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Writing Writing 
Persuasive MessagesPersuasive Messages
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Persuasive MessagesPersuasive Messages

The ThreeThe Three--Step ProcessStep Process

PlanningPlanning CompletingCompletingWritingWriting
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Analyze Situation

Gather Information

Select Medium

Get Organized

Revise

Produce

Proofread

Distribute

Adapt to 
the Audience

Compose
the Message

Planning the MessagePlanning the Message

Analyze 
the Situation

Gather the 
Information
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Select the 
Medium

Group the 
Information
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Analyze the SituationAnalyze the Situation

Audience 
Members

Decision 
MakersClarify Your PurposeClarify Your Purpose
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Alternative 
Positions

Corporate 
Culture

Points of
Resistance

Desired
Actions Build Your CaseBuild Your Case

Express Your PurposeExpress Your Purpose

Analyze the AudienceAnalyze the Audience

GenderGender

DemographicsDemographics

PersonalityPersonality

PsychographicsPsychographics
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IncomeIncome

GenderGender

EducationEducation

Other FactorsOther Factors

AttitudesAttitudes

PersonalityPersonality

LifestyleLifestyle

Other FactorsOther Factors

NeedsNeeds

Consider MotivationConsider Motivation
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ActionsActions

OutcomesOutcomes
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Preparing the MessagePreparing the Message

GatheringGathering
InformationInformation
GatheringGathering

InformationInformation
Selecting Selecting 

the Mediumthe Medium
Selecting Selecting 

the Mediumthe Medium

© Prentice Hall, 2008 Excellence in Business Communication, 8e Chapter 10 - 7

LogicalLogicalLogicalLogical

EmotionalEmotionalEmotionalEmotional

Internal AudienceInternal AudienceInternal AudienceInternal Audience

External AudienceExternal AudienceExternal AudienceExternal Audience

Organizing the MessageOrganizing the Message

Direct Approach
(Deductive)

Indirect Approach
(Inductive)
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Define the Main Idea

Limit the Scope

Group Major Points

Writing the MessageWriting the Message

The “You” AttitudeThe “You” Attitude
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Positive LanguagePositive Language

Cultural DifferencesCultural Differences
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Enhancing Credibility Enhancing Credibility 

Identify YourIdentify Your
SourcesSources

Support theSupport the
MessageMessage

Use SimpleUse Simple
LanguageLanguage
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Avoid theAvoid the
“Hard Sell”“Hard Sell”

Display GoodDisplay Good
IntentionsIntentionsBe ObjectiveBe ObjectiveBuild CommonBuild Common

GroundGround
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Completing the MessageCompleting the Message

EvaluateEvaluate
Overall ContentOverall Content

Revise for ClarityRevise for Clarity
and Concisenessand Conciseness
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Evaluate Design Evaluate Design 
and Deliveryand Delivery

ProofreadProofread
the Messagethe Message

Developing Developing 
Persuasive MessagesPersuasive Messages

Structuring Your Message
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Balancing Emotion and Logic

Reinforcing Your Position

Dealing With Resistance



5

InterestInterestAttentionAttention

AIDA ModelAIDA Model
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DesireDesireActionAction

AIDA  ModelAIDA  Model

Balance Logic and EmotionsBalance Logic and Emotions

The MessageThe MessageEmotionsEmotions LogicLogic
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FeelingsFeelings
SympathiesSympathies

NeedsNeeds

AnalogyAnalogy
InductionInduction
DeductionDeduction

Promote ActionPromote Action

Understand ExpectationsUnderstand Expectations

Overcome ResistanceOvercome Resistance

Sell Your Point of ViewSell Your Point of View

Examples of Faulty LogicExamples of Faulty Logic

Hasty
Generalizations

Circular
Reasoning

Attacking the
Opponent
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Simplifying
Issues

Forced Cause
and Effect

Flawed
Analogies

Illogical
Support

g pp
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Reinforce Your PositionReinforce Your Position
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Powerful WordsPowerful Words
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Figures of SpeechFigures of Speech

Audience BenefitsAudience Benefits

Right TimingRight Timing

Anticipate ObjectionsAnticipate Objections

OO

Expect ResistanceExpect Resistance
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Uncover ObjectionsUncover Objections

Involve the AudienceInvolve the Audience

Promote CompromisePromote Compromise

PersuasivePersuasive
MessagesMessages

RequestsRequests
for Actionfor Action
RequestsRequests
for Actionfor Action

PresentationPresentation
f Idf Id

PresentationPresentation
f Idf Id
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of Ideasof Ideasof Ideasof Ideas

Claims andClaims and
AdjustmentsAdjustments
Claims andClaims and
AdjustmentsAdjustments
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Requests for ActionRequests for Action

GainGain
AttentionAttention
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ActionActionWrittenWritten
RequestRequest

Use Facts,Use Facts,
Figures and BenefitsFigures and Benefits

Make aMake a
Specific RequestSpecific Request

Presentation of IdeasPresentation of Ideas

Message FocusMessage FocusMessage FocusMessage Focus
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SupportSupport
DecisionsDecisions
SupportSupport

DecisionsDecisions
ExpediteExpedite
ActionsActions
ExpediteExpedite
ActionsActions

EncourageEncourage
New AttitudesNew Attitudes

EncourageEncourage
New AttitudesNew Attitudes

Reexamine Reexamine 
OpinionsOpinions

Reexamine Reexamine 
OpinionsOpinions

Claims and AdjustmentsClaims and Adjustments

State the ProblemState the Problem
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Claim orClaim or
AdjustmentAdjustment

WrittenWritten
RequestRequest

Review the FactsReview the Facts

Motivate the ReaderMotivate the Reader

Make Your RequestMake Your Request
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Marketing Marketing 
and Sales Messagesand Sales Messages

Th C titiTh C titi

The AudienceThe Audience

© Prentice Hall, 2008 Excellence in Business Communication, 8e Chapter 10 - 22

The CompetitionThe Competition

Selling PointsSelling Points

BenefitsBenefits

Anticipating ObjectionsAnticipating Objections

High PriceHigh Price

I f i Q litI f i Q lit
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Inferior QualityInferior Quality

CompatibilityCompatibility

Perceived RiskPerceived Risk

Applying the AIDA ModelApplying the AIDA Model

Getting AttentionGetting Attention

B ildi I t tB ildi I t t
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Building InterestBuilding Interest

Increasing DesireIncreasing Desire

Motivating ActionMotivating Action
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P d t B fitP d t B fitN ItN It C G dC G d

Getting Getting 
AttentionAttention
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Product BenefitsProduct Benefits

Inside InformationInside Information

Evocative ImagesEvocative Images

News ItemsNews Items

Personal AppealsPersonal Appeals

Promise of SavingsPromise of Savings

Common GroundCommon Ground

Product SamplesProduct Samples

Problem SolutionsProblem Solutions

Building InterestBuilding Interest

Support PromisesSupport Promises
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Highlight Key PointsHighlight Key Points

Emphasize BenefitsEmphasize Benefits

Increasing DesireIncreasing Desire

Audience FocusAudience Focus
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Dynamic LanguageDynamic Language

Support for ClaimsSupport for Claims
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Motivating ActionMotivating Action

The Next StepThe Next Step

A S f UA S f U
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A Sense of UrgencyA Sense of Urgency

Professionalism Professionalism 

A Good ImpressionA Good Impression

Maintain High StandardsMaintain High Standards

Avoid ManipulationAvoid Manipulation

U “Y ” Attit dU “Y ” Attit d
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Use “You” AttitudeUse “You” Attitude

Obey the LawObey the Law

Privacy and SecurityPrivacy and Security


