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During	an	argument,	people	will	often	say	whatever	is	necessary	to	win.	If	that	is	the	case,	they	would	certainly	need	to	understand	the	three	modes	of	persuasion,	also	commonly	known	as	the	three	rhetorical	appeals:	ethos,	pathos,	and	logos.	In	short,	these	three	words	refer	to	three	main	methods	that	a	person	can	use	to	speak	or	write
persuasively.	As	youre	about	to	find	out,	the	modes	of	persuasion	are	important	because	a	speaker	who	knows	how	to	effectively	use	them	will	have	a	significant	advantage	over	someone	who	doesnt.The	terms	ethos,	pathos,	and	logos	and	the	theory	of	their	use	can	be	traced	back	to	ancient	Greece	to	the	philosophy	of	Aristotle.	Aristotle	used	these
three	concepts	in	his	explanations	of	rhetoric,	orthe	art	of	influencing	the	thought	and	conduct	of	an	audience.	For	Aristotle,	the	three	modes	of	persuasion	specifically	referred	to	the	three	major	parts	of	an	argument:	the	speaker	(ethos),	the	argument	itself	(logos),	and	the	audience	(pathos).	In	particular,	Aristotle	focused	on	the	speakers	character,
the	logic	and	reason	presented	by	an	argument,	and	the	emotional	impact	the	argument	had	on	an	audience.While	they	have	ancient	roots,	these	modes	of	persuasion	are	alive	and	well	today.	Put	simply,	ethos	refers	to	persuasion	based	on	the	credibility	or	authority	of	the	speaker,	pathos	refers	to	persuasion	based	on	emotion,	and	logos	refers	to
persuasion	based	on	logic	or	reason.By	effectively	using	the	three	modes	of	persuasion	with	a	large	supply	of	rhetorical	devices,	a	speaker	or	writer	can	become	a	master	of	rhetoric	and	win	nearly	any	argument	or	win	over	any	audience.	Before	they	can	do	that,	though,	they	must	know	exactly	what	ethos,	pathos,	and	logos	mean.	Fortunately,	we	are
going	to	look	closely	at	each	of	these	three	ideas	and	see	if	they	are	really	as	effective	as	they	are	said	to	be.	Ethos,	pathos,	and	logos	are	the	three	classical	modes	of	persuasion	that	a	person	can	use	to	speak	or	write	persuasively.	Specifically:ethos	(character):	known	as	the	appeal	to	authority	or	the	appeal	to	credibility.	This	is	the	method	in	which	a
person	relies	on	their	credibility	or	character	when	making	an	appeal	or	an	argument.pathos	(emotions):	known	as	the	appeal	to	emotion.	Pathos	refers	to	the	method	of	trying	to	persuade	an	audience	by	eliciting	some	kind	of	emotional	reaction.logos	(logic):	known	as	the	appeal	to	reason.	This	method	involves	using	facts	and	logical	reasoning	to
support	an	argument	and	persuade	an	audience.	What	is	ethos?	The	word	ethos	comes	straight	from	Greek.	In	Greek,	ethos	literally	translates	to	habit,	custom,	or	character.	Ethos	is	related	to	the	words	ethic	and	ethical,	which	are	typically	used	to	refer	to	behavior	that	is	or	isnt	acceptable	for	a	particular	person.In	rhetoric,	the	word	ethos	is	used	to
refer	to	the	character	or	reputation	of	the	speaker.	As	a	rhetorical	appeal,	ethos	is	known	as	the	appeal	to	authority	or	the	appeal	to	credibility.	When	it	comes	to	ethos,	one	important	consideration	is	how	the	speaker	carries	themself	and	how	they	present	themselves	to	the	audience:	Does	it	seem	like	they	know	what	they	are	talking	about?	Do	they
even	believe	the	words	they	are	saying?	Are	they	an	expert?	Do	they	have	some	experience	or	skills	that	tell	us	we	should	listen	to	them?Ethos	is	important	in	rhetoric	because	it	often	influences	the	opinion	or	mood	of	the	audience.	If	a	speaker	seems	unenthusiastic,	unprepared,	or	inexperienced,	the	audience	is	more	likely	to	discount	the	speakers
argument	regardless	of	what	it	even	is.	On	the	other	hand,	a	knowledgeable,	authoritative,	confident	speaker	is	much	more	likely	to	win	an	audience	over.Ethos	often	depends	on	more	than	just	the	argument	itself.	For	example,	a	speakers	word	choice,	grammar,	and	diction	also	contribute	to	ethos;	an	audience	may	react	more	favorably	toward	a
professional	speaker	who	has	a	good	grasp	of	industry	jargon	and	enunciates	clearly	versus	a	speaker	who	lacks	the	necessary	vocabulary	and	fails	to	enunciate.	Ethos	can	also	be	influenced	by	nonverbal	factors	as	well,	such	as	posture,	body	language,	eye	contact,	and	even	the	speakers	choice	of	clothing.	For	example,	a	military	officer	proudly
wearing	their	uniform	bedecked	with	medals	will	go	a	long	way	to	establishing	ethos	without	them	saying	a	single	word.Here	as	a	simple	example	of	ethos:As	a	former	mayor	of	this	city,	I	believe	we	can	solve	this	crisis	if	we	band	together.The	speaker	uses	ethos	by	alerting	the	audience	of	their	credentials	and	experience.	By	doing	so,	they	rely	on
their	reputation	to	be	more	persuasive.	This	as	a	method	of	establishing	ethos	is	common,	and	you	have	probably	seen	it	used	in	many	persuasive	advertisements	and	speeches.	What	are	open-ended	questions	and	how	can	you	use	them	effectively?	Find	out	here.	What	is	pathos?	In	Greek,	pathos	literally	translates	to	suffering,	experience,	or
sensation.	The	word	pathos	is	related	to	the	words	pathetic,	sympathy,	and	empathy,	which	all	have	to	do	with	emotions	or	emotional	connections.	Aristotle	used	the	word	pathos	to	refer	to	the	emotional	impact	that	an	argument	had	on	an	audience;	this	usage	is	still	mainly	how	pathos	is	used	in	rhetoric	today.As	a	rhetorical	appeal,	pathos	is	referred
to	as	the	appeal	to	emotion.	Generally	speaking,	an	author	or	speaker	is	using	pathos	when	they	are	trying	to	persuade	an	audience	by	causing	some	kind	of	emotional	reaction.	When	it	comes	to	pathos,	any	and	all	emotions	are	on	the	table:	sadness,	fear,	hope,	joy,	anger,	lust,	pity,	etc.As	you	probably	know	from	your	own	life,	emotions	are	a
powerful	motivating	factor.	For	this	reason,	relying	on	pathos	is	often	a	smart	and	effective	strategy	for	persuading	an	audience.	Both	positive	and	negative	emotions	can	heavily	influence	an	audience:	for	example,	an	audience	will	want	to	support	a	speaker	whose	position	will	make	them	happy,	a	speaker	who	wants	to	end	their	sadness,	or	a	speaker
who	is	opposed	to	something	that	makes	them	angry.Here	is	a	simple	example	of	pathos:Every	day,	the	rainforests	shrink	and	innocent	animals	are	killed.	We	must	do	something	about	this	calamitous	trend	before	the	planet	we	call	our	home	is	damaged	beyond	repair.Here,	the	author	is	trying	to	win	over	an	audience	by	making	them	feel	sad,
concerned,	or	afraid.	The	authors	choice	of	words	like	innocent	and	calamitous	enforce	the	fact	that	they	are	trying	to	rely	on	pathos.	What	is	logos?	In	Greek,	the	word	logos	literally	translates	to	word,	reason,	or	discourse.	The	word	logos	is	related	to	many	different	words	that	have	to	do	with	reason,	discourse,	or	knowledge,	such	as	logic,	logical,
and	any	words	that	end	in	the	suffixes	-logy	or	-logue.As	a	mode	of	persuasion	and	rhetorical	appeal,	logos	is	often	referred	to	as	the	appeal	to	reason.	If	a	speaker	or	author	is	relying	on	logos,	they	are	typically	reciting	facts	or	providing	data	and	statistics	that	support	their	argument.	In	a	manner	of	speaking,	logos	does	away	with	all	of	the	bells	and
whistles	of	ethos	and	pathos	and	cuts	to	the	chase	by	trying	to	present	a	rational	argument.Logos	can	be	effective	in	arguments	because,	in	theory,	it	is	impossible	to	argue	against	truth	and	facts.	An	audience	is	more	likely	to	agree	with	a	speaker	who	can	provide	strong,	factual	evidence	that	shows	their	position	is	correct.	On	the	flip	side,	an
audience	is	less	likely	to	support	an	argument	that	is	flawed	or	entirely	wrong.	Going	further,	a	speaker	that	presents	a	lot	of	supporting	evidence	and	data	to	the	audience	is	likely	to	come	across	as	knowledgeable	and	someone	to	be	listened	to,	which	earns	bonus	points	in	ethos	as	well.While	Aristotle	clearly	valued	an	argument	based	on	reason	very
highly,	we	know	that	logos	alone	doesnt	always	effectively	persuade	an	audience.	In	your	own	life,	you	have	likely	seen	a	rational,	correct	speaker	lose	an	argument	to	a	charismatic,	authoritative	speaker	who	may	not	have	the	facts	right.Here	is	a	simple	example	of	logos:According	to	market	research,	sales	of	computer	chips	have	increased	by	300%
in	the	last	five	years.	Analysis	of	the	industry	tells	us	that	the	market	share	of	computer	chips	is	dominated	by	Asian	manufacturers.	It	is	clear	that	the	Asian	technology	sector	will	continue	to	experience	rapid	growth	for	the	foreseeable	future.In	this	paragraph,	the	author	is	using	data,	statistics,	and	logical	reasoning	to	make	their	argument.	They
clearly	hope	to	use	logos	to	try	to	convince	an	audience	to	agree	with	them.	Do	you	need	persuading	to	take	this	quiz	on	identifying	ethos,	pathos,	and	logos?	We	think	youll	be	a	champion	at	it.	Examples	of	ethos,	pathos,	and	logos	Ethos,	pathos,	and	logos	can	all	be	employed	to	deliver	compelling	and	persuasive	arguments	or	to	win	over	an	audience.
