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Finding out your patients real underlying goal for coming to see you is an essential 
component of the therapeutic relationship. Showing that you both want the same thing 
instantly improves trust and  rapport, and avoids the need to explain, justify or defend your 
care plan and recommendations.

It’s important to realise that the irreal goal is never about symptom relief, it’s about what’s 
missing from their life  because of their symptoms. However, patients often don’t know this 
themselves when they cometosee you,and it might be a process of discovery for you both. 
Skillful, speci�c questioning is often required. 

Questions about their goal can be broken down into two types - general “overview” and 
speci�c questions.Start with a couple of general questions, and then delve into speci�c 
areas if needed.

How to �nd your patients true goal

“Tell me about when this problem bothers 
you the most”

“What does this problem get in the way of 
most?”

“Is there anything you used to do and now 
can’t, because of this?”

“Is there anything you’d like to do, but are 
afraid to try because of this?”

“If our work together is successful beyond 
your wildest dreams,what di�erence would 
that make for your life?”

“If I had a magic wand and could cure this 
instantly, and you knew it would never come 
back, what would be the �rst thing you’d 
want to start doing tomorrow?”

Overview Questions Speci�c Questions

These ask about particular aspects of their 
life. You might choose a few that seem most 
relevant to the patient, based on your 
conversation so far, or information on their 
intake form.

How does this a�ect your...
Work?

Sleep?

Exercise 

Routine?

Day-to-day activities?

Family life / relationships?

Social life?

Hobbies?

Mood?
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