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Partner A –

1. Tell your partner why they should make this change

2. Give at least thee specific benefits that would result from making 
this change

3. Tell the person how they could make the change

4. Emphasize how important it is for them to make the change, 
including the negative consequences of not doing it

5. Tell the person to do it



Partner B -

• How did that feel?



Partner A –

1. Why would you want to make this change?

2. How might you go about it, in order to succeed?

3. What are the best reasons to do it?

4. On a scale of 0-10, how important is it for you to make this change?

5. So, what do you think you will do?



Partner B –

• Did round 2 feel different from round 1? Thoughts? 



Most people don’t resist change, they resist being changed. 



Motivational Interviewing

•A collaborative, person-centered conversation intended 
to draw out the individuals own motivation

•Goal is not to create motivation, but instead listening 
for change talk
•Use this to help develop readiness for change



Change talk

• Conversation indicating desire, ability, reasons and need for change 

• CAN and often DOES co-exist with ambivalence!
• i.e. “I should eat more vegetables but they aren’t tasty”



Practical Skills
Easy ways to begin incorporating MI into your practice



Focusing – Agenda Mapping

• In MI, our job is to be a guide. The first thing a guide does is find out 
where the person wants to go

• Agenda mapping involves negotiating a focus from a menu of possible 
topics

• It is brief discussion in which the person is given as much decision 
making freedom as possible

• Bubble sheet/mind map format



Focusing – Agenda Mapping

• “If you would like we can talk 
about some areas around 
alcohol”

• “Are there any areas that you 
would like to talk about?”

• “Where would you like to start?”

Alcohol

Family

Sleep

Support

?

?



The OARS
• OARS are used to help guide or to move the flow of a session towards 

the specified change target

Open Ended 
Questions

Affirmation

ReflectionsSummaries

Information 
Exchange



Always keep your OARS in the water

• Open Ended Questions 
• Is this questions relevant to the 

real life of people who will be 
exploring it?

• Is this a genuine question—a 
question to which I don’t know the 
answer?

• What “work” do I want this 
question to do? What kind of 
conversation do I imagine this 
question

• Does this question leave room for 
new and different questions to be 
raised? will evoke?

Open Ended 
Questions

Affirmation

ReflectionsSummaries

Information 
Exchange



Always keep your OARS in the water

• Affirmations
• statements and gestures that 

recognize client strengths and 
acknowledge behaviors that lead in 
the direction of positive change, no 
matter how big or small. 

• Affirmations build confidence in 
one’s ability to change. 

• Example: 
• You are clearly a very resourceful 

person.
• You handled yourself really well in 

that situation.
• That’s a good suggestion
• I enjoyed talking with you today

Open Ended 
Questions

Affirmation

ReflectionsSummaries

Information 
Exchange



Always keep your OARS in the water
• Reflections
• Reflective listening is meant to close 

the loop in communication to ensure 
breakdowns don’t occur.

• Simple Reflections
• stay close to what is being said – Mirror
• They communicate attention and interest
• May reflect important statements but do 

not stray too far from what is being said

• Complex reflections
• encompass not just what is being said 

but what is the underlying meaning or 
implicit message of what is being 
expressed – emotion

• The type of reflection should reflect 
the weight of the statement

Open Ended 
Questions

Affirmation

ReflectionsSummaries

Information 
Exchange



Always keep your OARS in the water

• Summaries
• special applications of reflective 

listening. 
• Can be used throughout a 

conversation but are particularly 
helpful at transition points, for 
example, after the person has spoken 
about a particular topic, has 
recounted a personal experience, or 
when the encounter is nearing an 
end.
• Let me see if I understand so far…
• Here is what I’ve heard. Tell me if I’ve 

missed anything.

• can provide a stepping stone towards 
change.

Open Ended 
Questions

Affirmation

ReflectionsSummaries

Information 
Exchange



Always keep your OARS in the water

• Information Exchange
• Follow the pattern of 

• Elicit – Provide – Elicit
• Elicit what they already know/want to 

know
• Provide information, fill in gaps, 

correct misconceptions
• Return to inquiry, elicit new 

information/ideas 

• Always ask permission to share 
information or make suggestions!
• “Can I tell you about a resource that 

might be helpful?” 
• “Would you mind if I shared some 

information with you about this?”
• “Is it okay if I make a suggestion?”

Open Ended 
Questions

Affirmation

ReflectionsSummaries

Information 
Exchange



MI Process - Planning

• When is it time to plan? 
1. Engaging (developing a relationship)

2. Focusing (ongoing process of maintaining direction) 

3. Evoking (elicit motivation, ie. Change Talk)

4. Planning 

• Once you hear change talk, you can start planning

• Planning is talking about HOW to make a change and creating a 
change plan 



Planning – Ready, Willing, Able

• Readiness is a function of the person’s perception of importance

• Willingness is a function of the degree of ambivalence (the 
discrepancy between the advantages of making the change and the 
advantages of maintaining the status quo)

• Ability is a function of the person’s confidence in their ability to make 
the proposed goal (change)



Planning – Exploring Decisional Balance

“good things about 
sustain”

“Not so good things 
about sustain”

“Not so good things 
about making a 

change”

“Good things about 
making a change”



Planning - Conclusion

• Planning can only be successful when:

• There is engagement

• A clear shared goal

• Motivation for change

• Motivational Interviewing provides the processes to  achieve a 
genuine and sustainable result 


