
Persuasion/
Commercials/PSA

According to Aristotle and the many authorities that would echo him, is brought about through three kinds of proof or persuasive appeal:

Ethos (Credibility),or ethical appeal, means convincing by the character of the author. We tend to believe people whom we respect. One of the central problems of argumentation is to project an impression to the reader that you are someone worth listening to, in other words making yourself as author into an authority on the subject of the paper, as well as someone who is likable and worthy of respect.
Pathos (Emotional) means persuading by appealing to the reader's emotions. We can look at texts ranging from classic essays to contemporary advertisements to see how pathos, emotional appeals, are used to persuade. Language choice affects the audience's emotional response, and emotional appeal can effectively be used to enhance an argument.
Logos(Logical) means persuading by the use of reasoning. This will be the most important technique we will study, and Aristotle's favorite. We'll look at deductive and inductive reasoning, and discuss what makes an effective, persuasive reason to back up your claims. Giving reasons is the heart of argumentation, and cannot be emphasized enough. We'll study the types of support you can use to substantiate your thesis, and look at some of the common logical fallacies, in order to avoid them [image: ]
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PERSUASIVE DEVICES

. Testimonial —

. Humor —

. Plain Folks —

. Bandwagon —

. Transfer —

. Exigency —

. Heartstring —

. Card Stacking —

. Flag Waving —

A famous person or a believable person promotes or says he or she is
committed to this cause. (Example: A teen celebrity coming out
against underage drinking.

The use of comedy to promote a cause.

Common people say it is a good cause, so you are supposed to think
they are honest like you are and are telling the truth.

Everyone is joining or doing it, so you should too.

Associating one positive thing with another, different, thing.
(Example: Well-dressed kids who are having fun tell you not to do
drugs.)

Urgency. There is no time to delay. Hurry! Run!

An appeal to your emotions. You will feel guilty if you don’t
contribute to the cause.

The use of facts and statistics to promote your cause or service.
Generally you use the facts and stats that support your client. You
might use one weak or negative item to prove to us that you are
honest.

A special kind of transfer. Use of patriotism (a special feeling for
country or community) to promote your cause.




