Motivational interviewing

MI style:  things to be aware of: 
Focus on strengths rather than deficits – look at the person don’t pathologise the situation 	
The “Righting Reflex” – the tendency we have to try and “fix” or “solve” problems
“Change Talk” – the point where clients start to use self motivating statements that indicate they are starting to think about change 
Speak to people as if they have freedom of choice – people appreciate autonomy
Be calm and patient and quiet in order to be able to spot the strengths/positive motivation for change in people
Must have an uncluttered mind – declutter your mind and you will listen better
Don’t rush – takes more time in end – listening more saves times

MI is a guiding style
In MI the answer lies in the person – you guide them to it. Through repeated use of reflection the solution should come out eventually.   Need to always remember the importance of “coming alongside and staying alongside” – not leading, not directing, not pushing.
Reflective listening statements – showing active listening skills through feeding back summary statements.
Evoking – drawing out the clients own good reasons for change – which should then elicit change talk. 
Need to focus on trying to find evidence of the client’s potential for positive motivational thought.
Must show sincerity and curiosity 
Show that you know stuff but be humble about it.

OARS – the core skills of MI
The use of OARS reflects a musical score – the journey through the conversations will flow like a piece of music, made up of a numbers of OARS that may look something like this: OAROOASRSAARS
Opening questions 
“where would you like to start in relation to….”
“tell me about what has worked for you before in relation to….”
Affirmations
A really powerful intervention but don’t overdo them. 
Responding to someone’s “potential” – looking at the strengths of the person and looking to identify and verbalising someone’s strengths
Locate back to other person “sounds like you know what is going to work for you” 
“you should be proud of yourself” (not “I am proud of you”)
Reflections 
Reflections should help you get to know the person in front of you more – they can be simple or complex but need to see how client responds to them.   Trying to capture the essence of what the client is saying to you.  Remember the essence of MI is change talk (as opposed to the essence of person centred counselling being how the client is feeling)
Practice turning questions into reflections – statements not questions. Phrase a statement so that the positive/emphasis on change talk comes at the end e.g. “so you have a number of practical challenges to overcome but you would like to develop better eating habits” rather than “ so you would like to develop better eating habits but there are a number of challenges”
Can be dilemma based, affect based, meaning based, strengths based or values based.
Minimise/maximise – reflect back the extreme case based  on the statements they have made 
Try and anticipate how the person may response to your reflection (you reap what you sow”
	Client 
	You 

	What he/she says
	What I hear 

	What he/she means or feels
	What I understand “you want things to change”

	Establish empathic connection/empathic listening  - makes quicker progress 
“wondering aloud how this change may happen”.



Summarising 
Four fundamental processes of motivational interviewing 
Engaging – focusing – evoking – planning 
Engaging: [shall we work together] keep things simple – don’t ask overly complex questions or complex reflections – don’t go any deeper until have engaged.  Try and get the client to say “I’ve got you” within five minutes – shows good engagement skills 
Focusing: [what change] agenda setting – don’t have to talk about everything on the list but important that it is on the list 
Evoking: [why] (more unique to MI): how do we get the person to hear how they would want to make the change. They need to hear it, decide what to do with it, work out how to get more of this. Look out for a little piece of info that could give you a glimpse of hope of potential change.
Eliciting Change talk/Sustained Talk – could have a hypothetical start e.g. “just curious, if you were to do this/make this change….”.  Open ended questions should try and elicit change talk.   “what have you noticed about…that might be helping?” “what concerns you the most about….”
Planning: [how] why and how “so what do you think you may actually do?”

NB: giving advice 
If giving advice make it clear that they still have autonomy – do they want advice?
Before giving advice, ask permission, check what person knows, offer advice, ask again – how was that? Ok to carry on? 
Look at evidence/effects together  - rather than dictate
