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Ten Amazing Tips for getting the most from your external help 
 

TIP ONE 

Once you have taken the vital step to acknowledging the need for help, you need to action 2 things 

immediately. 

1. Understand what type of help you need? 

2. Put in place a Contract with your source of help to ensure both parties are clear on 

expectations. 

TIP TWO 

Identifying the Type of help you need. External support can fall into 4 categories, these are: 

Counselling 

Coaching 

Mentoring 

Consultancy 

To understand which you need, ask yourself the following Yes/No questions: 

1. I have severe anxieties towards my business and my life, and I believe it is affecting my 

mental and physical health? 

If the answer is YES, then it might be worth discussing with a counsellor your concerns, as the 

other disciplines would not be able to offer that support. 

2. I have some blocks in my thinking, I know what I want to achieve and what might be preventing 

me from moving my business forward? 

If the answer is YES, then I would recommend speaking to a business coach, who with a clear 

framework will provide you with the support to facility your own path to success. 

3. I am clear on my strategy and my goals, but I don’t have the expertise or contacts in a 

particular area of my business, and I need some advice? 

If this is a YES, then it might be appropriate to employ a mentor. They will have specific 

industry knowledge, skills and contacts that could help you to unlock your business blockers. 

4. I have my goals, my strategy and I understand my business clearly, but I just don’t have the 

time/skills (or a specific expertise eg regulatory, legal, sales, financial) to complete this 

specific piece of work that will allow me to focus on what I need to do to drive the business 

forward. 

If the answer is YES, then you are likely to be looking for a consultant, who will have very 

specific skills to deliver a project or tasks relating to the success of your business. 

 

I have read through the above statements and I believe that myself or the business needs a:  

 

……………………………………………………………………………………….   
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TIP THREE 

Find a source of help can be difficult, if you have nobody in your network that can recommend 

someone, for coaching and counselling you can approach trade bodies, that will have a list of 

registered and approved support. 

Remember, that although a recommendation might work for a friend or colleague, there is no 

guarantee this can replicate into giving you the right support. 

TIP FOUR 

Define for yourself what you want to achieve and what a GOOD result would look like for you and 

your business. Try and write down all the issues that you are facing and use this as the basis for your 

objectives for your external support. 

TIP FIVE 

Interviewing your coach, mentor, consultant before you agree to work with them. It is imperative that 

they are a fit for you and your business. Trying to work with external support that does not fit your 

values can be frustrating and result in a poor outcome for everyone. Remember to obtain pricing, their 

methodology and their SKILLS. 

TIP SIX 

As for a contract from the supplier. If they are experienced providers, they will have a standard 

contract and T&C’s. It is imperative you read the detail and that there is a clause that releases you 

from a non-working relationship. If a mentor or consultant is providing advice or a specific project, 

ensure they have professional indemnity insurance. Your business is culpable for failings, so you need 

the ability to have recourse against a poor contractor. 

TIP SEVEN 

Ensure the contract and any terms of engagement is SMART. This acronym stands for: 

S – specific to you and your needs 

M – the results and the process can be measured 

A – that what they offer and what you need are achievable goals/actions 

R – that you are being realistic about how far they can help you 

T – have given timescales – duration of sessions, when, and the date of end point for any given piece 

of work. 

TIP EIGHT 

Do not be afraid to walk away – it might cost in the short term, but long-term bad advice can be far 

more costly. Give yourself that freedom in your contract. 

TIP NINE 

Enjoy the sessions – you will only get out what you put in. Your external coach/consultant/mentor is not 

as invested as you in success, so make sure you extract every ounce of value from each session and 

complete any tasks between sessions if required. 

TIP TEN 

Obtain feedback from colleagues, business partners or friends to see if they can see a positive 

difference in your business and you. It is often difficult to see for yourself if using external help is 

working. 
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