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Active Listening Workshop 
 

Course Summary 
 
Description 
 
Active listening is a key business skill with proven benefits that include building stronger business 
relationships, being a better negotiator, being better at resolving conflict, and being a better influencer. 
Active listening also sets the stage for you to better earn trust and respect of those around you, and is 
and essential skill that helps you to better understand problems, the issues at play in making business 
decisions, and developing better solutions to problems. 
 
Objectives 
 
By the end of this course, students will be able to: 
 

 Demonstrate the key behaviors associated with active listening 

 Coach others at being more active listeners 

 Understand the barriers to being an active listener that affect them, and identify solutions and 
work-arounds to overcome those barriers 

Topics 
 

 Active listening defined – the difference between active listening and passive listening 

 Barriers and workarounds to being an active listener 

 Using active listening to build trust and key business relationships 

 Using active listening to be a better negotiator 

 Using active listening to de-escalate conflict and misunderstanding 

 Practical application throughout the workshop 
 
Audience 
 
This course is designed for anyone who wants to improve their active listening skills. 
 
Prerequisite 
 
There are no prerequisites for this course.  
 
Duration 
 
One Half Day 
 
 


