
LISTENER ANALYSIS

At Stacey Hanke, Inc., we share the acronym K.N.O.W. to help individuals tailor their message to their 
audience and communicate with greater influence. K.N.O.W. allows you to quickly and easily personalize 
any message through any medium, including impromptu conversations, face-to-face meetings, brief 
presentations, phone calls, virtual conversations, and email and text messages.

If you are preparing for a high-stakes meeting, crucial presentation or critical sales call, we recommend 
a more in-depth listener analysis. Your audience is the most important aspect of your message. If you do 
not know what is important to them, what they need, and what their experience level and opinion are 
likely to be, you minimize your chance of getting them to take action.

This listener analysis is based on the K.N.O.W. acronym and will help you create and structure your 
message for maximum impact. Use the questions below to conduct a listener analysis before you begin 
developing your message. Then use the knowledge you gain to adapt your message on the fly during the 
interaction to ensure you meet your listeners’ needs and expectations.

Knowledge
What does your audience know about your topic?
• What knowledge do they already possess about the topic being discussed?

• Could their knowledge of the topic be incorrect?

• What do you want them to know about the topic?

• What is the best medium for the message (e.g., face-to-face, phone, webinar, 
email)?

• Will your message have more information than your audience needs or wants 
to hear? If so, how will you prioritize key points and concepts?

• If time is truncated, how will you get the message out?

• What provisions have you made for handling follow-up questions (e.g., 
debriefings, phone contacts, post-meeting discussions or questionnaires)?

Need 
What does your audience need to know in the time you have   
with them in order to take the action you want them to take?
• What is important to your audience? What are their goals?

• Why should your audience be interested in this particular topic?

• What is the biggest business issue/priority for your listeners and how might this 
topic affect it?

• What action do you want them to take or behavior do you want them to change 
as a result of your message?
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• How will that action or change in behavior benefit them?

• Why is this presentation, meeting or conversation occurring now?

• What are the key takeaways for your listeners?

Opinion 
What is your audience’s opinion about your topic?
• What preconceived ideas do they have about the topic?

• How will they likely respond to your information?

• What negative point of view might they have toward your subject?

• What is their past experience with this topic?

• What is their past experience with you, your product/service or your company?

• What are their expectations of you and your presentation, meeting or 
conversation?

• How do you want them to feel about the topic?

• What impact will their opinion have on the decision-makers?

• What are at least three challenging questions your audience may ask?

Who 
Who is your audience?
• Who specifically are the individuals that will be in your audience (e.g., board 

members, employees, customers, team members, etc.)?

• What tone, style and language will resonate with your audience?

• What other information do you need to consider or discover that will help you 
tailor your message to them?

• How can you show that you know something about them or their work 
experience to help them identify with you?

• How many individuals will be attending, and is it mandatory for everyone to 
attend?

• Which individuals will be attending? Who needs to be included (i.e., decision 
makers) in order to accomplish your objectives?


