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The counselor’s role is to help the
client explore the possibility of
change, not to ensure change.




at would you most like to learn from this workshop?

®* Goals for this workshop




Characteristics of “difficult patients”

Imagine that you're going to be working with 3 of
your “difficult patients” in a row today. What are

your thoughts /feelings?

NMhat can you do or say or think that could
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dec are willing to share ould be about how

you do you

® It might be a change that is good for you or that you feel that you “should” make, but have

been putting off.
@




4. Emphc

5. Tell/persuade the person to JUST DO IT.
® If you encounter resistance, repeat the above, perhaps more
/) emphatically!







JUST DO IT.




MY BUTT HURTS




4. How importc ake this change, on a scale

where O is not at all important, and 10 is extremely important

Then, give a short summary of what you heard of the person’s motivations for

change. Then ask: So what do you think you will do?




(X *Which one do you want to deliver?
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No Change-Pros

SUSTAIN TALK

Change- Cons Change-Pros

SUSTAIN TALK CHANGE TALK




Ambivalence is a normal and
defining state of human experience

I need to, but I don’t want to
I'd like to, but don’t think I can
I will one day, but not today

vant to, but it’s really hard.
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* Disruption in the relationship
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oatient responses

ortable for us¢

® What are our concerns, fears, resentment?
O
PRESENTATION TITLE




natients

5e more comfortable

encountering these attitudes?
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Then when §

you know . «
better, do =
better.”
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* Do you have oo What'’s important to you today?

® What questions do you have?




AFFIRMATIONS

Focus on descriptions rather than

evaluations

Nurture strength-based attributes instead

of working from a deficit model

Recognize interesting qualities about the

client
Notice and appreciate a positive action
Should be genuine

Express positive regard and caring




“It takes courage to face such difficult problems”

“Thanks for doing all the hard work it took to get
here on time.”

“You really care a lot about your health and want to
make sure you make the best choice for yourself. ”

“Your willingness to respond to these hard questions
shows that you're really thinking about this. ”

our own answers and re




REFLECTIONS
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( *Helps patients /clients understand themselves
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- SUMMARIZE:

I






ons/statements




® Don’t pre

(f ® Your thoughts on how to best provide education/information
@







MI IS NOT EASY TO LEARN




REMEMBER......
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(/ People can and do learn MI. All the time!
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IF YOU TALK TO A MAN IN A
' UAGE HE UNDERSTANDS, THAT

HEAD. IF YOU TALK TQ
Nelson Mandela
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https://motivationalinterviewing.org/motivational-interviewing-training
https://attcnetwork.org/centers/global-attc/training-and-events-calendar
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