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Getting Started

Introductory Course 

• This simulation-based and interactive eLearning course is
designed for anyone with an interest in knowing more
about Motivational Interviewing.

• The Introductory level course provides a solid
introduction to MI for counsellors, addiction service
workers, health behaviour change personnel, mental
health professionals, doctors, nurses, employment
service personnel, criminal justice personnel,
homelessness services workers, or anyone who is
interested in helping people change behaviour.

• This manual is intended as an extra support for your
course. You can print it off or download it to your
computer or other device. Bear in mind that the tests,
simulations and audio aspects of your course will only be
accessible once you have logged in.

Things to know before you start the course:

• Throughout the course you will hear us refer to those delivering
behaviour change services as “facilitators” and those who are in
receipt of such services as “clients”. This is in recognition of the fact
that depending on your area of expertise and work, there will
undoubtedly be many differing designations.

• Tests – there are a number of tests at the end of each module. Please
complete these before moving on to the next module. We take a
progressive pedagogy approach to our training delivery. If you make
a mistake or get a question wrong, the system will allow you to go
back to restudy, learn where you went wrong, and then retry.

• Course Library/Resource Material – You will have access to additional
course material to augment your learning during the course, once
you log in.

• Time limitation – you can complete the course in your own time, but
please bear in mind that there is an automatic system imposed time
limit of three months from the time you start the course.

• Certification – once you finish the course and have achieved at least
an 80% pass rate in the course tests, you will be able to download
your certificate of completion.

Sample from course manual
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Contents of our MI Introductory Level eLearning Course       
Getting Started 

Course objectives 

Course outcomes 

Module One – Ten things to know about Motivational Interviewing 

MI an evidence based approach 

MI in a variety of situations 

MI and ambivalence 

MI and other approaches 

MI a person centered approach 

Motivation is elicited from the client 

MI does not use direct persuasion 

MI is directive in resolving ambivalence 

MI and interpersonal interaction 

MI is a partnership approach 

Module Two – Understanding motivational theory 

What is motivation? 

Motivational theory 

Motivation and change 

Motivation from within the client 

Motivation and ambivalence 

Ambivalence and sustain talk - resistance 
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Module Three – A model of behavior change 

The stages of change process 

What does the model look like? 

Precontemplation 

Contemplation 

Preparation 

Action 

Maintenance 

Relapse/set back 

After relapse/set back 

Different strategies for different stages

Module Four – Defining motivational interviewing 

Two brief definitions of motivational interviewing 

Text book definition of motivational interviewing 

The style of motivational interviewing 

Module Five – The underlying spirit of motivational interviewing 

The spirit of motivational interviewing 

Not technique focused

Four key interrelated elements 

An interpersonal style

What is not a motivational interviewing style
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Module Six – The key processes of motivational interviewing

The four processes of motivational interviewing

Engaging

Focusing

Evoking

Planning
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Module One

10 things to know about Motivational Interviewing
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Motivational Interviewing – An Evidence Based Methodology

1111
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2
MI has become a core component of a variety of 
interventions used by direct-service providers and 
organisations. Some of the areas that MI has been 
effectively incorporated into include:

Example Area Example Area

Substance Misuse/Addiction Services Tobacco Cessation

Mental Health Social Work

Psychiatry Homelessness Services

Primary Healthcare Child Care Systems

Nursing Social Inclusion Areas

Employment Services Criminal Justice System
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3
It is the client's task, not the facilitator's, to
articulate and resolve his or her ambivalence.

Ambivalence takes the form of a conflict  
between two courses of action, each of which  
has perceived benefits and costs associated with  
it. Many clients have never had the opportunity  
of expressing the often confusing, contradictory  
and uniquely personal elements of this conflict,  
for example, "If I stop drinking I will feel better 
about myself, but I might also end up with no  
friends, which will make me feel unhappy and  
lonely." The facilitator's task is to facilitate  
expression of both sides of the ambivalence  
impasse, and guide the client toward an  
acceptable resolution that triggers change.
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4

Motivational Interviewing differs from some of the more 
traditional approaches in the behaviour change area.

Motivational interviewing is a  

therapeutic approach that was  

originally developed in the alcohol  

and other drugs field by William  

Miller and Stephen Rollnick (Miller,  

1983; Miller & Rollnick, 1991). 
Previous approaches to the  

treatment of addiction behaviours  

tended to view continued substance 

use as evidence of inherent  

personality defects, such as denial.
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5
MI utilises the principles and practices of person
centred counselling.

An MI approach encourages the person 
to move through the stages of change  
and to make personal choices along the  
way. A person's resistance is viewed as  
evidence of conflict or ambivalence and 
is met with reflection rather than a  
confrontational style.
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6

Motivation to change is elicited from the
client and not imposed from without.

Other motivational approaches have  
emphasised coercion, persuasion,  
constructive confrontation, and the use  
of external contingencies (e.g., the  
threatened loss of job or family). Such  
strategies may have their place in  
evoking change, but they are quite  
different in spirit from motivational  
interviewing which relies upon  
identifying and mobilising the client's  
intrinsic values and goals to stimulate  
behaviour change.
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7
Direct persuasion is not an effective method for
resolving ambivalence.

