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Logic and Leverage: Mastering the Art of
Persuasion

Materials Needed

e Computer or tablet with internet access (for research/examples)

¢ Notebook or word processing software

¢ Handout: "The Appeals Checklist" (A simple table listing Ethos, Logos, Pathos, and space for
analysis)

e Example persuasive texts (e.g., short op-ed, successful marketing ad copy, or a policy brief)

Learning Objectives

By the end of this lesson, Cherai will be able to:

1. Identify and logically categorize the three core elements of persuasion (Ethos, Logos, Pathos).

2. Analyze how credible sources (Ethos) and factual evidence (Logos) form the foundation of a strong
argument.

3. Strategically deploy persuasive techniques to write a structured, powerful, and data-driven
persuasive text.

Success Criteria

| know | have mastered this lesson if | can:

e Explain why Logos is the most crucial part of an argument.
¢ Deconstruct an argument and assign 90% of its statements correctly to Ethos, Logos, or Pathos.
¢ Produce a draft persuasive piece that clearly utilizes at least four pieces of verifiable data (Logos).

Phase 1: Introduction - The Logical Challenge (10 minutes)
A. Hook: The Flaw in the System

Educator: Imagine you are building a secure safe. You have the strongest metal and the best lock. You
tell everyone that your safe is impenetrable. But someone else comes along and proves their safe is
better by showing clear, independently verified stress-test results, blueprints, and data on failure rates.

Question for Cherai: Which person is more convincing, and why? The person who claims their safe is
best, or the person who provides verifiable data?

(Expected Logical Answer: The data provider.)

Educator Transition: When we argue a point, whether it's for a new school policy or a product, we are
essentially building a logical safe. Today, we are going to learn the systematic, logical tools needed to
build an argument so structurally sound that it cannot be easily broken down. This is the logic of
persuasion.

B. Stating Objectives and Connection to Logic

We are going to treat persuasion like a system we can engineer. We’'ll learn the three components
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needed to make any argument effective. We will focus on the two components rooted in data and
expertise.

Phase 2: | Do - Modeling the System (15 minutes)
A. Introducing the Appeals (The Three Pillars)

Educator: Ancient Greek philosopher Aristotle identified three appeals that govern whether an
argument succeeds or fails. We call them the Pillars of Persuasion:

1. Logos (Logic/Data): The Engine. This is the most crucial component. It relies on facts,
statistics, verifiable evidence, case studies, and structured reasoning. (Logical Framing: "This is
the proof that makes your argument undeniable.")

2. Ethos (Ethics/Credibility): The Authority. This relies on the speaker’s or writer’'s expertise,
background, or reputation. If the audience trusts you, they are more likely to listen. (Logical
Framing: "You must establish that you have the right data and training to speak on this topic.")

3. Pathos (Emotion): The Lever. This appeal attempts to evoke feelings (anger, sympathy, joy) to
motivate the audience to act. (Logical Framing for Cherai: "We are not using raw emotion; we are
strategically using the *knowledge* of human psychological drivers to encourage a specific
response. It is a calculated tool used only after Logos is established.")

B. Modeling Analysis (Deconstructing an Argument)

Educator: Let's look at a claim: "Schools should implement a mandatory financial literacy class starting
in 9th grade."

Modeling Example:

e Logos: "According to a 2023 study by the Bureau of Economic Analysis, high school graduates
who took a financial course showed a 40% lower debt rate by age 25." (This is verifiable data.)
¢ Ethos: "As a former investment banker and current curriculum developer, | have seen firsthand
the devastating results of financial illiteracy." (This establishes authority.)

e Pathos: "Imagine the stress lifted from families struggling under crippling debt simply because
they lacked basic knowledge." (This attempts to connect to the audience's fear of financial
failure.)

Educator Transition: Notice how the Pathos statement would be meaningless without the Logos (the
40% debt reduction data) backing it up.

Phase 3: We Do - Guided Practice and Analysis (20 minutes)
A. Categorization Activity (Using the Appeals Checklist)

Educator: We are going to examine three different short arguments. Your job is to logically sort the
statements within each argument into the correct category (Ethos, Logos, or Pathos) on your Appeals
Checklist.