Lets	look	at	a	variety	of	examples	to	see	how	different	speakers	and	authors	have	turned	to	these	modes	of	persuasion	over	the	years.ethosCome	I	to	speak	in	Caesars	funeral.He	was	my	friend,	faithful	and	just	to	me	[]You	all	did	see	that	on	the	LupercalI	thrice	presented	him	a	kingly	crown,Which	he	did	thrice	refuse:	was	this	ambition?Marc	Antony,
Julius	Caesar	by	William	ShakespeareIn	this	scene,	Marc	Antony	is	trying	to	win	over	the	Roman	people,	so	Shakespeare	has	Antony	rely	on	ethos.	Antony	is	establishing	himself	as	both	a	person	of	authority	in	Rome	(having	the	power	to	offer	Caesar	a	crown)	and	an	expert	on	Caesars	true	character	(Antony	was	Caesars	close	friend	and
advisor).During	the	next	five	years,	I	started	a	company	named	NeXT,	another	company	named	Pixar,	and	fell	in	love	with	an	amazing	woman	who	would	become	my	wife.	Pixar	went	on	to	create	the	worlds	first	computer	animated	feature	film,	Toy	Story,	and	is	now	the	most	successful	animation	studio	in	the	world.	In	a	remarkable	turn	of	events,
Apple	bought	NeXT,	I	returned	to	Apple,	and	the	technology	we	developed	at	NeXT	is	at	the	heart	of	Apples	current	renaissance.Steve	Jobs,	2005Here,	Steve	Jobs	is	providing	his	backgroundvia	humblebrag	of	being	a	major	figure	in	several	different	highly	successful	tech	companies.	Jobs	is	using	ethos	to	provide	substance	to	his	words	and	make	it
clear	to	the	audience	that	he	knows	what	he	is	talking	about	and	they	should	listen	to	him.	Moreover,	though	you	hate	both	him	and	his	gifts	with	all	your	heart,	yet	pity	the	rest	of	the	Achaeans	who	are	being	harassed	in	all	their	host;	they	will	honour	you	as	a	god,	and	you	will	earn	great	glory	at	their	hands.	You	might	even	kill	Hector;	he	will	come
within	your	reach,	for	he	is	infatuated,	and	declares	that	not	a	Danaan	whom	the	ships	have	brought	can	hold	his	own	against	him.Ulysses	to	Achilles,	The	Iliad	by	HomerIn	this	plea,	Ulysses	is	doing	his	best	to	pile	on	the	pathos.	In	one	paragraph,	Ulysses	is	attempting	to	appeal	to	several	of	Achilless	emotions:	his	hatred	of	Hector,	his	infamous
stubborn	pride,	his	sympathy	for	civilians,	and	his	desire	for	vengeance.I	am	not	unmindful	that	some	of	you	have	come	here	out	of	great	trials	and	tribulations.	Some	of	you	have	come	fresh	from	narrow	jail	cells.	Some	of	you	have	come	from	areas	where	your	questquest	for	freedom	left	you	battered	by	the	storms	of	persecution	and	staggered	by	the
winds	of	police	brutality.Dr.	Martin	Luther	King	Jr.,	1963In	this	excerpt	from	his	I	Have	A	Dream	speech,	King	is	using	pathos	to	accomplish	two	goals	at	once.	First,	he	is	connecting	with	his	audience	by	making	it	clear	is	aware	of	their	plight	and	suffering.	Second,	he	is	citing	these	examples	to	cause	sadness	or	outrage	in	the	audience.	Both	of	these
effects	will	make	an	audience	interested	in	what	he	has	to	say	and	more	likely	to	support	his	position.	Dr.	Kings	I	Have	A	Dream	speech	is	recognizable	and	noteworthy	for	many	reasons,	including	the	rhetorical	device	he	employs.	Learn	about	it	here.	logosLet	it	be	remembered	how	powerful	the	influence	of	a	single	introduced	tree	or	mammal	has
been	shown	to	be.	But	in	the	case	of	an	island,	or	of	a	country	partly	surrounded	by	barriers,	into	which	new	and	better	adapted	forms	could	not	freely	enter,	we	should	then	have	places	in	the	economy	of	nature	which	would	assuredly	be	better	filled	up	if	some	of	the	original	inhabitants	were	in	some	manner	modified;	for,	had	the	area	been	open	to
immigration,	these	same	places	would	have	been	seized	on	by	intruders.	In	such	case,	every	slight	modification,	which	in	the	course	of	ages	chanced	to	arise,	and	which	in	any	way	favoured	the	individuals	of	any	of	the	species,	by	better	adapting	them	to	their	altered	conditions,	would	tend	to	be	preserved;	and	natural	selection	would	have	free	scope
for	the	work	of	improvement.Charles	Darwin,	On	the	Origin	of	the	Species,	1859In	this	passage,	Darwin	is	using	logos	by	presenting	a	rational	argument	in	support	of	natural	selection.	Darwin	connects	natural	selection	to	established	scientific	knowledge	to	argue	that	it	makes	logical	sense	that	animals	would	adapt	to	better	survive	in	their
environment.I	often	echo	the	point	made	by	the	climate	scientist	James	Hansen:	The	accumulation	of	carbon	dioxide,	methane	and	other	greenhouse	gasessome	of	which	will	envelop	the	planet	for	hundreds	and	possibly	thousands	of	yearsis	now	trapping	as	much	extra	energy	daily	as	500,000	Hiroshima-class	atomic	bombs	would	release	every	24
hours.	This	is	the	crisis	we	face.Al	Gore,	The	Climate	Crisis	Is	the	Battle	of	Our	Time,	and	We	Can	Win,	2019In	this	call	to	action,	Al	Gore	uses	logos	to	attempt	to	convince	his	audience	of	the	significance	of	climate	change.	In	order	to	do	this,	Gore	both	cites	an	expert	in	the	field	and	provides	a	scientifically	accurate	simile	to	explain	the	scale	of	the
effect	that	greenhouse	gases	have	on	Earths	atmosphere.	What	are	mythos	and	kairos?	Some	modern	scholars	may	also	use	terms	mythos	and	kairos	when	discussing	modes	of	persuasion	or	rhetoric	in	general.Aristotle	used	the	term	mythos	to	refer	to	the	plot	or	story	structure	of	Greek	tragedies,	i.e.,	how	a	playwright	ordered	the	events	of	the	story
to	affect	the	audience.	Today,	mythos	is	most	often	discussed	as	a	literary	or	poetic	term	rather	than	a	rhetorical	one.	However,	mythos	may	rarely	be	referred	to	as	the	appeal	to	culture	or	the	appeal	to	myth	if	it	is	treated	as	an	additional	mode	of	persuasion.	According	to	this	viewpoint,	a	speaker/writer	is	using	mythos	if	they	try	to	persuade	an
audience	using	shared	cultural	customs	or	societal	values.A	commonly	cited	example	of	mythos	is	Kings	I	Have	a	Dream	speech	quoted	earlier.	King	says:When	the	architects	of	our	republic	wrote	the	magnificent	words	of	the	Constitution	and	the	Declaration	of	Independence,	they	were	signing	a	promissory	note	to	which	every	American	was	to	fall
heir.	This	note	was	a	promise	that	all	menyes,	black	men	as	well	as	white	menwould	be	guaranteed	the	unalienable	rights	of	life,	liberty	and	the	pursuit	of	happiness.	Throughout	the	speech,	King	repeatedly	uses	American	symbols	and	American	history	(mythos)	to	argue	that	all	Americans	should	be	outraged	that	Black	Americans	have	been	denied
freedom	and	civil	rights.Some	modern	scholars	may	also	consider	kairos	as	an	additional	mode	of	persuasion.	Kairos	is	usually	defined	as	referring	to	the	specific	time	and	place	that	a	speaker	chooses	to	deliver	their	speech.	For	written	rhetoric,	the	place	instead	refers	to	the	specific	medium	or	publication	in	which	a	piece	of	writing	appears.Unlike
the	other	modes	of	persuasion,	kairos	relates	to	the	context	of	a	speech	and	how	the	appropriateness	(or	not)	of	a	setting	affects	how	effective	a	speaker	is.	Once	again,	Kings	I	Have	a	Dream	speech	is	a	great	example	of	the	use	of	kairos.	This	speech	was	delivered	at	the	steps	of	the	Lincoln	Memorial	during	the	100th	anniversary	of	the	Emancipation
Proclamation	at	the	end	of	theMarch	on	Washington	for	Jobs	and	Freedom.	Clearly,	King	intended	to	use	kairos	to	enhance	the	importance	and	timeliness	of	this	landmark	speech.	Share	copy	and	redistribute	the	material	in	any	medium	or	format	for	any	purpose,	even	commercially.	Adapt	remix,	transform,	and	build	upon	the	material	for	any
purpose,	even	commercially.	The	licensor	cannot	revoke	these	freedoms	as	long	as	you	follow	the	license	terms.	Attribution	You	must	give	appropriate	credit	,	provide	a	link	to	the	license,	and	indicate	if	changes	were	made	.	You	may	do	so	in	any	reasonable	manner,	but	not	in	any	way	that	suggests	the	licensor	endorses	you	or	your	use.	ShareAlike	If
you	remix,	transform,	or	build	upon	the	material,	you	must	distribute	your	contributions	under	the	same	license	as	the	original.	No	additional	restrictions	You	may	not	apply	legal	terms	or	technological	measures	that	legally	restrict	others	from	doing	anything	the	license	permits.	You	do	not	have	to	comply	with	the	license	for	elements	of	the	material
in	the	public	domain	or	where	your	use	is	permitted	by	an	applicable	exception	or	limitation	.	No	warranties	are	given.	The	license	may	not	give	you	all	of	the	permissions	necessary	for	your	intended	use.	For	example,	other	rights	such	as	publicity,	privacy,	or	moral	rights	may	limit	how	you	use	the	material.	Logos,	pathos,	and	ethos	are	three	of	the
