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Abstract

Social psychologists have a longstanding interest in the 

mechanisms responsible for the beneficial effects of positive 

social connections. This article reviews and integrates two 

emerging but to this point disparate lines of work that focus 

on these mechanisms: high-quality listening and perceived 

partner responsiveness. We also review research investigat-

ing the downstream consequences of high-quality listening 

and perceived partner responsiveness: the how and why 

of understanding the process by which these downstream 

benefits are obtained. High-quality listening and perceived 

partner responsiveness, though not isomorphic, are related 

constructs in that they both incorporate several key inter-

personal processes, such as understanding, positive regard, 

and expressions of caring for another person. We develop a 

theoretical model for representing how listening embodies 

one form of interactive behavior that can promote (or hin-

der) perceived partner responsiveness and its downstream 

affective, cognitive, and behavioral effects. Finally, we dis-

cuss our model’s implications for various social-psycholog-

ical domains, such as social cognition, self-evaluation, con-

structive disagreements, and interpersonal relationships.
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1  |  INTRODUCTION

People have an innate need to feel positively evaluated by, and connected to, others (Deci & Flaste, 1996; Leary & 

Baumeister, 2000). These interpersonal connections are known to conduce to many positive intrapersonal affective 

and cognitive outcomes (Dutton & Heaphy, 2003). In recent years, social psychologists, in particular, have begun to 

articulate some of the interpersonal behaviors responsible for these effects. This article reviews and integrates two 
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emerging but so far disparate lines of theory and research that focus on interpersonal mechanisms: high-quality lis-

tening and perceived partner responsiveness. We argue that high-quality listening is a relational behavior that de-

serves empirical attention in its own right as a specific driver of perceived partner responsiveness. We review re-

search that focuses on the downstream consequences of high-quality listening and perceived partner responsiveness, 

and suggest that better integration of these two lines of work can clarify just how these benefits take place in everyday 

social interactions.

2  |  WHAT IS PERCEIVED PARTNER RESPONSIVENESS?

First described in the Intimacy Process Model (Reis & Shaver, 1988), perceived partner responsiveness refers to the 

belief that an interaction partner understands and validates the self and is willing to support one's needs. In this model, 

partners are perceived to be responsive to the other partner's core traits, values, and experiences when their words 

and actions are thought to be knowing, encouraging, and caring. In the original model, perceived partner responsive-

ness was conceptualized as a property that emerged in specific interactions; in more recent work, the construct has 

been construed as a general property of relationships. The current formulation encompasses both meanings. That is, 

we argue that in specific interactions, perceived partner responsiveness follows from high-quality listening. Likewise, 

we suggest that accumulated high-quality listening over time should also foster a general, relationship-wide sense of 

perceived partner responsiveness.

Perceived partner responsiveness includes three components. First, people must feel understood by their part-

ners. Although the relevance of actual understanding to relationship outcomes is debated, researchers agree that 

perceived understanding—believing that partners are aware of one's inner qualities and beliefs, as one sees them 

oneself—is essential to relationship well-being (Reis et  al.,  2017). This is true for at least three reasons: (1) feeling 

understood promotes a sense of authenticity in relationships (Kernis & Goldman, 2006); (2) understanding by part-

ners is intrinsically satisfying (Finkenauer & Righetti, 2011); and (3) perceived misunderstanding would render moot 

or perhaps even troublesome any expressions of liking and favorable feedback (Patrick and Reis [1995], reported in 

Reis, 2006).

The second component of perceived partner responsiveness, validation, is the belief that partners value and ap-

preciate one’s attributes, accomplishments, and worldview. Extensive evidence documents the impact of feeling liked 

and appreciated in relationships (e.g., Gordon et al., 2012; Murray et al., 1996), mainly because these qualities allow 

people to feel accepted and secure in close relationships (Baumeister & Leary, 1995). As for the final component of 

perceived partner responsiveness, feeling cared for, help and support are key contributors to relationship well-being. 

For example, in close communal relationships, people expect partners to be responsive to their needs and, in turn, 

are reciprocally responsive to those partners' needs (Clark & Aragón,  2013). Partner support also facilitates goal 

striving (Rusbult et al., 2009), contending with stressful events (Stroebe & Stroebe, 1996), and exploration (Feeney & 

Thrush, 2010), and is a key contributor to thriving relationships (Feeney & Collins, 2015).

Extensive research has established the impact of perceived partner responsiveness on relationship and personal 

outcomes. Perceived partner responsiveness predicts feelings of intimacy (Laurenceau et al., 2005), relationship sat-

isfaction (Gadassi et al., 2016), and sexual satisfaction and desire (Birnbaum et al., 2016) in romantic relationships. 

Perceived partner responsiveness encourages partners to be emotionally open to each other (Ruan et  al.,  2020), 

express gratitude (Algoe & Zhaoyang,  2016), enact caregiving (Canevello & Crocker,  2010), forgive (Pansera & La 

Guardia, 2012), and provide social support (Maisel & Gable, 2009). In terms of its more personal benefits, perceived 

partner responsiveness has been shown to promote hedonic and eudemonic well-being (Selcuk et al., 2016), as well 

as lessen pain sensitivity (Oishi et al., 2013) and reports of physical symptoms (Lun et al., 2008). Based on these and 

many other studies, Reis (2012) proposed that perceived partner responsiveness may serve as a central principle for 

organizing the enormous yet largely non-integrated literature documenting the links between relationship qualities 

and well-being.
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3  |  WHAT IS HIGH-QUALITY LISTENING?

Listening is a multi-faceted but ultimately holistic process that includes attention, comprehension, and positive in-

tention (Kluger & Itzchakov, 2022). Good listeners convey they are paying attention, comprehending what the speak-

er is communicating, and doing so with a benevolent intention toward the speaker. Listeners convey these features 

through observable behaviors, such as gaze, facial expressions, body posture, follow-up questions, and reflections.

Attention refers to focusing on the speaker’s message while avoiding stimuli that produce external disturbances 

(e.g., text messages, other people in the room) and internal disturbances (e.g., unrelated thoughts). Attention is con-

veyed through effective backchannel behaviors (Bavelas et al., 2000), such as nodding, maintaining constant eye con-

tact, and orienting the speaker’s body posture (Bavelas et al., 2002; Duncan, 1972). For example, in a typical conversa-

tion, speakers do not constantly gaze at their listeners. Instead, speakers turn their gaze toward the listener every few 

seconds to check whether they are focused on them. When they look back at the listeners and notice that they have 

their undivided attention, speakers gain psychological safety that allows them to introspect non-defensively (Castro 

et al., 2018; Itzchakov et al., 2017). Inattentive listeners can make their speakers distracted (e.g., “am I boring?” and “am 

I talking too much?”), hinder their self-verification (Pasupathi & Rich, 2005), self-knowledge (Pasupathi, 2001), ability 

to introspect (Itzchakov et al., 2018), and even long-term memory (Pasupathi et al., 1998).

Comprehension refers to the extent to which listeners accurately understand the speakers' cognitive and affective 

states (Kluger & Itzchakov, 2022). Listeners convey comprehension by paraphrasing the speaker's message (Nemec 

et al., 2017) and asking open questions relevant to the speaker’s stories (Van Quaquebeke & Felps, 2018). Good lis-

teners ask speakers to repeat parts they missed or are unsure they understood (Lycan, 1977). Comprehension is an 

effortful process that requires energy and hence motivation. Finally, benevolent intention involves listening with pos-

itive regard, validation, and a non-judgmental approach toward the speaker (Rogers & Roethlisberger, 1991/1952). 

Listeners can convey positive intention by exhibiting conversational receptiveness, including the use of hedges; that 

is, phrases such as “somewhat” and “might,” which soften the tone of the conversation and indicate a non-judgmental 

attitude (Yeomans et al., 2020).

