
414 Jacaranda English 8

Online Resources Resources

Below is a full list of the digital resources available in Topic 15. When you see these icons throughout the topic, 
access your learnON format to find resources that will support your learning and deepen your understanding.

 Topic PDF

 15.1 Constructing an argument (tpdf-2503)  □

 eWorkbooks

 15.2 Level 1 worksheets (ewbk-7462)  □
 15.2 Level 2 worksheets (ewbk-7463)  □
 15.2 Level 3 worksheets (ewbk-7464)  □
 15.3 Level 1 worksheets (ewbk-7465)  □
 15.3 Level 2 worksheets (ewbk-7466)  □
 15.3 Level 3 worksheets (ewbk-7467)  □
 15.4 Level 1 worksheets (ewbk-7468)  □
 15.4 Level 2 worksheets (ewbk-7469)  □
 15.4 Level 3 worksheets (ewbk-7470)  □

 Sample responses

 15.7 Topic 15 sample responses (sar-0135)  □

 Audio

 15.4 Persuasive speech (aud-0402)  □

 Digital documents

 15.4 Speech template (doc-36372)  □
 15.6 Australia Day facts (doc-35805) □
 15.7 Self-reporting template (doc-35529)  □

 Video eLessons

 15.1 Argue your point (eles-4309)  □
 15.2 Truth, benefit, belonging (eles-4329)  □
 15.5 Debating (eles-4276)  □
 15.6 Avoiding the ‘shopping list’ (eles-4324)  □

 Interactivities

 15.3 Persuasive techniques (int-8317)  □
 15.6 Avoiding the ‘shopping list’ (int-8305)  □
 15.7 Key terms crossword (int-8273)  □

To access these online resources and receive immediate, corrective feedback and sample responses to every 
question, plus a pre-test, select your learnON format at www.jacplus.com.au.
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15 Constructing an argument
15.1  Overview
15.1.1 How to get what you want
Being able to construct an effective argument does one important, clever and useful thing: it helps you get what you want.

The student in this example has backed up their request with several reasons, and the approach has taken into 
consideration what the audience might want or need. In this case, the teacher is the audience and he wants the class to 
run smoothly, so ‘help us to concentrate’ and a ‘nice spot nearby’ means the benefits outweigh the challenges.

Being able to construct an argument also helps people notice the holes in arguments they hear — which develops 
critical thinking skills.
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STARTER QUESTIONS

 1. Do you like debating and arguing, or do you avoid it as much as possible? Explain your response.
 2. Describe a recent argument or debate you heard or participated in. How did it go? Were the speakers 

reasonable and logical? Did they listen to each other? Was there someone who ‘won’?
 3. Suggest a way you could convince someone to agree with you.

Resources

Video eLesson Argue your point (eles-4309)

Watch this video to learn how to persuade others with  
clever arguments.
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15.2  Holding an argument
15.2.1 Why do you need to be able to hold an argument?
People disagree all the time. It’s the beauty and frustration of having such variety in the world. Everyone is allowed 
to have their own view, but it’s important that we can share our views, and hear the views of others, in a respectful 
and constructive way.

If you yell, use sarcasm or insult someone by what you say, this disrespectful behaviour often suggests you don’t 
actually have a strong argument yourself. It is much more effective — and pleasant — to interact with people who can 
deliver their message clearly, strongly and respectfully. Practising respectful ways to make your point promotes other 
people’s positive perspective of you.

In this example, the person with the cap might actually like juvenile humour, but at least the other person’s point is 
something that can be effectively responded to. ‘Rubbish’ gives nowhere to go with the argument and leaves everyone 
feeling frustrated and misunderstood. Check out Topic 16 Speaking and listening to others for more on how to hold an 
argument respectfully.
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15.2.2 Why listening is important
It’s all very well to be able to put forward an argument, but if you can’t listen, the argument doesn’t move.

Don’t just wait for your turn to talk. Actively pay attention to what the other person is saying. Follow the logic of 
their idea. If it is a formal debate, you might take notes about what they say and what you think.

When people feel listened to, they are more likely to be open to what you are saying. A good argument will draw out 
the best ideas from everyone, to reach a conclusion that is reasoned and fair. Be open to having your mind changed; 
be willing to let others share their opinions as much as you’re sharing yours.

15.2.3 Something worth saying
Firstly, be clear on what it is you want to say. Have a clear and specific contention to argue. To get to the crux, or 
contention, of your argument ask: So what?

