
 

 

SYLLABUS 
 

Course Title Persuasion 

Course Number CMS 351 

Number of Credits 3 

Course Dates 8/17/20 - 10/12/20 

Instructor Terri A. Deems, PhD 

Email Address terri.deems@doane.edu or tadeems@aol.com  

Office Hours/Availability Arranged 

Phone Number 515-988-5559; text messages are fine--just be sure to include your 

name when you do so I know who I’m talking to. 

    

Textbook Information: 
(e.g. title, edition, 
publisher, ISBN) 

Cialdini, R. (2008). Influence: Science and practice (5th ed.). Allyn and 
Bacon. ISBN 9780205609994 
 
Rodgers, M. (2015). Persuasion equation: The subtle science of 
getting your way. New York: American Management Association. 
ISBN:  9780814434178 
 

mailto:terri.deems@doane.edu
mailto:tadeems@aol.com


Additional Course Materials Additional course materials and/or handouts will be placed in 

Canvas. Please check these each week and bring a copy of handouts 

with you to class if required. 

Course Description A study of persuasive strategies for the purpose of becoming more 

enlightened recipients and skillful creators of persuasive messages 

and campaigns (advertising, politics, and interpersonal and group 

interaction).  

Program Outcomes a. Use analytical and creative thinking skills to gather and analyze 

information, to identify and solve problems, to determine potential 

outcome alternatives, and to make appropriate decisions. 

b. Know and understand organizational communication theories and their 

practical application. 

c. Develop critical and analytical thinking skills for improvement of 

organizational communication. 

d. Understand the social, cultural, legal, economic, and ethical contexts of 

organizational communication. 

e. Understand the value of diversity. 

Course Learning 

Outcomes/Objectives 

Through thorough examination and discussion of theoretical study 

and practice of persuasion communication skills, at the end of this 

course, each participant will: 

• Understand concepts and the practice of appropriate persuasive 

skills for use in business, profession, and everyday life. 

• Establish effective intrapersonal, interpersonal and group 

persuasive communication. 

• Be able to assess his/her persuasive communication skills. 

• Know techniques for improvement of oral, visual and written 

persuasive skills. 

• Become aware of barriers to effective persuasion. 

• Have the ability to apply new persuasive skills to their personal and 

professional lives. 

• Recognize the difference between manipulation and persuasion. 

 

Technology Requirements https://www.doane.edu/faq/minimum-computer-requirements 

  

  

  

https://www.doane.edu/faq/minimum-computer-requirements


Course Schedule 

The following is our tentative course schedule. Any changes to this schedule will be announced in class 

and a revised written schedule will be created and posted on our Canvas site, as needed. 

Class Session Topics Readings & Assignments Due 

Week 1 

August 20 

Introduction to persuasion; defining 

persuasion and influence; ethical 

perspectives; sources of power and 

influence; syllabus review; project 

planning 

Optional: Rodgers chpt. 1 (will be 

reviewed in class) 

Week 2 

August 27 

Decision making and cognitive biases; 

click, whirr vs. controlled responding; 

self-persuasion 

Cialdini chpt. 1, 8 (Instant Influence: 

Primitive Consent) 

Rodgers chpts 2, 12 

Persuasion in Action 

Week 3 

September 3 

Individual differences; technology; 

persuasion tactics; quantitative vs. 

qualitative reasoning 

Rodgers chpts 3, 4 

Cialdini learning modules: reciprocity, 

scarcity, and consistency 

Persuasion in Action 

Week 4 

September 10 

Cialdini’s influence factors; impact of 

credibility; verbal and nonverbal tools and 

“tells” 

Rodgers chpts 5, 6 

Cialdini learning modules: liking, 

authority, and social proof 

Mid-term knowledge check (to be 

completed in class) 

Persuasion in Action 

Continue work on project 



Week 5 

September 17 

More on verbal and nonverbal tools and 

“tells”; getting to “yes”; managing 

objections; influencing up, down, and 

sideways; organizational politics 

Rodgers chpts 7, 8 

Canvas videos: The walk from “no” to 

“yes” AND How to speak so that people 

want to listen 

Persuasion in Action 

Continue work on project 

Week 6 

September 24 

Persuasion “fails” and success; uncertainty 

and risk;  

Rodgers chpt 9 

Canvas video: What I learned from 100 

days of rejection 

Canvas: check out the web links! 

Persuasion in Action 

Continue work on project 

Week 7 

October 1 

Yes success; impact of planning a 

persuasion priority; additional topics as 

needed 

Rodgers chapter 10, 11 

Canvas: check out the web links! 

Persuasion in Action 

Start wrapping up your project work! 

