Human Communication 100

Chapters 14 & 15
Informing and Persuading

Main Points

· Informative Speaking

· Persuasive Speaking

Informative Speaking

· Types

· Content

· About objects

· About processes

· About events

· About concepts

· Purpose

· Describe

· Explain

· Instruct

· Noncontroversial in nature

· Speaker does not attempt to change the audiences attitudes

· Help the Audience by:

· Limiting the amount of information that you present

· Use familiar information to gain understanding, and then build upon it

· Use repetition

· Use signposts

· Organization

· Introduction

· Establish importance

· Thesis

· Preview main points

· Body

· Main points need subpoints (3-5)

· Use transitions

· Put main points into a logical order

· Conclusion

· Review main points

· Remind the audience of topic importance

· No new information

Persuasive Speaking

· “The process of motivating someone, through communication, to change a particular belief, attitude or behavior.” 
· Characteristics of persuasion

· Not the same as coercion

· Persuasion acts more of a process than a form of direct change
· Interactive – you and the audience
· Types of Persuasion

· Proposition of fact 

· Proposition of value

· Proposition of policy

· Organizing a Persuasive speech

· Set a clear, specific purpose statement

· Describe the problem and how it specifically affects the audience

· Describe the solution , including how the solution will work and what the advantages are

· Describe what you want the audience to do

· Fallacy – error in logic

