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IN THIS CHAPTER YOU WILL LEARN TO:

« Describe the three types of persuasive speeches.

* Apply the most common patterns of organization for
persuasive speeches.

= Understand the importance of the elaboration
likelihood modet {(ELM). -

« |dentify three tips fot giving effectve pRrSuasNe
speaches. |

« Identify the principles for giving etheat persuashe
speeches.




Types of Persuasive Speeches

Organization of
of Fact

Speeches on Questions

Organization of S
of Valye

peeches on Questions

Organization of Speeches on Questions
of Policy

Connecting with Your Audience

Tips for Giving Effective Persuasive
Speeches

Ethical Persuasive Speaking

James P Blair/National Geographic

- Dr. Martin Luther King, Jr. is known
o as one of the most effective persuasive
8 speakers of the last century, What
~ combination of factors do you think ‘jf;i:
made him so successful at perswmve
speaking? o

It is impossible to convince tribal people to
be part of wzldlzfe conservation without first
understandmg and havmg empathy for thezr
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R 14 PeERSUASNE SPEAKING

hroughout history, people have given Persua
‘ %

in pnlilicul arenas, courtrooms, workplagﬁs) ‘;"‘““Nmmv- i
nngs, social gatherings, and classrooms, Today, juy %‘%.-mz W
LAl cestors did, we use persuasive speech in the pyy;. ﬁshf #,
so intluence and alter the perspectives, the positions, and evey n”?}w
“of others, When you understand the principles of persuasiye \,;M’uw
vou too can add your voice to the public dialogue as a Persuasive W‘“x
whether you decide to speak, are asked to speak, or are required i b:;

A persuasive speech is one whose message attempts to Change or @
force an audiences thoughts, feelings, or actions. When we Speakfo o
suade, we ask an audience to think as we do about a topic, to &doyg ‘,\,
position, or to support our actions and beliefs. In that sense, e 40t 2
advocates for a particular issue, belief, or course of action, -

This chapter examines several aspects of speaking that are Sellisal
to persuasion. You will explore the three major types of Pessiasie
speeches, the organizational patterns best suited to PErsuasive speecie
some strategies for gaining audience support, and some of the ¢ Py
challenges and ethical considerations that persuasive speaking prese,

Types of Persuasive Speeches

Attempts at persuasion generally address questions of fact, questions of
value, or questions of policy. Each category concerns a different dvpe of
change sought from an audience. Knowing which type of change you
want to request from your audience helps you develop a listenabie mes.
sage for them.,

Questions of Fact
When we want to persuade an audience about debatable points, we e

speaking about questions of fact. A question of fact addresses wielher

something is verifiably true or not. For example, we can determine wift
certainty who won last summer’s Boston marathon by consulting a var

book or looking up marathon records online, and so the facts concem §

ing this topic are not open to debate. But we cannot .absolutelydfterm\ﬂ?f
the training schedule that will produce the fastest marathon runner

the future. Any claim to such knowledge is speculative and theret™  §

i : S0y accep UEE
open to dispute. An audience, however, can be persuaded 1o acctf

.
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nion or another about the best train; method
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Our undamndingOfmanytOpicsmda‘dms' theori
have not yet been mﬁuﬁvdy proven, Whyetbcr it ;‘s&;cm r
saurs became extinct, the original purpose of Stonehen i

. ; ge, the tech

used o cor::emﬁ the ESF_P“‘” P¥ramids, the way to end hung:r‘qal:::
poverty, or the most effective methods to improve student reading skills,
mnmmthactsswmnotabsdszIaVemomforcompﬂ-
ing theories. Thacfqumakceudkxntom for speeches in which
vou try to persuade audiences dmyouhawtbccormanswers.

