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WHAT DOES THE PPC DO?

 We work with decision makers to address complex issues.
 We collaborate with our partners to develop customized solutions. 

 We inform decision-making.

 Our work results in action.

 We link academic research, stakeholder opinions, and 
practical experience.
 We apply diverse skills and expertise

 We are a non-partisan Center. 

 We collaborate with other University researchers

 We strengthen society by bridging the gap between ideas and 
action.
 We help government, non-profit, and private organizations work together. 

 We promote democracy through public dialogue.

 We contribute to scholarly knowledge.

GOAL: Strengthen the skills of behavioral health 
practitioners in the application of Motivational 
Interviewing.

Objectives:
 Differentiate appropriate strategies to address sustain talk.

 Identify strategic interventions to reduce ambivalence to change

 Integrate Engagement, Focusing, Evoking and Planning with 
counseling skills

 Identify the efficacy of Motivational  Interviewing strategies in 
working with mental health and SUD clients
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Discussion

How do you define motivation?
What is the process of changing 

behavior? 
What things help to stay motivated?

MOTIVATION

BIO-PSYCHO-SOCIAL MODEL:
BEHAVIOR CONTRIBUTES TO THE ONSET, COURSE, 
AND OUTCOME OF ALL CHRONIC ILLNESS

5

Diabetes

Heart Disease

Obesity

Asthma

Alcoholism

Depression

Hypertension

COPD
Over-Eating

Risky Drinking
Smoking

Sedentary Lifestyle
Non-Adherence

Arthritis Cancer

Stroke Activities of
Daily Living
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BECOMING PROFICIENT IN MI IS LIKE ANY NEW 
SKILL - PRACTICE AND FEEDBACK

LEARNING TO BECOME 
PROFICIENT IN MI

MI has complexities. 

Proficiency generally requires several intensive workshops as well as 
longitudinal individual feedback on cases and practice of skills.

These limitations have led to considerable efforts being devoted to 
developing practitioner skills in “brief MI,” or “adaptations of MI.” 

Outcome studies to date indicate that more focused and limited 
training of physicians (e.g., one day of training plus individual 
supervision and feedback) may itself be effective for developing 
physicians’ skills to improve targeted persistent unhealthy behaviors, 
e.g., adolescent obesity. (Resnicow, Davis, et al. 2006) 

USING MI IN YOUR WORK

A tool everyone can use
Patients engaged in coaching have 

better outcomes
Effective to avoid downward trends, or 

keep patients at new “normal”
Program consistently reduced 30-day 

hospital readmissions and costs, and 180-
day hospital readmissions

A taste of Motivational Interviewing

*
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Something else 
in your 

toolbox!

WHAT IS MOTIVATIONAL 
INTERVIEWING? (MI)

“…a method of communication rather than a set 
of techniques. It is not a bag of tricks for getting 
people to do what they don’t want to do; rather, 
it is a fundamental way of being with and for 
people—a facilitative approach to 
communication that evokes change”

(Miller & Rollnick, 2002)

WHAT IS DISTINCTIVE TO MOTIVATIONAL 
INTERVIEWING? 

MI is a specific  
method to 
enhance 
personal 

motivation 
for change
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EVIDENCE BASE FOR MI:

ENGAGEMENT

RETENTION

WHAT IS UNIQUE TO MI?

Intentional, differential evoking and 
reinforcement of change talk

Strategic-directive use of client-
centered counseling methods 
(reflection, summary)

Sequencing of preparatory change talk 
(desire, ability, reasons, need) and 
commitment language
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Importance and Confidence

What happens 
when the 

confidence for 
change is low?

A  TOOL  FOR EVOKING  AND  TIPPING  
THE  BALANCE  TOWARD  CHANGE

MI is a communication style that involves strategic use of 
questions and statements to help sort through a 
person’s reasons for change. (Miller & Rollnick, 2002, 
2012). 

Based on person-centered communication method of 
fostering change: 
 explore and resolve ambivalence. 

 access internal motivation for change

 empathy, optimism, and respect for choice. 

