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Personal Listening Style Profile 

Below are several items that people use to describe themselves as a listener. Assess how each statement applies to you by marking your level of 
agreement/disagreement with each item. Please do not think of any specific listening situation but of your general ways of listening, how you typically 
listen in most situations.  
 

 Strongly 
Disagree 

Disagree 
Somewhat 
Disagree 

Unsure 
Somewhat 

Agree 
Agree 

Strongly 
Agree 

1. When listening to others, I focus on any 
inconsistencies and/or errors in what’s 
being said. 

1 2 3 4 5 6 7 

2. When listening to others, I am mainly 
concerned with how they are feeling. 

1 2 3 4 5 6 7 

3. I tend to withhold judgment about 
another’s ideas until I have heard 
everything they have to say. 

1 2 3 4 5 6 7 

4. I get frustrated when people get off 
topic during a conversation.  

1 2 3 4 5 6 7 

5. I often catch errors in other speakers’ 
logic. 

1 2 3 4 5 6 7 

6. When listening to others, I consider all 
sides of the issue before responding.  

1 2 3 4 5 6 7 

7. I enjoy listening to others because it 
allows me to connect with them. 

1 2 3 4 5 6 7 

8. I fully listen to what a person has to say 
before forming any opinions.  

1 2 3 4 5 6 7 

9. I prefer speakers who quickly get to the 
point. 

1 2 3 4 5 6 7 

10. When listening to others, I notice 
contradictions in what they say. 

1 2 3 4 5 6 7 

11. When listening to others, I focus on 
understanding the feelings behind 
words. 

1 2 3 4 5 6 7 

12. I find it difficult to listen to people who 
take too long to get their ideas across. 

1 2 3 4 5 6 7 
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Scoring the survey: This survey identifies your personal listening style.  

 Relational Listening Style Score: Sum your responses to Items 2, 7, 11. _____  

 Analytical Listening Style Score: Sum your responses to Items 3, 6, 8.    _____ 

 Task-Oriented Score: Sum your responses to Items 4, 9, 12.                _____ 

 Critical Listening Style Score: Sum your answers to Items 1, 5, 10.    _____ 
 
The style for which you have the highest sum is your preferred personal listening style. Some people 
have one dominant style, while others will have two with close scores. A few people do not have a 
dominant style and can switch listening modes as needed. 
 
Based on: Bodie, G. D., Worthington, D. L., & Gearhart, C. G. (2013). The Revised Listening Styles Profile (LSP-R): Development and validation. 
Communication Quarterly, 61, 72-90. Used with permission. 

 
 
HOW TO INTERPRET AND USE YOUR SCORE 
The “styles” you calculated above represent four distinct goals that listeners have when engaged in 
situations that call them to be a particular kind of listener.  
 
The first listening-related goal is labeled relational listening (RL), which describes a concern with 
and awareness of others’ feelings and emotions.  
 
When listening relationally,  

 people are viewed as more empathic, and  

 their speech is likely more relationally oriented.  
 

In addition, people who report listening in this way also report being more outgoing and sociable.  
 
So when you listen to your romantic partner talk about how stressful it was at work today or you try 
to understand how your co-worker feels about a recent medical diagnosis, you should focus your 
listening energies on their feelings and emotions, trying to connect and build the relationship.  
 
The second goal, analytical listening (AL), reflects an orientation toward attending to the full 
message of a speaker before coming to judgment. Items such as “I fully listen to what a person has 
to say before forming any opinions,” recognize a listener’s desire to gather all available information 
with the intention of truly understanding all available perspectives.  
 
This listening goal is likely to enable the listener to better view an issue from another person’s 
perspective.  
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When listeners are primarily interested in speakers “getting to the point,” they are engaged in task-
oriented listening (TOL), which generally causes feelings of frustration in the listener.  
 

 This frustration is usually manifest in a dislike for speakers who take too long to get their 
point across.  
 

 Listening in a task-oriented way reflects concern with the amount of time spent in an 
interaction, but also represents a desire by the listener for a speaker to stay focused and on-
topic.  
 

If you can recall a time when you felt rushed listening and became frustrated when someone seemed 
to be “wasting your time,” you likely had this goal driving your listening.  
Finally, critical listening (CL) refers to a tendency to focus attention on the accuracy and 
consistency of a speaker’s message. The items that measure CL tap a tendency to evaluate and 
critically assess messages. Basically, this goal might reflect individual needs to critically examine 
people and information in general.  
 
If you have ever used listening to uncover inconsistencies in, for instance, the presentation of a 
politician or even a friend who seems to be “all over the place” while arguing for an issue, you have 
likely had the critical listening goal in mind.  
 
And you might even be encouraged to use this type of listening in your career, like when a customer 
presents conflicting information or beliefs.  This sort of “critically thinking” about what a customer 
says are his or her wants and needs turn into “critically listening” when you approach these 
inconsistencies with a mind toward reconciling them. 
 
Listening is goal directed, meaning that even if you are unaware you are listening for the who, what, 
when, and where.  Your listening changes as a function of the situation, and you should remain 
mindful of how this generally occurs.  Practice trying to recognize elements of complex situations 
that correspond for a particular type of listening. 
 
For the most part situations are complex, calling for the employment of multiple listening goals.  
Customers need to be listened to relationally and their views analytically, but you have a task to 
complete.  Sometimes customers present contradictory information, and you job is to pick up on 
those clues; BUT you should wait until the opportune time to use that information.  Be strategic in 
your listening.  Don’t interrupt just to make a point.  Ask questions to get to the heart of an issue.  
After the person has told his or her whole story, then you can bring up past information – 
paraphrase their needs and gently make them realize that they may have expressed competing claims. 
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So that you can begin to assess the appropriateness of each listening goal, complete the following 

 
For each listening goal, construct a scenario that reflects appropriate use. 
 
Relational Listening 
 
______________________________________________________________________________

______________________________________________________________________________ 

Analytical Listening 
 
______________________________________________________________________________

______________________________________________________________________________ 

 
Task-Oriented Listening 
 
______________________________________________________________________________

______________________________________________________________________________ 

 
Critical Listening 
 
______________________________________________________________________________

______________________________________________________________________________ 


