	ETHOS

Ethics-Credibility

Charisma: charm, talent, magnetism & other qualities that make a person attractive
Initial=Appearance Credibility
Derived=Earned as you go

Terminal=Credibility aftrwrds 

	LOGOS

Logic–Evidence & Reasoning
Inductive: Everybody else does it…
Deductive: Syllogism: Major Premise; minor premise & conclusion…
Causal: Flu shots will cause you to be immune to the flu
	PATHOS

Emotion-arousing verbal and nonverbal messages
Concrete illustrations and descriptions
Words such as ‘mother,’ ‘flag,’ ‘freedom,’ and ‘slavery’ trigger emotional responses

	ETHOS

Ethics-Credibility

Charisma: charm, talent, magnetism & other qualities that make a person attractive
Initial=Appearance Credibility

Derived=Earned as you go

Terminal=Credibility aftrwrds 


	LOGOS

Logic–Evidence & Reasoning

Inductive: Everybody else does it…

Deductive: Syllogism: Major Premise; minor premise & conclusion…

Causal: Flu shots will cause you to be immune to the flu
	PATHOS

Emotion-arousing verbal and nonverbal messages

Concrete illustrations and descriptions
Words such as ‘mother,’ ‘flag,’ ‘freedom,’ and ‘slavery’ trigger emotional responses

	PERSUASION
(pәr-swā’zhәn) The process of attempting to change or reinforce attitudes, beliefs, values or behavior.  The persuasive speaker invites listeners to make a choice, rather than just offering information about the options.
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