Imagine there’s a debate raging about free stuff online. All the social media, mobile games, those cool life-organising 
apps you download and log into then forget you have… They’re all free, right? What difference does it make, what 
you download or sign up to or whatever? Let’s have a go at creating a contention.

The contention above is broad. It’s hard to know where to begin a response to it. You don’t want the other person to 
be able to respond with, “So what?”
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Let’s add more detail to the contention. 

This is better but as you can see we can still ask, “So what?”

This is clear, concrete and arguable. This contention makes it very hard for someone to ask, “So what?”

Three key rules for getting others to agree with you
 1. TRUTH

People can often tell if they’re being lied to, or if someone doesn’t really believe what 
they’re saying. To make an effective point, you need to have enough integrity to say things 
you actually believe. It also helps to explain why you’re an authority on the subject: what 
gives you the expertise to speak about this? Lastly, your actions and words need to match.

 2. BENEFIT
People are selfish. Not in a bad way, more in a survival way. Your audience needs to know 
how they will personally benefit from what you’re saying: what’s in it for the listener? This 
can also be done by explaining what they might lose if they disagree with you.

 3. BELONGING
Humans want to belong. We like to be cooperative and we tend to do what others do. To 
make the most of this, be kind. If people like you, or they want to be with you (and even be 
like you), they’re more likely to agree with what you say. They’re also more likely to agree if 
they recognise aspects of themselves in you. If they see people who are like them agreeing 
with you, then they are more likely to agree, too.

eles-4239
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15.2.4 Using a contention in a formal argument
Now you know what you want to say, you need to back it up with some reasoning and evidence.

No-one is going to just take your word for it just because you’re saying it.

You actually need to justify your position. Your justification needs to be fair and reasonable. You need to use logic.

A well-reasoned argument goes a long way, but nothing beats evidence to really nail an argument down.
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15.2  Activities
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15.2 Level 1

 1. Think of three situations in your life for which you need (or might need) to use an argument.

 

 

 

 2. What sorts of things do people do and say when they are actively listening?

 

 

 

 3. Which of the following contentions is the best, and why?

 a. Soccer is better than AFL.

 b. A lot of people think that soccer has broader appeal than AFL.

 c. As an international game, soccer has broader appeal among football fans than AFL.

15.2 Level 2

 4. Why do you think people are more likely to agree with you, if some others already do?
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 5. For each of the arguments below, explain how persuasive they are and explain why.

 a. I mean, I’m not an expert but it feels true.

 b. I asked around and most of my friends agree.

 c. I saw it on the news last night but I also had the same experience last week.

 6. Imagine that the arguments from question 5 are about having seen a UFO (Unidentified Flying Object) and 
that government ministers are suggesting it is a satellite and not an alien. What evidence or reasoning 
might you use to convince your friends and family that it is actually a satellite?

 

 

 

 

 

 

15.2 Level 3

 7. What is a technique you can use to come across as more friendly and likeable?
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 8. Write contentions for the following positions. Regardless of whether you argue for or against the 
statements, be sure that your contentions are specific and arguable. These contentions are written in the 
format of formal debate topics, which begin with, ‘That ...’.

 a. That being a vegetarian is better for the environment.

 b. That football stars should not be considered role models for young people.

 c. That social media is detrimental to the mental health of young users.

 9. Use one of the three key rules for getting others to agree with you — TRUTH, BENEFIT or BELONGING — to 
convince a classmate to give you their phone (they don’t actually have to hand it over!). Write your argument below.

 

 

 

 

 

15.2 Hungry for more?

Explain how you could use the three key rules for getting others to agree with you — TRUTH, BENEFIT and 
BELONGING — to get your parents to do something they have been holding back on. You could express this as 
a comic if you wish.

Resources

eWorkbook 15.2 Level 1 worksheets (ewbk-7462), 15.2 Level 2 worksheets (ewbk-7463),  
15.2 Level 3 worksheets (ewbk-7464)

Video eLesson Truth, benefit, belonging (eles-4239)
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15.3  Persuasive techniques
15.3.1 Driving home your argument
Persuasive techniques are how we actually present the information in an argument.

The most effective use of these techniques will consider the audience and purpose of the argument, then choose 
techniques to match them.

Appeals
Lots of values are commonly held (meaning many people have the 
same core beliefs about what is fair). Appeals draw on these shared 
values. We all think relationships with others is important, we all see the 
need for money, we all feel nostalgia and fear and patriotism. If you 
appeal to these values, your argument is likely to resonate with your 
audience.

