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A REVIEW OF THE KEY COMPONENTS

OF MOTIVATIONAL INTERVIEWING
Before outlining some practical tips for getting people ready to consider changing high-risk behaviors, here is a brief summary of things to keep in mind when you want to use elements of motivational interviewing in your interactions with family members.  The spirit of the approach is respectful, quietly attentive, and supportive of the individual’s right to make decisions and, if desired, take action.  The interviewer invites a client to look at both sides of the behavior change being considered and selectively reinforces the client’s own statements for making or maintaining the change.  The following elements, are adapted from Miller and Rollnick (1991, 2002), Miller and Sanchez (1994), and Rollnick and Miller (1995).

BE OPTIMISTIC ABOUT THE POSSIBILITY OF CHANGE.
EXPRESS APPRECIATION AND OFFER APPROPRIATE PRAISE TO PEOPLE THROUGHOUT THE PROCESS:  for the positive steps people take, for their honesty, for their willingness to consider change, for showing up. . .

USE OPEN-ENDED QUESTIONS to build rapport and to target the discussion.

LISTEN WITH EMPATHY.  Use respectful attention.  Demonstrate your desire to gain mutual understanding by giving short summaries of what you hear people saying.  Choose which thoughts and feelings to reflect back to people to help them focus on the issues of making a positive change. (“It’s important for you to be a good parent and you’re worried your drinking might affect your kids.”)  

WORK WITH PEOPLE AS A COLLABORATOR WHEN THE TOPIC IS CHANGE.  Step out of the “expert” role and come from the viewpoint that it is the individual’s responsibility to make changes.  Ask, “What do you want to do?”  “What do you think will work for you?”

RECOGNIZE THAT IT IS NORMAL TO HAVE MIXED FEELINGS ABOUT MAKING A CHANGE.  Invite individuals to look at the “pros” and the “cons” of their current behavior as well as the “pros” and “cons” of making a change.  

AVOID ARGUMENTS.  Arguments are hard work and are counter-productive.  Let the individual make the case for change.  Provide opportunities for people to see the gap between the way things are and the way they would like things to be.    

USE SUMMARIES OF WHAT YOU HEAR to clarify and to reinforce what the individual is saying about making or maintaining a change.  (“Let me make sure I’m getting this right...”)

MATCH YOUR STRATEGIES WITH THE PERSON'S READINESS TO CHANGE.  Assess the individual’s readiness, willingness, and ability to change the behavior in question and use appropriate strategies to stay with them in the change process.

PROVIDE FEEDBACK WITH PERMISSION and in a caring, collaborative manner.

GIVE ADVICE SPARINGLY and with respect for freedom of choice.

ASK FOR A DECISION TO CHANGE.  “What would you like to do about ________?”

PROVIDE A MENU OF OPTIONS FOR CHANGE.  Let individuals choose what they think will work best for them.
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