Although some people are inherently good listeners (Kline, 1999), and some can become good by training (Itzcha-

kov, 2020; Rautalinko & Lisper, 2004), listening is a fundamentally relational process driven by the specific interaction 

of listener and speaker. For example, in two field studies involving work teams, the unique listener-speaker dyad ex-

plained almost half of the variance in listening perception. This dyad-level variance can be illustrated as follows: Tony 

might be a great listener for Alex but a poor listener for Logan; it is the Tony-Alex dyad, rather than Tony per se, that 

instantiates positive listening (Kluger et al., 2021). Thus, overall, when speakers express themselves, good listeners 

attend carefully, make an effort to comprehend what they are trying to say, and convey their care and valuing of the 

speaker.

4  |  WHY DOES LISTENING MATTER FOR SOCIAL PSYCHOLOGY?

Listening is a basic social behavior and one of the most fundamental features of a satisfying social interaction (Rog-

ers, 1962). Yet, until recently, the ways in which listeners shape conversations and their consequences for speakers 

have largely been ignored in social psychology. For example, one of the earliest works on listening in social psychology 

stated that: “listeners in conversations aren’t mute or invisible during an utterance. Speakers may alter what they say 

midcourse based on what addressees say and do” (Clark & Wilkes-Gibbs, 1986, p. 3).

In the last decade, however, research has begun to emphasize the importance of listening for personality and 

social psychology. For example, a study of co-workers’ perceptions found that listening positively affected social influ-

ence above and beyond the effect of verbal expressiveness (Ames et al., 2012). In this study, listening also mediated 

the association between personality and social influence. Specifically, individuals high in the Big Five traits of Agreea-

bleness and Openness to Experience were perceived as good listeners, and for this reason, influenced others.

ITZCHAKOV et al. 3 of 16



In the context of attitude change, feeling listened to reduced attitude extremity among low-power group mem-

bers toward the high-powered group, whereas listening reduced attitude extremity among the high-powered group 

toward the low-power group (Bruneau & Saxe, 2012). High-quality listening also reduced speakers' state social anxi-

ety and defensiveness and consequently increased their awareness of opposing elements within their attitudes while 

reducing the extremity of their attitudes (Itzchakov et al., 2017). Relatedly, high-quality listening increased speakers' 

self-insight and reduced their prejudice toward various social groups (Itzchakov et al., 2020). The reduction in speak-

ers' prejudice was accompanied by increased state self-esteem because the speakers were the recipients of high-qual-

ity listening behaviors, thus supporting their sense of autonomy (Itzchakov & Weinstein, 2021). Taken together, these 

findings suggest that the experience of high-quality listening helps speakers to feel free to self-express and subse-

quently to feel understood, leading to greater openness and lesser defensiveness.

These empirical findings support humanistic theorizing (Rogers, 1980; Rogers & Roethlisberger, 1952). Based on 

clinical observations, Rogers posited that high-quality listening helps speakers become aware of internal inconsisten-

cies. This awareness can be threatening because it makes cognitive inconsistencies salient. Yet, an attentive, under-

standing and non-judgmental listener can help the speaker realize that this complexity is not threatening, thus paving 

the way for positive self-awareness and personal growth. A series of lab and field experiments (Itzchakov et al., 2017, 

2018; Itzchakov & Kluger, 2017a) found that when speakers receive high-quality listening, the presence of internal 

inconsistencies (objective ambivalence; Kaplan, 1972) increased without the evaluative conflict that is usually asso-

ciated with this awareness (subjective ambivalence; Priester & Petty, 1996). Furthermore, studies have shown that 

non-judgmental listening reduced speakers’ exclusionary attitudes and transphobia (Broockman & Kalla, 2016; Kalla 

& Broockman,  2020), and increased their state self-esteem (Itzchakov & Weinstein,  2021), well-being (Weinstein 

et al., 2021), creativity (Castro et al., 2018; Curhan et al., 2021), and cognitive resilience (Salinas et al., 2021), to name 

only a few documented outcomes. Together, these studies indicate that many core constructs in social psychology are 

influenced by high-quality listening and perceived partner responsiveness.

5  |  LISTENING AND PERCEIVED RESPONSIVENESS: RELATED CONSTRUCTS WITH A 
PREVIOUSLY UNIDENTIFIED LINK

Research on perceived partner responsiveness tends not to make an explicit distinction between responsiveness as a 

momentary feature of a social interaction and responsiveness as a global characteristic of a relationship. In the orig-

inal Reis and Shaver  (1988) model, it was assumed, based on Davis  (1982), that perceived partner responsiveness 

emerged from the listener’s actual behavior, but was filtered through the speaker's motivated interpretations (i.e., 

the way the behavior fulfills needs, goals, values, and personal concerns). However, this study did not specify which 

behaviors by listeners would inculcate a sense of perceived responsiveness. In a later review, Reis et al. (2004) con-

cluded that both the listener’s actual enacted behavior and motivated interpretations mattered, without specifying 

which behaviors would count as enacted behavior. The only work of which we are aware that has attempted to codify 

the specific behaviors that enact responsiveness is Maisel et al. (2008), who created a coding system designed to show 

what “responsiveness looks like” (p. 317). Their list of 19 behaviors includes many specific actions that also constitute 

high-quality listening (e.g., asking questions and summarizing/paraphrasing). We thus believe it is important to clarify 

which specific behaviors enacted by a listener are most likely to foster a sense of perceived partner responsiveness.

As Reis et al.  (2004) argued, perceived partner responsiveness is a global, holistic construct involving multiple 

pathways to achieving its outcome. Listening is one of the strategies that promotes perceived partner responsiveness. 

Surprisingly, these constructs have not been associated in the literature, though they are used in similar ways. This gap 

points to the need to identify these putative associations while also disentangling them. We argue below that good 

listening is a specific and beneficial form of social support that can meet needs and adjust to circumstances, thereby 

fostering perceived partner responsiveness.
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Perceived partner responsiveness is a relatively abstract belief that another person understands, values, and sup-

ports oneself. It can emerge in specific, relatively brief interactions or, more broadly, as a sense of accumulated inter-

actions over time. As mentioned earlier, although this belief has been theorized to be grounded in specific interactions 

(Reis & Shaver, 1988), what takes place during these interactions is unspecified by the theory, except to state that 

listeners, through their actions, somehow induce their partners to feel well-responded to. Clearly, such feelings do not 

only depend on the listeners' verbal and nonverbal behavior but also on the partner's interpretations and reactions 

to those behaviors. Listening, on the other hand, is comprised entirely of specific verbal and non-verbal behaviors. 

In addition, listening involves responses to a disclosure or a conversation within a listener–speaker dyad or a group of 

people, whereas perceived partner responsiveness can sometimes occur without conversation. For example, Joe can 

be attentive to Perry's core needs by giving him something he wants, offering a hug in a time of need, or helping Perry 

fix his car. None of these behaviors would count as listening.

5.1  |  How does listening differ from enacted social support?

Enacted social support (as distinguished from perceived social support, a much more commonly studied construct) 

is a broader construct, only some forms of which incorporate listening. Social support includes, for example, provid-

ing assistance or guidance as well as group belonging, which are only tangentially relevant to listening. Given this 

wide scope, we argue that listening should be studied in and of itself and separately from other forms of support. The 

rationale derives from research on emotional support, the form of support that is conceptually closest to listening. 

Emotional support is a type of social support that includes providing empathy, emotional validation, and encourage-

ment to people experiencing stressful life events (Burleson, 2003) and often involves giving advice (Holmstrom & Bur-

leson, 2011). Emotional support can be studied without an in-person conversation, which is a prerequisite for listening 

(Kluger & Itzchakov,  2022), such as by sending text messages (Dobson et  al., 2018). Empirically, listening has been 

found to have predictive validity above and beyond emotional support on reducing burnout (Pines et al., 2002) and 

increasing cognitive resilience (Salinas et al., 2021).

Another related construct is esteem support, a specific form of social support in which individuals try to enhance 

the way others feel about themselves and their characteristics, abilities, and accomplishments (Holmstrom, 2012). 

Esteem support is relevant primarily when people experience an aversive event (Weiner, 1986). On the other hand, 

listening is relevant regardless of whether the speakers share a negative, neutral, or positive event.

