Other Ways to Encourage Change Talk

· Using the importance ruler (See Importance Ruler Handout)
· Obtain client’s rating of importance and then ask 2 questions:  

· “Why are you at a ____ and not at a 0?” What would happen if you asked “why are you at a ____ and not at a 10?” Person would present arguments AGAINST change.

· “What would it take for you to get from a ____ to a [higher number]?”

· Decisional Balance (see Decisional Balance Handout)

· “What do you like about your present pattern?” 

· Have client say or list reasons as preface to enquire about the downside of the pattern. 

· Formal pro-con balance sheets can be used as a tool.

· Elaborating

· Once a reason for change is made (and reinforced with a reflective statement), have client elaborate before moving on as a way to elicit more change talk and helps to reinforce motivation. 

· Sample phrases: “Tell me a bit more.” or “What else?” Clarifications: In What ways? How much? When?

· Ask for a specific example.
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· Querying extremes (Useful when a client is not inclined to change)

· Imagining the best possible outcome if change is made

· Imagining extremes of their (or other’s) concerns

· Looking back 
· Looking back at the past may recall a time when person was more active, had a more nutritious diet, etc…

· Looking forward
· Helping people imagine a changed future is another approach:

· “If you do decide to change, what might be different in the future?”

· “Suppose you don’t make any changes, but just continue the way you have been, what do you suppose could happen?”

· Exploring goals and values

