
Concepts that methodology is based on: 
 

1. No one absolutely has to do anything; the choice is always yours.  
2. Everyone already has enough motivation. 
3. Focus on any tiny bit of motivation works much better than asking 

about resistance. 
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The six steps (questions) of the system:  Ask……. 
 
1. Why might you change? 
 
2. How ready are you to change--- on a scale from 1 to 10, where 1  
    means  “not ready at all” and 10 means “totally ready”? 
 
3. Why didn't you choose a LOWER number? (Or if the influence picked 
    one, either ask the second questions again, this time about a smaller  
    step toward change, or ask, what would it take for that 1 to turn into a  
    2?)   
 
4. Imagine the change already occurred, what do you see?" 
 
5. Why is that important to you? 
 
6. What is the next step, if any? 
 
Instant Influence in a nut shell 
- You cannot discover their motivators if you’re doing the talking.   
- Acknowledge the resistance, but motivate with persistence! 
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Considerations to achieve lasting behavioral change:  
1. Any of the six steps can be skipped if you feel your client has made head 

way and ready to move on, it is possible with some you may even skip 
steps 2-5 and going right to 6.   

2. Stick to and help your client fully explore their motivation rather their 
resistance.   

3. Providing expert advice has been proven repeatedly over the last three 
decades not to result in lasting behavioral change.   

4. Take off your expert hat to really hear what the client is saying.  
5. While utilizing the 1 – 10 scale, the number the client chooses is not 

important, what is important is the client’s “change talk” that it facilitates 
after asking question # 3, “Why didn’t you choose a lower number?” 

6. It is the clients “change talk” that results in lasting behavioral changes, not 
expert advice. 

7. “Why” questions phrased appropriately can be the most powerful type of 
questions used to elicit change talk leading to lasting behavioral changes. 

8. Remind clients they are in control by always asking permission.  
9. It is ok to end the session at any step if you or the client get stuck, simply 

ask permission to continue at another time.  
10. Listen until you do not exist. 
11. If the client is resistant to identifying their motivators, ask, “If things do not 

change, what would that look like in the long run?   
12. Approach all sessions with deep curiosity rather judgment or wanting 

to fix the person. 
13. Ask why five times or until change talk begins after reflecting 

(acknowledging) what was said. 
14. If all else fails, reflect back what the member said by paraphrasing or 

stating it exactly how they said it. 
15. Pausing is absolutely ok and could be a very powerful in giving your client 

time to think and reflect on what they just said.   
16. Always remember, it is all about your client, it is nothing about you.  
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