How, then, should perceived partner responsiveness, a construct that is ultimately in the eye of the beholder, 

be integrated with listening, a construct that embodies a series of behaviors that together convey the interpersonal 

response? We argue that listening serves as a direct avenue to creating perceived partner responsiveness. It seems 

clear that good listening is an important interpersonal behavior that leads individuals to perceive that their partners 

are responsive to them. A good listener creates a safe and open space for the partner to share and discuss thoughts, 

feelings, and experiences (Castro et al., 2016; Rogers, 1959), promoting a sense that one can self-disclose openly to 

a receptive audience, that is, caring and valuing (Stone et al., 2010). Whether these disclosures are consequential or 

mundane, the mere opportunity to speak to an understanding listener will promote perceived partner responsiveness. 

Furthermore, the partner’s expressed understanding and appreciation of the speaker can further promote additional 

self-disclosure and a willingness to be responsive in return (Reis & Clark, 2013; Reis et al., 2004). The effects of listen-

ing on perceived partner responsiveness are arguably immediate and direct and, over time and repetition, feed into 

a more global sense of perceived relationship responsiveness, a characteristic of longer-lasting associations (such as 

those occurring in close relationships or with mentors or therapists).

In enduring relationships and typically in lengthier individual exchanges, the link between listening and perceived 

responsiveness creates a positive feedback loop: when Partner A listens well it fosters a feeling in Partner B of being 

responded to, which in turn encourages Partner B to listen more attentively to Partner A. This is thought to be true 

primarily in symmetric relationships, such as between friends and romantic partners; it may not apply to asymmetric 
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relationships, such as between clients and their therapists or managers and their employees, where mutuality of dis-

closure is unlikely. Reciprocal listening and self-disclosure may not occur simultaneously or even necessarily with-

in the same interaction. For example, suppose a conversation is focused on some distressing event in one partner's 

life. In that case, listeners who attempt to refocus on their own concerns are likely to be perceived as unresponsive. 

This is consistent with the idea that partners in enduring communal relationships reciprocate their caregiving when 

needs arise rather than in the moment (Clark & Aragón, 2013). All things being equal, conversations and relationships 

characterized by such cycles of mutuality are likely to be more productive, intimate, and rewarding for both partners, 

by fostering a general sense of closeness and connection, as well as the more specific relational outcomes reviewed 

earlier.

Finally, although both listening and perceived partner responsiveness are multidimensional constructs, listening 

is multi-faceted in a more narrow way in that it includes a series of very specific behaviors (Itzchakov & Grau, 2020; 

Itzchakov & Kluger, 2017b). On the other hand, perceived partner responsiveness includes relatively general and ab-

stract evaluations such as being cared for and validated by significant others (Reis, 2012). That these constructs are 

defined at very different levels of specificity further suggests the need for integration.

5.2  |  How does high-quality listening make people feel responded to? An integrative 
model

Social psychologists have identified several constructs that help people feel that their partners are responsive to them. 

Some of these factors are overtly behavioral, such as including emojis in text messages (Coyle & Carmichael, 2019), 

smiling (Foot et al., 1977), or offering guidance in parent–adolescent relationships (Brody et al., 2005). Other anteced-

ents are precursors to behavior, such as relational self-construal (Cross et al., 2000), compassionate goals (Canevello 

& Crocker,  2010), views of nonzero-sum relationship conflicts (Gore & Cross,  2011), and high self-esteem (Maisel 

et al., 2008). High-quality listening is an antecedent of perceived partner responsiveness that incorporates both these 

elements: it is challenging to be a genuinely good listener without the appropriate attention and benevolent intention 

toward speakers (i.e., precursors to behaviors). Furthermore, the listener has to be willing and open to allow the speak-

er to self-express. Once listeners' mindset is oriented in the speakers' direction, listeners then employ overt behaviors 

to signal that they are attending.

To the extent that listeners do this effectively, the quality of their listening determines the extent to which they 

will be perceived as responsive. Consider a conversation between two romantic partners, in which Charlie tells Mor-

gan about a presentation at work. Morgan maintains constant eye contact, nods when appropriate, asks follow-up 

questions, and paraphrases some of the content to ensure understanding. On the other hand, imagine Morgan sneak-

ing gazes at her cell phone when Charlie is not looking, exhibiting indifferent facial expressions, not asking questions, 

and changing the topic of the conversation after Charlie pauses. Morgan will likely be perceived as a responsive part-

ner in the first example and an unresponsive partner in the second example.

Figure 1 presents a theoretical model describing possible outcomes of listening behaviors through its beneficial 

effects on perceived partner responsiveness. The model is intrinsically relational because self-disclosure and per-

ceived responsiveness, which require back-and-forth exchanges between interacting persons, are central to the inter-

personal exchanges that define relationships. However, the model also incorporates the idea of motivated-reasoning; 

namely, that partners perceive each other’s actions in ways shaped by their own needs, values, traits, and circum-

stances (Reis et al., 2004).1 Identifying listening as an antecedent of perceived responsiveness makes a contribution to 

the scant literature on the specific behaviors that produce perceived responsiveness. Moreover, without articulating 

such behaviors, perceived responsiveness exists largely as an “in-the-head-of-the-perceiver” construct rather than 

the product of an interpersonal exchange. This consideration should be central to any relationship process or analysis.

According to the model, high-quality listening behaviors foster speakers’ sense of being responded to. Conse-

quently, speakers may benefit from a broader cognitive perspective, such as increased open-mindedness (Itzchakov 
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et al., 2017). They should also experience positive feelings such as higher self-esteem (Itzchakov & Weinstein, 2021; 

Reynolds-Kueny & Shoss, 2021). Finally, listening-induced perceived responsiveness should have behavioral implica-

tions such as increased self-disclosure and helping behaviors (e.g., Kluger et al., 2021; Lloyd et al., 2015).

The process depicted in Figure 1 can be applied to virtually every conversation in any speaker-listener dyad. Per-

ceived responsiveness can facilitate the outcomes shown in this figure without conversation or listening; however, lis-

tening will not facilitate these consequences when the speaker does not perceive the listener as responsive. Listening 

is therefore best understood as an antecedent of perceived responsiveness and not vice versa.

One key unresolved question is whether listening contributes to perceived responsiveness beyond constructs 

that overlap with perceived responsiveness, such as relationship satisfaction (Lemay et  al.,  2007), perceived social 

support (Maisel & Gable, 2009), and compassionate interpersonal goals (Canevello & Crocker, 2010). Although no re-

search of which we are aware has examined this issue, the distinction between listening and these constructs is clear. 
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That is, listening involves a set of behaviors that are likely to foster social support and compassionate goals, but are 

specific to conversations that involve speaking in a revealing way and being heard.

6  |  LISTENING PROMOTES RESPONSIVENESS IN MULTIPLE DOMAINS OF HUMAN 
INTERACTION

Opportunities for listening that promote or hinder perceived responsiveness span most aspects of people’s lives be-

cause individuals spend a large proportion of their day conversing with others. Below we provide examples of the 

association between listening and perceived responsiveness in several common interpersonal contexts; namely, work, 

disagreements, parent–child relationships, and romantic relationships.

6.1  |  Workplace interactions

An important aspect of the relationship between a manager and an employee is performance feedback. In some in-

stances, performance feedback can damage employees’ performance and undermine the manager-employee relation-

ship (Kluger & DeNisi, 1996). The pitfalls of feedback increase when the employee feels threatened because perceived 

threat increases defensiveness and reduces the possibility that the employee will adapt in response to the feedback. 

However, managers who exhibit good listening behaviors when providing feedback reduce employees’ defensiveness 

(Itzchakov & Kluger, 2018). Importantly, good listening tends to foster employees’ perception that their managers un-

derstand and validate them and support their core needs (Jonsdottir & Kristinsson, 2020; Kluger & Itzchakov, 2022).

