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Persuasion and the Rhetorical Triangle
Persuasion, according to Aristotle and the many authorities that would echo him, is brought about through three kinds of proof (pistis) or persuasive appeal: 
Ethos

Pathos

Logos
Aristotle calls these "artistic" or "intrinsic" proofs—those that could be found by means of the art of rhetoric—in contrast to "nonartistic" or "extrinsic" proofs such as witnesses or contracts that are simply used by the speaker, not found through rhetoric.
	Term
	Definition
	Notes/Key Words

	Persuasion
	the action or fact of persuading someone or of being persuaded to do or believe something.
	

	Rhetoric
	the art of effective or persuasive speaking or writing, especially the use of figures of speech and other compositional techniques; language designed to have a persuasive or impressive effect on its audience, but often regarded as lacking in sincerity or meaningful content.
	

	Ethos
	an appeal to ethics, and a way of convincing someone of the character or credibility of the persuader.
	

	Pathos
	an appeal to emotion, and a way of convincing an audience of an argument by creating an emotional response.
	

	Logos
	an appeal to logic, and a way of persuading an audience by reason.
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The best ads have which appeal? _______________________________________________________________
