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The art of persuasion has been studied for countless years by people all over the world with the intention of using it in both positive and negative ways. In fact, chances are excellent that you have purchased items, supported causes, voted for politicians, and more because you had fallen prey to someone else's mastery of persuasion. However, by
learning about this topic, you can help protect yourself against manipulation as well as learn important tools that can help you in your business and professional life. In talking about persuasion, it is important to understand what, exactly, persuasion includes. In its simplest terms, persuasion is the influence on someone's beliefs, intentions, behaviors,
attitudes, motivations, and more. Words that have similar meanings and may be related to persuasion can include manipulation, propaganda, advertisement, marketing, and so on. Persuasion is usually considered an inherent aspect of human nature, particularly as it can be seen in the activities of even small children. Persuasion is an extremely
important aspect of the political process, sales and business, interpersonal relationships, social structures such as organized religions, military, and more. While most persuasion is built on aspects of psychology, sociology, and (above all) social psychology, there is also a neurobiological side to persuasion. Our individual likelihood of being susceptible
to persuasion can depend very largely on our existing social networks, the way that we were raised, and our participation in social groups. There are countless methods of persuasion and numerous ethical considerations when determining the correct time, place, purpose, and style for persuasion. Ethics is a branch of philosophy that evaluates and
systematically ranks the concepts of right and wrong. Similar to the idea of morals, ethics help determine how an individual or group should act. Although there are several different aspects of the study of ethics, all are committed to determining whether a particular action may be considered right or wrong and under what circumstances the final
decision may change. Ethical considerations must be made in virtually every decision of life from what you teach your children to believe to how you do your job. In fact, colleges and universities throughout the world teach ethics relating to virtually every field of study or profession simply because ethical questions are so pervasive throughout our
lives. It is easy to understand, therefore, the reason that ethics are so important to the topic of persuasion. Persuasion can range from something as simple as reminding your child that they can have dessert if they finish their dinner, all the way to a cult leader convincing someone to kill themselves or another. Some people are naturally gifted in
persuasion while others seem to lack totally any ability to manipulate another person. Although the importance of honesty can never be overstated and is indeed a value that virtually everyone would agree is important, persuasion does not have to be unethical or immoral; in fact, using persuasive techniques is often amoral or can even be positive and
important. Consider the following situations. You are in a work meeting where someone suggests to your boss that you could sell an inferior product for the same amount of money. Would it be immoral for you to persuade your boss not to make this change? Most people would argue that the ethical thing to do would be to convince your boss not to
make this change (although it may not be the best business decision for you to do so). If the company is struggling financially and the changes to the product are not harmful, is it then still unethical to say silent? If the inferior product poses virtually no risk of harm to people purchasing the item and the company will go bankrupt if they do not make
this change, is it then still ethical to convince your boss not to do it, or is it more ethical to try to persuade your boss to make the changes to save the company? You are a politician, running for the U.S. House of Representatives. You are challenging the incumbent for your area and going door to door in certain neighborhoods where your support is
particularly low. You truly and deeply believe that you will be a better representative for the area than your opponent. However, the neighborhoods where you are currently visiting are more likely not to agree with you about a particular topic. When visiting those households, do you try to persuade them by talking about only the issues that you think
they will agree with you on? If someone asks you about the topic, do you give him or her the runaround rather than explicitly answer his or her question? Do you tell them only what they want to hear? Do your answers to any of these questions change if you believe that other people in your area will suffer if the incumbent stays in office? You are an
attorney; specifically, you are working as a prosecutor in a murder trial. You discover that the person you are prosecuting is innocent, but your supervisor knows that you can win the case and wants you to continue the prosecution. Should you convince your boss not to prosecute? Let us say that your boss refuses to cease the prosecution. Do you work
as hard as you normally would to convict that defendant? What if you find out that although the defendant did not commit that murder, he had committed several others, now is it still okay to prosecute him? What if this is the case and you find out that the person who did commit this murder has died and cannot hurt anyone else; do you do your best
to persuade the jury that the defendant is guilty? Clearly, the time, place, and other mitigating factors relating to your use of persuasion must be considered when making an ethical decision to persuade or not to persuade. As you develop persuasive skills and better recognize when someone or something is working to persuade you, it is imperative to
question the ethics of what you do. After all, while everyone is responsible for their own actions, so many people would not study and use persuasive tactics if they did not have a strong likelihood of influencing someone's beliefs, behaviors, and decisions. Political Persuasion The political arena is one of the most obvious places to see the use of
persuasive techniques. In the political process, there i's a lot of persuasion going on and it does not all work from the politician to the public. In fact, politics related persuasion could occur from politicians to the public, from the public to politicians, from special interest groups to the public or politicians, from politicians or the public to special interest
groups, within different agencies of the government, between political parties, the public, politicians, and so on. When people use the phrase "everything is political," what they are actually meaning to say is that the elements of persuasion and power are inherent in every aspect of life. Campaign Persuasion The type of political persuasion people are
most familiar with is campaign persuasion. Although we typically think of a campaign occurring within the several months leading up to an election, politicians are actually campaigning all 365 days of every year right up until retirement from politics or death. Although their campaign is operating on a smaller scale during some time (such as when
they have just been elected), elected officials are constantly communicating with the public with the goal of being reelected (although they may have other goals as well). If you imagine the last presidential election that you can remember, you will likely recall seeing numerous television commercials as well as hearing ads on the radio and seeing them
