CP Global Studies Persuasive Speech
Name ______________________________________
Topic ______________________________________
Due Date ___________________________________
What is Persuasion?  Presenting the "Argument"

· The goal of argument is to win acceptance of one's ideas. 

· Modern argumentation theory has roots in Greek and Roman thinking. 

· We judge evidence, investigate carefully, state ideas accurately, and listen critically. 


All good Persuasion includes the following elements:
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Position Statement
· State your opinion clearly, in a sentence or two, within the first paragraph. 

· Define the scope of your argument.  (The scope is the situation specific to your argument.)  Then make an assertion that's open to debate. Example:  The school lunch period should be lengthened to allow ample time for clubs to meet. 
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Utilize the Three Argumentative Appeals,  Aristotle's methods of convincing:  Reason (logos), Ethics (ethos) or Emotion (pathos)
· Reason (logos) - support your general claims with concrete, specific data. 

· Reason which begins with specifics and moves toward a generalization is inductive.  Example:  Several clubs have reported difficulty completing their business during lunch period.  This proves that lunch periods should be longer. 

· Reason which starts with a general observation and moves to specifics is deductive.  Example:  When people hurry, inefficiency and poor communication are the results.  Under current conditions clubs must hurry at lunch time meetings.  Therefore, lunch period should be lengthened to allow for better club meetings. 

· Use two or three different strong reasons to support your argument. 

· Support your reasons with evidence.  

· Facts - can be proven. 

· Expert opinions or quotations 

· Definitions - statement of meaning of word or phrase 

· Statistics - offer scientific support 

· Examples - powerful illustrations 

· Anecdote - incident, often based on writer's personal experiences 

· Emotional appeals - to provide support for reasons, carefully chosen loaded words, carrying positive or negative connotations, sway readers' emotions 

· Present opposition - and give reasons and evidence to prove the opposition wrong 

· Conclude with call to action - urge the reader to do something 

· Ethics (ethos) - convince your readers that you are fair, honest, and well informed.  They will then trust your values and intentions. 

· Avoid over-use of negatively charged loaded words. 

· Emotion (pathos) - a carefully reasoned argument will be strengthened by an emotional appeal. 

· Use description or narrate an example, often from your own experience. 

· Your point of view is demonstrated in an emotional appeal, and is important to the reader. 

· Careful word choice presents your position accurately. 

· See Mark Antony's speech from Julius Caesar as an example of emotional appeal. 
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  Form or Organization  Use the template provided in class.
Sources:
Paradigm, an online writing assistant. 
    <http://www.idbsu.edu/english/cguilfor/paradigm/argument.htm>     OR 
    <http://www.powa.org/> 
Grammar for Writing.  Sadlier-Oxford: NY, 2000. 
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Appropriate use of evidence will make or break your persuasive communications. [image: image5.png]



The persuasive communicator has a responsibility to present accurate and timely evidence to support his or her arguments.  The ethical responsibility of the communicator to present evidence in an accurate manner is essential to quality argumentation.
· Persuasive communications can be divided into three main categories. 

· Questions of fact: This argument deals with things that have already happened, are occurring now, or will happen in the future and reasons for such occurrences. 

· Example:  Use of passive restraint devices will save thousands of lives over the next ten years. 

· Questions of value:  This argument addresses the morality of an issue and calls for a judgment to be made: right/ wrong, good / bad, proper / improper. 

· Example: The United States has a moral responsibility to protect human rights around the world. 

· Question of policy: This argument advocates a plan of action to be taken and will include both fact and value in addition to a plan of action. 

· Example: The United States will support with human resources and financial aid all United Nations sponsored human rights programs. 
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· Arguments should be supported by a variety of current and accurate evidence. 

· Definition: Any term from the proposition which is elusive or obscure should be defined.  A terms may be defined by its denotation, the definition found in the dictionary, or connotation, the communicator's intent to use the word in a certain way or to give the word or phrase a particular range of focus of meaning. 

· Factual Evidence: Facts are those things generally believed by the population to be true either through first hand observation or as reported by others. In theory, facts can be verified and are generally reported as: specific occurrences, statistics, exhibits, or presumptions. 

· Specific occurrences: Examples or illustrations of events or conditions that show the fact to be true. 

· Statistics: Numerical expressions reporting data in a factual manner.  Data may be reported in raw numbers, percentages, medians, etc.   It is the responsibility of the communicator to report statistics accurately and objectively. 

· Exhibits: Includes visual or auditory evidence: recordings, pictures, artifacts 

· Presumptions: Predictions based on uniform patterns of past experiences so probable as to be accepted without question. ( The sun will rise tomorrow.) 

· Evidence based on opinion: Opinions are judged on interpretation of facts presented and evaluation of sources. 

· Testimony: In offering expert testimony to support an argument, the communicator must link the testimony to the argument, show that the testimony is relevant, and reinforce the credibility of the source. 
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THE DIFFERENCE: INFORMATIVE Speech  Versus a  PERSUASIVE Speech 
INFORMATIVE SPEECH--give us information that describes something or states how to do something; it does not give your opinion as a main point; it avoids making judgments that the things you are talking about are bad/good, etc.
PERSUASIVE SPEECH--persuade us to change our beliefs or actions; shows us YOUR opinion on a subject--that you think it is good/bad, right/wrong, moral/immoral, justified/unjustified, that we should/should not do something.