It is tempting to try to be  
"helpful" by persuading the  
client of the urgency of the  
problem and about the benefits 
of change. It is fairly clear,  
however, that these tactics  
generally increase client  
resistance and diminish the  
probability of change.
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8
The facilitator is directive in helping the client
to examine and resolve ambivalence.

Motivational interviewing does not 
involve training of clients in 

behavioural coping  skills, although the 

two approaches are  not incompatible. 

The operational  assumption in 

motivational interviewing is that 

ambivalence or lack of resolve is  the 

principal obstacle to be overcome in 

triggering change. Once that has been  

accomplished, there may or may not be  

a need for further intervention such as  

skill training.
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9

Readiness to change is not a client trait, but a
fluctuating product of interpersonal interaction.

The facilitator is therefore highly  
attentive and responsive to the client's  
motivational signs. Resistance, or sustain  
talk and "denial" are seen not as client  
traits, but as feedback regarding  
facilitator behaviour. Client resistance is  
often a signal that the facilitator is  
assuming greater readiness to change  
than is the case, and it is a cue that the  
facilitator needs to modify motivational  
strategies.
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The MI intervention is more like a partnership or  
companionship than that of expert/recipient.

The facilitator respects the  
client's autonomy and freedom of 
choice (and consequences)  
regarding his or her own  
behaviour. The facilitator does  
not impose a point of view on the  
client.
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Module Six

The Key Processes of Motivational Interviewing
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The Four Key Processes of 
Motivational Interviewing

There are four central processes  
that Miller and Rollnick (2013)  
believe skilful motivational  
interviewing contains. These four 
processes may not all occur in  
one session or in rigid sequence. 
However, they typically overlay  
and interact with each other  
throughout motivational  
interviewing.

Engaging

Focusing

Evoking 

Planning
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Engaging

The first process in MI is to engage the  
client in a collaborative working  
relationship, and establish an  
atmosphere of acceptance and trust  
within which clients can explore their  
concerns. Engagement of the client is an 
essential process to allow this  
exploration to occur and is the relational 

foundation of motivational interviewing.
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Focusing

Focusing in MI is an ongoing 
process of seeking and 
maintaining direction. The 
focusing process within MI is 
about finding that direction 
and within it more specific 
achievable goals. There are 
three styles of focusing in MI. 
A skilful facilitator will use all 
three styles and move across 
them flexibly as appropriate 
for the client and the 
situation 

Directing:
There are numerous situations in which the 
client requires the facilitator to decide, act 
and advise in such a directing style

Following:
In the context of behaviour change, when you 
follow someone, you are letting them make 
decisions in their own time without any 
pressure to change one way or the other

Guiding:
The guiding style is employed to help the 
client find their way. The effective guide will 
know what is possible, what options are 
available, and present these to the client
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Evoking

Evocation has been described as the  
heart of motivational interviewing.
The facilitator evokes the client’s  
arguments for change. Through this  
process there is a clear change goal  
that the facilitator and client work  
towards. To facilitate working  
toward this change goal, the  
facilitator is attuned to and guided  
by change talk.
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Planning

• Once the client has identified significant
reasons for change and made a
commitment for change, the facilitator’s
role is to assist in making the change
process occur through careful planning.

• A specific plan of action is developed ina
conversation about action that covers a
range of topics.
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Getting Started

Intermediate Course

• This simulation-based and interactive eLearning course is
designed for facilitators of behaviour change who are
working directly with clients.

• The Intermediate level course is designed for those who
have completed our Introductory level course, or who
have developed a solid understanding of MI through
other previous learning, and are interested in improving
their skills. The eLearning course is appropriate for
counsellors, addiction service workers, health behaviour
change personnel, mental health professionals, doctors,
nurses, employment service personnel, criminal justice
personnel, homelessness services workers or anyone
who is interested in helping people change behaviour.

• This manual is intended as an extra support for your
course. You can print it off or download it to your
computer or other device. Bear in mind that the tests,
simulations, audio and video aspects of your course will
only be accessible once you have logged in.

Things to know before you start the course:

• Throughout the course you will hear us refer to those delivering
behaviour change services as “facilitators” and those who are in
receipt of such services as “clients”. This is in recognition of the fact
that depending on your area of expertise and work, there will
undoubtedly be many differing designations.

• Tests – there are a number of tests at the end of each module. Please
complete these before moving on to the next module. We take a
progressive pedagogy approach to our training delivery. If you make a
mistake or get a question wrong, the system will allow you to go back
to restudy, learn where you went wrong, and then retry.

• Course Library/Resource Material – You will have access to additional
course material to augment your learning during the course, once
you log in.

• Time limitation – you can complete the course in your own time, but
please bear in mind that there is an automatic system imposed time
limit of three months from the time you start the course.

• Certification – once you finish the course and have achieved at least
an 80% pass rate in the course tests, you will be able to download
your certificate of completion.

