SELF-DETERMINATION THEORY

MOTIVATIONAL
INTERVIEWING

• Human behaviors are
volitional
• Innately tend toward
growth

Trevor J. Manthey, MSW, Ph.D.
MINT Member

• Social context can
support or thwart growth

THE CHAIR

W HAT IS MOTIVATIONAL INTERVIEW ING?
3 DEFINITIONS OF MI
 A Beginning Definition:

…is a collaborative conversation style for
strengthening a person’s own motivation and
commitment to change.
 A Pragmatic Definition

…is a person-centered counseling style for
addressing the common problem of ambivalence
about change .


ACTIVITY

MOTIVATIONAL INTERVIEW ING THEORY

3 DEFINITIONS OF MI
 A Technical Definition

Paying
Attention
To What
Works

…is a collaborative, goal-oriented style of
communication with particular attention to the
language of change. It is designed to strengthen
personal motivation for and commitment to a
specific goal by eliciting and exploring the
person’s own reasons for change within an
atmosphere of acceptance and compassion.
 Arranging conversations so people talk themselves into
change.
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WHAT’S YOUR
CHALLENGE?

Find a helper in the room…

ACTIVITY

THE RIGHTING REFLEX
We must resist the “righting influence”
 Why don’t you want to make a change?
 How can you tell me you don’t have a problem?
 What makes you think you are not at risk?
 Why don’t you just...
 Why can’t you...

It’s Not About
the Nail

Why doesn’t this approach work?
 It causes the two people to actually act out the
“sustain” side of their ambivalence!
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A Diagramed Overview of MI Strategy
The MI Spirit

Micro Skills

(How the Conversation should
feel)

(Behaviors to support the
Spirit)

Four
Processes
(Micro Skill Strategy)

Engage
Dance with Discord
Express Empathy

Open Questions
Affirmations

Compassion

Reflections

Evocation

Summary
Statements

Language Cues

Partnership
Acceptance

Focus

Evoke
Develop Discrepancy
Support Self-Efficacy

Plan

THE SPIRIT OF MI

IV: PLAN - How to
IV: PLAN
Accomplish the Change

absolute worth
accurate em pathy
autonomy support
affirmation

III: EVOKE - Differentially
III: EVOKE
Eliciting Change Language
II: FOCUS - Developing a Clear Direction
II:and
FOCUS
Goals

IV: PLAN
III: EVOKE
II: FOCUS

THE FOUR PROCESSES OF MI

O.A.R.S.

Process I:

Process II:

Process III:

FOCUS

EVOKE

Empathy

a Foundational Relationship
I: ENGAGE - Building
I: ENGAGE

ompassion
vocation

ENGAGE

Direction

THE FOUR PROCESSES OF MI

artnership
cceptance





THE FOUR PROCESSES OF MI

Process IV:

PLAN

I: ENGAGE

O pen-ended questions
Affirmations
R eflections
S ummary Statements
The foundational “Micro
Skills” of MI
These skills are used
differently in each MI
process
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O PEN-ENDED QUESTIONS…

REFLECTIVE LISTENING

• Do not invite brief answers
• Encourage or “elicit” more productive talk
• Client should do more than half of the talking.
• Do not ask more than 3 questions in a row.
• MI “competency”: 3 open Q’s to 1 closed.

SELECTIVE Reflections
The most important and
challenging skill.
Working to understand who they
are and what they are about –
learning the role

In ordinary counseling sessions:
questions often outnumber
reflections by a ratio of 10Q:1R
Counselors “competent” in
Motivational Interviewing:1Q:2R

A FFIRM
LATIN AFFIRMARE: “TO MAKE FIRM”

Strategically reinforcing:
Strengths
Healthy coping skills
Past successes
Pro-social behaviors
Good intentions
Values

REFLECTIVE LISTENING
 Moving past what has already been said without
moving too far ahead will keep reflective listening
from going in circles
 Reflection is not a passive process
 Counselor chooses what to respond to and what to
ignore
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REFLECTIVE LISTENING
You…
It’s…
Words such as “depressed,”
“anxious” or “angry” have different
meanings for people

A MODERN EXAMPLE

Collecting
Gathering together what the client has
said
Linking
Making connections
Transitional
Preparing to shift focus