Questions of Value

Wwhen we want to persuade an audience about what is good or bad, right
or wrong, we are speaking about questions of value. A question of value
widresses the merit or morality of an object, action, or belief. Is it right to
wntinue offshore drilling or to support nuclear power, even though both
present risks to the environment and to humans? Is it moral to punish
certain crimes with death? Is it ethical to require all children to say the
piedge of allegiance in school or to pause for a moment of prayer? These

o

Pty :
a i Amode L2 S, 5
W AR T

question of value
question that addresses the merit or morahity
of an obect, action, or behef.
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question of policy
question that addresses the best course of
action or solution to a problem

are questions of value, as are debates over what conatitﬁht:
“bad” art, music, poetry, and theater.
When you attempt to persuade your audiences sbout
value, you move from asserting that something is true
cating that one thing is better or worse than another. Qu
cannot be answered simply by analyzing facts. Rather, they
in what people believe is right, good, appropriate, worthy, and
sound. Thus, it can be difficult to persuade audiences a
of value. This is because when we speak on questions of §
Jjustify our claims. We must provide suitable reasons for ace
ticular action or view. When we justify a claim, we set
we argue that our view satisfies certain principles or
regarded as correct and valid by most people, So when we
suade an audience that drilling for oil is worth the risk to t
ment, we justify that claim by arguing that the oil from
meets a certain standard of necessity that warrants risks
ment. Or when we attempt to persuade our audience th
punish certain crimes with death, we try to justify our
of a particular standard: that certain actions fall into a §
that warrants this kind of punishment.

Questions of Policy :
When we want to persuade an audience about th b
solve a problem, we are speaking about questions af
of policy addresses the best course of action or
What form of support should employers provide for vet
abilities? How should the federal government imp!
drug testing? How many credits for graduation shc
require? At what age should people be allowed to leg ,ﬁ
beverages? Each of these questions focuses on an issué |

resolved solely by answering a question of absolute
‘morality of an issu
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€U Organization of Speeches on Questions of Fagy

Speeches on questions of fact can be organized chronologicaiy, Patag,
and topically. To help you decide which organizational pattery .
ask yourself the following questions: can you achieve your goals

) begt
describing the issue as it developed over time, by describing 5 h"‘
arrangement, or by covering distinct topics? =

Thomas used the spatial pattern to organize his speech about the lagg

of sufficient lighting at night on the college campus. He traced the h"‘lxt
of the campus from its center to its perimeter to make the case thg, i
not adequately lit for safety.

Specific purpose:  To persuade my audience that the lighting o,
campus is not adequate.
Thesis statement: ~ From the library to the farthest parking lot, the

lighting on campus is not adequate to ensure
safety after dark.

Main points: 1. Lighting near the center of the campus cag;

many shadows in which someone can hide.
11. Around the perimeter of this center, the

lighting is spaced too far apart to offer ad-
equate protection.

II1. The lighting in the parking lots that border

the campus should be much brighter than it
currently is.

This spatial pattern of organization helped Thomas highlight the key
spots on his campus where lighting was inadequate.

@ Organization of Speeches on Questions of Value

Like speeches on questions of fact, speeches on questions of value can be
organized chronologically, spatially, or topically. In the following exam-
ple, Eiji used the chronological pattern to develop her speech about the
value of encouraging girls to participate in the sciences.

Specific purpose:  To persuade my audience that encouraging girls

to participate in the sciences is of value to usall
Thesis statement:

Throughout history, when women have been
encouraged to participate in the traditionally
male-dominated world of science, they have

made significant contributions that have ben-
efited all of us.

Main points: L. In the late 1700s, Caroline Lucretia

Hershel’s father and brother encouraged her

interest in astronomy, and she developed

the modern mathematical approach to
astronomy.
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IL. In the late 1800s, with the support of her
husband and colleagues, botanist Elizabeth
Knight Britton built impressive botanical
collections and is said to be the first person
to suggest the establishment of the New
York Botanical Gardens.

HIL In the early 1900s, Maria Goeppert-Maver
was encouraged by her university profes-
sors to pursue her interest in science, which
led to her winning the 1963 Nobel Prize
in physics for her groundbreaking work in
modeling the nuclei of atoms,

when We give persuasive speeches on questions of fact or value, we
v ask 0ur atulience to change their view or agree on what is right or
ong. but we do not ask them to do anything. Therefore, the chrono-
il spatial, and topical patterns work well for these types of speeches.
;ml’"ﬂr for persuasive speeches about questions of policy, we also ask
gaudience o agree on what must be done to solve a problem. Thus, we
;@ rely on different types of organizational patterns.

