Persuasive Interview Assignment

_______________________________________________________________

7
Persuasive Interview Assignment

The first units of this course have focused on getting and giving information as accurately and completely as possible.  The danger of interviewer bias in questions and manner is ever-present in these interviews.  The persuasive unit and interview assignment switches gears from the goals of neutrality and objectivity to the goal of influencing an interviewee's way of thinking, feeling, and/or acting.  Common persuasive interview goals are selling, buying, recruiting, seeking employment opportunities, altering behaviors, and motivation, each of which is attainable only if you know and adapt to the other party and situation, are thoroughly prepared, and conduct a well-structured interview.

The purpose of this assignment is to give you an experience in analyzing an interviewee, researching a topic, structuring a complex need and solution interview, and adapting evidence, appeals, strategies, and tactics to a specific interviewee in a specific situation.  Role-playing is the most common and effective way to teach and learn these skills.  We will provide you with adequate opportunities to make this assignment as realistic and relevant as possible but, as in real life, you will need to take on roles that are challenging and unusual.  We all play a variety of roles every day.

Instructions for interviewers:

1.
You have three options when selecting a case for this assignment: (A) select a persuasion case from Chapter 10 or ones provided in other course materials, (B) modify one of the cases in Chapter 10 or other course materials so it is more relevant and interesting for you, or (C) create a case of your own.  If you modify a case or create one of your own, please submit a draft of this case to your instructor for approval by _________.  Option (B) and (C) cases must be equal in level of difficulty to ones provided in Chapter 10 and other course materials.

Instructor's note: 

A small number of students may modify cases or create ones of their own, but these options lessen legitimate student complaints that none of the cases are relevant or realistic because of student interests or academic majors.  Be sure students do not make the cases too simple or easy. You want them to adapt to the interviewee and situation.

2.
Complete a persuasive interview preparation report that includes the following: (a) important personal characteristics and attitudes of the interviewee, (b) major advantages of this persuasive situation for the interviewer, (c) major disadvantages of this persuasive situation for the interviewer, (d) the major arguments/reasons/points you will make to establish a need, (e) the evidence you will use to support the need, (f) the criteria any solution should meet, (g) the details of the solution that best meets these criteria, and (h) the visual aids you will use when establishing need and presenting a solution.  This report will be 2 to 4 pages in length.

Instructor's note: 

This report forces students to begin preparation for this difficult interview assignment, particularly the notion of criteria, and gives you an overview of their arguments and solutions to detect potential troubles you can help them avoid.  The limited time for this assignment allows student interviewers to complete only portions of their needs and solutions during in-class interviews.  They will feel less frustrated if they know you have seen, and will take into consideration, all they would have included if given adequate time.

3.
Structure a persuasive interview according to the outline in your textbook.  Review Chapter 4 on openings, structural sequences, and closings.  Be sure to adapt to the interviewee and the situation.  A question schedule will not work as a structure for this assignment.

4.
Use the real names and genders of the interview parties, not ones that might be provided in printed cases.

5.  
Involve your interviewee actively in the opening and throughout the interview; do not merely give a speech.  People are rarely persuaded if they are not involved directly in the process.

6.  
Create realistic evidence and documentation to support your need and solution.  Develop the type of evidence that would be ideal to have for this interviewee and situation.

7.
Employ visual aids (charts, pictures, graphs, models, objects, letters, reports, printouts) whenever possible to clarify and support your arguments and solution.

8.
Your instructor may select different options for this interview assignment.

Option A:  In this option, you will have _____ minutes to present a need and _____ minutes to present a solution.  When the instructor says to move to the solution phase, assume that the need has been agreed to and begin with criteria any solution should meet.  When the instructor calls time, stop the interview without a closing.

Option B:  In this option, you will take part in two interviews.  During the first interview, you will have _____ minutes to begin developing a need.  The interview will end when your instructor says to stop.  During the second interview, you will have _____ minutes to begin developing a solution.  We say begin because the cases are too complex to establish a need or present a detailed solution in the time allotted.

Option C:  In this option, you will decide whether to focus on the need or the solution phase of an interview.  You will have _____ minutes to develop a need or solution.  If you select to focus on the solution phase, assume that a need was agreed to during a previous interview.  Begin with a summary of the need and then move to criteria any solution should meet.  The interview will end when your instructor says to stop.

