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What Salespeople Need to Know About Selling

Bill Hellkamp

Do | Really Need a Mentor?
10 Questions to ask Yourself

Scott ‘Professor® Plum

Many professionals wonder if they really need a mentor, especially when they’re already working hard
and doing well. But effort without experienced guidance can slow growth, increase mistakes, and limit
potential. A seasoned mentor sees the sharp edges you don’t, challenges you in ways you won’t, and
accelerates the progress you can’t create alone. If you’re questioning whether now is the time, stay
tuned as we explore Do | Really Need a Mentor? From episode 698 (https://mnsales.com/podcast-698/)
based on a follow-up from episode 626. (https://mnsales.com/podcast-626/)

Premise

Ask for help. You must be open to other ways and ideas. Be Vulnerable

Bring the “interest and curiosity.” No wonder — No change.

Seek understanding at a comfortable level of confidence. It will grow when you apply new advice.

1. Am | trying to advance without the insight of someone who has already “been there and done it”?
People often seek a mentor to develop:

e Professional experience and real-world judgment

e Industry knowledge and pattern recognition

e Lessons learned from past successes and failures

2. Do I frequently feel uncertain about the unwritten rules, politics, or pathways inside my company
or industry?
People often seek a mentor to develop:

e Organizational navigation (“how the watch works”)

e Political awareness and strategic positioning

e Understanding of hidden risks, shortcuts, and career-ending moves


https://mnsales.com/podcast-698/
https://mnsales.com/podcast-626/

3. Am | facing challenges that | can’t seem to solve on my own, even though I’m putting in the
effort?
People often seek a mentor to develop:

e Problem-solving frameworks

e Resilience and confidence

e Ways to overcome recurring obstacles

4. Could I benefit from honest, constructive feedback from someone who isn’t afraid to call out
blind spots or poor leadership?
People often seek a mentor to develop:

e Self-awareness and behavioral refinement

o Stronger leadership habits

e Accountability through truth-telling guidance (“calls out bad leaders”)

5. Do | want a trusted sounding board who listens well and responds with clarity rather than
sympathy?
People often seek a mentor to develop:

e Better thinking through better questions

e Emotional steadiness

o Skilled communication and active listening habits (modeled by the mentor)

6. Is there someone whose values, discipline, and results | admire—and am | looking for a role
model to emulate?
People often seek a mentor to develop:

e Professional standards and identity

e Attitudes and behaviors that lead to success

e Personal character and integrity (mentor as role model)

7. Do | lack clarity about who | want to become and the path required to get there?
People often seek a mentor to develop:
e Long-termvision and personal direction
e Aclearer sense of identity
e The steps required to align actions with goals (“Starts with you deciding who you want to be”)

8. Am | ready to grow to a point where | could eventually surpass my mentor—and do | want
someone who genuinely wants that for me?
People often seek a mentor to develop:

e Career advancement strategy

e Expanded capability and confidence

e Agrowth mindset supported by someone who wants you to outgrow them

9. Do | struggle with accountability and need someone who will challenge me, while still requiring
that | do the work?
People often seek a mentor to develop:

o Self-discipline

e Personalresponsibility

¢ The habit of doing the work (mentor supports, but doesn’t do it for you)



10. Could my career or business move faster, smarter, and with fewer avoidable mistakes if | had
seasoned guidance?
People often seek a mentor to develop:

e Accelerated learning

e Better decision-making

e Reduced risk through wise counsel

e Greater confidence navigating high-stakes moments

Find out more information about the show and listen to past episodes at www.winningatselling.com.

Please subscribe and share the podcast with your colleagues and on your social media.

Go out and get better, 1 skill at a time. Joyful Selling!
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