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Communication

Motivational Interviewing 

Building skills to engage and 

motivate 



Motivational Interviewing 
Foundation 2



Motivational Interviewing 
Foundation 3

How many people in this room have a 
behavior in your life you would like 

to change?

How many of you have 5 things you 
would like to change?  10? 15? 

More?

How long have you been thinking 
about this/these behavior change(s)?
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Why havenôt you changed it?!?

We are smart enough to know we 
should and probably even know how 

to do it, but it takes more than 
knowledgeé



Motivational Interviewing 
Foundation 5

How do people changeé

People change voluntarily only when:

É They are interested and concerned in 
doing something different

É They are convinced they will be better 
off if they change

É They are organized and have a plan of 
action

É They take the steps to achieve the 
change we want
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The Stages of Change Model

ÉDeveloped by Prochaska & 
DiClemente, 1986

ÉA sequence of stages through which 
people typically progress as they 
think about, begin, and continue new 
behaviors
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The Stages of Change Model

Termination

Pre-contemplation

Contemplation

Preparation

Action

Maintenance

Relapse
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A model for how we change
There is a common pattern to how people successfully 

change important aspects of their life.

Finished

Not Thinking

Thinking 

About it

Making a Plan

Keeping It Up

Backsliding

Changing
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Motivational Interviewing
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When is a client typically 

considered to be motivated?!?

ÅAgrees with the workerôs view

ÅAccepts the workerôs assessment

ÅStates a strong desire for help

ÅShows distress, depends on worker

ÅComplies with services

ÅHas a successful outcome

(is this really motivation?)
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Labels We Use for ñResistantò 

Clients

ÉUnmotivated

ÉIn Denial

ÉRationalizing

ÉDefensive

ÉManipulative

ÉUnwilling

ÉNot Ready

ÉCriminal

ÉCon

ÉTreatment 
Wise
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Confrontational Approach

É What is it? What are the ingredients?

ïA preconceived notion about this ñtypeò of 
client 

ïDemands the client accept a Label (addict, 
criminal)

ïProblems are the emphasis, rather than 
strengths

ïIntervention is Superimposed (this is what you 
have to do)

ïResistance is overcome with Confrontation 

ïInformation is used to make the client do the 
ñrightò thing
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Confrontational Approach

É What we say when we are using a 
confrontational approach:

ïYouôre in denial!

ïYou are defensive and resistant!

ïHereôs what you need to do..

ïYou just need to listen to me!

ïArenôt you glad you finally did what we said?

ïDonôt come back until you are serious!

ïYou didn't work the program!
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Motivational Interviewing

ÉMotivation is necessary for any 
lasting self -change to take place, but 
is too often ignored

ñ Motivation is a state of readiness or 
eagerness to change which may 
fluctuate from one time or situation 
to the anotherò 

Ray Gingerich
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Motivational Interviewing

ÉReadiness to change is not an 
individual trait, but a fluctuating 
product of interpersonal interaction

ÉResistance/Denial = feedback about 
the helperôs behavior

ÉToo frequently, we (incorrectly) 
assume our client is ready to change
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MI Definition

ÉMotivational interviewing is a client -
centered, directive method for 
enhancing intrinsic motivation to 
change by exploring and resolving 
ambivalence.
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MI
ÉThe workerôs style is very powerful and is 
a major factor in the individualôs 
motivation to change

É Use reflective listening rather than 
confrontation

É Change is more likely when the motivation 
comes from client, rather than being 
imposed by the therapist, family, school, 
or court, etc.

É Ambivalence about change is normal (and 
actually expected)

É Change involves a process
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MI

ÉMI can assist in decreasing burnout 
and decreasing negative attitudes:

ïCollaborative relationship, rather than 
struggling against the youth and trying 
to force a different way

ïNot making the person feel like they 
must do something

ïNot adversarial

ïDecreases frustration
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MI

ÉHas us seek to understand the 
clientôs perspective as best we can 
(empathy )

ÉWhile at the same time allowing the 
client to explore and resolve mixed 
feelings about making important 
decisions ( ambivalence )
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It is the SPIRIT that is important

Not  just the techniques
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MI Spirit

Respect
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MI Spirit: Collaboration

ÉAvoids an authoritarian approach: 
working in partnership.

ÉConsultation approach with the client 
and family

ÉSupportive rather than persuasive. 

ÉAllows for negotiation.

ÉCreates a positive atmosphere 
conducive to change.



Motivational Interviewing 
Foundation 24

MI Spirit: Collaboration

ÉThe client and family are the expert 
on themselves

ÉYou are the expert on what has 
worked for others
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MI Spirit: Evocation

ÉNot imparting as much as eliciting

ÉListening more than telling

ÉBe curious and patient

ÉDraw out the clientôs ideas
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MI Spirit: Respect

ÉRespects the clientôs autonomy

ÉRespects the clientôs resourcefulness

ÉRespects the clientôs ability to make 
choices
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MI

ÉMI is a method, not a model or 
theory

ÉMI is directive and client centered

The LAST thing the worker wants to do 
is argue about why they should
change


