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MI is not the best, 

preferred, or only 

approach for supporting 

change 





What is Motivational Interviewing? 
 MI is a collaborative conversation style for strengthening a 

person’s own motivation and commitment to change. 

 

 MI is a person-centered counseling style for addressing the 

common problem of ambivalence about change. 

 

 MI 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. 



What is Motivational Interviewing? 

 What is it for?  Conversation between individuals, often a 

provider and client, about change.  Rather than telling client 

what to do, the provider collaborates to strengthen their 

personal motivation for change 

 

 Why should you use MI?  Focuses on Ambivalence, which is 

very common around change, and failure to address 

ambivalence and keep a person from failing. 

 

 How does it work?  ????? 



A Continuum of Styles 

 

 

 

 

Directing---------------Guiding-----------------Following 



Verbs Associated with Each Style 

Directing 

 Administer 

 Command 

 Determine 

 Govern 

 Instill 

 Lead 

 Order 

 Tell 

Guiding 

 Accompany 

 Awaken 

 Collaborate 

 Elicit 

 Lay before 

 Offer 

 Support 

 Take Along 

Following 

 Allow 

 Have faith in 

 Listen 

 Observe 

 Passive 

 Permit 

 Shadow 

 Value 





Primary Goal of MI 

Behave in a way that will 

reduce resistance (discord 

& sustain talk) and evoke 

change talk. 



The Paradox of Change 

 

 When a person feels accepted for who they are and what 

they do—no matter how unhealthy—it allows them the 

freedom to consider change rather than needing to 

defend against it. 



Foundational Spirit of MI 

Collaboration/Partnership 
 

 Partnership, Shared Power, Unique Expertise 

 

 Conducive to change, not Coercive  

 

 

 



Foundational Spirit of MI 

Evocation 
 Old approaches focused on what client’s lacked and on filling 

that gap.  (prescriptive approach). 

 This focuses on Eliciting, or drawing out from the client 

 Their perspective of the problem 

 Whey they may want or need to change 

 How they would change 

 Personal goals and values 

 Why they may not want to change. 



Foundational Spirit of MI 

Acceptance 
 Absolute Worth —Everyone has value and potential to change 

 Accurate Empathy —Genuine interest in and desire to 

appreciate and understand client’s situation. 

 Respecting Autonomy —It is their car to drive. 

 Affirmation —Strive to recognize, comment on, and elicit 

client strengths and resources. 

 

 Acceptance does not mean approval. 



Foundational Spirit of MI 

Compassion 
 

 Always have the best intentions for your clients. 

 

 Genuinely care about their welfare. 

 

 Avoid the Righting Reflex 



R.U.L.E 

 R:  Resist the Righting Reflex 

 

 U:  Understand client’s Motivations 

 

 L:  Listening to the client. 

 

 E:  Empower the client  









Conversations about Change 

With MI, it is all about Ambivalence…so what do we mean  

by that? 



A Different Way to Look at Motivation 

Importance 
1---------------------------------------------------------------------10 

Confidence 
1---------------------------------------------------------------------10 

 

Readiness 
1---------------------------------------------------------------------10 

 



If importance is low, there is not enough air to get the change off the 

ground.  If confidence is low, then there is no trust that the ropes will hold 

the basket safely to the balloon.  If readiness is low, it is like there is too 

much in the basket for the balloon to even lift. 









Doing MI—The Basics 

 We are going to pay particular attention to client speech. 

 

 

 We are going to use specific skills the help clients build 

intrinsic motivation (OARS) 



It’s All About Client Speech 

 Sustain Talk: “I don’t know that I need to change” or “I don’t 

think I can do this right now” or “Now’s not the right time 

for me.” 

 

 

 Change Talk:  “I really want things to be different” or “I need 

to do this or it is going to kill me” or “I’m ready to throw 

these cigarettes out right now.” 