in newspapers and online. Depending on your geographic area, elections for local government, state government, the U.S. House of Representatives, and the Senate may have just as many commercials and similar persuasive entities. However, advertisements and commercials are not the only form of persuasion used in campaigning. From the White
House Press Secretary down to your local newspaper's Editor-in-Chief, politicians work to develop a network of supporters and endorsers, along with hiring individuals and marketing firms, all with the goal of convincing the general public that they are doing an excellent job as their elected official. In fact, people on different sides of politics often
make allegations regarding a "media bias" in general or of specific entities (for example, MSNBC is often accused as having a liberal bias, while Fox News is accused of having a conservative bias). Either way, it is relatively common knowledge that there are many individuals, businesses, and news outlets that have biases when it comes to politics, and
they use that bias to persuade the general public to believe in or to support a particular political party, politician, or simply one side of an issue. Politicians also participate in community events and fulfill certain non-political roles that are also used to persuade you that they are a good person, that they share the same values you have, and that you
should vote for them. Executive and Legislative Persuasion While the vast majority of things a politician does, even outside of an election cycle, are designed to get the public to vote for them in the next election, there are some times when politicians will use persuasive tactics for other purposes. Primarily, when politicians work to persuade the public
even when they are unconcerned with reelection, it is to secure your vote or support for a particular issue or political party. Even a second-term president receives pressure from their political party to make certain decisions or promote certain beliefs so that special interest groups, the general public, and other entities with power will still support
that political party. Moreover, some politicians are also truly committed to certain causes and what they believe is best for the country and they will continue to use persuasive tactics on those that they can influence, even outside of their own career. Special Interest Groups Special interest groups are organizations or groups that are created and
maintained for specific purposes or causes that may have a role in the political process. Many of these special interest groups are nonprofit organizations that work to persuade the public and politicians to support their issue(s). Typically, a special interest group is formed when a certain member or members of the citizenry are committed to a specific
cause such as Second Amendment rights or fossil fuel concerns.These groups then raise money and awareness for their cause as well as leveraging any political power to further the advancement of their agenda. The most powerful special interest groups typically have a very large budget and are able to use mass media (such as TV and Internet ads)
to influence the public who, in turn, are urged to influence their politicians. These special interest groups also directly influence politicians, particularly those that are members of the legislative branch. Persuasion within the Government Although members of the general public typically think of political persuasion as being between politicians, special
interest groups, and the public, it is also important to understand that within the government there is much persuasion being used. Using the example of the federal government, the executive branch (consisting of the President and his administration) and the legislative branch (consisting of the U.S. House of Representatives and Senate) are
continuously working to convince each other to pursue certain agendas, vote for or against certain bills, and so forth.Typically speaking, the most commonly used persuasive methods in this relationship include threats, promises of reciprocity, and similar actions. In fact, every politician you can think of is almost constantly considering how to
persuade you, their fellow politicians, and special interest groups all at the same time. How You Can Use Persuasion in Politics It is extremely important not to forget that you, as a member of the general public, also have some power to persuade political entities yourself. The most obvious of your political persuasion tactics is your vote or, more
accurately, the threat of how you will use your vote. If you find yourself disagreeing with a politician regarding a decision they make or their stance on a subject, you have the ability to let them know using any of a variety of techniques, such as a phone call, letter, or e-mail. If you have never contacted one of your political representatives, you may be
surprised to discover that they will likely read your message and may respond to your issues and concerns. The higher up the food chain (so to speak) that you go, the harder it may be to get a direct response from a politician, but you are still likely to receive a message from someone on his or her staff. Although you may not feel that your individual
voice makes a difference, since politicians are elected, a strong enough response to one of their decisions can make a tremendous difference. You can also use your money, your power, and your influence as other tools of persuasion in the political arena. In fact, if you own a business, have a position of power within your religion or community, or
participate in a special interest group, you can wield significant power in persuading politicians and others to support your causes and your preferred candidate. There is nowhere that persuasion can play a more important role than in politics, particularly if you are in a republic or democracy (with the possible exception of sales and marketing). Your
vote is extremely important as is any influence that you may have over others and their votes. Politics involves high persuasion at every level (local, state, and federal) and an arsenal of persuasive tactics and tools including money, power, influence, media, and more. Never make the mistake of undervaluing the power that you have on the political
process nor the quality of persuasion that may be used against you. Persuasion techniques are strategies that can help you convince people to see things your way. Marketers often use these tactics to get people to buy their products or sign up for their services. It's not uncommon for people to see or hear hundreds of advertisements each day on
websites, television programs, podcasts, and social media. Such messages can vary in their effectiveness, but changes are good that they are employing some type of psychological persuasion technique to try to get you to buy something.Because persuasion is such a pervasive component of our lives, it is often too easy to overlook how outside sources
influence us. Learning more about these tactics can help you become more aware of when you've been influenced. It can also help you become more persuasive in your own life, whether you are advocating for a promotion at work or convincing your friends to try the newest restaurant in town. Persuasion is not just something that is useful to
marketers and salesmen, however. Learning how to utilize these techniques in daily life can help you become a better negotiator and make it more likely that you will get what you want, whether you are trying to convince your kids to eat their vegetables or persuade your boss to give you that raise. Because influence is so useful in so many aspects of
