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Like Comiskey, Nathanielsz came into the law 
via an unconventional route, initially studying 
business before going on to work in HR. Deciding 
aged 28 that she would prefer a career in law, 
Nathanielsz put herself through the GDL and 
LPC only to end up working as a paralegal when 
a training contract failed to materialise.

With her heart set on qualifi cation, however, 
Nathanielsz is now going down the ‘equivalent 
means’ route, which was introduced by the SRA 
in 2014 as an alternative to the traditional training 
contract.

While M&S is fully supportive of Nathanielsz, 
helping with costs and facilitating a secondment 
to DWF so she can gain wider legal experience, 
she says having someone outside the organisation 
support her in her eff orts has made the whole 
process easier.

“When I was fi rst paired with Carmel my route 
to qualifi cation hadn’t been decided,” she says. 
“My initial discussions with her were to do with 
where I wanted to go. Then the discussions for the 
qualifi cation started and Carmel helped me with 
how I could discuss that with M&S. I had to do a 
proposal on why I wanted to qualify at M&S and 
why I’d be a good fi t and it was nice to have some-
one external to advise on that.

“Carmel is a very experienced lawyer; she’s 
taught me about processes and how to get from 
one stage to another.”

Making sure everyone who could add value gets 
the chance to succeed is something Comiskey is 
passionate about. The kind of guidance she off ers 
to Nathanielsz has been put to use in her own 
team too.

Follow the leaders
A new mentoring scheme off ers in-house lawyers career development, coaching 
and guidance on non-traditional routes into law. Its mentors and mentees speak 
about the benefi ts to themselves, their fi rms and profession

For Carmel Comiskey, director of commer-
cial law at Visa Europe, the route to 
seniority has not been an easy one.

Having started out as a receptionist, it was while 
working as a legal secretary that Comiskey began 
thinking seriously about pursuing a career in law. 
However, without a university education she had 
to work her way through roles as a paralegal and 
legal executive before fi nally qualifying as a lawyer 
in 2010.

Although she was supported by senior lawyers 
throughout the process, and in particular by Visa 
Europe general counsel Niamh Grogan, Comis-
key essentially had to fi nd her own way. When the 
opportunity arose to become part of a mentoring 
scheme that would allow her to share her experi-
ences with others embarking on non-traditional 
routes, she jumped at it.

“Because I came through that route it’s very 
important to me not to look at lawyers just in 
terms of the qualifi cations they have, but in terms 
of what they are demonstrating in their role and 
where they can add potential value,” she says. 
“For me, it’s important that I can help someone 
else achieve their goal.”

Navigating diff erent routes

For now, that someone else is Marks & Spencer 
(M&S) branding and advertising paralegal Helen 
Nathanielsz, who Comiskey was paired with as 
part of the Mosaic mentoring scheme, which was 
launched last year as a means of giving lawyers 
working in-house access to insights and perspec-
tives from outside their own organisations (see 
How Mosaic was born, overleaf). �

Margaret Taylor

Being a 
mentee is 
providing me 
with insight 
into 
leadership 
and strategic 
approaches 
on how to 
run a team”
Carmel Comiskey
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key, like many others involved in the project, is a 
mentee as well as a mentor. While she provides 
guidance and support to Nathanielsz, she receives 
the same in return from British Gas general coun-
sel Justine Campbell.

“Being a mentee is providing me with insight 
into leadership and strategic approaches on how 
to run a team,” says Comiskey. “Also, I can have 
open and frank discussions about my own abilities 
and how to address certain areas – such as how to 
approach our internal board to get their buy-in 
on certain areas that I need their support on, and 
doing that in a way that demonstrates it benefi ts 
them too.

“Because Justine is independent and doesn’t 
know anyone here, I’m able to get tips on how to 
go about approaching diff erent people.”

Campbell is no stranger to mentoring, having 
been involved in both internal and external 
schemes in her former role at Vodafone and 
having a mentor via The Mentoring Foundation, 
a project designed to help more women 

Initial discussions 
were to do with 
where I wanted to 
go, then it turned to 
qualifi cation and 
how I could discuss 
that with M&S”
Helen Nathanielsz

“For me it’s about not losing sight of what peo-
ple bring,” she says. “Sometimes when we’re in a 
junior position we’re scared of putting our heads 
above the parapet. We don’t want to go to some-
one senior because we don’t know how they’ll 
receive it.