And Our Responses 

 Open Ended Questions 

 

 Affirmations 

 

 Reflections 

 

 Summary 



Ingredients of Change 

 Desire:  I want to do this 

 Ability:  I can do this 

 Reasons: 3 good reasons are… (objective) 

 Need:  Why it is important for me to…(subjective, personal) 

 

 Commitment:  I will start 

 Activating:  I plan to 

 Taking Steps:  I have cut my use in half 



Open Ended Questions 

 Open vs. Closed 

 

 Avoid question answer trap 

 

 Ask good evocative questions 

 

 Try not to ask more than 2 questions in a row 



Affirmations 

 

 Must be done sincerely 

 Supports and promotes self-efficacy 

 Affirms the client by saying something that recognizes 

and reinforces the client’s strengths, abilities, and/or 

efforts. 

 Validates the client’s experience and feelings. 

 Much like salt or seasoning on food…it takes just the right 

amount.  

 Avoid “I” statements…  



Reflections 

 These are the key to Motivational Interviewing 

 Client will tell us what has worked and what hasn’t, what 

moved them forward and backward. 

 Moves conversation forward in a way that questions do not. 

 You can feel good reflections 

 Just have to be in the ball park, just have to make contact. 

 They are testing a hypothesis…taking what you heard the 

client say, and trying to guess at what they mean. 



Reflections 

 Reflections serve the purpose of clarifying that you are 

“getting it”. 

 Serves as an invitation for client to respond and set direction 

of conversation. 

 Generate more change talk than responses to open questions. 

 Keeps you from getting caught in question/answer trap. 

 Helps prevent the balance of conversation from shifting from 

collaboration to “being in charge” (question asker has the 

power) 

 Suggested ratio:  2 to 1 reflections to questions. 

 



Reflections 

 Simple (Stablizing)--Conveys understanding and to 

facilitate conversation.  Does not add to what the person 

said. 

 Complex (Forward Moving)—Adds meaning or 

emphasis, goes beyond what the client said.  Touches on affect 

(emotion) 

 Double Sided—Captures both sides of ambivalence. 

 Continuing the Paragraph—A skillful use of reflection where 

we are venturing what might the next sentence instead of 

echoing the previous one. 



Reflections 

A college student gets invited to a party but declines the 

invitation.  His response was… 

 

“Oh, a party tonight.  Sorry, I don’t think so.  I don’t really like 

parties.” 

 

*What are some hypotheses of what this student might really 

mean? 

 

 

 



Summaries 

 Summaries occur at key points in the discussion to link 

together or juxtapose concepts, direct the conversation, ask 

key questions, and to check in on practitioner’s 

understanding of the client’s perspective. 

 

 Think of a field of wild flowers.  Summaries do the work of 

gathering up key flowers from all over the field into a 

bouquet of change talk. 

 

 Often used with key questions. 



Summaries—Advanced Reflections 
Collecting Summary:  Summaries that reflect information 
gathered over a period of time that are intended to simply 
continue the conversation.   

 

“So one thing you hope would be different a year from now is 
that you will have a job  You have been spending more time with 
your kids and want that to continue.  You also said you’d like to 
quit smoking and you think that might be possible if you aren’t 
drinking at bars.  What steps have you already taken toward 
making the changes in your drinking that will make all of 
those things possible?” 



Summaries 

 Linking Summary:  When a provider wants to connect 

information expressed by a client with previous information.  

Tries to bridge different things client has stated. 

 

“So you think a lot of important goals, like getting back to 

work, spending time with your kids, and quitting smoking 

might be possible if you were to make changes to your drinking.  

This sounds similar to the way you turned your life around 

when you left the gang to join the military when you were 18.” 



Summaries 
 Transitional Summary:  Used to shift between topics, 

change topics, or move the conversation forward.  Typically 
directional. 

 

“Before I ask you the questions I mentioned earlier, let me 
summarize what you’ve told me so far, and see if I’ve missed 
anything important.  You decided to stop drinking because you 
have experienced your 3rd DUI and have faced some stiff 
penalties.  You also imagine that life will be much different, in a 
good way, if you are successful in making that change in your 
drinking.”   



The MI Shift 

 From feeling responsible for 

changing clients’ behavior to 

supporting them in thinking & talking 

about their own reasons and means for 

behavior change. 
 


