
Interpersonal Skills 
 

  

Your listening habits 
 
 
 
How many of the following do you suffer from? 
 

1. Pseudo-listening: appearing attentive, perhaps even nodding and 
saying yes, while thinking about something else. 

 

2. Stage-hogging: getting so involved in what you are saying that you 
forget that the other person has views too.   

 

3. Turn waiting:  waiting for them to finish so you can say the next 
thing that you want to say.  Thinking about your reply, and not 
evening listening to their side at all. 

 

4. Selective listening: filtering out the bits you are not interested in, 
or don’t agree with or don’t want to hear.  Ignoring parts of the 
message when it suits you. 

 

5. Defensive listening: rejecting parts of the message which you don’t 
agree with because they feel like personal attacks.  Taking 
difference of views as criticism of you, and therefore disagreeing 
with it.  Letting your emotions cloud the message. Looking for 
faults in their view, and areas where you can disagree. 

 

6. Pretend listening: when you know that you are thinking about 
other things while they are talking to you.   

 

7. Insensitive listening: taking the words at face value without being 
able to understand the message behind them.  For example, some 
men and women in relationships. 
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Reasons why listening is difficult 
 
1. Distractions: in the room, in your head, and their mannerisms as they talk. 

2. Thinking speed: we can think at 600 words per minute but speech is only 
about 125 words per minute, so we have ¾ of the time free to think of other 
things and then to drift off. 

3. Preoccupation: other problems need our attention urgently.  Or maybe we 
get so engrossed in our own message, and how to best express it, that we 
completely forget that the other person has a message too. 

4. Pre-judging: we think we already know what they are going to say.  Or 
perhaps we decide before they start that they are not likely to have a valuable 
opinion, perhaps because we don’t like them. 

5. Parallel processing: we can’t help thinking about the incoming message 
(“does this make sense to me?”) and preparing our response. 

6. Unwelcome message: if the message is not looking good, we resist it.  And 
asking questions runs the risk that we will get unwanted answers. 

7. Style difference: if their speed, tone, or language (e.g. jargon) is different to 
ours we will find it much harder to receive their message.  For example, we may 
bet bored if they are slow, or confused it they are fast. 

8. Energy: Speaking is an opportunity to release energy, but listening involves 
suppressing the urge to do so. 

9. Perceived influence: The belief that there is more to gain by speaking than by 
listening, if we wish to persuade a person or influence a situation.  Also the belief 
that you are informing them or helping them by talking (which might really be true, 
but how do you know?). 

10. Feeling of loss of control:  but in fact the questioner/listener controls the 
conversation more than the talker. 

11. The need to be liked and to impress: the belief that if we talk we will 
be seen as interesting and knowledgeable, while if we listen we will be seen as 
boring with nothing of interest to say. 

12. In a hurry, or wanting to get away:  the belief that if you ask questions they 
will talk for longer and that you will be stuck, without getting what you want from the 
interaction. 

13. Not trained to do it:  at school we are taught how to read, write and talk.  
Listening is taught as “being quiet”.  From then on, listening is assumed to require 
no skill, since it is passive. We think it’s easy, so we don’t make an effort.  And we 
don’t often find out when we have done it badly. 

 


