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             COURSE DESCRIPTION 

 

“What is distinctively human at the most fundamental level is the capacity to persuade and 

be persuaded.”  Philosopher Bertrand Russell’s lofty claim for persuasion may or may not 

be true.  But what is certainly true is that the capacity to persuade is a key to effective 

leadership.  It is challenging enough to lead those who agree with us.  But inducing others 

to willingly follow us when they are initially skeptical or opposed to our goals—

persuading them—is the greatest challenge facing aspiring leaders. 

 

Persuasion lies at the heart of our personal and professional lives, whether the goal is to 

convince one person in a face-to-face encounter, influence a small group in a meeting, 

sway an entire organization, or win over the public.  This course investigates 

persuasion—how we can convince others to voluntarily change their attitudes or behavior 

in order to accomplish our cherished goals—by extracting from our knowledge of human 

behavior proven principles of effective influence. The course also explores two 

philosophical, yet utterly practical questions:  what constitutes unsavory, unethical 

persuasion and whether persuasiveness (and leadership ability generally) can be learned 

or whether it is really an innate, natural born talent.  

 

This is not a course in public speaking.  The principles of persuasion certainly apply to 

public speaking, and the course examines that application closely.  But the principles also 

apply to written communications and to one-on-one and small group interactions where 

most persuasion takes place everyday.  

 

The course uses a variety of pedagogical methods to develop students’ practical skills in 

persuasion, including lecture/discussions, narrative case studies, videos, role-play 

simulations, and daily classroom exercises.  

 

The central features of MLD-342 are described by Prof. Orren in a YouTube video. 

See http://www.youtube.com/watch?v=8XUx056sdhg 

 

 

 

 

 

http://www.youtube.com/watch?v=8XUx056sdhg
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          COURSE OBJECTIVES 
 

The course is designed to help students become: 

 

 Better persuaders—better at recognizing and weighing opportunities for 

influence, and better at employing effective strategies for building support. 

 More effective at persuading superiors, peers, or subordinates within an 

organization, as well as people outside an organization. 

 More effective at using a wide variety of communication channels:  written 

memos and reports, face-to-face conversation, speeches before groups, messages 

through the media, non-verbal expressions, and communications using statistics. 

 Better at determining--prospectively in the trenches--when a persuasive message 

is ethically acceptable and when it is ethically unacceptable. 

 Better able to answer the critical question of whether we can realistically hope to 

become better persuaders.  Simply put, is persuasiveness (and leadership ability 

generally) mostly an innate, natural born talent? 

 

 

 

    COURSE ORGANIZATION 

 

The course has four main parts: 

 

1.  Principles and Frameworks of Persuasion.  The course identifies the top twenty 

principles and techniques of persuasion.  These principles and techniques, plus a set of 

deceptively simple but powerful conceptual frameworks, are the spine of the course.  These 

principles and frameworks are relevant in virtually any organizational and cultural context, 

they operate across the full range of persuasion channels (verbal or written persuasion, 

interpersonal or mediated persuasion), and they apply whether the target audience is small, 

medium, or large. 

 

2.  Narrative cases.  These principles and frameworks will be illustrated with (written and 

video) narrative cases drawn from a wide variety of institutional contexts (public, private, 

non-profit, everyday life, and fictional settings) in both the U.S. and other countries.  These 

cases illustrate effective and ineffective persuasion.  Also, as noted above, two issues will be 

explored throughout the course: the ethical challenges in persuasion and whether 

persuasiveness is innate or can be learned. 

 

3.  Exercises. The main reason for offering MLD-342 as an intensive January course rather 

than as a semester course is to give students the time (and space) for substantially more 

experiential exercises than can be accommodated in the traditional twice a week/80 minute 

format.  Students will conduct exercises individually and in small groups to practice and 

hone their persuasive skills.  The exercises will include: 
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 Classroom exercises that illustrate the cognitive principles that underlie persuasion. 

 Exercises and role-plays in inter-personal, face-to-face persuasion (including one-

on-one persuasion and persuasion in small groups). 

 Exercises in written persuasion (memos, letters, and reports). 

 Practice using persuasion principles in speeches before a large audience. 

