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Dr. Ralph Nichols {1957), who plonsered the study
of how to improve listening reported, "Severn out of
gpvery ten minutes that you and I are consclous, alive,
and awake we are communicatling verbally in one of its
forms; and our communication time 1s devoted 8 percent
to writing, 16 percent to reading, 30 pesrcent to
apeaking and 45 percent to 1listening.” {(Taylor,
Rosegrant, Mayer & Samples, 1877, p. 211) Seventy
percent of our day we spend communicating with each
other, Forty-five percent of that figure is spend in
actually listening.

It is not unusual to come across protest like,
"Who me, not listening? I've been listening for years.
To my parents, to my tsachers, to my boss, to my wlfe
and sometimes to my kids." But on the other hand,
comments such as, "He never listen!®™, ™"Iwish someone
would teach her to listen", are common enough. Maybe,
one major answer to 1t that we can think about is that
we do not listen properly.,

What - 1s actually listening? At least, four
deflitions has been compiled by Isahbella H. Toussaint
in her classified summary of listening (Duker,’ 1966, p.
155). Barbe and Meyer defines listening as the process
of relating the spoken lanqguage in terms of past
experiences and future courses of study. Johnsen says
listening 1is the ability to understapd and respond
effectively to oral communication, Hampleman defines
it as, the act of giving attention to the spoksn word,
not only in hearing symbols, but in the reacting with
understanding. Don Brown, who pointed the word auding
as a substitute for listening, deflnes the new term as,
"tha process of hearing, listening to, recognizing, and
interpreting the spoken language."”
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Perhaps, a more applicable definition feor the
purpose of this paper is that listening as, "an active
process of recsliving aural stimuli." (Devito, 1986, p.
183) The framework of this definition is that listening
does not Just happen. Ue must make it happen. It
takes energy to listen and a committment to engage in,
ja often a difficult labor. Thus, listening is active
rather than a passive process. The word receiving
implies that stimuli are teken in by the listener and
sre in some way, processed or utilized. The ‘signals
recelved are retained for at lesast some amount of time.
Aural stimuli involved the signals received by the ear.
Therefore, 1listening is not limited to verbal signals
but encompasses all signals - noises as wall as words,
music as well as prose etc. To add in to this
definition, listening alsc encompasses the non-verbal
behawviors of man. This includes gestures, facial
expressions and all what is termed as the “body
language™.

The Importance Of Listenings

Listening is one of the most demanding aspects of
the communication process, yst unfortunatsly least
emphasized. We whould constantly aware that 1listening
is vital to communication.

BRs philosopher Mortimer J. Adler puts it, in
criticizing the American educational system the some
- goes with our educational system:

"How utterly amazing is the general
assumption that the ablillty to
1isten well is a natural gift for
which no treining is required. How
extraordinary 1a the fact that no
effort is made anywhere is the whole
aducational, process ta help
individuals lsarn to listen well -
at least well enough to close the
circuit and make spmech afective as
a mesns of communication,”

(DeVito, 1866, p., 183)
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Listening is =a special sort of communicatlion
activity. Listening is more than hearing. According
ta Knapp (1954, p. 184), successful listenlng
presupposss hearing and precedes understanding. The
parent who ascreams, "You are not listening to met®
shows the point. When a child do not obey, probably
tha problem is not one of hearing. As an example, my
wife who constantly yelled at my child. My child could
obvicusly hear her, but was not listening. It seemed
tc me that the more she yelled the less wy daughter
listened. '

Hearing and listening are thus two different
things. The hearlng process primarily involved
raception, but listening involved the processss of
raception, interpretation and perhaps choice. As we
haar we receiva stimull, but as we listen, we attached
meaning to the stimuli and maybe, make seme sort of
cholce. Back to the exemple of my daughtar, she
continuad to misbehave, probably has received my wife's
voice as a stimulus. She has not attached any
significance to the words or has attached some
undesired meaning to it, or probsbly haa declded not to
ohey. ;

tistening 1i1s also important ta us 1in order to
speak, ragardless of whether we want to spsak or giving
in the form of fesdback. A message 1s 50 percent
sending and 50 percent recsving in the case of a dyadic
interaction, If more than two pecple are present, the
ratie of-listening increases. Therefore when a group
of five people around a table discussing a problem,
gach doas his or her share of the talking and each will
be listening 80 percent of his or her time. Thus, Iif
people stop listening it is useless to talk (Chase,
1954, p. 185)

