








How often and when should the Case 
Manager set goals with the consumer? 

Case Managers should set up a couple of “getting to know you” sessions 
and assessment sessions with the consumer. The Case Manager should 
set goals by the 3rd visit with the consumer and begin to work on those 
goals each time they see each other.  When the consumer finishes one 
goal, they may want to work on a new goal.  Sometimes, after a goal is 
set, things change and together the Case Manager and the Consumer 
decide that goal is not for them anymore.  That’s okay.  If that happens, 
the Case Manager can then talk with the consumer about what to do 
next.



Case Managers should assist their consumers with setting 
goals but it is important to note that the goals should 
belong to the consumer and not be goals that the Case 
Manager sets for the consumer.  Before the Case Manager 
writes anything down in the case file, the consumer 
should think of all the different things that they may be 
interested in working on with their Case Manager 
together.  There are no wrong answers or bad ideas.  Once 
you and the consumer come up with some ideas, then 
they can talk about them and pick one or two to get 
started with.











Effort and courage are not enough 

without purpose and direction.  

John F. Kennedy




