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About this session

• Clear, mutually agreed expectations are at the 

heart of successful mentoring. 

• This interactive workshop will help you to set –

or reset – the agreement that underpins your 

relationship with your mentee and get the best 

out of both of you.

• Workshop dependent on honesty and 

confidentiality.



Objectives of contracting

According to David Clutterbuck:

• To set a sense of direction and purpose for the 

assignment

• To ensure that expectations are aligned (outcomes, 

process, responsibilities, behaviours)

• To provide a practical basis for relationship review and 

assessment of progress

Additionally, there are various issues relating to logistics, 

confidentiality and so on, which may need to be 

emphasised separately.



Context for the agreement

Internal/external 
mentoring?

Established 
scheme?

Mentoring 
individual, team 
or organisation?

Standard 
parameters?



Reflecting on your experiences

• In pairs/threes

• Look at the examples you have brought

• Discuss how the agreements were 

derived: are the parameters all standard 

ones? If not, how did you negotiate them 

with your mentee?

• What’s working well? What’s not?



Your examples

• Who is the agreement with?

• Who else was involved?

• How was it developed?

• What does it include?

• How is it recorded?

• How has it been maintained?



Take away

• What’s working?

• What’s not?

• What will you do about it?



Who’s your client?



How is contracting different 

when you mentor a museum 

rather than an individual?



‘Addressing performance solely at the level 

of individuals may be much less effective 

than engaging all the players in the issue. 

The more that other team members 

understand what is needed to help a fellow 

team member improve performance, the 

more achievable and sustainable that 

improvement is likely to be.’

David Clutterbuck 



Key challenges in mentoring a 

team or organisation

• Confidentiality

• Relationship scope

• Reaching decisions
Clutterbuck

But also:

• Communication



Three-way contracting

Mentee

SponsorMentor



Expectations

• Address the organisational client 

relationship at the contracting stage

• Invest in seeking clarity about the client 

relationship



Contracting

• Who will you actually 

contract with? (One 

individual or several? 

Separately or all 

together?)

• What form of contract will 

you use?

• How much adaptation?

• What method of 

dialogue?

• What other organisation 

stakeholders need to be 

considered?

• How will decisions 

informed by mentoring be 

taken in the organisation?



Your action plan

• What will you do now to ensure that you 

set – or reset – an effective agreement 

with your mentee?

• Make yourself an action note

• Share your thinking with a neighbour 



Thanks for taking part!


