneur. This will assist them to apply more readily in practice and in
their own context what they learn from the mentor.
Good mentors of youth entrepreneurs running micro or very small enterprises are not easy
to find, especially mentors from disadvantaged backgrounds, who could be powerful role
models.
Possible sources of mentors:
 Specialised business organisations, such as chambers of commerce or business
associations (especially for entrepreneurs with more sophisticated businesses).
For sectoral clusters of entrepreneurs, occupation-based associations may be
useful
 People working with business assistance centres or entrepreneurial
development programmes
 The networks of existing mentors

Characteristics of a Good Mentor
Successful mentors of youth-owned small businesses in South Africa are:
 Experienced business people who have worked with disadvantaged communities
and youth. They have knowledge and experience of micro- and very small enterprise
development, and of the second economy
 Able to run their own enterprises, or have recently retired. They have experience
with different roles in a business and at different levels
 Able to discuss even the most sophisticated ideas and concepts in simple, clear
language – but without “talking down” to the listener
 Aware of the broader business environment
 Familiar with the environments in which youth entrepreneurs live and work
 Passionate about helping people to help themselves
 Able to respond to the needs of entrepreneurs within the context of the
programme.

M E N T O R I N G YO U N G E N T R E P R E N E U R S
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Other useful criteria for selection of mentors are:
Skills:
 Good general business skills.
 Specific industry related skills, including technology (an advantage)
 Good interpersonal skills to deal with relationship building, problem solving, group
facilitation and dealing with conflict
 Able to give effective feedback, and confront and challenge when needed
 Be creative in solving problems and generating business ideas and opportunities

A mentor should also be:
 A good “people’s person”, able to form relationships and establish trust
 Willing to listen and share their knowledge and experience
 Interested in and have capacity to develop people
 Willing to learn
 Respectful of others
 Ethical
 Creative
 Approachable
 Able to motivate other business-people
 A role model with good standing in the community
Mentors need to be able to commit time for the actual mentoring, and induction and training
sessions if required. They must be able to visit entrepreneurs on site.
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If the entrepreneurs have come out of an enterprise-development training programme, it is
helpful if the mentor has some knowledge of the content of it so that there is some synergy
between the formal training programme and the mentoring programme.

Paid or volunteer mentors – an issue to consider
SSACI’s experience is that paid experienced mentors are more likely to offer
good professional service on a sustained basis than volunteers. Volunteers
may fit the work into their spare time, and may not always be available
regularly.
Paid mentors are expected to visit entrepreneurs on site, for which they are
compensated. Often volunteer mentors expect the entrepreneurs to come
to them.
There is a line management relationship between organisations and
contracted mentors, as well as accountability around productivity, quality
of work and reporting. This can be absent with volunteer mentors, or very
difficult to enforce.

Appointment of Mentors
Once appointed, mentors need:
 Induction and orientation, or training
 Resources such as venues and materials
 Reimbursement of their expenses, such as travel, accommodation, food and, perhaps,
their time
 Communication, feedback and support from the programme co-ordinator
 A planned programme which includes an exit strategy

Here is a sample introductory letter inviting a mentor to an induction workshop:
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Sample Introductory Letter to Mentors

Dear ..................................................................
Congratulations on being appointed a SSACI mentor! We would like to welcome
you to the Mobile Mentoring Project. Your initial involvement will be to take part
in an induction and orientation workshop to be held on...................................................at
the following venue................................................................................... at ......................am/pm.
At this workshop, mentoring will be explained and discussed with all mentors and
entrepreneurs. The process to be followed for the mentoring will also be discussed.
Your entrepreneur will be present at this workshop so that you can get to know one
another. You will be paid for your time and the travel costs of attendance.
SSACI will expect you to honour the terms of your agreement signed with the
project, a copy of which is attached for your records
We hope that you will enjoy your work with the project and we look forward to
working with you to contribute to the success of our young entrepreneurs and their
businesses.
Yours sincerely

CEO

A written agreement needs to be signed between the programme co-ordinator and the mentor,
detailing the tasks required, responsibilities and remuneration.
An example of one such agreement follows.
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Example of a Mentor’s Agreement
Dear ......................................................................................
As discussed, we would like to confirm your mentoring consultancy contract as
follows:
Tasks
 Provide ad hoc business advice to entrepreneurs referred to you by SSACI with a
view to helping them grow their businesses.
 Feed back to SSACI information, insights and experience that could help us
develop our in-house understanding of best practices in the provision of business
development services to micro and very small enterprises.
Activities
 Make on-site visits to entrepreneurs identified by SSACI to assess the current state
of each enterprise, its potential for survival and growth, and its developmental
needs; each visit will typically last between 1 and 1½ hours.
 Provide the entrepreneurs with practical, ad hoc business advice.
 Submit a monthly work diary and report on enterprises visited
Meet monthly with SSACI’s Programme Manager to provide feedback on
problems encountered, advice given, lessons learned, insights gained, etc.
Time
One day per week from.............................................................. (date, month and year) to
........................................................... (date, month and year)
Remuneration
 Consultancy fee of xxxx per hour, for up to 30 hours per month, to cover time
spent in meetings with entrepreneurs, preparing for such meetings and reporting
back to SSACI
 Travel reimbursement of xxx per km for local travel
Payment to be made by SSACI on presentation of monthly invoices
Please indicate your acceptance of these terms by signing below and returning an
original to me.
Yours sincerely
CEO
Signed in acceptance of the above:

Signature:...............................................................

Date: ............................................................