Moreover, managers who listen well and are perceived as responsive provide more opportunities for employ-

ees to gain personal insights about their strengths, weaknesses, and strategies for improvement and flourishing, even 

when they do not give explicit feedback. This process is exemplified in the Feedforward interview, a technique de-

signed to facilitate the connection between an interviewer and an interviewee through high-quality listening (Kluger 

& Nir, 2010). The Feedforward interview has received empirical support. For example, in a field experiment, employ-

ees who received a Feedforward interview from their manager performed better, as measured four months after the 

interview, compared to employees who received traditional feedback (Budworth et al., 2015).

6.2  |  Parent–child relationships

Another asymmetrical relationship in which listening should foster perceived responsiveness involves parents and 

their children. By promoting felt responsiveness, parental listening may play a crucial role in producing desired down-

stream intrapersonal and interpersonal consequences in their children (Weinstein et  al.,  2021). Various works on 

parental support have highlighted the role of listening. For example, many programs to enable parents to be more 

supportive and responsive include listening training, among other more directive techniques (Joussemet et al., 2014), 

as does training designed to improve parents’ empathy (Katz & Hunter, 2007). When parents are good listeners, chil-

dren are more likely to feel that their wants and needs have been understood (Dix, 1991). However, without isolating 

listening in empirical tests that are focused on parent–child conversations and relationships, it is difficult to discern its 

specific role or mechanism in effective communication between parents and their children.
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6.3  |  Romantic relationships

Scores of studies have indicated that poor listening contributes to marital distress and dysfunction, though much like 

the developmental literature, most studies have not distinguished the specific behaviors that constitute high-quality 

listening from other communications that romantic partners enact. For example, in studies of marital conflict and its 

possible resolution, poor outcomes are predicted by reactions such as hostility, criticism, inattention, and stonewalling 

(withholding and withdrawal). In contrast, more successful outcomes are predicted by engagement and expressions of 

affection and validation (Karney & Bradbury, 1995). In some respects, these constructs are closely linked to the defi-

nition of high-quality listening offered above, but they are often conflated with more direct verbal content that is not 

necessarily an indication of listening; for example, general criticism of a partner or displays of affection, both of which 

introduce new content to the conversation but are not responses to the speaker’s verbal disclosure.

In romantic conflict conversations, affective positivity, although a necessary component, is generally insufficient 

to produce satisfying resolutions; rather, attention and responsiveness are also needed (e.g., Pasupathi et al., 1999). 

For example, research on the demand/withdrawal pattern of couple conflict resolution shows that the refusal to 

engage, rather than expressions of negative affect, is a defining feature of distressed couples (e.g., Christensen & 

Heavey, 1990). This absence of engagement is perceived as unresponsiveness (Sasaki & Overall, 2021), or as invali-

dation and rejection of the speaker's point of view (Overall et al., 2010). Even in conversations about happy events, 

partners' lack of enthusiastic support—for example, expressions of disinterest or pointing out the event's downside—

is strongly associated with relationship distress (Gable et  al.,  2004). In terms of the model in Figure  1, it would be 

worthwhile to identify the specific listening behaviors that engender perceptions of attention and responsiveness.

One common technique in marital therapy explicitly acknowledges the importance of high-quality listening in 

fostering perceived responsiveness and positive relationship outcomes. The speaker–listener technique is a structured 

procedure in which partners take turns speaking (interruptions are prohibited; partners can only speak when they 

have the floor, as indicated, e.g., by a signal light), listen rather than interpret their partner's statements, paraphrase 

what they heard their partner saying (to foster accurate understanding as well as the speaker’s sense of feeling under-

stood), and clarify ways in which their partner’s paraphrasing may have missed the mark (Stanley et al., 1997). Many 

marital therapies incorporate similar techniques, thus acknowledging the fundamental premise that listening behav-

ior is only effective when partners feel responded to.

6.4  |  Disagreements

People often engage in conversations where they disagree with each other. This can include conversations between 

teachers and their students or people with different political views. When conversation partners do not feel under-

stood, they are less likely to resolve their disagreements and conflict (Livingstone et al., 2020). However, people are 

more likely to feel understood when their conversation partners listen actively to them (Reis et al., 2017). Empirical 

findings indicate that when people feel listened to, their attitude extremity lessens (Bruneau & Saxe, 2012; Itzchakov 

& Kluger, 2017a).

7  |  WHEN DOES POOR LISTENING UNDERMINE PERCEIVED RESPONSIVENESS?

People sometimes assume that the listener is a passive participant in a conversation, one whose sole activity is to 

take in the speaker’s words, much as a recording device might do. For example, one popular skills-oriented website 

defines listening as accurately receiving and interpreting messages in the communication process, a definition that 

does not require any overt behavior on the part of the listener.2 However, listeners play a critical role in influenc-

ing the direction of the conversation (Bavelas & Gerwing, 2011; Pasupathi, 2001; Van Quaquebeke & Felps, 2018), 
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how deeply and openly speakers reflect on a topic (Itzchakov et al., 2018), and whether speakers gain self-knowledge 

(Harber et al., 2014). Listeners even contribute to the fluency of speakers' utterances (Bavelas et al., 2000). In short, 

listeners play an influential role in co-constructing the conversation with speakers through their behavior (Kluger & 

Itzchakov, 2022).

High-quality listeners can make speakers feel responded to, whereas listeners who attend poorly can undermine 

perceived responsiveness. Poor listening behaviors are typically seen as neglectful, ingenuine, or antagonistic. For ex-

ample, poor listeners may wait impatiently for their turn to talk while looking for the first opportunity to jump in with 

their own view. Alternatively, they can ask irrelevant questions. For example, Jordan may tell Chris about a disappoint-

ing date, to which Chris responds by asking which restaurant Jordan went to or requesting additional details concern-

ing an irrelevant disclosure earlier in their conversation. Such questions would likely leave Jordan feeling that Chris is 

not genuinely interested in her feelings and consequently lead Jordan to feel not responded to. Chris can also enact 

facial expressions and body postures that convey unsupportive judgments, such as wrinkling the forehead, raising an 

eyebrow, and leaning back with arms crossed. These backchannel behaviors may arise unintentionally; however, when 

perceived, they are likely to foster a sense of unresponsiveness. Chris can also undermine Jordan’s perceived respon-

siveness by exhibiting distractedness, such as by looking to see who else is in the room (Lopez-Rosenfeld et al., 2015). 

Chris might even engender perceived unresponsiveness with listening behaviors that may seem relatively neutral or 

“not so bad,” such as maintaining a blank facial expression that fails to convey interest, empathy, or curiosity. In short, 

it is important to conceptualize listening as an active contribution to conversational dynamics rather than a passive 

act of receiving information.

7.1  |  Future directions for research

The integration of high-quality listening and perceived responsiveness offers numerous intriguing possibilities for 

future research. Listening research to date has primarily focused on its effects on speakers. Exploring the affective, 

cognitive, and behavioral downstream effects on listeners who make speakers feel responded to would be valuable. 

For example, when speakers show discernible signs of perceived responsiveness, listeners may feel emotions such as 

pride or warmth. It may also encourage them to self-disclose in turn, either in the moment or, if more appropriate, at 

a later time.

Other possible research questions include the impact on listeners' attitudes when listening well and responding 

to speakers who express opposite attitudes. In other words, does listening well promote openness and subsequent 

attitude change on the part of the listener? Does observing as an outsider a conversation that includes high levels 

of listening and perceived responsiveness impact emotions and attitudes? What are the potential costs of listening 

to speakers in a way that they feel responded to? One such cost may be compassion fatigue, the emotional toll that 

can accumulate from listening actively and empathically to others (O’Brien & Haaga, 2015). An important practical 

research question is how to prevent such adverse outcomes for listeners.

In addition, listening takes place in multiple relationship domains, and its expression, impact, and even appropri-

ateness may not be consistent across relationships. For example, in work relationships, such as those between man-

agers and employees, employees may feel responded to when managers exhibit their grasp of workplace problems or 

concerns. In close relationships, attention and positive intention may be more important, although research is needed 

in order to understand how comprehension can be effectively signaled in such relationships.

