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the benefit of mentoring 
hAs NEvER BEEN mORE 
imPORTANT ThAN iN ThE 
CURRENT ECONOmiC
BUsiNEss ENviRONmENT.
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 ith over 1,900 volunteer mentors Business Mentors 
New Zealand helps on average 4,300 business clients a year 

and has assisted over 65,000 businesses since its inception in 1991. 
In addition we have also supported a significant number of Not for 
Profit organisations in recent years.  

The organisation also plays a key community support service 
whenever there are areas in particular need such as the Canterbury 
reconstruction, Pike River disaster, the wreck of the Rena or the 
PSA disease affecting Kiwi fruit growers. Government recognition 
of our role in these circumstances is that we are often supported 
financially in delivering the business mentoring service in times 
of need.

We are now focussing on how we can assist the agricultural sector 
in New Zealand, which has been affected by drought, disease and 
depression in some areas over the past year or so. We are also 
exploring the possibility of extending our services into the Not for 
Profit sector and looking at a pilot programme, in the first instance.

The Government’s understanding of the effectiveness of business 
mentoring was behind its decision to fund the delivery of services 
to 10 Pacific Island nations as part of MFAT/NZAID, programme 
using NZ Volunteer mentors. The British Government was so 
impressed by our Pacific Mentoring programme that it has retained 
us to provide a business mentoring service to Pitcairn Island.

Business failure is a serious problem for New Zealand with 
devastating consequences for families and communities. The 
Business Mentoring service is a proven generator of employment 
and growth, which is vital to our nation’s well being. In particular 
we help to grow the economy through building performance 
capability, especially exporting from the SME sector. 

Our patrons understand the benefits of providing experience 
and guidance to the SME business sector and the considerable 
contribution to building of business capability, which in turn is of 
overall benefit to all of us working in New Zealand’s economy and 
our communities.

Although Business Mentors New Zealand receives an annual grant 
from New Zealand Trade and Enterprise (NZTE) for its work in New 
Zealand, the support of our Patron sponsors is as critical as ever. 
Without the commitment of more than 70 Patron Sponsors and our 
other key stakeholders, New Zealand Trade and Enterprise, Inland 
Revenue, The Ministry of Business Innovation and Employment 
and Statistics New Zealand we would be unable to deliver the 
programme across New Zealand. 

We recently came to an agreement with The New Zealand Law 
Society to work together to enhance the sustainability of legal 
practices as a key development in its Practising Well programme, 
which aims to provide support and resources to enhance the health 
and wellbeing of lawyers.

This year I would also like to particularly welcome Telarc and 
2degrees to our family of patron sponsors. We are grateful for their 
recognition of the importance of business mentoring. 

We are committed to keeping the day-to-day running costs of 
Business Mentors New Zealand to a minimum. However, until what 
we do is recognised as benefitting the community with a return of 
our charitable status, the increasing demand for our services from 
small and medium enterprises and the associated costs means 
that we struggle to fund the service. We are particularly grateful 
to those Patron Sponsors who have stayed with us and to our new 
supporters who have chosen to invest in the future of New Zealand 
business through us.

The year was marked by the sudden death of Sir Wilson Whineray.  
Sir Wilson, along with the late Sir James Fletcher, was an 
enthusiastic champion of Business Mentors New Zealand for many 
years, becoming one of our Trustees, six years ago.  He generously 
contributed both his time and wisdom to our organisation and will 
be sadly missed by our Trustees, Board, staff, agents and nationwide 
team of mentors.  In particular, we remember his friendly and easy 
manner with people - a gentleman in every sense of the word.

As Chairman of the Board, I would like to take this opportunity to 
acknowledge the significant contribution that our Mentors, Agents, 
Trustees, Board Members, Chief Executive and staff have all made to  
the year.

Rick Bettle
Chairman of Directors
Business In The Community

W

BUsiNEss iN ThE COmmUNiTy 
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5



or over two decades Business Mentors New Zealand (BMNZ) 
has provided a volunteer mentoring service to New Zealand 

small and medium sized enterprises (SMEs). Since it was established 
in 1991 by a group of leading New Zealand businessmen BMNZ has 
helped over 65,000 companies, that’s over 14% of the country’s 
SME businesses.

The only criteria are that they have fewer than 25 full time 
employees and be trading.

There can’t be any doubt that we play a vital role in helping SMEs 
to survive and grow, and create employment opportunities right 
across our communities. But there is still so much that needs to be 
done.

Our Patron Partner, Statistics New Zealand: NZ Business 
Demography Statistics for 2012 reported that there were only 
40,690 new enterprises set up in New Zealand, a fall of 11.2 per 
cent on the previous year. This was the lowest ‘birth’ rate since 
comparable data was first collected in 2000 and the third year in 
a row that more businesses have closed than opened. There were 
469,120 enterprises in total, down by 0.8% on the 
previous year. 

This means that 30,000 fewer businesses set up last year than in 
2004. Our agents and volunteer mentors tell us that finding the 
right support, financial as well as expertise, advice and tools to put 
a new venture on a sustainable footing are vital components to 
success. 

Business Mentors New Zealand helps around 250 businesses find 
a mentor every month with another 1,500 clients on-going from 
previous years. We provide access to over 1,900 volunteer mentors 
for a modest $150 registration fee, which allows mentoring for up 
to two years. 

Our independent volunteer business mentors give on average 
over fifteen hours to each client. They are dedicated to supporting 
the implementation of knowledge and solutions that meet their 

particular client’s circumstances. They remain independent and 
objective, focus on growth opportunities and export, build their 
client SME business capabilities, help generate wealth and 
employment as well as support businesses in crisis and recovery.

Our Volunteer Mentors are a unique resource for New Zealand 
business: 

• 70% not available through commercial services

• 50% retired/semi retired

• 30% in commercial services

• 22% women

• 20% patron senior employees

Business Mentors New Zealand is the only national volunteer 
business mentoring organisation that SMEs can turn to if they run 
into trouble early in their development. There are lots of challenges 
in those early years of setting up a business but if only owner 
operators got themselves a business mentor earlier, more of them 
would survive. 

We are very pleased that BMNZ continues to consistently achieve a 
high standard of service delivery. Last year recommendation of the 
service has improved yet again reaching 95% during the last four-
month survey period of December 2012 to March 2013 matches. In 
addition, the key performance indicator (KPI) index continues to be 
maintained at 4.3, which was a new high achieved in the previous 
financial year.

We are now focussing in particular on how we can assist the 
agricultural sector, which has been affected by drought, disease 
and depression in some areas over the past year or so. We are also 
exploring the possibility of extending our services into the Not for 
Profit sector and looking at a pilot programme in the first instance, 
which will be independently funded.

Chief ExECUTivE’s REPORT

f

6 www.businessmentors.org.nz



ANNUAL REPORT 2013

Our Pacific Mentoring Programme is looking forward to the new 
part of its activity in the 9 Pacific island countries (Cook Islands, 
Samoa, Vanuatu, Solomon Islands, Papua New Guinea, Fiji, Tonga, 
Kiribati and Tuvalu). This programme uses New Zealand mentors 
and trainers and is totally funded by the Ministry of Foreign Affairs 
through NZAID. 

Experienced Independent NZ business mentors bring a fresh 
perspective and approach to analysing existing business 
performance and opportunities in smaller business communities. 
Often the range of expertise provided by the NZ mentors is simply 
not available in many pacific island countries.

The support of our Patron Sponsors is as critical as ever. Without 
the commitment of more than 70 Patron Sponsors and our other 
key stakeholders, New Zealand Trade and Enterprise, Inland Revenue, 
The Ministry of Business Innovation and Employment and Statistics 
New Zealand we would be unable to deliver the programme 
across New Zealand.

We particularly welcome Telarc, 2degrees and The Law Society to 
our family of supporters but I wish to thank all our Patron Sponsor 
organisations for their on-going commitment to 
business mentoring. 

Our Patrons understand the benefits of providing experience 
and guidance to the SME business sector and the considerable 
contribution to building of business capability, which in turn is of 
overall benefit to all of us working in New Zealand’s economy and 
our communities.

I wish to acknowledge and thank Rick Bettle, our Chairman of 
the Board during the past year, for his guidance and help, and the 
commitment and assistance provided by our excellent Board of 
Directors, Richard Austin, Geoff Vazey and John Gilks. Dr Grahame 
Craig, Chairman of Trustees has made a significant contribution 
to our mentor training both in New Zealand and the Pacific 
over the years and we are fortunate to have the backing of a 
wonderful group of Trustees. Our agents and our current team at 
our Newmarket Office have been loyal and hard working and we 
couldn’t manage the service without them.

In conclusion, a special thank you to our volunteer mentors who 
freely make available their experience, knowledge, skill and time to 
assist our clients in achieving their goals. Our mentors represent a 
unique business resource for community action and small business 
development. Their very special commitment enables our business 
mentoring service to successfully assist the growth of SME businesses 
and the direct benefits that flow through to our communities in New 
Zealand and the wider Pacific.

Ray Schofield 
Chief Executive
Business Mentors New Zealand

A fully funded service of Business In The Community
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buSineSS mentoring - 
hELPiNg smALL TO mEdiUm 
sizEd ENTERPRisEs (smEs) 
ThROUgh ExPERiENCE TO 
sUCCEss.
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 his past year has again been one of success and reward – in 
particular for our mentor team at the coal-face. Since 2006 

we have operated a Mentor Accreditation Programme (MAP), with 
the principal objectives of establishing a framework of “mentoring 
best practices” and for getting our new mentors up to maximum 
effectiveness as soon as possible.

As an organisation, we recognised very early on that the mentor-
mentee relationship is unlike any other relationships encountered 
in the normal course of business.  This means that in order to 
ensure the best possible outcomes for our mentees, there is a need 
for a mentoring framework that helps unlock the treasure trove 
of skills and experience of our mentors in a way that mentees can 
relate and respond to.

For the past five years all new mentors have been required to 
achieve accreditation as soon as possible after registering with 
BMNZ as mentors.  This means attending a full day MAP seminar 
followed by the successful completion of a mentoring case study, 
within six months of that seminar. This accreditation process has 
provided us with four very significant side-benefits (in addition to 
realising the two objectives referred to above).  These are:

1.  Attendees have the opportunity to meet with one another, and 
exchange experiences and ideas.

2.  The Agency Co-ordinator has an additional opportunity to get to 
know his or her mentors.

3.  As an organisation, we get to realise and appreciate the 
tremendous enthusiasm our mentors have for “putting 
something back” – and the reward they get from doing that.  
The fact that so many of them have been with us for so long is 
testimony to this enthusiasm and commitment.

