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COMM 346 – Persuasion 

Chapter 12 – Lecture Notes
Persuasive Presentations in Your Life
· Topic – the general idea of your persuasive presentation 
· General Purpose Statement – statements about the reason for the speech
· Specific Purpose Statement – the exact goals of the presentation that contain both the general topic and the general purpose 
· MUST BE A DECLARATIVE SENTENCE AND NOT A QUESTION
· SHOULD FOCUS ON ONE IDEA AND NOT SEVERAL 
· Persuasive Presentations seek to shift or change the audience’s attitudes, beliefs, or values or reinforce existing ideas that your audience might have 
· Questions of Policy – include persuading an audience to change an existing policy or create a new law or policy 
· Questions of Value – involve persuading an audience on the merits of a particular position 
· Questions of Fact – involving arguing whether an idea is true or false 
Consider the Audience 
· Taking an inventory of the audience’s attitudes and beliefs is a critical process as you develop persuasive presentations 
· Attitudes are learned ways of thinking that influence behavior and general likes and dislikes of messages 
· Persuasive presentations designed and delivered based on careful consideration of the audience can lead to attitude change 
· Beliefs are ideas typically categorized as true or false by members of the audience 
· There is a distinction between an attitude and belief is that attitudes can be changes easily while changing beliefs requires time and solid persuasive evidence 
Organizing your Persuasive Presentation 
· Organizational patterns provide a structure to your persuasive presentation and helps the audience process information 
· Topic Selection helps guide which organizational pattern is best for you to use 
· Cause and Effect Pattern – addresses a topic in terms of the cause and effect relationship present within an identified issue 
· Getting the audience to consider the cause of a problem and examining the effects on society might be the best way to organize your persuasive presentation for some types of topics 
· Problem Solution Pattern – addresses a topic in terms of presenting the problem and an accompanying solution 
· Requires that you not only persuade the audience that the problem exists but that you have discovered the best solution for the issue 
· Monroe’s Motivated Sequence – is a common organizational pattern used in the design and delivery of persuasive presentations and includes the five components 
· Attention – grabs the audience’s interest in the topic
· Need – make the audience aware of the problem 
· Satisfaction – create an action plan that addresses the problem 
· Visualization – explain the advantages of the plan 
· Call to Action – ask the audience to enact the plan 
Types of Arguments 
· Argument by Example – uses examples as the main source of data
· relies on inductive reasoning to move from a specific claim to a broader claim 
· Evaluated by raising particular questions 
· Relevance – does is relate to the claim?
· Sufficiency – is it enough evidence to prove the point?
· representativeness – is it significant and typical enough to fulfil the entire claim?
· Counterexamples – are there other examples that work against the claim?
· Need to avoid Hasty Generalizations – wherein the example used is too outlandish or extreme to support the claim 
· Argument by Definition – uses the definition of a concept as the date to illustrate that a specific case falls under that category 
· Relies on deductive reasoning and contends that a certain instance does or does not meet the definition of a more general category 
· Relevance – is the definition relevant to the case being presented?
· Accuracy – is the definition accurate and free from bias?
· Counter definitions – are there other ways of defining the idea that contradict the claim presented?
· Argument by Analogy – looks for similarities between different examples to draw a conclusion 
· Literal analogies make a direct connection between two cases
· Figurative analogies make an indirect or metaphorical connection between cases 
· Relevance – are the compared cases really alike?
· Sufficiency – are there other factors which may not make the analogy translate to the new case – are the cases sufficiently similar to compare?
· Accuracy – are the cases described accurately? Have details been omitted to make the analogy work?
· Need to avoid false analogies wherein two cases are compared with major differences that makes the analogy not applicable 
· Argument by Cause – arguments about the cause and effect of an issue utilizing a claim that is backed by data and suggests there is a direct connection between a factor and an outcome 
· Utilizes inductive reasoning to suggest causal correlation which examine specific cases or classes of cases in order to identify an actual relationship or correlation between them 
· Sufficiency  – is there a regular and consistent relationship between cause and effect? Is there sufficient reason to believe the cause will produce the effect?
· Correlation – is there a strong correlation between the cause and effect? 
· Relevance – is the causal correlation relevant and reasonable? 
· Argument from causal generalizations utilize deductive reasoning from general principles that are assumed to be true to judgments about specific cases under consideration 
· Sufficiency – is there enough evidence to support the claim?
· Relevance – is the identified cause the most relevant or are there alternative causes?
· Reasonability – does the cause actually produce the effects identified?
· This is the major weakness of this type of argument as it is the most difficult to prove 
· Argument by Sign – contends that certain factors, examples, materials, or instances are signs of broader claims 
· Utilize deductive reasoning because they move from specific instances to prove that general claim is true 
· Sufficiency – were enough signs presented to illustrate the claim?
· Relevance – do the signs presented direct relate to the claim?
· Reasonableness – are contradictory signs available?
· Argument by Statistic – used as a form of deductive either inductive reasoning to prove the claim true via numerical data 
· Relevance & Sufficiency – are the statistic presented relevant and enough to prove the claim true?
· Sufficiency – is the sample size enough to legitimize the statistic and make it generalizable to a larger claim?
· Credibility – is the statistic credible and from a non-biased source? Does the number stand alone or make sense only after manipulation?
· Argument by Principle or Value – seeks to prove the claim and gain adherence from the audience based on value appeals 
· Comes down to how well the arguments links to their previously existing values or principles 
· Relevance and Sufficiency are not as important as the degree of acceptance of the value that it utilized and to which the audience adheres 
· Universal values – such as justice or freedom and are widely shared from culture to culture 
· Counter-values – do other values respond to the primary claims and establish a different route of achieving it?
· Value Hierarchies – values exist only in relation to one another and can be placed along a continuum or hierarchy through which the audience ranks their values 
Standards for Argument 
· Relevance  - are the data and warrants related to the claim 
· Red Herring –relies on emotionally loaded data that is only tangentially related to the claim 
· Ad hominem – attacks the arguer rather than the argument itself 
· Ad populum – asserts something must be true because many people believe it 
· Non sequitur – argument that incorrectly assumes one this the cause of the other 
· Sufficiency – is there enough evidence to support the claim
· Correlation not causation – asserts because one this follows another or because two things often are found together, one must cause the other 
· Begging the Question/Circular Reasoning – the conclusion is drawn based on the premises of the argument – the data refers circularly back to the claim without either having sufficient backing 
· Testimonial – the testimony of one user or witness is offered as data for a claim 
· [bookmark: _GoBack]Credibility – is the source trustworthy and believable?
· Scholarly and nonpartisan sources do not directly stand to gain from the outcome of the argument 
· Sources published in government of scholarly publications 
· Just because a source comes from one of these sources doesn’t mean it isn’t controversial or opinionated 
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