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Something about the perspective and
thoughts about others, communication
and motivation

A man in a hot air balloon realized he was
lost. He reduced altitude and spotted a

We|c0me woman below

He descended a bit more and shouted

"Excuse me, can you help me? | promised a
friend | would meet him an hour ago, but |
Allan Fohlmann dOﬂ't knOW Where I am."

The woman below replied, "You're in a hot air

balloon hovering approximately 30 feet above the
ground. You're between 40 and 41 degrees north latitud|
and between 59 and 60 degrees west longitude.”

"l am," replied the balloonist, "but how did
you know?"

"Well," said the woman, "you don't know where
you areor where you're going.

You have risen to where you argue to a large
guantity of hot air.

You made a promise which you've no idea how td
keep, and you expecpeople beneath you to
solve your problems.

The fact is you are in exactly the same position
you werein before we met, but now, somehow,
it's my fault."

"You must be an engineer," said the balloonist.

"l am," replied the woman, "How did you know?"

"Well," answered the balloonist, "everything you toldme
is, technically correct, but I've no idea what tanake of
your information, and the fact is I'm stilllost.

Frankly, you've not been much help at all. l&nything,
you've delayed my trip."

The woman below responded, "You must be in
Management."
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Much of this is about: What's your name?  Who are you?  Where do you
A What we say to each other and how we say it come from?
A How we look at each other Wishes?
A How we interprethe actionsof others Desires? Thoughts?
A Our experiences with others Hopes?
A Our experiences with people like the one in front What's in the stars?

me Reasons? Fears?

A Ulterior motives, bitter experiences and prejudicd Needs?
A And many other thingsvhich we will be looking a Expectations? Worries?

And much of this is often L

remaining unsaid and unreflected What's important for you?
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Wright it
down

0O Where
M1 -skills Ruler Lin&€tp

Where would you place yourself on a scafem 0 to 10,
describing how skilled you see yourself,
where 0 means 6not s
10 means O6exceedi

Interview each other using the following
guestions
What did you become aware of wheyou did
this??

1. What brought you there?
Qualities, Skills, Experiences, Mutual aid, Teamwork

. What will it take to move up a step or more?

3. Where on the scale would you like to be?
A Where it would be good enough?
A Where it would be satisfying?

4. What can we learn from this?

What Skills, Abilities, Experiences do
you already haveKnowledgeof MI?

Motivationeinterviewing

www. motivationalinterview.het

O Where am | ?26

Think about the following

Why are you here
and not (zero or a lower number)?

What brought you there?

Snce (almost) nothing comes for free

OtV ational N tErvieWinG

a way of being with and. for people*

|
Principles

Techniques

" Strategies

Rogers, 199
Allott 2007

How MI started

A Motivational interviewingegan
in abarber shon Norway in 198%™

A Bright Norwegian psychologist students was eng
in roleplay enactment of therapeutic methods.

A And they asked; What are you thinking as you s4
that? Why have you taken this line of approach r,
than another? Why that particular word? What
underlying model is guiding your methods? etc.

A That required Miller to make his approach explic

A The approach he had learned from his clients
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MI was not based on a theory

A Broadly grounded iRogeriarclientcentered
counseling approach

A Original based on implicit principles
emerging from intuitive practice

A Ml principles were stated before there was
empirical support or theory (1983)

A Elaboration and the development of Ml
arose from Miller& o | | miterackodss
(1991)

Miller 2004

Bem

| learned what | believe, * *©
from what | hear myself saying

People develop their attitudes b
observing their behavior and
concluding what attitudes must
have caused them

Motivational interviewingthe basic
A A way of being with the client
A Not a set of techniques
A Not a school
A Not a theory
A You examine and resolve ambivalence in
collaboration with the patient
A Readiness to change is not a client trait, but a
fluctuating product of interpersonal interaction
A The therapist's style is respectful and calm
A Themes are in focus, rather than solutions

MI is logically linked to:

ACar |
motivation

A LeonF e s t ithearyeof coOgnitive
dissonance

A DarylB e nms@lfperception theory

A JimProchaskand Carldi C| e me n
model whitranstheoreticatages othangg

Roger <liange énd o r

Hettema2007 Miller 2004

Motivational interviewingthe basic
A A way of being with the client
A Not a set of techniques
A Not a school
A Not a theory
A You examine and resolve ambivalence in
collaboration with the patient
A Readiness to change is not a client trait, but a
fluctuating product of interpersonal interaction
A The therapist's style is respectful and calm
A Themes are in focus, rather than solutions

RollnickS, Mill

Jf., Hesse 20

Motivation; between confrontation
and you lead the way, all the way

Confrontational
conversation

Motivational
interwieving

Client centered
therapy

At the client's The client decides Controlling
premises; also but the focus is

regarding directed towards
themes, form, the problems and Correctional
direction etc. ambivalence.

Setting boundaries

The therapist will
Unconditional Non confronting, determine focus
acceptance and non judgmental an try to convince
empathy and empathical the client

18
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What's the sign of an Ml
counselor?

Instructor MI counselor

A Instruct people A Encourage
A Want people to change Is patient

A Is the expert A Is supportive
A Tells A Listen

Carl Rogers:

When a personods
changes, his behavior changes
accordingly.

0The patient reagd

with her belief, not necessarily in
accordance with t
I and certainly not against her
per sonal belni

You think about your values, if
you become aware of them

How we see
ourselves

How we want to
see ourselves

MI Spirit

A = Autonomy vs. authority
C = Collaboration vs. confrontatio
E = Evocation vseducation

@People are generally better persuaded by
reasons which they have themselves
discovered, than by those which have co
into the mind of ot

Blaise Pascal:Pensees$tanker) 660

Its not a new problem

For what | do is not the
good | want to do; no, the
evil | do not want to do -
this | keep on doing.