4.  BMNZ is steadily building up a “library” of case studies which 
document all manner of success stories, across a full spectrum of 
business situations.  We believe this to be an extremely valuable 
resource by virtue of the unique insight it provides into NZ’s SME 
sector, and the wide variety of ways our mentors can make a 
difference to the lives of their mentees.

Overarching all of the above, is the fact that we pride ourselves on 
being a “learning organisation”.  In this regard, the MAP seminars 
are one very important source of frontline feedback on how we can 
keep improving our service quality and effectiveness.  Most of our 
mentor-mentee matches are in fact a learning experience for 
both parties.

On behalf of the Trust I would like to thank our patrons and supporters, 
the Board, CEO and staff and of course our agents and their amazing 
teams of mentors!

Dr Grahame Craig
Chairman of Trustees

A NOTE FROm ThE 
Chairman of truSteeS

t
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The business mentoring service was introduced into New Zealand by Dr Grahame 
Craig, BMNZ’s current Chairman of Trustees, and was based on the concept of the 
Business In The Community English and European models established in 1979.

From the start, Business In The Community aimed to fulfil a major need in New 
Zealand to assist the owners of SME businesses to survive and grow, and through 
that to create employment opportunities in urban and rural communities.

Our founding Chairman of Trustees, the late Sir James Fletcher made a considerable 
contribution to the establishment and development of the mentoring programme. 
It was Sir James’ belief that private enterprise should be prepared to take this 
initiative and not leave it to the Government to fund assistance. He felt strongly 
that companies that demonstrated good social responsibility and became involved 
with services that support the community would be more highly regarded by 
their employees, who in return would demonstrate their regard through greater 
productivity, loyalty and commitment.

We are indebted to Sir James, the Fletcher Trust, and to a select group of 
outstanding individuals and organisations that have actively demonstrated their 
commitment and support for the business mentoring programme over the years.

buSineSS mentoring - hELPiNg smALL 
TO mEdiUm sizEd ENTERPRisEs (smEs)
ThROUgh ExPERiENCE TO sUCCEss.

ThE BUsiNEss iN ThE  
COmmUNiTy ChARiTABLE 
truSt

ThE BUsiNEss mENTORs NEw zEALANd (BmNz) 
sERviCE is OwNEd ANd OPERATEd By ThE BUsiNEss 
iN ThE COmmUNiTy ChARiTABLE TRUsT ANd wAs 
EsTABLishEd iN 1991 TO PROvidE A vOLUNTARy 
mENTORiNg sERviCE TO NEw zEALANd smE 
BUsiNEssEs.
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The Business Mentors New Zealand service has assisted over 65,000 SME owners 
since 1991. On average we see 250 new clients every month, that’s more than 3,000 
new clients every year. We have around 1,500 clients on-going with a mentor each 
year, which means that BMNZ helps on average 4,300 business clients a year.

The service is supported by 1,900 active volunteer mentors and 17 agents 
(Economic Development Agencies and Chambers of Commerce) based throughout 
New Zealand.

Our mentors are a unique resource and access to their extensive business 
knowledge can only be gained through engaging with the Business Mentors New 
Zealand service.

We recognise that while sound business knowledge is critical to developing a robust 
growing SME sector, implementation appropriate to the business circumstances is 
vitally important for ensuring the best outcomes are achieved.

Clients of the Business Mentors New Zealand service receive an independent and 
impartial review of their business, help to implement any necessary improvements, 
and support at a level not generally available to them after attending a business 
course or workshop.

Our mentors are not there to supplant professional services. Their primary purpose 
is to share their experience and skills and to provide support. As part of their 
engagement with a client, a mentor may help them to determine what professional 
services are appropriate for their further needs.

Funding to support delivery of the service comes primarily from our private 
sector Patron Sponsors. These are forward thinking New Zealand businesses that 
understand the challenges business owners in our SME sector face and how the 
viability of these businesses links directly to the health and well being of our local 
communities and national economy. They also understand the value of mentoring 
and the outstanding contribution being made to our communities by BMNZ 
volunteer mentors every day. Additional financial support for service delivery is 
received from the Ministry of Business, Innovation and Employment through New 
Zealand Trade & Enterprise.

ThE BUsiNEss mENTORs 
NEw zEALANd ServiCe

FOR 22 yEARs FROm iTs BEgiNNiNgs iN 1991, 
BUsiNEss mENTORs NEw zEALANd hAs sTEAdiLy 
gROwN ANd dEvELOPEd TO BECOmE ThE LEAdiNg 
BUsiNEss mENTORiNg sERviCE PROvidER TO ThE 
smE (smALL TO mEdiUm-sizEd ENTERPRisE) sECTOR 
iN NEw zEALANd.

ANNUAL REPORT 2013 11



OUR miSSion

To enhance small business 
sustainability by mobilising 
volunteer resources, utilising 
the skills and experience of 
successful business people 
to meet community needs. 

Supporting the creation and 
retention of employment, 
and the alleviation of 
financial hardship in urban 
and rural communities.

96.2%

86.6%
of clients are satisfied with 

the quality of Mentoring

of clients recommended our 
service to others

Recommended service to others

Satisfaction survey 2013

Satisfaction survey 2013

12 www.businessmentors.org.nz



87%
Satisfaction survey 2013

of clients are satisfied 
with delivery of service
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$10m

1,900
independent volunteer mentors

of value contribution last year
Business Mentors contributions
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67,500
mentor volunteer hours

To be the leading community 
focused mentoring service for 
SMEs in New Zealand, providing 
an outstanding, effective 
national service at no cost to 
our clients, after registration.

Further, to be essentially 
funded by business, yet strongly 
endorsed and supported by 
central Government, local 
Government and other key 
organisations or agencies 
involved in the development of 
this important sector.

OUR viSion

Business Mentors contributions

15



Dr Grahame Craig is the current Chairman of Trustees and founder 
of Business in the Community in New Zealand. He has held 
accounting and management positions in a broad range of public 
and private sector organisations over a number of years, including 
Woolrest and the University of Waikato. He is also a Co-founder and 
Trustee of The International Rugby Hall of Fame. 

Dr Craig was awarded an MBE in 1991 for services to business and 
the community.

Angus Fletcher has had a long career in business, principally with 
Fletcher Challenge Limited and a long standing involvement in a 
wide variety of not-for-profit community based organisations. 

Currently his trusteeships include Executive Chairman of the 
Fletcher Trust, Chairman of the Great Potentials Foundation, 
Chairman of the Methodist Employment Generation Fund, a 
Trustee of For the Sake of Our Children Trust and Southern Cross 
Campus Foundation and on the Supporters Council of the Young 
Enterprise Trust.

Tom McClunie has maintained a long association with Business 
In The Community as both a Trustee and Director, having held the 
position of Chairman of the Board of Directors from 2000 to 2003. 

Previously co-owner and Director of McClunie Birch Limited, a 
leading process engineering company based in the Waikato,  
Tom has had more than 30 years experience in the aviation and 
engineering industries. 

Norman Geary has considerable corporate experience having held 
senior management positions with BP in New Zealand, Nigeria 
and in the UK/Europe. After his role as CEO of Air New Zealand 
he continued to be heavily involved in the aviation and tourism 
industries, for which he was made CBE in 1991 for contributions to 
New Zealand aviation and tourism. 

He was the inaugural Chairman of the New Zealand Tourism Board, 
holding this position for six years and is a past President of the New 
Zealand Institute of Directors. 

Norman currently holds governance roles and directorships in 
ANZ National Bank Limited and the New Zealand Institute of 
Economic Research.

Sir William Gallagher is the Chief Executive and Chairman of 
Gallagher Group Limited having joined the family company in 1962.

He was knighted in the 2010 New Year’s honours for services to 
business, having created a company that employs more than 1,000 
people from a “world headquarters” in Hamilton. This was the 
third honour to be bestowed on Sir William, a businessman with 
a reputation as a hands on manager at family-owned Gallagher 
Group. He received an MBE in 1987 and was made a member of 
New Zealand Order of Merit in 1998.

	  

	  

BUsiNEss iN ThE COmmUNiTy
board of truSteeS

	  

Dr Grahame Craig 
Chairman of Trustees

Tom McClunie

Angus Fletcher

Sir William Gallagher

Norman Geary

Sir James Fletcher was an enthusiastic advocate of projects that furthered national development. He was a passionate supporter of Business In 
The Community and made a considerable contribution to the establishment and development of this organisation. It was Sir James’ belief that 
private enterprise should be prepared to take the initiative in dealing with problem situations and not just look to government to fund assistance 
and that companies that became involved in services such as that provided by Business Mentors New Zealand would be more highly regarded by 
their employees, who would demonstrate their regard through greater productivity, loyalty and commitment. We are indebted to Sir James and the 
Fletcher Trust for their commitment and support of Business Mentors New Zealand and the Business In The Community Trust.

siR JAmEs FLETChER wAs ChAiRmAN OF BUsiNEss iN ThE COmmUNiTy 
BETwEEN NOvEmBER 1992 - dECEmBER 1994 ANd JUNE 1996 - sEPTEmBER 
1997. hE RETiREd As A TRUsTEE ANd diRECTOR iN sEPTEmBER 2002. 
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Garry Moore has worked in both the public and private sector, 
and was part of the founding group that formed Whalewatch Ltd, 
Kaikoura. He was also a founder of Company Rebuilders. He had 15 
years involvement in local government in Christchurch, where he 
still lives, commencing in 1992. He served two terms as a Councillor 
for the Christchurch City Council and was Mayor of Christchurch 
from 1998 to 2007. 

Garry is a member of the Institute of Chartered Accountants of New 
Zealand and a member of the Institute of Directors. He was awarded 
the Companion of the New Zealand Order of Merit in 2007 and now 
works in both the public and private sectors and is involved in a 
number of companies.

Sir Stephen Tindall is the founder of The Warehouse and the 
Tindall Foundation. He founded The Warehouse in 1982 and grew 
the company into a billion dollar business before stepping down 
as Managing Director in 2001. He now focuses on The Tindall 
Foundation on social, environmental and sustainability type 
projects. Sir Stephen’s private venture capital company K1W1 
has invested in a number of emerging exporters in the field of 
innovation and growth technologies. 

