
Rhetorical Strategies 
 

Rhetorical strategies refer to methods of persuasion (aka how to convince someone). 
Any well-crafted argument will engage one or many of the following tactics. This list is not 
by any means exhaustive, but it highlights some of the more prominent techniques. 
 

Affiliations 
Most groups demand some degree of allegiance of their members. Persuasive ads will often 
connect the viewer with the majority or the candidate with the majority.  
 

Us vs. Them 
Does the speaker see two "sides," with the other side being in some way inferior or 
denigrated? This happens all the time in environmental discourse, and often tends to cloud 
the real issues, and impede useful analysis. Many techniques of propaganda employ this 
technique: name calling, touting how great it is to "belong," using one-sided testimonials of 
famous people, simplifying issues for slogans, emphasizing being on the right side of the 
competition.  
 

Fear  
Fear plays on deep-seated fears; warns the audience that disaster will result if they do not 
follow a particular course of action. Examples: an insurance company pamphlet includes pictures of 
houses destroyed by floods, followed up by details about home-owner’s insurance. 

 
Persuasive Strategies/Rhetorical techniques 
*Logos - Logical appeal 
Appeals to the head using logic, numbers, explanations, and facts. Through 
Logos, a writer aims at a person's intellect. The idea is that if you are logical, 
you will understand. It builds a strong case for the point. 
*Ethos - Appeal to shared values 
Appeals to the conscience, ethics, morals, standards, values, principles.  
Builds credibility so readers believe the author 
*Pathos - Emotional appeals 
Appeals to the heart, emotions, sympathy, passions, sentimentality.  
Gets the reader involved emotionally with words or images that make the 
readers laugh, cry, feel angry, feel connected, etc. 
*Logical Fallacies – Holes in the argument that are used to persuade by 
potentially leaving out certain information or the truth 
Common Ground 
Establish  shared beliefs or knowledge 
Warrants 
Being clear about the assumptions the author is making 
Counterarguments 
Acknowledges those who would disagree with his/her point 
Repetition 

 
 



Suggestive Questioning 
Effective persuaders will ask a question in a way that offers answers (usually one that they 
want to hear).  
Example: PARRIS: Was it man or woman came with [the devil]? 
     TITUBA: Man or woman. Was – was woman.  
 

Use of Evidence 
Facts, statistics or survey data 
Observed details (something the author saw, heard, tasted, smelled or felt) 
Personal experiences or stories from other people 
Expert testimony or authoritative opinions 
Interviews conducted by the author of the passage 
Scholarly research (studies from academic journals)  
Allusions to fiction, poetry, or drama 
Popular sources (newspapers and magazines) 
 

Use of Reasoning 
Define 
Compare 
Contrast 
Divide 
Classify (group) 
Identify cause and effect relationships 
Use of analogies  
 

Writers’ Style 
Word choice and tone (diction) 
Word order and sentence length (syntax) 
Use of rhetorical questions 
Use of headings or sections 
Climactic order of ideas 
 
 
 
 
 
 
 
 
 
 