 Practice using and observing the critical skills of non-verbal communications. 

 Exercises in communicating persuasively with numbers and statistics. 

 Application of persuasion principles to each student’s own professional and personal 

interests. 

 

4.  Self-Assessment.  Students will evaluate their own personal strengths and weaknesses in 

persuasion.  They will conduct a multi-rater (360 degree) survey in which they rate their 

own persuasive skills and, in turn, are rated confidentially and anonymously by up to 10 

other people who know them well. Rarely do we have the confidential assessments of others 

who have observed us closely in persuasion situations.  Drawing upon these results, students 

will analyze and reflect upon their persuasion strengths and weaknesses. 

 

 

 

         COURSE REQUIREMENTS 

 

 

Classroom Norms.  Since this is an intensive course that meets for only 10 days, 

attendance each day for the entire day is mandatory (from 8am to 6pm on Jan. 5-15 and 

from 12 noon to 6pm on Jan. 4).  There are no unexcused absences in MLD-342.  

Notifying Prof. Orren about an absence does not constitute an excused absence.  Excused 

absences generally are reserved for unanticipated emergencies. 

 

Students must be present and on time for the first class (Monday, January 4 at 12:00 pm 

noon).  Those who are absent will be dropped from the course and replaced with students 

from the waitlist. 

 

Students in MLD-342 are expected to observe the highest standards of classroom 

conduct.  It is easy to know what those standards are. They are the same professional 

standards expected in the kind of jobs most Kennedy School students will fill after they 

leave Harvard.   In addition to attending the course faithfully, students are expected to:  

arrive on time and not leave early; carefully prepare in advance for class discussions and 

exercises; participate actively in all course activities; and treat their classmates and 

teaching staff with respect and civility. 

 

The use of laptops, notebooks, or hand-held devices is prohibited in MLD-342.  You 

know why.  An increasing number of Harvard faculty exclude these devices from their 

classrooms.  The Harvard Business School has even disabled internet access in all its 

classrooms (unfortunately this is not yet technologically possible at the Kennedy School).   
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A growing body of compelling evidence attests to the negative effects of laptops, 

notebooks, and hand-held devices in the classroom.  The temptation to surf the web, 

check e-mail, or send text messages is simply irresistible. Such behavior is 

unprofessional, disrespectful, and distracting.  

 

Furthermore, MLD-342 is not a conventional lecture course. It is an interactive 

communications course where students must be fully engaged with other students and the 

instructor during class, not occupied with their laptops or connected to the web. MLD-

342 students are provided with more than 60 pages of Professor Orren’s teaching notes, 

thus eliminating the need for copious note taking or computer typing during class. 

Students will be able to check and send their e-mails and text messages during the three 

or four breaks which will take place over the course of each day (see below).  

 

Course Grades.  Grading in MLD-342 will be based entirely on the quality of each 

student’s participation in class discussions and small groups, and performance in written 

and oral exercises from January 4-15.  No assignments will be due later in January. It is 

active, sustained, and thoughtful engagement in the course that is paramount.  

 

Not surprisingly in a course on persuasion, students will be trying to persuade the course 

staff and fellow students throughout the two weeks.  Therefore, near the end of the 

course, students will be asked to anonymously identify those classmates they think have 

been most persuasive. 

  

The course includes several short written papers that are part of our exercises.  Some are 

one-pagers (a substantive policy memo, a process policy memo, and a written product of 

each student’s own choosing), some are half-pagers (strategic plans), and one is two 

pages long (a substantive policy memo).  Each paper is due at the beginning of class.  

Students will submit their papers electronically.  Students will receive comments and 

feedback on these papers. However, given the course’s fast pace (only10 days long) and 

intensity (8am to 6pm each day), papers will be returned with comments and grades as a 

package following the course. The quality of this written work will represent about 40 

percent of each student’s grade; about 60 percent will reflect the quality of the student’s 

course participation.  

 

Grades will be assigned using the grade distribution recommended by the Dean of the 

Kennedy School:  A (15%), A- (25%), B+ (35%), B (20%), and B- or lower (5%). This is 

a stricter grading curve than in many HKS courses. 

