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Predisposition/Temperament to Listening

This questionnaire asks the question: “To what extent am I willing to invest my time and energy in the “careful listening” process?” 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 find it relatively easy to look people directly in the eye when talking.
2.  My concentration levels are good.
3.  I can generally clear my mind of personal concerns before I start a conversation.
4.  I don’t mind talking far less than the other person.
5.  I remain relaxed and calm in conversations.
6.  In my view, every person has something valuable to say.
7.  I tend to think that good listening can only be done slowly.
8.  I believe that a lot is communicated above and beyond words.
9.  I am patient and easygoing.
10.  I don’t believe you should necessarily fill long silences.
11.  I like to ask a lot of questions in difficult or complex conversations.
12.  The status or seniority of the other party in a discussion, relative to me, doesn’t matter in the slightest.

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 take the time to listen to the speaker and focus on them so they are heard and understood. Your open, relaxed, and patient manner probably means that people will enjoy sharing their views and feelings with you.

Scales predominantly in the fours and fives (“occasionally” and “almost never”) suggest that you are often too rushed or distracted to listen properly a lot of the time. You are likely to make a hasty determination that some individuals are not worth listening to at all!

Impact
A high scorer finds listening attentively difficult in many circumstances, particularly when they have other things on their mind. High scorers tend to interrupt more often, guess where the conversation is going, jump to conclusions, and become distracted more easily. 

This means that they are likely to miss parts of the communication message and won’t even pick up on some of the more “subtle” points. A low scorer will tend to put a speaker quickly at ease and create a permissive environment in which they will feel safe to share their ideas and their feelings. The low scorer is also able to tease out and read the “deeper” meanings often lying behind the words of the communicator.

Source: Listening Effectiveness Profile. Dr. Jon. HRD Press. (2012)