¢ Organization of Speeches on Questions of Policy

yruasive speeches about questions of policy usually require organi-

gonal patterns that clearly define a problem and then offer a well-

geloped solution, Determining the best pattern for your speech
spends on the kind of change you are hoping to get from your audience:
amediate action or passive agreement. The differences between the two
wsmple, yet the effects they have on a speech are significant.

when you attempt to gain immediate action, your goal is to

wourage an audience to engage in a specific behavior or take a spe-
s action. You want to move beyond simply asking your audience
salter a belief. When you seek immediate action, you want to be as
gecific as possible in stating what you want your audience to do. You
wed a clear call to action, an explicit request that an audience engage
«some clearly stated behavior. For example, rather than asking audi-
ace members to simply agree with you that the lighting on campus
sinadequate, you ask them to contact the school administration and
ageits staff to provide the funds needed to improve campus lighting
anext year’s budget.

Incontrast, when you want to gain passive agreement, your goal is to
sk audience members to adopt a new position without asking them to act
nsupport of that position. When you seek passive agreement, you still
whocate a solution to a problem, but you do not call your audience to
ation. Instead, you simply encourage listeners to adopt a new position
o perspective. Consider the differences between requesting imme-
dae action and passive agreement in the following specific purpose
iatements,
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ﬂiﬂ*ﬂ& Emerging Explorer
‘and Ento st: Working
Behind the Scenes with Insects

are made possible by polfinating insects, Martins

: ..”mnmmmmmmwesomom would be

megatively affected ” Unfortunately, farmers sometimes see carpenter bees
@ the enemy or farm in ways that negatively impact wild pollinators, Mar-

: ﬁwmmwmmdwmﬂnmj«pommtoum
“m&m‘&msbokuhbigmum«b&sswamﬁng
Mmemwkﬁm..,Theyneedmebees,nmfmf
Therefore, Martins tries to convince farmers that leaving a space for nature
and pollinating msects is necessary for productive agriculture. This task is
ot dways easy. Martins refies on persuasive arguments to convince farmers
5o sawe 2 space to protect pollinators. He knows that he must demonstrate
new farming practices and prove these techniques work. “When others see
the proof, they all want to try it.” However, it is not only farmers that are the
solution to saving pollinating insects. Martin encourages everyone to “look
# your next plate of food and ask where it came from, how it got to you.
Every tieme you eat you can choose to support farming that's shown to be
goed, sather than abusive, to nature and people. You vote with your wallet,
your fieet, and your mouth” (Martins, 2012).

01

CourselMate Conmection: Go to cengagebrain.com to access your
9 Cowrsedate for Invitation to Human Communication to view a video
of 2 persuasive speech about his work with insects,
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Aziz Abu Sarah
Emerging Explorer and Cultural Educator

Tell us about a persuasive speech you gave and how you used evidence
fairly and ethically without compromising the power of persuasion.

Was the speech about a statement of “fact” that you questioned, proved, or
disproved; a speech based on a question of value(s); or an issue of policy?

I always start with the personal level; then I move to a value that people
agree on. The main thing is to understand who you're speaking to and to
understand your crowd and what statistics and what facts would speak to
them. In every situation, it’s not always useful to just recount multiple facts.

I 'try to show many studies to prove a point. And even if you are successful,
sometimes facts alone don’t always move people and their ideals. There are
also values. Let me give you an example. If I'm speaking to a religious Jewish
group, what I try to do is to understand that their values have a lot to do with
the Torah and their Holy Bible. So I try to relate to that as much as possible.

1 try to use stories from the Torah as much as possible. I will share with them
the story of the burning tree, for example, one of the things that I happen to
know, and I'll share the scripture that they relate to. Then the fact becomes
related to their value. That’s my strategy for connecting these two—fact and
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value—together.

