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How important do you think your style/approach is in 
determining likely successful outcomes with clients?

ⓘ Start presenting to display the poll results on this slide.



How confident are you that your style/approach maximises 
opportunities for successful outcomes?

ⓘ Start presenting to display the poll results on this slide.



1. Have an understanding of:

• What Motivational Interviewing is 

• The spirit of Motivational 
Interviewing

• The 4 Key Principles

Learning Objectives



Where is MI Used?



Motivational Interviewing
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“a directive, client-centred 
counselling style for eliciting 
behaviour change by 
helping clients to explore 
and resolve ambivalence”

• Supports what client wants 
• Explores the reasons for 

changing and not changing
• Focus on client’s motivation
• Guiding, not coercive, not 

persuasion 

=



Ambivalence 
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What do you 
understand by 
‘ambivalence’? 
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“I used to enjoy walking in the morning, 
it made me feel good for the rest of the 
day. But I feel too tired in the mornings 

now, I need that extra bit of sleep. ”

“I’d like to play football 
on Saturday and see 

friends. The thing is, it 
would take up my 
whole afternoon, I 

have a lot to do. 

“If I started cycling to work I could save 
money on parking and lose a bit of 

weight. But the quickest route doesn’t 
look that safe. Anyway I’d be hot and 

sweaty by the time I got to work.  



Every problem was once a solution!
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• Why lifestyle factors are so hard to 
change 

• Was (or may still be) a solution to 
another problem 

• Try to solve worry, stress, anxiety, 
loneliness, boredom

• Use smoking, eating, drinking … to try 
to feel calmer, more relaxed, excited, 
happier



You are a health care professional 
and have a 10 min slot per patient. 

You know your next patient is a 
smoker and that it’s affecting their 
breathing. There’s an urgent need 

for them to stop.  
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You don’t want to attend your GP 
appointment. You are tired of 
everyone telling you to stop 
smoking. Going out for your 

cigarette breaks are your only me 
time. You’re sure the breathlessness 

is temporary. 

Persuasion Scenario



Righting Reflex - Don’t do this, do that

Credit: Professor Stephen Rollnick, Co-creator Motivational Interviewing.
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Think about a 
great teacher, 
manager or 

mentor 

What traits made that 
person so great?

A Good Counsellor



What makes a good 'counsellor'

ⓘ Start presenting to display the poll results on this slide.



The Spirit of MI

• Motivation to change comes from within

• Persuasion is not an effective method

• The client is the expert of their own lives

• The counsellor is the guide – quiet and 
eliciting

• Readiness to change is fluctuating, not a 
client trait

• The relationship is a collaborative 
partnership, not expert vs. recipient
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“People learn best by that which they 
themselves have discovered”



The Spirit of MI
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The client is the expert

Their task is to articulate and 
resolve their ambivalence.

The counselor is the guide

Their task is to help the client to 
examine and help resolve 

ambivalence. 
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Respect client autonomy

1. Express empathy 

2. Develop discrepancy 

3. Roll with resistance 

4. Support self-efficacy 

4 Key Principles of MI
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Build rapport

Goal and current behaviour

Client is able to change



1. Express Empathy 

“The ability to experience the thoughts, emotions, and direct 
experience of others”

• Understand their perspective 

• Put aside preconceptions 

• Sympathy is a feeling of care and understanding for the suffering of 
others, empathy goes beyond this
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2. Develop Discrepancy  

• Identify the difference between current 
behaviour and goal behaviour - where do they 
want to be and where are they now?

• Draw out the pros and cons of change - client 
expresses reasons for change

• Pros = Self-motivational statements

✓Problem recognition

✓Expression of concern

✓ Intention 

✓Optimism for change
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3. Roll with Resistance 

• Counsellor behaviours can increase client 
resistance 

• Arguing, challenging, disputes, sarcasm, 
disbelief, resisting negative information 

• Don’t let them practice the arguments for 
changing!
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Where does 
resistance 

come from?



4. Support Self-Efficacy 

“Belief in our capabilities to produce 
effects”

• Communicate to the client they are able to 
change 

• Increase client’s confidence 

• Impart belief in the possibility to change
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Thoughts and reflections

• Your key takeaways?
• Any light bulb moments?
• Anything you don’t understand?
• Questions?



How close to the spirit of MI do you think your personal style 
has been up until now?

ⓘ Start presenting to display the poll results on this slide.



Has today's session made you reflect upon your own style and 
approach?

ⓘ Start presenting to display the poll results on this slide.



End Module 3: An 
Introduction to 
Motivational Interviewing

See you next time to start 
on skills and techniques

Change Talk: Positive Conversations for Physical Activity