He is a Co-Founder and former Chair of the New Zealand Business 
Council for Sustainable Development, a founding member of The 
New Zealand Institute, Co-Founder and former Chair of Kiwi Expats 
Abroad (KEA) and a Council Member of the World Business Council 
for Sustainable Development. He was awarded Knight Companion 
of NZ Order of Merit (KNZM) in 2009.

Sir Wilson Whineray, KNZM, OBE, was a highly respected business 
leader who held a number of prominent positions in business 
in New Zealand including Chairman of the Board of Carter Holt 
Harvey and Director of a number of companies including Auckland 
International Airport Ltd, APN News and Media Ltd, and Nestle Ltd.

Sir Wilson had a strong community focus. He was a member of the 
Sir Peter Blake Trust selection panel and the former head of the 
Hillary Commission and various other sports related organisations 
and charities. He was awarded an OBE in 1961 and received 
a Knighthood in June 1998 for services to Sport, Business and 
the Community. He captained the New Zealand All Blacks from 
1958-1965, and was named New Zealand Sportsman of the Year 
in 1965. In October 2007 he was inducted into the International 
Rugby Board’s Hall of Fame. Sir Wilson, along with the late Sir 
James Fletcher, was an enthusiastic champion of Business Mentors 
New Zealand for many years, becoming one of our Trustees, 6 years 
ago.  He generously contributed both his time and wisdom to our 
organisation and is sadly missed by our Trustees, Board, staff and 
nationwide team of mentors.

Sir Ken Stevens has a long history as an exporter of manufactured 
products and systems for airports. His company Glidepath Limited 
has subsidiary company operations in 8 foreign countries. Glidepath 
can count 624 completed airport projects in 65 countries.

Sir Ken Stevens was appointed “Business Champion - Export Year 
07” by the New Zealand government in 2007, an initiative formed 
between public and private sectors to boost our export earnings. 
He continues to assist a good many exporters with candid advice 
on in-market strategies and the importance of building lasting 
relationships and networks in our key export markets. 

Lately he has been working with our educators in preparing our 
emerging youth for business and exporting careers. This work 
sees him working with students, teachers and government with 
the targeted outcome of inducting students into careers that 
will directly increase New Zealand’s wealth and prosperity. Other 
directorships include – Chairman, Export New Zealand - Director/
Trustee, The New Zealand Robotics Charitable Trust - Director/
Trustee, Asia: NZ Foundation – Chairman, Howick Limited.

Sir Ralph Norris has extensive experience in the commercial sector 
and has served as Chief Executive of the Commonwealth Bank of 
Australia and Chief Executive and Managing Director of Air New 
Zealand Ltd and the ASB Bank Ltd. 

He is currently a director of Fonterra Ltd, Fonterra Shareholder’s 
Fund, Origin Energy Ltd, The New Zealand Treasury and The 
Parenting Place and is on the Council of the University of Auckland. 
Sir Ralph was made a Distinguished Companion of the New Zealand 
Order of Merit for services to business in 2006 and a Knight 
Companion of the New Zealand Order of Merit in 2009. In 2012 
he received the inaugural CIO Lifetime Contribution Award for his 
contribution to the information technology sector.

Athol Hutton was responsible for the formation of the Company 
Rebuilders Charitable Trust in 1989 which merged with Business In 
The Community in July 2005.

Athol served on the Business In The Community Board from August 
2005 to October 2006 and upon his retirement, was replaced by Eric 
Millar.

Athol was a larger than life character with a tremendous personality 
and a great sense of humour.  He was respected throughout the 
country for his contribution to both the principles of mentoring and 
Business Mentors New Zealand.

	  

Garry Moore

Sir Stephen Tindall

In Memoriam Sir Wilson Whineray

Sir Ken Stevens

Sir Ralph Norris 

In Memoriam Athol Hutton
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From left: 
Ray Schofield Chief Executive,  Geoff Vazey,  Dr Grahame Craig Chairman of Trustees,  Rick Bettle Chairman of Directors,  Richard Austin,  John Gilks

Rick Bettle is a Professional Director. He previously chaired the New 
Zealand Civil Aviation Authority, The New Zealand TAB, The New 
Zealand Lamb Co., Capital Coast Health and Wrightson Finance 
and was a Director of Natural Gas Corporation Ltd. Rick was the 
Managing Director of Wrightson 1987-1991, CEO of Alliance 
Group 1991-1995, and from 1995-1998 headed the Law firm 
of Kensington Swann. He is past President of the New Zealand 
Institute of Directors and was made a Fellow in 2000. He is a 
Graduate Fellow of the Australian Institute of Company Directors. 
His current directorships of public listed, government and private 
entities include Chairman of Powerco, Ovita (JV between NZB&L and 
AgResearch) and he is a Director of Diligent Board Member Services 
Ltd and WQI (Solid Wood Research Company).

John Gilks is a Professional Director whose earlier life was spent 
as a public Chartered Accountant in Dunedin. He founded Motor 
Trade Finances Ltd. and was its Managing Director for 22 years. 
He is past President of the Otago Chamber of Commerce, the 
Institute of Directors (Otago/Southland Branch) and the Dunedin 
Rhododendron Trust. He has been a Director of Fisher & Paykel 
Industries Ltd, The Electricity Corporation of N.Z. Ltd and The 
National Bank of N.Z. Ltd among others.  He is currently Chairman 
of Queenstown Airport Corporation and a Director and shareholder 
of several private companies. In 2009 John was appointed as a 
Member of The New Zealand Order of Merit (MNZM) in recognition 
of his services to business and the community, and in 2010 received 
the City of Dunedin Mayor’s award for business personality 
of the year

Geoff Vazey is a Professional Director. His current directorships 
are HEB Construction Limited (Chairman), Orion New Zealand Ltd, 
Connetics Ltd,  Auckland Racing Club and Blues Rugby 
Franchise Ltd. He has a strong commercial and governance 
background including 19 years at the Ports of Auckland, the last 
11 years as the Chief Executive.  Geoff is a fellow of the Institution 
of Professional Engineers New Zealand, a member of the Institute 
of Directors, Government Steering Committee Joint Border 
Management System and New Zealand Customs Audit and Risk 
Committee.

Richard Austin is a Director on several companies and is a 
principal of IQ2 Private Wealth Limited, a wealth management 
company which deals with investment strategy and management 
for high net worth individual, complex family groups and trusts. 
He has recently been a trustee of a large charitable organisation. 
Richard is past President of the New Zealand Institute of 
Chartered Accountants and is a past Chairman of the Canterbury 
Westland branch of the Institute. He was made a Fellow of the 
Institute in 2010.

18 www.businessmentors.org.nz
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diRECTORy OF PATRON 
SponSorS
ThANk yOU TO OUR PATRON sPONsORs FOR ThEiR sUPPORT

The support of our Patron sponsors is as 
critical as ever. Without the commitment 
of our private sector Patron Sponsors we 
would be unable to deliver the programme 
across New Zealand as they provide 65 per 
cent of our funding. We are also grateful to 
our other key stakeholders, New Zealand 
Trade and Enterprise, Inland Revenue, 
The Ministry of Business Innovation and 
Employment and Statistics New Zealand.

2degrees

ANZ Bank

ASB Bank Ltd

BNZ

Bell Gully

Boyes Public Relations Ltd

CentralStation

Chester Grey Chartered Accountants

Datacom Systems Ltd

Independent Timber Merchants 
Co-operative Ltd

Inland Revenue

MediaWorks Ltd

Ministry of Business, Innovation 
and Employment

NZBusiness Magazine

New Zealand Trade and Enterprise

Statistics New Zealand

Telarc

Television New Zealand

The Radio Network of New Zealand Ltd

Ministry of Foreign Affairs and Trade 
(Funder of Pacific Business Mentoring Programme)

Partner Level Supporters

Acquire Ltd

Advantage Business Ltd

Avis New Zealand Group

Bartercard New Zealand Ltd

British American Tobacco (New Zealand)

Canterbury Development Corporation Ltd

Executive Travel

Fletcher Trust

Hewlett-Packard New Zealand

IN-Business Magazine

King & Mawkes Ltd

Konica Minolta New Zealand

Lock Finance

Lumley General Insurance (NZ) Ltd

Microsoft New Zealand Ltd

Mobilize Mail Limited

MYOB NZ Ltd

New Zealand Retailers Association

NZI

NZ Sales Manager

OfficeMax New Zealand Ltd

Powerco

Qantas Airways

Sharp Corporation of New Zealand Ltd

Sovereign

Te Puni Kokiri

Television Media Group

The Law Society

The National Business Review

The Todd Corporation Ltd

The University of Waikato

Wilde & Freeman Ltd

National Level Supporters

BankBuddy Accounting System

Chemiplas NZ Ltd

CodeBlue

CWF Hamilton & Co Ltd

Gallagher Group Ltd

Giltrap Holden

Mazda Motors of NZ Ltd

Nelson Pine Industries Ltd

New Zealand Business Forums Ltd

New Zealand Cricket Players Association 

New Zealand Bakels Ltd

Port of Tauranga Ltd

Ports of Auckland Ltd 

Telstra Clear

Tourism Business Magazine

Waterford Press

Regional Level Supporters

HSBC New Zealand
Sanitarium Health and Wellbeing New Zealand

Donations
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Enhanced Brand and Leadership Profile
• Increase your brand exposure, enhance your business 

reputation with the elusive SME market and build 
customer loyalty.

• Acknowledgement in the BMNZ annual report 
(circulation 2,000 annually).

• Be recognised as an organisation that supports 
corporate social responsibility.

• Networking with other local businesses and local/
national government.

Opportunity to Engage With The SME Business 
Community via:
• 16,500 Active BMNZ client database (for direct 

communications and events).
• 1,900 Volunteer mentor cohort (for direct 

communications and events).
• 23 Regional agencies (for events and joint 

initiatives) through our 17 Agents e.g. Chambers of 
Commerce, EDAs, EMA.

• 70 Patron sponsor business organisations 
(for events and joint initiatives).

