t's easy when you're a speaker

whos been to college to believe

that everyone else has too.

Maybe you have been surprised
to learn that many people in your
audience are not “up-to-date” with
the latest gurus, books, or buzz
words, or even the old ones. In fact,
people with post-secondary educa-
tion are the minority in many of our
audiences.

In my work with supervisors over
the past eight years, the lesson about
walking in the audiences’ shoes has
been one of the most important that
I've learned.

Assumptions are often made that
most members of the audience have
heard of Abraham Maslow and his
hierarchy of needs. As Wayne and
Garth would say, “Not.” Nor have
many of the folks that I work with
ever been in anything like a school
classroom since they were in the tra-
ditional school system. Yes, they are
fully functioning supervisors. They
have lots of common sense and tradi-
tional wisdom, but they haven't got-
ten it from sitting in seminars and
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workshops or from reading books.

In fact, the word “workshop” itself
has been questioned from time to
time. It is so important to ask people
whether they know what a workshop
is and does. Some participants may
tell you that its where they fix things.
Well, we can bridge that observation
to our work and talk about how we
will take things/ideas/concepts apart
and put them back together again.

One of the paradoxes in our soci-
ety, outlined in Managing Workforce
2000 by David Jamieson and Julie
O'Mara, is that while some of us may
have received excellent education in
its fullest sense, we have an epidemic
of illiteracy and dropouts among peo-
ple who have grown up right here in
North America.

So back to Maslow. Good old
Abraham talked about how people
meet their needs in what tends to be a
predictable hierarchy. When we offer
training and professional develop-
ment, we are working at level four of
his hierarchy. As a professional train-
er, human resource consultant,
speaker, what have you, it is critically

important with whatever type of
audience you have, that you pay
attention to the hierarchy of needs.

So let’s start at the beginning.
When I was growing up and attend-
ing school in England, we were not
allowed to leave the classroom once
the session had begun, under any cir-
cumstances. Many of our audiences
still remember that system and need
to be given the OK for the creature
comforts of life. Does this sound silly?
Well, one of the things that seems to
be more and more important with
clients is not to assume anything.

If participants feel that this will be
like school, which they did not par-
ticularly enjoy, then it is critical that
we address their needs up front. More
importantly, it is vital that we work
with the client to make sure that the
room, facilities, handout materials,
video resources, etc., will be mean-
ingful and comfortable to our audi-
ences.

There is always a dilemma with
audiences. For some folks, no hand-
outs are required; they intuitively
know what they need to learn. For
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