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Course Number:
 SDP 131 
Mentoring 





Credits:

 1
     
Date:


 Oct 2005 
Institution: 


Clackamas Community College

Outline Developed by:

Peggy Falkenstein/Joan Ryan

Type of Program:

Professional Technical Supplementary 
Course Description:  This course is composed of three aspects of mentoring: How learning through mentoring works, the impact behavior has on others, and coaching and developing retail employees.
Course Objectives:

1. Break some paradigms about mentoring.

2. Explore ways mentoring can support leadership development.

3. Explore ways to be more accountable for one’s developmental experience.

4. Define specific components of effective learning relationships and learning groups.

5. Explore how to manage weaknesses and develop strengths.

6. Examine the impact of affirmation versus criticism.

7. Examine ways to build commitment on teams.

Student Learning Outcomes:

Upon successful completion of this course, the student should be able to:

1. Define the Es of Excellence.
2. Describe the underlying truths of mentoring.

3. Identify possible roadblocks to success.

4. Identify  ways to be accountable.

5. Describe ways to build your network.

6. Demonstrate the impact of the power of affirmation.

7. Describe four things we can do to build commitment on our team.

Length of Course:
11 lecture hours

Prerequisites:

Prior supervisory experience suggested

Grading Method:  
Pass/No Pass




20%
Participation




30%
Homework and written assignments




15%
Self-assessment and growth plan




35%
Term paper or project
Required Texts:  
Mentoring: Turbo Charge Your Career Target Corporation, 2001; Dipper in The Bucket, Leading into the Future Target Corporation 1997; Coaching and Developing: Leadership and Team Development Target Corporation 1998
Recommended Reading:  
Your Attitude is Showing, Chapman and O’Neil, University of Houston Press

MAJOR TOPIC OUTLINE

I. INTRODUCTION

A. Fundamentals of mentoring

B. Shift your mindset

C. Learning Group Commitments

II. KNOW YOURSELF

A. Es of Excellence and Leadership

B. Self Insight

C. Developing Partnerships

D. Accountability

III. III. BUILD YOUR NETWORK

A. Stretch your network

B. Who’s in your network?

C. Maintain your network

IV. DEVELOPING STRENGTHS

V. IMPACT OF AFFIRMATION

VI. COACHING SKILLS: GAINING COMMITMENT
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