Example: All the other kids did it! (This is appealing to your fear of missing 
out or losing face.)

Expert opinion, facts and statistics
We all love an expert and some cold, hard facts. It’s comforting to think 
that there is someone who knows some concrete data, something we can 
point to and say, “There’s the proof”. You’re much more likely to act if the 
doctor tells you it’s important you eat veggies than if your dad does.

Example: 99% of kids agree that Dad is probably wrong.*

*Don’t forget that statistics can be manipulated so always think critically 
about them!

Inclusive language
Inclusive language makes the argument relevant to the listener by including them in it. This can be through a 
direct address to you, or it can group the speaker with the audience by using we and us. You can also make your 
language inclusive by using communities the audience identifies with, like Australians, believers, citizens, fans and so 
forth.

Example: As fans of AFL, we all want to extend the Victorian Grand Final public holiday to the rest of the country.

Rhetorical questions
A rhetorical question is a question in which the preferred answer is implied — so it doesn’t actually need anyone to 
answer it.

Example: Do you want to stay in at lunch or would you rather do your work now?

Emotive language
As the name suggests, emotive language uses words that are highly 
emotional and are designed to get an emotional reaction from the 
audience.

Example: It is outrageous to expect young people, who spend all day 
sitting around in mandated schooling, to use their precious free time in 
doing masses of pointless homework.
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Anecdote
An anecdote is a brief, illustrative story. It demonstrates how your point looks in practice by using a real life 
example. It’s a good way to provide evidence that the audience can relate to.

Example: This happened to Koen. A so-called ‘talent scout’ sent him a DM, saying they were from a modelling 
agency. It sounded too good to be true, so we searched it up and, sure enough, the agency didn’t even exist.

Grammatical rhetoric
Particular grammar structures sound musical and rhythmic. Using these makes your speech pleasing to listen to, and 
this beauty will attract your listener’s attention. Try using either the rule of three, repetition, anaphora or parallelism.

The rule of three Listing aspects in threes, with the last two separated by and

Example: Democracies are made of people who vote, people who represent what was 
voted for and true, visionary leadership.

Repetition Deliberately repeating a word or phrase to add emphasis

Example: The measure of a democracy is free and open debate. Without free and open 
debate, we are silenced.

Anaphora Repetition specifically used at the start of each phrase or sentence, to create emphasis on 
the content

Example: If we can’t march in the streets, if we can’t peacefully protest, if we can’t get our 
voices heard, then it is not a true democracy!

Parallelism Matching the grammar of two sentences so that they echo each other

Example: If we cannot vote, we cannot be heard. If we cannot vote, we are not free.

Generalisation
Generalisations are clever and dangerous! It’s where you say 
something is true for a whole group or situation. Because it is a bit 
vague and generally true, it’s often hard to argue against. It uses 
absolute language like all, every, total, as well as plural nouns like 
people, games, Australians.

Example: Houses are more valuable when they face north. Everyone 
wants a north-facing house.

Hyperbole and exaggeration
Both of these techniques involve overstating something. Hyperbole 
(pronounced hi-PER-boh-lee) can also be a cliché, like I almost died 
as an exclamation of embarrassment. You didn’t literally almost die, it’s 
an exaggeration of your intense emotions ... but you’ve probably heard 
this phrase before, and maybe even used it yourself.

Example: My school wins all the music awards.

You may have noticed that many of the techniques mentioned in this subtopic overlap. Look back and see if you 
can spot this.
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  15.3.2  Oratory and non-verbal persuasion 
 Has your teacher ever silenced you with a single look? You’re not sure 
how they do it, but  That Look  manages to be scary and humbling ... just 
threatening enough to stop you mid-sentence.  That Look  persuades you, quite 
abruptly, to stop talking! 

   Being persuasive is not just about the words you say. It’s also about how 
you say them: the facial expressions and body language you use to 
deliver the words. This non-verbal communication needs to be practised 
and prepared, just like the words used for your verbal communication are 
written and drafted.   

  Posture, gesture and movement  
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Pausing, volume, authenticity and voice
How you speak can add quality and emphasis to your meaning. The most important thing is authenticity. 
The words you wrote have feeling and you can use your voice to demonstrate the feeling in the words. Look at the 
first image on the left. Imagine listening to someone mumbling out a speech like that!

For emphasis you can regulate your volume and pitch. Speak more loudly or more softly to emphasise the emotion 
behind the words. If the content is serious, take your voice down; if it is outrageous, raise it briefly.

