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Empathizing when Listening

This questionnaire on Empathizing assesses the extent to which you as a listener demonstrate open interest and a commitment to understanding the other person’s
feelings and overall message. It asks the question: “Does the speaker feel that the listener values and understands them and their message, and appreciates the context in which it is given?” Please complete this part of the questionnaire as honestly as possible. It can help you improve your ability to listen
effectively. The choice scales are as follows:

1 = almost always; 2 = very frequently; 3 = frequently; 4 = occasionally; 5 = almost never.

1. I try to mirror the other person’s demeanor and expressions.
 2. I do not finish other people’s sentences for them.
 3. I like to lean toward the other person in a friendly way when communicating.
 4. I readily accept the value of a speaker’s ideas and suggestions, even when I disagree.
 5. I try to avoid using upsetting words or emotive language in a conversation.
 6. I wait patiently for the other person to get their message across—no matter how long it takes.
 7. I use eye contact to show as much sincerity as I can.
 8. I try not to mentally argue with the other person’s viewpoint when my ideas differ.
 9. I do not judge the message on the basis of what I think of the person delivering it.
 10. I believe that small talk is generally a valuable part of effective communication.
 11. I try to put myself in the speaker’s shoes, as much as possible.
 12. It is important to fully appreciate the speaker’s feelings.

Aggregate Score =Add up all the column scores and divide by 12

Interpretation
Scales predominantly in the ones and twos (“almost always” and “very frequently”) suggest that you quickly find common ground with whomever you are communicating with and demonstrate an appreciation for their feelings and their message.

Scales predominantly in the fours and fives (“occasionally” and “almost never”) suggest that you spend little or no time in trying to put yourself in the other person’s shoes and do not seem to pay attention to what the other person is feeling.
 
Impact
A high scorer tends to be a “transactional” communicator: An exchange will be a simple task to be completed before moving on to the next one. High scorers are likely to listen from their own perspective and have little or no interest in knowing much about the other person.

A low scorer spends a considerable amount of time and effort trying to understand the other party’s feelings and trying to respond in the most positive and empathetic way possible by sharing some of their own feelings. They are extremely effective at getting the speaker to “open-up.”
 
Source: Listening Effectiveness Profile. Dr. Jon. HRD Press. (2012)

