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Public Speaking
1. List 3 synonyms, but each has a different positive, neutral, and negative connotation. 
Courageous (positive) confident (neutral) conceited (negative) 
Unique (positive) different (neutral) peculiar (negative)
Vintage (positive) old (neutral) decrepit (negative) 
2. Define and give examples of each of the following terms; 
Doublespeak; is a language that deliberately disguises, obscures, reverses, or distorts the meanings of words. For example, a drug company saying, the drugs have minor side effects. Instead of saying they may cause a heart attack. 
Euphemisms; this is using another phrase or word which is related to the concept but makes others uncomfortable in a speech. Euphemisms help the speaker to deliver his message indirectly. For example, to represent death, the speaker can say, passed away. 
Inflated language; is using language that makes things better than they are. The speaker uses exaggerated language to impress others. For example, describing outcomes for harmful patient care; the patient died. 
Jargon; is a language or terminologies for a specific field or area of activities—technical legal terms for judges and lawyers. 
Imagery uses the vivid image of figurative language in literary work to describe the phenomenon. For example, the music was so loud that my ears rang for days afterward: sound (Nikitina, 2017). 
3. List 3 three reasons for maintaining eye contact?
Eye contact in communication shows that you’re paying attention and focused.
Eye contact helps us to read the non-verbal cues of the person we're communicating with. 
Maintaining eye contact helps to create connections and build trust in communication. 
4. How is dressing professionally a compliment to your audience?     
 The business message you are conveying is conveyed more positively when you dress and carry yourself professionally. 
Your first impression heavily influences your audience's opinion of you, hence the need to dress professionally. 
When a speaker is dressed professionally, he is perceived as more knowledgeable and responsible; hence your attire speaks more loudly even before you talk.
5. What are five benefits and tips to practicing your speech?    
Understand your audience and prepare to ensure your information and tone is appropriate for the audience. Think of the outcome you would prefer if you are the audience. 
Make at least two to five points that you like to present before writing your speech. Ensure you have an opening and closing statement to make your address more effective. 
Practice your speech more by rereading to ensure you know your address well enough to speak naturally during your presentation. 
In the case of a PowerPoint presentation, ensure your prepare them well to be visible and clear to serve the proper purpose for your audience. 
[bookmark: _GoBack]Ensure you prepare and set time for questions and answer session, and this demonstrates you're knowledgeable (Fowler et al., 2019). 
Speaking to Persuade 
1. Outline and define the five steps in Monroe's motivated sequence? 
Use storytelling, a shocking statistic, humor, or a rhetorical question to get your audience's attention. 
Give your audience a purpose, show them that there is a problem and things need to change. 
Satisfy the purpose, and this is through giving the solution to the problem. This is the main session and varies depending on the goal. 
Give a more detailed vision of the future if the audience fails to address the situation. Your goal is to motivate your audience, and this step will give them a desire to do what you recommend.
The final step is to give your audience the specific details you want them to carry out to solve the problem (Janack et al., 2021). 
2. Give an example of 3 immediate on-the-spot audience actions?   
Problem-solution pattern 
Motivation sequence 
Comparative merits pattern
3. Why should persuasion be viewed as a long-term process in a career setting? 
Persuasion increases productivity and recruits team members in the workplace. A persuasive employee can influence others to perform well and also to expedite and facilitate group decision-making. Therefore, persuasion is vital in any Careel setting and can help to build trust. 
4. List and define two different patterns of the organization?      
Chronological pattern; this is the arrangement of information in a progression manner like time, either backward or forward. 
Sequential pattern; these are patterns available in one or several successive transactions of several input sequences. 
Persuasive Strategies 
1. Define and give examples of at least 3 Fallacies of reasoning?
An argument with an error in reasoning and is less compelling and convincing is known as a fallacy. Examples include;
The straw man fallacy: This is misrepresentation or over-simplification of your arguments by your opponents. 
The Bandwagon Fallacy; is trying to justify a proposition basing on the population that supports it, and it's not the right way of validating an argument. 
The False Dilemma Fallacy presents complex issues in terms of two inherently opposed sides, which are misleading.
2. Explain the five elements of Maslow's Hierarchy of Needs? 
Psychological needs; are the lowermost basic needs for human survival, including water, food, clothing, sufficient rest, shelter, and overall health.
Safety needs are the second lower level, including emotional stability, protection from theft and violence, financial security, and health security.
Love and belonging needs; the level relates to human interaction, which includes friendship and family bonds.
Esteem needs; are ego-driven needs starting with esteem. The esteem needs major on self-respect and self-esteem.  
Self-actualization needs; this is the achievement of full potential as a person. It is the last step in Maslow's pyramid of needs (Einstein, 2016). 
 
3. What are eight common motivations that you can appeal to when giving a speech of persuasion? Which of these are you likely to employ in your speech?
· Acceptance 
· Curiosity; the desire to learn 
· Family; the need to have children
· Honor
· Power; a desire to influence, will
· Order; the need to be stable and organized 
· Romance
· Social status; the passion for social importance
· Vengeance  
Acceptance, curiosity, and power are the most motivational appeal I am likely to use in my speech.    
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