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P 
ART SEVEN focuses on the language of “selling”—persuading others to buy or do something that we 
want. In what situations and for what purposes might we want to persuade, convince, or sell?  

1. To get a good job, a raise, a promotion, an attractive assignment, etc.—in other words, to 
“sell ourselves” or our abilities to potential and present employers.  

2. To make a sale of products or services. entrepreneurs (people in business for themselves) and 
salespeople need persuasive skills in order to survive, and 
everybody has to “sell” something from time to time. 

3. To convince people of the value of an idea or preference.                          
In school, work, and everyday life, we all need to persuade 
others to see our point of view or to do things our way—at 
least some of the time in matters that we care about.  

4. Online, on-phone, and in “virtual social relations,” to 
monetize our advice or ideas—and/or use of time or energy.   
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To be effective, a persuasive speaker must recognize                   
and acknowledge interviewers’, potential customers’,                        
or negotiators’ limitations, comfort zone, needs, or 
interests. Then the “persuader” can show effective                   
ways to solve their problems or fulfill their needs.                    
Advice on “effective selling” changes from time to time. 
Here are some points from past (old) business advisors: 

1. “HARD SELLS” DON’T REALLY WORK in the long run. 
Many people on both sides of an interaction dislike or 
are uncomfortable with an overly “forceful sales 
pitch.” That’s because high pressure seems to be 
based on an adversarial, competitive relationship—
two or more people trying to get what they want                        
in opposition to one another. Even if a seller “closes                  
a sale” with this approach, it’s likely to lead to 
complaints or dissatisfaction later on. 

2. WE SHOULD CHANGE OUR GOAL—from “winning                      
a sale at any cost” to finding a mutually-agreeable 
basis for business or cooperation. One alternative                  
to high-pressure sales tactics is simple honesty.                       
We can tell people directly what we offer and ask                    
if it’s something they need or can use. Better yet,                 
we can find out what problems they have and then 
show what we offer that truly fits buyers’ situations. 
There’s no need for false flattery, pressure, lies, or 
half-truths. With a “reciprocal advantage” approach, 
our purpose is to find “real matches”—among 
employers and employees, sellers and buyers, 
suppliers and customers, team members, and others.   

3. WE CAN CREATE AN ATMOSPHERE of mutual interest, 
respect, and trust if we ask a lot of real questions and 
sincerely consider the answers. If we don’t understand 
and accept what others need, how can we convince 
them of the benefits of our knowledge, skills, services, products, or whatever else we want to provide? 
It’s a waste of time and energy—and harmful to a relationship—to lecture, nag, pressure, or overstay 
our welcome in an interview or sales situation. That’s because many people  resist “being sold.”                  
They quickly lose interest and trust in people “trying too hard to win” something for themselves. 

4. BENEFITS ARE WHAT SELL, not long-winded explanations about our virtues or the features of our 
products or services that we value. If people have objections or doubts about our abilities, services,                   
or products, we should hear them out. It’s important to acknowledge their opinions or feelings before 
giving new (true) information that might help. To convince, we should build on our similarities and 
common interests, not emphasize our differences of opinion.  

5. IT’S NECESSARY TO “CLOSE A SALE” only in some situations. At the end of a job interview,                              
for instance, the interviewer may not know that we’re interested in the position unless we say so.                         
If potential customers seem interested in what we’re offering, we should make it easy for them to                   
take necessary steps to buy it—fill out a form, write a check, etc. If we’ve created a respectful,   
trusting atmosphere, we can make simple requests of our own. In other words, at the end of                                
a persuasive interaction, everyone ought to know what to do next.   

Where can we        
hear examples of        

persuasive speech? 
EVERYDAY CONVERSATION: discussion 

about preferences or plans; 
decision-making negotiations 

INTERVIEWS: attempts to get—or  
to hire others—for jobs, 
promotions, or work assignments 

WORK & BUSINESS MEETINGS &  
TEAM SESSIONS: presentations & 
discussions of ideas or project 
plans; brain-storming  

TELEVISION & RADIO: Commercials 
(marketing efforts); infomercials; 
home-shopping network shows; 
trailers; other product promotions; 
political propaganda; proselytizing    

VIDEOBLOGS, PODCASTS, WEBINARS, 
E-LECTURES, MESSAGING, TEXTING, 
SOCIAL MEDIA, and other electronic 
means shifting in purpose from 
informing to impressing, enticing, 
prompting, inducing, impelling, 
exhorting, inciting, or brainwashing.   
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Yes. I was afraid I was 
going to get fired. My boss 
didn’t know what she was 
doing so she kept asking me 
what to do. Then she’d get 

angry if I gave 
her bad advice 
or refused to  
take over her 
responsibilities. 
Anyway, is all 
this any of 
your business? 