9.
Your interview will be worth ____ points.  You will not have enough time to present a complete need or solution, so you will be graded on the quality of what you accomplish in the time allotted, not on how far you get.

Instructor's note: 

The usual time available of 10 to 12 minutes for persuasive interviews does not allow for complete interviews.  Avoid the impression that a very difficult problem and solution can be resolved magically in a short amount of time.  Grade students on how well they do in the time allotted. Simply delete portions from the critique form that are not applicable. 

Instructions for interviewees:

1.
Study your case and role thoroughly.  It is important that you play the role to challenge your interviewer to adapt and to meet objections.  

2.  
Take an active part in the interview; do not be a passive listener.

3.
Challenge the evidence that seems unrealistic or irrelevant; ask for documentation of statistics and quotations; ask for adequate evidence before accepting a point.

Instructor's note: 

Do not take off points when an interviewee has no need to force the interviewer to be systematic or to give adequate evidence, for example.  A well-prepared interview conducted carefully will eliminate the need for much critical reaction from the interviewee.

4.
 Insist on criteria for evaluating solutions and then apply these criteria.

5.
Your role in the interview will be worth ____ points.

Persuasive Interview Critique: Interviewer Form A







Name _________________________

Opening




1 2 3 4 5 x ____ = ____

Creating a need or desire


1 2 3 4 5 x ____ = ____

Establishing criteria



1 2 3 4 5 x ____ = ____

Presenting a solution


1 2 3 4 5 x ____ = ____

Closing




1 2 3 4 5 x ____ = ____

Evidence for need/solution


1 2 3 4 5 x ____ = ____

Use of visual aids



1 2 3 4 5 x ____ = ____

Answers and meeting objections

1 2 3 4 5 x ____ = ____

Obtains agreements


1 2 3 4 5 x ____ = ____

Adapts to this interviewee


1 2 3 4 5 x ____ = ____

Adapts to this situation


1 2 3 4 5 x ____ = ____

Involves the interviewee


1 2 3 4 5 x ____ = ____

Communication skills


1 2 3 4 5 x ____ = ____







         Total Points _____






Comments

Grading scale: 1 poor, 2 below average, 3 average, 4 above average, 5 excellent

Persuasive Interview Critique: Interviewer Form B









Name __________________

Opening: gains attention/interest, builds rapport, 

opening technique(s), involves the interviewee








Points ____

Creating a need or desire: reasoning, evidence, 

audiovisual aids, adapts to interviewee, answers 

questions, involves the interviewee









Points ____

Establishing criteria: clearly stated, adapts to 

interviewee, involves the interviewee









Points ____

Presenting a solution: detailed explanation, uses 

criteria, meets objections, adapts to interviewee, 

uses audiovisual aids, involves the interviewee









Points ____

Communication skills: verbal, nonverbal, listening, 

use of questions









Points ____

Closing: trial closing, contract/agreement, leave taking, 

involves the interviewee









Points ____








Total Points ________

Persuasive Interview Critique: Interviewee Form A








Name _________________________

Takes an active part in the opening


1 2 3 4 5 x ____ = ____

Plays the role of this interviewee realistically 

1 2 3 4 5 x ____ = ____

Is a critical, inquisitive interviewee


1 2 3 4 5 x ____ = ____

Uses questions effectively




1 2 3 4 5 x ____ = ____

Forces interviewer to be systematic 

when necessary





1 2 3 4 5 x ____ = ____

Takes an active part in the closing


1 2 3 4 5 x ____ = ____

Communication skills




1 2 3 4 5 x ____ = ____








      Total points _______







Comments

Grading scale:
1 poor, 2 below average, 3 average, 4 above average, 5 excellent
Persuasive Interview Critique: Interviewee Form B







Name __________________

Plays the role of interviewee realistically

Points ____

Critical consumer: questions reasoning, 

evidence, criteria, solution









Points ____

Use of questions: appropriate, timely, mature









Points ____

Forces interviewer to be systematic when 

necessary









Points ____

Communication skills: verbal, nonverbal, 

listening









Points ____








Total Points _________
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