Pause to let ideas sink in. Your listener needs time to process what you’re saying, so don’t rush. You can also pause 
to add emphasis to a word or phrase. You might pause before saying something to build anticipation; pausing 
afterwards highlights the significance of what you have just said.

You can annotate the written copy of your speech to show how you’ll speak. For example, underline words for 
emphasis and put a slash / where you need to pause. Say the following aloud and be sure to add emphasis and 
pause where indicated.

I say that llamas are not as great as everyone thinks and that they will eventually / take over the world.

int-8317
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15.3  Activities
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15.3 Level 1

 1. Decide if the following examples are using the rule of three, repetition, anaphora or parallelism.

 a. It is the llama that will inherit the earth. It is the llama that will bring us peace.

Grammatical rhetoric used: 

 b. Llamas are reputed to be excellent listeners, fair adjudicators and tremendous athletes.

Grammatical rhetoric used: 

 c. If the llama is to succeed, if the llama is to save us all, if the llama is to truly rule, then we must submit fully 
to our woolly overlords.

Grammatical rhetoric used: 

 d. The way forward requires the wisdom of the llama. To harness the wisdom of the llama, we must let them 
guide us.

Grammatical rhetoric used: 

 2. Why is it persuasive to use expert opinion, facts and statistics?

 3. Write a sentence persuading people not to litter that uses inclusive language.
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15.3 Level 2

 4. Provide an example of a generalisation you might use when persuading someone about the dangers of 
being online.

 

 

 

 5. Write your own example of an argument that uses one of the grammatical rhetorics: the rule of three, 
repetition, anaphora or parallelism.

 

 

 

 

 

 6. Write an example of a rhetorical question.

 

 

 

15.3 Level 3

 7. Explain what you think authenticity might look like when presenting an argument, and suggest how it can 
persuade people.

 

 

 

 

 

 

Not for photocopying

PAGE PROOFS



TOPIC 15 Constructing an argument 429

 8. Write a sentence that uses hyperbole.

 

 

 

 9. Using examples, summarise how non-verbal techniques can strengthen your argument.

 

 

 

 

 

 

 

15.3 Hungry for more?

Work with a partner for the following task. Decide who is Alpha and who is Beta.
 1. Alpha, your aim is to get your partner to bake you a cake. Beta, you don’t want to bake a cake — but you can 

be convinced.
 a. Alpha, ask Beta to bake you a cake and note their answer.
 b. Alpha, ask Beta to bake you a cake: this time, use a persuasive technique from the list. Note their answer.
 c. Alpha, ask Beta to bake you a cake: this time, use a persuasive technique and some kind or gesture, facial 

expression, emphasis, movement or pausing.
 2. Beta, your aim is to convince Alpha they don’t want cake. Alpha, obviously you do want cake.
 a. Beta, explain to Alpha that they don’t want cake and note their response.
 b. Beta, explain to Alpha that they don’t want cake: this time, use a persuasive technique from the list. Note their 

response.
 c. Beta, explain to Alpha that they don’t want cake: this time, use a persuasive technique and some kind or 

gesture, facial expression, emphasis, movement or pausing.
 3. Reflect on how convincing you were and how convinced you felt. If you changed your mind, what caused you 

to change it? If you didn’t change your mind, why were you not convinced to? Consider the difference that 
the persuasive techniques, both verbal and non-verbal, made to your and your partner’s arguments.

Resources

eWorkbook 15.3 Level 1 worksheets (ewbk-7465), 15.3 Level 2 worksheets (ewbk-7466),  
15.3 Level 3 worksheets (ewbk-7467)

Interactivity Persuasive techniques (int-8317)
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15.4  Giving a persuasive speech
15.4.1 Putting it all together
Now you have the techniques to make an effective argument, you need to put it all together.

The formula below is for giving a persuasive speech, but it can be used to get out of doing dishes, too. We are not 
endorsing this. Do your chores.

OPENING

Open with a hook that grabs your listener’s attention.

State the issue and give any background information 
that the audience needs for context.

State your contention clearly, and briefly list reasons 
your audience should support this.

Explain your authority to speak on the subject.

Have you sold your soul to social media? Maybe not, 
but you have sold your personal data, even if you don’t 
realise it.

The big four digital companies have become 
monopolies and they track every search, every 
movement, every photo and every click to create a 
digital picture of you — that they can use and sell to 
others to make money. Lots of money.

