
Aristotle’s 3 Persuasive Pillars 

Ethos – your credibility & character  

Pathos - emotional connection with your listeners

Logos - logical & rational argument

Enhance your engagement with your audience & increase the 
likelihood of them being open to accept your message.  



Ethos

Ethos is your level of credibility as perceived by your audience.

Is your audience listening even before you speak your first words?

Your credibility is based on a number of factors including the following:

• Reputation: Your life experience, achievements, mistakes, etc. can enhance or detract from ethos.

• Trustworthiness: The audience wants to be able to rely on what you are saying.

• Authority: A person in a position of authority will often have a certain amount of ethos by virtue of 
the position held.

• Expertise: Your level of expertise in a given field.

• Similarity: You can generate ethos with an audience by calling out areas or characteristics that you 
share with them.

• Manner: The way in which you handle yourself in your presentation – your voice and body language, 
can affect your ethos.



Pathos

Pathos is to persuade by appealing to the audience's emotions . As a speaker, your goal is to create a 
shared emotional experience with your audience. 

By making an emotional connection with your audience, they will be more likely to:

▪ understand your perspective (via the shared emotion or experience).

▪ accept your claims.

▪ act on your call-to-action.

As a speaker, you can tap into the emotions of an audience in several ways:

• Storytelling: Telling a story is one of the most powerful ways to make an emotional connection with 
an audience. Stories add meaning and stories are memorable.

• Call to action: Appealing to one’s sense of purpose or duty can stir up powerful emotions.

• Visuals: Showing a powerful image or video can elicit an emotional response from the audience.

• Metaphors: Anchoring your new idea to something which the audience already knows and about 
which they feel strongly can evoke an emotional response.

• Delivery Techniques - Confident delivery can magnify that emotional connection. 

• Research your audience - Are they old or young? Technical or non-technical? Male or female? 
These and many other factors will impact which emotional triggers will have the strongest impact. 
Do the research!



Logos

Logos is synonymous with a logical argument.

▪ Does your message make sense?

▪ Is your message based on facts, statistics, and evidence?

▪ Will your call-to-action lead to the desired outcome that you promise?

When putting your presentation together, ensure it contains these 3 Persuasive Pillars.

When you are speaking at an event – you can use these persuasive pillars in your introduction.

Your introduction is probably the single best opportunity for 
you to establish your ethos with this audience on this day. 
For this reason, you should always write your own introduction. 

Highlight the essential facts that establish your 
trustworthiness, similarity, authority, and reputation.



Show the audience that you personally endorse the credibility of this speaker.

As the introducer, you are often the bridge between the audience and the speaker: the audience usually 
knows and trusts you, but they may not know or trust the speaker. It’s your job to build that connection during 
your introduction so that the audience is primed to listen.

Are there similarities with the audience/speaker?  

Tell the audience what you as a representative of the whole group and the speaker have in common.   In 
general, people tend to more favourable towards people with whom they share something in common with.

“Like all of us, our speaker truly understands the challenges of being in the software industry when the 
technology is constantly changing,”

And so what is Sarah’s powerful formula to dramatically reducing customer complaints? Let me welcome her 
to the stage right now so she can tell you herself.”

Introduction  

• Speakers name

• Subject of presentation

• Some Ethos (credibility, similarity, expertise)

• Some Pathos (emotional connection to the audience)

• Some Logos (why should the audience listen to this speaker)

INTRODUCTION



Impromptu 
Speaking

• Lighten up - don’t take yourself too seriously
• Get off the fence & take a stand
• Be yourself
• Keep energy high (ignore monkey chatter)

• Exaggerate – tall tale (have fun) 

• Involve your listeners (ask a question)

• Call back – refer back to something said earlier



• First idea then transition 
• Horizontal 
• Vertical 
• PREP 
• Past, present, future 
• Problem/solution 
• Tell a story/moral
• Agree/disagree  (give both sides)

Impromptu Approaches


