Target Listeners’ Needs


Five basic needs identified by Maslow and examples of corresponding listener needs 

Physiological needs (basic food, water, air, sleep)


Safety needs (feelings of protection and security)

Social needs (to find acceptance, to have lasting, meaningful relationships)

Self-esteem needs (to feel good about ourselves; self-worth)

Self-actualization needs (to achieve goals; to reach our highest potential)

Plan for and accommodate the

 audience’s physiological needs – are they likely to be hot, cold, hungry, thirsty, or tired?  

Appeal to safety benefits – how wearing seat belts or voting for a bill to stop terrorists at the border will remove a threat or protect audience members from harm. 

Appeal to social benefits – if you want teenagers to quit smoking, stress that if they quit they will appear more physically fit and attractive to their peers. 

Appeal to emotional benefits – when proposing change in attitudes or behavior, stress that the proposed change will make listeners feel better about themselves.

Appeal to your listeners’ need to fulfill their potential – stress how adopting your position will help them “be all that they can be.”

Adapted from Maslow’s Hierarchy of Needs in A Pocket Guide to Public Speaking (O’Hair, Rubenstein, & Stewart, 2004), p. 154-155.  