Problems 9f Linstening:

According to Larry L. 8arker, sensitivity to
listening problems is probably the most effective means
of improving 1listening behavior (Civikly, 1974, p.
375). Some of the most feared barriers in  the
listening process occur during the perceptual stage,
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the facet of listening where meanings ars assigned
(Huseman, Lahiff & Hatfield, 1976, p. 111 - 112},

The first barrier is that we tend to percelve
stimulli according to our own frame of reference, In
other words, it is like saying, "meanings are in
people.” Despite the fact that we might intend to
convay certain weanings in a partlcular MESSAGE,
meaning is actually assigned to the msassage depends
upon the 1listener total 1ife sxperiences up to that
moment. For example, two vegetarlans are speaking
about brussel sprouts which they share similar meanings
but does not mean it is identical. Both might l1ike to
eat brussel sprouts but one prefer freshness but the
other might think of it as frozen and expensive (1).
Thus, although speaker and listener might share similar
meaning to a message, it should be resembersd that at
no time will the meaning e identical.

Another problem is thet we percelve stimuli
according to our own expsctations. As an example,
while working 4in an advertising agency, came te wmwy
knowledge of a particular visualizer who believed that
he was being harrassed by the art director, He was in
fact bean experlenceing difficulty camplating‘his wark
edequately. Almost everyday the art director passed
the studia, examined his work and made some sarcastic
comment about the quality of his artwork. But anyway,
he strived to improve. The, one late evening the art
director approached the studio, inspected his woTk,
smiled and said, ®Good jobi™ The next morning he
resigned.

Actually, in this example, the art director's
uytterance were intended to be complimentary as the
visualizer was performing satisfactorily. But to the
visualizer, based on his past experiences parcelved the
praise as furher criticism. This example 1llustrates
that expectations are based upon past axparisnces 1in
similar situation. As Barker {1871, p. 38) idicated,
"The listenar's past communication climate has helped
condition his perception of the Ilmmediate listening
setting, the speaker, and the message being
transmitted.”
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We tend to psrceive stimuli accoerding te our own
attitudes and beliefs. At times, whether we realize it
ar not, we distort information so that it "fits® our
model of the world. This 1Is the process of selective
perception but it applies to the listening activity 1in
-the same manner az with perception in gesneral, Manuel
Escott (1973) commented that, "we listen more carefully
to things we want to hear and tend to blot out things
we do not want to hesar.” (Peterson, Goldhaher & Pace,
1982, p. 33)

Finally, during the perceptual stage, problsms of
listening may occur to an ongoing relationship betwaen
speaker and 1listener. Not only will we give closer
attention to a credible source, but we will also be
more conscious ef how wa Interpret communication from
that source. Howsver, if we perceived ths source to
have 1low credibility or power, we may likely attached
little significance to what the scurce says. Thus, the
nature of the relaticnship affects the meaning assigned
to Messayges. A goood example is the superior-
subordinate relationships.

Other problems that we are not likely teo 1listen
well 1f we are physically or emotionally unable to
listen, if we are disinterested or distracted, if we
are quarrelscme or if we are falling behind or gqoing
ahead of the conversation (Crable, igg2, p. 12z8).
Listening problems are, however, numerous and serious.
Us must always aware that listenling problems can be the
cause of serious interpersonal conflict,

Rewards Of Effective Listenings

Dr. Sigmund Frued is famous for his discovery
about human personzlity. B8ut the most intigruing thing
to know 1s the msthod by which he discovered . it.
fundamentally, this method grew out of Frued's
discovery that in arder to get to know and understand
the patients, it is necessary for the doctoer to refrain
from giving advice, to abstain from woral Jjudgements,
and to listen patiently and for a long, long time while
the patient talks as freely as he or she will and in an
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extraordinary detail (Johnson, 1966, p. 37}. For all
practical purposes, this was the beginning of the
modern development of listening as a fine art.