- problem—salution organization

pattern of organuzation that focuses
on persuading an audience that a spa-

- cific problem exists and can be solved or
minimized by a specific solution,

362 | CHAFTER 14 FEASUASIVE SHEAKING -

Immediate Action

To persuade my audience to vote against placing vending machines in
our public schools.

To persuade my audience to adopt my aerobics training program.

Passive Agreement

To persuade my audience that open space in a city benefits that city
and its residents by making it more attractive and livable.

To persuade my audience that childhood obesity is a serious problem.

Notice how the requests for immediate action focus on asking an audi-
ence to do something specific, whereas the requests for passive agree-
ment simply ask an audience to alter a belief. We now look at some orga-
nizational patterns that will help you meet your speech goals whether
you request immediate action or passive agreement.

Problem-Solution Organization ]
Speeches that follow a problem-solution organization focus on ‘l;efr
suading an audience that a specific problem exists and can be solvea 0

minimized by a specific solution. These types of P“S“a"'if'e spee§2:: b
are generally organized into two main points. The first point speciiic® .
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a problem, an
p d the second proposes a solution to that problem. tn the
n the

roblemt cor . :
il Pr(*!:;r;:;!:, nt of your speech, you rvust define a problem clearis
ponent, you must 0;;;" be relevant to your audsence. In the mhxwu: ,.::::
i St e A adions er a solution that really does help solve the P"‘Nﬂﬁ;
Consider the fo;;c S reasonably support and implement.
b Stk Nivtice 1 owing exampie of a ;srcahlem-~-m:viu!n.m spreech given
78 dearly and then how she used her thesis statement to slate g problem
“e  in her first main PZIW §h;;:om¢g:ucaled that probiem o her audience
el e i BB e U e

Specific purpose:  To persuade my audience that although light
pollution is a problem that increasingly atlects us
every day, we can implement simple sohutions to

s reduce the effects of this pollution.

csis statement:  [jght pollution disrupts ground-based astronomy,
is a costly energy waste, and afiects our health :
and safety, but there are simple solutions to the
Sl ook problem of light pollution.
ain points: 1. Light pollution poses three significant
problems.

A. In cities, light pollution causes urban sky
glow, which disrupts ground-based tele-
scopes.

B. Light pollution represents an extreme
waste of energy, and that waste is costly to
all of us.

C. Light pollution causes mild to severe
medical conditions and so is unsafe tor

our COmmMmunities.,
1. The problem of light pollution can be

' alleviated in two ways.

A. Light pollution can be controlled through

government regulations, such as hght
i codes, which are similar to noise codes.
; B. Light pollution can be reduced through
; personal actions, such as using less
unnecessary light and purc hasing
equipment that reduces hight directed
toward the sky.

Notice :
:‘:‘f‘d b)':’zmSher "S.ﬁrsr main point clearly defines the specific probicms
e lions, Al rﬁ:’ llution and how her second main point offers reasonable

iction, ghe te that she requests both passive agreement and imumedi-
when"fhcm "-‘Sulaufor passive agreement when she states that supporting

shes“ggem h““s is a good idea, and she asks for immediate axtion
er audience modify the lights in thew homes.
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@ CourseMate Connection: Go to cengagebrainicom to accessiyou

problem~cause—solution
organization

pattern ot organization that focuses on
identifying a specific problem, the causes of
that problem, and a solution to the problem.

364 | CHAPIER 14 PEASUASIVE SPEAKING

Because problem-solution speeches pose a problem while simultane-
ously offering a solution, they are excellent vehicles for persuading an
audience to support a cause or take an action.

(i
e |
,aa

" CourseMate for Invitation to Human Communication to view videos
. ¢ k3 5 P 24, ; . 13 £
" of persuasive speeches that urge immediate action from an audience..=

Problem—Cause—Solution Organization
The problem-cause-solution pattern of organization is a slight varia-

tion of the problem-solution pattern. Speeches that follow a problem-
cause-solution organization focus on identifying a specific problem, the
causes of that problem, and a solution to the problem. This type of speech
is especially effective when you think you will be more persuasive if you
explain how a problem came about. Explaining the causes of a problem
can help your audience better see the merits of a proposed solution.
Describing causes also allows you to explain how an audience came to

believe what they do and to clarify any misconceptions they may have
about a topic. In either case, you are sometimes more persuasive if you

provide an audience with more information about a problem.
Problem-cause—solution speeches generally have three main points. The

first identifies a clear and relevant problem, the second identifies the relevant
causes of that problem, and the third details a clear and appropriate solution
to the problem. The next example illustrates this pattern of organization.