daily life, persuasion techniques have been studied and observed since ancient times. It wasnt until the early 20thcentury, however, that social psychologists began to formally study these powerful tools of human influence. The ultimate goal of persuasion is to convince the target to internalize the persuasive argument and adopt this new attitude as a
part of their core belief system. The following are just a few of the highly effective persuasion techniques. Other methods include the use of rewards, punishments, positive or negative expertise, and many others. One method of persuasion involves creating a need or appealing to a previously existing need. This type of persuasion appeals to a person's
fundamental needs for shelter, love, self-esteem, and self-actualization. Marketers often use this strategy to sell their products. Consider, for example, how many advertisements suggest that people need to purchase a particular product in order to be happy, safe, loved, or admired. By creating a need, marketers can then offer their goods or services
as the tool necessary to satisfy the need. Another very effective persuasive method appeals to the need to be popular, prestigious, or similar to others, often referred to as social proof. Television commercials provide many examples of this type of persuasion, where viewers are encouraged to purchase items to be like everyone else or be like a well-
known or well-respected person. Television advertisements are a significant source of exposure to persuasion considering that the average American watchesbetween 2.79 hours per day. Social media advertising relies on appealing to these social needs. Online influencers create images that depict appealing and aspirational imagery. People then feel
persuaded to purchase the items they hope will give them the same look or lifestyle. Persuasion also often makes use of loaded words and images. Loaded words and evocative images can create emotional responses that go beyond what the literal meaning. Advertisers are well aware of the power of positive words, which is why so many advertisers
utilize phrases such as "New and Improved" or "All Natural." Another approach that is often effective in getting people to comply with a request is known as the "foot-in-the-door" technique. This persuasion strategy involves getting a person to agree to a small request, like asking them to purchase a small item, followed by making a much larger
request. By getting the person to agree to the small initial favor, the requester already has their "foot in the door," so to speak. We are then more likely to comply with the larger request. For example, a neighbor asks you to babysit their two children for an hour or two. Once you agree to the smaller request, they then ask if you can just babysit the
kids for the rest of the day. This is a great example of what psychologists refer to as the rule of commitment, and marketers often use this strategy to encourage consumers to buy products and services.Once you have already agreed to a smaller request, you might feel a sense of obligation to also agree to a larger request. This approach is the
opposite of the foot-in-the-door approach. A salesperson will begin by making a large, often unrealistic request. The individual responds by refusing, figuratively slamming the door on the sale. The salesperson responds by making a much smaller request, which often comes off as conciliatory. People often feel obligated to respond to these offers.
Since they refused that initial request, people often feel compelled to help the salesperson by accepting the smaller request. When people do you a favor, you probably feel an almost overwhelming obligation to return the favor in kind. This is known as the norm of reciprocity, a social obligation to do something for someone else because they first did
something for you. Marketers might utilize this tendency by making it seem like they are doing you a kindness, such as including "extras" or discounts, which then compels people to accept the offer and make a purchase. The anchoring bias is a subtle cognitive bias that can have a powerful influence on negotiations and decisions. When trying to
arrive at a decision, the first offer has the tendency to become an anchoring point for all future negotiations. So, if you are trying to negotiate a pay increase, being the first person to suggest a number, especially if that number is a bit high, can help influence the future negotiations in your favor. That first number will become the starting point. While
you might not get that amount, starting high might lead to a higher offer from your employer. Psychologist Robert Cialdini is famous for the six principles of influence. One of the key principles he identified is known as scarcity or limiting the availability of something. Cialdini suggests that things become more attractive when they are scarce or
limited. People are more likely to buy something if they learn that it is the last one or that the sale will be ending soon. An artist, for example, might only make a limited run of a particular print. Since there are only a few prints available for sale, people might be more likely to make a purchase before they are gone. The examples above are just a few
of the many persuasion techniques described by social psychologists. Look for examples of persuasion in your daily experience. An interesting experiment is to view a half-hour of a random television program and note every instance of persuasive advertising. You might be surprised by the sheer amount of persuasive techniques used in such a brief
period of time. It is also important to remember that persuasion isn't always effective. In many cases, we tend to resist influence, particularly if we are worried that we are being deceived or are reluctant to change. We may contest the message and provide opposing arguments. Sometimes, this involves contesting the message, such as finding facts or
counterarguments that present opposing information. In other cases, we might try to discredit the source of the information. In other cases, we may simply try to avoid the message. Examples can include muting advertisements on tv commercials or installing ad blockers when browsing online. It isn't unusual to physically avoid such messages. We
might avoid shopping centers or other places where we are likely to encounter salespeople. Certain types of bias can also contribute to persuasion resistance. For example, many people now recognize the serious health risks of smoking, the optimism bias often leads them to think that these hazards are not likely to affect them.Resistance to
persuasive messages can come in many forms. We may present counter arguments, try to avoid persuasive messages, or fall prey to biases that affect our interpretation of the messages we hear. 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. Add and describe your task.
We'll connect you to an academic expert within 10 minutes. You get help with your assignment in 1-2 hours Get help with your assignment in 1 hourLearn More Check out our study materials designed in a fun and entertaining way$1,500 Essay Video ScholarshipFor creative high school, college, or university students who want to be heard.$1,500
Essay Writing ScholarshipFor talented school, college, or uni students who demonstrate mastery of essay writing. Each $100 that we earn finances the planting of one treePersuasion is not as complicated as it may sound. In fact, it is something that we have been practicing since childhood. Do you remember convincing your parents to let you skip
school, asking your teacher not to assign homework, or persuading your boss to give you a day off? Well, these are just small examples of what persuasion looks like.However, in the vast landscape of human communication, the knack for persuading others can act as a catalyst for change, open doors, forge alliances, and effect positive change.
