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New Member Mentor Programme  

This pack is to ensure that we give you all the information necessary to help you become a successful member of our Chapter.

Member’s Name: .……………………………  Category: .……………………………
Your allocated Mentor is: .……………………………
Mentor contact number: .…………………………  Email: .…………………………  
Please note that your mentor is a respected and knowledgeable member of the chapter and is there to support you.  Your mentor will always be available to you as your confidante (wherever possible, they will be part of your power team).
Your BNI Director is: .……………………………  
Director contact number: .…………………………  Email: …………………………  
The BNI director’s role is to support and educate the chapter and its members.
Chapter Details
BNI .……………………………  Chapter

Meetings held every (day of the week in here) 06.30 latest – 09.15

At: (venue address in here)

The Chapter’s current Leadership Team are:
Chapter Director:



……………………………...
Membership Coordinator:


……………………………...
Secretary/Treasurer:


……………………………...
Membership Committee Members:



……………………………...


……………………………...
……………………………...


……………………………...
Mentor Coordinator:


……………………………...

Education Coordinator:


……………………………...
Events Coordinator: 


……………………………...
Visitor Hosts:



……………………………...
……………………………...


……………………………...
……………………………...


……………………………...
Your Power Team is:


……………………………...
The members of your power team are:

……………………………...
……………………………...
……………………………...

……………………………...
……………………………...
……………………………...
……………………………...
……………………………...
……………………………...

The larger your power team, the more referrals you will share – power team members will typically share the same sort of clients.

Power team categories that would be beneficial for you to invite:

 ……………………………...


……………………………...
……………………………...


……………………………...

	Key Success Steps

	Date Completed

	Date Member Success Training booked for
(suggest mentor attends with mentee)

	

	Discuss workshops and book in dates of attendance

	

	Name badge completed with name, category, company and 
logo – not business card (to be worn on the right)

	

	Business cards to be put in the Business Card Box

	

	Who is responsible for adding name and contact details to ‘Referrals to look for’  sheet, and get details added

	

	Ensure cardholder is filled up with the cards of all the 

members

	

	Ensure literature (if applicable) on members’ table

	

	Lapel pin and why to wear it

	

	Who is responsible for adding details to Chapter 
Website, and ensure they are added

	

	After MST, discuss who to invite, how to invite (see page 5), 
and how to follow-up, bringing in 5 postcards per week 

	

	Visitor Postcards after MST training week 1

	

	Visitor Postcards after MST training week 2

	

	Visitor Postcards after MST training week 3

	

	Visitor Postcards after MST training week 4

	

	Visitor Postcard Confirmation Sheet handed in to Mentor 
when 20 cards completed (see page 4) 

	

	4 minute launch pad presentation (see page 6)


	

	Create memory hook (www.memoryhooks.com)
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Visitor Postcards Confirmation Sheet
Member Name: .……………………………  Chapter Name: .……………………………  
Mentored By:   .……………………………  
 Date of MST:     .……………………………  
	
	Name of visitor
	Telephone
	Category/            Occupation 
	Date(s) Followed-up
	When Visited
	Outcome

	Week 1
	
	
	
	
	
	

	1
	
	
	
	
	
	

	2
	
	
	
	
	
	

	3
	
	
	
	
	
	

	4
	
	
	
	
	
	

	5
	
	
	
	
	
	

	Week 2         
	
	
	
	
	
	

	6
	
	
	
	
	
	

	7
	
	
	
	
	
	

	8
	
	
	
	
	
	

	9
	
	
	
	
	
	

	10
	
	
	
	
	
	

	Week 3
	
	
	
	
	
	

	11
	
	
	
	
	
	

	12
	
	
	
	
	
	

	13
	
	
	
	
	
	

	14
	
	
	
	
	
	

	15
	
	
	
	
	
	

	Week 4
	
	
	
	
	
	

	16
	
	
	
	
	
	

	17
	
	
	
	
	
	

	18
	
	
	
	
	
	

	19
	
	
	
	
	
	

	20
	
	
	
	
	
	


How to Successfully Invite Visitors

John, I am working with a group of  local business people who are looking for a plumber 

to pass business to.   Are you able to handle any more business? 

If they say NO – leave, don’t waste any time.  If they say YES, then...