Online Promotion, Engage With Our Mentors, Clients 
and Supporters through:
• BMNZ closed LinkedIn Group.
• Twitter followers.
• Facebook page.
• Pinterest.
• YouTube.
• Placement on BMNZ website front of house with link 

to your own website (average monthly users around 
100,000).

• Use of Business Mentors supporters logo on your 
materials.

• Placement of your product/service in mentor 
resource kit.

• Placement of your product/service in mentor 
welcome pack.

• News updates on your product/service to mentors.
• Editorial opportunity in bi monthly Communication 

Lines (distributed to full database of around 20,000 
– 16,500+ SME clients, 1,900+ mentors, 17 agents 
and 70 patron organisations including government 
agencies (three inclusions for Partners).

• Developing the skills of your employees through 
volunteer mentoring.

• Understanding market opportunities, SME issues 
and trends by access to motivated, early adopter 
businesses.

• Senior staff personal development through 
becoming mentors (increase staff pride and 
development, enhance skills).

• Access to Waikato School of Business Research, 
BMNZ SME clients statistics, SME issues, trends and 
market opportunities.

• Exposure through events, conferences, seminars, 
meetings (opportunity to host for Partners);

 - Mentor functions regional and national. 
 - AGM – 70 to 100 Patrons, agents and mentors.
 - Patron function – 70 to 100 patrons.
• Coordinate your own PR programme (Media releases, 

briefings and conferences) with BMNZ’s.
• Opportunity to engage with government and 

regulatory authorities.
• Advertising and other promotions (TV, radio and 

print endorsement).

Brochures are available for you to distribute to your 
customers and suppliers, promoting your support of 
Business Mentors New Zealand.

buSineSS mentorS neW Zealand OFFERs A RANgE OF PATRON 
sPONsORshiP LEvELs TO iNdividUALs ANd ORgANisATiONs TO 
sUPPORT ThE dELivERy OF ThE mENTORiNg sERviCE - PARTNER, 
NATiONAL, REgiONAL, ANd sUPPORTER - ANd wELCOmEs FiNANCiAL 
CONTRiBUTiONs OF CAsh OR iN-kiNd PROdUCTs ANd sERviCEs.

value propoSition FOR 
PATRON sPONsORs OF BUsiNEss 
mENTORs NEw zEALANd

20 www.businessmentors.org.nz



vALUE 
CONTRiBUTiON 
for ClientS

independent volunteer 
mentorS

Business mentors 
New zealand has approximately

Over the past year our 4,500 
clients have received on average 

15 hours 
free mentoring time,

which equates to 67,500 
volunteer hours

At an estimated conservative value 
of their time of $150 per hour; 
This equates to around  

$10 million 
of value Contribution

1,900

build Capability

manage riSk

retain & inCreaSe employment

profit & Wealth Creation

improve produCtivity

foCuS on SuCCeSS

go global

Contribute to Community 
Wellbeing

last year to help small to
medium sized enterprises to:
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W

1,900

OUR mentorS

ith a current pool of 1,900 mentors nationwide, the 
level of business skill and experience associated 

with the Business Mentors New Zealand service is unrivalled 
within New Zealand. And it doesn’t stop there, every year a 
further 250 new mentors engage with our service.

We draw on the skills and experience of business people 
from a diverse range of fields including sales and marketing, 
general management, finance and accounting, administration, 
manufacturing, production and distribution, human resources, 
legal, international trade, export, and information technology.

Our mentors are passionate committed individuals who 
understand New Zealand business and want to see their 
communities prosper and grow. They’ve been there 
themselves  – some semi-retired, some still commercially 
active today.  

They know first-hand what it feels like to take risks, how 
to be a responsible employer, how to negotiate a deal, 
what the point of a business plan is, and how to manage 
cash flow, amongst many, many, other things. Best of all, 
they understand that the most important aspect of gaining 
knowledge and experience is having the opportunity to share 
it with others to help their learning experience.

What we do is take on board their skills and experience 
and make them available to the owners of SME businesses 
through our 17 agents who service our 23 regions 
throughout New Zealand, from Northland to Southland. 

Since the Business Mentors New Zealand service was 
established in 1991, our mentors have serviced 
over 65,000 clients.

The Benefits of Mentoring:

• The opportunity to join BMNZ and become part of a 
recognised credible mentoring service 

• Structured and supported mentoring 
• The flexibility to decide when they are available to mentor, 

who they mentor and how often 
• The ability to determine how they manage their mentoring 

relationships to suit their individual style and to meet their 
client’s needs.

In support of our Mentors BMNZ offers:

• An online client management system – no 
paperwork required

• Local support through a mentor co-ordinator/manager 
• Educational opportunities through our Mentor 

Accreditation Programme 
• Networking opportunities including an online Mentor 

Discussion Forum and closed LinkedIn Group
• A library of online resources to support the mentoring 

role – including access to Waikato University 
Benchmarking statistics.

Mentors Nationwide

wiTh A CURRENT POOL OF 1,900 mENTORs 
NATiONwidE, ThE LEvEL OF BUsiNEss skiLL ANd 
ExPERiENCE AssOCiATEd wiTh ThE BUsiNEss 
mENTORs NEw zEALANd sERviCE is UNRivALLEd 
wiThiN NEw zEALANd.

W
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9%
Process 
Management

Not for 
Profit

Legal/
Compliance

Human Resource 
Management

Finance & 
Accounting

Importing

IT & Communications

Sales & 
Marketing

Strategic/Business 
Planning Exporting

14%

17%

3%

6%

16%

19%
3%

5% 8%

SKILLS

12%

3%

Property & 
Business 
Services

Government 
Administration 

& Defence

Health & 
Community 

Services

Culture & 
Recreational 

Services

Finance & 
Insurance

Transport & 
Storage

Electricity, Gas & 
Water Supply

Manufacturing

Retai Trade

Construction

Accommodation, 
Cafes & Restaurants

Education

Agriculture,
Horticulture, 
Forestry & 
Fishing

Mining
Personal & 

Other Services

Not for 
Profit

2%

12%

11%

5%

7%

6%

5%

3%

8%

7% 5% 1%

9% 4%

INDUSTRY
ExPERIENCE 

22% 78% MaleFemale

GENDER
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OUR mENTORs in profile

experienCe yOU 
CAN RELy ON
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mentor’S teStimonial  
PETER BOyEs

became a business mentor because I wanted to put 
something back into the local economy and community. 

On top of that I knew I would get a real buzz from helping people 
move forward with their businesses. Often, all small business 
owners need is a fresh perspective from someone independent 
of the company. That’s one of the unique benefits of the Business 
Mentors New Zealand programme – experienced business people 
sharing what they’ve learned with up and coming companies, freely 
on a voluntary basis

I am the managing director of Boyes Public Relations, an award 
winning communications and branding consultancy. I’m also a 
former regional chairman of the Public Relations Institute of New 
Zealand and a member of the UK Medical Journalists’ Association. 
I also provide on a voluntary basis marketing strategy advice to 
organisations such as Business Mentors New Zealand and Howick 
Little Theatre. 

I became a mentor about three years ago, after working with 
Business Mentors New Zealand in an advisory role for some years. 
My main focus is assisting clients with their marketing and general 
business management skills. 

Like me many mentors are either not available to SMEs on a 
commercial basis or would be far too expensive to retain. It’s 
another of the unique aspects of the Business Mentors programme 
– access to unrivalled expertise not available anywhere else in New 
Zealand for free.

Even though I have a busy commercial life I enjoy a special 
satisfaction in getting stuck into my volunteer mentoring role. All 
of the clients that I am mentoring are extremely motivated and 
are excited about taking their businesses to the next stage. They 
are very open to new ideas on how to maximise their business 
potential, which makes for a great working relationship.

I spend between an hour and four hours a month with each client. 
Each mentor is different in how much time they spend with their 
clients but every one of them will use his/her own extensive 
experience in marketing, finance and business strategy to provide a 
valuable outside perspective, offer advice on specific problems and 

help each company pinpoint potential areas for growth. The long, 
in depth experience common to Business Mentors New Zealand 
mentors means they are able to help business owners avoid some 
common pitfalls and mistakes. 

One thing a lot of SMEs have issues with is business planning. 
Often, a business owner will have spent so many hours working in 
the business, focusing on the day-to-day tasks, that they won’t have 
taken the time to step back and think about where they’re going. 
Having someone come in from outside the company enables them 
to see their business from a different point of view. They can take 
a moment to consider what they want to achieve and how they’re 
going to get there.

It’s also important that the plan is written down on paper and 
updated regularly. Many business owners make the mistake of 
keeping any business strategy they might have in their head. Having 
it in a solid form keeps people focused.

Working for a wide range of business sectors in New Zealand and 
abroad over the past thirty years I’ve learned that planning ahead 
is something many businesses tend to overlook. They put off even 
attempting it because they just don’t know where to start. However, 
it’s important to have something in place, even if it’s the most basic 
option of a three or four page business plan.

Despite juggling a number of work commitments along with the 
mentoring, volunteer mentors get great enjoyment out of helping 
their clients succeed and I recommend mentoring to anyone 
who is knowledgeable in business, has empathy for others and a 
willingness to help others do well. 

The Business Mentors service is a great resource for SMEs. I’m proud 
to be involved and every day I find it a hugely constructive learning 
experience, for both my clients and me, which transfers into, 
enhances and informs my commercial activities.

i

If you are interested in becoming a mentor for 
Business Mentors New Zealand, visit our website 
– www.businessmentors.org.nz – where you can 
apply online to be part of the programme.

Peter Boyes
BMNZ Mentor

24 www.businessmentors.org.nz
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mENTOR ACCREdiTATiON programme

entoring is a specialised skill that often requires the 
mentor to further develop their abilities in areas such as 

communication, motivation, and even behavioural psychology.  
MAP is not about “teaching mentors how to run a business” - far 
from it.  We recognise that our mentors are already successful and 
experienced business people in their own rights.

Through facilitation of our MAP Seminars we have observed 
the following:

• The commitment of mentors in supporting their local economies 
and communities is outstanding and their openness to learning 
is encouraging.

• This programme also gives our agency managers a great 
opportunity to gain a greater understanding of their mentors’ 
skills and personality through the interaction of the seminars, 
with the outcome of more improved matching to clients.

• Networking and the opportunity for discussion and shared 
learning amongst mentors is seen as being a valuable investment 
of their time.

