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JE: Chapter 4,5 & 6
Aristotle’s three most powerful tools of persuasion are logos, ethos, and pathos (39).  Logos can be defined as argument by logic, ethos is defined as argument by character, while pathos is defined as argument by emotion. In order to win an argument an individual should use logos, pathos, and ethos together. You can also win over an audience by using your opponent’s logic and the audience’s emotion to win them over easier. Concession and agreeability can be described when using logos.  Agreeability may also be seen as an act of sympathy (44). Another way to think of pathos is to think of sympathizing with the audience and share their mood (44).  While ethos is argument by character using decorum, you can get your audience to agree with you if you meet their expectations.
In order to show proper decorum an individual should act the way their audience expects them to act and not like the audience (48). The book gives the example of Eminem in the movie 8 Mile at competition in a dance club, where he dresses how the audience expects him to dress, such as a skullcap, oversized clothes, and “as much bling as he can afford (49).” The decorum to me is how do I dress for this event or how will the audience perceive my outfit if I show up wearing this outfit. I was always told that when I go to a job interview to dress for the job I want. My outfit of choice when I have a job interview is either a blazer, collared shirt, skirt that covers my knees or a black dress and blazer. (see video/link) I also make sure I wear closed toe shoes, my hair is presentable, and my facial piercings are not visible as well. When I go to conferences to present, I make sure to follow those same rules. If you present yourself in the way the audience expects, they are less likely to make negative judgements before you even get to say anything.
My favorite takeaway after reading the chapters was character references (65). Character references is a way to “get others to do your bragging for you (65). The book gave the example of when John McCain ran for president, he rarely talked about his heroism as a prisoner in Vietnam, but others talked about it for him (65). I feel as though when others brag about what you did/do, it sounds better coming from them rather than yourself. Character reference kind of says make such a big impact that you do not have to talk about it yourself, but rather others will speak for you. For example, people have their favorite professors and when individuals mention their favorite professors they usually say they are an awesome professor because they did this, or they help with that. Character reference is basically being able to say this individual is amazing because they did this, or did you know they participated in this. Chapters 4,5, and 6 gave me understanding on how logos, pathos, ethos all go together to win an argument.
https://youtu.be/rbro70jmtB0

JE: Chapter 9, 11, & 12
Chapter 9 discusses how you can control the mood of your audience. Heinrichs also discusses how pathos is more than just feeling emotional. Pathos also has to do with physical sensations and how individuals feel. The chapter mentioned that story telling is the best way to change an audience’s mood. When using the tool storytelling you should make it directly involve you and/or the audience. The more vivid an individual makes a story the more it seems like a real experience, and the audience will think it could happen again. Storytelling does not rant or use name calling as well. Heinrichs uses an example from Good Will Hunting. When I think of someone using storytelling, I think of the commercials that advertise for a certain thing, but they tell a story while doing so. I’ve included a YouTube link (below) that I think uses a good job for storytelling.
 Best Advertisement ever-Winner of Best Ad 2014 (Links to an external site.)Links to an external site.[image: Best Advertisement ever-Winner of Best Ad 2014]
Chapter 11 discusses how you can use the audience’s point of view. The argument tool that stood out the most to me was the advantageous. The advantageous is not directed towards you but instead is basing the argument on what is good for the audience. Heinrichs uses the example of persuading a toddle to eat her oatmeal by saying “Eat half your oatmeal and you can fling the bowl at your brother’s head.” Advantageous also deals with choices and the future. This tool is all about what is best for the audience.
Chapter 12 discusses how to define issues in your favor. This chapter discusses different techniques for labeling an issue and how to frame issues as well. My favorite labeling technique Heinrichs discussed was Redefinition. Redefinition means taking a word your opponent has attached to you and redefining it in your favor. Redefine allows an individual to sound as though they agree with their opponent when they actually do not. Redefinition works really well in politics especially among candidates during election times. The book uses an example of Bill Clinton talking to a special prosecutor and an example where candidates try to stick labels among each other.
