Methods of Persuasion

Aristotle believed that there were 3 main methods to persuade or to appeal to someone in speech or in writing:

Ethos, Logos, and Pathos

Ethos has given us the word “ethical,” but a more relevant modern-day translation would be image, and the character implied through that image. If you make an appeal to ethos, this means that you present yourself well, you sound like you know what you’re talking about, you have credibility, you can speaking authoritatively on the subject at hand, and/or you use good references and the weight of authority to support your argument. 

Logos has given us the words “logic” and “logical” and it means just that: it is the appeal to logic, the ability to use rational thinking and reason to build and support an argument. 

Pathos has given us the word “pathetic” and it is a word in English that means “passion.” It is the appeal to emotions, the ability to trigger emotional responses in your audience and thereby convince them of your point of view. 

In his own words:


There are, then, these three means of effecting persuasion. The [person] who is to be in command of them must, it is clear, have the power to (1) evince a personal character that will make his speech credible (ethos), (2) stir the emotions of his hearers (pathos), and (3) reason logically (logos) (Book I, Chapter 2).
Such was his advice to the effective rhetorician (meaning you!).