Week 8 

October 8 

Final class--project presentation and 

wrap-up 

Persuasion project presentation 

Turn in project reflection (for Options A or 

B) via Canvas 

 

Expectations and Grading 

We will approach this course as a shared inquiry into persuasive communication. Towards that end we 

will engage as reflective practitioners and make use of a variety of resources and activities to increase 

our knowledge and gain insight. At times learners will be responsible for aspects of planning and 

implementing activities to facilitate class learning. The intent is to give you ample opportunity to engage 

in the sort of dialogue that fosters learning. 



The following activities will be used to evaluate your work in this class: 

1.   Class participation (5 points/class).  It is my expectation that all students will participate actively in 
this class through attendance, completion of in-class and out-of-class activities, and sharing of ideas, 
experiences, feedback and insights (either in class or via Canvas discussions). I also expect that students 
will participate in a way that shows both appreciation for and respect towards the different beliefs and 
experiences of your peers. 

 
2.  Persuasion in Action (5 points). Throughout the term we will encourage each other to pay close 
attention to how others attempt to persuade us. During our first class, you will select a one-time date on 
which you will provide a brief (e.g., 4-5 minutes) informal analysis of an act of persuasion you observe 
(e.g., an advertisement, something on social media, public service announcement, political campaign ad 
or event, a personal exchange, etc.). Your brief presentation will include a description of what you 
observed and the concept, tactic, or strategy you saw being used. What was the persuasive message you 
observed, and in what way did the applied persuasion influence you, or not? These are brief oral 
presentations only, and there is no write-up due nor do you need to prepare any handout or 
PowerPoint. 
 

3.  Influence factors presentation (25 points). Working individually or in teams (TBD in our first class), 

students will plan, develop, and present/facilitate a learning module covering one of Cialdini’s six 

influence factors (principles of persuasion). Topics will be assigned during our first class session. These 

learning modules should last roughly 30- 45 minutes and should clearly outline and illustrate the major 

concepts from the related chapter in our Cialdini text. Use ample examples (your own, not Cialdini’s) to 

help us understand the concept and its applications. Your learning module should include some 

presentation (e.g., make use of PowerPoint or Prezi, video, or websites) as well as at least one learning 

activity for the class (more may be used) and a handout (or some kind of “take-away” for students to 

have). Remember that students will have had a brief overview of your topic (from Rodgers, chpt. 2) but 

will not have studied all that you have. Strive to make this a “real life” supplement to Cialdini—be 

creative as well as clear and have some fun with this! 

 

4.  Mid-term knowledge check (5 points). As part of our 4th class session, students will complete an 

assessment of the terms, theories and concepts covered up to this point in class. 

 

5.  Applied persuasion project/campaign (25 points). To demonstrate your mastery of course content, 

you will work individually or in small teams (2-3 people) to complete a comprehensive project OR 

persuasion campaign. This project will assess your ability to design an effective, ethical persuasive plan 

or campaign to affect others’ attitudes and/or actions. The expectation is that you will define your 

project as early in the term as possible, then conduct your work (primarily outside of class) throughout 

the remainder of the term. 
 

You/your team may select from the following project options: 

A. Persuasive campaign plan: For this project you will act as a persuasion consultant for an 

organization (such as Doane!) or social movement of your choice and design a persuasive campaign 



for your client. Your campaign will include a campaign rationale and goals statement, a slogan and 

logo, visual or written points, a media plan, a sample message, and evaluative structures (e.g., how 

will you know your campaign is successful, ultimately?). An initial project plan describing your 

intentions must be submitted to your instructor (via Canvas) for approval no later than Sept. 3. In 

addition to your class presentation you will submit a written reflection including what you did for 

this project, a description or illustration of key features, and final reflection of what you would do 

differently, if anything, if you were to complete this project again. 

B. Plan/Implement a persuasion priority: For this project you will identify a specific persuasion 

priority, create a persuasive plan, implement your plan, and maintain a journal of your observations, 

revisions, and outcomes (minimum of 5 substantive journal entries). Remember that your 

persuasion priority must be meaningful (important to you or to an organization or social movement) 

and significant (large enough to make a difference in your life or the lives of others—something 

beyond convincing a friend to go out to eat at a particular restaurant). After identifying your 

persuasion priority (see Rodgers chpts. 1 and 11) you will create your plan (including the context, 

goal, and key visual or written points), implement your plan, and evaluate the effectiveness of the 

tactics and strategies you use over time. Based on this evaluation, you will revise your persuasion 

strategy or message and re-implement as time allows. An initial project plan describing your 

intentions must be submitted to your instructor (via Canvas) for approval no later than Sept. 3. In 

addition to your class presentation you will submit your journal, ending with a written reflection of 

what you would do differently, if anything, if you were to complete this project again. 