Sample from course manual
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Principles

Contents of our MI Intermediate Level eLearning Course 
Getting Started 

Course objectives 

Course outcomes 

Module One – A brief recap on the introductory level MI course 

MI an evidence based approach 

MI a definition 

The stages of change model 

MI and the four fundamental processes 

Module Two – Ten things to know about the principles and strategies of MI 

MI and empathy 

Empathetic communication 

Honest discussion 

Sustain talk and discord 

Sustain talk and change 

Confidence and change 

Ambivalence and change

Giving information 

MI as a way of being

Engaging the client in the process of change

Module Three – Four general principles of MI 
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Examples of working with ambivalence

Acceptance and empathy

Expressing empathy 

Examples of expressing empathy 

Discrepancy 

Examples of developing discrepancy 

Evoking change talk 

Preparatory change talk 

Examples of preparatory change talk 

Change talk and using DARN 

Mobilising change talk 

Examples of mobilising change talk

Supporting self-efficacy 

Self-efficacy and motivation 

Building self-efficacy 

Promoting self-efficacy 

Examples of developing self-efficacy 

Module Four – Dealing with ambivalence 

Working with ambivalence 

Ambivalence is normal 

Ambivalence and disparate feelings 

Accepting ambivalence

Ambivalence and the MI style 
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Module Five – Informing and giving advice in MI 

Providing clients with information 

Asking the client 

Providing client choice 

Evoking intrinsic motivation for change

Examples of informing and advising in MI 

Module Six – Roadblocks to change

Creating barriers 

Ordering or directing - warning or threatening 

Pressurised advice giving - arguing or lecturing 

Judging or criticising - shaming or labelling 

Interpreting or analysing 

Module Seven – The righting reflex

Change and intrinsic motivation 

What is the righting reflex? 

Longstanding behaviours 

A natural facilitator response

Motivation a dynamic state

Using the RULE approach
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Module Eight – The four core strategies of MI 

Using your OARS

Open ended questions

Examples of using open questions

Affirmation

Affirmation and positive reinforcement

Examples of using affirmations

Reflective listening

More on reflective listening

Purpose of reflective listening

Examples of using reflective listening

Summary

Example of using summary
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Module Eight

The Four Core Strategies of Motivational Interviewing
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Use Your OARS!

The acronym OARS, describes the 
first four intervention skills used 

by the facilitator to build a 
collaborative, trusting 

relationship and to enable the 
activation of the spirit and 
principles of motivational 

interviewing. 

The skill of using Open

ended questions, 

Affirmations, Reflections,

and Summaries, provides

the opportunity to move 
the change process 
forward by eliciting 

discussion about change. 

Copyright onlinesolutions 2016. All rights reserved



Ask Open Ended Questions

One technique for allowing clients to do most of the talking and 
encourage client speech is to ask open questions, that is, 

questions that do not invite brief or one word answers. While 
some closed questions may be necessary, it is better to start with 

questions that open the door for the client’s response. 

Skilful motivational interviewing requires the facilitator to 
respond in specific ways to the client. In the engaging and 
focusing process, open questions allow the facilitator to 
understand the client’s point of view and strengthen the 

collaborative relationship. 

Open questions also assist in evoking motivation to change and 
planning change. In general, a facilitator will ask an open 
question, and respond to the client’s reply with reflective 

listening, affirming, and summarising skills 
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Examples of using Open and Closed Questions

• Have you ever got help before with
your alcohol use?

• Do you want to do a detox?

• Are you interested in doing a training
course?

• What would you like to do about your
drinking?

• How do you think a detox might work
for you?

• What sort of training course would
seem right for you?

Closed Open
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Affirmation

In MI the facilitator respects and honours the clients worth, their  
ability for growth and change as well as their right to choose  
whether or not to make change. The use of affirmations or

developing rapport and encouraging open exploration.

This can be done in the form of compliments or statements of 
appreciation and understanding. Affirmations may involve  
reframing behaviours or concerns to allow the client to see  
themselves in a more positive light.

Affirmations will be more successful when they are appropriate  
to the social context, and are offered in a genuine and congruent  
manner. The key skill is to recognise and appropriately affirm the
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Affirmation 

• Affirmation can express genuine appreciation for client willingness to

discuss change

• It can be an opportunity to portray understanding

• Affirmations also send a strong signal of support

• Remember, affirmations are more powerful when they are specific

• They send the client a clear message of positive reinforcement
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Examples of using Affirmations

“I really appreciate you keeping your appointment today”

“Well done, managing to stay off cannabis for three days is 
great”

“You should be really proud of yourself, you took the risk and 
enrolled in the programme”

“Being a single mother of two children requires a lot of hard 
work, well done for being such a great mother”

“You have tried really hard and have managed to cut down 
your drinking to three days a week, that’s a really great 
achievement”
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Reflective Listening

The skill of reflective listening is an important and 
challenging aspect of motivational interviewing.  
In the first instance, reflective listening brings to  

life the principle of expressing empathy by  
showing the client that the facilitator  

understands their perspective.

Reflective listening is also a core skill used in  
motivational interviewing for guiding the client  

toward change. It is selective in that the  
facilitator chooses what to reflect from what the 

client has said.

