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Today, You Will Learn .  .  .

• Strategies for creating value based interventions

• Methods for creating goals with a high probability of success

• How to check for and short circuit typical therapist errors

• Physical and experiential metaphors/exercises that really work to 
produce specific, achievable goals
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Learning to C A R E 3



Remember the CARE Heuristic
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• Build expectancy

• Contextual interview

• Functional analysis

• In-session scaling

Experimentation
• Experiential and 
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Avoidance
• Workability

• Focus questions

Reformulation
• Case conceptualization

• Reprograming RGBs

• Present moment pivots



Common Causes of Intervention Break-Downs 

• The intervention was the therapist’s idea, not the client’s

• The therapist over-estimated the client’s readiness to change

• The therapist pushed an intervention that was beyond the client’s tolerance level

• The therapist tried to implement too many interventions at once

• The therapist created an intervention that was “off point” and not immediately 

relevant to the client’s context

• The therapist ran out of time and crammed an intervention into a small time slot
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Some Important, Sobering Truths About the 

End of the Session

• Just because you came up with a brilliant metaphor or problem summary 

doesn’t mean the client is going to change anything!

• Therapists tend to relax and get sloppy at exactly the wrong time.

• Developing a behavior change plan requires the same kind of discipline 

as the contextual, avoidance and reformulation conversations.

• By far the most common inquiry I get sounds like this: “Everything 

seemed to be going really well, the client “gets it” but then doesn’t 

follow through on any of the behavior changes we agree to!”
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Goal Setting Requires You To Keep Your 

Balance! And to Empower the Client!
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Principles to Live (or Die) By

• Nothing you have done in this session matters if it doesn’t lead to 

the client changing some relevant behavior in the context of the 

client’s life

• The C, A, R are in the service of the E. 

• You will need to do more strategic thinking in this phase of the 

conversation than in any other phase!

• This phase is the final test of whether you know what you are 

doing, and whether you are “in synch” with the client
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Guidelines for Establishing Powerful, 

Achievable Interventions

• Prime Directives: Think small, accumulate positives, and don’t 
let the patient experience failure. 

• Master the use of questions that lead to small goals: 

• What would you be willing to try, even it is just something small?

• What would it look like if you tried a different approach here?

• Is there one little step you could take here that would be just a first 
step for you?

• “Augment” the rule so as to increase client motivation to act:

• If you followed through on this goal, would that tell you that you 
are starting to live more according to your values, or that you are 
turning the corner, if ever so slightly, on this problem?
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Guidelines for Establishing Powerful, 

Achievable Interventions

• Frame the intervention as an experiment

• We don’t know for sure what will happen if you try this new 

response. Would you be willing to try this just to see what happens?

• Anticipate and co-opt failure

• Changing behaviors is hard and most of us don’t do it perfectly

• If that happens for you, just remember this is a marathon, not a 

sprint.

• “Reset and recommit”

• Always get the client to state the intervention as a 

“behavioral intention” 
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The Final Check Is On Yourself

1. How confident are you that you will follow through with our plan? Use 

a scale where 1 = “no confidence” and 10 = “very confident.” 

A rating of less than 7 requires the behavioral goal to be re-negotiated!

2. How helpful was this visit? Use a scale where 1 = “not helpful” and 10 

= “very helpful”. (End of Visit)

A low helpfulness rating should trigger inquiries as to what the therapist 

could do differently
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Demonstrations: Powerful Goal Setting 

Techniques

• Going to the movies

• Bullseye

• Life path

12



Reversing The Spin: Sealing the Deal 13
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Sonata’s Four Square 
Not Working Working

Actions 
Context

Lots of Behavioral avoidance 
with Mom:
• Gets angry and hangs up, 

doesn’t answer 
phone/texts

• Doesn’t share concerns 
with friends (takes care of 
people)

• Neglecting her love life?
• Over invested (?) in work 

life

• Practices meditation

• Works out regularly

• Loves her job

• Has good relations with 
co-workers

• Active with friends

• Good life style habits

Private 
Events 
(TEAMS & 
RGBs)

Lots of fusion and emotional 
avoidance:

• Feeling sad must be 
controlled or prevented

• Seems emotionally 
constricted and “spacey”

• Blames mother for 
producing her feelings, 
justifying being mad

• Ruminates about why 

Reformulation Targets:

• Wants to be more 
compassionate with 
mother

• Meditation and 
acceptance of her 
disappointment in hopes 
versus reality of 
relationship with mother?



Skill Practice: Present Moment Intervention 

with Sonata

• Practice a 10 min sealing the deal sequence with Sonata

• Start With: “I’m wondering if there is a small step you might be willing to 

take to approach this situation with your mother a little differently? What 

would you be willing to experiment with?”

• Person playing Sonata should be “cooperative” so that the therapist gets a 

chance to work through all of the strategic behavior change sequence!
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Namaste! Thanks For Your Precious Time 16



fACT Resources
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