“Now I’m in a senior position I try to make sure 
junior people can always come to speak to me. 
Today in Visa we’ve got two more trainees coming 
through a similar role to me and after me there 
was another one who qualifi ed. Visa wouldn’t have 
done that before because they wouldn’t have 
known how to do it.”

Mentors and mentees

Comiskey says the fact that the Visa Europe legal 
team is so open to accepting lawyers who have 
followed a non-traditional route is down to GC 
Grogan’s willingness to embrace change and learn 
from others.

This concept of constantly learning lies at the 
heart of the Mosaic scheme and it is why Comis-

The Mosaic mentoring scheme was offi  cially 
launched at the end of last year with a net-
working event focused on personal branding 
and leadership potential.

The brainchild of Visa Europe GC Niamh 
Grogan and former RB general counsel for 
group legal aff airs and compliance Claire 
Debney, the programme was launched as a 
means of giving lawyers working in-house 
access to insights and perspectives from out-
side their own organisations.

Mosaic was initially run as a pilot by Visa 
Europe, with 20 pairings from companies 
including Vodafone, HSBC and Marks & 
Spencer taking part.

After a year-long pilot, management of 
the scheme was taken over by Debney and 
her former RB colleague Emma Sharpe, 
legal director for group legal aff airs and 
compliance at the consumer goods giant, 
with the full blessing of then RB group 
general counsel Bill Mordan, who advo-
cated that the personal development of 
legal staff  is as important as professional 
development.

At its core Mosaic is focused on 
cross-company pairings and since the pilot 
ended the scheme has been expanded to 
include the likes of the BBC, BT, Canon 
and Centrica. When they sign up, compa-
nies are asked to put forward fi ve mentors 
and fi ve mentees each, with Debney and 
Sharpe matching them up.

So far 50 pairings have been made, 
with several participants serving as both 
a mentor and a mentee. Debney is one of 
them, off ering guidance to three mentees in 
her role as a mentor and receiving the same 
back from BT group general counsel and 
company secretary Dan Fitz.

The ethos of the 
scheme is to arm 
in-house lawyers, 
many of whom do 
not have clear 
career paths, with 
the skills 
necessary to be 
the leaders of 
tomorrow”

The ethos of the scheme is to arm in-house 
lawyers, many of whom do not have clear 
career paths and may stay in the same job 
for years before progressing to the next level, 
with the skills necessary to be the leaders of 
tomorrow.

While the one-on-one relationships Mosaic 
facilitates are seen as central to this, pro-
gramme organisers have also committed 
to holding quarterly get-togethers for all 
mentors and mentees in a bid to encourage a 
wider sharing of ideas.

The themed events focus on issues that 
managers may not be able to commit time 
to covering, such as how to manage personal 
brands. At the launch event social media 
strategist Michelle Carvill, author of The 

Debney: brainchild of the scheme 

with Niamh Grogan

How Mosaic was born

�

Business of Being Social, gave a talk on 
how professionals should manage their own 
online presences.

At the moment Mosaic is focused on 
legally qualifi ed pairings, whether they be 
solicitors, trademark attorneys or patent 
attorneys, but the ambition is to extend it to 
the likes of trainees and legal apprentices. 

By capturing people right at the begin-
ning of their career journeys, the ultimate 
aim is to move away from a position where 
the senior end of the profession remains to 
a large extent male and pale even if it isn’t 
always stale.
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reach the top of large organisations.
Much of the relationship between Campbell 

and Comiskey centres around what would be 
expected of a mentor-mentee pairing, although 
Campbell says that because she has been part-
nered with someone who is already in a senior 
position, the opportunity for her to learn is there 
too.

“Some of the things I’ve shared with Carmel 
are my experiences of career evolution and also 
situations where I didn’t think I could do some-
thing but with the help of a mentor I realised I 
could do more than I thought. It’s about being a 
sounding board,” Campbell explains. “I’ve 
learned a few things too, such as that the way I 
perceive myself is not as others do.

“Just because you come in as GC doesn’t mean 
you don’t need mentoring. In modern life, there 
is no such thing as knowing how to do the job. 
You’re constantly learning so will benefi t from 
having external help and support.”