There are guidelines in MI on what to reflect

during the evoking and planning process of

MI to enhance the communication process.
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More on Reflective Listening

In Motivational 
Interviewing, the 

facilitator makes a 
reasonable 

presumption at 
what the client’s 
message is and 

reflects this back to 
the client in the 

form of a statement.

in reflective 
listening is the 

way the facilitator 
responds to what 
the client has said. 

It is an effective 
way of confirming 

what the client 
means, rather 
than assuming 

what was meant

caution against 
using reflective 
statements that 
may block the 

communication 
process. These 

types of statements 
may include 

disagreeing, telling 
people what to do, 

giving advice, or 
providing solutions

Reflections should 
encourage the 

client into further 
exploration, 
progressing 

towards change, 
rather than simply 

repeating what 
the client has said 

without any 
direction or goal. 

The crucial element Miller and Rollnick
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Purpose Of Reflective Listening

Toclarify

To let them know that you have listened 

To  portray empathy

To let them know what youunderstand 

To  encourage further discussion

To  encourage ownership

To  highlight discrepancies in desired outcomes 

To  shape an interview/intervention
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Examples of using Reflections

Client: “Things are just so bad for me right now, I’ve lost a lot 
because of my heroin use. I used to have a good job as a 
mechanic you know”

Facilitator: “Your heroin use has cost you a lot, and you never 
thought things would get this bad but yet it sounds like you were 
well able to hold down a good job as a mechanic in the past” 

Client: “I couldn’t just give up drinking, I’d end up with no friends”

Facilitator: “It seems to you that if you gave up drinking you 
couldn't have any friends”

Client: “Its not that easy, my brother died from a heroin overdose 
and I’m still very cut up about it”

Facilitator: “I can only imagine how difficult that was for you and 
how it must seem like it would be hard for you to survive without 
using heroin”
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Summarising

Summaries promote  
understanding and indicatethat 
the facilitator has been listening 

to the client, and values their
perspective during the engaging 

and focusing process ofMI.

intentions and plans for
change during the planning 

processes are drawn together 
in a summary.

In this way, summarising clarifies 
what has been said by the client 
and provides anoverview of the 

content of the Motivational  
Interview.
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Example of a Summary

Ok Martina, just before we finish, let’s see if I have a sense of how things are 
for you at the moment. You heard about our service from your friend Mary and 
you felt that it is something that might be useful for you as well. You have 
come through a very difficult few years and were left badly affected by the 
very abusive relationship that you were involved in. However, I really admire 
the fact that you have managed to put that behind you now and you are 
determined to move on with your life. You would like to get back into a worth 
while training course so that you can finish your qualifications as a chef. 
However, you are not too sure yet how to go about achieving that. You are also 
concerned about child care issues and your mother’s health, in whose house 
you are living at the moment. 

In addition, you are concerned that your drinking and use of cannabis might be 
causing you some problems and you would like to look at ways of dealing with 
this. I really admire the fact that you came in today, it’s not easy to talk about 
personal issues like these.  You can think about  what you would like to talk 
about at our next meeting and we can make another appointment before you 
go. Does that sound ok?
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Getting Started

Advanced Course 

• This simulation-based and interactive eLearning course is
designed for facilitators of behaviour change who are
working directly with clients.

• The Advanced level course is designed for those who have
completed our Introductory and Intermediate level
courses, or who have developed a solid understanding of
MI through other previous learning, and are interested in
improving their skills. The eLearning course is appropriate
for counsellors, addiction service workers, health
behaviour change personnel, mental health professionals,
doctors, nurses, employment service personnel, criminal
justice personnel, homelessness services workers or
anyone who is interested in helping people change
behaviour.

• This manual is intended as an extra support for your
course. You can print it off or download it to your
computer or other device. Bear in mind that the tests,
simulations, audio and video aspects of your course will
only be accessible once you have logged in.

Things to know before you start the course:

• Throughout the course you will hear us refer to those delivering
behaviour change services as “facilitators” and those who are in
receipt of such services as “clients”. This is in recognition of the fact
that depending on your area of expertise and work, there will
undoubtedly be many differing designations.

• Tests – there are a number of tests at the end of each module. Please
complete these before moving on to the next module. We take a
progressive pedagogy approach to our training delivery. If you make a
mistake or get a question wrong, the system will allow you to go back
to restudy, learn where you went wrong, and then retry.

• Course Library/Resource Material – You will have access to additional
course material to augment your learning during the course, once
you log in.

• Time limitation – you can complete the course in your own time, but
please bear in mind that there is an automatic system imposed time
limit of three months from the time you start the course.

• Certification – once you finish the course and have achieved at least
an 80% pass rate in the course tests, you will be able to download
your certificate of completion.