Mentor
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2.1.5 MENTOR AND ENTREPRENEUR ORIENTATION AND INDUCTION
Some orientation of mentors needs to take place before they begin their mentoring assignments.
Orientation or training sessions should cover issues such as:
 The mentor’s role in the mentoring process, the entrepreneur’s role, the project manager’s
role, and how they interact
 The situations and contexts in which emerging entrepreneurs operate
 Possible language issues, and mentors’ need to be sensitive to them
 How to extend learning by, for example, asking questions, eliciting views and opinions
and generally encouraging free expression
 Resolving disputes between mentors and the entrepreneurs they work with

If the mentor is working with a group, some orientation around the dynamics of group mentoring
may be required. This may include:
 Peer learning
 Forming groups
 Dealing with power relationships in a group
 Setting goals in a group context
 Dealing with specific requests and problems from entrepreneurs
 Monitoring and evaluation
 Agreed outcomes, and service level agreements

Entrepreneurs should also attend an orientation workshop, ideally together with the mentors,
aimed at getting entrepreneurs and mentors to know each other, and to understand mentorship
and the processes that will be followed.
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2.1.6 MATCHING MENTORS AND ENTREPRENEURS
Mentoring often falls down with the matches made between mentors and entrepreneurs. This
can be more pronounced with young entrepreneurs.

“A good match is to be with someone who has knowledge and experience to learn
from. Someone you can really connect with. You’re telling them really intimate
things so you have to feel comfortable in the relationship” (Quote by a young
entrepreneur receiving mentoring.

A good mentoring relationship often takes time to develop and start working well, or before it
becomes apparent that there is a mismatch. Nevertheless, attention to matching entrepreneurs
with mentors at the outset of the programme will help to ensure success.
Issues that influence the success of matching are:
 Time availability on both sides
 Mutual respect
 Trust and real desire from both sides to have a positive relationship
 The entrepreneur’s commitment and understanding of the value of mentoring
 The mentor’s commitment and understanding of a developing, as opposed to a developed
business
 Diversity and cultural issues. The mentor should have an understanding of the personal and
community background of the entrepreneur, and of any resulting cultural differences
 Positive attitude and openness on both sides (lack of negativity and defensiveness)
Group-mentoring also requires that attention be given to the group needs and dynamics:
Although not critical in obtaining a good match, the following can also be highly beneficial for
successful mentoring:
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 The mentor is a specialist in the entrepreneur’s type of business
 The mentor and entrepreneur have similar business interests
 They have a common frame of reference (sometimes culture, or race, age or gender)
Examples of successful and unsuccessful mentoring matches can be found in the case studies
and troubleshooting guide at the back of the manual.

Nolubabalo Rubelo, Telecoms franchisee, Cape Town
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2.2

IMPLEMENTATION

Once it begins, there are three phases to the mentoring process:
 Phase 1 – Establishing and Developing the Relationship
 Phase 2 – Mentoring for Personal and Business growth
 Phase 3 – Bringing the Relationship to a Conclusion

2.2.1 PHASE 1 ESTABLISHING AND DEVELOPING THE RELATIONSHIP (0-3
MONTHS)
Extract from ‘Mentoring Young Entrepreneurs: What Leads to Success?’
by John Cull
International Journal of Evidence Based Coaching and Mentoring Vol. 4, No.2,
Autumn 2006, Pages 8-18.
Starting the Relationship
At the start of their relationship, mentors identified the need to be supportive,
tenacious and to enable the young entrepreneur to keep their vision in sight. During
the relationship-building phase it is important to know what it is that makes people
tick. However, as is common with all three stages, the mentor’s role is to help the
client to reflect on what is happening. Within the reflective process there may
be a disguised ‘call for help’ brought on by the reality of running a business and
the mentor can help by listening for signs of anxiety, and be there to support the
young entrepreneur. In addition to the ‘softer skills’ such as listening, the mentor
needs ‘harder skills’ such as analytical adeptness to review business plans and stay
objective.
The start-up phase probably requires a mentoring approach that is more tactical
than strategic i.e. winning the first customer, getting the cash in quickly, keeping
correct financial records etc. The role is more about keeping the client focused on
generating short-term results.
The mentor also needs to be a ‘blank slate’, to be a good listener and to know how to
do solid needs analysis. Furthermore, s/he needs to be focused and organised and
ensure the client does likewise.
Ideally, the mentor needs to have connections in an area which is industry specific
to the client’s business, and help by making introductions to potential customers.
Moreover, the mentor needs to have a positive demeanour and have enough
personal experience to give solid, informed advice.
The role can be summed up as someone with an ‘outsider’s’ view who gives
positive support, helpful advice and useful ideas. “Mentors need to show
compassion and understanding. It is easy to get carried away with the client’s
enthusiasm and so the mentor will need to be embedded in reality.”
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Establishing Expectations and Indicators of Success
Key features of the relationship between the mentor and the entrepreneur are sharing and
learning, driven by the needs of the entrepreneur. To this end, there needs to be contracting
around roles. The entrepreneur must lead the process, as it is his or her business.
When mentoring a group of entrepreneurs, especially in an industry or sectoral cluster, the
relationship needs to take into consideration the competitive element of the business context of
the entrepreneurs. It must ensure that overall growth is focused on enhancing mutual learning
and finding common ground, rather than focusing on the competition between them.
At the start of the mentoring relationship the mentor and entrepreneur, or group of entrepreneurs
will decide on:
 The venue for mentoring.
 The length and frequency of each session.
 The expectations, and goals to be achieved.
Meetings generally should take place at the entrepreneur’s business premises. Where this is not
convenient or safe for the mentor, especially if after hours, another mutually agreeable venue
should be found.
Why mentoring did not take place on site in one project in Mamelodi
In a project mentoring businesses in an informal settlement, business conditions
were very poor. Not all locations were safe for the mentor to visit, and access
was difficult especially when it was raining. For some entrepreneurs, meeting
with their mentor at their business premises was not a good idea as they were
distracted by immediate business needs, or did not have a space to meet. There
were issues relating to jealousy among neighbours who saw the client being
helped unfairly, and even threatened him.