Rebecca Staheli, head of fair trading and com-
petition law at the BBC, agrees that being paired 
with someone at a more advanced stage in their 
career can be just as benefi cial to the mentor as 
the mentee.

“I’ve done mentoring within the workplace 
looking after more junior people and I’ve also 
done a scheme that the University of Law ran,” 
Staheli explains. “On both of those I was a mentor 
and I got a great deal out of it in terms of under-
standing the challenges that junior lawyers are 
facing, which is very useful when you come to 
recruit.

“With Mosaic my mentee isn’t junior in any 
way – in a way it’s much more a relationship of 
peers – but she feels that she’s at a point where it’s 
useful to have someone outside her organisation 
to talk to. It’s been a very interesting exchange 
of ideas.”

Wider benefi ts

The full title of the Mosaic mentoring scheme – 
Mentoring Opportunities Shared Amongst 
In-house Counsel – may be a bit of a mouthful, 
but the words do more than string together into a 
cute acronym to brand the programme with: they 
are a mission statement.

Like any mentoring programme, Mosaic’s main 
function is to match mentors with mentees – in 
this case legally qualifi ed individuals from across 
the in-house community – but the bigger idea is 

Closing the gender divide
What is it about mentoring schemes that makes 
them so attractive to female participants?

Although there are men involved in Mosaic 
– BT group general counsel and company sec-
retary Dan Fitz is a mentor and two of the fi ve 
mentors signed up by the BBC are men too – 
the majority of those who have so far joined as 
mentees are women.

BBC learning and development manager for 
legal Alison Neil says part of the reason could 
be that many in-house departments are pre-
dominantly staff ed by women, meaning they 
will naturally make up the bulk of those signing 
up to such schemes.

“I think in-house in particular tends to attract 
more women because it has a culture of being 
more family friendly than private practice,” she 
says. “Our legal team is about 70 per cent 
female across the department and the com-
ments here are that women do appreciate hav-
ing role models further up who have managed 
to successfully juggle work and family.

“They’re looking for mentors to show them 
that there is a way forward in developing a 
career like that.”

Kristin McFetridge, chief counsel for portfo-
lio products and standards at BT, agrees, noting 
that while there may be a lot of female in-hous-
ers the law itself is still a male-dominated pro-
fession.

“I’m personally very motivated by diversity, 
inclusivity and social mobility and I think it’s 
important that I help other women become 
successful because it’s not always been easy for 
me – I haven’t broken any glass ceilings,” she 
says. “As part of Mosaic I’ve got a male mentee, 

but I want to help other women feel that they 
have someone they can talk to about how to 
navigate a very male-dominated industry.”

For Rebecca Staheli, head of fair trading law 
at the BBC, the fact that women value discur-
sive relationships generally could mean they are 
more likely to see the value in mentor-mentee 
relationships.

“It may be that women fi nd value in some-
thing that’s not overly structured and is more 
about evolving relationships,” says Staheli. “It’s 
something we do in our lives – in NCT groups, 
in book groups – and it’s a mode of exchange 
and support that women are comfortable with 
and familiar with.”

Justine Campbell, general counsel at British 
Gas, agrees that “women are quite good at talk-
ing and are quite keen on having relationships”.

“Maybe it’s less important to men and per-
haps they don’t quite get the benefi t to them of 
being a mentee,” she adds.

With in-housers having to take control of 

It’s important that I help 
other women become 
successful because it’s not 
always been easy for me – 
I haven’t broken any glass 
ceilings”
Kristin McFetridge

their own careers now more than ever, maybe 
it’s time for more men at the start of their 
careers to start investing in those talking rela-
tionships too. As men still dominate the most 
senior positions, and are now signing up to be 
mentors too, male junior lawyers will fi nd they 
have plenty of role models to learn from.

Fitz: one of the few male mentors to 

join Mosaic so far

My mentee isn’t 
junior, it’s much 
more a relationship 
of peers. You come 
to a point where it’s 
useful to have 
someone outside 
your organisation 
to talk to and 
exchange ideas”
Rebecca Staheli
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to create opportunities to build relationships that 
bring benefi ts beyond just the individuals involved.

