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How to Create an 
Audience Analysis
Identifying what the audience wants from your 
information can be difficult, but we are here to help. 



How to Create an 
Audience Analysis

Taking an audience-centered approach to your presentation begins with 
getting to know your audience whether it be colleagues, investors, local 
communities, or Indigenous groups. Identifying what the audience 
wants from your information can be difficult, but we are here to help. In 
this document we provide six steps to help you create an analysis to 
better understand your audience.



6 Steps of an Audience Analysis
It is always important to ask yourself what the audience expects from your presentation. In 
general, most public presentations for the mining and mineral exploration sector caters to an 
audience that is concerned about the negative impacts of mining. It’s especially important with 
this specific audience to speak in plain language as technical language that’s misunderstood can 
be confusing and add to their concerns. 

1.  Knowledge
Before creating your speech, find out what your audience already knows about the topic. 
Your audience may either be lost in technical jargons or feel that the company is hiding the 
truth behind such terminologies and you will lose their interest. However, it's also important 
not to underestimate the audience's knowledge either and seem condescending. 

2.  Attitude
What is the "temperature" in the room? Knowing how your audience feels toward the topic 
before the presentation will help you determine the best way to present your content. For 
example, if you are speaking to a hostile audience who may have had issues in the past with 
others in the natural resources industry, ensure you are ready for their feedback and that you 
prepare answers to the tough questions that may be asked.

3.  Demographics & Psychographics
An audience's demographics include age, gender, nationality, language, education, and 
residence whereas an audience's psychographics include values, attitudes, and beliefs. 
Demographics and psychographics can frame an individual's identity and experiences. It's 
essential to develop your presentation around your audiences demographics and 
psychographics, but be careful not to stereotype your audience. 

“Knowing how your audience feels 
toward the topic before the 
presentation will help you determine 
the best way to present your content”



4.  Communication Language 
An effective presenter also takes the time to understand their audience's communication 
languages. There are four communication languages: Doer, Talker, Thinker, and Guardian. 
Once you've figured out who you are talking to, you can adapt your content to their 
communication styles.

Competitive, demanding, determined, and purposeful. 

DOERS

TALKERS

Sociable, dynamic, demonstrative, and persuasive.

When speaking with a Doer, be sure to provide prompt answers and 
well-researched evidence. 

They're big picture people and don't focus on the details. While they want 
quick action and immediate results like a Doer, they differ in that they want a 
more personable style presentation.

Cautious, precise, questioning, and formal

THINKER

GUARDIAN

Caring, patient, and relaxed

Thinkers are looking for the presentation to be full of details. They are looking for 
the speaker to be an expert. To speak their language, you need to provide valid, 
data-backed explanations.

They want straightforward information that makes them feel comfortable.



5.  Location
The phrase "location, location, location" goes for presentations as well. The setting of your 
presentation can greatly influence your effectiveness as a presenter. Due to the pandemic, 
many presentations are now virtual. Questions, feedback and side conversations 
(conversations that happen between the audience members) are now all made virtually 
making it even more important to know your audience to avoid misunderstanding of 
information. 

6.  Ego
Audiences care about their needs and wants. They are generally most interested in topics 
that directly affect them. Ensure you convey to your audience why the topic you are speaking 
on should be important to them. 

It only takes seven seconds to form an 
impression. It is critical to get it right.

For presentation and media training, we help the presenter 
establish rapport with the audience and use storytelling 
techniques to build support.

To clarify complexity, capture 
imaginations, shift mindsets and move 
markets connect with us.

prassociates.com
info@prassociates.com