 

Work Prior to January 4.  Students must devote a small amount of time (approximately 

one hour) in December to a multi-rater (360 degree) survey in which they evaluate their 

own persuasion skills and provide the e-mail addresses of other people who will rate 

them confidentially and anonymously.  Also, students must read approximately 18 pages 

and watch a 90-minute movie prior to the first class.   
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         OTHER ADMINISTRATIVE DETAILS AND ANSWERS TO FAQS 

 

 

 

1. Meeting times.  With one exception, MLD-342 will meet Monday through Friday, 

8:00 am to 6 pm, January 4-15. The first class on Monday, January 4 will begin at 12:00 

pm noon although students are invited to arrive at 11am to take care of some 

administrative details including the distribution of course materials and the resolution of 

the final course roster. The course will not meet on Saturday or Sunday.  

 

Except for January 4, the course will have a one-hour lunch break each day, beginning 

sometime between 12:00 noon and 1 pm, usually at about 12:30.  It is impossible to 

predict the exact time lunch will begin each day because of the variable length of 

classroom exercises.  There also will be a 15-minute break at mid-morning and one or 

two 15 minute breaks during the afternoon (depending on what activities the class is 

doing). 

 

2. Enrollment.  The enrollment process for MLD-342 takes place in late October and 

early November.  The maximum number of students to be admitted to the course will be 

approximately 110 students. 

 

3. Cross-registrants.  Students from other schools at Harvard or other nearby 

universities (MIT and Tufts) are warmly encouraged to enroll in the course. Class 

discussion is enhanced with different professional perspectives, so a diverse mixture of 

students with varying career interests is desirable. Following Kennedy School enrollment 

procedures, Kennedy School students will have priority for spaces in this course. 

Students from other schools who want to take MLD-342 should contact Prof. Orren and 

his administrative assistant, Jessica McClanahan, in the fall (see #8 below for contact 

information). 

 

4. MPP1 and MPA1 students.  In the past, the course has included many first-year 

Kennedy School students and will again.   

 

5. Non-U.S. students.  The concepts, principles, and techniques discussed in MLD-342 

have universal relevance.  However, some principles are more important in certain 

political cultures and less important in others.  Over the years, many non-U.S. students 

have taken MLD-342 and found the course material to be extremely applicable in their 

societies.  The course readings are drawn primarily from U.S. sources (reflecting the 

availability of material in the relatively young field of persuasion) but class discussions 

are enriched by insights from other countries.   

 

Bear in mind, however, that MLD-342 is a communications course that emphasizes oral 

and written skills.  Students must be proficient in speaking and writing English.  
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6.  Comparison with Other Courses.  Students often ask how this course compares with 

courses in negotiation. Negotiation and persuasion are two key skills for influencing 

people.  They are not the same.  Indeed, a central topic in MLD-342 involves contrasting 

the two skills, identifying their relative strengths and weaknesses, and determining when 

one approach is more appropriate than the other.  For course selection purposes, the 

bottom line is that scores of students who have taken both Persuasion and Negotiation 

report that the two courses are not redundant, and are in fact extremely complementary. 

 

Students also ask how MLD-342 compares with other communication courses at the 

Kennedy School.  Naturally, it is difficult to predict the specific content of other courses.  

In previous years, MLD-342 has focused more than other communication courses on the 

underlying principles and techniques of persuasion.  The emphasis in MLD-342 is on 

gaining a deep understanding and facility with these principles that then can be applied in 

all kinds of contexts using virtually every type of communication tool.  Also, while 

MLD-342 applies the principles of persuasion to public speaking, it emphasizes public 

speechmaking less than some other communication courses do.  Far more attention is 

given to one-on-one face-to-face encounters, personal conversations, and small group 

interactions where most persuasion occurs day-to-day.  Finally, since persuasion takes 

place not only through words but also through deeds, MLD-342, unlike these other 

courses, highlights the key role of actions and non-verbal behavior in influencing other 

people. 

 

7.  Notes and Readings.  Extensive teaching notes, memos, and readings in a three ring 

binder will be distributed in class on January 4.  Additional handouts will be distributed 

during the course. 

