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Registration &
Pairing Guidance



ATEGORIES

SO Marketing & Com
Leadership & Career Ac
Stone Industry Knowledg
'echnical Knowledge




Eligibility

» Fluent English

» 6-Hours Throughout 2024

» Commitment to Scheduling Meetings
» Eligibility for Natural Stone Institute membership




Roles

» Mentors all have a genuine
desire to help their mentees
succeed.

» Mentees all have interest and
motivation to further their
careers in this industry.

» Peer-to-Peer are looking to
expand their professional
networks.

» Be open to the benefits of
cross-over pairings.




Focus Areas

» Leadership/Career Advancement. Focused on advancing
your career and developing leadership skills.

» Stone Indusiry Knowledge. Focused on sharing what and
who you need to know to be successful in the stone
iIndustry.

» Sales/Marketing/Communication. Focused on sharing sales
& marketing techniques and experience related to selling
stone and communicating with customers.

» Technical Knowledge. Focused on increasing knowledge
about stone including fabrication, quarrying techniques,
testing standards, stone sourcing, etc.




Career
Development
Goals Worksheet

» Prior to registration, mentees
are strongly encouraged to sit
down with their supervisors to
complete this worksheet

» Be aware of these goals and fry
to focus conversations around
them




Communication Styles

Cogyvighted Materis

» Each participant will be profiled

» Opposite styles will be avoided during pairing e
» Tips will be provided for communicating with POWER
your pair based on their style OF

» Watch Webinar: How to Be Resilient: The Power understanding

of Understanding People
» https://naturalstoneinstitute.org/university P E O P L E

» Search ‘Power of Understanding’ THE KEY TO STRENGTHENING RELATIONSHIPS,

INCREASING SALES, AND ENHANCING

ORGANIZATIONAL PERFORMANCE
DAVE MITCHELL

WILEY

Comrighted Materis



https://naturalstoneinstitute.org/university

Mentorship Logistics



will this take?¢

>

>

>

ow much fime

1 hour per month on the phone
or video chat with your mentor.

PLUS some time offline-

» Review guidance documents
prior to the phone call.

» Some months there is
homework.

» If your mentor sends you
reading material, take the
time to read it.

You might have questions that
need answers ASAP, before your
next scheduled meeting. This is
generally OK- but try to keep in-
between conversations quick.

- — AT
| Felgel=plmim e



How should you
meet with your
mentore

Video Chat- STRONGLY
RECOMMENDED

Facetime, Zoom, Teams,
Gotomeeting, etc.

Halelgl=
INn Person

If geographically possible
At an industry event




How should
you schedule
appointmentse

"

It is the mentee’s responsibility to drive
the relationship.

Try to determine a recurring time slot
(39 Monday of the month at 1:00 pm)

Propose 2-3 time slots and ask your
mentor to choose

\

Schedule reminder or send a
message the day of your meeting



Monthly Guidance

» Emailed once a month, first Wednesday
» Check spam folder

» Access on website

» www.naturalstoneinstitute.com/wis-mentorship

NATURAL

 PUSyE
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WOMEN
[N STONE

June 05, 2019

Dear [first name]:

Last month you discussed topics related to specific categories relevant to the stane
industry and set your own individualized agendas for the remainder of the program.
Don't forget fo keep your goals in mind throughout your meetings.

Also, if you missed the Mid-Point Webinars last month, please toke some fime fo watch
through the link below.

geslrlsengrds, A
arah B Lregg - What is the Women in Stone
Women in Stone Administrator Mentorship Program?

Natural Stone Institute

This Month:

1. Review goals. We suggest you go back to your first conversation on mentee
aspirations for the working relationship and make sure you are covering the key
objectives discussed.

can request a change. Expect these emails

INTERNATIONAL BOOKSTORE MEMBERS LOGIN

Q

(@ NATURAL STONE RESOURCE LIBRARY

‘CONSUMERS

FOR STONE PROFESSIONALS

DESIGN PROFESSIONALS

BUILDING STONE MAGAZINE

TESTING LAB



http://www.naturalstoneinstitute.com/wis-mentorship

This Month:

1. Review goals. Read through the goals you set during your last meseting. Try to
keep those in mind as you begin your discussion this month.

2. Conversation fopics. In this worksheet, you will find many questions organized by
category. We suggest reading through them before your 3rd meeting and
highlighting the things you want to go over during your call. You will not be able
to get through everything in one call, but you can keep it around for future
meetings. This is your last guidance worksheet, and if you have trouble figuring
out what fo talk about, you can fall back on this worksheet for ideas.