Barker (1871) 1listed several |©benefits from
effective 1listening. Firstly, to 1listen effectively
will increase our knowledge and experlience., In other
words, by "picking other people's brains", we gain a
shortcut to knowledge. For exampls, by really
listening to lectures and asking questions gives wus
infsormation that might take days, weeks, or years to
learn by reading books. Thus effective listenlng also
saves time which may be translates into money, energy
and productivity.

Poor listening 1s costly whereas ‘effective
listening can result In profit. Alsri listening helps
us pick up hints in business and personal affairs. For
example, after &n advertising presentation, & smile
from the cllent followsd by a subtle question will
indicate that the client likes the presentation. This
means maeney to the agency if the account executlive and
the teanm are aware hnot to make unneceaessary
communication errors. Keeplng your sense opsn to
"freables™ will give us tips on how tc bring monsy as
well as decrease our incidence of communication errors.

Better listening means improved work performance.
We are in the advantageous position in making decision
wheh we have all the facts, instructions, and details.
As an example, an advertising account exacutive who
really 1listen to the client wlll achieve a better Job
in planning the tampaing.

Careful 1liistsping al=o help us to learn to hear
betwaen the lines. Peogple in sales, for example, often
jump to ceonclusions about what customers want or need.
It is common to have salespersons try to sell something
they wanted us ([as customers) to have rather than wahat
wa had come to buy., A salesperson, who is also a goond.
listenar will realized that we might want something
else than the product or sevice he or she is trying to
push.




70

Interpersonal problems can be pravanted by
l1istening effectively. We often talk and act before we
really 1listen and frequently get us into trouble. Ve
committed ourselves to declsions that Mcannot®, "do
not™ "would not™ be carried out. For example, hasty
decisions disappoint family members, associates and
customers. Tharefore, listening with the whole self
reduces chances fer misunderstending or later conflict.

There are numercus benaefits of effective listening
if we really think about it, As Stuart Chase puts it:

"Good listening aids us in sizing up a
person, a meeting, a line or argument.
It improves our messages goling back ta
tha speaker, deapens serious
conversation, breaks up arguments over
meaningless questions, reduces verbal
confllct. It helps one to remain
silent rather than sounclpg off, to
chose ona's radloc commentators, to
decide whather to go farther “with a
propbsition presented orally - such as
wrliting an epdorsement, or buyirg a
share of stock."

(1954, p. 173)

The most important thing is tn be aware of the rewards
of effective lsitenlng as 1t will heighten our overall
effactivenass.

The Principles OFf Listening:

According to Thomas Blewstt, Allen Erickson,
Arthur Heilman, Charles Irvin and Lloyd Pratt,
listening is a skill which can be thought (Toussaint,
1966, p. 159). Howard and Tracz {1884, p. 5) added
that we learn te listan by (1) realizing the importance
that listening skills have to our future, and (ii)
practicing listening skills in a concentrated,
concerted manner, Perhaps, by lsarning to listen is to
be able to listen comprehensively.
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Listening comprehension will be facilitated 1f we

listen effectively, listen for total meaning, listen

with

empathy, 1listen with an open mind and listen

critically (DeVits, 1886, p. 183 - B4)s:

l.

2.

3.

4,

Listen Actively: It is important to recognize
that listening is not a passive activity. We can
hear without effort but we cannot listen without
making an effort. MNorsover, listening is more
demanding than spesaking. In speaking we
controllsd the situatien. But in listening, we
are forced to follow the pace, the context, and
the language of the spsaker.

Therefore, act like an active listener. For
example, try to recall how would we almost
outomatically reacts to important news. We do
this almost reflexively because thls is how we
1isten most effectively.

Listan for Tatal Eeaning: Ue must listen not
only in the werds used but also to the meaning in
the non-verbal behavior of the speaker. As an
example, swaating hands and shaklng kness
communicate just as surely as do words and
phrases, Also that ws muat be aware that =along
with the wverval and non-verval behaviors, the
meaning of any speech lles also in what 1is
omitted,. For example, a speaker who talks about
racism in the abstract is different from the
spesker who talks in specifics.

Listan with Empathy: We alsc need to feel what
the speakers feel, in other words, to empathlze
with the speaker. It is important to feel what
they feel, to see the world as they see it and to
walk in theilr shoes. Only when we achieved this,
then we will be able to fully understand another's
meaning.