 

8. Teaching Staff Bios/Contact Information.  Perhaps the most important annotation on 

a book or a course is its author.  Accordingly, a bio of Prof. Orren appears at the end of 

this syllabus. Bios of the Course Assistants will be distributed in class. Professor Orren’s 

e-mail is gary_orren@hks.harvard.edu. Phone: 617-964-1598.  His faculty assistant, 

Jessica McClanahan can be reached at Jessica_McClanahan@hks.harvard.edu or 617-

495-8763. 

 

9. Course Assistants:  John Christian, Brian Henderson, Jennifer Hollett, John Lee, 

Andrew Ottaway, Billy Pope, Leah Schabas, Scott Snider, and Dorothy Tuma. 

 

mailto:Jessica_McClanahan@hks.harvard.edu
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PERSUASION: THE SCIENCE AND ART OF EFFECTIVE INFLUENCE 

 

Course Schedule:  Topics, Readings, Exercises, and Assignments 

 

December (pre-course work): 

 

 Personal Persuasion Profile (PPP) survey.  Instructions will be sent by e-mail. This 

 survey will require approximately one hour. 

 

Reading for the first class (18 pages): 

 

Aristotle, Rhetoric and Poetics, translated by W. Rhys Roberts (Modern Library, 1954), 

pp 24-25. 

  

 Gary Orren, “Gore vs. Bush:  Why It’s All Greek to Me,” Kennedy School Bulletin, 

Autumn 2000, pp.36-39. 

 

Daniel Kahneman, Thinking, Fast and Slow (Farrar, Straus and Giroux, 2011), pp.19-30. 

 

Viewing the film “12 Angry Men”. Instructions will be sent by email. The film is 90 

minutes long.   

 

Optional: 
 

 Students may want to get a jump on the Cialdini reading for the second class. See item 5a 

 under Monday, Jan. 4 on the next page.   

 

On Tuesday, Jan. 5, students will discuss in their small groups the results from their PPP surveys, 

focusing on their weaknesses in persuasion. Therefore, you may want to examine those results 

carefully before Jan. 4. 

 

Robert B. Cialdini, Influence: Science and Practice, entire book. 

 

 Daniel Kahneman, Thinking, Fast and Slow, entire book. 

 

January 4-15, Daily Schedule Template: 

  
1. Session 1  Each session will last approximately 90 minutes to 2 hours 

 Break (15 minutes) 

2. Session 2  

 Lunch (one hour, beginning between 12 and 1 pm, usually around 12:30) 

3. Session 3 

 Break (15 minutes) 

 4. Session 4 

 

5. Preparation: the readings and assignments for the following day  

 

Note: The syllabus is organized according to the above five-point schedule template. 
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Monday, Jan. 4: 

 

Note:  Class begins at 12:00 pm on January 4. Arrive between 11am and 12pm. 

 

 2. Introduction:  The Science and Art of Persuasion  

     Registration/Distribution of Materials and Course Mechanics 

    Interpreting the Personal Persuasion Profile Survey 

     Key Methods of Influence:  The Three P’s Framework 

     Persuasion and Negotiation 

 

 3. The Three Biggest Challenges to Persuasion 

     Plato vs. Aristotle 

    Is Persuasion Ability Simply Innate?  Nature vs. Nurture  

    The Aristotleian Framework:  Logos, Ethos, and Pathos 

 

 4.  Discussion of “Twelve Angry Men” 

      Ten Keys to Effective Persuasion 

 

 5.  Preparation for tomorrow: 

 

a. Read one of the following three options: 

  Robert B. Cialdini, “The Science of Persuasion,” Scientific American, February 

 2001 pp.76-81     OR 

   

Robert B. Cialdini, “Compliance Principles of Compliance Professionals,” in 

Mark P. Zanna, James M. Olson, and C. Peter Herman, Social Influence: The 

Ontario Symposium, vol. 5 (Laurence Erlbaum, 1987), pp. 165-184 (posted on 

Canvas) OR  

 

Robert B. Cialdini, Influence: Science and Practice (Allyn and Bacon/Pearson 

Education Inc., 2009) 

   

b. Recommended: Excerpts from Niccolo Machiavelli, The Prince (posted on 

Canvas)  

 

c. Select your “Three-Minute Pitch” topic.  Complete the “Three-Minute Pitch Plan.”         

