
Mentors often constitute a significant part of the value that incubators and accelerators
deliver to their enterprises. When well selected and matched, they transfer valuable
knowledge, skills, experiences and networks with their mentee enterprises, helping them
move faster and avoid known pitfalls. Whether they were or are entrepreneurs themselves,
or are an expert in a specific industry, market, technology or problem area, they can make a
tangible difference in helping founders navigate the tumultuous waters of entrepreneurship.

Finding, attracting and retaining good mentors is therefore key for entrepreneurship support
organisations. However, doing so can be challenging at the best of times, in well established
entrepreneurial ecosystems where business experts and successful entrepreneurs are
plenty, let alone in more nascent ones.

Sailing over to the Pacific Islands, we see a region where social entrepreneurship and
mentorship have existed in some form or another for a good part of history. That being said,
it is only more recently that a new type of entrepreneur is emerging, one who is looking to
build market based, scalable solutions to social and environmental problems.

In order to better support this new kind of entrepreneur, there is a need to further develop
and grow the regional support systems available to them. Speaking with entrepreneur
support organisations based across the Pacific Islands, the following opportunities were
discussed:

Train existing and new entrepreneur supporters such as technical advisors in acquiring
key skills and tools that allow them to:

● Better understand the needs, wants and cultural context of the entrepreneurs. This
could be acquired through soft skills training (listening skills, techniques for asking
clarifying questions, rapport building) as well as context-specific (cultural nuances,
power dynamics, gender considerations, language etc.) and entrepreneur specific
knowledge (time capacity, wearing different hats, expertise in their field). This is
especially important in context where mentors are not local.

● Better be able to tailor their approach to support enterprises that are at different
stages of growth, working in different industries and exploring different types of
business models

Where possible, develop local mentors as they will have a deeper understanding of the
social and cultural context that the entrepreneurs are trying to build their businesses in, and
may be able to establish trust and rapport quicker. These mentors could come from different
types of backgrounds, and be trained in mentorship techniques. Vanuatu-based accelerator
and incubator V-Lab did this through a shadowing program where local mentors got to sit in
and observe existing mentors work with enterprises.

Change the narrative around asking for support. In cultural contexts where entrepreneurs
have grown up being told that they need to listen to their parents, elders and teachers, it can
be useful to encourage entrepreneurs to ask for help.

Encourage peer support by having enterprises share knowledge, resources and
customers with one another

● Enterprises who have aligned objectives and values can partner with one another to



exchange/trade contacts, knowledge, data, resources and/or gain economies of
scale on things like shipping or facilities by partnering. This can work well in certain
communities, as we observed with the return of the barter system during the
pandemic in Fiji.

● This could be formalised by having entrepreneurs give each other equity in each
other’s businesses, so that both entrepreneurs are invested in seeing the other’s
business succeed.