Specific purpose: To persuade my audience that the problems

caused by feeding big-game wildlife can be easily
solved.

The problems of wildlife overpopulation, the
spread of disease, and other negative consequences
caused by feeding big-game wildlife can be solved
by keeping food away from wild animals.

I. In many areas where people and big-game
wildlife live near each other, there is over-
population in certain species, outbreaks of
disease, and a decrease in our acceptance of
hunters and hunting.

II. These problems are caused by well-meaning
people leaving food out for wildlife in the
winter and by campers who are not careful
about keeping their food and food smells
away from wild animals. ;

I11. These problems can be solved by simply
not feeding wildlife; by protecting our food,
washing our dishes, and washing our faces

Thesis statement:

Main points:

and hands when camping; and by putting our

garbage in sealed containers.

bl b s abhe vidy Ulla o o
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Specific parpose: To persuade my audience that the reinttuducte
of the gray wolf has sigmificantly decreased the @i
population in ldahe, Momtana, and Wyonung

hests satement:  Since the remtroduction of wolves in Western

 regiona, the elk population has deciored dramats
cally, and farmers’ cattle, sheep, and dogs bave
been killed. ’ ‘

Main points: 1. In 1993, gray wolves were rentroduces to

Yellowstone National Pack and the surroand- : ‘ : 35

‘ ing states of Montans and idahe. ' : T 123

11. Since the reintroduction of wolves i Vst 2 : : ey
mmg;mmﬂndk?opuhnmhadtdwd o
dramatically, forcing soms regions 1o o) <36
hunting.
1IL. Other animals, inchuding cattle, sy, and

dogs, have alvo been afiected by the pestre-

-~ duction of wolves. v _
worked well for Eli's topic thecause 1 empie-
Sized that the wolves were the main reason for the deciine in elk popule- - :
Bons. In contrast, Rupa chose to arrange her speech Using ‘m
Pattern of organization: effect to cause. She wanted to make : ?"“:‘M p
st capturing her audience’s attention with a real story el v gtk il
‘i:émn car accident (effect) and then explaining the events leading

,M“ﬂmeﬁtz “When dﬁmmwﬁkmngw"f LTI e e, e
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Fr ks

ymacl Beah speaks to students at Mont-
it Kimberley Academy in Montclair,

W Jersey. Beah has written about being
rced to serve as a child soldier in his

tive Sierra Leone, He is the author of
Long Way Gone: Memoirs of a Boy
idier, i L :
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 Main pointss L, In 2007, five high school graduates from -
B e R Rochester, New York, died when their vehicle
swerved into oncoming traffic and hit a trac-
tor trailer, " iy
11, Authorities believe the driver became dis- ¥
© tracted while she was sending text messages,
which caused the head-on collision. -~~~

In this speaking situation, Rupa's audience were members of the
~western New York community and had heard about the accident (the
effect) weeks before Jearning of the cause. Rupa believed that remind-
ing the audience members of the deadly outcome of the accident before
revealing its cause would help persuade them that texting while driving

is a serious issue. - : ‘

Narrative Organization ; -

Speeches can also be organized using a narrative organizational pat-
tern, or one or more stories to construct an argument, Depending on the
topic, a speaker may share an extended narrative to help personalize an
argument that may seem difficult for some audience members to fully
comprehend. In the example that follows, Razz implemented this strat-
egy in his speech on the problem of children being abducted and forced
to work as child soldiers in countries such as Sierra Leone in western
Africa. Razz wanted to share Ishmael Beah’s story as an extended nar-
rative to reveal the thoughts, reactions, and experiences of one boy’s
journey from abduction to rehabilitation.