Submit one copy by 8:00 am on Tues., Jan. 5.  The electronic keyword is Plan. 

 

d. Complete the Personal Persuasion Profile Audit.  Bring a copy of your audit to your 

small group meeting on Tuesday afternoon, Jan. 5 and be prepared to discuss it, particularly 

your weaknesses in persuasion.  Keep a copy of the audit in your binder (under the PPP 

tab) 
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Tuesday, Jan. 5:  
 

 1. The Principles of Persuasion:  Simplicity and Clarity, Knowing the Audience 

     Knowing the Audience Exercise 

    Developing Empathy Skills 

  

 2. The Principles of Persuasion:  Salience, Analogies/Metaphors, Storytelling 

    “Crafting an Anti-Smoking Message” Exercise 

 

 3.  One-half of the students discuss the ethics of persuasion 

     Other students discuss and give feedback on the PPP survey in small groups  

 

 4.  One-half of the students discuss the ethics of persuasion 

     Other students discuss and give feedback on the PPP survey in small groups 

  

 5.  Preparation for tomorrow: 

 

a. Write the “Frank Borman at Eastern Airlines” strategy memo.  Submit one 

copy by 8:00 am on Wed., Jan. 6 

 

b. Read Erin McKean, “I Hate to Tell You,” The Boston Globe, November 14, 

2010, pp. 1-2 

 

 Looking Ahead:  Substantial reading is assigned for Thursday night, Jan. 7.  You may want 

to get a head start on this reading.   
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Wednesday, Jan. 6 

 

 

 1. The Principles of Persuasion: Counter-intuitive, Reciprocity/Concession 

     Tips on Listening, Classroom Listening Exercise 

 

 2. The Principles of Persuasion: Commitment, Active vs. Passive, Repetition 

  

 3. One-half of the students conduct the Frank Borman at Eastern Airlines Exercise 

     Other students practice principles of persuasion in small groups  

 

 4.  One-half of the students conduct the Frank Borman at Eastern Airlines Exercise 

      Other students practice principles of persuasion in small groups 

 

 5.  Preparation for tomorrow: 

 

  a. Prepare for the Curriculum Reform Exercise.  Write Curriculum Reform  

  memo and submit one copy by 8:00 am on Thurs., Jan7 

 

  b. Prepare for Personal Influence Exercise (some students will present in groups) 

 

c. Read Stanley Milgram, “Behavioral Study of Obedience,” Journal of Abnormal 

and Social Psychology, vol. 67, 1963, pp. 371-78; Adam Cohen, “Four Decades  

After Milgram, We’re Still Willing to Inflict Pain,” New York Times, December 

28, 2008; Jerry M. Burger, “Replicating Milgram:  Would People Still Obey 

Today?,” American Psychologist, vol. 64, January, 2009, pp. 1-11 

 

d. Bring a well-charged smart phone and/or tablet to class for videotaping on 

Thurs., Jan. 7  

 

 

Thursday, Jan. 7: 

 

 1. The Principles of Persuasion:  Authority, Conformity 

     Viewing and discussing the Milgram experiment 

  

 2. The Principles of Persuasion:  Similarity, Contrast, Specificity, Scarcity 

     Classroom Exercises, Foreign Aid Exercise 

 

 3. One-half of the students conduct the Curriculum Reform Exercise 

     Other students conduct the Personal Influence Exercise in small groups 

  

 4. One-half of the students conduct the Curriculum Reform Exercise  

   Other students conduct the Personal Influence Exercise in small groups 

 

(continued on the next page) 
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 5.  Preparation for tomorrow: 