Conversation Topics Worksheet

3. Set agendas. At this point in your relationship, you have gotten to know one
another and your respective career goals fairly well. Use your insights to set
individualized agendas for the months of June, July, and August. You can refer to
previous guidance worksheets to help you, or simply jot down topics you wish to L
review. Don't forget to schedule your next meeting before you end your May

. idance
Mid-Point Webinars E W G i ‘ S

Webinars:

We will be holding 2 webinars in May. These are not required, but may be helpful
for some. This can be a crucial point for some mentorship relationships- after the
‘get to know you’ phase and leading info where the real progress happens with
individual goals. Several people participating in the program, will share their
experiences. This will give you a chance fo gauge your progress and collect tips for
getting to the next point.

To RSVP, reply to this email with the date you would like to attend.
Wednesday, May 15th, 4.00 pm Eastern
Friday, May 17th, 12:00 pm Eastern
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Stone Industry Specific Conversation Topics

Sales, Marketing; Communications- Focused on sharing ideas and expericnce related to selling stone and
communicating with customers.

1. Discuss your company’s social media effors.

What sort of trzining do your sales people have access m?

3. Whar experience do you have with email markeong?

4. Does your website produce leads?

3. Analyze your company’s online presence.

6. What ypes of advertsing does your company do?

7. How do you interact with cestomers that you aren't currenddy working with? —once a year?

8. How o anract walk-ins.

9. How to rack where your leads are coming from.

10. Idenufy your tarpet marker. Commercial or residental. Job size, Demopraphics.

11. Does your company send product samples? What does your rypical sample pack consist of? Do vou follow
up with customers after samples have been senc?

12. Do you participate in rade shows?

13. Does your company have a susminability program thar might artract customers?

14. Has your company been involved in any LEED cerified projects? Do you/How do you marker thar kind of
information?

15. Do you survey your customers after o peoject has been completed? Whar kind of feedback do you ask for
(qualiry of the product, quality of cmﬁsmamsh.ip, rmeliness, customer seevice, ease of use/installaton,
packaging qualiry, etc)

16. Is your company involved in your local communiry?

17. Do you have a sales mansger? If 5o, has the sales manager identfied the poals of the sales team and you as
an individual?

18. How many people within vour sales team?

19 Do you have weckly ! moathly szles meetings 1o review the goals of the sales team?

20 Are you commission or salary based? Whar personal goals have you have ser for yourself?

21. What is your follow ap style?

22. How do vou keep track nEpn-tcm:i:al sales, and how often do you follosr up with clicnms?

23. Who ks your competition? Do you kaow their sales weam, poals, and communicaton style?

24 What is your personal communication style? Do you Prcﬂ:r face o face communication, or communicaring
via phoae or cmail?

25. Discuss the Use Narural 3tone promotionzl campaign, powered by Natral Stone Insarute. How elee canowe
all work wgether 1o promote the indastey? Where does the money come from?

26. Discuss our anempes w pass legistaton for & Check-Off Program (similzr o Beef its what's for dinner, The
incredible edible Epg, The rouch the feel its Cotton, gig). How could this help nameal stone?

Guidance
ocuments

» Suggested topics of
conversation

» Itis not required that you follow
them



Your Experience



What were your favorite
conversation topicse

- Sales, Marketing & Communication
- Leadership & Career Advancement
- Stone Industry Knowledge

- Technical Knowledge




What challenges did you face
during your mentorship and how
did you overcome them¢

» Confidence as a Mentor
» Busy Schedules
» Unresponsive Pair




OtherTipse




Next Steps

NaturalStonelnstitute.org/WISMentorship
» Career Development Goals Worksheet

» Registration & Pairing Form

» Registration Closes Friday, February 9

» Watch For Email with Your Match by the end of
February

» First Meetings in March




PRESENTED BY

' NATURAL

| IO

Wednesddy. T_:OO — 2:30pm

Pre-Register at Natfural Stone
Institute’s Booth #4711

Race begins in the Stone
Theater



)

WOMEN
IN STONE

Call to Action
Meeting

Tuesday, February 13, 2024
2:00pm — 3:00pm ET
Naturalstoneinstitute.org/events

Looking for a way to take your
involvement with Women in Stone to the
next levele Volunteer your time and
talents by serving on a committee or work
group. Help this thriving advocacy group
accomplish its goals by getting involved.
Come to this meeting to learn more
about each opportunity and raise your
hand to get involved.



Questions?
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