COMPREHENSION CHECK: From what you know about effective and ineffective 
persuasive speech, tell what you think of each Interview Conversation 1-6        

(on this and the next page). If all of that applicant’s answers are similar in style 
and attitude, is he or she likely or unlikely to get a job offer? Why do you think 

so? (There are some suggestions at the bottom of the next page.)  

SAMPLE CONVERSATIONS 7-A 
FORM:  Job Interviews 
TOPIC:  Typical Questions & Answers 

S o . . . our 
committee 

interviewed 6 people 
today. What did you 
think of them? 
Remember what they 
said . . . ? 

 Qiualifications? I’d thought                

that the work as so easy that 

anybody could do it! But anyway, 

isn’t it clear 

from my 

resume that 

I’m well-

educated and 

have earned 

plenty of 

degrees.  



     Yes. I’ve been talking                     
to some of your employees 
about what the job duties 
are. I’ve found out that the 
work is exactly what I’ve    
had training in. I’m also 

impressed with the quality                
of your employees and feel                     

     I can learn a lot                         
           from them.   

Can you 
tell me why 

you’re 
interested 
in working 

for our 
company? 



Have you 
had any 
experi-

ence for 
this kind 
of work? 

Me? Well, to                     
be honest I haven’t had              

much work experience at all.            
I’ve been only a housewife for 
twenty years, so I’ve never 
earned a salary. But I need 

money now because                  
I’ve just gotten                   

a divorce.  



What can 

you tell me 

about your 
qualifications 
for the job? 

You say 
that 
you’d 
quit 
your 
last 
job, 

right? 
May I 

ask why 
you 

left?  
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Do you have any 

questions for me 

about the 

position? 

 That’s correct. But the skills I needed 
for my previous job were similar to                    
the ones you require. Also, my general 
language and math abilities will make                   
it easy for me to learn the specific   
duties of this position. I work hard                    
and I’m eager to do a good job.  

Yes, I 
do. When 
will I 
get a 
raise? 

I see on      
your resume 
that you’ve 
never done 
this kind                    
of work 
before. 

NOTES ON JOB INTERVIEW CONVERSATIONS TO   

 Unless this job applicant is trying to use flattery to get what he wants, this is a good answer. 
It’s persuasive because it shows interest. It indicates that the interviewee might really be 
motivated to do a good job for the business. It may help him to get a job offer. 

 Perhaps this job applicant is trying to appear modest about her abilities. Or perhaps she truly 
lacks the confidence she needs for the job and wants the interviewer to feel sorry for her.                   
In either case, her answer isn’t good “salesmanship.” Instead, she should describe the skills she 
has acquired in the last 20 years and tell how they’ll enable her to do this work. She can 
emphasize “results” she’s achieved, give examples of her problem-solving skills and energy, etc.  

 This applicant is probably “selling” herself right out of a job offer because of her superior 
attitude. Although academic degrees are prerequisites of some positions, most employers—
especially business owners—aren’t very impressed by them. They’re more interested in                  
potential employees’ attitudes, personalities, and eagerness to “perform” for the company.                   
Also, interviewers don’t appreciate being “put down” by job applicants.  

This interviewee may think that he’s showing his abilities by suggesting that he could take over 
his boss’s responsibilities.  Instead, however, he’s probably showing a bad attitude and making 
the interviewer uncomfortable. He seems so serious about himself. He also seems to be blaming 
his last boss for incompetence. He doesn’t show much respect for his questioner. He’s not  
persuasive or even pleasant. Just for that reason, he’s is unlikely to receive any job offers. 

 This applicant may impress the interviewer with his ability to respond, his positive self image, 
and his sense of responsibility. By mentioning his strengths in a context where they’re needed, 
he’s selling himself effectively. His flexible, helpful attitude that may get him the job.  

