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O O An introductiond O Much of what you read in this chapter(] and others to follow[ will be contrary to
whatyou have been taught about public speaking. Good——»because[] the title of this chapternotwithstanding]
there is very little "science" in the art of persuasion. But there is a whole lotof "art"[] which indicates creativity[]
and creativity has no boundsd only some guidelines of whathas worked well before and might work well again if
creativity——originalityd if you will——iswhat you seek. And that should be exactly what you seek if you want to
win speech contests.[] [ Almost all forms of speech are persuasion. When you speak[] almost always you
wantsomeone to do something[d think somethingd believe something like or dislike something.You are
expressing a wish{] a desirel] awarningl] abelief(] afear] or simply the need to explainsomething you have
seen[] feltdD heard or thought to someone else; and you want people tobelieve you. It might be you wanting your
parents to buy you a video game; it might be youwanting your friends to believe that you really did see a blue cat
with six legs; it might beyou wanting a whole nation to believe your course of action is the right one.lJ O More
directly to the pointJ it might be you wanting a panel of judges to believe yourspeech is persuasive enough to give
you a mark of 9.3 rather than an 8.3. And that is noteasily done——unless you believe in what you are saying. And
even then it is not easily done;but0 it is the starting point and ending pointd if persuasion is your goal. And it
must be. In thespeech-making businessl] as in all highly competitive endeavorst] there is but one dictum[] and |
coined it a long time ago itisC] Be good or be gone.
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