Techniques of Persuasion
The ability to analyze and evaluate arguments is probably the most valuable life skill students can learn in school. That’s why we study rhetoric, or the art of persuasion, and practice rhetorical analysis, the examination of components of an argument and their effect on an audience. When analyzing or designing your own arguments, the first thing to do is to decide who the intended audience is and the purpose of the writer or speaker.  
The best arguments rely on all three of the following classical strategies:
1. Logos – Logical appeal – appeals to the intellect; reasoning ability of audience.  Logos appeals are usually more dispassionate.
A. Inductive reasoning – specific to general – most scientific discoveries are based on inductive reasoning.  Ex. A large sample of smokers is tested and followed for years, leading to the conclusion that smoking is a cause for lung cancer.
B. Deductive reasoning – general to specific – a general statement is made and evidence is found to support that statement.  Most expository writing is based on deductive reasoning.
Syllogism:  deductive reasoning where a conclusion is derived from two premises


Example:  All men (and women) are mortal.



     Greeks are men.



    So Greeks are mortal.

Enthymeme:  an informal syllogism where the major premise is unstated.



   Example:  Socrates is a man.

Socrates must be mortal.  (major premise -  unstated -is “All 
men are mortal”
Logical reasoning relies on:


A.   
Facts as evidence

B.
Research

C.
Tradition (precedent)

D.
Authorities

E.
Cause/effect

F.
Analogies

G.
Effective metaphors
Logical Fallacies:
A. Hasty generalization:  coming to a conclusion on the basis of insufficient evidence.

B. Non Sequitur: the claims, reasons, etc, fail to connect logically
C. Faulty analogy:  inaccurate or inconsequential comparisons between two objects or concepts
D. Faulty causality:  the false assumption that because one event or action follows another, the first necessarily causes the second
E. Begging the question:  assuming as true the claim that is disputed; circular reasoning

F. Equivocation: using deceptive language (semantics) to give the appearance of truth

2. Pathos – Emotional Appeal – passion stirs most people.  A wise writer will use a relaxed tone and appeal to the basic needs of all people; physical, psychological, and social
Strategies used by writers:

A.  
Connotative diction, imagery, and metaphors

B.
Appeal to pity, compassion
C. Carefully crafted syntax such as parallelism, repetition, etc.
Emotional Fallacies
A. Scare tactics:  Using exaggerated threats or dangers to influence

B. Either-Or Choice: Simplifying arguments by reducing the options to two choices, one of which is made to seem vastly superior to another

C. Slippery Slope:  today’s small problem is presented as a possible catastrophe tomorrow; often these are also scare tactics.
D. Sentimental appeals:  arguments that use emotions excessively to distract readers from facts
E. Bandwagon appeals:  arguments that urge people to follow the same path everyone else is taking

3. Ethos – Ethical Appeal – the writer or speaker establishes credibility with the audience.  They try to present themselves as people very like the audience (or how the audience would like to be perceived) and/or a reliable, reasonable person.
Strategies used by writer:

A.
Make qualified claims (perhaps, some, many; notes exceptions)
B.
Relates opposing view(s) accurately and fairly
C.
Associates self with relevant authorities; makes relevant allusions
D.
Uses first person plural pronouns – “we”, “us” to establish a relationship between the writer and audience
Fallacies of ethical arguments:

A. Appeals to false authorities: a claim is made based on the expertise of someone (sometimes themselves) who lacks proper credentials

B. Dogmatism:  asserting or assuming that a particular position is the only one conceivable acceptable

C. Moral Equivalence:  suggesting that serious wrongdoing does not differ in kind from minor offenses

D. Ad Hominem arguments:  are attacks directed at the person rather than the claims he or she make

Rhetorical Devices used in persuasion:

A. Repetition

B. Allusion

C. Parallelism/Antithesis

D. Rhetorical questions