MOTIVATIONAL STRATEGIES

Write down ….
What model are you currently using for 

enhancing consumer relationships? 
What are some of the strategies you currently 

use?
What is your confidence level to incorporate 

new strategies in your current model? 

Your Model  

THE UNDERLYING SPIRIT OF MI

Partnership

Acceptance

Evocation

Compassion MI Spirit
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FOUR FOUNDATIONAL 
PROCESSES

Planning developing       

commitment 

Evoking Eliciting the client’s own 
motivations for  

change

Focusing Developing and maintaining 
conversation about change in a specific direction 

Engaging Establishing a positive, helpful connection and           
ki  l ti hi

FOUR PROCESSES…. ANOTHER 
LOOK

ENGAGE…. INVITATION Shall we…?
FOCUS the conversation…Where shall we 

go?
EVOKE …. Why is this on the agenda?
PLAN… How shall we get there?

. . . . AND YET ALSO RECURSIVE

 Engaging skills (and re-engaging) continue throughout MI
 Focusing - not a one-time event; re-focusing is needed, 

and focus may change
 Evoking can begin very early

 “Testing the water” on planning may indicate a need for 
more of the above

The four processes are inter-woven

MI is a particular kind of conversation 
about change (counseling, therapy, 

consultation, method of communication)

MI is collaborative (person-centered, 
partnership, honors autonomy, not 

expert-recipient)

MI is evocative, seeks to call forth the 
person’s own motivation and 

commitment

THREE ESSENTIAL ELEMENTS 
IN ANY DEFINITION OF MI

Listening to the person's struggle 
(ambivalence) with the behavior 

THE HEART 
OF MI
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Cognitive 
Dissonance

MOTIVATIONAL INTERVIEWING 
GOALS:

1. Identify a Target Behavior which is Client 
Driven

2. Elicit Change Talk

WHAT ARE STATEMENTS THAT YOUR CONSUMERS 
MAKE? 
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Develop Discrepancy
Roll with Resistance ..DISCORD
Express Empathy
Support Self-Efficacy
Avoid Argumentation 
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GENERAL PRINCIPLES

Question-Answer Trap
Trap of Taking Sides
Expert Trap
Labeling Trap
Premature Focus Trap
Blaming Trap
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TRAPS TO AVOID

DVD

“roll with it.”
The extent to which clients verbally defend status quo

(resistance) will be inversely related to behavior change
 MI will diminish client resistance

ROLL WITH RESISTANCE
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EVOCATION

The therapist draws out the thoughts and 
ideas, rather than imposing their opinions

Motivation and commitment  to change is 
most powerful and durable when it comes 
from  the client. 

Lasting change is more likely  to occur when 
the client discovers their own reasons and 
determination to change.

31
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THE BASICS – AIM FOR A 
TARGET

Focus on Behavior Change Target
Motivational Interviewing Style or “Spirit”

Asking Open Ended Questions
Affirmation of Strengths and Change Efforts

Making Reflective Statements
Fostering a Collaborative Atmosphere (autonomy and 

personal choice)

MI MICRO SKILLS 

 Ask Open Questions

 Affirm

 Listen Reflectively

 Summarize

Elicit Change Talk
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• What worries you most about your this?
• What do you think might be causing your 

symptoms?
• What have you already tried?
• There are several alternatives, which do you prefer?
• What concerns you with this plan?
• So that I am sure I explained things clearly, please 

describe what you think should happen next?

QUESTIONS CAN BE 
POWERFUL 
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THE PROBLEM WITH 
QUESTIONS

Too many questions = “question-answer trap.” 
 One question after another 

 Client is just answering them and waiting for the next question. 

 Usually happens when you rely mostly on closed questions rather than mixing in 
open questions. 

Client becomes more passive  - you feel more pressure to 
come up with the “expert” questions. 

To avoid the question-answer trap it is advisable to not only 
ask more open questions than closed questions but to 
follow up answers to open questions with reflective 
listening.