You might not pay to use social media with your pocket 
money. Instead you’re paying with your data. I did a 
deep dive into the data that search engines and social 
media have on me and I am here to warn you: they 
know who you are, what you think and how to make 
you pay.

SUPPORTING ARGUMENT

Go through each reason again in detail.

State the reason and repeat how it links to your 
contention.

Give reasoning and evidence in support of this.

Use persuasive devices and remember the three rules 
of truth, benefit and belonging.

Identify arguments against your own and explain why 
they are incorrect or problematic, using reasoning and 
evidence. This is called a rebuttal.

Your search engine knows more about you than you 
think. Search engines track every search and every 
click. This data is then aggregated by the companies 
which own the search engines, to form a picture of 
what 14-year-olds living in our town are thinking about. 
They can then sell that data to a company who can 
exploit the information to manipulate us. This way, 
all the companies are getting paid — and you are the 
product.

I’ve heard people say that it doesn’t matter because 
the information is aggregated, and individuals are not 
identifiable. This isn’t actually true. A group of hackers 
showed that with just a few points of data, someone 
can identify you personally.

FINALE

To finish, summarise briefly and restate your 
contention, calling the audience to act.

When you get something for free, there’s usually a 
catch. Giving away your data to big companies is 
avoidable. Check your privacy settings, think before 
you sign up and don’t be phished.

A customisable version of the template above can be downloaded from the Digital Documents section of the 
Resources tab.

Use the example speech above to complete the activities.
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15.4  Activities
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15.4 Level 1

 1. Look through the supporting argument in the excerpt below and identify examples of truth, benefit and 
belonging.

Your search engine knows more about you than you think. Search engines track every search and every click. 
This data is then aggregated by the companies which own the search engines, to form a picture of what 
14-year-olds living in our town are thinking about. They can then sell that data to a company who can exploit 
the information to manipulate us. This way, all the companies are getting paid — and you are the product.

Truth: 

 

 

Benefit: 

 

 

Belonging: 

 

 

 2. Have a look at the rebuttal argument. Annotate it with notes saying where you would pause, which part(s) 
you would emphasise and what gestures or eye contact you would make. Then summarise your suggestions 
on the lines below.

I’ve heard people say that it doesn’t matter because the information is aggregated, and individuals are not 
identifiable. This isn’t actually true. A group of hackers showed that with just a few points of data, someone 
can identify you personally.

 

 

 

 

 

 3. a. Reread the final statement. Highlight the place where it restates the contention.

When you get something for free, there’s usually a catch. Giving away your data to big companies is 
avoidable. Check your privacy settings, think before you sign up and don’t be phished.

Not for photocopying

PAGE PROOFS



 b. Explain why you chose that section.
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15.4 Level 2

 4. Look through the supporting argument in the example and identify two examples of persuasive devices.

Your search engine knows more about you than you think. Search engines track every search and every 
click. This data is then aggregated by the companies which own the search engines, to form a picture of 
what 14-year-olds living in our town are thinking about. They can then sell that data to a company who can 
exploit the information to manipulate us. This way, all the companies are getting paid — and you are the 
product.

Example 1: 

 

 

Example 2: 

 

 

 5. a. Look again at the rebuttal. The idea is good but it’s not very persuasive, and it doesn’t link back to the 
contention.

I’ve heard people say that it doesn’t matter because the information is aggregated and individuals are not 
identifiable. This isn’t actually true. A group of hackers showed that with just a few points of data, someone 
can identify you personally.

 b. Rewrite it, adding at least two persuasive techniques, ensuring you link the content back to the 
contention.
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 6. In the final statement, there is a pun (a humorous play on words) that wouldn’t be clear if it was just spoken.

When you get something for free, there’s usually a catch. Giving away your data to big companies is 
avoidable. Check your privacy settings, think before you sign up and don’t be phished.

 a. Identify and highlight the pun.

 b. What could you do to help your listeners understand the joke?
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15.4 Level 3

 7. You have been asked to deliver the response to the argument in the example in section 15.4.1: your job is to 
argue that giving up data is unavoidable.

 a. Write an opening statement for the response that has a hook, gives the background information and 
states a contention.
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 b. Your supporting idea is that most people find a targeted online experience to be convenient. Present this 
supporting argument using truth, benefit and belonging as well as persuasive techniques.

 c. Write a final statement that summarises your position, restates your contention and calls the audience  
to act.

 8. Suggest why it’s beneficial to restate your contention throughout your speech.
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15.4 Hungry for more?