Specific purpose: To convince my audience that rehabilitation -
programs work to change child soldiers’lives for
the better. . L |

Thesis statement: Ishmael Beah is a former child soldier from
Sierra Leone in western Africa, and his story
teaches us that rehabilitation programs can work
to give child soldiers a new life. :

‘ ‘ . Mainb points: 1. Ishmael Beah was a young boy when his vil-

lage was attacked and burned, forcing him
and several other children to wander from
place to place to survive.
II. At the age of twelve, Beah was captured by
~ the Revolutionary United Front and forced to
become a child soldier. : ‘
III. Beah was rescued by UNICEF, was given
counseling and rehabilitation services,and
received the opportunity to start a new life in-
‘the United States, =~~~ ‘ Sy

By using Beah's story to personalize the problem of child soldiers, -
Razz made his topic more accessible for his audience. This strategy




o petter i,

h“"i‘*‘\‘v hi'm iR » o Wik i 50
snvince hix sudieice that rehabilitation prograr
: ) § spon-

wied by UNICER ean work
Kl “é"..- work w provide these young children with 3

Comparative Advantages Orgauiéntiout' ‘
ut feels the solu-

When your audience agrees
tion I p foe deh;‘t‘: : %’.ri:::::g:, you about a problem b
Jent choice, Speeches that ‘z)“"w‘;! :dvanmges gpeech js ofien an eXcels e
“:L:\f’llllu!'t'ﬂte the dedvantages of one ;::;‘l;fl‘nﬂva advantages organiza-  comparative I"“ s B
speech, une each mmain point o sl Wiy others In this type of - TR ‘
o other l'ﬂﬁiihlv solutions. If yo plain why your solution is preferable “anmmw
srengthen your explanati .45 you must ctiticize alternative solutions to sirates the advasttages of one sk over
will ot work ‘l 0ns, then simply explain why the Jlternatives others : ol
\ wk, taking care not to degrad ‘ - s '
Constder Angelas situation. H A b b S
a problem existed: sal , 0‘ , Her co-workers and bosses already knew
what had once been ? ﬁ e d“W“: ﬂﬁ‘d they were beginning t© lose
A comparative udvnm: t‘,:,’;”,c"""':‘"ﬁers, Iheretbre. Angela chose to give
srengths of he gou speech 80 she could focus on illustrating the
¢ proposed training program.
Speci ;
Specific purposer = . T0 persuade my co-workers that my new
training program will increase our salesand
Thesls enhance our public profile. '
statement; My proposed training program-u-which
includes a longer initial training period: ]
more detailed assessment and understand-
ing of the strengths of our products, and
a stronger mentoring component than
our current pmgram»-wlll turn our sales
Main around. 7
Polnts: 1. A longer initial training program will give .
our staff more time than our current pro-
gram allows to develop @ working knowl-
edge and appreciation of the company and
- jts mission. ' |
1. A more detailed knowledge of our prod- iy
| ' ucts and their value will enable our staff = "
; Vs to work with our clientele more expertly
| B than our current training @ ows. : : ;
UL A stronger mentoring program wifl =27
improve the communicatiof! style of our
new sales staff and help them respond o |
unfamiliar gituations more effectively than ™ e
L T e - our current mentoring Program does. .7 . |
¥ivn '?z:d‘:fi""‘ spend time outlining the problem because her ““d;‘- G S
S “"”Pa,rwmme training program needed iM ovement. Instead, i
the advantages of hef program 10 the weaknesses of the 55" i i
: | omeanzaron a>wmwu¥m&mm | 7
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row's motivated sequence

V-t process wsed to persiede

s by oimng attention, demanstsat.

