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MASTERING THE ART OF PERSUASION: THE PROBLEM
SOLUTION PERSUASIVE SPEECH OUTLINE

Imagine standing in front of an audience, your heart pounding, as
you prepare to convince them to take action. Whether you are
pitching a new policy, advocating for social change, or presenting
a  business  solution,  the  ability  to  structure  your  argument
effectively can make the difference between a forgettable speech
and  a  transformative  one.  A  Problem Solution  Persuasive
Speech Outline  is  one of  the most powerful  frameworks for
motivating  listeners  to  embrace  your  point  of  view.  By  first
establishing  a  clear,  relatable  problem and  then  proposing  a
feasible solution, you guide your audience logically from concern
to  commitment.  This  article  will  walk  you  through  every
component  of  this  outline,  explain  why it  works,  and provide
practical tips to craft a speech that resonates deeply and drives
action.

WHY THE PROBLEM SOLUTION STRUCTURE WORKS

Human beings are wired to respond to narratives that begin with
tension  and end with  resolution.  The  problem-solution  format
mirrors  this  natural  cognitive  pattern.  When  you  present  a
problem,  you  create  intellectual  and  emotional  dissonance—a
sense  that  something  is  wrong  and  needs  to  be  fixed.  Your
audience  becomes  mentally  engaged  because  they  want  to
resolve  that  dissonance.  Then,  by  offering  a  clear,  actionable
solution, you satisfy that need, making your proposal feel like the
obvious and necessary choice.
From a rhetorical standpoint, the problem-solution outline also
leverages pathos (emotional appeal) and logos (logical appeal)
simultaneously.  The  problem  section  often  taps  into  fear,
frustration, or empathy, while the solution section builds hope,
confidence,  and  a  sense  of  agency.  This  combination  is  highly
persuasive because it acknowledges the audience’s concerns and
then empowers them with a way forward.

CORE COMPONENTS OF A PROBLEM SOLUTION
PERSUASIVE SPEECH OUTLINE

A well-structured outline typically includes four main parts: an
introduction, a detailed description of the problem, a presentation
of  the  solution,  and  a  conclusion  that  calls  for  action.  Each
section serves a distinct purpose in building your case.

1. The Engaging
Introduction
The  introduction  is  your  first—and  sometimes  only—chance  to
capture attention. Begin with a hook that immediately signals the
relevance  of  the  topic.  This  might  be  a  startling  statistic,  a
compelling anecdote, a rhetorical question, or a vivid description
of a scenario your audience can relate to.
For example, if your speech is about reducing plastic waste, you
could open with: “Every minute, the equivalent of one garbage
truck of plastic enters our oceans. By the time you finish listening
to this speech, more than 200,000 pounds of plastic will have

been added to marine ecosystems.” This type of opening creates
an emotional and intellectual jolt.
After  the  hook,  clearly  state  your  thesis:  what  specific  problem
are you addressing,  and what  is  your  proposed solution? For
instance: “Today I will show you that our reliance on single-use
plastics is destroying marine life and human health, and I will
present a three-step plan to dramatically reduce plastic pollution
through local legislation, corporate responsibility, and individual
action.”
Finally, include a brief preview of your main points. This roadmap
helps your audience follow your logic. You might say: “First, I’ll
explain the severity of  the plastic  crisis.  Then,  I’ll  outline my
proposed solution. Finally, I’ll show you how you can be part of
the solution starting today.”

2. The Problem Section:
Establishing Urgency
This is where you build the case that something is wrong and
demands attention. Your goal is to make the problem feel real,
significant,  and relevant to your audience.  Use a combination of
facts, examples, and emotional narratives.

Define the problem clearly: Avoid vague statements. Be
specific about what the problem is, who it affects, and its
consequences. For instance, instead of saying “pollution is
bad,” say “microplastics have been found in 83% of tap
water samples worldwide, and studies link them to
hormonal disruptions and cancer.”
Provide evidence: Use statistics, expert opinions, case
studies, and real-world examples. Cite credible sources
when possible. This builds trust and reinforces your
authority.
Show the impact on the audience: Connect the problem
directly to your listeners’ lives. Explain how it affects their
health, finances, community, or future. A problem that feels
distant is less motivating than one that feels personal.
Acknowledge counterarguments: If you anticipate
skepticism (e.g., “Plastic recycling is already working”),
address it honestly and refute it with reasoning. This
demonstrates fairness and strengthens your argument.

To  structure  this  section  effectively,  you  might  organize  it  into
sub-points:  the  scope  of  the  problem,  its  causes,  and  its
consequences. Each sub-point should build on the previous one,
escalating the sense of urgency.

3. The Solution Section:
Offering a Path Forward
Once your audience feels the weight of the problem, they will be
receptive  to  a  solution.  This  section  must  be  specific,  practical,
and presented in  a  way that  seems achievable.  Avoid  overly
complex or idealistic plans that feel unrealistic.

Present your solution clearly: State what you are1.
proposing in a single, memorable sentence. Then break it
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down into concrete steps or components.
Explain how it works: Describe the mechanism of your2.
solution. For the plastic example, you might propose a ban
on single-use plastic bags, a deposit system for bottles, and
a public education campaign. Use bullet points or
numbered steps to make it easy to follow.
Provide evidence of feasibility: Show that similar3.
solutions have worked elsewhere. For example: “Cities like
San Francisco and Seattle have reduced plastic bag usage
by over 70% after implementing a simple fee. We can
achieve similar results here.”
Address potential objections: Anticipate concerns such4.
as cost, inconvenience, or political hurdles. Offer realistic
counterarguments. For instance, if critics say a plastic ban
will hurt businesses, present data showing that businesses
often thrive after adapting—and even gain customer
loyalty.
Highlight benefits: Emphasize the positive outcomes of5.
adopting your solution. These should connect back to the
problem you outlined: cleaner environment, better health,
economic savings, etc. Use vivid language to paint a
picture of a better future.