 Statements of recognition of client 
strengths.
 Build confidence in ability to change.
 Must be congruent and genuine.
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AFFIRMATION
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I appreciate your honesty (if you know the 
client is being honest).
I can see that caring for your children is 

important to you.
It shows commitment to come back to 

therapy.
You have good ideas.
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AFFIRMATION

Affirm the client in an authentic way  -
complements with a direction:
Affirm movement toward a goal
Affirm completion of a goal

It is important to keep the direction moving 
forward for the target behavior. 
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Affirmation

Listening reflectively is about being 
quiet and actively listening to the 
client, and then responding with a 
statement that reflects the essence of 
what the client said, or what you think 
the client meant.
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REFLECTIVE LISTENING LISTENING REFLECTIVELY

Repeating
Rephrasing 
Paraphrasing
Paraphrasing w/ Reflected 
Feelings
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Simple Reflections:
- Content (words)

• Complex Reflections: 
- Feelings

- Meaning / Metaphor

- Amplified: Emphasizes the resisted part

- Double-sided: Reflects both sides of ambivalence
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Levels of Reflection

Clues that you are not in reflective mode:
You want to control the outcome

You feel anger, frustration, unease, fear, etc. in yourself

You hold as true any negative view of the other person 

You miss what was said

You interrupt or jump ahead

The other person feels judged or not heard

You are stuck in your “truth,” or what is “right” 

ACCESSING REFLECTIVE 
THINKING

Noticing the clue may be 
enough to bring you back 

(i.e., re-presence your 
commitment to reflective 

listening) 
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On the one hand…

On the other hand…

Double Sided Reflections

Intent is to convey empathy. 
These statements are meant to capture both 

sides of a person’s ambivalence. 
You reflect back the pros and cons of change you 

hear from the client
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DOUBLE SIDED REFLECTION
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Increasing the intensity of the resistant element

Reflects back what the person has said, but increases its intensity.  

Usually, the resistant element is intensified.  
IE: Client “_______is not something I’ve thought about.”  

Counselor: “________ is something you will do for the rest of your days.” 

• Amplified reflections allow the client to argue the other side, 
and in this case, argue for change.

• Key elements:  it is a reflection (a statement); b) the resistant 
element is intensified, increased or exaggerated.  

Amplified Reflection
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Communicate that you have tracked 
what the client said and that you have 
an understanding of the big picture.

Helps to  structure a session so that 
neither client nor counselor gets too 
far away from important issues and can 
help you link what a client just said to 
something he offered earlier.

SummarizeSummarize SUMMARIZE

Collecting
Linking
Transition
Shows that You are Listening
Allows Client to Hear Own  Motivational 

Statements

48
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Set up statement: “Let me see if I 
have this right…”

Reflection, reflection, reflection

Open question: “So where does that 
leave us? What else would you like to 
add?” or “Now, tell me about ….” (to 
re-direct)
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Summary

OPEN QUESTION

Give the message that the client is being heard

Allow the client to add important information

Shift the direction of the interview
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Summaries …

AMBIVALENCE

Hesitancy about change is human nature and 
people s present with a wide range of 
readiness. 

It is a safe assumption that most people 
seeking change are ambivalent about it: They 
want it, and they don’t.

People who are ambivalent often do not 
respond logically, and do not respond to logic.  
Example:  Increasing negative consequences 

WEIGHING PROS AND CONS

Should I??

•Why?  Psychological Reactance:  When a person 
perceives that personal freedom is being infringed 
upon or challenged, they will do a problem 
behavior more often, and find the behavior more 
attractive.

Ambivalence RULES RESOLVING AMBIVALENCE

The Righting Reflex

54
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The good 
things 
about 

______

The not-
so-good 
things 

about ____

The good 
things 
about 

changing

The not-so-
good things 

about 
changing

Decisional  Balance
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UNDERLYING THOUGHTS….