Activity Examples (Use real-world, logical topics):

1. Argument 1 (Technological): Why a specific operating system is superior for coding (focusing
heavily on processing speed, API accessibility, and benchmark testing).
2. Argument 2 (Policy): A public service announcement about helmet safety (mix of statistics on
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injury reduction and brief imagery of an accident victim).
B. Discussion and Logical Feedback (Formative Assessment)

Educator: Let's review Argument 2. You labeled the statistic "Helmets reduce serious head injury risk
by 70%" as Logos. Why?

Cherai Response (Expected): Because it’s a specific, measurable number that can be checked by an
independent source.

Educator Feedback: Excellent. That demonstrates a strong understanding of verifiable evidence. Now,
find the one statement that only serves as the emotional "lever" (Pathos). How could we strengthen that
Pathos statement using even more Logos?

Phase 4: You Do - Drafting the Powerful Argument (40 minutes)
A. Setting Up the Writing Task (Choice and Autonomy)

Educator: Now it is time to build your own structurally sound argument. You need to choose a topic you
care about that requires data and logical backing, not just opinion.

Topic Choices (Must be researched and logically defended):

¢ Option A: A logical argument for why compulsory standardized testing should be reduced
(requires academic data on student stress vs. performance metrics).

e Option B: Why a specific energy source (solar, nuclear, wind) is the most logically and financially
sound choice for future infrastructure in our area (requires scientific and cost-benefit data).

e Option C: An argument defending why a specific rule in a competitive sport/game should be
changed based on statistical fairness or efficiency data.

B. Structured Drafting Process

1. Choose and Research (15 min): Select your topic and find at least four strong, verifiable
pieces of data (Logos) to support your claim. Note the source (Ethos).
2. Outline (10 min): Structure your argument using this logical flow:
o Introduction: State your clear, logical claim. Establish your Ethos (Why are you qualified to
talk about this?).
o Body Paragraph 1 (Logos Focus): Present your strongest piece of data and explain its
logical implication.
o Body Paragraph 2 (Logos Focus): Present two more pieces of data.
o Body Paragraph 3 (Pathos/Counter-Argument): Address the opposing view (the
counter-argument) and logically dismantle it using your data. Then, use a brief, calculated
Pathos statement as the concluding 'lever' to push for action.
3. Drafting (15 min): Begin writing the first draft of your persuasive piece, ensuring the Logos is
the foundation upon which everything else rests.

Phase 5: Closure and Reflection (10 minutes)
A. Peer Review / Self-Assessment (Summative Check)

Educator: Review your draft against the Success Criteria. Highlight where you used your four pieces of
verifiable data.
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Checklist Questions for Cherai:

¢ Did you establish a clear claim based on logic?

¢ Is the credibility (Ethos) of your data sources clear?

e Did you rely primarily on Logos?

¢ |s your Pathos statement strategic, or is it merely uncontrolled emotion? (It must be strategic.)

B. Recap and Reinforcement

Educator: Today, we learned that true persuasion is not about expressing how you feel, but about
building a flawless, logical structure. We use data (Logos) as the core building material, expertise
(Ethos) as the stable foundation, and calculated emotional understanding (Pathos) as the final, targeted
push for change.

C. Next Steps

The completed persuasive draft will serve as your summative assessment. The next lesson will focus on
refining sentence structure and vocabulary to enhance the precision of the Logos appeal.

Differentiation and Adaptability
Scaffolding (For deeper logical focus):

¢ If Cherai struggles to generate Pathos, advise him to ignore it entirely and focus solely on
maximizing Logos and Ethos, reinforcing the logical approach. The persuasive piece will still be
effective if the data is airtight.

¢ Provide a structured template for gathering data (e.g., "Source Name, Date, Data Point, Logical
Implication").

Extension (For mastery/advanced application):

¢ Challenge Cherai to integrate a full, cited counter-argument and dedicate an entire paragraph to
logically refuting the opponent's strongest data point with his own superior evidence.

e Require the persuasive piece to be tailored to a specific audience (e.g., writing to a city council
member vs. writing to a peer), forcing him to logically adapt the Ethos appeal.
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