Sample from course manual
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Dealing with sustain talk in MI

Contents of our MI Advanced Level eLearning Course                     
Getting Started 

Course objectives 

Course outcomes 

Module One – A brief recap on the intermediate level MI course 

The stages of change model 

The four fundamental processes of MI 

Four general principles of MI 

Resisting the righting reflex 

Module Two – Ten things to know about change talk, sustain talk and planning 

Words and speech 

Recognising and eliciting change talk 

Evoking change talk 

Changing the concept of resistance 

Sustain talk in MI 

Responding to sustain talk - resistance 

Discord in MI 

Change talk - vs - sustain talk 

Action planning

Developing a change plan

Module Three – Managing sustain talk and discord 
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Lack of confidence

Reflective listening and sustain talk 

Change talk and sustain talk 

Responding to discord

Examples of responding to discord 

Emphasising client autonomy 

Module Four – Change talk strategies 

Looking for change talk 

A caution 

Examples of change talk strategies 

The ‘pros and cons’ technique

Change talk and the ‘pros and cons’

Typical use of the ‘pros and cons’

Examples of using the ‘pros and cons’

How to conduct the ‘pros and cons’

Evoking change talk by ‘looking back’

Evoking change talk by ‘looking forward’ 

Evoking change talk by ‘exploring goals’ 

Evoking change talk using the ‘importance to change scale’ 

How to conduct the ‘importance to change scale’ 

Useful questions for exploring importance 

Module Five – Evoking hope and confidence

Evoking hope
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A six step format

Evoking hope using three techniques

Module Six – Strengthening confidence 

Confidence and self-efficacy 

Strengthening confidence using three techniques

The ‘confidence to change scale’ 

How to conduct the ‘confidence to change scale’ 

Useful questions for building confidence 

Responding to confidence talk 

Module Seven – change planning 

Moving towards a change plan

From evoking to planning

Planning

Client indicators 

Developing a change plan

Involving the client 

Building client commitment 

Module Eight – An MI framework and brief MI interventions 

A useful framework for MI 

Strategies and the stages of change model

Brief MI interventions 

Conducting a brief MI intervention 

A framework for brief MI interventions 
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Using the FRAMES technique for brief MI interventions

Responsibility

Advice

Menu of options

Empathy

Self-efficacy

Ending a brief MI intervention
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Module Six

Strengthening Confidence
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Strengthening Confidence

• Self-efficacy is a person’s belief in their ability to
successfully achieve a specific goal or task.

• Motivational interviewing enhances a client’s self-
efficacy by increasing their confidence in their
ability to cope with obstacles and succeed in
change. The facilitator achieves this by seizing
opportunities to support and re-iterate the positive
statements the client makes about mastering past
and present problems.
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Strengthening Confidence

A number of different techniques can be used to strengthen a 
client’s level of confidence: 

• Affirmation: Building confidence and hope can be achieved by
affirming the client’s strengths. This can be accomplished by
simply asking the client what they believe their positive attributes
are and then exploring these using reflective listening.

• Reframing: If the client starts to list their failures, often reframing
failure in a way that encourages change can be helpful.
Acknowledge the validity of the client’s observations but offer a
new meaning or interpretation. The client’s information is recast
into a new form and viewed in a new light that is more likely to
be helpful and to support change.

• Confidence Talk: The client’s confidence to make change can be
increased by evoking confidence talk. Using open questions and
listening for ability language such as ‘can’, ‘able to’, ‘could’, as well
as the client’s own ideas.
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Strengthening Confidence - Using the ‘Confidence to Change Scale’ 

Ok Martina, we have talked little bit about how 
important it is for you to change your use of 
cocaine and you’ve said you would put yourself 
at about 8 on that scale we used. Would you 
mind now if we looked at your confidence in 
relation to making that change, using a similar 
scale?   

How confident are you that you can make the 
changes that we discussed previously in relation 
to your use of cocaine? If 1 is ‘not confident’ 
and 10 is ‘very confident’, where would you put 
yourself on that scale?
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Confidence to Change Scale

1         2        3     4      5    6    7    8      9      10

Not Confident Totally Confident

On a scale of 1 to 10 with 1 being not confident and 10 being 
totally confident where would you put yourself in relation to 

changing your………..?

Why did you not put yourself further back on the scale?

What would you need to do to get you further up on the scale?
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Useful questions for exploring and buildingConfidence

What would make you more confident about 
making these changes?

You certainly haven't put yourself right down  
at the end of the scale, tell me a little bit about 
that, why not?

What could you do that would help youto 
move up higher on the scale?

How can I help you succeed?

Is there anything you found helpful in any 
previous attempts to change?
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Responding to Confidence Talk

• When the client talks about their confidence and
success with change, it is important for the
facilitator to affirm and reinforce confidence talk.

• The central skill here is reflective listening,
listening for themes, experiences, ideas and
perceptions that indicate the client’s confidence
to make the change. Reflect these preferentially,
both immediately when they occur and in
subsequent summaries.

Copyright onlinesolutions 2016. All rights reserved



Ability—A form of client preparatory change talk that reflects perceived personal capability of making a 
change; typical words include can, could, and able.

Absolute Worth—One of four aspects of acceptance as a component of MI spirit, prizing the inherent  
value and potential of every human being.

Acceptance—One of four central components of the underlying spirit of MI by which the interviewer  
communicates absolute worth, accurate empathy, affirmation, and autonomy support.

Accurate Empathy—The skill of perceiving and reflecting back another person’s meaning; one of four  
aspects of acceptance as a component of MI spirit.

Activation Language—A form of client mobilizing change talk that expresses disposition toward action, 
but falls short of commitment language; typical words include ready, willing,  considering.

