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	Lesson Plan:
	Mastering Active Listening through Collective Feedback

	Author
	Isabell Grundschober

	Class Information

	Educator
	Time/Location
	No. of Students
	Student Needs (SEN, Differentiation, etc.)

	1 person
	1h40mins/face to face or blended learning
	11-20
	Supports inclusive, diversity-conscious participation. No prior expertise required.

	Lesson Focus

	Enhancing active listening skills in sales-related interactions through structured peer feedback using the Wise Crowds method and the Professional Noticing model.

	Intended Learning Outcomes: By the end of the lesson, students will be able to:

	•	Apply techniques such as paraphrasing and mirroring with confidence
•	Actively use nonverbal signals in sales conversations
•	Address listening challenges through structured peer feedback

	Prior Knowledge (Any related topics or concepts students should be familiar with.)

	No specific background in entrepreneurship or coaching is required. Learners should bring real-life communication challenges they have experienced.

	Success Criteria: Students will demonstrate success by:

	· Presenting a real listening challenge.
· Engaging in Wise Crowds peer feedback and reflection.
· Identifying at least one actionable improvement strategy.

	Lesson Outline & Timing

	Activity
	Duration
	Description

	Introduction
	20 mins
	Brief explanation of active listening and its relevance in sales, based on the article “Besser kommunizieren im Verkauf” (Better Communication in Sales, German article feel free to use a translation tool). Introduction of the Communication Square by Schulz von Thun as an analytical tool.

	Problem Definition
	10 mins
	Each participant describes a personal challenge related to active listening (e.g., “How can I better detect unspoken needs?”).

	Wise Crowds Process
	1h 10 mins
	Groups of 4 are established. The wise crowds process is applied:
· One person becomes the “client,” the others act as “consultants.” 1 Person becomes time keeper.
· The “client” presents a sales-related problem briefly (2 min)
· Group of “consultants” asks clarifying questions (5 min)
· Group of “consultants” provides structured feedback and suggestions (10 min)
· Repeat the process with other participants, so everyone can be a “client”.

	Reflection and Transfer
	20 mins
	Learners reflect on what they heard and identify concrete steps to improve their listening. Group discussion on transferring insights into professional practice.

	Resources Needed

	Printed/digital handout on the Communication Square (Schulz von Thun), timer, pens, digital tools for documentation
	Better Communication in Sales article (translation as needed)

	[bookmark: _Hlk197680656]Assessment Method
	Homework / Follow-up Task (Optional)

	Peer assessment during Wise Crowds, structured feedback forms, self-reflection on video or written notes
	Learners apply feedback in a real conversation and document the experience in a reflection journal.


□ Have you considered accessibility (e.g., plain language, colour contrast, captions)?
□ Does this lesson use inclusive examples and language?
□ Have you respected copyright and licensing requirements for all media, texts and external resources used?
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