Listen with an Open Minds It 1s not easy to
listen to arguments against some cherished belief.
It is not sasy to listen to statements condemnlng
what we really believed. It is also not easy to
listen to criticisms of what we think 1is Just
great,
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Listening often stops when hostile remark Iis

made. Therefore, to llsten with an epen mingd is

that when hostile feelings first develop, it Is
particularly important that listeanilg contlnues.

Listen Critically: UWe need ta 1listen fairly
but critically, if meaningful communicatlien ia teo
take place, Or. Douglas XKelley teaches methods
for interviewlg witness but his method can also be
applied to listening:

ds Is to delay our reactlions and 1looks for
motives.

be What level of abstraction is the speaker on?
Are there any referents for his or her remarks?
Wahat imprtant characteristics 1Is he or she
leaving out? sosajer ib?

Ee Is the speaker talking dhiefly in the
accepted symbols of culture (example, our Glorious
Heriltage, Founding Fathers etc.), avoiding the
necessity for thought or is he or she really
trying ta think?

d. Does the speaker' personal ideology shouw
conspicuously (example, a hard-money man, a single
taxer etc.) by certain phrases?

e Is the spsakser dealing in facts, inferences
or value judgements? For sxample, if the
discourse 1is all personal opinion, I may detour
the message around and out the other sar,

L The sum of careful listening 1s to identify
the speaker's field of perception, how he or she
feels about the events, what his or her neads and
drives appear to be and what kind of persaon he is,
Thus, this might help in dealing with him or her,
giving him or her a fair answer or te go along
with him or her.
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Understanding The Listening Processs

According to Barker (1878), listening is a four-
stage process involving hearing, attention,
understanding and remembering. Hearlng refers to the
physiocloglical process which involves sound waves that
stimylate the receptor organ and the movement of the
electrochemical impulse to the brain. Attenticn is the
process of selecting auditory impulses by the braine.
Undrstanding occurs when the braln attaches a2 meaning
to the 1mpulse, Finally, rembering 1s the act of
storing the stimuli in the memory area of the brain
(Emmert & Donaghy, 1881, p. 212).

Thus the process of listening goes - as we hear we
later choose whether to perceive a message or to reject
it, 1If you choose to perceive it, we then gave meaning
to the messags. It is to our hope thaet the meaning we
attached to the message 1s the one that 1is intended by
the sender, Lastly, we stores the message and this is
extremely important because it has a direct effect on
future intrapsrseonal processing.

Another way of explaining the listening process is
the SIER Model (Steil, Barker & Watson, 1883, p. 21).
According to this model, the 1listening act really
consist of four connected activities - Sensing,
‘Interpreting, Evaluating and Responding (see figure 1).

Res.
ponding

/ Evaluating X '
SENDEA //// \\\\ RECEIVER

Interpreting
//// Sensing E

fig. 1 SIER: Communication Stages Model
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As belng discussed esarlier In this paper,

listening 1s not synonymous with hearing, but a good

listening always begins at the level of sensing the

sender's message. If the listener does not sense the
message, he or she can do nothing further with 1t.

When the message has been sensed, another activity
that comes into play is accurate Iinterpretation. An
effective listener must always ramember that words have
no meaning - people having meanling.

We then engaged in another act and thst is
evaluaticn. Here we decide whether or not to agree
with the speaker. The evidence is weighed, fact 1is
sorted from apinion and judgement 1s rendered. Best
listaners delay Judgement until the message 1s fully
presented, They also work hard at developlng their
judgemental skills and abillities.

The final act in the listening process must result
in rssponse. Responses can be of many kinds, ranging
from naonverbal cuas to the speaker showlng that we have
receivaed the messane (for example, smile, frown etec.)
to glving the speaker feedhack - asking qusstlons and
requasting classification. In other Wwords, the
Listener asked gquestion liked, "What's expected of me
now? and/or "What action, Lif any, should result?® The
response stage of listening is crucial for judging the
success of the listening act as a whole. It is the
only external act compared to the flrst three stages
whichare internal in nature.

