
	Session: Audience Analysis 


	Sector:
	
	Community Economic Development 

	Competency:

	
	Support organizational strengthening

	Training Package:
	
	Advocacy 

	Terminal Learning Objective:
	
	By the end of the Advocacy Training Package, participants will create an Advocacy Implementation Plan that uses all seven steps of the advocacy process: Defining the issue for policy action, defining advocacy goals and objectives, identifying target audiences, developing and delivering advocacy messages, and building support (networks and coalitions, raising funds and resources, and developing an action plan/implementation).   

	
	
	

	
	
	

	Session Rationale:  
	
	In order to write effective advocacy messages, one needs to understand who the target audiences are and what their particular interest is in the issue.

	Target Audience:  
	
	Peace Corps Volunteers during IST

	Trainer Expertise:
	
	General community economic development experience; understanding of advocacy; community outreach of organizations 

	Time:  
	
	2 hours

	Prerequisites:  

	
	Culture Values, PC Policies, PACA and Project Design and Management (Global Core sessions); Economic and Organizational Development in the Host Country (Global CED Sector session)

	Version:
	
	June-2013

	Contributing Posts:
	
	PC/Macedonia


	Session:  Audience Analysis 

	Date:  
	Time:  
	Trainer(s):       

	Trainer preparation:

1. Post Adaptation:  The accompanying PowerPoint could be optional depending on your preferences. You might simply distribute it as a handout.
2. Have at least 10 blank flip chart sheets ready on a flip chart. 

3. Write down learning objectives from Trainer Material 1:  PowerPoint [Slide 2] on flip chart and display flip chart in a visible spot throughout session. 

4. Post Adaptation: Adapt the Statement example in the Motivation section.
5. Post Adaptation: Adapt the example in the Information section.
6. Set up the room with 3-4 small tables where participants can work in small groups. 

7. Print Handouts 1 and 2 for each participant.
8. Print Trainer Material 2: Signs.  
Materials:

· Equipment

1. Projector for PowerPoint 
2. Laptop
3. Projector screen

4. Flip chart paper

5. Markers
· Handouts
Handout 1: Strategic Communication Model
Handout 2: Audience Analysis Form
· Trainer Materials

Trainer Material 1: PowerPoint presentation

Trainer Material 2: Signs 


	Session Learning Objectives: 
1. In a large group discussion, participants will identify 2-4 persuasive techniques that influence people who are undecided on an issue to change their position.
2. In a large group discussion, participants will identify at least three personal benefits that a supporter would derive from a particular issue and at least three personal costs that an opponent would derive from the same issue.

3. Using an Audience Analysis Form as a tool, participants will identify a supporter and an opponent target audience and analyze their interest in an advocacy issue.

	Session Knowledge, Skills, and Attitudes (KSAs): 

· Understand the Strategic Communication Model (K)
· Identify persuasive techniques (K)

· Identify the target audience (S)

· Use Audience Analysis Form (S)

· Analyze the target audience interest in issue (S)

	Phase / Time /
Materials
	Instructional Sequence

	Motivation

30 minutes
Trainer Material 1: PowerPoint [Slide 2]
Flip chart paper and markers 

Trainer Material 2: Signs 


	What’s Your Position?

Participants will take an opinion poll and analyze what persuades people to change their opinion.
Note:  

If this is the first session of Day Two, then ask the two participants nominated the previous day to give a synopsis of Day One (Sessions 1 and 2) learning points. Allocate no more than 10 minutes for this activity. 
Prior to the start of this session, post Trainer Material 2: Signs on a long wall in the conference room with “Strongly Agree” and “Strongly Disagree” at opposite ends and “Neutral” in the middle.
1.  [Slide 2] Review the learning objectives of this particular session. 
2. Explain that now that we have considered what advocacy is and how to define the advocacy goals and objectives, the next step is to explore how to build an effective communication strategy for the target audience we want to reach. 
This session will concentrate on audience analysis; considering how familiar our audience is with the issue that we are advocating for and how to gain their support as allies. 
3. Tell participants we are going to start by taking an opinion poll. Ask participants to stand up. Point out Trainer Material 2: Signs that are posted on the wall and that represent a continuum of opinions, ranging from strongly agree, neutral, and strongly disagree. 

