Persuasive Commercial
Task: Your group will have 10 minutes during two class periods to develop a persuasive commercial to sell any product you choose (real or made up) using Monroe's Motivated Sequence.  I will present the way each group should organize their speech (problem/solution, topical sequence, or comparative advantage) which will make topic solution more difficult.
Your group will then present your commercial in front of the class to determine which speech was the most persuasive. 

Monroe’s Motivated Sequence
1. Arouse Attention: Make an attention getter for your topic. Consider vivid examples or anecdotal references that may assist you in adapting your product to consumers.

2. Show a Need: Determine why consumers need your product.

3. Satisfy the Need: Propose how your product will meet that need.

4. Visualize Results: Create a visual image that will entice your audience to see the positive end results of purchasing your product and the cons of not purchasing your product.
5. Call to Action: Urge your listeners to go out and purchase your product.

