
WRITING A PERSUASIVE MESSAGE

Persuasive messages are often discussed in terms of reason versus emotion. Figure provides an example of a
persuasive email message. An image of a .

Part 5: Message types 5. Positive language usually happens naturally with persuasive messages because you
are promoting an idea or a product you believe in. This notion of interactive participation is the driving force
behind conversation marketing, in which companies initiate and facilitate conversations in a networked
community of customers, journalists, bloggers, and other interested parties. Attractiveness: the physical
attractiveness of the source is only important if it is relevant e. Can we meet up later and talk about if the
company can buy an expresso machine? Persuasive copy should always grab the reader's attention, secure
their interest, stimulate their desire for the goods or service, and lastly, motivate them to take action Chapter
11 presents some advice on how to find the information you need. Compare these two outlines for a proposal
that asks management to fund an on-site daycare center. Marketing and sales messages nearly always compete
with messages from other companies trying to reach the same audience. On the other hand, if your persuasive
message focuses exclusively on emotion, with little or no substance, it may not be taken seriously. For
instance, you can make use of the emotions inspired by words such as freedom, success, prestige, compassion,
and comfort. As you cover each option, explain the pros and cons. Persuasive messages are often discussed in
terms of reason versus emotion. Figure  Listen at least as much as you talk. Most persuasive messages use the
indirect approach because it gives the writer the opportunity to explain his or her reasons and build interest
before asking for a decision or action. Reiterate the benefits and the consequences of not taking up the offer.
Use it in the headline, subject line, caption, or attention statement. Even if A resembles B in one respect, it
may not hold true in other important respects. Finally, if your persuasive message does not appear to have
credibility, the message may be dismissed entirely. Most persuasive messages use the indirect approach. When
you evaluate your content, try to judge your argument objectively and do not overestimate your credibility.
Relevance: persuasive messages should be personally relevant to the audience. Strategies for persuasive
messages Your product or service may sell itself, but you may want to consider using some strategies to help
ensure your success: Start with your greatest benefit. New York, NY: Routledge. Will it entertain them? Be
authentic; be transparent; be real. Help audience members embrace your idea by explaining how the change
will benefit them and answering potential objections. Universal goals: In creating your message, understand
the three universal goals for which everyone is aiming: affiliation, accuracy and positive self-concept. He
holds a doctorate in psychology from University College London and two other advanced degrees in
psychology. When Nike plans a marketing campaign to introduce a new shoe model to current customers, the
company knows its audience has also been exposed to messages from Adidas, New Balance, Reebok, and
numerous other shoe companies. Most claim letters are routine messages, involving the direct approach.
Interest - your headline has made a promise, now you must deliver on the promise. Use simple language to
avoid suspicions of fantastic claims, insupportable descriptions, and emotional manipulation. However,
consider using the direct approach whenever you know your audience is ready to hear your proposal.


