I.  Persuasive Speaking:


A.  Speech to Influence Thinking



1.  Want to convince them to believe what you want them to believe



2.  If they already do, reinforce their thinking



3.  Can be completely new ideas or illuminating old ones



4.  Samples




a.  To convince my listeners that immigrants continue to enrich American society.




b.  To convince my audience that panic attacks are caused by physiological, rather than psychological, factors




c.  To persuade my listeners to reject the view that alcoholism is a moral weakness instead of a disease

5. Factual information is easier to deal with than core beliefs

--This is why I tell you not to do abortion speeches!

B. Speech to Motivate Action

1.  Want to convince people to take action


a.  Start doing something


b.  Stop doing something

2.  Samples:


a.  To persuade my audience to try white-water rafting


b.  To persuade my listeners to treat AIDS patients with dignity

3.  Hints to motivate:


a.  Ask for precisely what you want



--If you want someone to vote for a particular candidate, ask them to do that.




b.  Get a response before the listeners leave the room




--If you get them to commit to something before they go, they will be more likely to not do the opposite, because we like to be consistent




c.  Sample responses





--Petition






--Can show to officials as proof of support 





--Show of hands






--Only use if you’re sure most people will do it





--Sign-up sheet






--Most people honor their promises




--Written Assignment






--Having them write it down increases sense of commitment (Like in your planners….)
d. Don’t pressure them…encourage, but don’t berate

II. Patterns of Organization:

A. Motivated sequence

B. Problem - Solution

C. Statement of Reasons

D. Comparative Advantages