Whether you are a professional, a student, or someone engaging in everyday conversations, mastering the art of convincing can be a powerful asset.This article explores the critical components of building convincing arguments. So, lets get going.1. Understand Your AudienceThe foundation of influential communication lies in understanding your
audience. Before constructing your argument, take the time to analyze your audiences values, beliefs, and motivations. Altering your message to align with their perspectives increases the likelihood of them being receptive to your argument.2. Focus on Clarity and ConcisenessA persuasive argument should be clear and concise. Avoid ambiguity and
unnecessary complexity. Straightforwardly present your ideas using easily digestible language, as a well-articulated message enhances comprehension and makes it easier for your audience to fathom your reasoning.3. Establish CredibilityIf you want to convince someone, it is essential to establish your credibility from the get-go. One way to do this is
by sharing your relevant expertise, experiences, or credentials, which can strengthen your argument.When your audience perceives you as a credible and trustworthy source, they are more likely to be swayed by your perspective. Therefore, making a solid first impression and proving to your listeners that you have the necessary knowledge and
experience to back up your assertions is crucial.4. Knit Threads of EmotionsWhile logic and evidence may be necessary, emotions are crucial too. Appeal to your audiences emotions by incorporating relatable stories, anecdotes, or vivid imagery. Connecting with them emotionally leaves an indelible mark on them.Craft compelling narratives to convey
your message, as stories uniquely anchor attention, evoke feelings, and make information more memorable. Weave relevant anecdotes into your argument to provide context and make your points relatable and engaging.For instance, if you want to convince a prospect to buy your product, consider narrating a stunning story of how the product helped
numerous people and made their lives easier. By knitting threads of emotions, you can hit the right chords and close the deal.5. Be Concrete and Follow a Logical StructureTo win over your audience, you must logically organize your views. Start with a catchy introduction that captivates attention, and then dive into a well-structured body that lays out
your main points, supported by solid evidence and relevant details. And remember to finish strong with a powerful summary that drives home your message and leaves a lasting impression.Support your arguments with compelling evidence and real-world examples. This could include statistics, studies, expert opinions, or specific instances illustrating
your points. Concrete evidence strengthens your case and builds credibility and trust with your audience.Real persuasion comes from putting more of you into everything you say. Words have an effect. Words loaded with emotion have a powerful effect. Jim Rohn6. Anticipate and Address CounterargumentsAny objections or counter arguments can be
frustrating and derail the entire conversation. That is why it is important to anticipate potential counterarguments and address them proactively.As a presenter, it helps you demonstrate that you have thoroughly considered the issue at hand and are all set to engage in a thoughtful, well-rounded discussion.For example, suppose you are debating
whether or not education should be free. Your opponent might argue that making academics free would pressure taxpayers. Instead of ignoring this objection, you could acknowledge it and address it calmly.You could say that although making college accessible would require a significant investment, studies have shown that the long-term benefits to
society far outweigh the costs.7. Use Persuasive LanguageThe words you choose to convey your message can make a big difference they can either make or break your talk. So, choose positive language and remember not to be aggressive or confrontational. By selecting your words thoughtfully, you can evoke the emotions you want and keep the
conversation respectful and persuasive.For example, if you want to seek the support of the audience in a particular campaign, you can say like this-We stand together in this crisis. By doing your part, you can contribute to a great cause.8. Harness the Power of Visual AidsComplement your verbal arguments with visual aids such as infographics,
graphs, images, or charts. You can use pre-designed templates to enhance comprehension, provide different contexts, and make complex information more accessible.For example, if you are trying to build a persuasive argument towards the positive effects of a new policy, highlight its statistical data in a well-crafted infographic. Use numbers to
convince the degree of change and show comparison with the help of bar graphs and charts.9. Adjust Tone and StyleYou can increase the receptivity of your message by adapting your tone and communication style to match the preferences of your audience.Demonstrate confidence and conviction in your arguments. Also, project assurance in your
words and body language to strengthen your message. It will instill confidence and trust in your audience and reassure them that they can rely on the validity and importance of your perspective.10. Foster Two-Way CommunicationA collaborative exchange of information promotes a sense of shared understanding and can uncover new perspectives
that enhance the overall persuasiveness of your message. So, encourage open dialogue and two-way communication.Ask your audience to raise questions, provide feedback, and involve themselves in discussions to explore your arguments.The skill of using the power of words for convincing is an asset for all professionals. It helps you make the
audience believe in your ideas and agree with your viewpoints. By creating persuasive arguments, you can inspire your target customers/clients to take the desired action.However, you cant master this skill in a day. You can develop and improve this skill through thoughtful communication strategies. Tell a compelling story, include a strong call-to-
action (CTA) in your statements, and use effective words to influence the audiences emotions. By simplifying the complex information and conveying it in the way that best resonates with the audience, you can ensure your presentations success. Six major types of persuasion are: ethos, pathos, logos, statistics, deliberation, and refutation. The ability
to use and apply each form of persuasion at the right time can help you to convince others to your side and embrace your perspective. Furthermore, in school debating, knowledge of each type can help you to steelman your perspective in order to convince an objective panel of judges to give you the win. Note that many of these persuasion techniques
might not be useful (or could even be counterproductive) in many situations. Pay close attention to the context of the examples to gather insights into when they might be useful, and when they may not. Additional Forms of Persuasion Comprehension Questions: As you read through this article, our editor Chris will pose comprehension and critical