Practise delivering the speech from section 15.4.1. Select some non-verbal techniques to include, so that your 
speech becomes more persuasive. Practise with a partner, taking turns to give each other constructive feedback.

Resources

eWorkbook 15.4 Level 1 worksheets (ewbk-7468), 15.4 Level 2 worksheets (ewbk-7469),  
15.4 Level 3 worksheets (ewbk-7470)

Digital Document Speech template (doc-36372)
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15.5  Topic project: Formal debate
Scenario
There’s a debate competition coming up and your classmates need to practise their skills. You are going to 
participate in formal debates on one of the following topics, or a topic given by your teacher:

 • that social media does more harm to society than good
 • that sports stars are good role models for young people
 • that people should be vegetarian.

Task
In groups of six, select a topic and divide into two teams of three. Each team will take a side of the debate: 
affirmative (agreeing with the topic) or negative (disagreeing with the topic). Each speaker has three minutes to 
speak and a particular role. Debate speakers present in this order:
 1. First speaker of the affirmative. 
  Define the terms of the topic and set up the contention. Present two supporting ideas (for the affirmative 

contention).
 2. First speaker of the negative. 
  Rebut the first affirmative speaker’s arguments. Define the terms of the topic and set up the contention. 

Present two supporting ideas (for the negative contention).
 3. Second speaker of the affirmative. 
  Rebut the first negative speaker’s arguments. Present three supporting ideas for your side (agreeing with the 

topic).
 4. Second speaker of the negative. 
  Rebut the second affirmative speaker’s arguments. Present three supporting ideas for your side (disagreeing 

with the topic).
 5. Third speaker of the affirmative. 
  Rebut the arguments of the opposition (the negative side) and sum up your side’s arguments.
 6. Third speaker of the negative. 
  Rebut the arguments of the opposition (the affirmative side) and sum up your side’s arguments.
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Process
STEP 1
Watch the video eLesson Debating (eles-4276), in your learnON format, for a refresher on the roles in a debate.

STEP 2
Get into groups of six; your teacher may put you into groups.

STEP 3
Break off into two teams of three. Decide on your topic. Again, your teacher might guide you with this.

STEP 4
Decide who will be first, second and third speaker. First speakers need to be confident because they’re going first. 
Second speakers need be good arguers because they put forward the main arguments. Third speakers need to be 
good listeners who can think on their feet — they write their speech on the spot!

STEP 5
 a. Brainstorm ideas to support your side of the debate. 
 b. Brainstorm ideas for the other side of the debate (rebuttal), then come up with reasons why these rebuttals are 

wrong.

STEP 6
Do any necessary research on the internet to gather evidence or statistics.

STEP 7
Decide on the order of your arguments and distribute them to the speakers. The third speaker will work with the 
rebuttal arguments.

STEP 8
Each speaker writes their own speech. Remember the three rules and the persuasive techniques: reason with logic 
and use evidence.

STEP 9
Practise your speeches with each other, giving constructive feedback on the use of persuasive techniques 
including non-verbal persuasive devices.

STEP 10
Your teacher will conduct and score the debate. They will call on each of the speakers in turn and give them a score 
out of 75. There are three criteria:

 • 30 points for matter (the content and argument)
 • 15 points for method (the structure and timing) 
 • 30 points for manner (your delivery).

The team with the most points wins. (Look up the debaters association website for your state for more information 
on scoring.)

Resources

Video eLesson Debating (eles-4276)
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15.6  SkillBuilder: Avoiding the ‘shopping list’

15.7  Review
15.7.1 Key points to remember
15.2 Holding an argument

 • Arguing helps you get what you want – but you need to be respectful.
 • Listening and being open to changing your mind are vital life skills.
 • You need to be clear on what you want to argue.
 • Use reason and logic to back up your thinking. Being truthful, inclusive  

and useful will help you win people over.
 • Your contention should be clear, concrete and arguable.

15.3 Persuasive techniques
 • Verbal and non-verbal persuasive techniques will help you get your  

point across meaningfully.
 • Appeals can draw on shared values.
 • Facts and statistics should always be checked for accuracy.
 • Grammatical rhetoric such as the rule of three, repetition, anaphora  

and parallelism can make your sentences sound better.
 • Emotive language can generate a reaction from your audience.
 • Anecdotes, generalisation and hyperbole are useful techniques for  

convincing people.
 • Your body language and the way you use your voice can strengthen or  

weaken your delivery.

