Understanding Logos, Ethos, and Pathos

Whenever you read an argument you should ask yourself: Is this persuasive? And if so, to whom? How is it trying to persuade readers? Does the author use rhetorical appeal to effectively make their case? There are several distinct ways to appeal to an audience. You can make a rhetorical appeal by trying to manipulate someone's emotions (pathos), convincing someone you are a credible, honest, and ethical source (ethos), or by offering original data or convincing evidence (logos). These appeals are intrinsic to all arguments or assertions, and often times you will discover that an effective source text uses a little bit of all of them.

	To Appeal to Morality and Credibility / Author’s Trustworthiness (ethos)
	To Appeal to Emotion (pathos)
	To Appeal to Logic or Reason (logos)

	Language appropriate to audience and subject 

Restrained, sincere, fair minded presentation 

Appropriate level of vocabulary 

Clear articulation 

Multiple presented perspectives 
	Vivid, concrete language 

Emotionally loaded language 

Connotative meanings 

Emotional examples 

Vivid descriptions 

Narratives of emotional events 

Emotional tone 

Figurative language 
	Theoretical, abstract language 

Denotative meanings/reasons 

Literal and historical analogies 

Definitions 

Factual data and statistics 

Quotations 

Citations from experts and authorities 

Informed opinions 

	Ethos
	Pathos
	Logos

	Attempts to demonstrate the speaker or author's reliability, credibility, and moral philosophy. It can also try to persuade readers and observers by challenging the reader or observer's reliability, credibility, or moral philosophy. 
	Draws readers in by offering emotionally charged reasoning. This rhetorical appeal is often used to elicit a specific emotional response, such as: outrage, anger, sadness, happiness, desire, etc. The hope is that if the reader or observer feels the emotional response they will be persuaded.
	Attempts to provide sufficient evidence from empirical sources and sound reasoning. Appeal is matter–of–fact. This type of appeal is very useful and if used appropriately can be extremely effective for persuading people to believe something.




Definitions

Ethos
Ethos is related to the English word ethics and refers to the trustworthiness of the speaker/writer. Ethos is an effective persuasive strategy because when we believe that the speaker does not intend to do us harm, we are more willing to listen to what s/he has to say. For example, when a trusted doctor gives you advice, you may not understand all of the medical reasoning behind the advice, but you nonetheless follow the directions because you believe that the doctor knows what s/he is talking about. Likewise, when a judge comments on legal precedent audiences tend to listen because it is the job of a judge to know the nature of past legal cases. However, someone can appeal to your ethos if they make an argument that involves challenging your ethics. This might occur if it seems that only unscrupulous would disagree with them. 
Pathos

Pathos is related to the words pathetic, sympathy and empathy. Whenever you accept a claim based on how it makes you feel without fully analyzing the rationale behind the claim, you are acting on pathos. They may be any emotions: love, fear, patriotism, guilt, hate or joy. Many texts from the modern press are heavily dependent on pathetic appeals. The more people react without full consideration for the WHY, the more effective an argument can be. Many arguments are able to persuade people logically, but the apathetic audience may not follow through on the call to action. Appeals to pathos touch a nerve and compel people to not only listen, but to also take the next step and act in the world. 

Logos
The Greek word logos is the basis for the English word logic. Logos is a broader idea than formal logic – the highly symbolic and mathematical logic that you might study in a philosophy course. Logos refers to any attempt to appeal to the intellect, the general meaning of "logical argument." Everyday arguments rely heavily on ethos and pathos, but academic arguments rely more on logos. These arguments engage readers or observers by appealing to reason, logic, and data.
http://mavdisk.mnsu.edu/sweena1/appeals.html