864, satistying that need, visuslizing
il tasults, and calling for sction.

company’s current program. She was carefuy] to avoid
fent program too heavily because her boss had bee,

C

n instrumem &lu'r‘ -
Ply saiq, (), Cl::
Make thege change;

bringing that model to the company. Rather, she sim

tent program no longer is meeting our needs, If we
we'll be back on top.” -

Monroe’s Motivated Sequence
Monroe’s motivated sequence is an organizational Pattern that ey, .
address an audience’s motives and how those motives could terf SYou
into action, Developed in 1935 by Alan Monroe, Monroe’s moti?,slate
sequence is a step-by-step process used to persuade audiences bygaiatg
attention, demonstrating a need, satisfying that need, visualizing be:m

cial results and calling for action. Monroe maintained that thjg pmeﬁ‘
satisfies an audience’s desire for order and helps a speaker focus o
motivates an audience to action, Monroe’s motivated sequence o
the entire speech, not just the body, and takes listeners throug
by-step process of identifying a problem and resolving to help
problem (Gronbeck, McKerrow, Ehninger, & Monroe, 1990).

T8anizes
ha step.
solve that

1. Attention. In this step, you catch audience members interest s
they take notice of an issue. Your goal is to motivate the audience
members to listen and see the personal connection they have tg 5
topic. Using statistics or a story can accomplish this task. For ex-
ample, Sierra began her speech by telling a story to capture her audj-

Fiticizing yy, "

ence’s attention. She began, «
my mother sitting on her be

I was only ten years old when | found
d crying. Not knowing how to react, I sat

down beside her and grabbed her hand. When I asked her what was
wrong, she replied, ‘I am sick and hope that I can hold your hand
for many, many more years. I soon learned my mother had breast
cancer and that she would not be able to hold my hand much longer”

2. Need. In this step, you identify the need for a change—that is, the
problem can be solved. You define the problem and how it directly
or indirectly affects the audience. Your goal is to encourage your
audience to become invested in the problem, feel affected by it, and
want to find a solution. Sierra began the need section by proving
the severity of the problem. She stated, “The latest study on breast
cancer indicates that one in eight women will be diagnosed with
breast cancer in her lifetime! That means two of you in this room
will be directly affected, and almost everyone else will likely know
someone affected by breast cancer”

3. Satisfaction. In this step, you define what the specific solutiqn
- is and why it solves the problem. In doing so, you show audi-

ence members how their “need” is “satisfied” Sierra argued in . -

-~ her speech that the Susan G, Komen Breast Cancer Foundation

- Was making important strides in finding a cure for breast cancef
and needed more national, state, and local funding to support ifs
Tesearch efforts; : i B GO o 0 g T
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w visualization. In thjs ste
4 describe the benefits
result from the audiencey need
being satisfied. You cap describe
what life will be like once the ¢
Jution is in place, or YOUu can ype.
mind the audience what it would
be like if the solution were not
implemented. Either way, you
help audience members Visual.
ize how the solution wjj] benefit
them. Sierra achieved the visu-
alization step by asking her o,
dience to imagine life without
the fear of breast cancer. She de.
scribed, “Imagine one day you're
standing in your bedroom and
your daughter walks in anq takes
your hand. Now imagine being
able to tell her that you want
years in the future, and thig
breast cancer will ensure lon

5. Action. In this fina] step,
should do. This is your ca
take immediate action or

Ps you
that

time, you cap, Reduc
ger, healthier lives for

You outline exac
1l to action,

ing the rates of
women”

tly what the audience
the plea for the audience to
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. Q,) Connecting with Your Audience
4 Petty and Cacioppo’s (1986) elaboration likelihood model (ELM)

elaboration likelihood model (ELM)
i pf i model that explains an audience’s mmm

Xplains that receivers process persuasive messages in ezthei’]r &; ce;z’;iztie'od e i oot .
ssing or a peripheral processing route, depending on ho DA ISERE otaegee i i

r a central processing of a peripheral processing
audience is to think critically about a message. T:ion:‘})\:; :g:f:ea 2cen
Wrages listeners to become consciously engage I
Ive message, the more likely they are process thge i
*“Ntral route. This means listeners are evaluan.r;% e b
of argument, evidence and supporting m,ateftluation listeners may
Gll for action presented in the speech. In ﬂ?xs as;t - the; sk oo
ech additional information on the topxcd o
- bon they want more details before deci ‘ :
i ’ ot ol iti bout a topic,
pli?lt:‘r":;:rlgaucllz1 motivation to think crﬁcalsll);u :tion’ b
mee toward using the peripheral route. In this ‘
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