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Episode Three: “Audience Insights” 

Choosing The Right Audience 

Martin Finn:  
Co-Founder and Director of Move Ahead Media 

 
a full service Digital Marketing company based in Bangkok with offices 

in Australia and the UK 
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Managing Director of Phoenix Media 

 
a data driven digital marketing agency based in Sathorn 



AGENDA 

• Introduction to Audience Insights 

• Kahoot Game 

• Facebook Audiences 

 - Move Ahead Media 

• Google Audiences 

 - Phenix Media 

• Take Away – Create Your Own Audience 

• Q&A 





Pre-determined Audiences 

Top of the Funnel 

• Within Platform 

• Identify Demographics 

• Select Topics / Interests 

• Revise by Reach 

Custom Audiences 

Bottom of the Funnel 

• Site Visitors 

• Email Lists 

• Purchase or Bookings 

• Offline Engagement 



KAHOOT GAME – INSTRUCTIONS 

wifi – glowfish conference Hall 
P: glowfish@sathorn 
 
• Go to kahoot.it 
• Enter Game Pin 
• Choose a Nick Name 
• Get Ready To Play 

https://play.kahoot.it/#/lobby?quizId=d7024456-577f-4a01-8fea-bfaf4fd0bd32


By 

Daniel Bean 



Overview of Audience Selection 



Facebooks Ads System is already a marketing funnel laid on its side. Create campaigns and content 
based on an Objective. The objective will also have a say in your audience. An Audience in the brand 
awareness stage will not necessarily be the same as the audience in the conversion stage.   



Using the Audience insights tools can help you take general ideas and turn 
them into precision Interest targeting on Facebook 

• Primary Searchterm Keywords 

• Use Magazines in the Industry 

• Your Own Page Likers 

• Other Websites Brand Names 

• Top Influencers / Celebs 

• Google Analytics Interests 

• Piggyback Competitors 



Test Test & Test some more 

Don't make the mistake of thinking your 
“Primary” Audience of being your most important 
and where to invest your $$.  

 

Choose as many audiences you have time to 
manage and that are relevant to your business 
and research. Then TEST TEST TEST! 
 

Let the data speak for itself. Find the Gold and 
mine it! 



Dot 360 - Follow On 



Dot 360 - Follow On 

As a Used Car Dealer that offers Finance & Insurance 

 

Researching the audience: 

 

• Facebook Audience Insights Tool focusing on Primary Search Terms 

 



“Used Car”  Primary Search term Keywords into Interests 



Other Websites Brand Names - ONE2CAR 



Car Finance Interest 



Car Insurance Interest 



Building Your Audiences 

Here is the broadest audience possible using 
your main business key term.  

 
Targeting the whole of Thailand you will reach 
5.5M people.  
 
It will be very hard to optimise this moving 
forward.. 

 



Building Your Audiences 

Wants to buy a car…  

 

• Using the Information provided by Facebook Audience Insights and Your Customer 
Avatar Research.  

• Save all your audiences into your asset library so that you have them for future 
campaigns and to save time in setting them up again. 

 



ONE2CAR 

Here is a much more specific audience that uses audience 
derived from the broadest audience we just looked at.  

 
Targeting the whole of Thailand you will reach 250k people.  

 
Much more targeted and easier to determine success.  



Krungsri Auto 

Here is a much more specific audience that uses 
audience derived from the broadest audience we just 
looked at.  

 
Targeting the whole of Thailand you will reach 260k 
people.  

 
Much more targeted and easier to determine success.  
 
 

This Audience is also further down the funnel of a 
purchase process.  



Audience Overlap 



One of the biggest mistakes of the common advertiser is 
Audience Overlap.  

 
As you can see here we have used the 2 audiences we 
created and there is a 9% Overlap.  
 
Audience overlap of 100% means that you are bidding 
against yourself for the same audience.  



Here you can see that there is an audience overlap of 72% 
People. This means you will be bidding against yourself 
72% of the times in the smaller ONE2CAR Audience.  

 
The easiest way to avoid this is to either use the audience 
overlap tool to check your audience.  

 
Alternatively if you want to get more technical, then you 
can EXCLUDE audiences within your campaign set up.  



Honing In Tip 

Hone in on your audience by “narrowing further”. Most 
advertisers miss a trick on this and it is a very useful tool 
for getting more specific with your targeting.  

 
This has now taken an Audience from 250k. Down to a 
more specific 23k. 



Build Custom Audiences  
These Audiences will be further down the funnel. Which more 
than likely means they will be your strongest Audiences. Some 
key Audiences we use at MAM.  

 
Customer Emails 

Link to your CRM or Mailchimp 

Facebook Page Engagers 

Website Visitors 

Offline Activity  



Google AdWords - Audiences 
By 

Rob Wee 





Standard Targeting available to all 
campaigns, Search, Display, Shopping, Video.  
 
• Location 
• Parental Status 
• Gender 
• Age 
• Household Income 
 
 
Option to Exclude or Adjust our Bid (Bid Modifier) 



Location 



Parental Status 



Gender 
 



Age 



Household Income 



Google Display Network – Targeting Options 



In Market Audiences 

Actively Researching in last 7 days 

Example – Parents Looking at Primary & 
Secondary Schools 

Car Dealers targeting people looking at New 
and Used Cars 

 

 

Affinity Audiences 
Long term interests and habits.  
 
Example – Hotels targeting direct bookings for 
Business Travellers  
 
Finance Company's targeting Avid Investors  
 
 



Custom Intent  

Actively researching based on Keywords and URLS 

 

 

Topic 
Websites which fall under a certain Topic 
 
Example – Advertising a Plant Based 
supplement to help with Digestion 



Example of analytics audience  



Remarketing 



Build Audiences by creating Goals for specific pages or actions on your website 



Create Your Own Audience 
 

 





 

 



Q & A 

 

 



Thank You 