Great – I’d like to invite you to meet the group.  We are meeting for breakfast next 

Friday morning _____ insert location _____ from 6.45am to 9.00am.  The reason 

we meet over breakfast is that like you, we are all successful business

professionals, with busy work schedules.  By meeting over breakfast it doesn’t cut into 

our work day.   Can I get your details, and I will send you the invitation?

Thanks very much.  I look forward to seeing you next week.    

Words not to say:

1.  BNI





4.  Networking 
2.  Every week




5.  7am (unless above reason is used)
3.  Join





6.  Breakfast (unless above reason is used)
Prospect List

Accountant, Advertising, Air Conditioning, Alternative Therapists, Answering Service, Appliance Repairs, Appliance Sales, Architect, Art Dealer, Artist, Auctioneers, Banking, Bodywork Repairs, Book-keeping, Book Shop, Builder, Building Society, Burglar Alarms, Business Broker, Cabinet Maker, Car Hire, Car Sales, Car Servicing, Carpenter / Joiner, Carpet Cleaner, Carpet Sales, Caterer, Chimney Sweep, Chiropodist, Chiropractor, Clothing Sales, Coach: Personal, Coach: Business, Coach Hire, Computer Hardware, Computer Sales, Computer Software, Computer Training, Curtains / Blinds, Data Processing, Decorator, Dentist, Doctor, Drinks Vending, Dry Cleaners, Electrical Contractor, Employment Agency, Energy Consultant, Estate Agents, Events Organiser, Family Councillor, Fencing Contractor, IFA, Florist, Formal Wear, Funeral Directors, Furniture Dealer, Gardening Services, General Maintenance, Graphic Design, Hair Stylist, Hardware, Heating, Internet Services, Insurance, Interior Design, Investment, Jeweller, Land Development, Landscaper, Lawyer, Lighting Fixtures, Local Radio, Locksmith, Magician, Management Consultant, Marketing Consultant, Mobile Phones, Mortgage Broker, Newspaper, Nursery, Office Furniture, Office Equipment, Office Supplies, Optometrist, Orthodontist, Osteopath, Parties/Entertainment, Pest Control, Pharmacy, Photographer, Plumber, Printer, Psychologist, Public Relations, Restaurant, Secretarial, Signs, Solar Energy, Solicitor, Sound Systems, Sporting Goods, Stock Broker, Surveyor, Swimming Pools, Telecoms Provider, Translator, Travel Agent, Trophies, TV Advertising, TV Repair, Tyre Dealer, Upholstery, Veterinary Surgeon, Web Page Design, Word Processing…
Creating a Great 4 Minute Launch Pad

1. My 3 best customers are:
________________________________________

____________________________________________________________

____________________________________________________________

2. Examples of referrals that work well for me are:
________________________________________

____________________________________________________________

____________________________________________________________

3. My best Contact Sphere professions are:

________________________________________

____________________________________________________________

____________________________________________________________

4. New doors that I would like to open are:
________________________________________

____________________________________________________________

____________________________________________________________

	Key Success Steps
	Date Discussed


	Attendance – It is very important to be personally present, at at least 90% 
of the weekly meetings – More referrals are passed and stronger relationships 
are built.  

	

	Substitutes – Prepare the best substitutes for the rare meeting that you will 
be unavailable.  Clients, friends, business colleagues make the best substitutes 

	

	Arrival – The meeting starts the minute that the second member arrives. The most successful members arrive between 6.00am and 6.30am 

	

	Open Networking – Relationships are very important to giving and receiving referrals.  Arrive early, stay afterwards and arrange 1-1’s
The BNI Networking skills workshop will help you to develop your 

confidence to walk into a room full of strangers – and network effectively

	

	60 Second Presentation – Prepare, be specific and educate your fellow members how to refer you
The BNI Presentation skills workshop will help you to develop confidence 
and teach you to present and communicate more effectively

	

	Referrals to look for sheet – Use this sheet to write on when your fellow members are educating how to find referrals for them (as they will be doing for you) – refer back to this during the week between meetings to refresh your 
memory


	

	10 Minute Presentation – Every week a different member has the 

opportunity to do a 10 minute presentation on their business.  It is highly 

recommended that you have attended the Presentation skills workshop before 
you do your 10 minutes 

	

	Referrals – Members are required to bring bona-fide referrals.  The definition 
of a referral is that the person on the other end of the line is expecting your 
call.  Fill in a referral slip and hand out at next chapter meeting (white to 
recipient, yellow to keep, pink for the Membership Co-ordinator)
The BNI Referrals skills workshop will help you to bring referrals, as it teaches
 how to recognise them, how to make the approach (and how to receive them!)