4. Tell the participants you will read a statement aloud and they will express their opinion by standing physically next to the statement that best reflects their viewpoint. Check that the instructions are clear before you read the first statement. Let them know that they will react to the statement as read and they will not be able to alter or question the statement.
5. Read the statement slowly and clearly; it is important that everyone hears the statement. 
STATEMENT: 
Example 1: Sex education should be incorporated into the formal curriculum of primary school (grades 1-5). 
Example 2: Social welfare aid should be increased. 
Note:
Use example one or two as a basis to develop your own example.
Post Adaptation: 
Note that the statement needs to be controversial, but not to a degree that will offset the session in a heated discussion or touch upon a topic that is culturally inappropriate. 

6. Ask participants to walk to the wall and take a position along the continuum that reflects their opinion about the statement.  

7. Once each participant has taken a position, tell the participants that they will try to use their skills in persuasion by trying to convince the “Undecided” group (the group that has declared itself as “Neutral”) to move over and adopt their position. Inform the participants that they are encouraged to move to a new standpoint if their opinion changes during the exercise.

8. Invite one or two participants from the “Strongly Agree” group to explain their position briefly in an effort to persuade those who are undecided. Check to see if anyone from the “Undecided” group feels persuaded to move. 
9. Next, invite one or two of the “Strongly Disagree” members to communicate their position in an effort to persuade others. 
Note:

If the discussion gets too intense, simply remind the group that the objective is not to debate an issue, but rather to convince an undecided audience.

10. Finally, ask the “Undecided” why they are undecided and whether they feel inclined to change their minds. If some are inclined to change their minds, ask them to identify the specific argument or communication technique that led them to change their opinion. For this activity, allocate no more than 15 minutes in order to have some time to analyze the situation. 
11. Once you have completed the exercise, ask everyone to return to their seats. Facilitate a discussion about what the participants learned from the exercise.

12. Ask the participants what persuasive techniques influenced them to change their position?
Note:
Possible Responses:

• Use of facts and figures

• Use of real-life examples

• Appealing to me on a personal level

• Listening to my viewpoint

13. Next, ask the participants, “Did the speakers use any techniques that ‘turned you off’ or alienated you?”
Note:
Possible Responses:

• Raising his/her voice

• Exaggeration of the facts

14. Ask participants to think of a time when they were persuaded by someone else to change their opinion. What did it take to make this happen?

Note:
Possible Responses:

• A credible source

• Convincing data

• A story of someone’s personal experience.\
Note: 
This activity assesses Learning Objective 1.
15.  “When the objective is to build support for your cause or issue, which is more effective—to debate with the people who oppose you or to persuade neutral parties?”
Note: 

Possible Response:
It tends to be more effective to persuade. 


	Information

40 minutes
Trainer Material 1: PowerPoint [Slides 3-8]
Handout 1: Strategic Communication Model 

Handout 2: Audience Analysis Form 


	What is Strategic Communication? 

Participants will discuss the four levels of the Strategic Communication Model
1. [Slide 3] Explain that to make the following presentation more dynamic, participants will be divided into four teams. Each will be listening to the presentation from a different perspective. Give teams the assignments shown on the slide:
Note:  
Following are examples of what those in different roles might ask:
· Questioners might ask, “How do you know if you have succeeded in moving someone from Information to Motivation?”
· Those Who Agree: “We agree that if the target audience isn’t given specific steps to take, they won’t act.”
· Naysayers: “We don’t think that all target audiences have different interests. We think a lot of interests overlap with different target audiences.”
· Example Givers: “We have an example of a strategic communication. The Kony 2012 Youtube video resulted in many people being informed, actively going to presentations, and donating to the organization Hidden Child as a result. They also put pressure on Congress through lobbying efforts.”
2. Point out that effective advocacy depends on a leader’s ability to persuade a fellow citizen, businessman, or a decision-maker to take action for the cause that we are advancing.  Strategic communication is critical to effective advocacy.
3. [Slide 4]. Ask participants to read and reflect for a moment on the strategic communication definition.  
4. [Slide 5] Explain that a key element of strategic communication is to understand your audience well and to see an issue from their perspective. The advocate must think about what will motivate a target audience to support a cause. This is the greatest challenge of strategic communication — the ability to put yourself in your audience’s shoes and see how they will benefit from supporting your cause. 
5. [Slide 6] Give an example.  A local organization is concerned about an illegal garbage dump and wants the local government to relocate it. Imagine that the organization has secured a meeting with the local mayor to draw his/her attention to the problem. The local organization hopes to convince the mayor to designate funds to clean up the dump site and maintain it in the future. Ask participants to look at the situation from the mayor’s perspective and define several personal benefits he or she will derive from supporting the advocacy objective. Record these on a flip chart.
Note:
Possible Responses:

· Positive publicity

· Increase in voter support

· Better environment for possible business investment 
Post Adaptation:
Use an example that is appropriate to your country.
6. Now ask participants to think of someone who would oppose the issue, such as those who are using the illegal garbage dump.
Note:
Possible responses:

· No convenient place to dump garbage

· Might have to pay to use another garbage dump

· Possible loss of income if they were paid by others to use the dump

· Women or children may clean reusable garbage from the dump as a source of income
Note: 
This activity assesses Learning Objective 2.
7. Point out that effective advocates foresee and analyze the factors that will motivate their audience. Based on this analysis, the advocates incorporate the audiences’ interests into the advocacy strategy.
8. [Slide 7] Distribute Handout 1: Strategic Communication Model to the participants.  
9. Explain that many advocacy efforts, as well as awareness raising campaigns, focus primarily on the first level of this model — Inform. As the model illustrates, there are higher objectives in a communication strategy that will achieve a greater impact. On the second level an effective communication strategy will seek to motivate the audience to feel something about the issue. Think of a poster or message that moved you to care about a particular cause. You felt compassion and were motivated to give your support. 

At the third level, an advocacy message should seek to persuade the audience to adopt a desired position on the issue. This is where the participants as advocates come in. An advocate can persuade and further influence the audience to move from “compassion” to desire to help. However, a desire to help alone is not enough. Finally, the message should move the audience to take action. This is the fourth level. In order for the audience to do this, an advocate needs to give specific action steps and tools that clearly explain where and how their support is needed.
10. Give an example: The big environmental action “Plant a Tree” organized by the nonprofit organization  “Tree Day” has been successfully organizing a tree-planting action each year. The reason it has been successful and has mobilized so many citizens to join each year is because it provides concrete tools (buses, shovels, etc.) and steps for the citizens to join and move to action. 
Note:
Participants may see connections to the theory of behavior change and barrier analysis. Point out that all of these theories can help us to know our audience and choose the best message and activities to reach them. 

Post Adaptation:
Use an example that is appropriate to your country.
11. Although each level of the Strategic Communication Model should be achieved, a successful advocacy campaign is one that reaches the highest level— a move to action. As the participants prepare to develop advocacy messages in the next session, they should consider how they will move their audiences to act on the advocacy issues.
12. Distribute Handout 2: Audience Analysis Form and review it with participants. 
13. Explain that before implementing an advocacy campaign, the advocacy group can use the Audience Analysis Form as a planning tool. The advocates begin by defining the target audience — who they intend to inform, motivate, and persuade.
14. [Slide 8] Show Audience Analysis Form and explain that the form is used to assess the target audience based on the following factors:

· Level of familiarity with your network or organization: Have they interacted with your group in the past? What was the nature of that interaction?
· Level of knowledge about the advocacy issue: Is the audience well-informed or lacking accurate information?
· Level of agreement with your position on the issue: On the power map, would you identify the target audience as supportive, opposed, or neutral? 

· Level of previous, demonstrated support: Has the audience actively supported your position on the issue? Describe that support.
15. After the lecture, give the teams a few moments to complete their assignments.
16. Call on each team to question, agree, etc.


	Practice

15 minutes

	What is in it For Me?

Participants will analyze the interests and perspective of a target audience using an Audience Analysis Form

1. Practice using the Audience Analysis Form by doing an example together, using the previous example of the local organization that wants to relocate the illegal garbage dump.  

2. Ask, “Who is the target audience”
Answer:

The mayor may be part of the primary target audience.  

3. “What is the issue?”  

Answer:

Relocating the illegal garbage dump.
4. Point out that the following questions may be more difficult to fill out since we didn’t get a lot of detail from the scenario.