15.4 Giving a persuasive speech
 • Open with a hook, and state your contention clearly.
 • Explain why you’re an authority to speak on the subject.
 • Regularly restate your contention and link your arguments back to it.
 • Summarise your arguments, and leave the audience with something to 

act on.

15.7  Activities

What is the ‘shopping list’?
When writing about or using persuasive techniques, one of the biggest dangers 
is the ‘shopping list’. It is easy enough to find lists of persuasive techniques and 
appeals but simply listing them leads to boring, predictable writing. Whatever form 
your persuasion is in, it is strongest when it is structured around argument.

Select your learnON format to access:
 • an explanation of the skill (Tell me)
 • a video and step-by-step process to develop the skill (Show me)
 • an activity and interactivity for you to practise the skill (Let me do it)

15.7 Review

Go to www.jacplus.com.au and access your learnON format to complete the review questions. A post-test is 
also available to determine how your knowledge and skills have improved since starting this topic.
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Resources

Sample responses Topic 15 sample responses (sar-0135)

Digital document Self-reporting template (doc-35529)

Interactivity Key terms crossword (int-8273)

15.7.2 Reflection
Now that you know more about constructing an argument, take a moment to think about what this topic has 
taught you.

 1. What did you learn that surprised you?

 

 

 

 2. Why is developing a structured argument such an important skill to have?

 

 

 

 3. What areas of constructing an argument do you want to work on next?

 

 

 

Glossary 

anaphora repetition specifically used at the start of each phrase or sentence
anecdote a brief, illustrative story
appeals persuasive techniques used to convince an audience
arguable able to be argued for and against
argument a reason or set of reasons given in support of an idea, action or theory (to support the contention); the 
logic applied to a key point, to prove it
audience the intended readers of your writing or listeners of your speech; the features of the particular type of 
person who you want to convince, like their age, gender, income, profession and interests
authenticity being reliable, genuine and real
authority having a recognised knowledge about something
cliché a phrase or opinion that is overused and indicates a lack of original thought
concrete solid and defined
contention topic statement or thesis statement, this is the central answer to the question, stating the opinion argued
critical thinking the process of thinking about information from different angles to consider bias or validity; a 
person who can do this is a critical thinker
crux the most important or fundamental part of a matter, problem, or argument
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direct address speaking directly to an audience, using second person perspective (you)
DM abbreviation of Direct Message, a form of online communication through social media
evidence facts, statistics and quotes which support a reasoned argument, and which back up the 
presenter’s point of view by providing logic
generalisation a statement that applies to a group of people or things, based on some examples
hyperbole intentionally using exaggeration and overstatement for emphasis and effect
integrity the quality of being honest and having strong moral principles to live by 
logic information characterised by sound reasoning; expected or sensible under the circumstances
nostalgia a feeling of pleasure and also slight sadness when you think about things that happened in the past
parallelism repetition specifically used at the start of each phrase or sentence so that the phrases or 
sentences echo each other, or are parallel
patriotism the quality of being patriotic; devotion to, and vigorous support for, one’s country
persuasive techniques a way of using language and presenting an idea that helps to get a listener to agree
purpose the reason you are writing; what you want your reader to get out of reading your work
reasoning thinking about something in a measured, logical way; the explanation of why an argument is correct
regulate to control
repetition intentionally repeating a word or phrase to add emphasis
resonate to feel a powerful connection with someone or something; to feel shared emotions or beliefs
rule of three listing aspects in threes to achieve a pleasing effect
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15.6  SkillBuilder: Avoiding the ‘shopping list’
15.6.1 Tell me
When writing about or using persuasive techniques, one of the biggest dangers 
is the ‘shopping list’. It is easy enough to find lists of persuasive techniques and 
appeals – there’s even one in this resource, in Topic 4.

It can be tempting to look at this list as a ‘shopping list’ of techniques. In an 
analysis of a persuasive text, this leads to listing as many techniques as you can 
find, in the order that you find them. In a persuasive piece such as an oral or a 
written argument, you might end up cramming in as many as you can. Either way, 
the ‘shopping list’ approach leads to boring, predictable writing.

Instead of the ‘shopping list’, persuasive writing – whether you are being persuasive 
or analysing someone else’s work – should be structured around argument.