 People are ambivalent about participating in 
change

Advocacy for change evokes “sustain talk” 
from the participant

 Sustain talk predicts lack of change
Evoking the participant’s own change talk 

has been proven to enhance behavior change
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WHAT DRIVES CHANGE?
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PROCHASKA AND DICLEMENTE’S CYCLE OF CHANGE

Pre-
Contemplation

Contemplation

PreparationAction

Maintenance

Relapse

Not considering Change. 
Unaware of problem

Determined to Change;
Developing the Plan

Change Started 

Ambivalence:
“Yeah, but…”

Change
becomes 
Normal
(1-2 yrs)

Oops—Backslide!

Understanding readiness to change provides clinicians with 
important considerations for intervention
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STAGES OF CHANGE

Understanding readiness to change provides clinicians 
with important considerations for intervention

Establishing a helpful alliance with clients along with 
good interpersonal skills has been found to be an 
important aspect of motivating clients
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 What is your attitude toward ______ that is causing
a problem – (meds, health, lifestyle.

 Can we explore some options?

 What do you think needs to happen next? (This goes 
to intention and saves you from biting the dust in the 
plan.)  This finds the motivational status or SOC.

 What past efforts have there been? Which have 
worked – which haven’t?

STRATEGIC QUESTIONS

FINDING A FOCUS

What is the focus, the “change goal” for MI?
Most often, it is from the client’s agenda
Sometimes prescribed by the context
What if you have your own goal(s) that 

the client does not currently share?

MOTIVATIONAL INTERVIEWING 
GOALS:

1. Identify a target behavior which is client 
driven

2. Elicit change talk

FOCUS ON CHANGE TALK

Change talk is any client speech that favors 
movement in the direction of change

Change talk is by definition linked to a 
particular behavior change goal

DARN  CATs

CONVERSATIONAL PREDICTORS 
OF BEHAVIOR CHANGE

Desire
Ability
Reasons
Need

Commitment

Commitment Language

Behavior Change
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AGENDA SETTING

 Eliciting the client’s agenda
 What would you like to talk about today?

 What brings you here today?

 “Miracle question”

 Offering a menu
 Bubble sheet

 Asking permission to discuss your agenda
 Would it be all right if we also talked a bit about . . .?

AGENDA  SETTING CHART
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WHAT IS SUSTAIN TALK?

Behavior
Interpersonal(It takes two to resist)
A signal of dissonance
Predictive of (non)change

SUSTAIN TALK AND 
RESISTANCE

Sustain Talk is about the target behavior
 I really don’t want to stop smoking

 I have to have my pills to make it through the day

Resistance is about your relationship
You can’t make me quit

You don’t understand how hard it is for me

Both are highly responsive to counselor style
Both predict non-change

RECOGNIZING SUSTAIN TALK

 Behavior (a state not a “trait”)

 Interpersonal (It takes two to resist)

– Oppositional 
– Skeptical
– Resentful
– Angry
– Cautious
– Disagreeing

Fight, Flight or Freeze Behaviors? 

– Suspicious
– Changing the Subject
– Procrastinating
– Sabotage
– Discounting
– Minimizing

– Arguing
– Denying
– Blaming
– Interrupting
– Taking Over
– Not Responding

SUSTAIN TALK 
 Sustain talk is when the client is talking about the change, but mainly talks 

about why they can't do it. 

 It can be confusing - sometimes we confuse sustain talk for change talk. 

 You NEED to HEAR it  - If you don’t, desire to change drops way 
down because of the focus on the good things about smoking!

Client: "I really want to quit smoking but there are times when smoking 
is really great."

 Sustaining Counselor: "Tell me more about what you get out of 
smoking?"

 Counselor hearing change talk: "you really want to quit smoking, say 
more about that."
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RESPONDING TO CHANGE TALK

PLANNING

Consolidating commitment 
Asking key questions to determine readiness for 

action planning; 
Assisting with change plans; 
Revisiting change plans to determine need for more 

work

The Bridge to 
Change: 

WHAT TO AVOID

Going too fast
Not giving the participant time to respond
Missing the point
Trying to get too much done at one time
Coming across as blaming
Providing, as opposed to, eliciting solutions
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