Perhaps, another model woth knewing in discussing
the 1listening process is the ARCURRC Modal {Buzan,
‘1984, p. B7 = 69). This model enable us to get =
clearar picture of the entire process and woregver,
might help us te focus our attentlion on ary area of the
process that needs specific improvement. The ARCURRC
Model is composad of seven stepsy (i) assimilation,
(ii) recognition, (1ii) comprehension, (iv) .
understanding, (v) retention, (vi recall,
and (vii) communication/use.

The first step of effective 1listening 1is the
ability to assimilate. Assimilation refers to the
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physical ability of your ear and brain to absorh the
sound araund us. Teh next step is the abllity to
recognize, meaning the ability of our brain to decode
the message whlch has entered thorugh the BS8ISs
Specifically, It refers to the base level at which we
will be able to recognize, for example, that a sound
entering the brain was a word, a bird's song, and
engine running etce.

Comprehension 4is the third step of the 1llstening
process. Comprehension refers to the ability of our
hrain to interpet accurately the message that enters
it. As an example, the ability to comprehens the
meaning of a sentence spoken to us. After
comprehending, then we will be able to understand.
Understanding refers to our brain ability, after having
assimilated and comprehended the information, to 1link
that informatlion to our already existing data store of
knowledge.

The fifth step Is retention. . Retention means the
ability of our brain to stare the informatioen it has
heard. Through developing understanding skills, the
best we can do ls to structure and restructure ideas as
they are being presented to us. The next step 1s to be
able to get back out of storage what we have rstainad
or the recall stage.

The final stage of our listening process,
according to thls model, is the communlcation or use
stage, At this stage we actually used the information
we have heard to communicate to others. This can take
place in at least four ways, through sapoken words,
written words, rapresentational and communication with
self (thinking). The entire process of the ARCURRLC
Mmodel goss full circle.

Understanding the listening process is wvital 1in
getting the most from our 1istening. By presenting the
Barker!s four stage of listening, the SIER Model and
the ARCURRC Model we might be able to develop the.
various skills in connection with the process. Besides
that, we might also galn enormous insight into
presentation skills, for we will structure our
communication in such a way to enable other people to
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listan teo it most effectively. Another factor, it 1is
also important in making listening as a strategy for
effective commuynlication, which we will he discussing.

Listsning Te Durselvess

At time when we are most aroysed, exicited and
demanding, we are at least able to understand our own
feelings and atitudes, Yet, in dealing with the
problams of others, the most important thing is to be
sure of one's cun positien, values and nseds (Roger &2
Farson, 1982, p. 32).

We must be able io recognize and understand the
meaning which a particular problem have for us with all
the feelings which i1t stimulates ip us. Anaother thing
is that, to have the ability to express this meaning
when we find it getting in the way of active listening
will clear the air, and, enable us once again to be
free to 1listen. In other words, if some persaen or
situation touches off fealings within us which tend to
block our attempts to listen with understanding, begin
listening to ourselves,

As a matter of fact, listening to oneself is g
prerequisite for 1listening to others, It 1is often
consider to be an effective means 1n dealing with
problembs of listening, Therefore, a person's
listaning gbility is limited by his or har abllity te
listen to. oneselr, ,

The Process Gf Using Listening As A Stratagy:

According to David W, Johnson {1872) there are
five gensral purposes or intentigns 1n listening:
listening to understand, to probe, to interprete, to
Support, and to evaluate. Crable (1882) added in one
more purpose, that is, listening to alter or create
change of sume sort,

The using aof listening as a strategy is actually a
process involving three steps (Crable, 1882, p, 128).
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The first step is, we should define the problem we are
attacking. For example, is tit =a problem of a
relationship? If so, what elements of the reletionship
are we trying to mediaste? Is it dominance, similarity,
power or distance? Is the problem one of our
perceptions of the pther person?, In what way is the
perception uncomfortable?, Waht do we think need to be
done? Is the prablem one of a conflicting
interpretation? The next step is that, we must select
the geal for our listening. The final stage 1s to
respond as a listener 1in ways that will help wus
achieving our goal, The problems named in step one can
be used as a way of explaining steps two and three. It
is important to be aware of listening problenms (as
discussed earlier) as these of a great help 1in using
listening as a strategy for gffective communicaton.