 

a. Read “The Job Interview Exercise.” Fill out the information sheet (page 4 of 

the exercise) and staple your actual resume to that sheet.  Bring the stapled sheets 

to class on Friday, Jan. 8. Interview partners will be announced in class on 

Friday, and you will exchange interview materials 
 

b. On Liking and Emotional Intelligence:  Read David Brooks, “The Arduous 

Community,” The New York Times, December 21, 2010, p. A31; Malcolm 

Gladwell, “The Talent Myth:  Are Smart People Overrated?,” The New Yorker, 

July 22, 2002, pp. 28-33; Daniel Goleman, “What Makes a Leader?,” Harvard 

Business Review, November-December, 1998, pp.93-102; Daniel Goleman, 

Richard Boyatzis, and Annie McKee, “Primal Leadership: The Hidden Driver of 

Great Performance,” Harvard Business Review, December 2001, pp. 43-51 

    

c. On Power vs. Persuasion:  Read Roderick M. Kramer, “The Great 

Intimidators,”  Harvard Business Review, February 2006, pp. 1-9 

 

d. Thomas L. Friedman, “Why Mandela Was Unique,” The New York Times, 

December 10, 2013, pp.1-2  

 

e. On gender and persuasion:  Read Ken Auletta, “A Woman’s Place,” The New 

Yorker, July 11 and 18, 2011, pp. 55-63; Brad Stone, “Why Facebook Needs 

Sheryl Sandberg,” Bloomberg Businessweek, May 12, 2011, pp. 1-6; Sheryl 

Sandberg, Lean In: Women, Work, and the Will to Lead (Knopf, 2013), pp. 3-11, 

39-51; Anne-Marie Slaughter, “Yes, You Can,” The New York Times Book 

Review, March 18, 2013, pp. 1, 12-13 

 

f. On Reviewing and Consolidating the Principles:  Read Owen Harries, “Primer 

for Polemicists,” Commentary, September 1984, pp. 57-60 

 

g. Recommended:  James Traub, “Harvard Radical,” The New York Times 

Magazine, August 24, 2003, pp. 28,30-33, 45, 80-81; James M. McPhearson, 

“Team of Rivals:  Friends of Abe,” The New York Times Book Review, 

November 6, 2005, pp. 1, 10-11; excerpts from Doris Kearns Goodwin, Team of 

Rivals (posted on Canvas) 

 

Looking Ahead:  On Mon., Jan. 11 you will submit your written document 

for the “Three-Minute Pitch” exercise and you will deliver your oral 

presentation in class   
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Friday, Jan. 8: 

 

 1. The Principles of Persuasion:  Reciprocity, Liking. 

     Assertiveness and Empathy:  “Steel and Velvet” 

     Emotional Intelligence 

 Lincoln and Mandela 

  

 2. Are Intimidating Leaders More Effective? 

     The Two Presidents 

    Exchange of Job Interview Materials 

 

 3. Gender and Persuasion 

    Sheryl Sandberg at Facebook 

View video of Sheryl Sandberg: “Why We Have Too Few Women Leaders”   

 

 4. Reviewing and Consolidating the Principles    

    “Primer for Polemicists”  

    The Three Clusters  

    Ten Keys to Effective Persuasion 

    The Sequence for Using the Principles of Persuasion 

    The Upside and Downside of the Persuasion Principles 

Gary Orren, “Persuasion Planner” (distributed in class) 

Viewing TV ads (political, governmental, and commercial) 

 

 5.  Preparation for Monday: 

 

a. Final preparations for your oral presentation in Round One of the “Three-

Minute Pitch” exercise on Monday morning Jan. 11. Write a single document 

containing the setup, an accompanying item (memo, brochure, chart, ad, letter, 

etc.), and the text of your pitch.  Submit that single document by 8:00 am on 

Monday, Jan. 11. 

 

b. Read: Malcolm Gladwell, “The Naked Face,” The New Yorker,” August 5, 

2002, pp. 38-50; Malcolm Gladwell, “The New-Boy Network,” The New Yorker, 

May 29, 2000, pp. 70-72 

  

c. Bring a well-charged smartphone and/or tablet to class for videotaping on 

Monday, Jan. 11 
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Monday, Jan. 11: 

 

 

 1. One-half of the students make “Three-Minute Pitch” First Round presentations 

     Other students discuss targeting and other frameworks and principles 

 

 2. One-half of the students make “Three-Minute Pitch” First Round presentations 

     Other students discuss targeting and other frameworks and principles 

 

 3. One-half of the students practice the principles of persuasion. 

     Other students revise and re-deliver their “Three-Minute Pitch” in small groups 

 

 4. One-half of the students practice the principles of persuasion. 

            Other students revise and re-deliver their “Three-Minute Pitch” in small groups 

 

 5.  Preparation for tomorrow: 

 

           a.   Prepare for the Job Interview Exercise to be conducted on Tues., Jan. 12. 

