
Persuasive 
Techniques: 

Ch. 14



WHAT IS 
PERSUASION?
A means of convincing people:

• to buy a certain product

• to believe something or act in a 

certain way

• to agree with a point of view



COMMON PERSUASIVE 
TECHNIQUES
•Bandwagon

•“Plain Folks” appeal

•Repetition

•Testimonial

•Emotional appeal 

•Humor

•Rhetorical question

Purpose?



AUDIENCE AWARENESS
• Advertisers know how to:

● Target their audience

● Use appropriate & effective persuasive 

techniques

• To be persuasive, you must be cognizant of 

your audience.

• Your audience should be scouted, or 

analyzed, before choosing your persuasive 

appeal(s). 

● Predict the mood, or temperament, of the 

audience. 



AUDIENCE AWARENESS
• There are 4 types of audiences:

● Supportive – the easiest audience to address, because the 

members are ready to welcome you and your ideas.

● Uncommitted – neutral. Neither for nor against, simply 

needing information in order to make a decision. 

• Unbiased – free from preference one way or another. 



AUDIENCE AWARENESS 
Indifferent – difficult 

because members are 

apathetic. 

• Often a captive 

audience. 

Opposed – a hostile 

audience, against your 

viewpoint

Audience Analysis:

• Marketing agencies 

analyze audience 

to “target” ads with 

certain persuasive 

techniques



BANDWAGON
A statement suggesting that everyone is 

using a specific product, so you 
should too.



REPETITION
The name of a product, or an 
idea, is repeated multiple 
times throughout an 
advertisement or a speech.



TESTIMONIAL
A well-known person supports a product or 

service.



EMOTIONAL APPEAL 
(PATHOS)
A person is made to have strong feelings about a 

situation or product



HUMOR
Makes people laugh.



RHETORICAL 
QUESTION
Asks a question to produce an effect.  No answer is 

expected.  



APPEALING TO YOUR 
AUDIENCE
• Once you have analyzed your audience, it’s time to 

decide how to appeal to it!

• If your job is to convince an audience, then you 

must present an appealing image and/or message. 

• The Art of Persuasion (Rhetoric - Aristotle)

• The persuasive power of speakers depends on 3 
things:
● Ethos – their credibility.
● Pathos – the emotions they invoke in the audience.
● Logos – their reasoning.



AUDIENCE APPEAL - 
ETHOS

• “Personal appeal” – it’s like talent: you know it when 

you see it. 

• If you have personal appeal (ethos), your audience 

will be more likely to ‘buy’ what you are ‘selling’ 

because they will sense your believability and 

credibility. 

● Honesty – includes a speaker’s integrity, sincerity, and 

reputation.

● Competency – capability; share credentials. 

• Speak with composure



AUDIENCE APPEAL - 
PATHOS

• Emotional appeal often has a stronger effect on 

audiences than logic or reason.

• Audiences are often not aware of exactly how much 

their emotions guide them – individuals prefer to 

believe they make decisions based on logic. 



AUDIENCE APPEAL - 
LOGOS

• Logical appeal – appeal to your audience using:

● A clearly defined speech

● Solid reasoning

● Valid evidence

• Be organized – clearly state your argument and 

reasoning.

• Offer proof

● Facts, statistics, verifiable anecdotes, etc. 

• Always credit your sources! This avoids plaigerism and increases 

credibility 
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FUN FACTS
• Advertisers spend over $450 billion a year on 

advertising.

• The average cost for Super Bowl ads is $3 million 
per 30 second spot.

• The average person sees about 5,000 
advertisements a day.

-http://enterpriseinnovator.com/index.php?articleID=5660&sectionID=269
-http://www.kpsplocal2.com/mostpopular/story/How-Much-Does-a-Super-Bowl-Commercial-Cost-in-2011/S2uG5_sZbkKEGDEVIYVUrA.cspx
-http://www.nytimes.com/2007/01/15/business/media/15everywhere.html?pagewanted=all



MAKING 
CONNECTIONS
• Which ad stuck out to you?
• Which ad had the most emotional appeal?
• What ad has influenced you to make a 

purchase?



REFLECTION
“Persuasion is all around you”
In addition to TV commercials, where else do 

you see persuasion all around you?  Is that 
persuasion influencing you or your family in 
any way?  