thinking questions to help you get the most out of this article. Teachers, if you assign this article for homework, have the students answer these questions at home, then use them as stimuli for in-class discussion. Ethos, also known as ethical appeal, is a persuasive technique that relies on the credibility and trustworthiness of the speaker or writer to
influence their audience. The concept of ethos is based on the belief that people are more likely to believe and accept ideas from someone they perceive as being reliable, honest, knowledgeable, and competent (Wrobel, 2015). This means that if you want to persuade someone to take your side or adopt your position on an issue, its crucial that you
establish yourself as a person with good character (Varpio, 2018). There are several ways in which you can build and enhance your ethos. One way is by presenting yourself as an expert in the relevant field or industry. For example, if youre trying to persuade people to invest in a particular company, highlighting your expertise in finance or business
can help bolster your credibility (although, beware, that doing this is engaging in the appeal to authority bias, which is why I prefer the next method). My preferred method is by demonstrating your integrity and trustworthiness through what you say and the stories you tell. By showing your interlocutor that youre a reliable source of information who
has their best interests at heart, you increase the chances of them being persuaded by your arguments and suggestions. Imagine Im trying to convince my boss to promote me to a higher position within our company. To do so successfully, I would need to establish my ethos by showcasing that I am worthy, perhaps by demonstrating my work ethic and
evidence of my successes. I could provide examples of successful projects Ive completed in the past and highlight any awards or recognitions Ive received for my work performance. Additionally, I could ask colleagues for testimonials about my abilities and professionalism. By doing so, I am able to present myself as someone deserving of the
promotion based on merit rather than solely through favoritism. Pathos, also known as emotional appeal, is a persuasive technique that evokes strong emotions in the audience to encourage them to take a particular action or adopt a specific point of view (Meyer, 2017). Pathos aims to sway peoples emotions by appealing to their fears, hopes, values,
or desires. A critical reader would be able to tell already that pathos is widely used in advertising and marketing! This type of persuasion typically uses vivid language and storytelling techniques to create an emotional connection between the speaker and their audience (Ihlen & Heath, 2018). To be effective, the use of pathos should be appropriate
for the context and audience. For instance, its inappropriate to use tragic events or personal losses for mere political gain, as it may harm those affected by such events. Instead of exploiting peoples pain and sadness, pathos should be used responsibly and respectfully. Consider a charity advertisement aimed at persuading viewers to donate money
towards fighting poverty in developing countries. The advertisement may show images of impoverished children struggling with hunger and disease while sad music plays in the background. This appeals to the viewers emotions by invoking feelings of compassion and empathy for those less fortunate than themselves. The ultimate goal is for viewers
to feel more inclined to take action after seeing how they can make a positive impact on someone elses life through donating. Comprehension Checkpoint: Based on the above information, can you consider a situation when pathos would be ineffective as an argument? Consider, for example, legal contexts. Logos, also known as logical appeal, is a
persuasive technique that relies on the use of reason and logic to influence an audience. Logos is based on the idea that people are more likely to accept and adopt a particular position or argument if it coheres to rules of logic and doesnt fall into heuristics or logical fallacies (Dillard & Shen, 2013). In other words, to be effective with logos, it is
important to ensure that all claims made are supported by a rational thought-process and/or clear evidence. This means that the information presented should be accurate and verifiable from credible sources. Additionally, the arguments presented must be logical and coherent with clear connections between each point presented (Baumlin & Meyer,
2018). Consider an ad campaign by a toothpaste company claiming that their product prevents cavities better than any other brand. In this case, the company might use data from clinical studies demonstrating how their product significantly reduced the incidence of cavities compared to competitors products. This provides objective evidence to
support their claim and makes it more believable for consumers who care about having strong teeth without cavities. Comprehension Checkpoint: Based on the above information, can you consider a situation when logos would be ineffective as an argument? Consider, for example, contexts where pathos may be more effective. Statistics, also called
statistical evidence or quantitative data, is a persuasive technique that relies on numerical information to support a claim. This method can be used alongside logos to support one another. Statistics are often used as evidence in order to give credibility and support an argument with hard numbers (Dillard & Shen, 2013). To use statistics effectively for
persuasion, it is important to ensure that the statistics presented are accurate and relevant to the argument being made (Thlen & Heath, 2018). Any infographics or visual aids should be easy for the audience to comprehend and include enough context so that there can be no misconceptions about how they were derived. Lets say you want to persuade
your schools administration team to increase funding for arts programs by showing how popular these programs are with students. You could gather data from surveys showing the percentage of students participating in extracurricular music classes or art clubs at school as well as academic studies highlighting how music education improves
cognitive development among teenagers. By presenting this data persuasively, you can help convince your school administrators of the value of these programs not just socially but academically too. Comprehension Checkpoint: When using statistics as a form of persuasion, what are some key considerations to ensure they are effectively and clearly
presented? To state it another way, what are some bad ways to present statistical information that may confuse and confound the person youre trying to persuade? Deliberation, also known as dialectical reasoning, involves personal reflection and weighing of options in a critical and logical way. (Meyer, 2017) This type of persuasion seeks to prompt
individuals to reason for themselves, rather than being told what to think or do. Deliberation involves using the socratic method to present competing ideas or arguments and encourage people to consider different perspectives. You should try to ask questions that lead the audience towards coming up with their own conclusions (Wrobel, 2015). To use
