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Overview & Reflection

Mentoring: What is it? 

Learning from Mentoring Experiences

What We Know About Mentoring

Mentor Skills: Listening, Relating, Adapting

Next Steps for FAR Mentoring

Getting Started with Mentoring Relationships
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Supporting

new principals

Mentoringé.. a supportive 

relationship based on mutual 

trust & respect between an 

experienced professional and a 

protege.  

The mentor guides, nurtures, 

shares expertise and 

encourages personal & 

professional growth.



Mmmm Well,

I think...

After skimming What We Know About 

Mentoring,

think about and discuss the impact a mentoring 

program could have on the Faculty Athletics 

Representatives Association and its members?



Think of someone who has been influential in 

your life in a positive way...

Then, think of another individual who was a 

negative force 

(perhaps a boss or other 

individual).



Complete the handout describing each 

personôs behaviors.  What did it look like?  

What did it sound like as you interacted with 

each?  What was the impact on you?



What were the most important 

behaviors of the individual who 

had a positive impact on you?



Supporting New Principals Program: 

Mentoring

Tampa Bay Educational Leadership Collaborative

Listening



Effective 

Mentors...

Listening
85%

Sharin

g15%



The following ñListening Trapsò slides are 

adapted from: Barker, L. and Watson, K. (2001) 

Listen Up: At Home, at Work in Relationships: How 

to Harness the Power of Effective Listening. New 

York: St. Martin's Press.



Tuning out

Jumping to conclusions

Concentration on the 

impression you are 

making

Interrupting



Failing to make eye contact

Rushing the conversation

Showing disinterest

Getting ahead of 

speaker



Not responding to requests

Forgetting previously 

discussed topics

Topping speakerôs 

story

Asking trivial 

questions



Listening to only 

select points

ñItôs a proven fact 

thatéò

ñYes, buté.ò

ñAnyone know 

thatéò



Supporting New Principals Program: 

Mentoring

Tampa Bay Educational Leadership Collaborative

Listening



Skim the handout on Effective Mentors.  

How do these characteristics from the 

literature compare with the list this 

group generated?



Trust Builders Trust Busters



Trust Builders Trust Busters

Accessible & available

Behaves consistently

Shares experience 

when appropriate

Acts non-judgmentally

Shows respect for 

protege

Does not return calls 

or keep in touch

Is unpredictable or erratic

Chooses not to be open

Criticizes frequently

Is threatened or 

competitive with protege



Trust Builders Trust Busters

Maintains confidentiality

Listens

Admits errors & 

mistakes

Shows interest in others

Is sensitive & aware 

of feelings of others

Divulges a confidence

Talks too much

Fails to disclose errors 

& mistakes

Demonstrates self-interest

Is task oriented & 

business-like



Trust Builders Trust Busters

Follows through

Continuously builds 

competence

Pays attention

Accepting of protege

Does not keep 

commitments

Appears to have 

nothing to learn

Needs attention

Has a need to fix the 

protege



Thinking back to the person who had a 

negative impact on you, what would 

you add to the list of trust busters? 

What are the corollaries in the positive 

column?

Builders & Busters



Supporting New Principals Program: 

Mentoring

Tampa Bay Educational Leadership Collaborative

Listening





Executive Leadership 
Program Evaluation: 
Coaching Component



Data 
reflective of 
four cohorts 
2003-2007



Coaching most 
effective whené



Focused
on

needs of participant



Outside 

perspective

valued

Suggestions

by coach 

appreciated



Face to face

communication

preferred

éemail and telephone

contact beneficial also

Coach initiative in making contact



Willingness 

to just 

listen, 

allow venting



Building 

confidence

of participant



Coaching 

Styles



Ability 

to 

listen



ÅWillingness to 

share knowledge

ÅAbility to be honest

and straightforward

ÅOffering help and

resources 

ÅEncouraged reflection



Whatôs next?

Faculty Athletics Representatives Association

Listening



S. Covey

To live; to love, to 

learn: to leave a 

legacy.

Faculty Athletics Representatives Association





Thanks

for being 

here!