• A key area of learning is accurate and balanced assessment of a 
client’s needs.  Taking a balanced view, peeling back the layers, 
assimilating all the information required before arriving at a 
conclusion regarding a client’s situation – this learning creates 
lots of positive feedback from mentors.

• Another key learning area is effective relationship management 
and skill/knowledge transfer, including discussion around mentee 
overload, different communication and learning styles, client 
commitment and motivation, effective delegation and techniques 
that mentors employ to support these areas of the 
mentoring relationship.

MAP achieves our objectives by drawing on ‘best practice’ principles 
collectively learned since our first mentors ‘took to the field’ back in 
1991, and the use of case studies and workshops.

Dr Grahame Craig, founding Trustee of Business In The Community, 
has developed MAP.  On completion, a mentor becomes certified 
as an “Accredited Mentor of Business Mentors New Zealand.”  The 
Programme consists of a one-day seminar run on the principles 
of mentoring and their practical application, and completion of a 
client case study by each mentor and submitted for assessment.

BUsiNEss mENTORs NEw zEALANd (BmNz) hAs 1,900 vOLUNTEER BUsiNEss mENTORs 
wORkiNg wiTh CLiENTs ThROUghOUT NEw zEALANd.  iN sUPPORT OF ThEsE ACTiviTiEs 
ALL OUR mENTORs CONTRACTUALLy AgREE TO ATTENd A ONE dAy iNdUCTiON, 
ThE mENTOR ACCREdiTATiON PROgRAmmE (mAP) sEmiNAR.  This is A kEy PART OF 
mAiNTAiNiNg OUR LEAdERshiP POsiTiON TO ENCOURAgE PROFEssiONAL sTANdARds As 
AN iNTERNATiONALLy RECOgNisEd LEAdER iN ThE FiELd OF BUsiNEss mENTORiNg.

ThE sEmiNAR is FACiLiTATEd By PREsENTERs whO hAvE ExTENsivE ExPERiENCE OF ThE 
mENTOR PROgRAmmE FROm AN OPERATiONAL PERsPECTivE, As wELL As BEiNg ACTivE 
mENTORs iN ThEiR OwN BUsiNEss COmmUNiTiEs.

m
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15%

11%
Upto $50,000

$50,000 - $100,000

$100,000 - $200,000

$200,000 - 
$350,000

$350,000 - 
$500,000

$500,000 - $750,000

$750,000 - $1m
$1m - $1.5m

$1.5m - $2m

$2m - $3m

$3m - $5m

30%

8%

2%

4%
6%

5% 1%
2%

16%

FINANCIAL
TURNOVER

Legal/Compliance

Not for Profit

Strategic/Business 
Planning

3%

4%

2%

5%

6%

1%
1%

Sales & 
Marketing

Finance & 
Accounting

Process 
Management

IT & Communications

Exporting Importing

Human Resource 
Management

32%
18%

28%

SKILLS

Plans to 
Export

No Plans 
to Export

29%

60%
ExPORTING

Exporting 
Now11%

47% ThERE ARE mANy BENEFiTs TO BRiNgiNg A BUsiNEss 
mENTOR ON BOARd, whEThER A COmPANy is sTiLL iN ThE 
EARLy sTAgEs OF dEvELOPmENT OR ThE TimE hAs COmE TO 
PUT TOgEThER ANd imPLEmENT AN ExiT sTRATEgy. 
A kNOwLEdgEABLE mENTOR CAN hELP BUsiNEss OwNERs 
TAkE A sTEP BACk FROm ThEiR COmPANiEs ANd sEE ThE 
BiggER PiCTURE. A BUsiNEss mENTOR CAN AssisT iN 
idENTiFyiNg sTRENgThs, wEAkNEssEs, OPPORTUNiTiEs 
ANd ThREATs ThAT mAy hAvE BEEN missEd By mANAgERs 
TOO CLOsE TO ThE BUsiNEss. ThEy mAy ALsO hELP ThE 
BUsiNEss OwNER REFOCUs ON ThEiR BUsiNEss gOALs ANd 
OFFER AdviCE ON sTRATEgiEs TO BETTER AChiEvE ThEm.

Of our clients have 
only 1 employee

OUR CLiENTs 
in profile
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1 Year

2 Years

3 Years4 Years

5 Years

6-10 Years

11-19 Years

Over 20 Years less then a year

11%

10%16%

10%
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YEARS IN 
BUSINESS 

9%

2 Employees
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1 Employee

6%

6%
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Property

Other Industry

Culture & 
Recreation

Health
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& Tourism
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Finance
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Electricity, Water & Gas

6%

5%

4%
5%

13%

11%

8%

BY 
INDUSTRY

2%

1%

10%

4%
Not for Profit

Retail

Manufacturing

Business Services

Construction

2%
1%

1%

15%
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it’S NOT TOO LATE 
TO gET AdviCE

OUR CLiENTs 
in profile
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ince taking on Business Mentor Phillip Adamson in October 
of last year Jon says MOSH has been fine tuning and further 

expanding their business horizons.

 ‘We are tighter at an organisational level and Business Mentors has 
provided us with a sharp focus on business strategy. It’s been a real 
boost to our productivity.’ Despite being a specialist company, Jon 
explains how quickly they’ve been able to expand since taking on 
Business Mentors, ‘We’ve taken on a new partner in the company 
and we can definitely foresee further expansion in the near future.’

MOSH is a front runner in the pack of social media marketing 
specialists operating to provide businesses the proper tools in 
utilising their social media connections correctly. ‘We are all about 
helping businesses use social media properly. We match their 
objectives up with the resources they require from social media 
while avoiding the fluff’ explains Jon, ‘Mosh allows business to 
communicate through social media while maintaining firm business 
strategy that so many social media marketing agencies miss.’

Before MOSH, Jon was a successful business banking manager, 
‘I went into banking to learn about how to run my own business 
successfully. Me and my business partner had been working 
together for several years and eventually decided to branch out 
creatively and to take control of our own business.’

 Coupled with his years of experience overseas, it was a natural 
decision to establish MOSH Jon says. ‘I’m grateful for the range 
of experience we have at MOSH, I feel it provides a perspective 
on social media that encompasses a worldly understanding of 

marketing as well as business that gives MOSH that 
extra advantage.’

Jon remembers hearing about Business Mentors some time last 
year when considering how to up the ante on MOSH. ‘We’ve been 
meeting with Phillip for six months now, but we first heard of 
Business Mentors some time last year through word of mouth. I’m 
keen for any and every advantage when it comes to business and 
when I heard about business mentors I thought that’s exactly the 
expertise we’re after.’

 Jon and Jeremy were impressed by the professionalism of their 
mentor right from the get-go. ‘Phillip was really amiable and open. 
He acted as a sounding board that we could bounce ideas off and 
provided a voice of reason backed by years of experience, which 
helped us greatly in implementing our ideas and strategies.’ 

The MOSH team boasts a wealth of experience, including Jon’s 
management of a language school in Japan and Jeremy’s work as 
senior consultant in firms around the world, but something was 
missing says Jon, ‘We started out with our strengths being ideas and 
communication, we had all this energy potential, but we needed an 
action plan.

 Phillip gave us the idea not only to expand the business with a new 
partner, but to find the missing link of what would make MOSH truly 
successful.’ Newly partnered Julian Thompson was that missing link. 
‘Taking on Julian was a mentor inspired decision to find an action 
planner. We’ve known each other for nearly twenty years and it just 
made sense that he was exactly who we needed on board.’

Client teStimonial

JON RANdLEs, JEREmy mARks ANd JULiAN ThOmPsON, moSh

standing out from the crowd is exactly what Jon Randles and the team 
at mOsh are all about. so when the social media market wave began 
hitting our screens in the late half of the last decade they were there to 
ride on its crest as mOsh; the social media marketing specialists. 

maximiSing advantageS 
FOR AN ExPANdiNg 
ENTERPRisE

Jeremy Marks

S
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Jon Randles 
Mosh
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arah explains: `We worked in New Zealand for four years and 
then from 2004 had five years in London. We always knew 

we wanted our own company one day but we wanted to get that 
international experience.’

Sarah worked with a range of education-based clients such as 
Granada Learning while Nik worked as a graphic designer in the 
fashion industry. But after a while they started to feel pigeon holed 
and wanted to spread their creative wings.

Nik explains: `We had a great time overseas but it was time to come 
home. We came back to New Zealand in late 2008 and set up Mount 
Deluxe design in a small apartment in the Beaumont Quarter. We 
still had some clients in the UK so we were being paid in pounds 
sterling when that was high. In the meantime we were starting 
to get some New Zealand clients although no one really knew of 
Mount Deluxe.’

After a relocation to Northcote Point Nik remembers seeing a TV 
ad about business mentoring and about the same time he recalls a 
story in the local council newsletter about business mentors.

Sarah says: `We had been to some networking events but were 
mostly hanging out with other designers. We really needed advice 
on what to charge and strategic counsel on the next steps in 
growing the business. Greg Bateman our business mentor came to 
us with an accounting background, so quite a different viewpoint 
from ours. After the second or third meeting we just clicked. We 
were coming in as graphic designers who knew our jobs but we did 
not have the business experience and nous to work smarter.’

Nik agrees: `We were going to Designers Institute events when 
we should have been going to the networking breakfasts and 
Chamber of Commerce meetings. Greg explained that’s where our 
prospective clients were. We needed a change of mindset to being 
a business that happens to do graphic design rather than graphic 
designers who are in a business. We discovered that there is a lot of 
satisfaction in running a business well.’

Sarah points out: `We always said we wanted to work with people 
we like and be our own bosses for lifestyle reasons, but through 
the mentoring process I think we learned to respect each other 

and to realise that there is no place for inflated egos. We are both 
designers but there are also very different things that need doing in 
the business and we have become better at identifying the things 
we’re good at. So while we are both networking, Nik is doing more 
of the business development, as well as the accounts.’ 

Nik laughs: `Greg suggested a project management system to 
monitor how all of our time was spent. Tracking our time has helped 
a lot. Then there were the tips on how far to push the pricing. We 
discussed the difference between project management, account 
management and chargeable design time. He helped us identify 
the time we were not charging and made us think about the value 
of what we were offering. The next step was making the invisible 
visible so our clients could understand what is involved in the 
design process.’