To resolve this, a convenient location was found nearby, and from time to time mentoring took
place in a group to protect one entrepreneur.
Success indicators should be negotiated and agreed. Achieving these can be very motivating
for entrepreneurs, and can drive them to invest more deeply in the process. Examples are shown
in the table that follows.
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Examples of success indicators
 Higher revenue.
 Higher profits.
 Improved financial management and control of the business and better
record keeping.
 Improved market research and marketing.
 Effective branding of the business.
 Improved product and services range.
 More customers.
 Better suppliers (prices, location, services, benefits, credit offered).
 Better understanding of the competition and competitive environment of
the business.
 Good linkages in and out of the immediate business area.
 Cost effective advertising and promotions.
 A business registered.

In the initial stages, especially with less sophisticated businesses, mentoring should be practical
and offer manageable suggestions about simple things that can be done immediately to realise
results. At this stage, mentoring should not usually be about business planning processes,
where entrepreneurs cannot see results straight away, and may lose heart with the process and
take little or no action to improve the business.
Businesses in the initial phase of mentoring could be start-ups, or have been running for a while.
The mentor will need to be aware of the different needs of each.
Clarity is needed over whether mentoring can continue after the initial period, even if
entrepreneurs have achieved their goals. The possibility of continuing with mentoring can act
as an incentive for achieving current goals.
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In six months, one entrepreneur planned and largely achieved:
 Good personal development with a range of improved business and life skills.
 Improved products and services, after doing market research.
 More customers.
 Better suppliers (lower costs and better services).
 Improved monthly turnover.

He continued with mentoring for another 6 months, and added:
 Good business branding.
 Cost effective advertising and promotions based on this branding.
 A doable business and marketing plan.
 Improved skills in basic financial planning and control, and record keeping.
 A bigger increase in monthly turnover.

What Happens in the Sessions?
The anticipated flow for each mentoring session should include:
 Check in.
 Feedback on what has happened since the previous session.
 How learning has been applied.
 If there are commitments to do things, review of what has been done.
 Issues arising from previous topics/sessions.
 Confirming the topic/content for session (questions/issues to be addressed).
 Sharing information.
 Exploring possibilities and possible consequences.
 Developing ideas.
 Commitment to actions that arise.
 Review session – what worked/did not.
 Decide on topic/theme for next session.
 Confirm date and venue for next session.
 Check out.
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Documenting mentoring sessions
Once mentoring starts, a file is opened for the entrepreneur and business. The mentor makes
notes after each session on:
 The progress made since the previous session and how the business has been doing
 (Monthly) what the current sales are and whether there has been any improvement in
turnover, employment created, or business profitability
 What has been covered in the current session
 What practical work the entrepreneur needs to carry out as a result of the session; and
 What actions (if any) the mentor needs to take before the next session (for example, send
information to the entrepreneur, review planning done, look at financial records created, etc).
This record is used by the mentor to: 1) act a reminder of the point reached in the mentoring
before the next session 2) document what needs to be done by both sides; 3) prepare the
next mentoring session; 4) inform the monthly report to the project manager; and 5) create
mentoring records to inform in-project and post-project evaluations.

Albert Mlazi, cloth products manufacturer, Johannesburg
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MONITORING AND EVALUATION – BASELINE INFORMATION
It is of critical importance that base-line information is available at the outset of the
project in order to be able to monitor and measure its progress and ultimate success.
The following should be used:
 A detailed base-line profile of each entrepreneur and their business, recorded
by the mentor in a computerised database of business and client profiles. This
can be adapted from the mentor’s initial assessment used during the selection
process
 An initial skills self-assessment by each entrepreneur of their abilities and their
weak areas. This should be done as part of the first or second session. Mentors
also make an assessment once they have had the opportunity to get to know
them
 Photos taken of entrepreneurs and their businesses and included as part of their
business profiles on the database as well as used from time to time in monthly
reports
Once mentoring starts:
 Mentor’s notes made after each session
 Mentor’s monthly reports to the project manager. These should include:
 A summary table of indicators reflecting how entrepreneurs and their
businesses are progressing
 New photos taken
 Any conclusions drawn as a result of the month’s activities and information
gathered
 Any proposals and recommendations for changing and/or improving the
project and its activities as a result of the month’s activities
Examples of the tools used for these activities follow
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Monitoring and Evaluation Tools for Phase 1
Base Line Entrepreneur Profile
This is compiled from the initial assessment
Business Name:
Name of entrepreneur/s:
Age/s:
Commencing date of profile:
Photo/s added – entrepreneurs/s and business site:
PERSONAL PROFILE/S OF ENTREPRENUER/S:
Telephone number/s:
E-mail address/es:
Postal address:
Education level/s:
Gender:
Training done to date:
Work experience:
Entrepreneurial history:
Self-assessment of business ability:
Life challenges:
Self-assessment of personal development:
Personal development needs:
Goals in life:
BUSINESS PROFILE:
Year business established:
Business registration:
Location:
Business format:
Product/s/Service/s:
Start-up finance:
Bank account/s:
Employee numbers:
Business plan compiled:
Assets:
Business records kept:
Business challenges:
Business development needs:
Support & development services received already:
Marketing activities to date:
Networking activities to date:
Business linkages:
Market research done to date:
Monthly sales currently:
Cash – flow good or not:
Money in the bank:
Profitability:
Vision for the business:
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Template for Entrepreneur Skills Self-Assessment
Start Up

At start

At 2
months

At 6
months

At 8
months

At 10
Months

At 12
months

MARKETING/ADVERTISING
Good / Fair / Not so good

OPPORTUNITIES/NETWORKS
Good / Fair / Not so good

CUSTOMER RELATIONS
Good / Fair / Not so good

FINANCIAL MANAGEMENT
Good / Fair / Not so good

OPERATIONAL ABILITY
Good / Fair / Not so good

RECORD KEEPING
Financial accounts
Stock
Staff
Debtors
Credit
Cash book
PERSONAL SKILLS
Self-confidence
Time management
Organising
Self-discipline
Decision making
Taking initiative/responsibility
REALISTIC EXPECTATIONS OF
SELF & BUSINESS
Good / Fair / Not so good
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Sample Format and Example of Mentor’s Monthly Report
TWELFTH MONTHLY REPORT BACK ON BUSINESSES MENTORED
1.

