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FIVE BASIC RIGHTS

You have the right to do 
anything as long as it 
does not hurt someone 
else.

You have a right to 
maintain your dignity by 
being properly assertive, 
even if it hurts someone 
else, as long as your 
motivation is assertive.

You always have the 
right to make a request 
of another person as 
long as you realize the 
other person has the 
right to say no.

In certain borderline 
cases where rights 
aren’t clear, you have a 
right to discuss the 
problem with the person 
involved, and so clarify 
it.

You have a right to 
attain your rights.

Herbert Fensterheim, PdD & Jean Baer



PASSIVE/AGGRESSIVE/ASSERTIVE

We communicate most 
effectively when we 

use assertive 
communication that is 

neither passive nor 
aggressive. 

Seek I win, you win. [Handout: Passive, 
Aggressive, and 

Assertive 
Interpersonal Styles]

Rather than saying 
“Passive 

Aggression”, which 
is confusing, try 

“Covert 
Aggression”.



CONTROLLING BEHAVIORS

 In assertive communication 
manipulative or controlling 
tactics are avoided.

 Everyone has certain controlling 
behaviors, or is controlling at 
times.

 These can be seen as 
aggressive or covertly 
aggressive.  

 [Handout: Controlling 
Behaviors]



BASIC COMMUNICATION SKILLS

[Handout: Basic 
Communication 

Skills]
#1 Use “I” 
messages

#2 Focus on how 
you are feeling
• Don’t make people 

guess

#10 Try to know 
in advance what 

you want from 
the conversation

#14 Stay with the 
conversation 

until it is resolved
#18 Check for 
understanding



OPEN ENDED 
QUESTIONS 

AND ACTIVE 
LISTENING

 Who?
 What?
 When?
 Where?
 Why? (Can be hostile)
 Can’t be answered with a Yes or a No
 Avoid Leading Questions
 Feeling Statements “You feel/felt…” 

(Make sure you actually say a feeling 
word!)

 Summation Statements 
 Acknowledge the speaker (head nods, 

‘Uh huh’)



ACTIVITY: 
PRACTICE OPEN 

COMMUNICATION

 Pick a partner

 Interview the partner using only open ended 
questions.

 10 minutes. 

 Discuss what the interviewee’s experience was.

 How was communication in this way different 
from how we normally communicate.



STAGES OF CHANGE

PRE-
CONTEMPLATION

CONTEMPLATION PREPARATION ACTION MAINTENANCE (RELAPSE)

[HANDOUT: 
STAGES OF 
CHANGE]

-Prochaska and Diclemente



SOCRATIC QUESTIONING

A term for a style of using 
assertive open ended 
questions to aid someone’s 
learning or comprehension. 

[Handout: From Wikipedia]

Notice that the sample 
questions are open ended 
and are not leading

Motivational Interviewing is 
a type of Socratic 
Questioning that has been 
formalized and researched. 



MOTIVATIONAL INTERVIEWING 
BACKGROUND

 Developed from work with 
problem drinkers

 Thought of a way to resolve 
ambivalence

 Can also be seen as a way to 
shepherd a person through the 
stages of change

 Incorporates elements of 
unconditional positive regard, 
assertiveness, and Socratic 
questioning.



PHILOSOPHY OF MOTIVATIONAL 
INTERVIEWING

There are no wrong 
answers, seek 

neutrality
Have love(?) in your 

heart.
You are not the expert 

on their experience, 
they are

Walk along side the 
person, do not 
confront them

Remember your 
power (status, 

privilege) 

Remember that reality 
is often subjective (two 
people that disagree 

can both be right)

Person MUST come to 
their own conclusions

If you provide a 
solution you have 
failed!
• Exception: Providing data 

that the person consented 
to receive.



RESISTANCE (IT 
MAY BE YOUR 

OWN!)

 The easiest way to encounter 
resistance is to provide an idea to be 
resisted. 

 Avoid confrontation
 Learn to identify when you are in a 

power struggle
 Don’t work harder than your person 
 If you don’t have an agenda, there is 

nothing to resist (this is extremely 
challenging

 Don’t worry, they probably have the 
same agenda you would pick for 
them deep down. (Stable housing!)

 Again: NO SOLUTIONS



OARS

Open-Ended Questions 

We practiced those. This is where 
solutions sneak in in the shape of 

leading questions)

Affirmations Rapport 
Building. 

The Heart Part. Say what you 
really feel

Reflections 

Feelings Statements

Summaries

Show you have listened, Check 
comprehension Try to be wrong. 



CHANGE TALK: DARN CAT 
(WHAT WE ARE HOPING TO HEAR)

Desire (I want to 
change)

Ability (I can 
change)

Reason (It’s 
important to 

change)
Need (I should 

Change

Commitment (I 
will make 
changes)

Activation (I am 
ready, Prepared, 

willing to 
change)

Taking Steps (I 
am taking 

Specific actions 
to change)



STRATEGIES FOR 
EVOKING 

CHANGE TALK

 Ask Evocative Questions

 Explore Decisional Balance

 Good Things/Not-So-Good things

 Ask for Elaboration/Examples

 Look Back

 Look Forward

 Query Extremes

 Use Change Rulers

 Explore Goals and Values [Handout: Values 
Assessment]

 Come Alongside



HOW MUCH TIME IS LEFT?

 Questions?

 Demonstration?

 How to contact me:
 miguelpsyd@gmail.com

 Next Session?
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