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What the book says

A brief summary of the content — just a flavour

A mini mind-map of the tools/circumstances in part 3 - Toolkit

A few words

I am always on the lookout for different ways of working to open up possibilities for clients.
Effective approaches, tools and techniques abound, so it is dream ticket when the material
comes with tips and anecdotes from experienced practitioners. The One to One Toolkit is a
new book hot off the presses —and what a gem this one is! — and hits the mark for me.

Whether you are a coach, mentor, advisor or involved in the personal development world in
some way, you're going to find something of real value here. Absolutely crammed with
golden nuggets of tools, approaches and techniques — useful in so many contexts! Really.

For me, the absolute stars of this book are the

U ‘DANGER’ notes - snippets of wisdom for the matter in hand — born of experience (you'll
know what | mean when you see them)

UThe way it links the tools to client circumstances which they may suit well
UThe tone of the writing and the pictures that pop-up throughout
UThe voice of experience shines through

As someone who likes to get a first sense of a book through the contents and index pages, headlines and such, |
would wish for a clearer contents breakdown for each of the parts. The index at the back is great, and there is
plenty of structure and chunking in the body of the book.

Buy the book
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Tips and strategies for Advisors,
Coaches and Mentors

More info links

The authors

Related reference

Egan Model

Advice resources website
Learn direct website

CASCAID careers software website
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Basic Advice Interview

The Guidance Interview
Digging Deeper

Toolkit

Structuring an interview around ‘7 essentials’ like
atmosphere, purpose, information exchange,
summarising and ‘next’.

eEach of the 7 essentials are covered with a ‘What? Why?
How?' insights. — and those priceless ‘experience heads
up’ in those DANGER boxes

eAddressing giving guidance using the Egan model.

oThe real added value here is, of course, the tools and
tips for quite how to/what to discover at each stage

oA real treat — my favourite part!

ePotentially powerful tools clearly described.

oIn the briefest of lists, links tools to the circumstances
they are most powerful for (groupings like ‘negative
clients’, ‘changing perceptions’ — and more.

¢ Each tool/technique is presented and illustrated really
well

*A clear, concise, readable few notes about qualifications
and such and way forward for those in/entering the
world of TAG (Information, Advice and Guidance for
Learning and Work)

r\ Bedford’s 7 essentials

Create a friendly, encouraging atmosphere
Establish the broad purpose of the interview
Gather information from the client

Identify the client’s needs

Give information to the client

Summarise progress made during the interview
Clarify the next steps to be taken

'

Stage 1 - What's going on?
Stage 2 - What do | want instead?
Stage 3 - How will | get there?
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Egan Model

Tools > Client State
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