Executive Summary

Business/Entrepreneur
Name

This business is currently
……………………………………………………………………………
Growing
rapidly

Growing
slowly

Same

Declining
slowly

Crashing

Pandulwazi Products
Income

√

Profitability

√

Employment

√

Product/service range

√

Customer base

√

Size of premises

√

No of premises

√

Sophistication

√

Skills set

√

Blitz IT Solutionz
Income

√

Profitability

√

Employment

√

Product/service range

√

Customer base

√

Size of premises

√

No of premises

√

Sophistication

√

Skills set

2.

General Report Back

2.1

Meetings with entrepreneurs

√

Number of business visits made: 7
Number of businesses visited: 2
Number of entrepreneurs met: 2
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Mentoring visits were made between 22 April and 20 June 08 to the following clients:
Client 1 - Johannesburg
Client 2 - Pretoria
1.

Client 1
Progress by the team seems to have declined, possibly triggered by the mentor’s absence
for a short while overseas.
In the month I did not see them, they made little progress with the work they had set for
themselves, which was to complete their marketing plan. Their implementation of the
plan has been slow to non-existent. Requests for work to be completed and sent to me
were either not followed up during the period, or there were technological problems or
incorrect drafts sent. Commitment to the mentoring seems to have declined quite a lot.
The dive also seems to be associated with an advert they placed in The Big News which
failed and was quite expensive. There was some discussion with the mentor about the
advert, but little liaison around its design or placement. The advert in the mentor’s view
was not good. The design was poor and it had spelling mistakes in it. It also followed a
selling rather than marketing approach. This work seems to have been handled by one
team member who does not seem willing to follow advice received. This seems to be
causing problems with teamwork and communications. In my view, he is battling with
understanding marketing as opposed to selling but, as the MD, he instructs the others
concerning what must be done and how it must be done in the business. I have often felt
that his communications with the team may be counter to the mentoring I am giving.

2.2 Details of mentoring sessions held between 22 April and 20 June 2008
2.2.1 Client 2
In the 2 sessions during the period, I attempted to cover the following ground:
 Advertising (with an advert in The Big News)
 Media and promotions planning (where and how will they advertise and promote their
business given their key target markets of emerging and established micro and very
small businesses)
 Marketing activity planning; drawing up a marketing budget building on the
promotions and activity plan; customer profiling (more guidelines)
 Going through guidelines and steps to take to do some of these things
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By 23 June, it appeared that the team had looked at all the above areas and completed a
marketing plan in draft form. The final 2 sessions in the current contract will be spent on
editing and adding to it, and then finalising it. Discussion will also focus on the marketing
activity plan and their intentions to act on it. (One of the problems is raising the necessary
finance to action the marketing activity plan). I have advised them to put a certain amount
aside every month as far as possible in order to generate a marketing budget. Sales are,
however, variable, and it looks like insufficient income is being generated currently to
allow for regular expenditure on marketing.
The SSACI database of client profiles has been updated for the visits made to these clients
during March-April 08. The database is attached as part of this report. The 2 sessions
approved with (name removed) in order to finish his business plan have not yet taken
place due to his exams this month. We are aiming to hold them during early July.
4.

Conclusions/Recommendations
Both clients reported on this month would progress better and faster if they had had
business skills training before they received the mentoring. The main challenges are: lack
of a business framework of reference, unrealistic expectations and time frames, lack of
business life skills and general business ‘savvy’. I have suggested to both clients that they
need business skills training urgently. Further mentoring for (name removed) after the
end of the current round (in 2 sessions time) should definitely be dependent on all three
going for a business skills training course. The money that might have been spent on a
further 3 months mentoring should rather be spent on training for them.

Johanna Makua (left) in her fast-food outlet, Mamelodi
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2.2.2 PHASE 2 - ONGOING LEARNING (3-9 MONTHS)
At this stage entrepreneurs should have learned practical ways of building their businesses. The
mentor has also had an opportunity to obtain a grasp of gaps and needs that the entrepreneur
may not have seen.
In the first phase, the mentor works mostly around more immediate, practical needs to enable
the entrepreneur to see results fairly quickly. Now, more formal planning should be done so
that the entrepreneur and mentor can negotiate what should be covered in the next months.
This may take place before three months have passed, and will depend on the relationship
between the entrepreneur and the mentor, and the business’s level of sophistication.
Mentors need to keep entrepreneurs motivated, and encourage them to persist.
An example of a mentoring plan template is given below, as well as a completed plan used with
a real entrepreneur. The entrepreneur in that example managed to treble his turnover during
12 months of mentoring.