I happened to know a friend of mine whe was about
to get married. The problem was that they were engaged
in a conflicting role expectation. His fiance has
decided that she would like to be a housewife. He had
ne ohjection, but he was unaware of her reasons for
wanting to do so. Probably the best strategy of
listening for him, is listening to understand. Before
conflicts develop, it is important to srrlve at =
mutually compatible decision. As for the example, it
is about the future marital situation. Thus, listening
to understand involwves none than choosing a goal (the
second step). It also involwves responding in ways te
1et the other person know that your goal is to
understand {(the third step).

We might come across an experience of a friend
doing something that we find inexcusable. The problem
is that, he or she seemed not wanting to talk about it.
If we let it going on and on, conflicts might emerged.
yhat should we do? Perhaps, to avold conflicts is by
making an effoert to probe. Probing is defined as the
use of listening to discover hidden or unknown
information. Probing might not be an easy task to dao
though, but our probing l1istening response, however,
can help us achieve our goal. An interested head nod
or a concerned faciel expressian, Iinstead of a
wandering glance, might help. You may want to tell you
friend, "Go on, I see it now.™ Perhaps you might later
ask pertinent question aimed at getting more
informatlon.




78
Dur goal of probing may be related to a different
iistening goal, that is, to interpret. Looking at the
example above, our reaction may be we did not
understand it. We may need to reinterpret or recreate
our perception of him or her. It is important to
_realize that listening involves a double decoding of
messages, We must try to interpret both the literal
meaning of the words and the intention of the sender
(Chase, 1854, p. 185). Probing and reinterpreting can
help us avoid scme kind of interpersonal confllicts.

Wile being an undergraduate student, I had a
problem with may roomate. He seemad to feel much too
submissive towards me, In this case, my goal of
listening to him ia the desire to support. When the
twa of us were talking abeut somethlng on which I am
considered an expert, what I did was tried to listening
to him is the desirs to support. When thes two of wus
were talking about something on which I am considered
an sxpert, what I did was tried to listen well as a way
of boosting up his confidence. In other words, I bhave
to be empathetic abeut  it, besides listening
supportively. Thus, conflict may be avoided when the
dominance relationship becomes more what we want it to
be.

Scmetimes our listening goal may be to evaluate.
Listening to evaluate may mean that we use the
strategies of argumentation for evaluation. A good
example, may be, in deciding what sort of person that
we might wish to marry someday, Is our relationship
with the other really what we think it should be?,
Wahat evidence do we have that thils is the persaon ar
ralationship Ffor us? The important point ls that, we
must be aware that we are dolng it as we do lt,. This
is because a persen who listen to weovaluate probably
will respond as an evaluator, not as a supportive or
probing psrson. Therefore, if we find that we are
evaluating as we listen, make sure that avaluatlion 1is
how we have chosen to approach the situation.

Finally, the stratsgy of listening use to alter
parceptions or relationships. We already may have
engaged in perceiving, and in verbal and non-verwval
analysis of the other person, We may find that the
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only way to approach the problem is by helpling the
other person to shange. That maybe difficult though,
but something tell us that we should try to do it in
various situation. For example, ln a relationship that
we really care for. UWhen relationships are strong, but
conflicting in some way, peoplea can and do change.
Strategies ars never surefire, but certain conflicts
can be mediated by listening well and listening to
alter the relationship.

Parhaps, a more general look at listening as a
strategy for effective communicatlion is the four rules
of good listsning presented by Manuel Escott {(1982).
The four ruless areg ’

1. Think ahead of the talker and try to anticipate
what he is golng to say,

2. Weigh the evidence ussd by the talker to support
his points and ask yourself if it is valid,

3. Mentally review and summarlze each point of the
talk as it proceeds, and

4, Watch non-verbal communication or “baody language"
used by the spsaker - faclal expressions, gestures
which can be as important as verbal messages.

Good 1listening 1is comprehensive, but even more
important, it is creative (Monroe & Ehninger, 1968, p.
689). Thre &s no right way to listen, In different
situations, we may nead to listen in ~different weays.
The most important thing to remember is that listening
should be done with a purpese 1ln mind.

