Prochaska and Di Clemente Cycle of Change

Process of Changing Behaviour (1986) 
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To be motivated round this cycle;
· Client needs to value the benefits of the changed behaviour – needs to be important to them and a current priority, therefore committed to action.

· Client needs knowledge.

· Client needs skills.

· Client needs confidence.
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4th A, ASSIST. 

I’ve added the 4 A’s onto the stages of change model, to highlight the various ways of assisting throughout the cycle.



Key things we are looking at here are, SMART goals and SUPPORT & SIGNPOSTING
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