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Engaging 

Planning 

Focusing 

MI “Key Processes” 

Evoking 



Relational Aspects 



Basic Strategies 

Open-Ended Questions 

Affirm 

Reflect 

Summarize 



Elements of MI “Style” 

Evocation Provider actively works to evoke client s 

reasons and ideas around change.  

Collaboration Provider encourages power sharing so 

that client s ideas influence the direction 

of the interaction.   

Autonomy Provider actively emphasizes client s own 

personal control and choice in deciding 

outcome. 

Empathy Provider shows a deep understanding of 

the client s perspective, not just what has 

been explicitly stated, but what the client 

means and how he/she feels.  



Technical Aspects 



Desire 

Ability 

Reasons 

Need 

Commitment Change 

The Flow of Change Talk   

? 



Change Talk… 
Follow With Questions & Reflections 

• Desire: Want, wish, like (“I want to get a job.”)   

• Ability: Can, could, would (“I guess I could ask 

my roommate to help me with my resume.”)   

• Reasons: If, then (“If I found a job, I guess my 

wife would quit bugging me about the rent.”)  

• Need: Need, have to, got to (“I’ve got to do 

something about this!”) 



I want to quit drinking.  



If I wanted to quit drinking, I 
guess I could go back to AA with 

my brother. 



If I quit using cocaine, I would 
probably save a lot of money…and I 
wouldn’t have to be looking over my 

shoulder all the time.  



Imbedded Change Talk 

My girlfriend always bugs me 

about my drinking, but that’s 

OK.  She nags me about a lot 

of stuff. 

Girlfriend 

worried 

about 

drinking. 

She worries 

about other 

things. 

Worry 

doesn’t 

concern 

him. 



I want to stay clean and sober but 
I can’t get a job because of this court 
thing, and so I have to live with my 

brother who drinks all the time. 



I’m just here because I got arrested 
for a DWI.  I did have too 

much to drink that night, but I’m no 
alcoholic! 



I like to smoke weed.  Everybody 
else is all concerned, but they should 

lay off. It’s not like I’m not 
hurting anyone. 



Negotiating a Plan of Action 

• Look for signs of readiness. 

• Before asking about commitment, summarize 
the client’s motivation.  

• Test the ground with an action question, or 
give a menu of options: 
• What do you want to do about that? 

• What are your options?  

• People do it all different ways…where would you start? 

• Consider a worksheet that provides tailored 
suggestions. 
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