Goodman Mhlongo (left), IT entrepeneur, Tshwane
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Example of Mentoring Plan
BUSINESS ISSUE

April

May

June

July

√

√

√

√

√

√

• Entrepreneurship groups
and activities
• Suppliers

√

√

√

√

• New customers, new
geographic areas,
competitors, advertising

√

√

√

• Market research

Improved marketing

√

√

• Flyers and business cards
advertising the business
and its benefits

Improved financial
skills

√

√

• Budget and sales
forecasting
• Record- keeping
• Cash flow planning &
management
• Tax

Secure more and
better suppliers at
lower prices
Improve business
networking
and linkages

√

Carry out market
research

Diversify trading
business into other
products and services

Further personal
development

Develop ability to
use the Internet
for marketing and
research

√

Aug

Sep

Comments
• Purchase cartons at better
prices
• Market research

√

√

√

• Balance between own
interests and others’
interests
• Presentation skills

√

√

√

• Course to identify, use
Internet

• To include an activity plan
for the next year

Draft a business plan
Goal:
Increase sales from
R5000 to
R10 000 p/month by
September
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√

Actual achieved:
R7000 at July 2007
R8500 by end August
R10730.00 sales reached for
Sep 07
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Additional Support
At this stage, entrepreneurs typically need the following kinds of support and guidance:

New business knowledge
 Requirements for registering a business, and the different options.
 Business compliance requirements and regulations.
 Business growth and restructuring.
 Human resource management.
 Registration and payment of tax.
 Business insurance.
 Purchasing vehicles and technology for a business.
 Banking and investments.
 Contracts and agreements.
 Accounting requirements, such as accounting officers for close corporations.
 Marketing planning and budgeting.
 Business planning.
New skills development may relate to financial planning and management topics such as:
 Sales forecasting.
 Cash flow planning and management.
 Income statements.
 Cash books.
 Record keeping.
 Stock control and management.
 Costing and pricing.
 Giving credit and discounts.
Once again, these needs will differ between businesses at different levels of sophistication.

54

Swiss-South African Cooperation Initiative (SSACI)

In successful mentoring, almost as much time is spent working on the personal development
of the young person as on their business skills development and on growing the business.
Examples of personal growth needs, which mentors have encountered, and responded to, are:
 How to behave and communicate assertively.
 How to put boundaries in place and say no when required.
 How to handle stress and crises well.
 How to manage time well.
 How to understand that real learning is action-based, not gathering information.
 How to take the initiative, be proactive, responsible and accountable.
 How to solve problems and make good decisions.
 How to delay instant gratification.
 How to think and act in advance and beyond the present.
 How to be organised.
 How to be an ethical and good business citizen.

Limits of the Mentor’s Liability
Mentors are responsible for making constructive suggestions, rather than giving advice that
they expect entrepreneurs to follow. It must be stressed to entrepreneurs, however, that the
ultimate responsibility for making decisions about their businesses are theirs. They remain
solely responsible for them.

Managing Challenges
Issues in this phase that may require careful management are:
 Difficulties and disputes that arise as the sessions proceed
 Mentor and entrepreneur mismatch and re-matching
 Monitoring progress

M E N T O R I N G YO U N G E N T R E P R E N E U R S
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Some difficulties that may arise in the sessions, on the part of the entrepreneurs, may include:
 Failure to attend sessions without proper advance notification
 Not doing the work agreed upon
 Not implementing any suggestions made
 Losing motivation when they see that they might have work to do, and do not get tangible
benefits such as finance or equipment
 Not valuing the mentoring as they do not pay for it
 Negativity towards the mentor, or the suggestions made
 Not willing to put sufficient time aside for the sessions, or continuing to attend to business
during the sessions
 Being unable to attend sessions off site as they have no-one to leave the business with
 Social or personal problems that interfere
On the part of mentors, they could include:
 Feeling offended by a perceived lack of respect from younger entrepreneurs
 Becoming impatient with entrepreneurs who display poor attitudes and commitment.
Mentors may feel they are wasting their time
 Mentors not arriving for sessions, or arriving late, without adequate notification
 Not preparing adequately for sessions, or spending sufficient time with the
entrepreneur
 A top-down or authoritarian approach that may offend
 Not being suited to the entrepreneur because they do not relate well to their
circumstances, or level of skill and knowledge
Where there are issues between the entrepreneurs and mentors, the project manager should
initiate a problem solving and negotiation process between them. This will determine whether
the problems can be resolved and the relationship can continue, or the people involved should
be re-matched.
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Where there are complaints by entrepreneurs about mentors, or vice versa, the project manager
must discuss the issues with the mentor to see if matters can be improved, or whether a rematch is necessary. Termination of mentors or entrepreneurs is an option where improvements
do not happen as a result of discussions.

Monitoring and Evaluation
During the growth phase, monitoring takes place in the following ways:
 The monthly progress and problems reporting continues by the mentor. This
will include a review of the mentoring plan and whether the goals set thereon
are being reached
 If mentoring takes place off site, periodic visits are made to the business and
photos taken, particularly if there are changes as a result of the mentoring.
These are reported on in the monthly reports
 The monthly project meeting may fall away at this stage and become quarterly
or even half-yearly, if the project and the work are proceeding smoothly

Indicators of whether a business is growing or not are:
 Increase in sales
 More employees
 Improvement in turnover
 More customers
 More products and services
 Better cash-flow
 More money in the bank
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Forward Planning
Growth in their businesses may spur entrepreneurs on to further growth.
This is the time for formal business planning as well as activity plans which are formulated
to guide the young entrepreneur into the future. Financial planning and forecasting are
part of the process, and very often require financial skills instruction and practice before
entrepreneurs can finalise their plans.
It can be useful to leave the young entrepreneur with a business plan and detailed activity
plan and 1-year time frame that commences when the mentoring terminates. This can form
part of an exit strategy.
An exit strategy also needs to take into account that not all entrepreneurs may want to continue
growing their businesses. Their lifestyle and circumstances may require the business to stay
at a certain level. Family businesses are often examples of this, or women with childcare
responsibilities in addition to their businesses.