15.6.2 Show me

Take a look at the following piece of writing, which uses a ‘shopping list’ approach to cram in as many persuasive 
techniques and appeals as possible:

The writer has used plenty of persuasive techniques and appeals. In fact, every sentence is some kind of deliberate 
technique. But… well… it doesn’t actually sound very good, does it? The problem here is that the writer has used a 
‘shopping list’ of techniques, and they’re either unnecessary (six eighths of Australia?!) or just plain boring.

Here’s a better version from the essay The Australian Government’s Response to the Global Pandemics of 2018–
2019 and 2020 by Andrew Byrne. This version has a focus on the main argument, that travel restrictions were 
initially successful:

The border and travel restrictions imposed during the Spanish Flu pandemic were initially successful in 
preventing an outbreak. In November 1918, all states and territories in Australia, except Queensland, 
agreed to a federal government lead response. Quarantine stations were established at major ports, 
providing accommodation for people to undertake their 7-day isolation period and access to hospitals. 
(Bergin and Feim, 2020). The success of the maritime quarantine kept Australia free from Spanish Flu for 
several weeks. The virus was first observed in Melbourne on 9 January 1919. Authorities believed this 
was a localised regular flu outbreak and delayed advising the Commonwealth until 28 January.

Rhetorical question

Why were the Spanish Flu restrictions initially so successful? Six eighths

of Australia voted for the restrictions. A spokesperson for the government

said, “we are establishing major quarantine stations at all ports”. Another

spokesperson said, “there will be a 7-day isolation period”. How would

you feel if your family was forced to isolate for seven days? The horri�c

Spanish Flu virus was detected in Melbourne on January 9th 1919 but

the sinister and manipulative authorities did not report the outbreak until

the 28th of January.

Statistic

Quote from a
�gure of authority

Rhetorical
question with
appeal to
family values

Quote from a
�gure of authority

Emotive language

Jacaranda English 8

Resources

Video eLesson Avoiding the ‘shopping list’ (eles-4234)
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Notice how this second version is a little more like a narrative and less like a shopping list – it uses techniques, 
but it also tells a story. Good writing in any style has to get the meaning across in a way that is interesting for the 
audience.

15.6.3 Let me do it
Complete the following activities to practise this skill.

15.6 Activities

 1. With a partner, identify any techniques that this writer uses and discuss how they help to persuade. The full 
version of this essay can be downloaded from the Writer's Library.

The border and travel restrictions imposed during the Spanish Flu pandemic were initially successful in 
preventing an outbreak. In November 1918, all states and territories in Australia, except Queensland, 
agreed to a federal government lead response. Quarantine stations were established at major ports, 
providing accommodation for people to undertake their 7-day isolation period and access to hospitals. 
(Bergin and Feim, 2020). The success of the maritime quarantine kept Australia free from Spanish Flu for 
several weeks. The virus was first observed in Melbourne on 9 January 1919. Authorities believed this 
was a localised regular flu outbreak and delayed advising the Commonwealth until 28 January.

 2. Take the following list of facts and techniques and use them to construct a persuasive paragraph on the 
following topic:

Why should the Australian government consider changing the date of Australia Day?

A Word version of this list can be downloaded from the Digital Documents section of the Resources tab.

 • January 26th is known by some as Invasion Day.

 • Aboriginal civil rights activist, Jack Patten, highlights that, “On this day the white people are rejoicing but 
we, as Aborigines, have no reason to rejoice on Australia Day.”

 • On Australia Day in 2020, over 100 000 Australian protested to change the date worldwide.

 • “Seven in 10 voters say Australia Day is important to them but a majority of the population can’t accurately 
name the event it commemorates” - https://www.reconciliation.org.au/wp-content/uploads/2017/11/Rec-
News-Should-We-Change-Australia-Day.pdf

 • “Smaller proportions said the national day marked the date of a treaty with Indigenous people (7 per cent), 
the date Australia stopped being a colony of Great Britain (6 per cent) or the date of an important battle 
in World War I (2 per cent).” https://www.reconciliation.org.au/wp-content/uploads/2017/11/Rec-News-
Should-We-Change-Australia-Day.pdf

 • “One of the most significant protests was held in 1988 – on the bicentennial year of the arrival of the 
First Fleet – when 40000 people participated in an ‘Invasion Day’ march to raise awareness that “white 
Australia has a black history” - https://www.reconciliation.org.au/wp-content/uploads/2017/11/Rec-
News-Should-We-Change-Australia-Day.pdf

Jacaranda English 8

Resources

Interactivity Avoiding the ‘shopping list’ (int-8305)

Resources

Digital document Australia Day facts (doc-xxxxx)
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