THE FOUR PROCESSES OF MI

IV: PLAN
III: EVOKE
II: FOCUS
I: ENGAGE

A Diagramed Overview of MI Strategy
The MI Spirit

Micro Skills

(How the Conversation should
feel)

(Behaviors to support the
Spirit)

Four
Processes
(Micro Skill Strategy)

Engage
Dance with Discord
Express Empathy

Partnership
Open Questions
Acceptance

Affirmations

Compassion

Reflections

Evocation

Summary
Statements

Language Cues

NOT parroting or paraphrasing

SUMMARIZING

Focus

Evoke
Develop Discrepancy
Support Self-Efficacy

Plan
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FOCUSING

EXPRESS EMPATHY
The primary way to respond to resistance
Communicate respect to the client (avoid
superior/inferior dynamics)
Understanding the struggle/challenges
without condoning or condemning
Skillful reflective listening is fundamental

ICEBERG REFLECTING

Focusing is the process by which you develop and
maintain a specific direction in the conversation
about change.

FOCUS

An ongoing process of seeking and
maintaining direction. Ideally there is a
shared sense of direction, just as a
guide and traveler have an agreement
where they are going. The focusing
process of MI is about finding that
direction and within it more specific
achievable goals.
Miller and Rollnick, MI3

OVERSHOOTING AND UNDERSHOOTING
Overshoot: a
tendency to
talk less
about it.

“FINDING THE HORIZON”
OR
WHAT DOES THE TOP OF THE
MOUNTAIN LOOK LIKE?

Undershoot:
a tendency to
talk more
about it.
You are never too old to set another goal or to dream a new dream.
- C.S. Lewis
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TOOLS: AGENDA MAPPING
(A METACONVERSATION: TALKING ABOUT
TALKING)

1) Structuring
2) Considering Options
3) Zooming In

TOOLS: AGENDA MAPPING
(VISUAL AID)

Benefits
Plan

Assessmen
t(s)

TOOLS: MENU OF OPTIONS
 Can be used within Elicit-Provide-Elicit
 Top of Mountain from current vantage point. More
than one right way to get there.
 “Your funding source has guide ropes…” Customer
can go any way they want. Share with them their
options.

TOOLS: EMPHASIZE PERSONAL CHOICE

 “I could suggest some things that have worked for other
people, but the most important thing is to find what will
work for you, and you’re the best judge of that. Would
you like to hear some ideas?”

Ultimate
Work/Life
Goals

 “It’s really up to you, but I could describe some options”
VR
Process

Disclosure

ASK - TELL - ASK!
 Elicit: elicit from the client to determine sought after
information: Such as the client’s main concern,
information the client already knows about the VR
process, how they want to proceed, etc.
 Provide: respond with a reflection or summary and
add relevant information (with permission). The
information they provide can be in the form of a menu
of options.
 Elicit: Then allow the client to respond or directly ask
how about how the customer is responding to the
information provided.

 “This advice may not be right for you”
 “I can’t tell you what to do, but I can tell you what other
people have done.”

THE FOUR PROCESSES OF MI

IV: PLAN
III: EVOKE
II: FOCUS
I: ENGAGE
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A Diagramed Overview of MI Strategy
The MI Spirit

Micro Skills

(How the Conversation should
feel)

(Behaviors to support the
Spirit)

Four
Processes
(Micro Skill Strategy)

Engage
Dance with Discord
Express Empathy

Open Questions
Affirmations

Compassion

Reflections

Evocation

Summary
Statements

Language Cues

Partnership
Acceptance

ELICITING CHANGE TALK

Focus

Evoke
Develop Discrepancy
Support Self-Efficacy

Is the primary method for developing
discrepancy.
Hearing oneself state the reasons for change
increases the discrepancy between ones
goals and present actions.
The greater the discrepancy, the greater the
perceived importance for change.

Plan

PARADOX

DEVELOP DISCREPANCY

Awareness of consequences is
important
Conflict between present behavior
and goals/values

“ACCEPTANCE FACILITATES CHANGE, W HILE
PERCEIVED EXPECTATION OF CHANGE
GENERATES RESISTANCE”

Difference between where they are
and where they want to be

PEOPLE ARE OFTEN MORE PERSUADED
BY W HAT THEY HEAR THEMSELVES SAY
THAN BY W HAT OTHER PEOPLE TELL
THEM .

