Name:  __________________________
    Section: ___________     Date:  __________
My Vendor Is Better Than Your Vendor!




(Persuasion)

Frank and Jan were caught in an argument.  They had designed a new electrical housing to be used in the construction of small motors.  The engineers had received clearance from the project manager to go ahead and work with purchasing to assemble some quotes on materials for the new housing.  Frank preferred a local vendor, telling Jan that because that vendor was closer to them, they could exert more control over the process.  Jan argued that the vendor was too high, and the high material costs would drive up the final cost of the part, making it unattractive to prospective buyers.  Jan favored a vendor in El Paso, TX, far away from their factory in Dayton.  Frank countered that the shipping cost on materials from El Paso would make the ultimate cost of the material equal.  Jan stated that the sales reps from the El Paso firm were more customer oriented than the local firm.  When pressed by Frank to explain “customer orientation,” Jan mentioned that the sales reps were always willing to take the design engineers out to lunch, or could come up with great basketball tickets.  Frank mentioned that in his 15 years as a design engineer, he had always picked reliable and responsive vendors, and that even the Purchasing department never went against his wishes.  Both engineers decided to gather their materials and let the Project Manager decide on the vendor.

1. What is the definition of persuasion?

2. List and describe the three bases for persuasive messages.

3. List an example of each base of persuasive message from the scenario.

4. Choosing from the three bases of persuasive messages, what could Jan do to make her argument more persuasive?