Sarah is enthusiastic about the results: `It’s been great. We have 
now been in business for three and a half years and although we 
finished our mentoring with Greg earlier this year, we have kept in 
touch. He helped us become accountable and more professional in a 
business sense. We went from being employees to business people. 
It has been a massively positive experience.’

Nik points out that their time with their mentor is the only time 
they were forced to step back from the day to day activity and 
think about what they were doing. He says: `We often went into our 
meetings with Greg frazzled but came out calmed. I want to keep 
learning and know that there are more secrets out there that we are 
yet to discover.

The business is now housed in a smart Ponsonby villa with a range 
of clients including brand, identity and food packaging but the 
couple have plans to hire staff and move to bigger premises.

Sarah explains: ‘We have tripled our income since working with 
Greg. We’re now getting out and networking where our ideal clients 
are hanging out. We need to find the right space and work out who 
the ideal people are to help us grow Mount Deluxe. It feels like it’s a 
really big next step.’ 

Client teStimonial

Nik PAyNE ANd sARAh dELANy, mount deluxe

Nik Payne and sarah delany of mount deluxe, a boutique Auckland design 
agency, are evangelists for business mentoring. The couple, who have 
been together for 15 years, both qualified with visual Communications 
degrees after meeting at design school in wellington. 

S
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Whangarei

Rodney

Whakatane

Taupo

 North CanterburyWest Coast

Timaru

Tauranga

Gisborne

Wellington

Christchurch

Dunedin

Invercargill

Nelson

New Plymouth

Rotorua
Hamilton

Auckland
(4)

Napier

Palmerston North

PRINCIPAL 
AGENT

SECONDARY 
REPRESENTATION

AgENCy netWork

ThE BUsiNEss mENTORs NEw zEALANd 
sERviCE COvERs ThE BREAdTh OF 
NEw zEALANd, wiTh dELivERy 
CO-ORdiNATEd ThROUgh A 
dEdiCATEd NETwORk OF 17 AgENCiEs.

Our agencies encompass the best Economic Development 
Agencies, Chambers of Commerce and Employers Associations 
in New Zealand. They are highly skilled economic development 
professionals with established local networks and a passion for 
helping small business.

32 www.businessmentors.org.nz
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OUR AgENCiEs ENCOmPAss ThE BEsT ECONOmiC dEvELOPmENT AgENCiEs, ChAmBERs 
OF COmmERCE ANd EmPLOyERs AssOCiATiONs iN NEw zEALANd. ThEy ARE highLy 
skiLLEd ECONOmiC dEvELOPmENT PROFEssiONALs wiTh EsTABLishEd NETwORks ANd 
A PAssiON FOR hELPiNg smALL BUsiNEssEs.

NORTH ISLAND - AUCKLAND REGION 
National Office 
Business Mentors New Zealand 
PO Box 9043, Newmarket, Auckland 1149 
Phone: 0800 209 209 
Contact: Lisa Ford 
Email: lisa.ford@bmnz.org.nz

Auckland - Central 
Auckland Chamber of Commerce 
PO Box 47, Wellesley Street,  Auckland 1010 
Phone: 09 374 2265 
Contact: Kerry Carr 
Email: kcarr@chamber.co.nz

Auckland - North and 
Auckland - West 
Auckland Tourism Events 
and Economic Development – North 
PO Box 302 283, North Harbour 0751 
Phone: 09 354 0050 
Contact: Carley Duncan 
Email: carley.duncan@aucklandnz.com

Auckland - South 
Auckland Tourism, Events & Economic 
Development - South 
PO Box 204 357, Highbrook, Auckland 2161 
Phone: 09 354 0082 
Contact: Anita Keestra 
Email: anita.keestra@aucklandnz.com

NORTH ISLAND - NORTHERN 
AND CENTRAL REGIONS 
Northland 
Northland Chamber of Commerce 
PO Box 1703, Whangarei 0140 
Phone: 09 438 4771 
Contact: Tony Collins 
Email: ceo@northchamber.co.nz

Waikato / South Waikato / Thames / 
Coromandel 
Waikato Chamber of Commerce 
& Industry Inc. 
PO Box 1122, Waikato Mail Centre 3240 
Phone: 07 839 5895 
Contact: Pauline Carseldine 
Email: reception@waikatochamber.co.nz

Tauranga / Whakatane 
Chamber of Commerce Tauranga Region 
PO Box 414, Tauranga 3140 
Phone: 07 577 8952 
Contact: Debbie Hibell 
Email: mentors@tauranga.org.nz

Rotorua / Taupo 
Rotorua Chamber of Commerce 
PO Box 385, Rotorua 3040 
Phone: 07 349 8365 
Contact: Angie Downs 
Email: accounts@rotoruachamber.co.nz

NORTH ISLAND - SOUTHERN REGIONS 
Hawkes Bay 
Napier City Council Economic Development 
Private Bag 6010, Napier 4142 
Phone: 06 834 4193 
Contact: Ron Massey 
Email: ron@napier.govt.nz

Gisborne / East Coast 
Gisborne Chamber of Commerce 
PO Box 897, Gisborne 4040 
Phone: 0800 209 209 
Contact: Lisa Ford 
Email: lisa.ford@bmnz.org.nz

Manawatu / Horowhenua / Wanganui 
Vision Manawatu 
PO Box 12025, Palmerston North 4444 
Phone: 06 350 1832 
Contact: Karen Blair 
Email: karen@visionmanawatu.org.nz

Wellington 
Employers Central Inc Chamber of Commerce 
PO Box 1087, Wellington 6140 
Phone: 04 470 9946 
Contact: Makerita Filipo-Dallas 
Email: Makerita.filipo-dallas@wecc.org.nz 

Taranaki / New Plymouth 
Venture Taranaki Trust 
PO Box 670, New Plymouth 4340 
Phone: 06 759 5163 
Contact: Kayleen Schoeman 
Email: kayleen@venture.org.nz

SOUTH ISLAND - REGIONS 
Nelson / Marlborough 
Nelson Tasman Business Trust 
PO Box 1278, Nelson 7040 
Phone: 03 539 0824 
Contact: Sarah Holmes 
Email: sarah@ntbt.co.nz

Canterbury / Timaru / West Coast 
Canterbury Development Corporation 
PO Box 2962, Christchurch 8140 
Phone: 03 353 6860 
Contact: Jill Taiaroa 
Email: jill.taiaroa@cdc.org.nz

Otago 
Otago Southland Employers Association 
PO Box 473. Dunedin 9054 
Phone: 03 456 1805  
Contact: John Rigby 
Email: john.rigby@osea.org.nz 

Southland 
Venture Southland 
PO Box 1306, Invercargill 
Phone: 03 211 1424 
Contact: Scott Whyte 
Email: scott@venturesouthland.co.nz
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BUsiNEss mENTORs NEw zEALANd is COmmiTTEd TO BEsT PRACTiCE PRiNCiPLEs NOT 
ONLy iN mENTORiNg BUT ALsO wiTh ThE LEvEL OF PROFEssiONALism ANd ENgAgEmENT 
OF OUR 17 AgENCy mANAgERs ACROss NEw zEALANd.  wE hOLd AN ANNUAL AgENCy 
CONFERENCE TO ENCOURAgE OUR AgENCiEs TO shARE idEAs ON ThE vALUEs ANd 
OUTCOmEs OF BUsiNEss mENTORiNg.  wORkshOPs ARE hELd iN ThE FOLLOwiNg AREAs:
 
• Management and recruitment of mentors 
• Customer service delivery and management 
• Regional marketing opportunities 
• Client satisfaction outcomes

Our agencies are integral to the success of the programme and our conference 
is an opportunity to ensure that they are providing an outstanding, effective 
mentoring service to New Zealand SMEs
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CLiENT sATisFACTiON REsULTs REvEAL 
sUsTAiNEd high performanCe

n line with other leading organisations, Business Mentors 
New Zealand (BMNZ) focuses on client satisfaction as a 

competitive business differentiator. Their total commitment to 
building relationships and service excellence, enhancing quality 
and consistency of delivery, as well as exceeding service 
expectations through continuous improvement is reflected in the 
values of the organisation. 

In partnership with independent research consulting firm, Beyond 
Consulting, BMNZ surveys clients regularly to measure the success 

of its mentoring service so as to guide their ongoing improvement 
initiatives. The surveys are administered 90 days from clients’ match 
date with survey results being collated three times a year for client 
match periods of April-July,  August–November, and December–
March. The survey consists primarily of 10 statements designed to 
evaluate the mentor service, using a 5-point rating scale (1=Poor, 
5=Excellent). Clients are also asked whether they would recommend 
the service to others and to comment on their reasons. 

Profile of Respondents

Altogether 1,113 responses across New Zealand were received in 
2012/2013 from businesses operating across a diverse range of 
industries and varying in business size and maturity. Response rates 
were high ranging from 60% to 64% for the 3 survey periods.

Of those who responded to the survey in 2012/2013:
• Majority of respondents connected with 1 mentor on average 

within 3 months of being matched and received an average 
of 3 contacts. 

• 19% of businesses were novice business, 33% had been in business 
for 1-3 years and 48% were established (4+ years).

• Principal Industries serviced were Retail Trade (14%), Personal & 
Other Services (12%), Manufacturing (10%), Construction (10%), 
and Health & Community Services (8%).

Canterbury / Timaru / West Coast

Auckland Central

Auckland North Shore / Rodney

Wellington

Auckland South

Auckland West

Nelson / Marlborough

Waikato / South Waikato / Thames / Coromandel

Tauranga / Whakatane

Otago

Taranaki

Rotorua / Taupo

Northland

Hawkes Bay

Manawatu/ Wanganui / Horowhenua

Southland

Gisborne / East Coast

16%
12%
12%
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5%

3%
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2%
1%
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Survey Highlights

BMNZ continues to consistently achieve a high standard of 
service delivery. In 2012/2013, recommendation of the service has 
improved by 2% since the beginning of the financial year, reaching 
95% during the last four month survey period of December 
2012 to March 2013 matches. In addition, the key performance 
indicator (KPI) index (which is an aggregate of the four KPI means), 
continues to be maintained at 4.3, which was a new high achieved 
in the previous financial year.

Mean ratings of nearly all service delivery areas are above 4.0 in 
2012/2013. As shown in the table below, the high performance 
ratings achieved in 2011/2012 continues to be sustained. 
A 5-point rating scale (1=Poor, 5=Excellent) is used to 
measure performance.

