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Attention Need Satisfaction Visualization Action

The Motivated Sequence

HOOK PROBLEM
CAUSE

ETHOS, LOGOS, 
PATHOS

CALL TO
ACTION

Monroe's Motivated Sequence: The Five Steps

Alan H. Monroe, a Purdue University professor, used the psychology of persuasion to 
develop an outline for making speeches that will deliver results. It's now known as 
Monroe's Motivated Sequence.

This is a well-used and time-proven method to organize presentations for maximum 
impact. You can use it for a variety of situations to create and arrange the components of 
any message. This pattern has been so successful in motivating action, that it’s basically the 
pattern we see in every infomercial and commercial. 

My favorite example? The WaxVac
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http://youtu.be/Htbo1yW6qeU
Image: Source: 
http://www.wired.com/images_blogs/underwire/2013/02/waxvac.jpg
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Attention Need Satisfaction Visualization Action

The Motivated Sequence

HOOK PROBLEM
CAUSE

ETHOS, LOGOS, 
PATHOS

CALL TO
ACTION

1. Attention: Blue screen, guy screaming, STOP
2. Need (Problem): We shouldn’t use cotton swabs to clean our ears. They even warn us. 
3. Solution (Satisfaction): WaxVac
4. Visualization: 

Benefit of Adopting Solution: Safe for the whole family, Quiet/Safe/Effective, Look 
at everyone smiling
Negatives If We Don’t: Doctor – It can cause significant damage. You’ll have to 
pound your head if you get water in ears. Other ear cleaners don’t work or hurt!

5. Call to Action: Order WaxVac now for only $10. Call now and we’ll double the offer.
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https://waynetothemax.files.wordpress.com/2015/03/img_5559.jpg?w=640&h=425

HOOK THE AUDIENCE

Step One: Get Attention

Get the attention of your audience. Use storytelling, humor, a shocking statistic, or a 
rhetorical question – anything that will get the audience to sit up and take notice.

Note: This step doesn't replace your introduction – it's part of your introduction. In your 
opening, you should also establish your credibility, state your purpose, and let the audience 
know what to expect. 

How can we do this in library instruction?
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http://2.bp.blogspot.com/-t_HtEEITNIQ/U1elZXF90pI/AAAAAAAAAsY/H8Ki6VCJxyA/s1600/mazlo-Fi.png

NEED

Step Two: Establish the Need

Convince your audience there's a problem. This set of statements must help the audience 
realize that what's happening right now isn't good enough – and it needs to change.
• Use statistics to back up your statements.
• Talk about the consequences of maintaining the status quo and not making changes.
• Show your audience how the problem directly affects them.

Remember, you're not at the "I have a solution" stage. Here, you want to make the 
audience uncomfortable and restless, and ready to do the "something" that you 
recommend. Play upon the needs that all people have: basics, safety, belonging, self-
esteem, and self-actualization

Need: 
Examples and illustrations:
Consequences
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SATISFACTION

Step Three: Satisfy the Need

Introduce your solution. How will you solve the problem that your audience is ready to 
address? This is the main part of your presentation. It will vary significantly, depending on 
your purpose.
• Discuss the facts.
• Elaborate and give details to make sure the audience understands your position and 

solution.
• Clearly state what you want the audience to do or believe.
• Summarize your information from time to time as you speak.
• Use examples, testimonials, and statistics to prove the effectiveness of your solution.
• Prepare counterarguments to anticipated objections.
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VISUALIZATION

Step Four: Visualize the Future

Describe what the situation will look like if the audience does nothing. The more realistic 
and detailed the vision, the better it will create the desire to do what you recommend. Your 
goal is to motivate the audience to agree with you and adopt similar behaviors, attitudes, 
and beliefs. Help them see what the results could be if they act the way you want them to. 
Make sure your vision is believable and realistic.

You can use three methods to help the audience share your vision:
1. Positive method – Describe what the situation will look like if your ideas are adopted. 

Emphasize the positive aspects.
2. Negative method – Describe what the situation will look like if your ideas are rejected. 

Focus on the dangers and difficulties caused by not acting.
3. Contrast method – Develop the negative picture first, and then reveal what could 

happen if your ideas are accepted.

9



ACTION

Step Five: Action/Actualization

Your final job is to leave your audience with specific things they can do to solve the 
problem. You want them to take action now. Don't overwhelm them with too much 
information or too many expectations, and be sure to give them options to increase their 
sense of ownership of the solution. This can be as simple as inviting them to have some 
refreshments as you walk around and answer questions. For very complex problems, the 
action step might be getting together again to review plans.

Key Points

For some of us, persuasive arguments and motivational speaking come naturally. The rest 
of us may try to avoid speeches and presentations, fearing that our message won't be well 
received. Using Monroe's Motivated Sequence, you can improve your persuasive skills and 
your confidence.

Get the attention of your audience, create a convincing need, define your solution, 
describe a detailed picture of success (or failure), and ask the audience to do something 
right away: It's a straightforward formula for success that's been used time and again. Try it 
for your next presentation, and you'll no doubt be impressed with the results!
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http://youtu.be/QwRISkyV_B8

ShamWow

Image Source: http://productreviewsby.me/wp-content/uploads/2009/08/shamwow.png

Let’s Practice:  We’ve discussed the ShamWow commercial before but now look at in in 
terms of Monroe’s Motivated Sequence.

Distribute “Monroe’s Motivated Sequence Student Worksheet” and have students 
complete it individually after watching the ShamWow commercial.  Discuss as a class.
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http://www.ted.com/talks/graham_hill_less
_stuff_more_happiness
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How can this sequence be adapted 
for information literacy?
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