It is important to identify the contextual factors that influence how concrete, in-the-moment acts of high-quali-

ty listening influence perceived responsiveness. For example, relationship history, personality characteristics, social 

skills, and the conversational context can enhance or hinder the effect of listening behaviors on perceived responsive-

ness. Consider a conversation with a friend who generally listens well and has a long history of being responsive to 

you but, in the moment, is distracted by personal circumstances. Alternatively, consider a conversation with another 

friend who has not listened well to you in the past but is making a sincere effort in the moment to listen better. In both 
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examples, interaction history may influence the perception of responsiveness and its downstream effects. Also, speak-

ers with low self-esteem or low agreeableness (Wood & Forest, 2016), or high on neuroticism (Itzchakov et al., 2014) 

might be less likely to perceive responsiveness when being listened to in a high-quality manner.

Finally, the context of listening may also matter. For example, research is needed to identify cultural variations 

in which behaviors are most likely to lead to perceived responsiveness (Wu et  al.,  2021). Also, a speaker receiving 

high-quality listening from a romantic partner when disclosing a difficult situation at work is likely to experience great-

er responsiveness than a speaker who receives a similar level of listening quality when disclosing about cheating to an 

academic advisor. These examples are promising avenues for future research that are supported by the integration of 

the literature on listening behaviors and perceived responsiveness.

7.2  |  Concluding remarks

Listening and perceived partner responsiveness promote desired outcomes for many key processes in social psychol-

ogy. However, to date, these constructs have been studied in isolation, though many underlying processes and out-

comes touch on similar ideas and mechanisms. Our goal in this paper was to unpack the differences between these 

constructs, identify their similarities, and integrate them into a comprehensive model. We hope that this model will 

spur research on listening-induced perceived partner responsiveness and motivate the development of applications 

and training programs that teach individuals how to listen well so that their conversation partners will feel well-re-

sponded to, thereby facilitating social connections.

AC K N O W L E D G M E N T

The research was supported by grants #460/18 and #1235/21 from the Israel Science Foundation to the first author.

O RC I D

Guy Itzchakov  https://orcid.org/0000-0003-1516-6719

Harry T. Reis  https://orcid.org/0000-0002-3542-6074

Netta Weinstein  https://orcid.org/0000-0003-2200-6617

E N D N OT E S

	1	 Reis and Shaver’s model makes no distinction between perceived partner responsiveness grounded in the partner’s actual 

behavior or in motivated interpretations, save to note that there is extensive evidence for both, and moreover, that the 

degree to which each occurs is likely to vary as a function of individuals, relationships, and contexts.

	2	 https://www.skillsyouneed.com/ips/listening-skills.html

R E F E R E N C E S

Algoe, S. B., & Zhaoyang, R. (2016). Positive psychology in context: Effects of expressing gratitude in ongoing relationships 

depend on perceptions of enactor responsiveness. The Journal of Positive Psychology, 11, 399–415. https://doi.org/10.10

80/17439760.2015.1117131

Ames, D., Maissen, L. B., & Brockner, J. (2012). The role of listening in interpersonal influence. Journal of Research in Personality, 

46, 345–349.

Baumeister, R. F., & Leary, M. R. (1995). The need to belong: Desire for interpersonal attachments as a fundamental human 

motivation. Psychological Bulletin, 117, 497–529.

Bavelas, J. B., Coates, L., & Johnson, T. (2000). Listeners as co-narrators. Journal of Personality and Social Psychology, 79, 

941–952.

Bavelas, J. B., Coates, L., & Johnson, T. (2002). Listener responses as a collaborative process: The role of gaze. Journal of Com-
munication, 52, 566–580.

Bavelas, J. B., & Gerwing, J. (2011). The listener as addressee in face-to-face dialogue. International Journal of Listening, 25, 

178–198.

ITZCHAKOV et al. 11 of 16

https://orcid.org/0000-0003-1516-6719
https://orcid.org/0000-0002-3542-6074
https://orcid.org/0000-0003-2200-6617
https://www.skillsyouneed.com/ips/listening-skills.html
https://doi.org/10.1080/17439760.2015.1117131
https://doi.org/10.1080/17439760.2015.1117131


Birnbaum, G. E., Reis, H. T., Mizrahi, M., Kanat-Maymon, Y., Sass, O., & Granovski-Milner, C. (2016). Intimately connected: The 

importance of partner responsiveness for experiencing sexual desire. Journal of Personality and Social Psychology, 111, 

530–546.

Brody, G. H., McBride Murry, V., McNair, L., Chen, Y. F., Gibbons, F. X., Gerrard, M., & Ashby Wills, T. (2005). Linking changes 

in parenting to parent–child relationship quality and youth self-control: The strong African American families program. 

Journal of Research on Adolescence, 15, 47–69.

Broockman, D., & Kalla, J. (2016). Durably reducing transphobia: A field experiment on door-to-door canvassing. Science, 352, 

220–224.

Bruneau, E. G., & Saxe, R. (2012). The power of being heard: The benefits of ‘perspective-giving’ in the context of intergroup 

conflict. Journal of Experimental Social Psychology, 48, 855–866.

Budworth, M. H., Latham, G. P., & Manroop, L. (2015). Looking forward to performance improvement: A field test of the feed-

forward interview for performance management. Human Resource Management, 54, 45–54.

Burleson, B. R. (2003). Emotional support skills. In J. O. Greene & B. R. Burleson (Eds.), Handbook of communication and social 
interaction skills (pp. 551–594). Lawrence Erlbaum.

Canevello, A., & Crocker, J. (2010). Creating good relationships: Responsiveness, relationship quality, and interpersonal goals. 

Journal of Personality and Social Psychology, 99, 78–106.

Castro, D. R., Anseel, F., Kluger, A. N., Lloyd, K. J., & Turjeman-Levi, Y. (2018). Mere listening effect on creativity and the medi-

ating role of psychological safety. Psychology of Aesthetics, Creativity, and the Arts, 12, 489–502.

Castro, D. R., Kluger, A. N., & Itzchakov, G. (2016). Does avoidance-attachment style attenuate the benefits of being listened 

to? European Journal of Social Psychology, 46, 762–775.

Christensen, A., & Heavey, C. L. (1990). Gender and social structure in the demand/withdraw pattern of marital conflict. Jour-
nal of Personality and Social Psychology, 59, 73–81.

Clark, H. H., & Wilkes-Gibbs, D. (1986). Referring as a collaborative process. Cognition, 22, 1–39.

Clark, M. S., & Aragón, O. R. (2013). Communal (and other) relationships: History, theory development, recent findings, and 

future directions. In J. A. Simpson & L. E. Campbell (Eds.), The Oxford handbook of close relationships (pp. 255–280). Oxford 

University Press.

Coyle, M. A., & Carmichael, C. L. (2019). Perceived responsiveness in text messaging: The role of emoji use. Computers in Hu-
man Behavior, 99, 181–189.

Cross, S. E., Bacon, P. L., & Morris, M. L. (2000). The relational-interdependent self-construal and relationships. Journal of Per-
sonality and Social Psychology, 78, 791–808.

Curhan, J. R., Overbeck, J. R., Cho, Y., Zhang, T., & Yang, Y. (2021). Silence is golden: Extended silence, deliberative mindset, 

and value creation in negotiation. Journal of Applied Psychology. Advance online publication. https://doi.org/10.1037/

apl0000877

Davis, D. (1982). Determinants of responsiveness in dyadic interactions. In W. Ickes & E. G. Knowles (Eds.), Personality, roles and 
social behavior (pp. 85–139). Springer-Verlag.

Deci, E. L., & Flaste, R. (1996). Why we do what we do: Understanding self-motivation. Penguin Books.

Dix, T. (1991). The affective organization of parenting: Adaptive and maladaptative processes. Psychological Bulletin, 110, 

3–25. https://doi.org/10.1037/0033-2909.110.1.3

Dobson, R., Whittaker, R., Jiang, Y., Maddison, R., Shepherd, M., McNamara, C., Cutfield, R., Khanolkar, M., & Murphy, R. (2018). 