Cindy Dibete, accountant, Johannesburg
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2.2.3 PHASE 3 – CONCLUDING THE RELATIONSHIP
During this phase, it is important to:
 Discuss the end point of the mentoring and agree what is still needed before the process
ends
 Allow the entrepreneur to lead the process as much as possible. This sets the stage for
letting go and exiting
 Complete some form of planning, like business or marketing planning, and ensure that
a detailed activity plan is in place to replace the mentor when they exit
 Agree how the mentoring will finish, and whether and how the relationship will continue
after the mentoring is over

Management issues arising for the project manager at this stage are:
 Ensuring that what has been planned between mentors and entrepreneurs is on
track.
 Devising an exit plan, with the mentors. Together they will agree how to communicate
this with the entrepreneur. They may need to communicate with the entrepreneur
about issues relating to whether further mentoring may be possible in the future, or
whether the entrepreneur will receive any form of certification.
 Handling premature exits from the process. This may arise if entrepreneurs achieve
the goals they set for themselves before the allotted time has elapsed and no longer
wish to continue, or if for a variety of reasons the mentoring does not work and all
stakeholders agree it should stop.
 Ending the mentoring process. Personal letters from the project manager to the
entrepreneurs are valued and welcomed. Saying good bye and good luck, and offering
support telephonically or by email once the mentoring is complete shows entrepreneurs
that they are not alone and can still get information and advice as they move forward
with their businesses.
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Reporting
Reporting at the exit stage should include:
 Mentors’ reports on each entrepreneur, submitted to the project manager. These should
detail the progress and achievements made during the process, and compare it to the
baseline data, and entrepreneurs’ skills self-assessments.
 An overall general evaluation report from the mentor to the project manager, with
recommendations for the future.
 A report sent to entrepreneurs giving feedback on their progress and achievements.

Monitoring and Evaluation
 The mentor’s monthly report on each entrepreneur
 Mentor’s general evaluation report
 The entrepreneur’s assessment. An example of a questionnaire used for this is
shown on the next page

Lesego Sejosegoe, food manufacturer, Manguang
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Entrepreneurs’ Final Assessment Questionnaire
1. Name of Entrepreneur

Gender

Age:

Month

Year

(tick) Y

(tick) N

2. What type of business do you own?
3. When did you start your business?
4. What/who motivated/helped you to start your business?

5. Is your business registered?
CC
Sole proprietor
PTY (Ltd.)
6. How long have you been on the SSACI mentoring programme?

7. Describe the benefits you have derived from the mentoring programme.

8. Describe changes (if any) in your business that you have implemented as a result of the mentoring
programme

9. How many employees have you employed since you joined the mentoring programme?
Full time

Part-time

Casuals

10. Which of the financial records do you keep?
Cash book

Sales book

Receipt book

Ledger

11. Did you have these records before you received the SSACI sponsored mentoring
intervention?
12. In what way has the SSACI sponsored mentoring assisted you to run your business differently? Please
describe specific skills you have learned.

13. Does your business rent, own the property or operate from home?
14. Does the company own equipment, machinery or vehicles? Please describe?
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15. When was the equipment and machinery acquired?
16. How much profit (after expenses) have you made during the last 3 months of mentoring
Month 1
Month 2
Month 3
17. If you have introduced other products or business activities whilst you were on the mentoring programme
please describe these activities?

18. How did you finance these new initiatives?

19. What future plans do you have for your business?

20. Apart from the SSACI sponsored training, what other assistance have you received from other sources?
Source

Type of Assistance

How it has benefited the business

22. Would you or not recommend the SSACI mentoring to other youth owned businesses? Why?

23. Please give us any other comments regarding the SSACI mentoring experience.

24. We would like to maintain contact with you. Please update your contact details:
Name/s of Owner:
Name of Business:
Business address:
Telephone & Fax Numbers:
Cell phone Number:
Email Address:
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3. ASSESSING MENTORSHIP
The ongoing monitoring and evaluation activities detailed throughout this manual are
designed to serve a dual purpose:
 To assess the ongoing effectiveness of mentoring, and whether particular mentors and
entrepreneurs should continue with the process and
 To inform a final project evaluation, summarising the achievements, weaknesses and
how to make improvements for the future.
Accurate monitoring and assessment of a mentoring programme necessitates consideration
of two major aspects:
 Monitoring the success of the mentoring activities themselves with individual
entrepreneurs, and
 Monitoring the success of the overall process and implementation.
The following table re-iterates the monitoring and assessment activities incorporated thus far.

SUMMARY OF MONITORING AND EVALUATION ACTIVITIES
Activity

At what stage

Periodic workshops between project manager and
mentors

Preparation, and ongoing

Set up system for monthly mentors’ reports

Preparation

Base line profile for each entrepreneur, adapted
from mentor’s initial selection assessment

At the start of mentoring

Skills assessment by each entrepreneur

At the start of mentoring

Photographs taken of the entrepreneurs and their
businesses

At the start, and periodically
throughout the process

Mentors’ monthly reports to the project manager

Throughout the duration of mentoring

Mentoring plan for each entrepreneur, submitted by
mentors

Ongoing learning, or growth phase

Mentors’ final reports

At the conclusion of the process

Entrepreneurs’ final assessment of their mentoring

At the conclusion of the process
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Summative, or Final Project Evaluation
A final project evaluation will look at the initial objectives of the mentoring project, and then
using and analysing the information gathered throughout the process, will develop indicators
appropriate to the objectives, and assess whether these have been met. Typically, it would
look at the project implementation and processes, and the outcomes.
Data could be both qualitative and quantitative. Examples of quantitative indicators that
demonstrate outcomes that could be used are:
 Numbers of entrepreneurs who started the project
 Numbers of entrepreneurs who completed, and who dropped out
 Average numbers of mentoring visits received by each entrepreneur
 Other indicators of success such as:
 Improvement in turnover
 Employment created
 Business profitability
 Increased numbers of customers
 Increased products and services
 Better cash flow