deliberation effectively, one must provide a space for open dialogue and encourage individuals to voice their opinions. The goal is not necessarily to convince the audience but rather to initiate thoughtful debate on the topic at hand leading everyone involved closer towards arriving at a consensus. Imagine your school plans on banning certain types of
plastic products such as water bottles or straws due to environmental concerns. Instead of simply telling students that they should abide by this regulation without further justification, you choose to host discussion sessions where students and teachers can express their views. This open deliberation can help increase buy-in among motivated parties
who formerly may have opposed it otherwise. They will feel like they came to their own perspective, while you facilitated this by presenting new evidence for them. This approach can lead everyone involved closer towards arriving at a shared group consensus. Comprehension Checkpoint: Considering the various situations you find yourself
(workplace, home, school, clubs, etc), where do you think deliberation is most commonly employed as a persuasion technique? Refutation is a persuasive technique that involves anticipating and addressing counterarguments. Refutation acknowledges that the audience may have objections or doubts about your argument and allows you to effectively
neutralize those concerns before they become an issue. It is an excellent way to steel man your argument (Varpio, 2018). This can be done by identifying potential objections ahead of time and figuring out how you will address each one, or examining your opponents best arguments and breaking them down (Baumlin & Meyer, 2018). To use refutation
effectively, it is crucial to make sure that you accurately understand the disagreement being presented so as not to distort it during rebuttal (what wed call the strawman approach). Refutation helps to ensure the credibility of your response. Additionally, this technique should be used strategically and only when necessary rather than overusing it,
which may create a confrontational atmosphere damaging receptiveness towards genuine non-hostile discussion. Imagine youre trying to persuade your employer to give every employee two weeks off for vacation, but theres a concern that other employees will protest due to their workload. Instead of ignoring this objection, you might acknowledge
the possible disruption while also highlighting potential benefits in improved employee happiness and retention rates resulting from more frequent performance breaks. Ultimately this would allow workers who recharge fully maintaining productivity over extended periods while reducing chances for burnout among stressed-out staff members. See
More: Examples of Counterarguments Persuasion can also be dissected into the peripheral route and the central route. These routes represent a distinction between appeals to direct logical argumentation (central route) and appeals to secondary signals, such as credibility and emotional appeal (peripheral route). Each are outlined below: The
peripheral route to persuasion does not directly engage with the strength of the argument or its inherent logic. Instead, it appeals to heuristics that suggest the argument is sound, such as the speakers attractiveness, emotional appeals, and appeals to authority. Generally, it leverages a range of cognitive biases to convince disengaged, misinformed,
or low-information interlocutors (Baumlin & Meyer, 2018). The central route to persuasion goes straight to the logic of an argument, presenting logical and rational perspectives as well as empirical evidence in order to convince a high-information or highly engaged audience. It encourages critical thinking as part of a deep, engaged, debate (Meyer,
2017). Youll note that we can place several of the different types of persuasion explored earlier into these two buckets: logos most obviously being placed in the central route bucket, while pathos might be more likely to be taking the peripheral route. Strong knowledge of (and ability to execute) persuasion techniques can be extremely useful for
getting your way, winning debates, and subtly convincing others of your point of view. However, it needs to be applied in contextually-approproate situations to minimize the chances of your methods backfiring. Baumlin, J. S., & Meyer, C. A. (2018). Positioning ethos in/for the twenty-first century: An introduction to histories of ethos. Humanities, 7(3),
78. doi: Dillard, J. P., & Shen, L. (Eds.). (2013). The Sage handbook of persuasion. London: Sage. Ihlen, O., & Heath, R. L. (Eds.). (2018). The handbook of organizational rhetoric and communication. New York: John Wiley & Sons. Meyer, M. (2017). What is rhetoric? Oxford: Oxford University Press. Varpio, L. (2018). Using rhetorical appeals to
credibility, logic, and emotions to increase your persuasiveness. Perspectives on medical education, 7, 207-210. doi: Wrbel, S. (2015). Logos, ethos, pathos. Classical rhetoric revisited. Polish Sociological Review, 191(3), 401-421. In relation to the field of psychology, persuasion can be defined as the specific act or process of convincing people to
change their visions or ideas regarding the viewpoint proposed by the partner in communication (Kumkale & Albarracn, 2004). Furthermore, those persons who try to persuade the other people are inclined to make the opponents believe and share definite visions. From this point, persuasion is the complex process during which persons intend to
manipulate the arguments which can be discussed by the opponents as rather credible or persuasive (Kumkale & Albarracn, 2004). Get a custom essay on Psychological Definition of Persuasion In this case, persuasion is the complex act because people are oriented to using not only logic while developing their arguments but also emotional component
in order to make the speech more convincing and appealing (Powers, 2007). The process of persuasion can be also based on the use of different tools and symbols such as the verbal techniques or visual signs in order to achieve the goal of persuasion.Focusing on all the above-mentioned details, it is necessary to pay attention to the extended
definition of persuasion as the complex process or act during which a person intends to convince the other man to change the vision, share the idea, or do the specific act discussed as desirable by the person who persuades; while persuading, a person orients not only to presenting the logical arguments in the form of verbal or visual symbols but also
to the emotional content in order to appeal to the opponents internal motives which can make him or her change the opinion regarding the definite situation or phenomenon.From this point, persuasion can also be discussed as a kind of the psychological impact on the person in order to change his or her attitudes, opinions, or behaviours (Shavitt &
Brock, 2005). That is why, persuasion is the effective tool used in marketing and advertising to regulate the customers behaviour. Furthermore, persuasion in the form of messages, speeches or advertisements is also important for controlling the development of social opinions because it is the effective subtle technique (Powers, 2007).To formulate
the final variant of the definition, a lot of details determining the process of persuasion were analyzed and combined in order to provide the detailed and complete definition to reflect all the sides of such a complex psychological phenomenon. Thus, the focus on the necessity to convince people to change the attitudes and behaviours depends