Effectiveness of text message based, diabetes self management support programme (SMS4BG): Two arm, parallel ran-

domised controlled trial. BMJ, 361, k1959. https://doi.org/10.1136/bmj.k1959

Duncan, S. (1972). Some signals and rules for taking speaking turns in conversations. Journal of Personality and Social Psycholo-
gy, 23, 283–292. https://doi.org/10.1037/h0033031

Dutton, J. E., & Heaphy, E. D. (2003). The power of high-quality connections. In K. S. Cameron, J. E. Dutton, & R. E. Quinn (Eds.), 

Positive organizational scholarship: Foundations of a new discipline (vol. 3, pp. 262–278). Berrett-Koehler Publishers.

Feeney, B. C., & Collins, N. L. (2015). A new look at social support: A theoretical perspective on thriving through relationships. 

Personality and Social Psychology Review, 19, 113–147.

Feeney, B. C., & Thrush, R. L. (2010). Relationship influences on exploration in adulthood: The characteristics and function of a 

secure base. Journal of Personality and Social Psychology, 98, 57–76.

Finkenauer, C., & Righetti, F. (2011). Understanding in close relationships: An interpersonal approach. European Review of So-
cial Psychology, 22, 316–363.

Foot, H. C., Chapman, A. J., & Smith, J. R. (1977). Friendship and social responsiveness in boys and girls. Journal of Personality 
and Social Psychology, 35, 401–411. https://doi.org/10.1037/0022-3514.35.6.401

Gable, S. L., Reis, H. T., Impett, E. A., & Asher, E. R. (2004). What do you do when things go right? The intraperson-

al and interpersonal benefits of sharing positive events. Journal of Personality and Social Psychology, 87, 228–245. 

https://doi.org/10.1037/0022-3514.87.2.228

ITZCHAKOV et al.12 of 16

https://doi.org/10.1037/apl0000877
https://doi.org/10.1037/apl0000877
https://doi.org/10.1037/0033-2909.110.1.3
https://doi.org/10.1136/bmj.k1959
https://doi.org/10.1037/h0033031
https://doi.org/10.1037/0022-3514.35.6.401
https://doi.org/10.1037/0022-3514.87.2.228


Gadassi, R., Bar-Nahum, L. E., Newhouse, S., Anderson, R., Heiman, J. R., Rafaeli, E., & Janssen, E. (2016). Perceived partner re-

sponsiveness mediates the association between sexual and marital satisfaction: A daily diary study in newlywed couples. 

Archives of Sexual Behavior, 45, 109–120.

Gordon, A. M., Impett, E. A., Kogan, A., Oveis, C., & Keltner, D. (2012). To have and to hold: Gratitude promotes relationship 

maintenance in intimate bonds. Journal of Personality and Social Psychology, 103, 257–274.

Gore, J. S., & Cross, S. E. (2011). Conflicts of interest: Relational self-construal and decision making in interpersonal contexts. 

Self and Identity, 10, 185–202.

Harber, K. D., Podolski, P., & Dyer, L. (2014). Hearing stories that violate expectations leads to emotional broadcasting. Journal 
of Language and Social Psychology, 33, 5–28.

Holmstrom, A. J. (2012). What helps–and what doesn’t–when self-esteem is threatened? Retrospective reports of esteem 

support. Communication Studies, 63, 77–98.

Holmstrom, A. J., & Burleson, B. R. (2011). An initial test of a cognitive-emotional theory of esteem support messages. Commu-
nication Research, 38, 326–355.

Itzchakov, G. (2020). Can listening training empower service employees? The mediating roles of anxiety and perspective taking. 

European Journal of Work & Organizational Psychology, 29, 938–952. https://doi.org/10.1080/1359432X.2020.1776701

Itzchakov, G., DeMarree, K. G., Kluger, A. N., & Turjeman-Levi, Y. (2018). The listener sets the tone: High-quality listening in-

creases attitude clarity and behavior-intention consequences. Personality and Social Psychology Bulletin, 44, 762–778.

Itzchakov, G., & Grau, J. (2020). High-quality listening in the age of COVID-19: A key to better dyadic communication for more 

effective organizations. Organizational Dynamics, 100820. https://doi.org/10.1016/j.orgdyn.2020.100820

Itzchakov, G., & Kluger, A. N. (2017a). Can holding a stick improve listening at work? The effect of listening circles on employ-

ees’ emotions and cognitions. European Journal of Work & Organizational Psychology, 26, 663–676.

Itzchakov, G., & Kluger, A. N. (2017b). The listening circle: A simple tool to enhance listening and reduce extremism among 

employees. Organizational Dynamics, 46, 220–226.

Itzchakov, G., & Kluger, A. N. (2018). The power of listening in helping people change. Harvard Business Review. https://hbr.

org/2018/05/the-power-of-listening-in-helping-people-change

Itzchakov, G., Kluger, A. N., & Castro, D. R. (2017). I am aware of my inconsistencies but can tolerate them: The effect of high 

quality listening on speakers’ attitude ambivalence. Personality and Social Psychology Bulletin, 43, 105–120.

Itzchakov, G., Kluger, A. N., Emanuel-Tor, M., & Gizbar, H. K. (2014). How do you like me to listen to you? International Journal 
of Listening, 28(3), 177–185.

Itzchakov, G., & Weinstein, N. (2021). High-quality listening supports speakers’ autonomy and self-esteem when discussing 

prejudice. Human Communication Research, 47, 248–283. https://doi.org/10.1093/hcr/hqab003

Itzchakov, G., Weinstein, N., Legate, N., & Amar, M. (2020). Can high quality listening predict lower speakers’ prejudiced atti-

tudes? Journal of Experimental Social Psychology, 91, 104022.

Jonsdottir, I. J., & Kristinsson, K. (2020). Supervisors’ active-empathetic listening as an important antecedent of work engage-

ment. International Journal of Environmental Research and Public Health, 17, 7976.

Joussemet, M., Mageau, G. A., & Koestner, R. (2014). Promoting optimal parenting and children’s mental health: A preliminary 

evaluation of the how-to parenting program. Journal of Child and Family Studies, 23, 949–964.

Kalla, J. L., & Broockman, D. E. (2020). Reducing exclusionary attitudes through interpersonal conversation: Evidence from 

three field experiments. American Political Science Review, 114, 410–425. https://doi.org/10.1017/S0003055419000923

Kaplan, K. J. (1972). On the ambivalence-indifference problem in attitude theory and measurement: A suggested modification 

of the semantic differential technique. Psychological Bulletin, 77, 361–372.

Karney, B. R., & Bradbury, T. N. (1995). The longitudinal course of marital quality and stability: A review of theory, methods, and 

research. Psychological Bulletin, 118, 3–34.

Katz, L. F., & Hunter, E. C. (2007). Maternal meta-emotion philosophy and adolescent depressive symptomatology. Social De-
velopment, 16, 343–360.

Kernis, M. H., & Goldman, B. M. (2006). A multicomponent conceptualization of authenticity: Theory and research. Advances 
in Experimental Social Psychology, 38, 283–357.

Kline, N. (1999). Time to think: Listening to ignite the human mind. Cassell.

Kluger, A. N., & DeNisi, A. (1996). The effects of feedback interventions on performance: A historical review, a meta-analysis, 

and a preliminary feedback intervention theory. Psychological Bulletin, 119, 254–284.

Kluger, A. N., & Itzchakov, G. (2022). The power of listening at work. Annual Review of Organizational Psychology and Organiza-
tional Behavior, 9. https://doi.org/10.1146/annurev-orgpsych-012420-091013

Kluger, A. N., Malloy, T. E., Pery, S., Itzchakov, G., Castro, D. R., Lipetz, L., Sela, Y., Turjeman-Levi, Y., Lehmann, M., New, M., 

& Borut, L. (2021). Dyadic listening in teams: Social relations model. Applied Psychology, 70, 1045-1099. https://doi.

org/10.1111/apps.12263

Kluger, A. N., & Nir, D. (2010). The feedforward interview. Human Resource Management Review, 20, 235–246.