C. Persuasion white paper: For this project option, identify a narrowly-defined subject relevant to 

persuasive communication that you wish to explore in much greater depth than what our regular 

class time allows (for example, persuasion and gender or generational differences, or the impact 

cultural differences have on persuasion). Then make use of interviews or secondary research to 

develop your expertise on your topic and create a “white paper” (an authoritative report) that can 

be shared with the rest of the class. Typically white papers are not extensive but you can expect to 

write a 7-10 page paper. This white paper must include a minimum of 7 credible cited sources with 

bibliography (using APA formatting). An initial project plan describing your intentions must be 

submitted to your instructor (via Canvas) for approval no later than Sept. 3. In addition to your class 

presentation you will submit your white paper via Canvas and make copies available to the class. 

 

During our final class session, you will have approximately 20 minutes to present your project and 

outcomes to the rest of the class.  

  

  



Grading Assessments 

Type of Assessment Points Total possible points 

Class participation/activities 5 40 

Persuasion in action 5 5 

Cialdini  learning module 20 20 

Mid-term knowledge check 5 5 

Final persuasion project/campaign 30 30 

TOTAL  100 

 

Grade Scale  

A+ = 97-100% A = 94-96% A- = 90-93% B+ = 87-89% B = 84-86% B- = 80-83% 

C+ = 77-79% C = 74-76% C- = 70-73% D+ = 67-69% D = 64-66% D- = 60-63% 

F= 59% or below 

  
  

Participation Policy A student is expected to be prompt and regularly attend on-ground 
classes in their entirety.   Regular engagement is expected for on-line 
courses. Participation in class discussions is an integral part of your 
grade.  
  
  
  

Study Time Expectation of the amount of time the course requires students to spend 
preparing and completing assignments. Typically, students could expect 
to spend approximately 12 hours a week preparing for and actively 
participating in this 8-week 3-credit hour course. This actual time for 
study varies depending on students’ backgrounds. 
  



Late Work Assignments turned in after the deadline will be adjusted down one letter 
grade unless prior arrangements have been made. Assignments over 48 
hours late will not be given credit. 
  

Submitting 
Assignments 

Written assignments will be turned in via Canvas; presentations will be 
delivered in class. 
  

Communication Policy 
including Assignment 
Feedback 

Review questions, if used, are intended to prepare students for class 
discussion. They will be graded following the discussion. 

Academic Integrity 
Policy 

Doane University expects and requires all its students to act with honesty 
and integrity and respect the rights of others in carrying out all academic 
assignments. Academic dishonesty, the act of knowingly and willingly 
attempting or assisting others to gain academic success by dishonest 
means, is defined in four categories: 

1.     Cheating - "Intentionally using or attempting to use unauthorized 
information or study aids in an academic exercise." 
2.   Fabrication - "Intentional and unauthorized falsification of invention or 
any information or citation in an academic exercise." 
3.   Facilitating Academic Dishonesty - "Intentionally or knowingly helping 
or attempting to help another to commit an act of dishonesty,"  and/or 
coercing others to do the same. 
4.   Plagiarism - "Intentionally or knowingly representing the words or 
ideas of another as one's own in any academic exercise," in both oral 
and written projects. 

Gehring, D., Nuss, E.M., & Pavela, G. (1986). Issues and perspectives 
on academic integrity. Columbus, OH: National Association of Student 
Personnel Administrators 

For more information on the sanctions for academic dishonesty, please 
visit the website: 

http://catalog.doane.edu/content.php?catoid=18&navoid=1448

#Academic_Dishonesty 

Academic Support 
  

Please contact academicsupport@doane.edu 
https://www.doane.edu/graduate-and-adult/academic-support 
  

http://catalog.doane.edu/content.php?catoid=18&navoid=1448#Academic_Dishonesty
http://catalog.doane.edu/content.php?catoid=18&navoid=1448#Academic_Dishonesty
https://www.doane.edu/graduate-and-adult/academic-support


Disability Services https://www.doane.edu/disability-services 
Doane University supports reasonable accommodations to allow 
participation by individuals with disabilities.  Any request for 
accommodation must be initiated by the student as soon as possible. 
Each student receiving accommodations is responsible for his or her 
educational and personal needs while enrolled at Doane University.  

Military Services https://www.doane.edu/graduate-and-adult/military  
  

Anti-Harassment 
Policy 

http://catalog.doane.edu/content.php?catoid=5&navoid=452 

Grade Appeal Process http://catalog.doane.edu/content.php?catoid=5&navoid=238 
  

Credit Hour Definition Doane University follows the federal guideline defining a credit hour as 
one hour (50 minutes) of classroom or direct faculty instruction and a 
minimum of two hours of out-of-class student work each week for 
approximately fifteen weeks (one semester), or the equivalent amount of 
work over a different time period (e.g., an 8-week term). This definition 
applies to courses regardless of delivery format, and thus includes 
in-person, online, and hybrid courses (combination of in-person and 
online).  It also applies to internship, laboratory, performance, practicum, 
research, student teaching, and studio courses, among other contexts. 
  

Syllabus Changes Circumstances may occur which require adjustments to the syllabus. 
Changes will be made public at the earliest possible time. 
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