significantly on the methods used by the person. As a result, the next step to define the concept is to pay attention to the tools or techniques used by people to persuade. To draw the effective conclusions, it is important to concentrate on the logical and emotional components of the arguments used and on the verbal or visual techniques.Today, it is
possible to refer to many factors which can influence the fact of being persuaded. These factors are the presentation of the effective and well-supported arguments and the references to the experts visions and opinions as well as to the factual evidences. Moreover, the peripheral information can also affect the process of persuading if it is rather
emotional and attractive. Furthermore, the atmosphere of communication and the specific words chosen by the person to persuade the opponent are significant to affect the final decision.ReferencesKumkale, G., & Albarracn, D. (2004). The Sleeper Effect in persuasion: A meta-analytic review. Psychological Bulletin, 130(1), 143-172. 1 hour! The
minimum time our certified writers need to deliver a 100% original paper Powers, P. (2007). Persuasion and coercion: A critical review of philosophical and empirical approaches. HEC Forum, 19(2), 125-143.Shavitt, S., & Brock, T. (2005). Persuasion: psychological insights and perspectives. USA: Allyn and Bacon. Six major types of persuasion are:
ethos, pathos, logos, statistics, deliberation, and refutation. The ability to use and apply each form of persuasion at the right time can help you to convince others to your side and embrace your perspective. Furthermore, in school debating, knowledge of each type can help you to steelman your perspective in order to convince an objective panel of
judges to give you the win. Note that many of these persuasion techniques might not be useful (or could even be counterproductive) in many situations. Pay close attention to the context of the examples to gather insights into when they might be useful, and when they may not. Additional Forms of Persuasion Comprehension Questions: As you read
through this article, our editor Chris will pose comprehension and critical thinking questions to help you get the most out of this article. Teachers, if you assign this article for homework, have the students answer these questions at home, then use them as stimuli for in-class discussion. Ethos, also known as ethical appeal, is a persuasive technique
that relies on the credibility and trustworthiness of the speaker or writer to influence their audience. The concept of ethos is based on the belief that people are more likely to believe and accept ideas from someone they perceive as being reliable, honest, knowledgeable, and competent (Wrobel, 2015). This means that if you want to persuade someone
to take your side or adopt your position on an issue, its crucial that you establish yourself as a person with good character (Varpio, 2018). There are several ways in which you can build and enhance your ethos. One way is by presenting yourself as an expert in the relevant field or industry. For example, if youre trying to persuade people to invest in a
particular company, highlighting your expertise in finance or business can help bolster your credibility (although, beware, that doing this is engaging in the appeal to authority bias, which is why I prefer the next method). My preferred method is by demonstrating your integrity and trustworthiness through what you say and the stories you tell. By
showing your interlocutor that youre a reliable source of information who has their best interests at heart, you increase the chances of them being persuaded by your arguments and suggestions. Imagine Im trying to convince my boss to promote me to a higher position within our company. To do so successfully, I would need to establish my ethos by
showcasing that I am worthy, perhaps by demonstrating my work ethic and evidence of my successes. I could provide examples of successful projects Ive completed in the past and highlight any awards or recognitions Ive received for my work performance. Additionally, I could ask colleagues for testimonials about my abilities and professionalism. By
doing so, I am able to present myself as someone deserving of the promotion based on merit rather than solely through favoritism. Pathos, also known as emotional appeal, is a persuasive technique that evokes strong emotions in the audience to encourage them to take a particular action or adopt a specific point of view (Meyer, 2017). Pathos aims to
sway peoples emotions by appealing to their fears, hopes, values, or desires. A critical reader would be able to tell already that pathos is widely used in advertising and marketing! This type of persuasion typically uses vivid language and storytelling techniques to create an emotional connection between the speaker and their audience (Ihlen & Heath,
2018). To be effective, the use of pathos should be appropriate for the context and audience. For instance, its inappropriate to use tragic events or personal losses for mere political gain, as it may harm those affected by such events. Instead of exploiting peoples pain and sadness, pathos should be used responsibly and respectfully. Consider a charity
advertisement aimed at persuading viewers to donate money towards fighting poverty in developing countries. The advertisement may show images of impoverished children struggling with hunger and disease while sad music plays in the background. This appeals to the viewers emotions by invoking feelings of compassion and empathy for those less
fortunate than themselves. The ultimate goal is for viewers to feel more inclined to take action after seeing how they can make a positive impact on someone elses life through donating. Comprehension Checkpoint: Based on the above information, can you consider a situation when pathos would be ineffective as an argument? Consider, for example,
legal contexts. Logos, also known as logical appeal, is a persuasive technique that relies on the use of reason and logic to influence an audience. Logos is based on the idea that people are more likely to accept and adopt a particular position or argument if it coheres to rules of logic and doesnt fall into heuristics or logical fallacies (Dillard & Shen,
2013). In other words, to be effective with logos, it is important to ensure that all claims made are supported by a rational thought-process and/or clear evidence. This means that the information presented should be accurate and verifiable from credible sources. Additionally, the arguments presented must be logical and coherent with clear
connections between each point presented (Baumlin & Meyer, 2018). Consider an ad campaign by a toothpaste company claiming that their product prevents cavities better than any other brand. In this case, the company might use data from clinical studies demonstrating how their product significantly reduced the incidence of cavities compared to
competitors products. This provides objective evidence to support their claim and makes it more believable for consumers who care about having strong teeth without cavities. Comprehension Checkpoint: Based on the above information, can you consider a situation when logos would be ineffective as an argument? Consider, for example, contexts
