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Listener’s Influence on Emotions

Warmth

Look at the charts illustrating the listener’s influence on the speaker’s emotions. To 
demonstrate interest in the other person is a phenomenal success and is an achievable goal. 

Climbing higher can be accomplished with practice.
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practice in your mind
Look at the chart illustrating the listener’s influence 

on the speaker’s emotions. To demonstrate interest in 

the other person is a phenomenal success and is an 

achievable goal. Climbing higher can be accomplished 

with practice.

Thinking about and visualizing your new behavior 

is powerful. Practice it in your head first. Imagining 

a new behavior can actually change your behavior. 

Practice, practice, practice. Don’t just imagine it once. 

Imagine it many times.

•  Create a goal to increase your Warm Kindness 

interactions with a friend, family member, or 

colleague. Write out how you will practice this  

goal in your mind.

•  Keep a journal noting what happens as you work on 

the goal. What feelings do you experience? What 

barriers do you encounter?

listener’s 
influence on 

emotions
 THE SPEAKER WILL 

PROBABLY FEEL.. .
 

WHEN THE LISTENER.. .

Identifies with 
the speaker 

Demonstrates 
attentiveness

Demonstrates 
interest

Seems marginally 
concerned

Seems superficial 
or unconcerned

Remains standoffish 
or clinical 

Ignores or withdraws 
from the speaker

Valued

Accepted

Understood

Tolerated

Not Important

Dismissed

Rejected
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Listener’s Influence on Emotions

Empathy
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practice in your mind
This chart can help you measure and practice 

empathy.  Accurately reflecting the speaker’s 

thoughts and feelings is a phenomenal success 

and an achievable goal. Climbing higher can be 

accomplished with practice.

Thinking about and visualizing your new behavior 

is powerful. Practice it in your head first. Imagining 

a new behavior can actually change your behavior. 

Practice, practice, practice. Don’t just imagine it once. 

Imagine it many times.

•  Create a goal to increase your empathic interactions 

with a friend, family member, or colleague. Write out 

how you will practice this goal in your mind.

•  Keep a journal noting what happens as you work on 

the goal. What feelings do you experience? What 

barriers do you encounter?

listener’s 
influence on 

emotions
 THE SPEAKER WILL 

PROBABLY FEEL.. .
 

WHEN THE LISTENER.. .

Offers in-depth 
responses

Reflects underlying 
thoughts/feelings

Reflects the speaker’s 
thoughts/feelings

 Overlooks a major 
thought/feeling

Responds 
superficially/partially

Ignores the speaker’s 
thoughts/feelings

Belittles the speaker’s 
thoughts/feelings

Valued

Accepted

Understood

Tolerated

Not Important

Dismissed

Rejected
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Listener’s Influence on Emotions

Respect
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practice in your mind
This chart can help you measure and practice respect.  

Showing an interest in the speaker is a phenomenal 

success and an achievable goal. Climbing higher can 

be accomplished with practice.

Thinking about and visualizing your new behavior 

is powerful. Practice it in your head first. Imagining 

a new behavior can actually change your behavior. 

Practice, practice, practice. Don’t just imagine it once. 

Imagine it many times.

•  Create a goal to increase your respectful interactions 

with a friend, family member, or colleague. Write out 

how you will practice this goal in your mind.

•  Keep a journal noting what happens as you work on 

the goal. What feelings do you experience? What 

barriers do you encounter?

listener’s 
influence on 

emotions
 THE SPEAKER WILL 

PROBABLY FEEL.. .
 

WHEN THE LISTENER.. .

Engages deeply

 Makes space for the 
speaker’s opinions

 Shows an 
interest

 Relates 
nonchalantly

 Fails to take the 
speaker seriously

Communicates  
superiority or disbelief

Imposes the listener’s 
beliefs and values

Valued

Accepted

Understood

Tolerated

Not Important

Dismissed

Rejected