· How familiar is the mayor with the network/organization?
· What is the mayor’s knowledge about the issue?
· What is the mayor’s level of agreement on the issue?
· What is the mayor’s previous, demonstrated support for the issue?
5. “What are the mayor’s potential interests/benefits from the issue?”
Note:
Possible Responses:

· He wants to expand his voting base. 
· He wants to understand how changes will affect his various constituencies differently.
6. Remind participants to think beyond professional circles and include personal relationships. Sometimes the relative or spouse of a high-level decision-maker can be a great intermediary.

7. Ask, “Who are the influentials?”

Note:
Possible Responses:

His wife and his son and daughter
Different constituencies that s/he wants to support or impress



	Application

35 minutes
Power Map from Session 2 

Trainer Material 1: PowerPoint [Slide 9]

	Knowing Our Audience
Participants will identify their primary target audiences for their chosen issue and will use the audience analysis tool to determine their interests and benefits.

1. Ask participants to return to their advocacy teams (community partners or, if they prefer, they can work individually) and look at the power map that they created during the previous session. Have the participants work in their small groups to complete the Audience Analysis Form for their target audience. They should choose at least one neutral and one opposing party and analyze it with the form. Allow 30 minutes for the group work.

2. When they have completed the Audience Analysis Forms, invite each group to summarize its work in a few sentences.

3. [Slide 9] Take questions and comments from the larger group.  Ask, “If you gave any of the target audience factors a low evaluation, how will you counteract that problem? Based on the analysis, how will you formulate an advocacy message that appeals to your audience?
Note: 

This activity assesses Learning Objective 3.
4. Mention that in the next session we will be developing specific advocacy messages targeted to the audience that we would like to reach.

	Assessment


	As an assessment activity, ask each small group to give a completed Audience Analysis Form (or forms) to the trainer. The trainer keeps them and reviews them until the beginning of the next session. This allows the trainer to assess and see how well the group understood and used this tool. 

Learning Objective 1: Assessed at the end of the Motivation phase when participants debrief the opinion poll and determine factors that persuaded people to change their positions.
Learning Objective 2: Assessed during the first half of the Information phase through a large group discussion.
Learning Objective 3: Assessed in the Application phase when participants complete their Audience Analysis Form. The trainer collects the Audience Analysis Form and this assessment is also used to assess the overall performance of the participants for this session.



	Trainer Notes for Future Improvement
	Date & Trainer Name: [What went well? What would you do differently? Did you need more/less time for certain activities?]


Resources:  
· The Center for Development and Population Activities (CEDPA): Advocacy Building Skills for NGO Leaders. The CEDPA Training Manual Series. Volume IX. www.cedpa.org 

· Minority Rights Advocacy in South-East Europe: A Toolkit for NGOs (2007) DIANET Dialogue for Interaction Advocacy and Networking Capacity Building in South-East Europe. Brussels: King Boudouin Foundation.
· Silberman, Mel and Karen Lawson, 101 Ways to Make Training Active. Jossey-Bass/ Pfeiffer, San Francisco, 1995.
	Handout 1: Strategic Communication Model


	MOVE TO ACTION
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	PERSUADE



[image: image2.png]



	MOTIVATE



	INFORM



CEDPA: Advocacy Building Skills for NGO Leaders. The CEDPA Training Manual Series. Volume IX, p. 27

	Handout 2: Audience Analysis Form
 


	Target Audience_____________________________________________________________
Advocacy Issue______________________________________________________________

Evaluate the target audience’s:                                                                                             (1 – low; 5- high)

Level of familiarity with your network/organization                                                         1    2    3    4    5 

Level of knowledge about your advocacy issue                                                                 1    2    3    4    5
Level of agreement with your position on the issue                                                         1    2    3    4    5
Level of previous, demonstrated support for your issue                                                  1    2    3    4    5


	Identify your target audience’s:

	Potential interests/benefits related to the issue:
	Influentials: (secondary audiences who can exert influence over your target audience)




	Trainer Material 2: Signs 


Print one sign each on regular paper

	Strongly Agree




	Neutral




	Strongly Disagree


































� Silberman, Mel and Karen Lawson, 101 Ways to Make Training Active, “Listening Teams,” pp. 101-103.


� Adapted from CEDPA: Advocacy Building Skills for NGO Leaders. The CEDPA Training Manual Series. Volume IX.
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