where pathos may be more effective. Statistics, also called statistical evidence or quantitative data, is a persuasive technique that relies on numerical information to support a claim. This method can be used alongside logos to support one another. Statistics are often used as evidence in order to give credibility and support an argument with hard
numbers (Dillard & Shen, 2013). To use statistics effectively for persuasion, it is important to ensure that the statistics presented are accurate and relevant to the argument being made (Ihlen & Heath, 2018). Any infographics or visual aids should be easy for the audience to comprehend and include enough context so that there can be no
misconceptions about how they were derived. Lets say you want to persuade your schools administration team to increase funding for arts programs by showing how popular these programs are with students. You could gather data from surveys showing the percentage of students participating in extracurricular music classes or art clubs at school as
well as academic studies highlighting how music education improves cognitive development among teenagers. By presenting this data persuasively, you can help convince your school administrators of the value of these programs not just socially but academically too. Comprehension Checkpoint: When using statistics as a form of persuasion, what are
some key considerations to ensure they are effectively and clearly presented? To state it another way, what are some bad ways to present statistical information that may confuse and confound the person youre trying to persuade? Deliberation, also known as dialectical reasoning, involves personal reflection and weighing of options in a critical and
logical way. (Meyer, 2017) This type of persuasion seeks to prompt individuals to reason for themselves, rather than being told what to think or do. Deliberation involves using the socratic method to present competing ideas or arguments and encourage people to consider different perspectives. You should try to ask questions that lead the audience
towards coming up with their own conclusions (Wrobel, 2015). To use deliberation effectively, one must provide a space for open dialogue and encourage individuals to voice their opinions. The goal is not necessarily to convince the audience but rather to initiate thoughtful debate on the topic at hand leading everyone involved closer towards arriving
at a consensus. Imagine your school plans on banning certain types of plastic products such as water bottles or straws due to environmental concerns. Instead of simply telling students that they should abide by this regulation without further justification, you choose to host discussion sessions where students and teachers can express their views. This
open deliberation can help increase buy-in among motivated parties who formerly may have opposed it otherwise. They will feel like they came to their own perspective, while you facilitated this by presenting new evidence for them. This approach can lead everyone involved closer towards arriving at a shared group consensus. Comprehension
Checkpoint: Considering the various situations you find yourself (workplace, home, school, clubs, etc), where do you think deliberation is most commonly employed as a persuasion technique? Refutation is a persuasive technique that involves anticipating and addressing counterarguments. Refutation acknowledges that the audience may have
objections or doubts about your argument and allows you to effectively neutralize those concerns before they become an issue. It is an excellent way to steel man your argument (Varpio, 2018). This can be done by identifying potential objections ahead of time and figuring out how you will address each one, or examining your opponents best
arguments and breaking them down (Baumlin & Meyer, 2018). To use refutation effectively, it is crucial to make sure that you accurately understand the disagreement being presented so as not to distort it during rebuttal (what wed call the strawman approach). Refutation helps to ensure the credibility of your response. Additionally, this technique
should be used strategically and only when necessary rather than overusing it, which may create a confrontational atmosphere damaging receptiveness towards genuine non-hostile discussion. Imagine youre trying to persuade your employer to give every employee two weeks off for vacation, but theres a concern that other employees will protest due
to their workload. Instead of ignoring this objection, you might acknowledge the possible disruption while also highlighting potential benefits in improved employee happiness and retention rates resulting from more frequent performance breaks. Ultimately this would allow workers who recharge fully maintaining productivity over extended periods
while reducing chances for burnout among stressed-out staff members. See More: Examples of Counterarguments Persuasion can also be dissected into the peripheral route and the central route. These routes represent a distinction between appeals to direct logical argumentation (central route) and appeals to secondary signals, such as credibility
and emotional appeal (peripheral route). Each are outlined below: The peripheral route to persuasion does not directly engage with the strength of the argument or its inherent logic. Instead, it appeals to heuristics that suggest the argument is sound, such as the speakers attractiveness, emotional appeals, and appeals to authority. Generally, it
leverages a range of cognitive biases to convince disengaged, misinformed, or low-information interlocutors (Baumlin & Meyer, 2018). The central route to persuasion goes straight to the logic of an argument, presenting logical and rational perspectives as well as empirical evidence in order to convince a high-information or highly engaged audience.
It encourages critical thinking as part of a deep, engaged, debate (Meyer, 2017). Youll note that we can place several of the different types of persuasion explored earlier into these two buckets: logos most obviously being placed in the central route bucket, while pathos might be more likely to be taking the peripheral route. Strong knowledge of (and
ability to execute) persuasion techniques can be extremely useful for getting your way, winning debates, and subtly convincing others of your point of view. However, it needs to be applied in contextually-approproate situations to minimize the chances of your methods backfiring. Baumlin, J. S., & Meyer, C. A. (2018). Positioning ethos in/for the
twenty-first century: An introduction to histories of ethos. Humanities, 7(3), 78. doi: Dillard, J. P., & Shen, L. (Eds.). (2013). The Sage handbook of persuasion. London: Sage. Thlen, O., & Heath, R. L. (Eds.). (2018). The handbook of organizational rhetoric and communication. New York: John Wiley & Sons. Meyer, M. (2017). What is rhetoric? Oxford:
Oxford University Press. Varpio, L. (2018). Using rhetorical appeals to credibility, logic, and emotions to increase your persuasiveness. Perspectives on medical education, 7, 207-210. doi: Wrbel, S. (2015). Logos, ethos, pathos. Classical rhetoric revisited. Polish Sociological Review, 191(3), 401-421.
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