Laurenceau, J.-P., Barrett, L. F., & Rovine, M. J. (2005). The interpersonal process model of intimacy in marriage: A daily-diary 

and multilevel modeling approach. Journal of Family Psychology, 19, 314–323.

ITZCHAKOV et al. 13 of 16

https://doi.org/10.1080/1359432X.2020.1776701
https://doi.org/10.1016/j.orgdyn.2020.100820
https://hbr.org/2018/05/the-power-of-listening-in-helping-people-change
https://hbr.org/2018/05/the-power-of-listening-in-helping-people-change
https://doi.org/10.1093/hcr/hqab003
https://doi.org/10.1017/S0003055419000923
https://doi.org/10.1146/annurev-orgpsych-012420-091013
https://doi.org/10.1111/apps.12263
https://doi.org/10.1111/apps.12263


Leary, M. R., & Baumeister, R. (2000). The nature and function of self-esteem: Sociometer theory. In B. Gawronski (Ed.), Advanc-
es in experimental social psychology (Vol. 32, pp. 1–62). Elsevier.

Lemay, E. P., Clark, M. S., & Feeney, B. C. (2007). Projection of responsiveness to needs and the construction of satisfying commu-

nal relationships. Journal of Personality and Social Psychology, 92, 834–853. https://doi.org/10.1037/0022-3514.92.5.834

Livingstone, A. G., Fernández Rodríguez, L., & Rothers, A. (2020). “They just don’t understand us”: The role of felt understand-

ing in intergroup relations. Journal of Personality and Social Psychology, 119, 633–656.

Lloyd, K. J., Boer, D., Keller, J. W., & Voelpel, S. (2015). Is my boss really listening to me? The impact of perceived supervisor 

listening on emotional exhaustion, turnover intention, and organizational citizenship behavior. Journal of Business Ethics, 

130, 509–524.

Lopez-Rosenfeld, M., Calero, C. I., Fernandez Slezak, D., Garbulsky, G., Bergman, M., Trevisan, M., & Sigman, M. (2015). Ne-

glect in human communication: Quantifying the cost of cell-phone interruptions in face to face dialogs. PLoS One, 10, 

e0125772. https://doi.org/10.1371/journal.pone.0125772

Lun, J., Kesebir, S., & Oishi, S. (2008). On feeling understood and feeling well: The role of interdependence. Journal of Research 
in Personality, 42, 1623–1628.

Lycan, W. G. (1977). Conversation, politeness, and interruption. Paper in Linguistics, 10, 23–53. https://doi.org/10.1080/ 

08351819709370438

Maisel, N. C., & Gable, S. L. (2009). The paradox of received social support: The importance of responsiveness. Psychological 
Science, 20, 928–932.

Maisel, N. C., Gable, S. L., & Strachman, A. (2008). Responsive behaviors in good times and in bad. Personal Relationships, 15, 

317–338.

Murray, S. L., Holmes, J. G., & Griffin, D. W. (1996). The benefits of positive illusions: Idealization and the construction of satis-

faction in close relationships. Journal of Personality and Social Psychology, 70, 79–98.

Nemec, P. B., Spagnolo, A. C., & Soydan, A. S. (2017). Can you hear me now? Teaching listening skills. Psychiatric Rehabilitation 
Journal, 40(4), 415–417. https://doi.org/10.1037/prj0000287

O’Brien, J. L., & Haaga, D. A. (2015). Empathic accuracy and compassion fatigue among therapist trainees. Professional Psychol-
ogy: Research and Practice, 46, 414–420.

Oishi, S., Schiller, J., & Gross, E. B. (2013). Felt understanding and misunderstanding affect the perception of pain, slant, and 

distance. Social Psychological and Personality Science, 4, 259–266.

Overall, N. C., Fletcher, G. J. O., & Simpson, J. A. (2010). Helping each other grow: Romantic partner support, self-im-

provement, and relationship quality. Personality and Social Psychology Bulletin, 36, 1496–1513. https://doi.

org/10.1177/0146167210383045

Pansera, C., & La Guardia, J. (2012). The role of sincere amends and perceived partner responsiveness in forgiveness. Personal 
Relationships, 19, 696–711.

Pasupathi, M. (2001). The social construction of the personal past and its implications for adult development. Psychological 
Bulletin, 127, 651–672.

Pasupathi, M., Carstensen, L. L., Levenson, R. W., & Gottman, J. M. (1999). Responsive listening in long-married couples: A 

psycholinguistic perspective. Journal of Nonverbal Behavior, 23, 173–193.

Pasupathi, M., & Rich, B. (2005). Inattentive listening undermines self-verification in personal storytelling. Journal of Personal-
ity, 73, 1051–1086.

Pasupathi, M., Stallworth, L. M., & Murdoch, K. (1998). How what we tell becomes what we know: Listener effects on speakers’ 

long-term memory for events. Discourse Processes, 26, 1–25.

Pines, A. M., Ben-Ari, A., Utasi, A., & Larson, D. (2002). A cross-cultural investigation of social support and burnout. European 
Psychologist, 7, 256–264.

Priester, J. R., & Petty, R. E. (1996). The gradual threshold model of ambivalence: Relating the positive and negative bases of 

attitudes to subjective ambivalence. Journal of Personality and Social Psychology, 71, 431–449.

Rautalinko, E., & Lisper, H.-O. (2004). Effects of training reflective listening in a corporate setting. Journal of Business and Psy-
chology, 18, 281–299.

Reis, H. T. (2006). Implications of attachment theory for research on intimacy. In M. Mikulincer & G. S. Goodman (Eds.), Dynam-
ics of romantic love: Attachment, caregiving, and sex (pp. 383–403). Guilford Press.

Reis, H. T. (2012). Perceived partner responsiveness as an organizing theme for the study of relationships and well-being. In L. 

Campbell & T. J. Loving (Eds.), Interdisciplinary research on close relationships: The case for integration (pp. 27–52). American 

Psychological Association. https://doi.org/10.1037/13486-002

Reis, H. T., & Clark, M. S. (2013). Responsiveness. In J. A. Simpson & L. Campbell (Eds.), The Oxford handbook of close relationships 

(pp. 400–423). Oxford University Press.

Reis, H. T., Clark, M. S., & Holmes, J. G. (2004). Perceived partner responsiveness as an organizing construct in the study of 

intimacy and closeness. In D. J. Mashek & A. P. Aron (Eds.), Handbook of closeness and intimacy (pp. 201–225). Lawrence 

Erlbaum Associates.

ITZCHAKOV et al.14 of 16

https://doi.org/10.1037/0022-3514.92.5.834
https://doi.org/10.1371/journal.pone.0125772
https://doi.org/10.1080/08351819709370438
https://doi.org/10.1080/08351819709370438
https://doi.org/10.1037/prj0000287
https://doi.org/10.1177/0146167210383045
https://doi.org/10.1177/0146167210383045
https://doi.org/10.1037/13486-002


Reis, H. T., Lemay, E. P., & Finkenauer, C. (2017). Toward understanding understanding: The importance of feeling understood 

in relationships. Social and Personality Psychology Compass, 11, e12308. https://doi.org/10.1111/spc3.12308

Reis, H. T., & Shaver, P. R. (1988). Intimacy as an interpersonal process. In S. Duck (Ed.), Handbook of personal relationships (pp. 

367–389). Wiley.

Reynolds-Kueny, C., & Shoss, M. K. (2021). Sensemaking and negative emotion sharing: Perceived listener reactions as inter-

personal cues driving workplace outcomes. Journal of Business and Psychology, 36, 461–478.

Rogers, C. R. (1959). A theory of therapy, personality, and interpersonal relationships: As developed in the client-centered framework 

(Vol. 3). McGraw-Hill.

Rogers, C. R. (1962). The interpersonal relationship. Harvard Educational Review, 32, 416–429.

Rogers, C. R. (1980). A way of being. Houghton Mifflin.

Rogers, C. R., & Roethlisberger, F. (1952). Barriers and gateways to communication. Classics Compendium, 13–20.

Rogers, C. R., & Roethlisberger, F. J. (1991/1952).HBR classic – Barriers and gateways to communication (reprinted from Har-
vard Business Review, July–August, 1952). Harvard Business Review, 69, 105–111.

