EARS SEE
E is for Elicit:  What's better? What would your wife/son/husband/ partner/family/friends/boss etc notice that was better? What was different on the first/next day? Which was the best day? What helped most? What helped a bit? What surprised you? Etc.

A is for Amplify:  Verbally: Really! Wonderful! You managed to what?! Tell me that again! When? Where? How? Who with? What did X say? How did that make you feel? How did X respond to that? How often? How did you do it? How did you know it was the right thing to do? How did it help? What helped most? Non-Verbally: Lean forward / Sit back / Raise eyebrows / Open eyes wide, etc.

R is for Restate or Reflect and Reinforce: Give the client credit for the change so that they can value it. So, you're telling me that you did X / You did X and then you found that you felt more confident / You were able to spend five minutes in the shop after not having gone in on your own for two years! Well done. You've obviously surprised your children...Did you surprise yourself by managing to do this? That must have been an effort for you but you managed to do it. That must make you feel pleased with yourself,

doesn't it? Etc

S is for Scale: How much better is it on a scale of 1 to 10. Possibly scale general progress, confidence, comfort level, assessment of how pleased or impressed others were, etc

S is for Start again:  So what else is better? What else? What else? What else?

E is for Enough:        Are things going well enough to end involvement/meetings?

Is the case ready for transfer yet? How much progress has been made? How much more needs to be made? What next?

E is for Evaluate       Ask the consumer what they have learned/what has been useful etc. Ask yourself what you learned, what you would do again, what you would do differently.

Example

Elicit: So, what's been better about your sessions now that you've been using the EARS SEE mnemonic?

Amplify: Oh, really!! Great!

Restate: So, are you telling me that by using the EARS SEE mnemonic the consumer managed to be more aware of differences in her / his life and that s/he felt as though s/he was responsible for the changes? So that was good for her/him?

Scale: So, on a scale of 1 to 10, how much more effective do you think you were by using your EARS SEE?

Start again:  What was good for the consumer about using this procedure? What was good for you? What do you think that your consumer noticed that was different about you in this session? What else was better / different? 

Enough at end of session: Are things going well enough to end involvement/meetings? Is the case ready for transfer / discharge yet? How much progress has been made? How much more progress needs to be made?

Evaluate at end of session: So, how successful was this for you and for the consumer?