most	frequently	used	technical	terms	in	rhetoric	(aka	the	art	of	persuasion).	These	are	known	as	the	three	technical	means	of	persuasion	and	make	up	the	so-called	rhetorical	triangle.	The	terms	logos,	pathos,	and	ethos	originate	in	Greece.	More	specifically,	the	original	source	for	our	understanding	of	these	terms	is	Aristotle,	one	of	the	most
influential	(if	not	the	most	influential)	philosophers	of	all	time	(Shields,	2022).	He	defined	the	function	of	rhetoric	as	not	so	much	to	persuade,	as	to	find	out	in	each	case	the	existing	means	of	persuasion	(Aristotle,	Rhetoric,	ca.	367-322	B.C.E./1926,	Book	1,	Chapter	1,	Section	14).	In	his	Rhetoric,	Aristotle	claims	that	there	are	three	technical	means	of
persuasion:	Now	the	proofs	furnished	by	the	speech	are	of	three	kinds.	The	first	depends	upon	the	moral	character	of	the	speaker,	the	second	upon	putting	the	hearer	into	a	certain	frame	of	mind,	the	third	upon	the	speech	itself,	in	so	far	as	it	proves	or	seems	to	prove	(Aristotle,	Rhetoric,	ca.	367-322	B.C.E./1926,	Book	1,	Chapter	2,	Section	3).	Each	of
these	corresponds	to	the	three	means	of	persuasion:	Persuasion	through	establishing	the	character	of	the	speaker	is	ethos.	Persuasion	through	putting	the	hearer	into	a	certain	frame	of	mind	is	pathos.	Persuasion	through	proof	or	seeming	proof	is	logos.	Editors	Note:	Nowadays,	it	is	common	to	hear	of	a	fourth	mode	of	persuasion:	kairos.	This	refers
to	persuasion	through	the	means	of	choosing	the	right	time	and	place	to	make	your	argument.	Kairos,	however,	does	not	constitute	a	different	mode	of	persuasion	for	Aristotle,	who	seemed	to	think	that	there	can	only	be	the	original	three.	Logos	is	the	most	complex	of	the	three	means	of	persuasion	because	the	word	has	been	used	by	different
philosophers	to	mean	different	but	related	things.	Heraclitus	of	Ephesus	used	the	word	logos	to	refer	to	something	like	the	message	that	the	world	gives	us	(Graham,	2021).	The	sophists	used	the	term	to	refer	to	discourse	in	general.	Pyrrhonist	skeptics	used	the	term	to	refer	to	dogmatic	accounts	of	debatable	matters.	The	Stoics	meant	by	it	the
generative	principle	of	the	universe.	I	could	list	further	examples,	but	for	this	article,	Aristotles	definition	will	suffice.	Logos,	in	rhetoric,	refers	to	persuasion	through	logical	argumentation	or	its	simulation	(Keith	&	Lundberg,	2017).	As	Aristotle	writes,	persuasion	is	produced	by	the	speech	itself,	when	we	establish	the	true	or	apparently	true	from	the
means	of	persuasion	applicable	to	each	individual	subject.	(Aristotle,	Rhetoric,	ca.	367-322	B.C.E./1926,	Book	1,	Chapter	2,	Section	6).	Syllogisms,	enthymemes,	examples,	and	other	arguments	use	logos	to	persuade.	Due	to	the	structure	of	this	persuasion	tool,	it	is	the	only	one	that	can	directly	argue	for	the	speakers	point	of	view.	What	Aristotle
stresses	over	and	over	again	is	that	deceptive	or	fallacious	arguments	can	have	a	persuasive	effect	if	the	fallacy	is	concealed	well	enough.	Persuasion	through	logos	requires	only	that	the	hearers	think	that	something	has	been	proven,	whether	it	actually	has	been	is	a	different	matter.	Pathos	refers	to	appeals	to	the	emotions	of	the	audience.	Whenever
the	audience	is	led	to	feel	a	certain	way,	and	that	feeling	influences	their	judgment	of	a	speech,	the	speaker	is	using	pathos.	Aristotles	underlying	assumption	is	that	peoples	emotional	states	influence	their	evaluations,	which	is	quite	reasonable	to	suppose.	The	rhetorical	method,	therefore,	requires	one	to	sway	the	emotional	states	of	the	hearers:	for
the	judgements	we	deliver	are	not	the	same	when	we	are	influenced	by	joy	or	sorrow,	love	or	hate	(Aristotle,	Rhetoric,	ca.	367-322	B.C.E./1926,	Book	1,	Chapter	2,	Section	5).	Ethos	refers	to	persuasion	through	establishing	the	authority	of	the	speaker.	According	to	Aristotle,	people	follow	a	trustworthy	speaker	more	readily	on	almost	all	subjects	and
completely	so	if	there	are	no	objective	criteria	to	decide	the	matter.	The	orator	is	using	ethos	if	their	speech	is	delivered	in	a	manner	that	makes	them	seem	worthy	of	confidence	(Aristotle,	Rhetoric,	ca.	367-322	B.C.E./1926,	Book	1,	Chapter	2,	Section	4).	For	example,	a	speech	related	to	cancer	treatments	will	be	far	more	believable	if	the	speaker
establishes	themselves	as	a	medical	professional.	You	will	be	more	likely	to	listen	to	financial	advice	from	a	successful	CEO.	A	speech	that	begins	with	as	an	X,	is	probably	appealing	to	ethos.	While	most	people	view	logos	as	the	most	respectable	means	of	persuasion	and	view	all	forms	of	pathos	with	a	certain	suspicion,	each	of	the	three	has	its
advantages	and	disadvantages.	A	skilled	orator	will	use	each	of	these	properly	to	make	their	speech	as	persuasive	as	possible.	So	lets	see	where	the	strengths	and	weaknesses	of	each	lie.	Logos	ProsLogos	ConsAppeal	to	rationality:	For	many	people,	the	apparent	rationality	of	a	speech	is	its	most	important	and	persuasive	part.	Especially	in	academic
settings	where	the	orator	cannot	make	themselves	stand	out	through	appeals	to	ethos	and	pathos,	logos	is	often	the	most	important	part	of	the	rhetorical	triangle.Subjective	matters:	In	certain	settings,	logos	can	be	far	less	persuasive	than	pathos	and	ethos.	This	is	particularly	evident	in	settings	where	there	are	no	objective	criteria	for	deciding	if	the
speaker	is	right	or	wrong.Counter	arguments:	Logos	is	the	only	mode	of	persuasion	that	can	directly	address	objections	because	the	evaluation	of	opposing	views	is	itself	a	rational	activity.Fallacious	reasoning:	Out	of	the	three	means	of	persuasion,	logos	is	the	easiest	to	make	mistakes	with.	While	it	is	highly	unlikely	for	someone	to	mix	up	their
credentials	or	appeal	to	emotions	in	a	way	that	undermines	their	speech,	it	is	far	more	likely	to	make	mistakes	in	ones	arguments,	especially	when	they	concern	complex	topics.	Pathos	ProsPathos	ConsMemorability:	Appeals	to	emotion	tend	to	stick.	While	youre	unlikely	to	remember	the	speakers	logical	reasoning	or	their	credentials	perfectly,	you
probably	will	remember	how	the	speech	made	you	feel.Manipulation:	The	use	of	pathos	can	be	morally	questionable	since	it	can	exploit	peoples	emotional	vulnerabilities.Decision-making:	appeals	to	pathos	typically	affect	the	actions	of	the	audience	more	than	appeals	to	ethos	or	logos.Inaccuracies:	Appeals	to	emotion	often	bypass	logic	and	instead
call	upon	heuristics	and	pre-existing	biases	to	achieve	results.	Ethos	ProsEthos	ConsTrust:	In	settings	where	the	audience	has	little	or	no	knowledge	of	the	topic,	the	speakers	appeals	to	ethos	might	be	the	most	important	means	of	persuasion.	For	example,	if	you	know	nothing	about	quantum	physics,	you	may	not	be	able	to	detect	fallacies	in
arguments	about	it,	and	its	not	a	subject	thats	connected	with	any	strong	emotions,	so	the	only	thing	you	may	rely	on	is	the	speakers	credibility.Insincerity:	It	is	easy	for	the	audience	to	perceive	the	speakers	appeals	to	ethos	as	inauthentic.	While	arguments	dont	generally	arouse	suspicion,	an	appeal	to	ones	credentials	can	make	the	audience	distrust
you	do	it	unskillfully.	See	Also:	The	5	Types	of	Rhetorical	Situations	Aristotle.	(1926).	Rhetoric.	In	Aristotle	in	23	Volumes,	Vol.	22,	translated	by	J.	H.	Freese.	Harvard	University	Press.	(Original	work	published	ca.	367-322	B.C.E.)	Graham,	D.	W.	(2021).	Heraclitus.	In	E.	N.	Zalta	(Ed.),	The	Stanford	Encyclopedia	of	Philosophy	(Summer	2021).
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a	privately	held	holding	company	that	identifies	investments	in	industries	that	are	ripe	for	disruption.	We	deploy	bespoke	technology,	data	analytics	and	AI	to	create	industry	changing	growth.	Who	owns	Tulco?	Tull	is	the	founder	of	Read	More	Most	people	are	able	to	drive	a	car	without	fully	understanding	how	the	car	operates.	Making	an	argument
is	the	same	way.	Most	of	us	attempt	to	persuade	people	every	day	without	understanding	how	persuasion	works.	Learning	how	a	strong	argument	is	crafted	empowers	us	to	better	communicate	and	persuade	others	to	understand	our	viewpoints.	Ethos,	Pathos,	and	Logos	are	three	strategies	commonly	employed	when	attempting	to	persuade	a	reader.