Affirmation—One of four aspects of acceptance as a component of MI spirit, by which the counselor 
accentuates the positive, seeking and acknowledging a person’s strengths and   efforts.

Affirming—An interviewer statement valuing a positive client attribute or  behavior.

Agenda Mapping—A short focusing metaconversation in which you step back with the client to choose  a 
direction from among several options.

Agreement with a Twist—A reflection, affirmation, or accord followed by a  reframe.

Ambivalence—The simultaneous presence of competing motivations for and against  change.

Amplified Reflection—A response in which the interviewer reflects back the client’s content with greater  
intensity than the client had expressed; one form of response to client sustain talk or discord.

Apologizing—A way  of responding to discord by taking partial responsibility.

Assessment Feedback—Providing a client with personal feedback of findings from an evaluation, often  
in relation to normative ranges; see Motivational Enhancement Therapy.

Assessment Trap—The clinical error of beginning consultation with expert information gathering at the  
cost of not listening to the client’s concerns. See also Question–Answer Trap.

Autonomy Support—One of four aspects of acceptance as a component of MI spirit, by which the  
interviewer accepts and confirms the client’s irrevocable right to self-determination and   choice.

Blaming Trap—The clinical error of focusing on blame or fault-finding rather than  change.

Glossary of Motivational Interviewing Terms 
from Motivational Interviewing, Third Edition, (2013)William R Miller and Stephen Rollnick, The Guildford Press 
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Bouquet-A particular kind of summary that collects and emphasizes the client's change talk .  

Brainstorming- Generating  options without initially critiquing them.

CATs-An acronym for three subtypes of  client mobilizing  change talk: Commitment, Activation, and

Taking Steps.

Change Goa l -A  specific target for change in motivational interviewing; typically a particular behavior  

change, although it may also be a broader goal (e.g., glycemic control) toward which there are  multiple 

avenues of approach.

Change P lan -A  specific scheme to implement  a change goal.

Change Ru ler -A  rating scale, usually 0-10, used to assess a client's motivation for a particular change; 

see Confidence  Ruler and Importance Ruler.

Change Talk-Any client speech that favors movement  toward a particular  change goal.

Chat Trap-The clinical error of engaging in excessive small talk and informal chat that does not 

further the processes  of  engaging, focusing,  evoking, and planning.

Client-centered  Counseling-See Person-centered Counseling.

Closed  Question-A question that asks for yes/no,  a short answer, or specific information.

Coaching-The process of  helping someone to acquire skill.

Collaboration-See Partnership .

Collecting Summary-A special form of reflection that pulls together a series of interrelated items that 

the person has offered. See also Summary.

Coming Alongside-A response to persistent sustain talk or discord in which the interviewer accepts 

and reflects the client's theme.

Commitment Language-A form of client mobilizing change talk that reflects intention or disposition 

to carry out change; common verbs include will, do, going to.

Compassion-One of four central components of the underlying spirit of MI by which the interviewer 

acts benevolently  to promote  the client's welfare, giving priority to the client's needs.

Complex Refiection- An interviewer reflection that adds additional or different meaning beyond what 

the client has just  said; a guess as to what the client may have  meant.

Confi, dence Ruler -A  scale (typically 0-10) on which clients are asked to rate their level of confidence  

in their ability to make a particular change.

Confi, dence Talk-Change talk that particularly  bespeaks ability  to change.

Confront- ( 1) as a goal: to come face to face with one's current situation and experience; (2) as a 

practice: an MI-inconsistent  interviewer  response  such as warning, disagreeing, or arguing.
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Continuing the Paragraph—A method of reflective listening in which the counselor offers what might  
be the next (as yet unspoken) sentence in the client’s   paragraph.

DARN—An acronym for four subtypes of client preparatory change talk: Desire, Ability, Reason,  and
Need.

Decisional Balance—A choice-focused technique that can be used when counseling with neutrality,  
devoting equal exploration to the pros and cons of change or of a specific plan.

Depth of Reflection—The extent to which a reflection contains more than the literal content of what a  
person has already said. See also Complex Reflection.

Desire—A form of client preparatory change talk that reflects a preference for change; typical verbs  
include want, wish, and like.

Directing—A natural communication style that involves telling, leading, providing advice, information,  
or instruction.

Direction—The extent to which an interviewer maintains in-session momentum toward a change  goal.

Discord—Interpersonal behavior that reflects dissonance in the working relationship; sustain talk does  
not in itself constitute discord; examples include arguing, interrupting, discounting, or   ignoring.

Discrepancy—The distance between the status quo and one or more client change  goals.

Docere—(Latin verb infinitive) To inform, in the sense of installing knowledge, wisdom, insight;  
etymologic root of doctrine, indoctrinate, docent, and doctor.

Double-Sided Reflection—An interviewer reflection that includes both client sustain talk and change  
talk, usually with the conjunction  “and.”

Ducere—(Latin verb infinitive) To elicit or draw out; a Socratic approach; etymologic root of education  
(e ducere); compare with Docere.

Elaboration—An interviewer response to client change talk, asking for additional detail, clarification, or  
example.

Elicit–provide–elicit—An information exchange process that begins and ends with exploring the client’s  
own experience to frame whatever information is being provided to the   client.

