Chapter 8: Persuasive Messages

Multiple Choice Questions

1. According to Maslow, the last group of needs that people fulfill is ________.  

a. to be safe



b. to be loved

c. to live up to their potential

d. to be recognized and appreciated

2. Persuasive messages should appeal to the reader’s ________.  

a. reasoning, aptitudes, and ethics

b. reasoning, emotions, and ethics

c. aptitudes, emotions, and ethics

d. None of the above.

3. A common mistake in developing a persuasive argument is ________.  

a. confusing coincidence and cause

b. restating an opinion instead of backing it up

c. making a non-existent comparison

d. All of the above.

4. An ineffective way to open a persuasive message would be ________.  

a. “Our business dealings have been strong since 1999.”

b. “Cheaper office supplies will help your business meet new challenges.”

c. “My name is William Li and I am your new sales representative.”

d. “Are you happy with the options being offered by your current courier company?”

5. An ineffective way to begin a favour request would be: ________.

a. “We have all been impressed by your new book.”

b. “I know you’re very busy, but I would like to ask you to speak to our group.”

c. “Students in your town are going to school without breakfast.”

d. None of the above.

6. Where should a request be placed within a persuasive memo?  

a. After a description of the facts and benefits

b. After a description of the writer’s credentials

c. After a description of the facts, but before the benefits

d. None of the above.

7. A good sentence for minimizing resistance would be: ________.

a. “Your employees will be much more productive.”

b. “You will actually save money after using our product for a year.”

c. “Your documents will look great with our high-resolution toner.”

d. None of the above.

8. Which of the following would not be a good subject line for a persuasive memo?  

a. SUBJECT:  COMPUTERS IN ROOM 687.

b. SUBJECT:  COMPLETING ORDER #778-J

c. SUBJECT:  ABSENTEEISM IS CREATING DEADLINE PROBLEMS

d. None of the above.

9. Your colleague said the best way to make a request was to minimize resistance.  She meant that you should ________.

a. compliment the reader

b. discuss the reader’s objections

c. ask for specific action

d. None of the above.

10. Which of the following claims would require an indirect persuasive approach? 

a. You were charged extra for gasoline on a car rental.

b. Your MP3 player’s battery went dead after the warranty expired.

c. Your shipment was damaged in the delivery van.

d. All of the above.

11. The steps in a persuasive claim message are: ________.  

a. introduce yourself, prove your claim, and request action

b. gain attention, prove your claim, and demand a response

c. gain attention, prove your claim, and request action

d. None of the above.

12. The first thing to mention in a persuasive claim is ________.

a. how much you’ve enjoyed working with the company in the past

b. how many times you’ve corresponded on the topic 

c. how your lawyer is going to be hearing about the problem

d. None of the above.

13. Which of the following is not true about persuasion?

a. It motivates readers.

b. It gradually breaks down resistance.

c. It manipulates readers into agreement. 

d. It works at changing attitudes, beliefs, and behaviours.

14. In which way(s) is a persuasive letter different from a bad news indirect letter? In a persuasive letter ________.

a. you need to understand what motivates the reader

b. you need to know your purpose

c. you need to pay attention to the layout of the letter

d. Both a and c.

15. Which of the following is not part of a typical persuasive appeal?

a. Reasoning based on evidence

b. Establishing the writer’s credentials

c. Questioning the reader’s intelligence 

d. Playing on a reader’s sense of responsibility

16. Which of the following is not a logical fallacy?

a. False analogy

b. Post-hoc ergo prompter hoc

c. Semper fidelis 

d. Circular arguments

17. Which of the following best describes the basic writing plan for persuasive messages?

a. Obtain interest, prove how the reader will benefit, and ask for action.

b. Start with a buffer, explain the situation, and show how the reader will benefit.

c. Open with the request, show how the reader will benefit, and ask for action.

d. None of the above.

18. Use persuasive writing techniques when ________.

a. requesting an easily-granted favour

b. you want to outwit your reader

c. outlining the new procedures for photocopier usage

d. the reader has no interest in agreeing 

19. Appealing to the readers’ emotions ________.

a. has limited application in business messages

b. can be seen as manipulative

c. should supplement the logical appeal, not replace it

d. All of the above. 

20. The tone of a collection letter is determined by ________.   

a. the tone of the response to your previous letter

b. the amount of the debt

c. the length of time the bill has been unpaid

d. None of the above.

21. Rajeed wrote to his customer:  “I will be forced to proceed with legal action if you do not respond by July 15.”  What type of letter is he writing?  

a. A reminder letter

b. An inquiry letter

c. A demand letter

d. Any of the above.

22. ________ are longer than average business letters because they are rich in detail.  

a. Resignation letters


b. Cover letters

c. Sales letters

d. None of the above.

23. Which of the following is an effective way of gaining attention in a sales letter?  

a. Asking a question

b. Introducing your company

c. Discussing the benefits of earning more money

d. None of the above.

24. The steps in a sales letter are: ________. 

a. gain attention, make the product desirable, and ask for action

b. gain attention, introduce the product, make the product desirable, and ask for action

c. introduce yourself, introduce the product, and ask for action

d. None of the above.

25. What is the most effective way to mention the cost of an item?  

a. Only $2,400 in 10 monthly payments

b. Only $240 per month 

c. Both are effective.

d. None of the above.

26. When asking for a big or difficult favour, ________.

a. open with an apology for bothering the reader

b. open with a closed question

c. end with a specific request for action 

d. assume the reader knows the background of the situation

27. Most persuasive memos involve ________.

a. a problem and a solution 

b. a cause and an effect

c. conjecture and emotional appeals

d. repairing the photocopier

28. Which of the following opening is the most appropriate for a persuasive message?

a. I hope you’re not busy on May 1, 2010.

b. Lately, our salespeople have been spending too much money on travel.

c. I joined your health club because it was recommended by a colleague.

d. Your company is infamous for ignoring company complaints.

29. Which of the following would be the best subject line for a persuasive memo?

a. The Children’s Aid Foundation Needs More Money

b. Improving Customer Service 

c. Switch to Virtual Training

d. It’s That Time of Year Again

30. Which of the following statement would make the best closing for a persuasive message?

a. Please respond by July 15. 

b. Please get back to me as soon as possible.

c. If you don’t give me a refund, I’ll report you to the Better Business Bureau.

d. When will you send me my refund?

31. Expressing anger in a claim request ________.

a. risks antagonizing the reader 

b. shows that you’re serious

c. improves your chances of getting what you want

d. Both b and c.

32. Collection letters follow which pattern?

a. Inquiry, demand, and threat

b. Demand, threat, and collection agency

c. Reminder, inquiry, demand 

d. None of the above.

33. Successful sales messages open with ________.

a. the cost of the item

b. a gimmick

c. an attention-getting device 

d. All of the above.

Answers

Multiple Choice

1. c

2. b

3. d

4. c

5. b

6. a

7. b

8. a

9. b

10. b

11. c

12. a

13. c

14. a

15. c

16. c

17. a

18. d

19. d

20. b

21. c

22. c

23. a

24. b

25. b

26. c

27. a

28. c

29. b

30. a

31. a

32. c

33. c