Pathos,	or	the	appeal	to	emotion,	means	to	persuade	an	audience	by	purposely	evoking	certain	emotions	to	make	them	feel	the	way	the	author	wants	them	to	feel.	Authors	make	deliberate	word	choices,	use	meaningful	language,	and	use	examples	and	stories	that	evoke	emotion.	Authors	can	desire	a	range	of	emotional	responses,	including	sympathy,
anger,	frustration,	or	even	amusement.	Logos,	or	the	appeal	to	logic,	means	to	appeal	to	the	audiences	sense	of	reason	or	logic.	To	use	logos,	the	author	makes	clear,	logical	connections	between	ideas,	and	includes	the	use	of	facts	and	statistics.	Using	historical	and	literal	analogies	to	make	a	logical	argument	is	another	strategy.	There	should	be	no
holes	in	the	argument,	also	known	as	logical	fallacies,	which	are	unclear	or	wrong	assumptions	or	connections	between	ideas.	Ethos	is	used	to	convey	the	writers	credibility	and	authority.	When	evaluating	a	piece	of	writing,	the	reader	must	know	if	the	writer	is	qualified	to	comment	on	this	issue.	The	writer	can	communicate	their	authority	by	using
credible	sources;	choosing	appropriate	language;	demonstrating	that	they	have	fairly	examined	the	issue	(by	considering	the	counterargument);	introducing	their	own	professional,	academic	or	authorial	credentials;	introducing	their	own	personal	experience	with	the	issue;	and	using	correct	grammar	and	syntax.	Sample	Paragraph	Imagine	this:	a
small	dog	sits	in	a	dark,	cold	garage.	His	hair	is	matted	and	dirty;	he	is	skinny	and	weak	from	going	days	without	food.	There	is	no	water	for	him	to	drink,	no	person	to	give	him	love	and	no	blanket	to	keep	him	warm	at	night.1	While	this	might	be	a	hard	scenario	to	imagine,	it	is	not	an	uncommon	one	in	America	today.	According	to	the	Humane	Society
of	the	United	States,	nearly	1,000,000	animals	are	abused	or	die	from	abuse	every	year.2	As	a	veterinarian	with	30	years	of	experience,	I	have	seen	how	even	one	incident	of	abuse	can	affect	an	animal	for	the	rest	of	its	life.3	As	a	society,	we	need	to	be	more	aware	of	this	terrible	problem	and	address	this	issue	before	it	getsworse.	1Pathos:	the	author
paints	a	vivid	picture	to	evoke	a	feeling	from	the	readersadness	and	pity	for	the	abused	animal.	2Logos:	the	author	uses	a	startling	statistic	to	appeal	to	our	intellect.	Keep	in	mind	that	these	three	strategies	can	often	overlap.	This	sentence	qualifies	as	both	Logos	and	Ethos	because	it	cites	a	reputable	organization,	so	we	know	the	author	is	using
credible	sources.	3Ethos:	the	author	establishes	their	own	credibility	by	stating	their	occupation	and	experience.>	How	Do	I	Know	if	the	Author	is	Using	Pathos,	Logos	or	Ethos?	Pathosdoes	the	writer	appeal	to	the	emotions	of	their	reader?	Do	they	use	individuals	stories	to	put	a	face	on	the	problem	youre	exploring?	For	example,	using	an	individuals
story	about	losing	their	home	during	the	mortgage	crisis	of	the	2008	Recession	may	be	more	powerful	than	using	only	statistics.	Do	they	use	charged	language	or	words	that	carry	appropriate	connotations?	For	example,	if	a	writer	describes	a	gun	as	a	sleek,	silver	piece	of	sophisticated	weaponry,	they	are	delivering	a	much	different	image	than	if	she
writes,	a	cold	hunk	of	metal,	dark	and	barbaric	and	ready	to	kill.	Logosdoes	the	writer	appeal	to	the	rational	mind	by	using	logic	and	evidence?	Do	they	include	facts	and	statistics	that	support	their	point?	Its	more	convincing	to	tell	the	reader	that	80%	of	students	have	committed	some	form	of	plagiarism,	than	simply	saying	that	Lots	of	students	have
plagiarized.	Do	they	walk	us	through	the	logical	quality	of	their	argument?	Do	they	show	us	how	ideas	connect	in	a	rational	way?	For	example:	English	students	have	been	able	to	raise	their	overall	grade	by	meeting	with	peer	tutors,	so	its	safe	to	assume	that	math	students	could	also	benefit	from	frequent	tutoring	sessions.	This	example	points	out
that	logically,	if	the	result	has	been	seen	in	one	situation,	then	it	should	be	seen	in	a	different	but	similar	situation.	Do	they	avoid	logical	fallacies?	A	few	examples	of	these	are:	Hasty	generalizations:	Even	though	the	movie	just	started,	I	know	its	going	to	be	boring.	Slippery	Slope:	If	the	government	legalizes	marijuana,	eventually	theyll	legalize	all
drugs.	Circular	Argument:	Barack	Obama	is	a	good	communicator	because	he	speaks	effectively.	Ethosis	this	writer	trustworthy?	What	are	their	credentials?	Are	they	an	expert	in	the	field?	Have	they	written	past	essays,	articles	or	books	about	this	topic?	Do	they	use	reputable	sources?	Do	they	support	her	statements	with	sources	from	established
publications	like	The	New	York	Times	or	a	government	census	report?	Do	they	fail	to	mention	any	sources?	Are	they	a	fair-minded	person	who	has	considered	all	sides	of	this	issue?	Have	they	acknowledged	any	common	ground	they	share	with	the	opposite	side?	Do	they	include	a	counterargument	and	refutation?	Learn	more	about	the	Rhetorical
Analysis	Graphic	Organizer.	Learn	more	about	the	Rhetorical	Analysis	Sample	Essay.	Rhetoric	is	the	way	that	authors	use	and	manipulate	language	in	order	to	persuade	an	audience.	Once	we	understand	the	rhetorical	situation	out	of	which	a	text	is	created	(why	it	was	written,	for	whom	it	was	written,	by	whom	it	was	written,	how	the	medium	in
which	it	was	written	creates	certain	constraints	or	perhaps	freedoms	of	expression),	we	can	look	at	how	all	of	those	contextual	elements	shape	the	authors	creation	of	the	text.We	can	look	first	at	the	classical	rhetorical	appeals,	which	are	the	three	ways	to	classify	authors	intellectual,	moral,	and	emotional	approaches	to	getting	the	audience	to	have
the	reaction	that	the	author	hopes	for.Rhetorical	AppealsRhetorical	appeals	refer	to	ethos,	pathos,	and	logos.	These	are	classical	Greek	terms,	dating	back	to	Aristotle,	who	is	traditionally	seen	as	the	father	of	rhetoric.To	be	rhetorically	effective	(and	thus	persuasive),	an	author	must	engage	the	audience	in	a	variety	of	compelling	ways,	which	involves
carefully	choosing	how	to	craft	their	argument	so	that	the	outcome,	audience	agreement	with	the	argument	or	point,	is	achieved.	Aristotle	defined	these	modes	of	engagement	and	gave	them	the	terms	that	we	still	use	today:	logos,	pathos,	and	ethos.Logos:	Appeal	to	LogicLogic.	Reason.	Rationality.	Logos	is	brainy	and	intellectual,	cool,	calm,
collected,	objective.When	an	author	relies	on	logos,	it	means	that	they	are	using	logic,	careful	structure,	and	objective	evidence	to	appeal	to	the	audience.	An	author	can	appeal	to	an	audiences	intellect	by	using	information	that	can	be	fact	checked	(using	multiple	sources)	and	thorough	explanations	to	support	key	points.	Additionally,	providing	a	solid
and	non-biased	explanation	of	ones	argument	is	a	great	way	for	an	author	to	invoke	logos.For	example,	if	I	were	trying	to	convince	my	students	to	complete	their	homework,	I	might	explain	that	I	understand	everyone	is	busy	and	they	have	other	classes	(non-biased),	but	the	homework	will	help	them	get	a	better	grade	on	their	test	(explanation).	I
could	add	to	this	explanation	by	providing	statistics	showing	the	number	of	students	who	failed	and	didnt	complete	their	homework	versus	the	number	of	students	who	passed	and	did	complete	their	homework	(factual	evidence).Logical	appeals	rest	on	rational	modes	of	thinking,	such	asComparison	including	a	comparison	between	one	thing	(with
regard	to	your	topic)	and	another	similar	thing	to	help	support	your	claim.	It	is	important	that	the	comparison	is	fair	and	validthe	things	being	compared	must	share	significant	traits	of	similarity.Cause/effect	thinking	arguing	that	X	has	caused	Y,	or	that	X	is	likely	to	cause	Y	to	help	support	your	claim.	Be	careful	with	the	latterit	can	be	difficult	to
predict	that	something	will	happen	in	the	future.Deductive	reasoning	starting	with	a	broad,	general	claim/example	and	using	it	to	support	a	more	specific	point	or	claimInductive	reasoning	using	several	specific	examples	or	cases	to	make	a	broad	generalizationExemplification	using	many	examples	or	a	variety	of	evidence	to	support	a	single
pointElaboration	moving	beyond	just	including	a	fact	but	explaining	the	significance	or	relevance	of	that	factCoherent	thought	maintaining	a	well-organized	line	of	reasoning;	not	repeating	ideas	or	jumping	aroundPathos:	Appeal	to	EmotionsWhen	an	author	relies	on	pathos,	it	means	that	they	are	trying	to	tap	into	the	audiences	emotions	to	get	them
to	agree	with	the	authors	claim.An	author	using	pathetic	appeals	wants	the	audience	to	feel	something:	anger,	pride,	joy,	rage,	or	happiness.	For	example,	many	of	us	have	seen	the	ASPCA	commercials	that	use	photographs	of	injured	puppies	or	sad-looking	kittens	and	slow,	depressing	music	to	emotionally	persuade	their	audience	to	donate
money.Pathos-based	rhetorical	strategies	are	any	strategies	that	get	the	audience	to	open	up	to	the	topic,	the	argument,	or	the	author.	Emotions	can	make	us	vulnerable,	and	an	author	can	use	this	vulnerability	to	get	the	audience	to	believe	that	their	argument	is	a	compelling	one.Pathetic	appeals	might	includeExpressive	descriptions	of	people,
places,	or	events	that	help	the	reader	to	feel	or	experience	those	eventsVivid	imageryof	people,	places,	or	events	that	help	the	reader	to	feel	like	they	are	seeingthose	eventsPersonal	stories	that	make	the	reader	feel	a	connection	to,	or	empathy	for,	the	person	being	describedEmotion-ladenvocabularyas	a	way	to	put	the	reader	into	that	specific
emotional	mindset	(What	is	the	author	trying	to	make	the	audience	feel?	And	how	are	they	doing	that?)Information	that	will	evoke	an	emotional	response	from	the	audience.	This	could	involve	making	the	audience	feel	empathy	or	disgust	for	the	person/group/event	being	discussed	or	perhaps	connection	to	or	rejection	of	the	person/group/event	being
discussed.When	reading	a	text,	try	to	locate	when	the	author	is	trying	to	convince	the	reader	using	emotions	because,	if	used	to	excess,	pathetic	appeals	can	indicate	a	lack	of	substance	or	emotional	manipulation	of	the	audience.	See	the	links	below	about	fallacious	pathos	for	more	information.Ethos:	Appeal	to	Values/TrustEthical	appeals	have	two