 This applicant probably hasn’t even been hired yet, and she is already asking, in effect, “What’s 
in it for me?” An applicant’s questions can “make or break” the interview. If interviewees show 
that they’re interested in jobs only for the money, the benefits, or the convenience, they’re  
likely to “talk potential customers out of a sale.” Instead ot asking mostly about advantages to 
themselves, applicants should use questions to show their eagerness and ability to do a great job.  
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I NSTRUCTIONS: For this “Job Interview Game,” your 
group or class can use the 5 job ads that follow or real and current “Help 

Wanted” ads from a local newspaper, a work-related magazine, or the Internet.1                     

To practice “selling yourself” in a job-interview situation, follow these steps:  

1. Work in groups of four to six. Each participant chooses a different one of the 
following (unreal) Employment Ads  to .1  

  Speech Instructor  

Needed 
For “Real Life” Communications 

Program at Community Center 

QUALIFICATIONS & SKILLS: A successful applicant 

must be able to demonstrate: 

Superior oral communciations skills, including 

ability to listen, understand, and empathize  

Excellent speaking skills, with ability to project 

voice and clear, easily understandable accent 

Organizational and clear thinking abilities 

Creativity and enthusiasm   

DUTIES: Publicize Communications Program;                    

recruit students; assess learner needs and interests; 

devise (create) effective learner-centered classroom 

activities; choose appropriate multi-media learning 

materials; faciliate group interaction; give sample 

speeches as models of public speaking; give feedback 

and constructive criticism to learners; deliver effective 

instruction; grade student performance and effort.  

 WE WON’T HIRE YOU 
FOR YOUR DEGREES               

OR EXPERIENCE 
But we will hire you for your 

enthusiasm, energy, motivation, and 
dedication to sales. We’ll train you for 

the rest of the job—in an intensive 
six-week sales technique program. 
Are you an a self-confident, ambitious 

person with a winning personality? 
Are you a creative, independent self-starter                    

with original ideas? 
Do you thrive in the challenge of a fast-

paced, competitive environment? 
Do you want the financial rewards of a 

“piece of the action?” 
To find out more about this once-in-a-

lifetime opportunity to become a top-notch 
sales representative, call us at 

 WE-SELL-ANYTHING AMERICA 555-1776        

 

ORAL PRACTICE 7-A 
FORM: A “Job Interview Game”   

TOPIC: Job Skills, Experience, Attitudes, etc.    

NOTES: 1If you want to work with real ads (for jobs that are currently available for real), be                    
sure to choose positions suited to the interests, experience, and skills of class or group members.                  
In other words, look for jobs that they might really apply for. Then make as many copies of each                  
ad as there are small groups. Remember—each group member will have a different ad, but one 
member of each group will have the same ad as one member of each of the other groups.  
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TELEMARKETERS! 
We offer: 

 interesting, varied 
work assignments 

 comfortable,                 
air-conditioned 

work environments 
 flexible hours:                

full & part-time 
 supportive staff 

 a competitive 
hourly wage 

We require: 
 a pleasant, easily-

understood 
telephone voice 
 an effective 

presentation style 
 a sociable, people-

pleasing personality 
 enthusiasm, 

energy, & 
perseverance 
 empathy &                 

other people skills 

 

Do you like being the center of attention?          
Taking the stage to speak to eager listeners? 

Getting laughs and applause from                         
an appreciate audience? Then this public 

speaking opportunity is for you! 

is a provider of “Public Service Speaking & 
Training” to educational and community groups 

with various purposes. We will train you to 
speak on popular topics requested by our 
customers. We will send you out to give 

speeches and instructional presentations on 
subjects from our always-expanding lists or 

custom-designed areas of interest.  
Required qualifications are a minumum of an 
A.A. degree, preferably with an oral language 

arts focus or major, an outgoing personality, a 
natural or acquired speaking ability, and an 

eagerness to learn, teach, and communicate.    

  

customer service representative 
If you’re hard-working and like people                              

(even complainers), you could be right for our 
customer-satisfaction team. You’ll need computer skills 

(including marketing-thru-social-media experience), 
the ability to research & organize information,                    
good telephone skills, & lots & lots of patience                   
with co-workers & customers. We need you to                    

assess and solve problems! 

Successful experience with people is a must!                  
Multi-lingual & cross-cultural skills are a plus.  

 

 

Interested? 

Initial Interview 
by Telephone                 
@ 555-TELME  
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2. For the job ad you’ve chosen, prepare to “sell yourself” in an interview. Get ready to answer 
these questions: 
 Why are you interested in this position and this company? (Talk about how you’re ready, willing, 

and able to benefit the business, not about what you think the company can do for you.)  