Qualitative information would be used to explain, or give reasons for the above, and also to
assess the programme itself. It may be useful for the project manager, or even an outside
evaluator to conduct interviews with a sample of mentors and entrepreneurs to gain additional
insights.
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Evaluation of the project processes would include indicators such as:
 Is the programme purpose clearly defined?
 Are the target groups and needs clearly identified?
 Does the purpose identified meet the needs of these groups?
 Are the proposed outcomes clear?
 Are there systems in place for mentor and entrepreneur selection?
 Is there a programme co-ordination or management structure in place?
 Is there an ongoing feedback, monitoring, assessment and review system for the
programme? Is this able to resolve problems and make improvements?
 Can the programme deliver on its objectives?
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CASE STUDIES AND TROUBLESHOOTING GUIDE
SELECTION OF ENTREPRENEURS
CASE
THE PROBLEM
PROPOSED SOLUTION
Buy from Us cc is an office supplies wholesale
business, run by two young entrepreneurs.
These young people had prior experience
in purchasing, logistics and selling. In the
initial assessment they indicated that they
had an average monthly turnover of R12 000.
Mentoring for this business was approved as it
appeared to be a going concern.
After six mentoring sessions, the mentor
concluded that the process would be of
little help. Sales were very low, and one of
the entrepreneurs was employed full-time
elsewhere, and found it difficult to commit to
the mentoring sessions.
Neither entrepreneur had had any business
skills training when they received mentoring.
No market research, or any business planning,
had been done before mentoring commenced.
The mentoring had started based on
information obtained at the initial assessment.

Much of the
mentoring was
wasted on the
entrepreneur who
was employed
elsewhere and
lacked the drive to
really learn from the
mentoring.
The two
entrepreneurs had
no business skills
training, and their
work experience had
not equipped them
with basic business
terminology and
an understanding
of business, which
could be built on
during the mentoring
process.

Both entrepreneurs
were referred to
a business skills
training course. The
mentor asked to
see all their financial
records to assess
whether the business
was indeed a going
concern.
It was recommended
that once it was
established from
the records that
the business was
viable, and training
had been done,
mentoring could
continue for the one
full-time operator.

A sufficiently indepth assessment
of the business had
not been done at the
outset.
Rural Rugs is a carpet weaving business run
by three sisters in a rural area. Its products are
attractive and very colourful and could have
great appeal for the local and international
tourist market.
The business does not make much money.
The one sister who has had some business
skills training does not work in the business
full-time. She is able to spend only one day
per week there. The other two sisters are
able to weave the rugs, but have limited
business training or know-how. The two
sisters working in the business rely on a
nearby carpet factory to supply them with
raw materials, either free (off cuts) or at a
discount, to buy the finished carpets. She is
their only customer. The costing and pricing
of their rugs is inaccurate, and it may be
costing them more to make the rugs than
they are sold for.
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The third sister, who
has the potential
to manage the
business better,
is not sufficiently
involved.

If the third sister
could work full-time
in the business,
mentoring would
help. If not, the
other two sisters do
not have sufficient
background to be
able to benefit.
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CASE
MATCHING ENTREPRENEURS WITH MENTORS
Healthy Foods Trading is an enterprise
selling nutritious indigenous foods
to the local community in a Gauteng
informal settlement. The business was
given mentoring for a full year based on
outstanding performance in the initial
mentoring sessions. The business tripled its
turnover during this period, adding to its
range of products and services based on
market research, and attracting new custom
in the process.
The mentoring was successful in part because
the mentor and entrepreneur were well
matched. They liked each other as people
and had similar life and business values. The
age difference between them added to the
relationship. They both believed in hard work
to bring results, and in self-discipline in life
and in business. They were well organised
and did whatever they agreed to do together
as well as they could. The younger person
had had family challenges growing up and
appreciated the attention and support
of an older nurturing person. They both
appreciated the display of good manners and
respect for each other.

THE PROBLEM / ISSUE

PROPOSED SOLUTION

The mentor and
entrepreneur were
well-matched.
The entrepreneur
recognised the value
of the opportunity
he was being
given to improve
his business and
himself, and was
grateful. The mentor
appreciated this.
The entrepreneur’s
enthusiasm and hard
work motivated the
mentor to give him
as much help and
support as she could
during the period
because. he was so
rewarding to work
with.

They had similar interests. Their
communications were open and frequent
- even between mentoring sessions. This
helped to maintain momentum in the
relationship and to build it into a business
friendship.

Pretty Gardens cc offers general gardening
services in a Gauteng township. Mentoring
never really succeeded. Although the young
entrepreneur seemed keen at the beginning,
he did not keep appointments, or arrive on
time for them if he did. He did not do the
work required and did not listen to the advice
he was given in the mentoring. The mentor
felt that the entrepreneur did not appreciate
the value of what he had been given, and
did not respect the mentor as someone
older and more experienced. Despite several
discussions between them, things did not
improve.
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This mentoring
relationship was
not a good match.
Trust and respect
broke down, and the
mentor no longer
wanted to work with
this entrepreneur.

The programme
co-ordinator and
a senior businessperson who acted
as a mentor to
the entrepreneur
had a discussion
with him, and
matched him with
another mentor.
The business has
since improved and
grown.
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CASE

THE PROBLEM / ISSUE

PROPOSED SOLUTION

GOALS OF MENTORING
The owner of Bouncing Babies Créche wanted to
grow the numbers of children in her créche, and
increase her fees to improve her profit. She spent
three months with a mentor.
Her mentor advised her to advertise the business,
as its location was not widely known in the
community. The owner placed adverts at local
phone booths, in clinics, and in shops. This resulted
in a 30% increase in the intake of children in three
months. The mentor and owner discussed the
good quality of service she was offering to the
parents for child care in her crèche (which included
reading and educational activities offered by a
qualified day-care teacher, as well as loving care,
good nutritious food, and clean children returned
to their parents at the end of each day), and how
she could capitalise on this good service to make
more money. She decided to hold a parents
meeting and ask them how they felt about her
increasing her fees at the beginning of the new
year. Not only did they give her feedback that they
were happy to pay an increased fee, but they said
the new fee she was proposing was too low and
suggested an amount considerably higher than this
to keep their children in her crèche!