facets:	audience	values	and	authorial	credibility/character.On	the	one	hand,	when	an	author	makes	an	ethical	appeal,	they	are	attempting	totap	into	thevaluesor	ideologiesthat	the	audience	holds,	for	example,	patriotism,	tradition,	justice,	equality,	dignity	for	all	humankind,	self-preservation,	or	other	specific	social,	religious	or	philosophical	values
(Christian	values,	socialism,	capitalism,	feminism,	etc.).	These	values	can	sometimes	feel	very	close	to	emotions,	but	they	are	felt	on	a	social	level	rather	than	only	on	a	personal	level.	When	an	author	evokes	the	values	that	the	audience	cares	about	to	justify	or	support	their	argument,	we	classify	that	as	ethos.	The	audience	will	feel	that	the	author	is
making	an	argument	that	is	right	(in	the	sense	of	moral	right-ness,	i.e.,	My	argument	rests	upon	the	values	that	matter	to	you.	Therefore,	you	should	accept	my	argument).	This	first	part	of	the	definition	of	ethos,	then,	is	focused	on	the	audiences	values.On	the	other	hand,	this	sense	of	referencing	what	is	right	in	an	ethical	appeal	connects	to	the	other
sense	of	ethos:	the	author.	Ethos	that	is	centered	on	the	author	revolves	around	two	concepts:	the	credibility	of	the	author	and	their	character.Credibility	of	the	speaker/author	is	determined	by	their	knowledge	and	expertise	in	the	subject	at	hand.	For	example,	if	you	are	learning	about	Einsteins	Theory	of	Relativity,	would	you	rather	learn	from	a
professor	of	physics	or	a	cousin	who	took	two	science	classes	in	high	school	30	years	ago?	It	is	fair	to	say	that,	in	general,	the	professor	of	physics	would	have	more	credibility	to	discuss	the	topic	of	physics.	To	establish	their	credibility,	an	author	may	draw	attention	to	who	they	are	or	what	kinds	of	experience	they	have	with	the	topic	being	discussed
as	an	ethical	appeal	(i.e.,	Because	I	have	experience	with	this	topicand	I	know	my	stuff	you	should	trust	what	I	am	saying	about	this	topic).	Some	authors	do	not	have	to	establish	their	credibility	because	the	audience	already	knows	who	they	are	and	that	they	are	credible.Character	is	another	aspect	of	ethos.	Characteris	different	from	credibility
because	it	involves	personal	history	and	even	personality	traits.	A	person	can	be	credible	but	lack	character	or	vice	versa.	For	example,	in	politics,	sometimes	the	most	experienced	candidatesthose	who	might	be	the	most	credible	candidatesfail	to	win	elections	because	voters	do	not	accept	their	character.	Politicians	take	pains	to	shape	their	character
as	leaders	who	have	the	interests	of	the	voters	at	heart.	The	candidate	who	successfully	proves	to	the	voters	(the	audience)	that	they	have	the	type	of	character	that	the	audience	can	trust	is	more	likely	to	win.Thus,	ethos	comes	down	to	trust.	How	can	the	author	gain	the	audiences	trust	so	that	the	audience	will	accept	their	argument?	How	can	the
author	make	him	or	herself	appear	as	a	credible	speaker	who	embodies	the	character	traits	that	the	audience	values?	In	building	ethical	appeals,	we	see	authors	referring	either	directly	or	indirectly	to	the	values	that	matter	to	the	intended	audience	(so	that	the	audience	will	trust	the	speaker).	Authors	use	language,	phrasing,	imagery,	or	other
writing	styles	common	to	people	who	hold	those	values,	thereby	talking	the	talk	of	people	with	those	values	(again,	so	that	the	audience	is	inclined	to	trust	the	speaker).	Authors	refer	to	their	experience	and/or	authority	with	the	topic	as	well	(and	therefore	demonstrate	their	credibility).When	reading,	you	should	think	about	the	authors	credibility
regarding	the	subject	as	well	as	their	character.	Here	is	an	example	of	a	rhetorical	move	that	connects	with	ethos:	when	reading	an	article	about	abortion,	the	author	mentions	that	she	has	had	an	abortion.	That	is	an	example	of	an	ethical	move	because	the	author	is	creating	credibility	via	anecdotal	evidence	and	first-person	narrative.	In	a	rhetorical
analysis	project,	it	would	be	up	to	you,	the	analyzer,	to	point	out	this	move	and	associate	it	with	a	rhetorical	strategy.Rhetorical	Appeals	MisuseWhen	writers	misuse	logos,	pathos,	or	ethos,	arguments	can	be	weakened.	Above,	we	defined	and	described	what	logos,	pathos,	and	ethos	are	and	why	authors	may	use	those	strategies.	Sometimes,	using	a
combination	of	logical,	pathetic,	and	ethical	appeals	leads	to	a	sound,	balanced,	and	persuasive	argument.	It	is	important	to	understand,	though,	that	using	rhetorical	appeals	does	not	always	lead	to	a	sound,	balanced	argument.	In	fact,	any	of	the	appeals	could	be	misused	or	overused.	And	when	that	happens,	arguments	can	be	weakened.To	see	what
a	misuse	of	logical	appeals	might	consist	of,	see	Logical	Fallacies.To	see	how	authors	can	overuse	emotional	appeals	and	turn-off	their	target	audience,	visit	the	following	link	from	WritingCommons.org:Fallacious	Pathos.To	see	how	ethos	can	be	misused	or	used	in	a	manner	that	may	be	misleading,	visit	the	following	link	to
WritingCommons.org:Fallacious	EthosAttributionsRhetorical	Appeals:	Logos,	Pathos,	and	Ethos	Defined	by	Melanie	Gagich,	Emilie	Zickel	is	licensed	under	CC	BY-NC	SA	4.0	During	an	argument,	people	will	often	say	whatever	is	necessary	to	win.	If	that	is	the	case,	they	would	certainly	need	to	understand	the	three	modes	of	persuasion,	also	commonly
known	as	the	three	rhetorical	appeals:	ethos,	pathos,	and	logos.	In	short,	these	three	words	refer	to	three	main	methods	that	a	person	can	use	to	speak	or	write	persuasively.	As	youre	about	to	find	out,	the	modes	of	persuasion	are	important	because	a	speaker	who	knows	how	to	effectively	use	them	will	have	a	significant	advantage	over	someone	who
doesnt.The	terms	ethos,	pathos,	and	logos	and	the	theory	of	their	use	can	be	traced	back	to	ancient	Greece	to	the	philosophy	of	Aristotle.	Aristotle	used	these	three	concepts	in	his	explanations	of	rhetoric,	orthe	art	of	influencing	the	thought	and	conduct	of	an	audience.	For	Aristotle,	the	three	modes	of	persuasion	specifically	referred	to	the	three
major	parts	of	an	argument:	the	speaker	(ethos),	the	argument	itself	(logos),	and	the	audience	(pathos).	In	particular,	Aristotle	focused	on	the	speakers	character,	the	logic	and	reason	presented	by	an	argument,	and	the	emotional	impact	the	argument	had	on	an	audience.While	they	have	ancient	roots,	these	modes	of	persuasion	are	alive	and	well
today.	Put	simply,	ethos	refers	to	persuasion	based	on	the	credibility	or	authority	of	the	speaker,	pathos	refers	to	persuasion	based	on	emotion,	and	logos	refers	to	persuasion	based	on	logic	or	reason.By	effectively	using	the	three	modes	of	persuasion	with	a	large	supply	of	rhetorical	devices,	a	speaker	or	writer	can	become	a	master	of	rhetoric	and
win	nearly	any	argument	or	win	over	any	audience.	Before	they	can	do	that,	though,	they	must	know	exactly	what	ethos,	pathos,	and	logos	mean.	Fortunately,	we	are	going	to	look	closely	at	each	of	these	three	ideas	and	see	if	they	are	really	as	effective	as	they	are	said	to	be.	Ethos,	pathos,	and	logos	are	the	three	classical	modes	of	persuasion	that	a
person	can	use	to	speak	or	write	persuasively.	Specifically:ethos	(character):	known	as	the	appeal	to	authority	or	the	appeal	to	credibility.	This	is	the	method	in	which	a	person	relies	on	their	credibility	or	character	when	making	an	appeal	or	an	argument.pathos	(emotions):	known	as	the	appeal	to	emotion.	Pathos	refers	to	the	method	of	trying	to
persuade	an	audience	by	eliciting	some	kind	of	emotional	reaction.logos	(logic):	known	as	the	appeal	to	reason.	This	method	involves	using	facts	and	logical	reasoning	to	support	an	argument	and	persuade	an	audience.	What	is	ethos?	The	word	ethos	comes	straight	from	Greek.	In	Greek,	ethos	literally	translates	to	habit,	custom,	or	character.	Ethos	is
related	to	the	words	ethic	and	ethical,	which	are	typically	used	to	refer	to	behavior	that	is	or	isnt	acceptable	for	a	particular	person.In	rhetoric,	the	word	ethos	is	used	to	refer	to	the	character	or	reputation	of	the	speaker.	As	a	rhetorical	appeal,	ethos	is	known	as	the	appeal	to	authority	or	the	appeal	to	credibility.	When	it	comes	to	ethos,	one
important	consideration	is	how	the	speaker	carries	themself	and	how	they	present	themselves	to	the	audience:	Does	it	seem	like	they	know	what	they	are	talking	about?	Do	they	even	believe	the	words	they	are	saying?	Are	they	an	expert?	Do	they	have	some	experience	or	skills	that	tell	us	we	should	listen	to	them?Ethos	is	important	in	rhetoric
because	it	often	influences	the	opinion	or	mood	of	the	audience.	If	a	speaker	seems	unenthusiastic,	unprepared,	or	inexperienced,	the	audience	is	more	likely	to	discount	the	speakers	argument	regardless	of	what	it	even	is.	On	the	other	hand,	a	knowledgeable,	authoritative,	confident	speaker	is	much	more	likely	to	win	an	audience	over.Ethos	often
depends	on	more	than	just	the	argument	itself.	For	example,	a	speakers	word	choice,	grammar,	and	diction	also	contribute	to	ethos;	an	audience	may	react	more	favorably	toward	a	professional	speaker	who	has	a	good	grasp	of	industry	jargon	and	enunciates	clearly	versus	a	speaker	who	lacks	the	necessary	vocabulary	and	fails	to	enunciate.	Ethos
can	also	be	influenced	by	nonverbal	factors	as	well,	such	as	posture,	body	language,	eye	contact,	and	even	the	speakers	choice	of	clothing.	For	example,	a	military	officer	proudly	wearing	their	uniform	bedecked	with	medals	will	go	a	long	way	to	establishing	ethos	without	them	saying	a	single	word.Here	as	a	simple	example	of	ethos:As	a	former	mayor
of	this	city,	I	believe	we	can	solve	this	crisis	if	we	band	together.The	speaker	uses	ethos	by	alerting	the	audience	of	their	credentials	and	experience.	By	doing	so,	they	rely	on	their	reputation	to	be	more	persuasive.	This	as	a	method	of	establishing	ethos	is	common,	and	you	have	probably	seen	it	used	in	many	persuasive	advertisements	and	speeches.
