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Set the Key Message/Audience Motivator/WIIFM 

By the time you’ve considered your audience, and picked out what they’ll need to know 

about the subject, you’ll know how they’ll be benefitting from your information.   

 

This is the Key Message (or ‘Motivator’).  It pinpoints what the audience will be getting out 

of your talk, and appeals to their emotions.  All your content will tie in with the Key 

Message.   

 

Anything that doesn’t tie in with this key message can probably be omitted.  Here are 

some examples of WIIFMs for your audience but you’re not limited to these: 

 

Twenty Motivators for your Audience 

1. To make money 

2. To save money 

3. To save time 

4. To avoid effort 

5. To be safe 

6. To improve health 

7. To escape pain 

8. To avoid trouble 

9. To attract a partner 

10. To gain praise 

11. To protect our reputations 

12. To increase our enjoyment 

13. To satisfy curiosity 

14. To protect our family 

15. To take advantage of opportunities 

16. To gain control over aspects of our lives 

17. To emulate others 

18. To have beautiful things 

19. To avoid criticism 

20. To protect our possessions 

Your Action: 

Consider your subject, audience and situation.  

What’s the WIIFM? 
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How to find out the WIIFM 

As ex-speechwriter for Mayor Mike Bloomberg’s Administration in New York, Brian 

Rashid knows a thing or two about presenting. 

He shared with me some tips on how to work out your audience’s ‘WHY?’. 

Brian advises asking these 3 questions: 

 

1. What is your biggest current frustration around [issue / product / service] ? 

2. If that frustration resolved itself, how would your professional / personal life be 

better? 

3. What have you tried to do in the past to resolve this situation and how has it 

worked out? 

Who do your ask these questions to? 

1. Get friendly with the conference organiser. They’ll often be in tune with the 

audience’s needs and frustration and will just tell you what pain the audience has. 

2. Get the organiser to survey a small group sample, if they can’t answer these 

questions for you. 

3. Use the event hashtag on social media to contact individuals directly. 

4. Dip into audience profiles to discover the answers. I used this before speaking at 

Product Tank on ‘How to Influence when you’ve no Authority’ for Product 

Managers. Participants would dive into their pains and passions on the event’s 

portal (professional passions, of course. It’s not eHarmony. It’s Meetup) 

5. Get to the event early if it’s an in-person situation. Often there are pre-event 

drinks or meet ups, which will give you the chance of surveying say, 5 people. You 

can then revisit your content and weave the WIIFM through it. 

Ask these questions and get clear about what your audience wants to hear from you. 

You’ll be doing something that’s simple to incorporate but mostly missed out by 

presenters.  This COMPLETELY changes how your audience listens to you. 
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