	

	Visitors – We wish to be a chapter of 45 members as that generates far 
more opportunities for referrals.  Members are required to bring visitors 
regularly to the chapter meetings
The BNI Chapter Development skills workshop will help you with techniques 
for how to grow your business, how to invite, who to invite and how to 
effectively follow up

	

	Thank You For The Business Box – When an order that came via a referral 

has been confirmed with you, please fill in an anonymous thank you card  and place it in the box passed around at the weekly meeting (recognition for the giver).  

	

	Written Testimonials – A great way to enhance the credibility of a fellow member, if they have done an excellent job for you or your contacts.  Use your own headed paper and gain free advertising.  Also explain the chapter 

testimonial folder

	

	1 – 1 Meetings with your fellow chapter members – Arrange regular

1 – 1’s to ensure that you understand what your fellow members do, how they
add value and how to refer them.  They will also be doing the same for you
The BNI 1 – 1 Relationship building skills workshop will help you with an 
agenda and focus, that enables you to give and receive referrals

	

	Positive Contribution  – There are only 3 recognised positive contributions 
to the chapter: Referrals, Visitors and Written Testimonials
Givers gain – please don’t say “I have nothing”

	


Training Workshops & Online BNI Resources
Member Success Training
Learn how to make the most of your BNI membership and start to grow your business as quickly as possible through word-of-mouth marketing. This must be attended within the first 6 weeks of your membership – but you would be well advised to get there as soon as you can.
Advanced Skills Workshops
The workshops currently available from BNI are:

· Referral Skills

· Presentation Skills

· Networking Skills

· Chapter Development Skills

· Building Relationship Skills
Details of all the workshops are available from the Chapter Events Co-ordinator or can be found on the BNI website (www.bni.eu).  Training can be booked by the Events Coordinator or directly on the BNI website. All training workshops are included as part of the BNI membership fee, but remember there will usually be a small charge to cover the cost of the venue hire and any refreshments provided.
Continually attend and re-attend training workshops – every single one will be different.  You will meet other likeminded introducers from other chapters, and many relationships begin from these events.  Specific business generation activities are also held at all training workshops.
Online BNI Resources
· BNI websites – www.bni-swmidlands.co.uk and www.bni.com
· Successnet – www.bnisuccessnet.com – Networking tips
· Podcasts – www.bnipodcasts.com – Audio Tips from Dr Ivan Misner, BNI Founder
Remember:

If you follow all of the above advice, tips and suggestions, you will be very successful in your membership of BNI.  Remember it is a system that works: you just need to work the system.  If there is any further information you require please do not hesitate to speak to your Mentor, your BNI Director, or a member of the Leadership Team.
Mentor/Mentee Agreement
To be signed by both the Mentor and the Mentee 
and then handed to the Mentor Coordinator
Mentor
This is to confirm that I have met with (enter new member’s name in here) and fully explained the New Member Mentoring Programme
I also confirm that I will mentor (enter new members name in here) for the first two months of their membership
Mentee
This is to confirm that I have met with (enter mentor’s name in here), had the New Member Mentoring Programme explained in detail, and I look forward to being a fully participating member of the (enter chapter’s name in here) chapter

Mentor’s signature:
…………………………………..

Mentee’s signature:
…………………………………..
Date of meeting: 
…………………………………..
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Mentor Co-ordinator/Mentor Agreement

(To be removed from rest of Document)
When selecting mentors, please ensure that they are respected members of the chapter and are good role models. 

Some suggested areas to look at are:-

· Respects and abides by the BNI system (for the chapter’s success)

· Wherever possible, from the same power team

· Good attendance record (with only occasional substitutes)

· One of the early arrivers every week
· Regular workshop attendance

· Brings good referrals (quality and amount)

· Brings visitors to the chapter

Member’s Name: .……………………………         Category: .……………………………
Allocated Mentor: .……………………………
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	Key Success Steps

	Date Completed

	Date new member joined

	

	Date Mentor has been allocated and agreed


	

	Agreed date by mentor (to be entered) to have completed 

their support and handed back their mentor / mentee 

agreement   
	


�








�
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