Prepare to be interviewed and to interview your partner (using the information 

your partner gave you) 

 

b. Prepare for the Personal Influence Exercise to be conducted on Tues., Jan. 12 

(some students will make presentations in the small groups) 

 

c. Prepare for the Cigarette Tax Exercise to be conducted on Wed. Jan 13. Write 

your executive summary and statistical chart. Submit a single document 

containing both the executive summary and statistical chart by 8:00am on 

Tues., Jan. 12. Bring a copy of these two items to your small group meeting 

on Tues. Jan. 12  

   

  d.   Read “Donna Dubinsky and Apple Computer, Inc. (A),” pp. 1-14 

 

e.   Read Gary Orren, “Background Memo on the Nixon Checkers Speech,” p.1-2 
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Tuesday, Jan. 12:    
 

 

    1.  Discussion of “Donna Dubinsky and Apple Computer” 

       

 2. Viewing and discussing Richard Nixon’s “Checkers Speech” 

 

3.  One half of the students meet in small groups to prepare for the Cigarette Tax 

Exercise.  Each group prepares its arguments, visuals, and selects a presenter. Also some 

students may make Personal Influence presentations in the small groups. 

 Other students conduct the Job Interview Exercise.  Debrief of the exercise 

 

4.  One half of the students meet in small groups to prepare for the Cigarette Tax 

Exercise.  Each group prepares its arguments, visuals, and selects a presenter. Also some 

students may make Personal Influence presentations in the small groups.  

Other students conduct the Job Interview Exercise.  Debrief of the exercise 

 

 5.  Preparation for tomorrow: 

 

 

a. Prepare for the Going to Scale exercise to be conducted on Thurs., Jan. 14. 

Bring your notes and good ideas (including some statistical evidence) to your 

small group meeting on Wed. Jan. 13 

 

b. Students who will be speaking in the Cigarette Tax Exercise on Wed. Jan. 13 

prepare their presentations  

 

c. Winners from Round One of the “Three-Minute Pitch” prepare for Round 

Two 

 

d. Bring a well-charged smartphone and/or tablet to class for videotaping on 

Wednesday, Jan. 13 

 

Looking Ahead:  The reading and writing for Wednesday night and Thursday night 

are substantial.  You may want to get a head start on that 
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Wednesday, Jan. 13: 

 

 1.  “Three-Minute Pitch” Round Two Presentations 

 

 2.   Strategic Communication 

      

3.  One-half of the students meet in small groups to prepare for the Going to Scale 

Exercise 

     Other students conduct the Cigarette Tax Exercise 

 

4.  One-half of the students meet in small groups to prepare for the Going to Scale 

Exercise 

      Other students conduct the Cigarette Tax Exercise  

   

 5.  Preparation for tomorrow: 

 

a. Read Gary Orren, “The Decision to Launch the Space Shuttle Challenger;”  

“Group Process in the Challenger Launch Decision (A),” pp. 1-13 

 

b. Read “Institute for Healthcare Improvement:  The Campaign to Save 100,000 

Lives,” pp. 1-36 

 

c. Read “Vision and Strategy:  Paul O’Neill at OMB and Alcoa” Abridged, pp. 1-

16 

 

d. Write feedback notes on the persuasion skills of your small group peers and 

yourself.  Bring these notes with you to the afternoon small group meeting on 

Thurs., Jan. 14.  Also bring your Personal Persuasion Profile Audit (based on the 

results of your 360 degree PPP survey) with you to the Jan. 14 small group 

meeting 

 

e. Students who will be speaking in the Going to Scale Exercise on Thurs. Jan. 14 

prepare their presentations 
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Thursday, Jan. 14: 

 

 

1.  Persuading with Numbers and Words:  Discussion of the Challenger Space Shuttle 

 

2.  Discussion of “Institute for Healthcare Improvement:  The Campaign to Save 100,000 

Lives” 

