PERSUASION AND ARGUMENT  - WHAT’S THE DIFFERENCE?

PERSUASION – IS AN EMOTIONAL APPEAL.

ARGUMENT – IS A LOGICAL APPEAL

1. Using your “Writer’s Toolbox” add a heart and a brain or ? mark next to the appropriate column.

NOTE:  You will be using this Toolbox handout as we read /view various pieces.  It is your responsibility to add to it in the correct column.  You will be handing it in at the end of this mini-unit.

2. Choose ONE of the situations below and brainstorm all of the ways which you could persuade the identified audience of your goal.

a. Convince your parent(s) that they should buy you a new car

b. Convince your grandparent that he/she should learn to text

c. Convince a vegetarian that he/she should become a carnivore.

d. Convince your teacher that homework should be banned.

e. Convince your parent(s) that they should allow you to take a year off school starting now.

f. Convince an athlete that he/she should give up his/her exercise program.
g. Convince your teacher that you deserve an A+ in this course.

RECORD YOUR BRAINSTORMING BELOW:

3. Think, pair, share -  Compare your brainstorm with a partner.  Borrow any interesting or helpful ideas and add them to your brainstorm. Add new ideas in a different colour or highlight them so I know which ones are new. Circle those which you intend to use in your letter.  Beside the circled ideas, label which emotion this point targets.
4. Write your letter.  It must be at least ¾ of a page long.  It must be persuasive (Appeal to emotions not factual logic) You may choose to use hyperbole and strong (but not offensive) language to get your point across.

5. Watch the video “The Science of Persuasion” and fill in the viewing handout.  

6. Look back at your letter and look for any evidence of the 6 shortcuts in your letter.  Label them.  

If your letter does not contain all of the shortcuts,  add the ones which you are missing.

A. Make a final copy of your letter.  Include the brainstorm, the rough draft with all of the points from #6 and your final draft.

B.  Hand in your viewing sheet on “The Science of Persuasion”