 What are your greatest strengths? (To “sell yourself,” talk more about the benefits to                   
the company of hiring you—your relevant strengths—rather than your generally good qualities. 
Give plenty of specific examples of what you’ve done or can do.) 

 What are your major weaknesses or faults? (Don’t boast that you’re perfect but don’t “put 
yourself down,” either. Mention only those weaknesses that are relevant to the discussion and 
tell what you’ve been doing or are going to do to overcome them.) 

 What questions do you have for us? (Use your questions to show that you’re really interested   
in the work and the company and that your skills are a good match for their expectations.) 

3. In turn, tell the other members of your group what position you will be interviewing for. 
Describe what you think the goals and responsibilities of the successful job applicant will be. 
Then tell why you think you are the best person for the job (how your abilities, interests, and 
personality are a “good match” for the job and the company). From your group, ask for 
“feedback”—advice on how to best persuade the  organization or business to hire you.  

4. Listen carefully to the “persuasive presentations” of the other members of your group. 
Remember—they won’t be competing with you for the same job, so you should do your best             
to advise them on their persuasive speaking styles. (Have they convinced you to “hire” them? 
Why or why not?) 

5. Reconvene the class. All “applicants” for one of the jobs sit              
or stand in a row in the front of the room. Class members                
(the audience) act as “interviewers” by asking the Questions 
listed in Step 2.2  Each interviewee gets the same questions  
and the same amount of time to answer. Listeners take notes.  

6. As soon as the job applicants have left the room, the “interview committee” (the rest of               
the class) discusses the interviews and compares the applicants. They decide who has done 
the best job of presenting himself/herself, who has been most persuasive, and who can best 
benefit the company—and why. Then they invite the applicants back into the room to tell               
and explain their “hiring decision.” The applicants, both successful and unsuccessful, may want 
feedback on their interview styles and abilities. 

7. For each of the other job ads, repeat Steps 5 and 6 with a different group of “job 
applicants.” Ideally, each learner is “interviewed” at least once.     

NOTES: 2As “job applicants” answer each question in turn, class members (“interviewers”) may want 
more info from individuals. Decide in advance if it’s all right to ask additional questions—and if each 
applicant will have a chance to answer. Remember that in some interview situations, it’s illegal to treat 
competing applicants differently by varying your interview questions or style. Also, it will be easier to 
compare applicants’ “performance” if they all have exactly the same opportunities to “sell themselves.” 
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I NSTRUCTIONS: Even if it feels uncomfortable, can you manage to convince 
others of your point of view when the situation calls for persuasive speech?                  

If you want something that depends on your personal presentation, do you have                 
the ability to go after and get it? To find out, follow these steps:   

1. Choose one of these groups of questions to answer or make up an open-ended question 
of your own that requires you to “sell yourself” in your answer.    

 If you’re taking this Speaking course for college or some kind of credit, what grade do you 
feel you deserve so far? Why? (Tell what you’ve done to improve your oral language skills, 
in what areas you’ve succeeded and how, what you plan to do next, and so on.)  

 At work, do you deserve a raise, a promotion, a special assignment, or some other specific 
benefits? Why should you have these things? (Tell what they are, why you deserve them, 
and how you might go about getting them.) 

 At home or in the neighborhood, is there something major that you would like but have not 
yet been able to get? If so, what is it? Why should you have it? (Tell why it’s important 
to you—and how others will benefit if you get it.)  

 In your personal life, do you want to have an exclusive relationship, to marry,  or to live 
with someone special? Why should this person choose you as his or her “life 
partner?”  (Tell why you deserve this person’s love, what you’re offering him/her,etc. 

2. In turn, give a short “persuasive speech” to the class or whole group. In answering 
your question(s), be as convincing as you can without giving your listeners “a hard sell,” 
or being boastful. Present yourself honestly but effectively. Try to establish an 
“atmosphere of mutual benefit and trust” so that you can “win your audience” over.       
If applicable, “close the sale” by asking for what you want. 

3. Ask for “feedback” from the audience on your persuasive 
presentation. Do your listeners think you’ll get what you 
want in “real life?” Why or why not? 

4. When others are speaking, pay close attention to their 
presentation styles. When they finish, give honest 
feedback (comments and advice) so that they                      
can improve their persuasive speaking skills.   

MINI-SPEECH 7-A 
FORM:  “Selling Yourself” with Persuasive Language 

TOPIC:  Your Skills, Experience, Personality, Attitude, etc.  