The Xays To Effsctivae Listening:

Tony Buzan (1884, p. 69 - 72) came out with twenty
keys to effective listening which might give us a’
helping hand:

1, Maintain Aural Helath: UWe must make sure that our
hearing apparatus is In good health. Consult a
specialist if you have problems in this ares.
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The Keys To Effective Listening:

Tony Buzan (1884, p. 88 ~ 72) came out with twenty
keys to effective 1istening which might ogive us a’
helping handi

1. Maintain Aursl Helath: We must make sure that our
hearing apparatus is in goad health. Consult a
speclalist if you have problems in this area.
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Use Synasthesias Synesthesia is deflpes as our
mental ability to blend our various sensss. When
engaging "in the act of 1sitening, keep our other
senses especially sight, actively involved. The
more we can link our senses, the better is our
hearing, attentlon, understanding and general
learning will be. In addition, all our s8nRses
should work 1in harmony.

Raintain An Open Mind: When listening to
messages that press our emotional triggars, try to
interpret them Iin a more objective 1light. Try
alsc to understand the perspective from which the
speaksr speaks. Even to the extend that we do not
agree with it, try to realize that the points of
view we are hearing are indeed points .of view,
Just as ours,

Use Brainspeed: Researches proved that our brain
can think four to ten times faster than the speed
of speech. Thersfors, while we are listening, use
our extra mental abilities to anticipate,
organize, summarize, weigh, compara arguments,
1isten between the 1lines and interpret body
language. This suggestion goss well with a slow
speaker as we can develop the skill more
completely ratherthan glving away to daydreaming
and lose concentration.

Judge Content, Not Delivery: Try not to qget
carrizd away by e “superlority complex® concerning
any inadequacies in deliver and style that the
speaker might have. Give our full concentratloen

on the content,

Listen For Idess: While listening, listen for
central thems rather than for individual facts,
This is because our brain works mors efficliently
if it can grasp "wholes,® If we do this the facts
will take care of themszlves, linklng to ths maln
structures that the brain has construct when 1t’
listens for ideas,

Take Mind Map Notes: As we listen for ideas, our
comprehension, understanding, retention and recall
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will be far greater if we take highly efficient
Mind Map notes rather than standard lineal or list
notes, What is meant by this is that, the nots
taking involve our entire left and right brain and
consequantly improve everall listening performance
dramatically,

Disragard Distrsctions: Do not-get hung up with
distraction, Accept that they are there but
consciously remind ourselves that our mind has the
abllity to block it out if it wishes, Concentrate
on the positive.

Take Breoaks: If possible, try to have break from
listening awvery thirty to sixty minutes. It 1is
important as therse breaks will provide the brain
the time it needs for 1ntegration, as well as
giving us more of the primacy and recency effects.

Uss Your Imagination: While you are listening to
words, try to create as much and as appropriately
as we can mental images of ths 1ldeas we are
recelving, 7This is an attempt to maks use of our
whole-brain as listening may seem to deal with
left-brain words anly.

Listen With Active Polsa: Develap thsa sama
physical attitudes of polse and alertness when you
are listenlng as an anlmal has when it is
listening. Slouched and slumped postural
attitudes will automatically collapse our
listening abilities.

Reaember You Can Continually Improve W¥ith Agse:
Listening skills will improve 1f they are nurtured
in a mental anvlronment of positive thought about
age.

Practice  Speaking Communication Skills: By
practicing our own speaking communlcation skills,
we will get a perspective on listening "from the
other side. Thils wlll have the additional benefit
of developing us in a more all-round fashian,
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Listening can be & communication strategy.
Listening is more complicated than hearing, and the
problems of listening can be complex. Yet listening is
a subject we hsar far too little. Ruareness of
listening problems can help us to avoid them more
effectlively, and thus become a better listener.
Understanding the listening process is vital teo for
effective communication.

Good listening is comprehensive, but sven most
important it ia creative. There is ne right way to
iisten but listening is a skill which can be thought.
Thersfore, the keys to effective 1listening should
trigger and awarsness in us as to improve our listening
teheavior, Listening to ocurselves play an important
role too, 1in achieving effective listening. Good
listening, finally, requires that one remember, "sod
gave man two ears but only one tongue, which is a
gentle hint that he or she should listen more than he
or she talks."
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NOTE

1. If he or she is from Asla, brussel sprouts can
only be obtained frozen and is very expensive as it |is
.an imported wvegetable,
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