Client holds the most convincing
arguments for change

AMPLIFIED AMBIVALENCE

Reasons not
to change

Reasons for
change

RESCUE CHANGE TALK FROM THE JAW S
OF AMBIVALENCE

Change
Talk
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SUSTAIN TALK

DRUMMING FOR CHANGE

Desire for Status Quo
Inability to Change
Reason for Status Quo
Need for Status Quo
Commitment to Status Quo
NO BEHAVIOR CHANGE

1. I’ve got to get a job soon!
2. I’m going to get a job soon.
3. I am willing to go on an assessment, but I
don’t want to work with a job coach.
4. There is no way I will work for a woman.
5. I would like to work outdoors.
6. I think my past firings were not my fault.
7. I went to the Job Center and filled out an
application.
8. I don’t want to work with a job coach, I mean
I guess I need one, but I don’t like it.
9. I wish someone would just hire me.

CHANGE TALK
Desire for Change
Ability to Change
Reason to Change
Need for Change
Commitment to Change
Activation

Taking small steps

DRUMMING FOR CHANGE
1. I might be able to complete the application.
2. I’m not much for working minimum wage, I will if
I have to to start.
3. It’s pretty scary to think about losing my house.
4. I’ll think about taking those interest tests.
5. I heard that taking vitamin B can help with my
memory.
6. I hope to work by Christmas.
7. I really don’t want to end up homeless.
8. I went to the Interview.
9. There is no way I will work for Walmart.
10. I want to be a better parent.

BEHAVIOR CHANGE

AWARENESS TEST

RECOGNIZING AND RESPONDING
TO CHANGE TALK IN AMBIVALENCE
I really don’t want to start working, but I
know I should. I’ve tried before and
it’s really hard.
Where is the change talk?
 Which responds to the change talk?
1. You really don’t want to work.
2. It’s pretty clear to you that you ought to
work.
3. You’re not sure if you can work.
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RESPONDING TO CHANGE TALK

E:

Elaboration
Ask for elaboration, more detail, in what ways,
specific examples

A:

Affirm
Express appreciation or admiration

R:

Reflection
Simple, Complex

S:

Summarize
Collect and focus the change talk

ELICITING CHANGE TALK:
MI BECOMES DIRECTIVE

I mportance/Confidence Ruler
Q uerying Extremes
L ooking Back / Looking Forward
E vocative Questions
D ecisional Balance
G oals and Values

“Early in the MI
session the skill is
often to discern a ray
of change talk, like
spotting a lighthouse
in a storm or detecting
a signal within noise.
It is not necessary
to eliminate the
storm or the noise,
just follow the signal.”

ACTIVITY

Miller and Rollnick 2012

THERE IS
A FLOW

“ Yo u r ta sk is
n o t to
m em o riz e
this o r th a t
c l e ve r
tec h n iq u e
with c l ie n ts,
b u t r a th e r to
l iste n with
c u r io sity f o r
the p e rso n s
o wn in h e re n t
m otiva tio n f o r
c h a ng e .”

THE FOUR PROCESSES OF MI

IV: PLAN
III: EVOKE
II: FOCUS

Miller and Rollnick

I: ENGAGE
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CAT’S EXERCISE
PLANNING
The planning
process
encompasses
both
dev eloping
commitment
to change
and
formulating a
concrete plan
of action.

RECAPITULATION:
A Collecting Summary of the Clients
Story Thus Far with Greater Emphasis on
the Change talk Topics

KEY QUESTION:
An Open Ended Question Which
Encourages and Evokes Planning

 C: Commitment
I promise
I swear
I will

 A: Activation
I’m willing to
I am ready to
I am prepared to

 T: Taking Steps
I bought some running
shoes
I submitted a couple
applications
I called three places about
jobs

“What have you
learned in this
workshop that you
will put into
practice?”

LEARNING NEW COUNSELING SKILLS

 “One reason it is possible to keep on learning and
improving one’s skills in Motivational Interviewing
is that immediate expert feedback is continuously
available. It is available from those you serve.”
Mo tiva tio na l Inte r vie win g – p . 1 8 0

PREGNANT PAUSE:

KEY QUESTIONS
What do you think you are going to do?
What does all this mean?
What do you think has to change?
What are your options now?
Where do we go from here?
How are you going to deal with this?
What’s the next step?
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