Empathy—The extent to which an interviewer communicates accurate understanding of the client’s  
perspectives and experience; most commonly manifested as reflection.

Emphasizing Personal Control—An interviewer statement directly expressing autonomy support,  
acknowledging the client’s ability for choice and  self-determination.

Engaging—The first of four fundamental processes in MI, the process of establishing a mutually  
trusting and respectful helping relationship.

Envisioning—Client speech that reflects the client imagining having made a  change.

Copyright onlinesolutions 2016. All rights reserved



Equipoise—The clinician’s decision to counsel with neutrality in a way that consciously avoids guiding a  
client toward one particular choice or change and instead explores the available options equally.

Evocation—One of four central components of the underlying spirit of MI by which the interviewer  
elicits the client’s own perspectives and motivation. See also  Ducere.

Evocative Questions—Strategic open questions the natural answer to which is change   talk.

Evoking—The third of four fundamental processes of MI, which involves eliciting the person’s own  
motivation for a particular change.

Expert Trap—The clinical error of assuming and communicating that the counselor has the best  
answers to the client’s  problems.

Exploring Goals and Values—A strategy for evoking change talk by having people describe their most  
important life goals or values.

Focusing—The second of four fundamental processes of MI, which involves clarifying a particular goal  
or direction for change.

Following—A natural communication style that involves listening to and following along with the  
other’s experience without inserting one’s own  material.

Formulation —Developing a shared picture or hypothesis regarding the client’s situation and how it  
might be addressed.

FRAMES—An acronym summarizing six components commonly found in effective brief interventions  
for alcohol problems: Feedback, Responsibility, Advice, Menu of options, Empathy, and Self-

efficacy.

Goal Attainment Scaling—A method originally developed by Thomas Kiresuk for evaluating treatment  
outcomes across a range of problem areas.

Goldilocks Principle—In order to be motivating, a discrepancy should be not too large or too small.

Guiding—A natural communication style for helping others find their way, combining some elements of  
both directing and following.

Implementation Intention—A stated intention or commitment to take a specific  action.

Importance Ruler—A scale (typically 0–10) on which clients are asked to rate the importance of making  a 
particular change.

Integrity—To behave in a manner that is consistent with and fulfills one’s   core values.

Intrinsic Motivation—The disposition and enactment of behavior for its consistency with personal goals  
and values.

Key Question—A particular form of question offered after a recapitulation at the transition from
evoking to planning, that seeks to elicit mobilizing change  talk.
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Labeling Trap—The clinical error of engaging in unproductive struggles to persuade clients to accept a  
label or diagnosis.

Lagom—(Swedish) Just right; not too large, not too small. See also Goldilocks Principle.

Linking Summary—A special form of reflection that connects what the person has just said with  
something you remember from prior conversation. See also  Summary.

Looking Back—A strategy for evoking client change talk, exploring a better time in the   past.

Looking Forward—A strategy for evoking client change talk, exploring a possible better future that the  
client hopes for or imagines, or anticipating the future consequences of not   changing.

Menschenbild (German)—One’s fundamental view of human nature.

MET—An acronym for Motivational Enhancement Therapy.

MIA–STEP—A package of training materials for MI supervisors, produced by the U.S. Center for  
Substance Abuse Treatment.

MINT—The Motivational Interviewing Network of Trainers, founded in 1997 and incorporated in 
2008 (www.motivationalinterviewing.org).

MISC—The Motivational Interviewing Skill Code, introduced by Miller and Mount as the first system  
for coding client and interviewer utterances within motivational interviewing.

MITI—The Motivational Interviewing Treatment Integrity coding system, simplified from the  MISC
and focusing only on interviewer responses, to document fidelity in MI  delivery.

Mobilizing Change Talk—A subtype of client change talk that expresses or implies action to change;  
examples are commitment, activation language, and taking steps.

Motivational Enhancement Therapy (MET)—A combination of motivational interviewing with
assessment feedback, originally developed and tested in Project MATCH.

Motivational Interviewing—

 Lay definition: A collaborative conversation style for strengthening a person’s own motivation and  
commitment to change.

 Clinical definition: A person-centered counseling style for addressing the common problem of  
ambivalence about change.

 Technical definition: A collaborative, goal-oriented style of communication with particular  
attention to the language of change, designed to strengthen personal motivation for and  
commitment to a specific goal by eliciting and exploring the person’s own reasons for change  
within an atmosphere of acceptance and compassion.

Need—A form of client preparatory change talk that expresses an imperative for change without  
specifying a particular reason. Common verbs include need, have to, got to, must.

OARS—An acronym for four basic client-centered communication skills: Open question, Affirmation,  
Reflection, and Summary.
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of change or worst consequences of status quo.

Open Question-A question that offers the client broad latitude and choice in how to respond; compare 

with  Closed Question.

Orienting-The process of finding a direction for change when the focus of consultation is unclear. See 

also Focusing.

Overshooting-A reflection  that adds intensity to the content or emotion expressed by a client. See  also

Ampli fied Reflection.

Partnership- One of four central components of the underlying spirit of MI by which the interviewer 

functions as a partner or companion, collaborating with the client's own expertise.

