
PITCH PROPOSALS
With your partner, you will be making a brief, oral presentation with overheads that advocates two social advocacy
groups for the class to study. The goal of the presentation is to persuade the class that the two groups you and your
partner have chosen are the best choice for the whole class to research and write about.

This handout will help you:
1 Learn the basic elements of a persuasive appeal.

2 Think through and organize your ideas for an oral presentation.

3 Prepare a presentation that will persuade the class to study the groups you advocate.

Step 1: AUDIENCE
Develop persuasive strategies by analyzing your audience. Since you and your partner are part of the class, you must
consider how you are similar and different from other class members.

What are the most important similarities and differences between your group and the rest of the class that might affect
the way the other class members respond to your arguments? Adapt your arguments to address what you anticipate
might be different viewpoints held by others in class.

Step 2: STRATEGIES
Think critically about the groups you want to propose for class study.

• How much does the class already know about the groups you propose to study? If they already know quite a
bit, you should focus on developing persuasive appeals; if they know very little, you should focus on providing
information.

• What criteria do you think are most important to the class members for choosing the groups to study? This
might include easy access to information, local chapters, personal familiarity, coolness of the groups…

Based on these criteria, what are the advantages and disadvantages of studying the groups your team has chosen?

What evidence can you give that these advantages and disadvantages are real—if the class chooses your groups?

Don’t forget to adapt all of these elements to the different viewpoints of your audience.

Step 3: ORGANIZING
Choose one of the two patterns below to organize your pitch proposal.

Monroe’s Motivated Sequence (p. 96 in Icebreaker)
The introduction should let the audience know which groups you are proposing and preview the reasons why. Be
prepared to adapt your introduction to earlier presentations in the class that may be related to your own group
choices. Your goal is not to attack other teams but to show the advantages of your proposal.

The need step should lay out 3 criteria you think the class will view as most important in choosing a group.

The solution step should show the advantages of your proposed groups, according to the three criteria.

The visualization step should help the class see the advantages of studying the groups you propose.

Close with an action step that reminds the audience about what they need and why choosing the groups you
advocate will meet those needs.

Statement of Reasons
The introduction should let the class know which groups you are proposing and give a very quick preview of the
reasons you are proposing them.

List the top 5 reasons for choosing your groups. Put your strongest reasons first.

For each reason, explain why you think the class should choose your groups:

• What are the advantages behind this reason? How can you assure the class that these can be achieved?

• What are the disadvantages? Show your audience that these are not as bad as they might seem compared
to the advantages.

Connect the reasons together by using transitions (see the bottom of p. 107 in Icebreaker) when you go from one
to another.

Close with a summary of your main reasons for proposing these groups.

Step 4: DELIVERY
Decide on a format for presenting your proposal that gives you and your partner active roles in the presentation—you
are both expected to speak. Plan on where you will sit or stand during the parts of the presentation and how the visual
aids will be handled and by whom. Run through your plan at least once before your class presentation.