What	are	open-ended	questions	and	how	can	you	use	them	effectively?	Find	out	here.	What	is	pathos?	In	Greek,	pathos	literally	translates	to	suffering,	experience,	or	sensation.	The	word	pathos	is	related	to	the	words	pathetic,	sympathy,	and	empathy,	which	all	have	to	do	with	emotions	or	emotional	connections.	Aristotle	used	the	word	pathos	to	refer
to	the	emotional	impact	that	an	argument	had	on	an	audience;	this	usage	is	still	mainly	how	pathos	is	used	in	rhetoric	today.As	a	rhetorical	appeal,	pathos	is	referred	to	as	the	appeal	to	emotion.	Generally	speaking,	an	author	or	speaker	is	using	pathos	when	they	are	trying	to	persuade	an	audience	by	causing	some	kind	of	emotional	reaction.	When	it
comes	to	pathos,	any	and	all	emotions	are	on	the	table:	sadness,	fear,	hope,	joy,	anger,	lust,	pity,	etc.As	you	probably	know	from	your	own	life,	emotions	are	a	powerful	motivating	factor.	For	this	reason,	relying	on	pathos	is	often	a	smart	and	effective	strategy	for	persuading	an	audience.	Both	positive	and	negative	emotions	can	heavily	influence	an
audience:	for	example,	an	audience	will	want	to	support	a	speaker	whose	position	will	make	them	happy,	a	speaker	who	wants	to	end	their	sadness,	or	a	speaker	who	is	opposed	to	something	that	makes	them	angry.Here	is	a	simple	example	of	pathos:Every	day,	the	rainforests	shrink	and	innocent	animals	are	killed.	We	must	do	something	about	this
calamitous	trend	before	the	planet	we	call	our	home	is	damaged	beyond	repair.Here,	the	author	is	trying	to	win	over	an	audience	by	making	them	feel	sad,	concerned,	or	afraid.	The	authors	choice	of	words	like	innocent	and	calamitous	enforce	the	fact	that	they	are	trying	to	rely	on	pathos.	What	is	logos?	In	Greek,	the	word	logos	literally	translates	to
word,	reason,	or	discourse.	The	word	logos	is	related	to	many	different	words	that	have	to	do	with	reason,	discourse,	or	knowledge,	such	as	logic,	logical,	and	any	words	that	end	in	the	suffixes	-logy	or	-logue.As	a	mode	of	persuasion	and	rhetorical	appeal,	logos	is	often	referred	to	as	the	appeal	to	reason.	If	a	speaker	or	author	is	relying	on	logos,	they
are	typically	reciting	facts	or	providing	data	and	statistics	that	support	their	argument.	In	a	manner	of	speaking,	logos	does	away	with	all	of	the	bells	and	whistles	of	ethos	and	pathos	and	cuts	to	the	chase	by	trying	to	present	a	rational	argument.Logos	can	be	effective	in	arguments	because,	in	theory,	it	is	impossible	to	argue	against	truth	and	facts.
An	audience	is	more	likely	to	agree	with	a	speaker	who	can	provide	strong,	factual	evidence	that	shows	their	position	is	correct.	On	the	flip	side,	an	audience	is	less	likely	to	support	an	argument	that	is	flawed	or	entirely	wrong.	Going	further,	a	speaker	that	presents	a	lot	of	supporting	evidence	and	data	to	the	audience	is	likely	to	come	across	as
knowledgeable	and	someone	to	be	listened	to,	which	earns	bonus	points	in	ethos	as	well.While	Aristotle	clearly	valued	an	argument	based	on	reason	very	highly,	we	know	that	logos	alone	doesnt	always	effectively	persuade	an	audience.	In	your	own	life,	you	have	likely	seen	a	rational,	correct	speaker	lose	an	argument	to	a	charismatic,	authoritative
speaker	who	may	not	have	the	facts	right.Here	is	a	simple	example	of	logos:According	to	market	research,	sales	of	computer	chips	have	increased	by	300%	in	the	last	five	years.	Analysis	of	the	industry	tells	us	that	the	market	share	of	computer	chips	is	dominated	by	Asian	manufacturers.	It	is	clear	that	the	Asian	technology	sector	will	continue	to
experience	rapid	growth	for	the	foreseeable	future.In	this	paragraph,	the	author	is	using	data,	statistics,	and	logical	reasoning	to	make	their	argument.	They	clearly	hope	to	use	logos	to	try	to	convince	an	audience	to	agree	with	them.	Do	you	need	persuading	to	take	this	quiz	on	identifying	ethos,	pathos,	and	logos?	We	think	youll	be	a	champion	at	it.
Examples	of	ethos,	pathos,	and	logos	Ethos,	pathos,	and	logos	can	all	be	employed	to	deliver	compelling	and	persuasive	arguments	or	to	win	over	an	audience.	Lets	look	at	a	variety	of	examples	to	see	how	different	speakers	and	authors	have	turned	to	these	modes	of	persuasion	over	the	years.ethosCome	I	to	speak	in	Caesars	funeral.He	was	my
friend,	faithful	and	just	to	me	[]You	all	did	see	that	on	the	LupercalI	thrice	presented	him	a	kingly	crown,Which	he	did	thrice	refuse:	was	this	ambition?Marc	Antony,	Julius	Caesar	by	William	ShakespeareIn	this	scene,	Marc	Antony	is	trying	to	win	over	the	Roman	people,	so	Shakespeare	has	Antony	rely	on	ethos.	Antony	is	establishing	himself	as	both	a
person	of	authority	in	Rome	(having	the	power	to	offer	Caesar	a	crown)	and	an	expert	on	Caesars	true	character	(Antony	was	Caesars	close	friend	and	advisor).During	the	next	five	years,	I	started	a	company	named	NeXT,	another	company	named	Pixar,	and	fell	in	love	with	an	amazing	woman	who	would	become	my	wife.	Pixar	went	on	to	create	the
worlds	first	computer	animated	feature	film,	Toy	Story,	and	is	now	the	most	successful	animation	studio	in	the	world.	In	a	remarkable	turn	of	events,	Apple	bought	NeXT,	I	returned	to	Apple,	and	the	technology	we	developed	at	NeXT	is	at	the	heart	of	Apples	current	renaissance.Steve	Jobs,	2005Here,	Steve	Jobs	is	providing	his	backgroundvia
humblebrag	of	being	a	major	figure	in	several	different	highly	successful	tech	companies.	Jobs	is	using	ethos	to	provide	substance	to	his	words	and	make	it	clear	to	the	audience	that	he	knows	what	he	is	talking	about	and	they	should	listen	to	him.	Moreover,	though	you	hate	both	him	and	his	gifts	with	all	your	heart,	yet	pity	the	rest	of	the	Achaeans
who	are	being	harassed	in	all	their	host;	they	will	honour	you	as	a	god,	and	you	will	earn	great	glory	at	their	hands.	You	might	even	kill	Hector;	he	will	come	within	your	reach,	for	he	is	infatuated,	and	declares	that	not	a	Danaan	whom	the	ships	have	brought	can	hold	his	own	against	him.Ulysses	to	Achilles,	The	Iliad	by	HomerIn	this	plea,	Ulysses	is
doing	his	best	to	pile	on	the	pathos.	In	one	paragraph,	Ulysses	is	attempting	to	appeal	to	several	of	Achilless	emotions:	his	hatred	of	Hector,	his	infamous	stubborn	pride,	his	sympathy	for	civilians,	and	his	desire	for	vengeance.I	am	not	unmindful	that	some	of	you	have	come	here	out	of	great	trials	and	tribulations.	Some	of	you	have	come	fresh	from
narrow	jail	cells.	Some	of	you	have	come	from	areas	where	your	questquest	for	freedom	left	you	battered	by	the	storms	of	persecution	and	staggered	by	the	winds	of	police	brutality.Dr.	Martin	Luther	King	Jr.,	1963In	this	excerpt	from	his	I	Have	A	Dream	speech,	King	is	using	pathos	to	accomplish	two	goals	at	once.	First,	he	is	connecting	with	his
audience	by	making	it	clear	is	aware	of	their	plight	and	suffering.	Second,	he	is	citing	these	examples	to	cause	sadness	or	outrage	in	the	audience.	Both	of	these	effects	will	make	an	audience	interested	in	what	he	has	to	say	and	more	likely	to	support	his	position.	Dr.	Kings	I	Have	A	Dream	speech	is	recognizable	and	noteworthy	for	many	reasons,
including	the	rhetorical	device	he	employs.	Learn	about	it	here.	logosLet	it	be	remembered	how	powerful	the	influence	of	a	single	introduced	tree	or	mammal	has	been	shown	to	be.	But	in	the	case	of	an	island,	or	of	a	country	partly	surrounded	by	barriers,	into	which	new	and	better	adapted	forms	could	not	freely	enter,	we	should	then	have	places	in
the	economy	of	nature	which	would	assuredly	be	better	filled	up	if	some	of	the	original	inhabitants	were	in	some	manner	modified;	for,	had	the	area	been	open	to	immigration,	these	same	places	would	have	been	seized	on	by	intruders.	In	such	case,	every	slight	modification,	which	in	the	course	of	ages	chanced	to	arise,	and	which	in	any	way	favoured
the	individuals	of	any	of	the	species,	by	better	adapting	them	to	their	altered	conditions,	would	tend	to	be	preserved;	and	natural	selection	would	have	free	scope	for	the	work	of	improvement.Charles	Darwin,	On	the	Origin	of	the	Species,	1859In	this	passage,	Darwin	is	using	logos	by	presenting	a	rational	argument	in	support	of	natural	selection.