Note: Scores represent Means on a 5-point rating scale (1=Poor, 5=Excellent)
*Questions represent KPIs

**Findings of 2012/2013 is based on feedback received up to 24 June 2013 (N=1113) where approximately 
70% of the March 2013 matches have been surveyed when the data was analyzed

***Margin discrepancies are due to rounding errors

Mean Performance Rating

April 2011 - 
March 2012

April 2012 - 
March 2013** Margin

*Promptness of agency coordinator's response to your  initial query 4.48 4.54 +0.06

Promptness of mentor's response to your initial query 4.44 4.46 +0.02

Match of mentor to your specific needs 4.14 4.12 -0.02

*Level of follow-up support 4.11 4.08 -0.02

Planning of structure and purpose of visits 4.03 4.04 +0.01

Level of mentor's business knowledge and experience 4.42 4.44 +0.02

*Usefulness or helpfulness of mentoring advice given 4.19 4.22 +0.03

Boosted your confidence and/or improved your self-reliance 4.01 4.06 +0.06***

Helped you evaluate your business activity 4.01 3.99 -0.02

*Overall satisfaction with the service received from the BMNZ Mentor programme 4.20 4.22 +0.02

BMNZ Key Performance Indicators 2012/2013: Means 

Service performance levels for each of its four KPIs are high with means exceeding 4.1 across all three of its survey periods.

Overall Satisfaction 
with the service

Useful / Helpfulness of 
Mentoring Advice

4.25   4.21   4.20 4.20   4.24   4.23

Promptness of 
Coordinator’s Response

Level of Follow-up 
Support

4.55   4.49   4.56

4.04   4.07   4.14

April to July 2012 matches

August to November 2012 matches

December 2012 to March 2013 matches
0 2% 24% 6% 8% 10% 12% 14% 16% 18% 

5

4

3

2

1

0
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CLiENT sATisFACTiON Survey

  

A key measure of success is client’s overall satisfaction with the mentoring service. On average, 83% of clients rated it as 
“Good” or “Excellent”. Overall satisfaction varied by client industry. Clients from “Finance and Insurance” and “Cultural and Recreational 
Services” were the most satisfied.

Finance & Insurance

Cultural & Recreational Services

Education

Communication & Info Technology Services

Health & Community Services

Wholesale Trade

Other Industry

Agriculture, Horticulture, Forestry & Fishing

Manufacturing

Retail Trade

Construction

Accommodation, Cafes & Restaurants

Personal & Other Services

Propert & Business Services

Electricity, Gas & Water Supplies

Transport & Storage

Not for Profit

93%
93%
92%

91%
90%

84%

84%

81%
83%

79%

77%

84%

83%

80%

78%

71%
70%

Frequency of  respondents who rated good or excellent

Benefits of Business Mentoring 2012/2013

Several benefits of mentoring were identified from client comments. They include:

Benefits to the individual: 

• Clarifies direction and focus
• Increases client self-confidence
• Removes the sense of isolation particularly for sole traders
• Provides a confidential ‘sounding board’  
• Provides independent and objective perspective
• Provides guidance, encouragement and practical advice
• Helps with motivation and/or personal accountability
• Provides support in a caring, empathic, professional manner 
• Free service

Benefits to the client’s business:

• Provides support to sole traders and/or removes the sense of isolation within 
one’s business situation

• Accelerates organisational learning
• Allows access to skills and expertise not already in the business
• Provides greater insight into the organisation and wider business community
• Broadens business networks
• Leads to improvement in business performance  and/or business growth
• Help identify improvements, new opportunities, ideas and innovative 

solutions for client business
• Help clarify and identify blind spots, potential problem areas and challenges
• Improves business productivity, efficiency, and/or business growth

Overall Satisfaction by Industry 2012/2013: Frequency of Good/Excellent ratings

0 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
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Trend in Performance

Recommendation of Service 2007-2013: Frequency

Overall Satisfaction 2007-2013: Frequency

Good/Excellent ratings for Overall Satisfaction have improved steadily over the years showing a clear positive trend.

Mentor Visits 2007-2013: Frequency

The frequency of 3+ mentor visits per client has increased over the years with 1 mentor visits showing a steady decline.

Note:  Although recommendation of service was 95% for latest survey period of 
December 2012 to March 2013 matches, it averaged 94% for the year 2012/2013.

 Apr 07-Mar 08 Apr 08-Mar 09 Apr 09-Mar 10 Apr 10-Mar 11 Apr 11-Mar 12 Apr 12-Mar 13

 Apr 07-Mar 08 Apr 08-Mar 09 Apr 09-Mar 10 Apr 10-Mar 11 Apr 11-Mar 12 Apr 12-Mar 13

% of respondents 
recommending 

 service

% of
respondents 

 89.4% 91.6% 92.2% 94.2% 93.5% 93.9%

Frequency of respondents

Match Period

Match Period

83%

82%

81%

78%

71%

70%

9%

9%

10%

11%

15%

14%

8%

9%

9%

11%

14%

16%

Apr 12-Mar 13

Apr 11-Mar 12

Apr 10-Mar 11

Apr 09-Mar 10

Apr 08-Mar 09

 Apr 07-Mar 08

Good / Excellent

Average

Poor / Fair

1 Visit

2 Visits

3 Visits or more

23%   23%   54% 21%   26%   53%28%   23%   49%34%   24%   41% 22%   25%   53%32%   22%   47%
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reCover CANTERBURy

he 2010 Canterbury earthquake was a 7.1 magnitude 
earthquake, which struck the South Island of New Zealand at 

4.35am on 4 September 2010.  Aftershocks continued into 2012; 
with some causing significant damage.  The strongest to date, of 
magnitude 6.3, occurred on 22 February 2011 at 12.51pm.  This was 
centred very close to Christchurch, it was more destructive, with 
185 people being killed, more than 1,500 people injured and 164 
serious injuries.  The quake was felt from Invercargill to Wellington.

The quake caused widespread damage and several power outages, 
particularly in the city of Christchurch, New Zealand’s second largest 
city.  The damage was great due to buildings and infrastructure 
already being weakened by the 2010 earthquake and its aftershocks.  
Significant liquefaction affected the eastern suburbs, producing 
around 4,000,000 tonnes of silt.  The government declared a state 
of national emergency which stayed in force until 30 April 2011.

The total cost to insurers of rebuilding has ballooned to $40 billion; 
some economists have estimated that it will take the New Zealand 
economy more than 50 years to recover.

The free client code concession (registration) was first implemented 
following the September 2010 earthquake.  Patti Poole and Jo Boyle 
from MED and Euan Purdie from NZTE coordinated this strategy to 
support SME businesses impacted by both earthquakes.

In excess of 700 SME businesses received free payment codes.  This 
offering was concluded at the end of December 2012.

The funding provided by the Ministry of Economic Development 
enabled BMNZ to assist Christchurch business owners, clients and 
staff post-earthquake. Our team on the ground have provided 
fantastic advice, assistance and support to our clients.  They have 
been supported by a team of 300 volunteer business mentors who 
are committed, passionate, empathetic individuals. They realised 
the need for their expertise in circumstances that the business 
community had not experienced nor dreamed would be an 
eventuality in Christchurch.

Recent news articles suggest that Canterbury businesses are 
bucking a nationwide drop in business numbers, with an average of 
300 more opening their doors than shutting up each month. 

The latest statistics for Canterbury business births and deaths 
(Statistics New Zealand) show an average of 300 more ventures 
over those that fail each month since the first quake in Sepember 
2010.

The key trend for SME businesses in the Canterbury recovery has 
shifted from one of very difficult business circumstance to one 
of uncontrolled growth opportunities.   This requires businesses 
to have structure, discipline and capability which is not always 
available; so the focus of mentoring in Canterbury addresses issues 
of financial management, planning, compliance, sales 
and marketing.

Unmanaged growth to SME businesses without a wide array of 
business skills can be just as challenging as an extreme 
business environment.

The total cost to insurers 
of rebuilding has 
ballooned to $40 billion; 
some economists have 
estimated that it will 
take the New Zealand 
economy more than 50 
years to recover.

t
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PACiFiC BUsiNEss 
mentoring programme

n early 2010 the Pacific Business Mentoring Programme 
(PBMP) was established in The Cook Islands and has since 

then been established in Tonga, Samoa, Solomon Islands, Papua 
New Guinea, Vanuatu, Fiji, Kiribati, Niue and Tuvalu.

The programme is based in the BMNZ national office in Auckland 
and utilises a very similar mode of operation to that used in NZ.

We select business mentors for the Pacific from a pool of over 1,900 
such volunteers from throughout New Zealand. 

Teams of five experienced volunteer business mentors travel to 
each country for one week on a six monthly basis to meet with 
participating businesses. These mentoring discussions result in an 
action plan being produced for each business which details the 
actions the business owner will undertake in order to bring changes 
for the better to that business.

The Pacific Business Mentor Training Programme (PBMTP) has also 
been successfully established in all countries with the objective 
of enhancing the impact of the mentoring activities by helping 
business owners develop their skills in operating a business 
successfully.

An agent is appointed in each country to organise and promote 
the mentoring services we offer. Usually this is the National Private 
Sector Organisation which typically is the Chamber of Commerce in 
each country.

We currently have over 70 volunteer mentors involved and over 600 
businesses participating and benefitting from the programme.

Results are measured through an independent outcome survey, 
which surveys all businesses participating.

The latest survey indicates that there has been an increase in 
employees as a result of the mentoring support that we have 
provided. On average, employee numbers have increased by 1 
employee across the 332 companies participating in the 
latest survey. 

This is great news as our fundamental objective is economic 
development in each country and job creation is a major indicator 
of economic development taking place. 

In 2011, we embarked on an extension of our mentoring services to 
include State Owned Enterprise CEOs (and their Boards) to assist 
these organisations adopt a commercial operating model. This is a 
pilot programme involving the Ports,  Airports and Energy SOE in 
both the Cook Islands and Samoa, and involves a more specialised 
mentoring focus. It is envisaged that this programme will be 
expanded into other countries after the successful completion of 
the pilot programme. 

