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I. Introduction

A. You may look at this rubber band and say, “What would I want that for?” 

B. Well today, this rubber band is going to change your life as it changed mine!

II. First Appeal

A. For only five dollars, you can own the rubber band that enticed me to study and earn recognition on the dean’s list during college.

B. Rhetorical Question:  Have you ever looked at successful people and wondered, “How do they do it?”  I’ll tell you today, it is because they have the rubber band.

C. Emotion or Logical Appeal Explanation:

When I couldn’t pay attention, when even sixteen ounces of Starbucks coffee wouldn’t keep me awake during lectures in Asian History, the rubber band pulled me through.  The sharp pinch of pain it provided before falling asleep kept me alert.
III. Second Appeal

A. You’ll never fail again with the rubber band.

B.  Simile or Metaphor of the product to its importance in life:  Like your Saint Viator High School agenda, the rubber band kept me on track.  

C. Emotion or Logical Appeal Explanation:

If you want to do well in school too, you need to buy the rubber band.  My grade point average rose from 3.7 to 4.0 in only one semester after using the rubber band.  The constant pinch it provided forced me to study even harder.
IV. Third Appeal

A. And finally, don’t forget that the rubber band will improve your life dramatically.

B.  Rhetorical Question:  Do you want to get a discount on your car insurance?  It is possible with the rubber band.

C. Emotion or Logical Appeal Explanation:

I was paying over $1200.00 a year on auto insurance.  After using the rubber band, my rate dropped to under $800 due to my good student discount.

V. Conclusion

A. Don’t wait another minute.  Order the rubber band now.

B. Clinching emotional or logical appeal/ Rhetorical Question:  Don’t you want your life to be easier?