Path Mapping-The process of choosing a change plan when there are several possible routes toward 

the goal.

Permission- Obtaining by the interviewer of  client assent before providing  advice or information.

Person-centered Counseling-A therapeutic approach introduced by psychologist Carl Rogers in which

people explore their own experience within a supportive, empathic, and accepting relationship; also

called client-centered counseling.

Phase 1 - A  term used in prior editions of M otivational Interviewing to describe the earlier "uphill" 

period of engaging, guiding, and evoking, in which the general goal is to elicit and strengthen client 

motivation for change.

Phase 2 - A  term used in prior editions of M otivational Interviewing to describe the latter "downhill" 

period of planning in which the general goal is to elicit and strengthen commitment to a change 

goal  and to negotiate a specific change plan.

Planning-The fourth fundamental process of MI, which involves developing a specific change plan that 

the client is willing to implement .

Prefacing-A specific form of permission in which the interviewer does not directly ask the client's leave  to 

provide information  or advice, but instead precedes  it with an autonomy support statement.

Premature Focus Trap-The clinical error of focusing before engaging, trying to direct before you have 

established a working collaboration and negotiated common  goals.

Preparatory Change T a l k - A  subtype of client change talk that expresses motivations for change 

without stating or implying specific intent or commitment to do it; examples are desire, ability, 

reason, and need.

Q Sorting-A technique developed by William Stephenson, a colleague of Carl Rogers, in which a 

person sorts cards describing attributes into piles ranging from "not like me" to "very much like 

me."

Querying Extremes-A strategy for evoking change talk  by asking clients to imagine best  consequences
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contentious topic or perspective.

Question-Answer Trap-The clinical error of asking too many questions, leaving the client in the  

passive role of answering them. See also Assessment  Trap.

Reactance-The natural human tendency to reassert one's freedom when it appears to be   threatened.

Readiness Ruler - See Change Ruler.

Reason-A form of  client pre parator y  change talk that describes a specific if-then motive for  change.

Recapitulation- A bouquet summary offered at the transition from evoking to planning, drawing  

together the client's change talk.

Refiective Listening-The skill of "active" listening whereby the counselor seeks to understand the  

client's subjective experience, offering reflections as guesses about the person's meaning. See also  

Accurate Empathy.

Refiection-An interviewer statement intended to mirror meaning (explicit or implicit) of preceding  

client speech. See also Simple  Reflection,  Complex Reflection.

Reframe- An interviewer statement that invites the client to consider a different interpretation of what  

has been said.

Resistance-A term previously  used  in MI, now deconstructed  into its components: sustain talk and

discord.

Righting Refiex- The natural desire of helpers to set things right, to prevent harm and promote client  

welfare.

Running Head S tar t -A  strategy for eliciting client change talk in which the interviewer first explores  

perceived  "good things" about the status quo, in order to then query the  "not-so-good things ."

Self-Actualization- The pursuit and realization of one's core values-becoming what one is meant to  

be. See also Telos.

Self-Disclosure- Sharing something of oneself that is true when there is good reason to expect that it  

will be helpful to the client.

Self-E f ficacy-A client's perceived ability to successfully achieve a particular goal or perform a  

particular task; term introduced by  Albert Bandura.

Self-Esteem-A  client's general level of perceived worth.

Self-Motivational  Statement- See  Change Talk.

Self-Regulation- The ability to develop a plan of one's own and to implement behavior in order to carry  

it out.

Shifting  Focus-A way of responding to discord  by redirecting attention and discussion to a  less
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Simple Reflection—A reflection that contains little or no additional content beyond what the client has  
said.

Smoke Alarms—Interpersonal signals of discord in the working  alliance.

Spirit—The underlying set of mind and heart within which MI is practiced, including partnership,  
acceptance, compassion, and evocation.

Stages of Change—Within the transtheoretical model of change, a sequence of steps through which  
people pass in the change process: precontemplation, contemplation, preparation, action, and  
maintenance.

Status Quo—The current state of affairs without change.

Summary—A reflection that draws together content from two or more prior client statements. See also
Collecting Summary, Linking Summary, Transitional Summary.

Sustain Talk—Any client speech that favors status quo rather than movement toward a change goal.

Taking Steps—A form of client mobilizing change talk that describes an action or step already taken  
toward change.

Telos—(Greek) The natural, mature end state of an organism toward which it grows, given optimal  
conditions.

TNT—An acronym for a Training of New Trainers in motivational interviewing; begun in  1993.

Transitional Summary—A special form of reflection to wrap up a task or session by pulling together  
what seems important and signal a shift to something  new.

Transtheoretical Model—A complex model of change developed by James Prochaska and Carlo  
DiClemente, one part of which describes stages of change.

Undershooting—A reflection that diminishes or understates the intensity of the content or emotion  
expressed by a client.

Values—A person’s core goals or standards that provide meaning and   direction in life.

Values Sorting—A technique used by Milton Rokeach and others, in which a person gives priority  
rankings to various values, for example, by sorting cards into piles ranging from “not at all  
important” to “most important.”

Working Alliance—The quality of the collaborative relationship between client and counselor, which  
tends to predict client retention and outcome.
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