Our experience to date has shown that providing business 
mentoring services into Pacific Island countries is an excellent way 
of assisting economic development in the private sectors of each 
country. Business Mentors New Zealand’s mentoring success in New 
Zealand has translated well into these countries and we can see 
many more opportunities for such services in the future

i

BUsiNEss mENTORs NEw zEALANd (BmNz) sTARTEd OvER 20 yEARs AgO ANd 
hAs AssisTEd OvER 65,000 BUsiNEssEs siNCE ThEN. This REmARkABLE RECORd 
OF sUCCEss sPARkEd ThE iNTEREsT OF ThE Nz gOvERNmENT whO sAw AN 
OPPORTUNiTy TO dRivE ECONOmiC dEvELOPmENT iN PACiFiC isLANd COUNTRiEs 
iF A simiLAR BUsiNEss mENTORiNg PROgRAmmE COULd BE sUCCEssFULLy 
iNTROdUCEd iNTO PACiFiC isLANd COUNTRiEs. ThE Nz Aid PROgRAmmE 
sUBsEqUENTLy AgREEd TO FULLy FUNd ThE PACiFiC mENTORiNg ACTiviTiEs.

Participants and trainers in Tonga
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Performance against KPIs 

The latest independent client survey results are 
indicating very good results against KPIs. This survey 
is conducted across all clients in all countries and 
has a very high response rate of close to 80%.

Highlights of particular note are:

1. An increase of 12.5% in employee numbers with 
employee numbers increasing on average from 
eight to nine people across the 332 businesses 
surveyed.

2. An increase of 31% in the number of businesses 
reporting increased profits. 54% of total 
businesses surveyed are now reporting 
improved profitability.

3. 18% more businesses are now reporting 
increasing customer numbers.

4. Sales revenue has increased by 17% on average 
across the 332 businesses surveyed.

5. The percentage of clients using business 
development tools (business plans, marketing 
plans and operational budgets) has risen from 
44% to 77% during their first six months in the 
programme, i.e. 147 businesses reported that they 
did so on registration which had risen to 258 
six months later.

PBmP REsULTs As AT JANUARy 2013

A summary of the results from the fourth survey, conducted in January 2013, across a sample of 332 client businesses follows.  

Client Satisfaction Survey
Good or 

Excellent 
Results

Match of Mentor(s) to your specific needs 83 %

Level of Mentor's business knowledge and experience 91 %

Usefulness of mentoring advice given 89 %

Improving your confidence and/or motivation 86 %

Helping you think more about the future and/or growth of your business 90 %

Providing you with a better understanding of the strengths and weaknesses of your business 84 %

Providing you with a better understanding of the market influences on your business(a) 72 %

Overall satisfaction with the service you received from the Mentor Programme 87 %

Overall impact of mentoring in improving your business 82 %

Results versus KPIs At Registration Six Months 
Later

Number of Employees – FTEs (mean) 8.0 9.0

Local Sales Revenue (mean) $659,488 $768,901

Export Sales Revenue (mean) $481,061 $782,857

Currently exporting, or considering it in the future 9.9% 10.5%

Local Sales Revenue (% increased) 44.9% 51.2%

Export Sales Revenue (% increased) 36.1% 54.3%

Profits  (% increased) 37.7% 49.5%

Customer Numbers (% increased) 46.1% 53.8%

Business Plan Usage 38.9% 85.5%

Marketing Plan Usage 29.8% 74.4%

Operational Budget Usage 36.1% 71.7%

Financial monthly reporting 42.2% 77.7%

Source: Survey conducted by independent research company, Beyond Consulting. It is a longitudinal survey conducted at six monthly intervals.  This survey 
took place during January 2013, across 332 clients in 7 countries (Cooks Islands, Tonga, Samoa, Vanuatu, Papua New Guinea, Solomon Islands and Fiji).
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his training programme has been designed to speed 
up the impact of the PBMP by providing specific 

training to client companies which directly targets the 
competency gaps for each business owner.

The total PBMTP activity has also increased markedly as this 
programme has become active across all 10 countries. 
The programme is timed to take place three months after each 
mentor visit thus shortening the time between face to face client 
contact from six months to three months in most countries. 
The programme material has been developed internally by the 

Training Programme Manager, who is also a mentor and professional 
trainer, and manages a team of trainers who deliver the PBMTP.  There 
is strong co-ordination between the Programme Manager, the trainers 
and the mentors involved in each country, which is something we 
plan to further strengthen into the future.

The PBMTP is strongly outcome focussed with an action plan written 
for each client which sets out how the knowledge that each business 
owner has gained is to be implemented in 
their business.

t

t

PACiFiC BUsiNEss 
mentoring training programme

Training session in Fiji. Mentors and clients at networking function in Vanuatu.

his pilot mentoring programme objective is to assist SOEs to 
adopt a commercial model of operation so that they become 

more efficient and can reduce the input cost pressures on small 
business and improve continuity of supply of services.

One of the major differences in running a business in the Pacific versus 
that in New Zealand is that costs such as electricity and freight are very 
high.  This places a heavy burden on small business. There are frequent 
power cuts and significant wharfage delays in most Pacific Island 
countries which also impact negatively on 
business performance.

The pilot programme started in 2012 and involves three SOEs in the 
Cook Islands and Samoa respectively.  The CEOs of the Ports, Energy 
and Airport SOEs in each country are involved and so far we are seeing 
that good progress has been taking place.  Once the pilot has been 
successfully completed and evaluated a decision for expansion, in 
conjunction with MFAT, will be considered.

sTATE OwNEd ENTERPRisE (sOE) 
pilot mentoring programme
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PACiFiC BUsiNEss 
mentoring programme

his Agarwood or Eaglewood as they call it in PNG produces 
one of the world’s most valuable incense. The extract from 

this resinous wood has been used for centuries during Japanese, 
Buddhist and Islamic cultural activities and in traditional medicine.  
It is now possible to grow and harvest this wood without the loss of 
the tree, by just cutting out the sought after part, leaving the tree to 
heal quickly and hopefully produce more Eaglewood. This cycle only 
takes about two years in high altitude of about 1000m above sea 
level, and the wood is harvested by highland villagers.

George Spiers, a Business Mentor from the Hawkes Bay recently 
mentored Anne Timi, Managing Director of Mijoan Limited in 
Hohola, Port Moresby, PNG. Just a few handfuls of Eaglewood is 
worth a few thousand dollars, which Anne’s company purchases 
from highland villages. George and Anne accept and are willing 
to work and communicate with each other; mentor and client are 
both enjoying the journey which began in April this year. Anne has a 
background in the PNG forestry service and her company has been 
operational for two years. She has just joined the Pacific Business 
Mentoring Programme. 

Anne and George have spent a few hours together and George has 
analysed the business and now understands some of the issues 
that Anne faces in running the already substantial wholesale and 
potential export business. George’s expertise in marketing forest 
products and building the infrastructure for a successful niche 
product exporter will be invaluable for Anne’s business.

Step by step, George is now guiding her through the planning 
processes and the tasks of implementing a successful marketing 
strategy and having financial transparency at all times. This is a 
steep learning curve for Anne which she embraces wholeheartedly. 
We are looking forward to George’s progress report in a year 
from now.

At first glimpse the wood that Anne Timi works with might look 
like driftwood or firewood. It’s less than 6 inches long and fits in 
the palm of your hand. But this is oh so wrong. What looks to be 
worthless wood is actually an ‘A’ grade piece of “Eaglewood” from the 
highlands of Papua New Guinea (PNG) worth NZ$500.

t

sUCCEss sTORiEs
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PUTTiNg sOmE sTEEL iN smEs’ BACkBONEs

PACiFiC BUsiNEss 
mentoring programme

ugh Campbell has worked in some of the world’s biggest 
economies. He worked in the US for part of Fonterra’s dairy 

empire and spent five years in Moscow. But it is his experience as 
export manager for General Foods in New Zealand, responsible for 
sending Watties frozen goods and canned food to the Pacific 
market that stands him in good stead as a volunteer business 
mentor to small to medium enterprises (SMEs) under the Pacific 
Mentors Programme.

Hugh Campbell is part of the team mentoring businesses in Fiji.

The New Zealand mentors have been working in Fiji with small 
enterprises in the food, textile, small construction, finance and real 
estate sectors. 

Although his background is in the food sector and international 
business development, he works alongside a wide range of 
companies in Fiji. The businesses have between one to 10 people 
working in them.

In Fiji, the Fiji Commerce and Employers Federation match business 
mentors with their clients. 

Hugh says the mentors have been very well received by the locals 
they are working with: ‘On a general basis we all have found our 
clients are still learning about the basics of business strategy 
and the key to building successful business plans. Most seem 
committed to the program and utilising the advice and guidance 
given by the mentors.’

An advantage, he says of engaging a mentor, was having someone 
removed from the business, and with a fresh perspective to enable 
the business to grow, add more employees and enjoy all the 
economic spin-offs associated with an expanding venture. 

Campbell adds one of the things the mentoring team helped small 
businesses with, was drawing up business plans.

‘A well developed plan could be very useful in helping a SME secure 
extra funding.’

He explains they also helped in the formulation of clearly defined 
vision and mission statements, human resource issues and dealings 
with government agencies. 

‘We try and put a bit of steel in the SME’s backbone whose owner 
may be a little hesitant or fearful of government bureaucracy as 
well as help SMEs get their governments to liaise with foreign 
governments to secure markets for their products overseas.’

h

Business mentor Hugh Campbell at the Holiday Inn, Suva. 
PICTURE: ATU RASEA, courtesy Fiji Times.

Peter Lund, New Zealand Trade Commissioner (left) 
with Suva Mentor Team.
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OUR vOLUNTEER mENTORs ARE PAssiONATE, 
COmmiTTEd iNdividUALs whO UNdERsTANd NEw 
zEALANd BUsiNEss ANd wANTEd TO sEE ThEiR 
COmmUNiTiEs PROsPER ANd gROw. wE ARE hUgELy 
APPRECiATivE OF ALL ThEiR hARd wORk. BUsiNEss 
mENTORs wOULd NOT ExisT wiThOUT ThEm.
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konicaminolta.co.nz

Do more in less  
time - easier, faster, 

smarter, better
Konica Minolta delivers integrated 

print and document solutions that will 
reduce costs, streamline workflow, 
increase productivity and enhance 

communications. 

Call us on 0800 933 008 for a  
free consultation.
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Konica Minolta proudly supports the printing of this Annual Report  
for Business Mentors New Zealand
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