(Romans 7:19
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Try not to wrestle- Try to dance
What's important when you dance?

A Try to make it feel good

A Make it nice and smooth if possible

A Allow your partner to take the lead, to determi
the music, the steps and the closeness etc.

A Only take the lead if your partner ask for it,
wants it and allow it. Make sure not to overdo

A Go with the music

A Make your partner want to dance again anothg

time

DEFINITION :

oMotivational interviewing
IS aclientcentereddjrectivg
methodfor enhancing

Intrinsic motivatioio
change bgxploring and
resolving ambivalerice

http://www.motivationalinterview.org

Motivation

A Mativation is the activation or
energizationf goalorientated behavior

A Motivation is said to be intrinsic or extrinsic

A Mativation may be rooted in the basic need to
minimize physical pain and maximize pleasure
may include specific needs such as eating and
resting, or a desired objdaibby,goal, state of
beingjdeal, or it may be attributed to lepparent
reasons such akruismselfishnessnorality, or
avoidingmortality.

The first step towards getti
somewhere is to decide that
are not going to stay where

are.

John Pierpont Morgan

But First
Lets look at motivation

> B

In & moment..
|'will ask you the question:

What is motivation?

What is the components of motivation?
A Direction
A What is the person trying to do?
A Motivation to achieve? or
A Motivation to avoid?
A Effort
A How hard is the person trying?
A Stamina

A How long does the person keep on
trying?
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Interview each other in pairs

One is the listener; active and
interested and curious, and really
wants to know:

What is important for you.What is
fun, interesting, exciting to do, etc.
A What's your coolest projects?

A What is your driving force?

4 minutes for each one of you

What mo_tivates you?

What conclusions would your
patients reach?

A What would be important, fun,
Interesting, exciting to do, etc.

A What would be their coolest projects

A What would be the driving force?

Do we forget this?
Why?
What can we do abou®i

What conclusions did you reach?

AWhat was important, fun,
Interesting, exciting to do, etc.

AWhat was the coolest projects?
AWhat was the driving force?

AAnd Motivation iS?

The radio station
with most listeners?

WIIFM

What's In It For Me?

And then

donot

Wh y

Motivation and medication
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42—_60% of first
Old problem! ORUI e Of Booledrer@ee ¢

oKeep a w;{ 1/3 takes the medication as
on the faults of the prescribed

atients, which .
gften R R T 1/3 has such a low compliance /

about the taking of adherence, that the treatment is
things pr ¢ unlikely to be effective
1/3 is somewhere in between.

Hippocrates 460 B&ca. 370 BC . X
Institut for RationefFarmakoteraf2006,Urquhart199@sterbergk Blaschk005

Nature vs. Chemistry Why not take the medication?

' A e
| prefer nature rather than chemistry! AWhy do we take medication’
Cannabis more than 66 active agents: AWhy donot we ?

Something bad will happen
Something good will not happen
) It makes no difference

The brain is fragile ; A | forget

Don't know

I'm ambivalent
2

Chemistry is bad

-~ Decision balance

Change No Change S SN

Cons for not l Pros for not
changing changing
: ~ Consfor , s &Y.
, Pros for changing ’ changing Orbiafrantal =7 /(4_ AN\ & ps A
\ il Thalamus

Amygdala j
: Gyrus
Uncus parahippocampalis
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Vicious circle - short term reward And its not just the limbic system

A Psychology
A Sociology

A Media

A Hearsay

A Stigmatization
A And ?

If it wasn't like that..
We could use a rationalistic health ideology

A If we give people knowledge, they will want morg

A If they get more knowledge, they will embrace t 6 fruits per day
message A Good for the ones that eats 5

A If they embrace the message, they will understa A Bad for the ones that eats 0
A If the understand, they will remember A Overwhelming
A If the remember, they will change behavior AUnattainable

A If they change behavior based on knowledge, th A Unrealistic
will stick to that behavior

A If they stick to that behavior, there will be no rela
A If there is no relapse, the problem is solved!

Goodplansor ?

ATo big leap between now and objectiv
A Defined by others ..

Ambivalens and Mi

Motivational Interviewing is a directive
clientcentered counseling style for
eliciting behavior change by helping
clients to explore and resolve
ambivalence

=

Motivational interviewing

WWW. mOtivationaIinterVieW'Orgﬂ RO”nIiSl?aktf(avio’\rAail alndI Ceog;nitivt gs?/cic;thergp\c,lg;—éfiazg
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Ambivalence

. ) B
What is ambivalens? what's the right word?

A a constant companion? Hesitation Mistrust

A Indecision A Doubt

A or a phase in a change process? A Skepticism » Spinelessness
A arecurrent stage of new insights and A Irresolution A Inconstancy
actions? A Uncertainty A Fickleness

Néasholm 2006 Néasholm 2006

Ambivalencei what is it? Ambivalencei what is it?

A A capacity to experienceunderstandand An Important state or a stage
cope with ambiguity and complexity ? in a change process, when the

A A creative state, a creative space, with person starts and hopefully

the possibility of mentally exploring and continues to think about,
testing out different possible selves, contemplates and explores the

different preferred selves? possibility of change

Nésholm 2006 Nésholm 2006

Ambivalencei what is it? Decision balance

Ambivalence is not the same as bei No Change

spineless or filled with resistance
against what the therapist knows is
right ,
Ambivalence is there, because ther ’ Pros for changing ’ Cons for
is something good, that you want bu changing
also something bad that you fear A

. Cons for not ’[ Pros for not

changing changing
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