Robert Christian Hudson

English 411-010

Dr. Brockman

March 13, 2002

Rhetorical Overview

In the Treadwell Developers, Inc., Gets Caught in the Middle case I was the Assistant Project Manager for Treadwell Developers Inc. My audience is John Alspaugh who is the Principal for Commercial Facilities. John’s firm has a history of delivering blueprints behind deadline, and his most recent blueprints were so extremely poor in quality that the City Planning Commission couldn’t even read them. The Commission requires a new, legible blueprint copy in two days or they will be forced to reschedule their meeting with Treadwell Developers. The letter is written in plain style elocutio, and it is deliberative oratory. This is a high-context culture situation because Mr. Alspaugh and I are both intimately familiar with the details of building and architecture and therefore little explanation is required. The inventio was obtained by both artistic and inartistic means. The artistic came from firsthand knowledge of the poor quality of the prints. The inartistic came from secondhand information my boss the Project Manager had with the City Planning Commission’s office.

1. Topoii~ the topoii for this business letter is Cause and Effect. Alspaugh, Jordan, and Vineski Associates delivered poor quality blueprints, and they delivered them late. This caused my firm, Treadwell Developers, to write them a letter straightening the situation out and warning them if the trend continued what course of action Treadwell would be forced to take.

2. Exordium~ grabbed the audiences attention so that Mr. Asplaugh will be attentive, benevolent, and docile. There is also some background information to remind Mr. Asplaugh of our phone conversation, but not enough to warrant a full Narratio because our conversation only took place last week.

3. Confirmatio~ arranged arguments from most important and most specific to least important and least specific. My most important argument is that if the trend continues my company will stop working with Mr. Alspaugh’s firm, the next most important argument is the poor condition of the previous prints, and my most important argument is the deadline of March 13.

4. Refutatio~ anticipated the argument Mr. Asplaugh will be most likely to use and used it to strengthen my argument by refuting it before he can actually use it against me.

5. Peroratio~ summarized my letter in hopes of driving my point home and moving the audience to action. This is important because it is the last thing the audience will read, and will remember it more easily than other portions of the letter.

6. Example~ included many examples of the poor quality of the prints.

7. Enthymeme~ presented the audience with the high probability that if the commission didn’t get their copy, then they will have to reschedule.

8. Logos~ presented the audience with the facts and evidence in hopes that it will persuade Mr. Asplaugh to create better prints next time.

9. Pathos~ presented the Mr. Asplaugh with an emotional appeal and explained that if he continued producing poor copies and delivering them late he would loose a customer.

10. Persona~ presented the audience with a commanding persona. I want this persona to be forceful and persuasive but I don’t want to be too overbearing and have Mr. Asplaugh quit the project before the City Planning Commission sees the plans.

11. Cognitive Dissonance~ Mr. Asplaugh values the artistry of the blueprints, however; Treadwell needs the administrative requirements to be met as well. If Asplaugh cannot meet the demands of Treadwell, Treadwell is forced to seek other architects that can produce quality prints, and meet deadlines.

12. Situational Ethics~ It was unethical of Asplaugh, Jordan, and Vineski Associates to deliver the bad set of blueprints to the City Planning Commission. It was also unethical of them to habitually deliver the blueprints late, or just before deadlines.

13. Primary Audience~ John Alspaugh is the head architect and primary audience. This report is written primarily for him, since he is the one I am attempting to persuade to make higher quality prints and to deliver them on time. He will probably view this letter in a negative way, because it is prompting him to pay attention to administrative details (which he clearly does not like to do) instead of only the artistic details of drawing the blueprints up.

14. Secondary Audience~ Rand McNamara is the Project Manager of Treadwell Developers and is the secondary audience. He instructed me to write this letter in response to Mr. Alspaugh’s actions. Therefore, it is probable that McNamara will like to see this letter before it is sent to Alspaugh.

15. Lucidity~ I used Enargia to aid lucidity by stating the facts in a narrative form, like one should in the recital of past events. By literally describing the scene, instead of plainly telling what happened, I produced a vivid picture in the audience’s mind. This is much more useful in persuading the audience, since I am able to “paint” the audience’s mental picture by using adjectives and a narrative that best compliment my argument.

16. Teamwork~ This is almost a perfect example of what Andrews was trying to tell us in her textbook about the positives and negatives of working as a team. By working as a team, Asplaugh brings the positive aspects of his artistic talents in creating very detailed blueprints. He unfortunately has the negative side-effects of not having very good organizational skills, which hinders our teamwork effort.

