PERSUASIVE KEYNOTE ADDRESS
REQUIREMENTS FOR SPEECH # THREE

· The time limit for this speech presentation is 6-8 minutes.  You should note that the penalty for over/under time is 10 points for every 60 seconds.

· The purpose of this speech is to persuade/convince the audience that your idea, belief or attitude is correct or to move the audience to action.  The topic you select must be related to your career topic.  If your dream job/career is in the field of education, then select a problem that needs to be solved in that field. An example of this might be that as part of “No Child Left Behind,” you feel that teachers are being marginalized, because they are being required to teach specifically to the state standardized tests.
· You must use Monroe’s Motivated Sequence format (See attached Sample Outline).

· You must be ethical (Honest, Credible, Logical and Passionate about your topic).

· You must cite at least 4 credible sources with the date you accessed the web page or the date of your publication.  Tell us the website not just dot.com!
· Use not more than 2-3 typed sheets of paper for your delivery presentation outline. You do not have to turn in an outline to me.

· Creative attention grabber, as well as your closing (Rounding off or call to action or emotional appeal), must be memorized.

· Use some kind of visual aids.

· You will be graded on the Criteria listed on the Instructor’s Evaluation Form.

MONROE’S MOTIVATED SEQUENCE

NOTE:  Typed outline should look similar to this one below.  Make sure you have all   
       
roman numerals, letters and numbers outlined.  Type all headings and put all 

               steps in order!!

I. GETTING THE ATTENTION

(Write an Illustrative Story—A complete story—Do not say “Imagine” or Close you eyes…. It’s over-used!)
II. SHOWING THE NEED

A. State the PROBLEM! (“The problem is that America…)

B. Describe the PROBLEM NOT THE SOLUTION by giving examples, statistics, testimonies to clarify the seriousness of the problem

1. Example, statistic or testimony with source cited (author, source)
2. Example, statistic or testimony with source cited (author, date, source)
C. Explain how the PROBLEM affects us (now you can get emotional).
III. SATISFY THE NEED

A. Present the SOLUTION! (“Because of these reasons, people need to….”)

B. Explain how your solution(s) will work:
1. Example, statistic or testimony with cited source or explanation

2. Example, statistic or testimony with cited source or explanation

C. Show how it HAS worked by citing more sources:
1. Example, statistic or testimony with cited source

2. Example, statistic or testimony with cited source

D. Kill the objectives you think people may have towards the topic by first stating what you know we are thinking and then tell us why we are wrong to think that way.
(Have at least TWO objections stated and “killed”)
(“Now I know what some of you are thinking…”)

1. State the first objection people may have towards your topic—then kill it.
2. State the second objection people may have towards your topic—then kill it.
IV. VISUALIZE THE RESULTS (Be dramatic and use vivid language)
A. Tell us what will happen if your solution is adopted.

B. Describe what conditions will look like if we don’t listen to you.

V. REQUEST THE ACTION
A. Tell us what you want US to do (“I want YOU to stop smoking and get your friends to stop…”).
B. Give a brief summary of your main points.

C. End with a fantastic Emotional Appeal—Call to Act  (“So, PLEASE…”).