Ruan, Y., Reis, H. T., Clark, M. S., Hirsch, J. L., & Bink, B. D. (2020). Can I tell you how I feel? Perceived partner responsiveness 

encourages emotional expression. Emotion, 20, 329–342.

Rusbult, C. E., Finkel, E. J., & Kumashiro, M. (2009). The Michelangelo phenomenon. Current Directions in Psychological Science, 

18, 305–309.

Salinas, J., O’Donnell, A., Kojis, D. J., Pase, M. P., DeCarli, C., Rentz, D. M., Berkman, L. F., Beiser, A., & Seshadri, S. (2021). Asso-

ciation of social support with brain volume and cognition. JAMA Network Open, 4, e2121122.

Sasaki, E., & Overall, N. (2021). Partners’ withdrawal when actors behave destructively: Implications for perceptions of part-

ners’ responsiveness and relationship satisfaction. Personality and Social Psychology Bulletin, 47, 307–323. https://doi.

org/10.1177/0146167220926820

Selcuk, E., Gunaydin, G., Ong, A. D., & Almeida, D. M. (2016). Does partner responsiveness predict hedonic and eudaimonic 

well-being? A 10-year longitudinal study. Journal of Marriage and Family, 78, 311–325.

Stanley, S. M., Markman, H. J., & Blumberg, S. L. (1997). The speaker/listener technique. The Family Journal, 5, 82–83.

Stone, D., Heen, S., & Patton, B. (2010). Difficult conversations: How to discuss what matters most. Penguin Books.

Stroebe, W., & Stroebe, M. (1996). The social psychology of social support. In E. T. Higgins & A. W. Kruglanski (Eds.), Social 
psychology: Handbook of basic principles (pp. 597–621). Guilford Press.

Van Quaquebeke, N., & Felps, W. (2018). Respectful inquiry: A motivational account of leading through asking questions and 

listening. Academy of Management Review, 43, 5–27.

Weiner, B. (1986). An attributional theory of motivation and emotion. Springer.

Weinstein, N., Huo, A., & Itzchakov, G. (2021). Parental listening when adolescents self-disclose: A preregistered experimental 

study. Journal of Experimental Child Psychology, 209, 105178. https://doi.org/10.1016/j.jecp.2021.105178

Wood, J. V., & Forest, A. L. (2016). Chapter three – Self-protective yet self-defeating: The paradox of low self-esteem people’s 

self-disclosures. In J. M. Olson & M. P. Zanna (Eds.), Advances in experimental social psychology (Vol. 53, pp. 131–188). 

Academic Press. https://doi.org/10.1016/bs.aesp.2015.10.001

Wu, D. C., Kim, H. S., & Collins, N. L. (2021). Perceived responsiveness across cultures: The role of culture fit in social support 

use. Social and Personality Psychology Compass, 15, e12634.

Yeomans, M., Minson, J., Collins, H., Chen, F., & Gino, F. (2020). Conversational receptiveness: Improving engagement with 

opposing views. Organizational Behavior and Human Decision Processes, 160, 131–148.

AU T H O R  B I O G R A P H I E S

ITZCHAKOV et al. 15 of 16

Guy Itzchakov is an Assistant Professor in the Department of Human Services, Faculty of Social Welfare and 

Health Science at the University of Haifa. He received his BA in Psychology and Economics from the Open Univer-

sity of Israel (2010), MA from Tel Aviv University in Public Policy (2011), and PhD in Business Administration from 

the Hebrew University of Jerusalem (2017). Guy was a postdoctoral fellow at Rotman School of Management at 

the University of Toronto (2018). Guy’s research focuses on the effects of high-quality listening on speakers’ emo-

tions, attitudes, and behaviors. In addition, he conducts field studies that examine how listening training programs 

in organizations impact managers, employees, and organizational outcomes. His research appeared in journals, 

such as Annual Review of Organizational Psychology and Organizational Behavior, Personality and Social Psychology 

https://doi.org/10.1111/spc3.12308
https://doi.org/10.1177/0146167220926820
https://doi.org/10.1177/0146167220926820
https://doi.org/10.1016/j.jecp.2021.105178
https://doi.org/10.1016/bs.aesp.2015.10.001


How to cite this article: Itzchakov, G., Reis, H. T., & Weinstein, N. (2021). How to foster perceived partner 

responsiveness: High-quality listening is key. Social and Personality Psychology Compass, e12648. https://doi.

org/10.1111/spc3.12648

ITZCHAKOV et al.16 of 16

Bulletin, Journal of Experiment Social Psychology, European Journal of Social Psychology, European Journal of Work and 

Organizational Psychology, Harvard Business Review, and Applied Psychology: An International Review.

Harry T. Reis is a Professor in the Department of Clinical and Social Sciences in Psychology at the University of 

Rochester. He received a BS from CCNY in 1970 and a PhD from New York University in 1975. Reis was editor of 

the Journal of Personality and Social Psychology: Interpersonal and Group Processes (1986–1990) and of Cur-

rent Directions in Psychological Science(2005–2009). He served as Executive Officer (1995–2004) and President 

(2007) of the Society for Personality and Social Psychology and was a member or Chair of the APA Board of Scien-

tific Affairs (2001–2003). He is past President of the International Association for Relationship Research (2000–

2001), a Fellow of the American Psychological Association, the Association for Psychological Science, the Society 

for Experimental Social Psychology, and a former Fulbright Senior Research Fellow (1991). He has received a Dis-

tinguished Career Contribution Award for his research from the Society for Personality and Social Psychology 

(2015) and the International Association for Relationship Research (2012), as well as two Distinguished Service 

awards from the Society for Personality and Social Psychology (2005, 2007). He has also been honored for his 

teaching, winning the Georgen Award for Distinguished Achievement and Artistry in Teaching from the University 

of Rochester in 2009. Reis, who has contributed more than 200 papers to the scholarly literature, pioneered the 

use of everyday experience methods to study social interaction and relationships. His research concerns interper-

sonal processes that affect the course and conduct of close relationships.

Netta Weinstein is an Associate Professor in the School of Psychology and Clinical Language Sciences at the Uni-

versity of Reading. She holds an honorary research fellowship at Cardiff University and is a Research Associate 

at the Oxford Internet Institute, University of Oxford. She received her BA in psychology at San Diego State Uni-

versity (2004) and her PhD in clinical psychology (2010) at the University of Rochester (USA) with a focus on 

quantitative research in the areas of social and experimental psychology. Informed, in part, by her clinical back-

ground, her research explores the complex, often recursive links between interpersonal interactions, motivation, 

well-being, and behavior. She places particular focus on understanding the relational and personal outcomes of 

high-quality listening. She is currently Associate Editor at the Journal of Personality and edited a book (Springer) 

titled Human Motivation and Interpersonal Relationships.


	How to foster perceived partner responsiveness: High-quality listening is key
	Abstract
	1 | INTRODUCTION
	2 | WHAT IS PERCEIVED PARTNER RESPONSIVENESS?
	3 | WHAT IS HIGH-QUALITY LISTENING?
	4 | WHY DOES LISTENING MATTER FOR SOCIAL PSYCHOLOGY?
	5 | LISTENING AND PERCEIVED RESPONSIVENESS: RELATED CONSTRUCTS WITH A PREVIOUSLY UNIDENTIFIED LINK
	5.1 | How does listening differ from enacted social support?
	5.2 | How does high-quality listening make people feel responded to? An integrative model

	6 | LISTENING PROMOTES RESPONSIVENESS IN MULTIPLE DOMAINS OF HUMAN INTERACTION
	6.1 | Workplace interactions
	6.2 | Parent–child relationships
	6.3 | Romantic relationships
	6.4 | Disagreements

	7 | WHEN DOES POOR LISTENING UNDERMINE PERCEIVED RESPONSIVENESS?
	7.1 | Future directions for research
	7.2 | Concluding remarks

	ACKNOWLEDGMENT
	Orcid
	ENDNOTES
	REFERENCES