Darwin	connects	natural	selection	to	established	scientific	knowledge	to	argue	that	it	makes	logical	sense	that	animals	would	adapt	to	better	survive	in	their	environment.I	often	echo	the	point	made	by	the	climate	scientist	James	Hansen:	The	accumulation	of	carbon	dioxide,	methane	and	other	greenhouse	gasessome	of	which	will	envelop	the	planet
for	hundreds	and	possibly	thousands	of	yearsis	now	trapping	as	much	extra	energy	daily	as	500,000	Hiroshima-class	atomic	bombs	would	release	every	24	hours.	This	is	the	crisis	we	face.Al	Gore,	The	Climate	Crisis	Is	the	Battle	of	Our	Time,	and	We	Can	Win,	2019In	this	call	to	action,	Al	Gore	uses	logos	to	attempt	to	convince	his	audience	of	the
significance	of	climate	change.	In	order	to	do	this,	Gore	both	cites	an	expert	in	the	field	and	provides	a	scientifically	accurate	simile	to	explain	the	scale	of	the	effect	that	greenhouse	gases	have	on	Earths	atmosphere.	What	are	mythos	and	kairos?	Some	modern	scholars	may	also	use	terms	mythos	and	kairos	when	discussing	modes	of	persuasion	or
rhetoric	in	general.Aristotle	used	the	term	mythos	to	refer	to	the	plot	or	story	structure	of	Greek	tragedies,	i.e.,	how	a	playwright	ordered	the	events	of	the	story	to	affect	the	audience.	Today,	mythos	is	most	often	discussed	as	a	literary	or	poetic	term	rather	than	a	rhetorical	one.	However,	mythos	may	rarely	be	referred	to	as	the	appeal	to	culture	or
the	appeal	to	myth	if	it	is	treated	as	an	additional	mode	of	persuasion.	According	to	this	viewpoint,	a	speaker/writer	is	using	mythos	if	they	try	to	persuade	an	audience	using	shared	cultural	customs	or	societal	values.A	commonly	cited	example	of	mythos	is	Kings	I	Have	a	Dream	speech	quoted	earlier.	King	says:When	the	architects	of	our	republic
wrote	the	magnificent	words	of	the	Constitution	and	the	Declaration	of	Independence,	they	were	signing	a	promissory	note	to	which	every	American	was	to	fall	heir.	This	note	was	a	promise	that	all	menyes,	black	men	as	well	as	white	menwould	be	guaranteed	the	unalienable	rights	of	life,	liberty	and	the	pursuit	of	happiness.	Throughout	the	speech,
King	repeatedly	uses	American	symbols	and	American	history	(mythos)	to	argue	that	all	Americans	should	be	outraged	that	Black	Americans	have	been	denied	freedom	and	civil	rights.Some	modern	scholars	may	also	consider	kairos	as	an	additional	mode	of	persuasion.	Kairos	is	usually	defined	as	referring	to	the	specific	time	and	place	that	a	speaker
chooses	to	deliver	their	speech.	For	written	rhetoric,	the	place	instead	refers	to	the	specific	medium	or	publication	in	which	a	piece	of	writing	appears.Unlike	the	other	modes	of	persuasion,	kairos	relates	to	the	context	of	a	speech	and	how	the	appropriateness	(or	not)	of	a	setting	affects	how	effective	a	speaker	is.	Once	again,	Kings	I	Have	a	Dream
speech	is	a	great	example	of	the	use	of	kairos.	This	speech	was	delivered	at	the	steps	of	the	Lincoln	Memorial	during	the	100th	anniversary	of	the	Emancipation	Proclamation	at	the	end	of	theMarch	on	Washington	for	Jobs	and	Freedom.	Clearly,	King	intended	to	use	kairos	to	enhance	the	importance	and	timeliness	of	this	landmark	speech.	During	an
argument,	people	will	often	say	whatever	is	necessary	to	win.	If	that	is	the	case,	they	would	certainly	need	to	understand	the	three	modes	of	persuasion,	also	commonly	known	as	the	three	rhetorical	appeals:	ethos,	pathos,	and	logos.	In	short,	these	three	words	refer	to	three	main	methods	that	a	person	can	use	to	speak	or	write	persuasively.	As	youre
about	to	find	out,	the	modes	of	persuasion	are	important	because	a	speaker	who	knows	how	to	effectively	use	them	will	have	a	significant	advantage	over	someone	who	doesnt.The	terms	ethos,	pathos,	and	logos	and	the	theory	of	their	use	can	be	traced	back	to	ancient	Greece	to	the	philosophy	of	Aristotle.	Aristotle	used	these	three	concepts	in	his
explanations	of	rhetoric,	orthe	art	of	influencing	the	thought	and	conduct	of	an	audience.	For	Aristotle,	the	three	modes	of	persuasion	specifically	referred	to	the	three	major	parts	of	an	argument:	the	speaker	(ethos),	the	argument	itself	(logos),	and	the	audience	(pathos).	In	particular,	Aristotle	focused	on	the	speakers	character,	the	logic	and	reason
presented	by	an	argument,	and	the	emotional	impact	the	argument	had	on	an	audience.While	they	have	ancient	roots,	these	modes	of	persuasion	are	alive	and	well	today.	Put	simply,	ethos	refers	to	persuasion	based	on	the	credibility	or	authority	of	the	speaker,	pathos	refers	to	persuasion	based	on	emotion,	and	logos	refers	to	persuasion	based	on
logic	or	reason.By	effectively	using	the	three	modes	of	persuasion	with	a	large	supply	of	rhetorical	devices,	a	speaker	or	writer	can	become	a	master	of	rhetoric	and	win	nearly	any	argument	or	win	over	any	audience.	Before	they	can	do	that,	though,	they	must	know	exactly	what	ethos,	pathos,	and	logos	mean.	Fortunately,	we	are	going	to	look	closely
at	each	of	these	three	ideas	and	see	if	they	are	really	as	effective	as	they	are	said	to	be.	Ethos,	pathos,	and	logos	are	the	three	classical	modes	of	persuasion	that	a	person	can	use	to	speak	or	write	persuasively.	Specifically:ethos	(character):	known	as	the	appeal	to	authority	or	the	appeal	to	credibility.	This	is	the	method	in	which	a	person	relies	on



their	credibility	or	character	when	making	an	appeal	or	an	argument.pathos	(emotions):	known	as	the	appeal	to	emotion.	Pathos	refers	to	the	method	of	trying	to	persuade	an	audience	by	eliciting	some	kind	of	emotional	reaction.logos	(logic):	known	as	the	appeal	to	reason.	This	method	involves	using	facts	and	logical	reasoning	to	support	an
argument	and	persuade	an	audience.	What	is	ethos?	The	word	ethos	comes	straight	from	Greek.	In	Greek,	ethos	literally	translates	to	habit,	custom,	or	character.	Ethos	is	related	to	the	words	ethic	and	ethical,	which	are	typically	used	to	refer	to	behavior	that	is	or	isnt	acceptable	for	a	particular	person.In	rhetoric,	the	word	ethos	is	used	to	refer	to	the
character	or	reputation	of	the	speaker.	As	a	rhetorical	appeal,	ethos	is	known	as	the	appeal	to	authority	or	the	appeal	to	credibility.	When	it	comes	to	ethos,	one	important	consideration	is	how	the	speaker	carries	themself	and	how	they	present	themselves	to	the	audience:	Does	it	seem	like	they	know	what	they	are	talking	about?	Do	they	even	believe
the	words	they	are	saying?	Are	they	an	expert?	Do	they	have	some	experience	or	skills	that	tell	us	we	should	listen	to	them?Ethos	is	important	in	rhetoric	because	it	often	influences	the	opinion	or	mood	of	the	audience.	If	a	speaker	seems	unenthusiastic,	unprepared,	or	inexperienced,	the	audience	is	more	likely	to	discount	the	speakers	argument
regardless	of	what	it	even	is.	On	the	other	hand,	a	knowledgeable,	authoritative,	confident	speaker	is	much	more	likely	to	win	an	audience	over.Ethos	often	depends	on	more	than	just	the	argument	itself.	For	example,	a	speakers	word	choice,	grammar,	and	diction	also	contribute	to	ethos;	an	audience	may	react	more	favorably	toward	a	professional
speaker	who	has	a	good	grasp	of	industry	jargon	and	enunciates	clearly	versus	a	speaker	who	lacks	the	necessary	vocabulary	and	fails	to	enunciate.	Ethos	can	also	be	influenced	by	nonverbal	factors	as	well,	such	as	posture,	body	language,	eye	contact,	and	even	the	speakers	choice	of	clothing.	For	example,	a	military	officer	proudly	wearing	their
uniform	bedecked	with	medals	will	go	a	long	way	to	establishing	ethos	without	them	saying	a	single	word.Here	as	a	simple	example	of	ethos:As	a	former	mayor	of	this	city,	I	believe	we	can	solve	this	crisis	if	we	band	together.The	speaker	uses	ethos	by	alerting	the	audience	of	their	credentials	and	experience.	By	doing	so,	they	rely	on	their	reputation
to	be	more	persuasive.	This	as	a	method	of	establishing	ethos	is	common,	and	you	have	probably	seen	it	used	in	many	persuasive	advertisements	and	speeches.	What	are	open-ended	questions	and	how	can	you	use	them	effectively?	Find	out	here.	What	is	pathos?	In	Greek,	pathos	literally	translates	to	suffering,	experience,	or	sensation.	The	word
pathos	is	related	to	the	words	pathetic,	sympathy,	and	empathy,	which	all	have	to	do	with	emotions	or	emotional	connections.	Aristotle	used	the	word	pathos	to	refer	to	the	emotional	impact	that	an	argument	had	on	an	audience;	this	usage	is	still	mainly	how	pathos	is	used	in	rhetoric	today.As	a	rhetorical	appeal,	pathos	is	referred	to	as	the	appeal	to
emotion.	Generally	speaking,	an	author	or	speaker	is	using	pathos	when	they	are	trying	to	persuade	an	audience	by	causing	some	kind	of	emotional	reaction.	When	it	comes	to	pathos,	any	and	all	emotions	are	on	the	table:	sadness,	fear,	hope,	joy,	anger,	lust,	pity,	etc.As	you	probably	know	from	your	own	life,	emotions	are	a	powerful	motivating	factor.
For	this	reason,	relying	on	pathos	is	often	a	smart	and	effective	strategy	for	persuading	an	audience.	Both	positive	and	negative	emotions	can	heavily	influence	an	audience:	for	example,	an	audience	will	want	to	support	a	speaker	whose	position	will	make	them	happy,	a	speaker	who	wants	to	end	their	sadness,	or	a	speaker	who	is	opposed	to
something	that	makes	them	angry.Here	is	a	simple	example	of	pathos:Every	day,	the	rainforests	shrink	and	innocent	animals	are	killed.	We	must	do	something	about	this	calamitous	trend	before	the	planet	we	call	our	home	is	damaged	beyond	repair.Here,	the	author	is	trying	to	win	over	an	audience	by	making	them	feel	sad,	concerned,	or	afraid.	The
authors	choice	of	words	like	innocent	and	calamitous	enforce	the	fact	that	they	are	trying	to	rely	on	pathos.	What	is	logos?	In	Greek,	the	word	logos	literally	translates	to	word,	reason,	or	discourse.	The	word	logos	is	related	to	many	different	words	that	have	to	do	with	reason,	discourse,	or	knowledge,	such	as	logic,	logical,	and	any	words	that	end	in
the	suffixes	-logy	or	-logue.As	a	mode	of	persuasion	and	rhetorical	appeal,	logos	is	often	referred	to	as	the	appeal	to	reason.	If	a	speaker	or	author	is	relying	on	logos,	they	are	typically	reciting	facts	or	providing	data	and	statistics	that	support	their	argument.	In	a	manner	of	speaking,	logos	does	away	with	all	of	the	bells	and	whistles	of	ethos	and
pathos	and	cuts	to	the	chase	by	trying	to	present	a	rational	argument.Logos	can	be	effective	in	arguments	because,	in	theory,	it	is	impossible	to	argue	against	truth	and	facts.	An	audience	is	more	likely	to	agree	with	a	speaker	who	can	provide	strong,	factual	evidence	that	shows	their	position	is	correct.	On	the	flip	side,	an	audience	is	less	likely	to
support	an	argument	that	is	flawed	or	entirely	wrong.	Going	further,	a	speaker	that	presents	a	lot	of	supporting	evidence	and	data	to	the	audience	is	likely	to	come	across	as	knowledgeable	and	someone	to	be	listened	to,	which	earns	bonus	points	in	ethos	as	well.While	Aristotle	clearly	valued	an	argument	based	on	reason	very	highly,	we	know	that
logos	alone	doesnt	always	effectively	persuade	an	audience.	In	your	own	life,	you	have	likely	seen	a	rational,	correct	speaker	lose	an	argument	to	a	charismatic,	authoritative	speaker	who	may	not	have	the	facts	right.Here	is	a	simple	example	of	logos:According	to	market	research,	sales	of	computer	chips	have	increased	by	300%	in	the	last	five	years.