The owner had a
specific goal that she
wanted to achieve,
which was fairly
short-term. Once she
achieved that, she felt
that she no longer
needed mentoring.

The wishes of the
entrepreneurs need
to be respected. The
business was started
to serve immediate
needs, and the owner
probably did not have a
long- term vision for it.
Attempts to keep her in
the process, however,
would include showing
her possible benefits
of continuing to grow
and manage her
business better, such as
longer-term planning
and better financial
management.

Despite achieving what
she wanted in a very
short time, the owner
felt she had reached
her goals, and was
too busy to attend
mentoring sessions.
She does not appear
to have thought of the
implications and longer
term goals for her
business.

As with the previous
entrepreneur, her
wishes must be
respected. An exit
exercise for her might
be to consider her
business in the longer
term, and what he
needs would be.

After this happened, her interest in the mentoring
waned and it was stopped.

The owner of Fizzy Drinks Trading wanted to
increase her turnover and profit rapidly from a very
low base by expanding her business. She spent
two months with a mentor.
The mentor advised her to do some market
research in the local community with potentially
new customers, for example local schools. While
doing this she learned about a new primary school
being built in the area. Her mentor advised her to
contact a local councillor to find out how she could
supply this school when it opened, and found that
there was an opportunity to open a tuck shop
there when it opened. To do this she would need
to register her business so that she could apply to
run the tuck shop. She then told the mentor she
could no longer attend mentoring.
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THE PROBLEM / ISSUE

PROPOSED SOLUTION

The mentoring lost
momentum. The
mentor felt he was
pushing them to
do the work, and it
became an academic
and training exercise,
and there were few
visible results.

Had the mentoring
worked on practical
things to do with
achieving fast results
from the outset,
the outcomes may
have been different.
The entrepreneurs’
motivation may have
improved not only to
get even more visible
results, but also to
write the marketing
plan based on
these practical
achievements much
faster.

The decision to
place the advert was
made entirely by the
entrepreneurs. The
mentor’s advice was
limited to looking at
different media. The
mentor therefore had
no liability for it.

Since the owners
of the business
had been having
discussions about
advertising with the
mentor, a better
outcome may have
been achieved if
they had solicited
his opinion and
suggestions before
placing it. However,
as they made the
decision themselves,
the mentor could not
be held liable for a
poor decision.

MENTORING FOCUSED TOO MUCH ON LONG TERM
PLANNING
Incredible ICT cc is a software solutions
business that has been operational for about
three years. One of the owners had received
ICT skills training, funded by SSACI, but neither
of the owners had prior business skills training.
They were offered 6 months of mentoring on
their turnover and technical experience and
expertise.
They wanted to develop a marketing plan
and then implement it during the mentoring
period, so that the mentor could work with
them on increasing their customer base and
turnover.
After 6 months, they had made progress but
not completed their marketing plan. They
had not implemented any of it, and had seen
no increase in customer base or turnover.
Mentoring was extended for 3 more months,
but little changed.

LIABILITY
Incredible ICT cc were having a discussion
about advertising with their mentor. The
mentor advised them to look at different types
of media. After the discussion, and without
further discussion with the mentor, they place
an advert, at some cost, in a small business
development newspaper.
The advert turned out to be largely a waste of
money. The newspaper was the wrong one for
their target market, the layout was poor, the
content was not as good as it might have been,
and there were spelling mistakes. The owners
did not get the response they were hoping for.
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THE FINAL WORD

Sabelo with his team of gardeners

Sabelo Mntubu, of Cyanda Garden Service intends to diversify the services that he offers.
He wants to grow the landscaping aspect of the business, and build up services offering
paving and outdoor improvements.
Turnover from his business has grown three-fold since he started working with a mentor,
and he has been able to pay back over 50% of the start-up loan he received. He offers this
advice to other emerging businesses:
“I have gained a lot of knowledge from mentoring because I was open to learning and
getting advice. Young people must be open to learning from people who have the know-how
and experience of business. One must also be willing to go out and follow through on activities
that arise from the mentoring. Knowledge followed by action moves the business forward. You
grow and the business grows as well. Mentoring also directs you to other sources of information
on how to improve your business. So I say, go out there and network, ask questions and ask for
help. Investing time and energy in being mentored is investing in the growth of your business.
I have learnt that there are many opportunities out there and it really is possible to make a
decent living from a small business. It’s also possible to grow from very small beginnings into a
big business. For example, even a small car-wash business could get a contract to wash trucks
or buses for a big company.
I have learnt from my mistakes and I strive not to make the same mistake twice. I have learnt
the importance of good time management and professionalism. These are important in a
service industry. If your clients are satisfied, they bring you more clients by talking about the
quality of your service.
I have learnt the value of mentoring and I would like to mentor other young entrepreneurs
like myself.”
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All photos in this manual show entrepeneurs assisted through SSACI’s
business development programme, which was sponsored by:

AfriSam
Ciba
Clariant
Credit Suisse
Nestlé
Novartis Foundation for People and the Environment
Schindler
Swiss Agency for Development and Cooperation (SDC)
Swiss Re
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Contact Details:
Swiss-South African Cooperation Initiative
First Floor, Harrow Court 1
Isle of Houghton Office Park
11 Boundary Road
Houghton
Johannesburg
Tel: (+27 11) 642 2110
Fax: (+27 11) 642 4206
email: info@ssaci.org.za
www.ssaci.org.za
PostNet Suite 267
Private Bag X30500
2041, Houghton
South Africa

DE VELOPMENT SUPPORT
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