An  effective  technique  is  to  present  the  solution  as  a  series  of
small, incremental steps that build toward a larger change. This
makes the proposal less intimidating and more actionable.

4. The Conclusion: Inspiring
Action
Your  conclusion  is  your  final  opportunity  to  move  the  audience.
Summarize  your  main  points  briefly,  but  avoid  simply  repeating
them.  Instead,  restate  the  urgency  of  the  problem  and  the
elegance of your solution with renewed passion.
End  with  a  strong  call  to  action  (CTA).  This  should  be  specific,
immediate,  and doable.  For example: “I  urge you to sign our
petition, which I have on the table at the back of the room. Then,
commit to refusing one plastic item per day for the next week.
And please, share this message with three friends. Together, we
can turn the tide on plastic pollution.”
A  powerful  conclusion  often  returns  to  the  opening  hook:
“Remember that garbage truck of plastic we talked about? By
taking these simple steps, you can help stop it before it reaches
our  children’s  oceans.”  This  creates  a  sense  of  closure  and
emotional resonance.

VARIATIONS OF THE PROBLEM SOLUTION OUTLINE

While the basic structure is robust, you may adapt it for different
contexts. For instance:

Monroe’s Motivated Sequence: Developed by Alan
Monroe, this five-step model (Attention, Need, Satisfaction,
Visualization, Action) is essentially a refined version of the
problem-solution outline. It adds a visualization step where
you ask the audience to imagine the positive outcomes of
adopting your solution.
Comparative problem-solution: If you are advocating
for a specific solution among alternatives, you can compare
your solution against others. This works well in policy
debates or product pitches.
Causal problem-solution: Focus on explaining the root
causes of the problem in depth, then show how your
solution directly addresses those causes. This is effective

for complex issues like systemic inequality or climate
change.

PRACTICAL TIPS FOR CRAFTING YOUR SPEECH

Beyond  the  outline,  excellent  delivery  and  language  choices
matter. Here are some guidelines:

Use inclusive language: Instead of “you need to do this,”
say “we can work together to achieve this.” This fosters a
sense of shared responsibility and community.
Vary sentence length: Mix short, punchy statements with
longer, descriptive ones. This maintains rhythm and holds
attention.
Incorporate stories: Narratives are more memorable
than raw data. If possible, share a brief story of someone
affected by the problem, or someone who benefited from a
similar solution. This humanizes the issue.
Practice transitions: Smooth transitions between
sections help the audience follow your logic. Use phrases
like “Now that we understand the severity of the problem,
let’s examine a proven solution.”
Test your speech aloud: Read your outline aloud to
check if the flow feels natural. Adjust wording that sounds
stiff or overly formal.

EXAMPLE SCENARIO: A PROBLEM SOLUTION SPEECH
OUTLINE

To illustrate, here is a condensed outline for a speech on reducing
food waste in households:
Introduction: “Imagine throwing away a third of every grocery
bag you bring home. That’s exactly what the average American
family  does—wasting  nearly  $1,500 worth  of  food each year.
Today I will show you that this waste is harming our wallets and
our planet, and I will present a simple meal planning system that
can slash your food waste by 50% in one month.”
Problem:  Define food waste:  40% of all  food in the US is  never
eaten.  Causes:  overbuying,  poor  storage,  misunderstanding
expiration  dates.  Consequences:  wasted  money,  methane
emissions  from  landfills,  unnecessary  depletion  of  resources.
Solution: Introduce the “Eat What You Buy” method: (1) Plan
weekly meals  around what you already have,  (2)  Use a “first-in,
first-out”  storage  system,  (3)  Learn  to  interpret  date  labels.
Provide evidence: studies show households that meal plan reduce
waste by up to 50%. Cite a successful community program in
Oregon.
Conclusion:  “Food waste is  a problem we can solve starting
tonight. I challenge you to take one hour this weekend to plan
your meals and check your pantry. Share your progress on social
media with #NoWasteWeek. Together, we can save money, feed
more people, and protect the environment—one meal at a time.”

AVOIDING COMMON PITFALLS

Even with a solid outline, some mistakes can undermine your
message. Avoid these:

Overwhelming the audience with data: Use statistics
sparingly; too many numbers can cause listeners to tune
out. Prioritize the most impactful figures.
Presenting a solution that is too vague: “We need to
do something” is unsatisfying. Be concrete: “We need to
implement a citywide composting program by 2026.”
Neglecting to address the audience’s self-interest:
Always show what’s in it for them—whether it’s saving
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money, improving health, or gaining peace of mind.
Ignoring counterarguments: If you pretend no
objections exist, your audience will think you are being
naive. Acknowledge and refute the most common
objections.

CONCLUSION: THE POWER OF A CLEAR STRUCTURE

A Problem Solution Persuasive Speech Outline is more than
just a template—it is  a strategic tool  for moving people from
awareness  to  action.  By  systematically  laying out  a  problem,

making it resonate, and then offering a credible solution, you tap
into the fundamental human drive to fix what is broken. Whether
you are speaking to a classroom, a boardroom, or a community
group, this structure gives your words clarity and force. The best
persuasive  speeches  are  not  merely  informative;  they  are
transformative.  They  change  how  people  see  the  world  and
inspire them to become part of the solution. Start with a strong
outline, fill it with evidence and emotion, and end with a call that
your  audience  cannot  ignore.  That  is  the  way  to  make  your
speech—and your message—truly persuasive.