Analysis	of	the	industry	tells	us	that	the	market	share	of	computer	chips	is	dominated	by	Asian	manufacturers.	It	is	clear	that	the	Asian	technology	sector	will	continue	to	experience	rapid	growth	for	the	foreseeable	future.In	this	paragraph,	the	author	is	using	data,	statistics,	and	logical	reasoning	to	make	their	argument.	They	clearly	hope	to	use
logos	to	try	to	convince	an	audience	to	agree	with	them.	Do	you	need	persuading	to	take	this	quiz	on	identifying	ethos,	pathos,	and	logos?	We	think	youll	be	a	champion	at	it.	Examples	of	ethos,	pathos,	and	logos	Ethos,	pathos,	and	logos	can	all	be	employed	to	deliver	compelling	and	persuasive	arguments	or	to	win	over	an	audience.	Lets	look	at	a
variety	of	examples	to	see	how	different	speakers	and	authors	have	turned	to	these	modes	of	persuasion	over	the	years.ethosCome	I	to	speak	in	Caesars	funeral.He	was	my	friend,	faithful	and	just	to	me	[]You	all	did	see	that	on	the	LupercalI	thrice	presented	him	a	kingly	crown,Which	he	did	thrice	refuse:	was	this	ambition?Marc	Antony,	Julius	Caesar
by	William	ShakespeareIn	this	scene,	Marc	Antony	is	trying	to	win	over	the	Roman	people,	so	Shakespeare	has	Antony	rely	on	ethos.	Antony	is	establishing	himself	as	both	a	person	of	authority	in	Rome	(having	the	power	to	offer	Caesar	a	crown)	and	an	expert	on	Caesars	true	character	(Antony	was	Caesars	close	friend	and	advisor).During	the	next
five	years,	I	started	a	company	named	NeXT,	another	company	named	Pixar,	and	fell	in	love	with	an	amazing	woman	who	would	become	my	wife.	Pixar	went	on	to	create	the	worlds	first	computer	animated	feature	film,	Toy	Story,	and	is	now	the	most	successful	animation	studio	in	the	world.	In	a	remarkable	turn	of	events,	Apple	bought	NeXT,	I
returned	to	Apple,	and	the	technology	we	developed	at	NeXT	is	at	the	heart	of	Apples	current	renaissance.Steve	Jobs,	2005Here,	Steve	Jobs	is	providing	his	backgroundvia	humblebrag	of	being	a	major	figure	in	several	different	highly	successful	tech	companies.	Jobs	is	using	ethos	to	provide	substance	to	his	words	and	make	it	clear	to	the	audience
that	he	knows	what	he	is	talking	about	and	they	should	listen	to	him.	Moreover,	though	you	hate	both	him	and	his	gifts	with	all	your	heart,	yet	pity	the	rest	of	the	Achaeans	who	are	being	harassed	in	all	their	host;	they	will	honour	you	as	a	god,	and	you	will	earn	great	glory	at	their	hands.	You	might	even	kill	Hector;	he	will	come	within	your	reach,	for
he	is	infatuated,	and	declares	that	not	a	Danaan	whom	the	ships	have	brought	can	hold	his	own	against	him.Ulysses	to	Achilles,	The	Iliad	by	HomerIn	this	plea,	Ulysses	is	doing	his	best	to	pile	on	the	pathos.	In	one	paragraph,	Ulysses	is	attempting	to	appeal	to	several	of	Achilless	emotions:	his	hatred	of	Hector,	his	infamous	stubborn	pride,	his
sympathy	for	civilians,	and	his	desire	for	vengeance.I	am	not	unmindful	that	some	of	you	have	come	here	out	of	great	trials	and	tribulations.	Some	of	you	have	come	fresh	from	narrow	jail	cells.	Some	of	you	have	come	from	areas	where	your	questquest	for	freedom	left	you	battered	by	the	storms	of	persecution	and	staggered	by	the	winds	of	police
brutality.Dr.	Martin	Luther	King	Jr.,	1963In	this	excerpt	from	his	I	Have	A	Dream	speech,	King	is	using	pathos	to	accomplish	two	goals	at	once.	First,	he	is	connecting	with	his	audience	by	making	it	clear	is	aware	of	their	plight	and	suffering.	Second,	he	is	citing	these	examples	to	cause	sadness	or	outrage	in	the	audience.	Both	of	these	effects	will
make	an	audience	interested	in	what	he	has	to	say	and	more	likely	to	support	his	position.	Dr.	Kings	I	Have	A	Dream	speech	is	recognizable	and	noteworthy	for	many	reasons,	including	the	rhetorical	device	he	employs.	Learn	about	it	here.	logosLet	it	be	remembered	how	powerful	the	influence	of	a	single	introduced	tree	or	mammal	has	been	shown	to
be.	But	in	the	case	of	an	island,	or	of	a	country	partly	surrounded	by	barriers,	into	which	new	and	better	adapted	forms	could	not	freely	enter,	we	should	then	have	places	in	the	economy	of	nature	which	would	assuredly	be	better	filled	up	if	some	of	the	original	inhabitants	were	in	some	manner	modified;	for,	had	the	area	been	open	to	immigration,
these	same	places	would	have	been	seized	on	by	intruders.	In	such	case,	every	slight	modification,	which	in	the	course	of	ages	chanced	to	arise,	and	which	in	any	way	favoured	the	individuals	of	any	of	the	species,	by	better	adapting	them	to	their	altered	conditions,	would	tend	to	be	preserved;	and	natural	selection	would	have	free	scope	for	the	work
of	improvement.Charles	Darwin,	On	the	Origin	of	the	Species,	1859In	this	passage,	Darwin	is	using	logos	by	presenting	a	rational	argument	in	support	of	natural	selection.	Darwin	connects	natural	selection	to	established	scientific	knowledge	to	argue	that	it	makes	logical	sense	that	animals	would	adapt	to	better	survive	in	their	environment.I	often
echo	the	point	made	by	the	climate	scientist	James	Hansen:	The	accumulation	of	carbon	dioxide,	methane	and	other	greenhouse	gasessome	of	which	will	envelop	the	planet	for	hundreds	and	possibly	thousands	of	yearsis	now	trapping	as	much	extra	energy	daily	as	500,000	Hiroshima-class	atomic	bombs	would	release	every	24	hours.	This	is	the	crisis
we	face.Al	Gore,	The	Climate	Crisis	Is	the	Battle	of	Our	Time,	and	We	Can	Win,	2019In	this	call	to	action,	Al	Gore	uses	logos	to	attempt	to	convince	his	audience	of	the	significance	of	climate	change.	In	order	to	do	this,	Gore	both	cites	an	expert	in	the	field	and	provides	a	scientifically	accurate	simile	to	explain	the	scale	of	the	effect	that	greenhouse
gases	have	on	Earths	atmosphere.	What	are	mythos	and	kairos?	Some	modern	scholars	may	also	use	terms	mythos	and	kairos	when	discussing	modes	of	persuasion	or	rhetoric	in	general.Aristotle	used	the	term	mythos	to	refer	to	the	plot	or	story	structure	of	Greek	tragedies,	i.e.,	how	a	playwright	ordered	the	events	of	the	story	to	affect	the	audience.
Today,	mythos	is	most	often	discussed	as	a	literary	or	poetic	term	rather	than	a	rhetorical	one.	However,	mythos	may	rarely	be	referred	to	as	the	appeal	to	culture	or	the	appeal	to	myth	if	it	is	treated	as	an	additional	mode	of	persuasion.	According	to	this	viewpoint,	a	speaker/writer	is	using	mythos	if	they	try	to	persuade	an	audience	using	shared
cultural	customs	or	societal	values.A	commonly	cited	example	of	mythos	is	Kings	I	Have	a	Dream	speech	quoted	earlier.	King	says:When	the	architects	of	our	republic	wrote	the	magnificent	words	of	the	Constitution	and	the	Declaration	of	Independence,	they	were	signing	a	promissory	note	to	which	every	American	was	to	fall	heir.	This	note	was	a
promise	that	all	menyes,	black	men	as	well	as	white	menwould	be	guaranteed	the	unalienable	rights	of	life,	liberty	and	the	pursuit	of	happiness.	Throughout	the	speech,	King	repeatedly	uses	American	symbols	and	American	history	(mythos)	to	argue	that	all	Americans	should	be	outraged	that	Black	Americans	have	been	denied	freedom	and	civil
rights.Some	modern	scholars	may	also	consider	kairos	as	an	additional	mode	of	persuasion.	Kairos	is	usually	defined	as	referring	to	the	specific	time	and	place	that	a	speaker	chooses	to	deliver	their	speech.	For	written	rhetoric,	the	place	instead	refers	to	the	specific	medium	or	publication	in	which	a	piece	of	writing	appears.Unlike	the	other	modes	of
persuasion,	kairos	relates	to	the	context	of	a	speech	and	how	the	appropriateness	(or	not)	of	a	setting	affects	how	effective	a	speaker	is.	Once	again,	Kings	I	Have	a	Dream	speech	is	a	great	example	of	the	use	of	kairos.	This	speech	was	delivered	at	the	steps	of	the	Lincoln	Memorial	during	the	100th	anniversary	of	the	Emancipation	Proclamation	at
the	end	of	theMarch	on	Washington	for	Jobs	and	Freedom.	Clearly,	King	intended	to	use	kairos	to	enhance	the	importance	and	timeliness	of	this	landmark	speech.	

What	is	ethos	pathos	and	logos	called	together.	Ethos	pathos	logos	nederlands.	Ethos	pathos	and	logos	explained.	Ethos	logos	pathos	uitleg.	What	is	the	group	of	ethos	pathos	and	logos	called.	What	is	the
difference	between	logos	ethos	and	pathos.	What	is	logo	ethos	and	pathos.	What	is	it	called	when	you	use	ethos	pathos	and	logos.