Discussion of “Vision and Strategy:  Paul O’Neill at OMB and Alcoa 

 

3.  One half of the students meet in small groups to give and receive feedback on their 

persuasion skills 

Other students conduct the Going to Scale Exercise 

 

4.  One half of the students meet in small groups to give and receive feedback on their 

persuasion skills 

Other students conduct the Going to Scale Exercise 

 

5.  Preparation for tomorrow: 

 

  a. Read:  Gary Orren, “Background Note on the Civil War, the Battle of   

  Gettysburg, and Joshua Lawrence Chamberlain,” pp. 1-3; Michael Shaara, The 

  Killer Angels (Ballantine Books, 1974), pp. 17-32 

 

b. Write memo for “Making Chinese the Language of Instruction in Hong Kong.”  

Submit one copy by 8:00 am on Friday, Jan. 15 

 

c. Read Malcolm Gladwell, “Physical Genius,” The New Yorker, August 2 1999, 

pp.57-60, 62-66  

 

d. Winners from Round Two of the “Three-Minute Pitch” prepare for the Final 

Round 

 

Friday, Jan. 15: 

 

1.  Discussion of “Making Chinese the Language of Instruction in Hong Kong”  

Voting for “Most Persuasive Students” 

 

 2.  Discussion of Chamberlain at Gettysburg (Killer Angels) 

      The Three Ps 

 

 3.  The “Three-Minute Pitch” Final Round Presentations 

 

 4.  Conclusion 

     Nature vs. Nurture: Can We Learn to Be More Persuasive? 

      The Primacy of Practice 

      In Dreams Begin Responsibility 
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     GARY ORREN 
 
For 46 years Gary Orren has taught at Harvard University, where he is the V.O. Key, 
Jr. Professor of Politics and Leadership. He also has taught frequently at Oxford 
University in England and at the University of Switzerland. 
  
A leading expert on public opinion, politics, and persuasion, his books include:  
Equality in America: The View from the Top, The Electronic Commonwealth: The 
Impact of New Media Technologies on Democratic Politics,  Media Polls in American 
Politics, and Media and Momentum: The New Hampshire Primary and Nomination 
Politics. 
 
He serves as a consultant on strategy and communications to corporations, 
government agencies, and non-profit organizations around the globe.  He also has 
conducted and analyzed opinion polls for many clients, including the Washington 
Post, the Boston Globe, and the New York Times.  He played a leading role in the 
creation of the first national news media poll, the New York Times/CBS News Polll.  
 
A self-confessed “political junkie,” Gary Orren has worked as a political adviser in 
local, state, and national election campaigns in the U.S. and other countries.  He 
served on the national political party commissions that drafted the rules for the U.S. 
presidential nomination process.  He also has assisted ABC television news as an 
expert analyst in its coverage of election night results. 
 
Professor Orren is a popular lecturer and public speaker. Currently, his lectures and 
talks (like his research and writing) are devoted to the subject of persuasion.  An 
intensive seminar on “The Science and Art of Persuasion” which he delivers to 
executives and leaders from the private, public, and non-profit sectors has won high 
praise from audiences in the U.S. and abroad. 
 
Born and raised in Kansas City, Missouri, Gary Orren graduated summa cum laude 
with high honors in Government from Oberlin College.  With financial support from 
the Danforth Foundation and the Woodrow Wilson Foundation, he continued his 
studies at Harvard University where he received a Ph.D. in Political Science.  While 
studying at Harvard, he was awarded the Frederick Sheldon Fellowship and the 
Toppan Prize for best dissertation in political science. 
 
On leave from Harvard, he worked for three years at City Year, a national youth 
service program, first as a team leader of a dozen young people in their daily 
community service, and then as Director of National Policy. For ten years he served 
on City Year's National Board of Trustees.  
 
In his free time, he enjoys string instruments—playing some (violin, guitar, banjo, 
and ukulele) and playing with others (a tennis racket).  An avid baseball fan, he and 
his son are completing a 26-year odyssey visiting every Major League baseball park.   
 
His late wife, Merle, was a neuro-psychologist who specialized in the rehabilitation of 
brain-injured patients. They have two grown children and two grandchildren. 