JE: Chapter 20 & 22
Chapter 20 talks about how tropes can be used to change arguments and the power tropes have. One of my favorite takeaways from chapter 20 is the tool hyperbole. While a hyperbole is a figure of thought, it also acts a trope (237). A hyperbole is noticeable and bends to the reality. One example the book uses is it is raining cats and dogs. If someone says that you know dogs are not going to be falling out the sky. Disney movies have some of my favorite hyperboles, such as I’m so hungry I could eat a whole elephant. I have attached a link of different hyperboles in Disney movies.
https://youtu.be/z_ODYCs9CS4 (Links to an external site.)Links to an external site.[image: https://canvas.longwood.edu/images/play_overlay.png]
The other tool I took away from chapter 20 is the tool profanity. I was shocked to read that profanity can be used as a tool in an argument. According to Heinrich, “curse words are magic words” (237). Curse words can be used to make a person really angry. An example of a word being profanity and trope is the N-word when it is used by individuals who are not black. If an individual who is black uses the N-word it would only be a profanity because it is not twisting reality.
Chapter 22 talks about using identity as a persuasion tool. A key to getting your audience on your side is getting them to identify with you (259). Establishing an identity may sometimes be the sole purpose of an argument. Also using identity as a strategy, it allows you to commit to the audience. This tool also allows them to identify with an action. In the identity strategy logos often can be a distraction as well.
JE: Chapter 25 & 28
In chapter 25, Heinrich discusses how choosing the right media can help you get your message across, while choosing the wrong medium will break the persuasive moment. Heinrich gives us three questions to ask ourselves when choosing a medium, which are very important when being in a persuasive situation. The first question he tells us to ask ourselves is “What’s the timing (p. 292)?” The second question is “Which combination of ethos, pathos, and logos would persuade best (p.292)?”, while the third question is “What gestures will help your appeal (p.292)?” Another take away I took from this chapter are the different senses being used to help choose a medium. Sight is pathos and ethos, sound is logical (logos), while smell, taste, and touch are emotional (pathos). For example, if you want to use pathos then you should avoid emailing any message. Heinrich also mentions the longer a note the more logos it conveys, while the shorter the note the more flavor it has which then becomes ethos.
            Chapter 28 discusses and tells us how to write a persuasive essay. There are several different tools the chapter gives us to utilize such as tactical flaw, theme twist, epiphany, and narrative arc. The tactical flaw approach reveals your imperfection, theme twists uses gratitude, epiphany shows yourself making a discovery which you want your readers to make with you, and narrative arc makes the audience root for your success.   The biggest take away I took away from this chapter was don’t express yourself. Heinrich gives the example of thinking your job is to talk an admissions office into accepting you and you should be able to persuade the office and express your readers thoughts and desires. You should also be able to show how you embody them and also make the essay a good read.  
JE: Chapter 29 & “Civil Disobedience”
In chapter 29, Heinrichs discusses when to use different tools for the right occasion. Heinrichs also discusses several things to ask yourself when you hear an argument such as “what does the persuader want to get out of the argument,” “which appeal does she emphasize- character, emotion, or logic,” “Is her timing right? Is she using the right medium? (p.349)” Selling is an example of an argument that uses the widest variety of those skills. An example of selling he uses is to sell yourself. There were two tools he mentioned that we can use to argue are points which are offense and defense. When using offense, we should think of our goal, set the tense, and know the audience’s values and commonplaces. There is also an emphasis put ethos, pathos, and logos as well. To use defense as a strategy you could try conceding then redefining the concession and then switch the tense to the future.
Civil Obedience by Henry David Thoreau starts off talking about the government and then goes on to argue that there is a need to prioritize an individual’s conscience. Thoreau also argued that it is okay for citizens to disobey the law if those laws can be proven to be unjust. The argument that Thoreau presents us with is that an individual should follow their conscious and do what is right even it means they may get punished for breaking a law. He supports his argument by using the government as his example and how the government does not respect (value) reformers. Thoreau tries to persuade the audience to stand up for themselves, what they believe is right, and what they believe in no matter the circumstances. Thoreau uses kind of a harsh tone to get his points across.
            Thoreau appeals to ethos, logos, and pathos many times throughout his text to get his claims and appeals across. Thoreau appeals to ethos throughout the article by showing the readers they have the right and duty to stand up for what they believe in. He tries to motivate them to do more after reading the article instead of just returning to their normal lives. He also appealed to logos by telling the audience to come to their senses and that the truth is in front of them. Thoreau appeals to pathos by making the audience feel outraged. He mentioned that soldiers are used as tools for the government instead of people.
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