Created from a pilot run by Visa Europe in 
2014, Mosaic’s founding principle was to give 
those working in-house the opportunity to gain 
external insight and perspective by being paired 
with people from outside their own organisation. 
For many of its participants, that is where its 
beauty lies, not least because there are regular 
events where all the mentors and mentees can get 
together.

Campbell at British Gas says that for in-housers 
especially, many of whom have been in the same 
role for several years, it “really helps you to gain a 
perspective on what you’re doing and to open 
your eyes to diff erent ways of doing things”.

Alison Neil, learning and development man-
ager for the BBC’s legal department and Mosaic 
coordinator for the corporation, agrees.

“It’s good for lawyers, especially those in-house, 
to get experience from across the industry and to 
access diff erent thinking from diff erent organisa-
tions,” Neil says. “It allows you to have open con-
versations with people from different back-
grounds; sometimes you get to know that the 
problems they’re facing are the same as those 
you’re facing.”

For Campbell, the ability to share ideas with a 
wider network is just as important as the personal 
relationships Mosaic brings.

“The conversations you have with peers at these 
events can make you think, ‘Why don’t we do it 
this way?’,” she says. “When you’re busy, there’s 
a real danger of putting your head down and get-
ting on with the job rather than thinking, ‘What 
does good look like?’. When you go outside your 
organisation and talk about what you’re doing it 
can help you see yourself really diff erently. The 
junior people in particular come back feeling very 
confi dent.”

From an employer’s perspective that can only 
be a good thing. BT’s chief counsel for portfolio 
products and standards Kristin McFetridge, who 
is a mentor and Mosaic co-ordinator for the tele-
coms company, says that while being part of the 
scheme off ers a great opportunity to “expand 
your own personal network”, it also helps in-hous-
ers learn how to do their jobs better.

“It’s great to build a network and have more 
contacts on a personal level, but it’s also very good 
for the company – you’ll come across these people 
in a professional capacity, whether that’s negoti-
ating with them or at some point sharing direc-
torships with them. It’s good for BT to have that,” 
she says.

“One of the things that I constantly say to my 
team is that we’re not in the business of being very 
good lawyers – we’re in the business of making 
BT a great business.”

Taking control

One reason that the Mosaic scheme is being 
embraced so wholeheartedly by senior in-house 
lawyers is that, far more than in a law-fi rm envi-
ronment, junior lawyers have to take control of 
their own destiny. For those moving in-house from 
private practice, this can be a daunting prospect.

“For in-house lawyers the challenges are diff er-
ent,” says Neil at the BBC. “The pay and reward 
structure is very diff erent – the structure is fl at 
and lacking in promotion opportunities.”

Campbell at British Gas agrees. “When you’re 
in a big law fi rm you start on the treadmill of 
getting years of experience, you move up and it’s 
all very structured and fairly predictable,” she 
says. “When you move in-house there are diff er-
ent levels but the career paths are very diff erent. 
Lawyers have woken up to the idea that they need 
to manage their own career trajectory. It’s often 
hard to know what to do, but having someone that 
has some insight is useful; it’s about active career 
management.”

At BT, active career management is something 
that group general counsel and company secre-
tary Dan Fitz is big on, which is why he is a big 
supporter of the Mosaic scheme.

“Dan is very focused on individual develop-
ment,” says McFetridge. “In-house lawyers need 
to think about their own network and career and 
he is the role model for that for all of us. You need 
to own your career development and expand 
your purview.”

However, investing in the personal develop-
ment of employees is a cost that many companies 
are currently unable to meet and in-house teams 
are no exception.

Neil says the icing on the cake of the Mosaic 
scheme is that, aside from the time commitment, 
it doesn’t cost her department a penny to join.

“A lot of mentoring schemes come at a cost, 
which at the BBC we can’t do – we just don’t have 
the budget for that,” she says.

Perhaps this, more than anything else, could 
prove to be Mosaic’s USP. As Campbell at 
British Gas says: “In-house legal departments 
have very little money now – we’re having to do 
more with less. This is a very cost-eff ective way 
of developing people.”

Just because you 
come in as GC 
doesn’t mean you 
don’t need 
mentoring – there’s 
no such thing as 
knowing how to 
do the job, you’re 
constantly learning” 
Justine Campbell
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