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HOW TO BE MORE
Persuasive at Work 

Aristotle taught that you have to have a good blend of logos, 
pathos and ethos in order to persuade people to see things your 
way. Nearly 24 centuries later, his three ‘proofs’ still hold true in 

today’s business environment.

ristotle’s three proofs of rhetoric, or persuasion, are still relevant in today’s business 
world, perhaps more than ever. If a person can’t influence others to change or adopt 
a view, they aren’t really leading. Effective leaders are persuasive and they work hard 

at it, just the way Aristotle suggested leaders do some 2300 years ago. 
Aristotle’s three proofs of persuasion are:

A

This refers to the logic that supports the position you’re trying to persuade an audience 
to take.  If your logic is cluttered, or unclear, or doesn’t build to a crescendo, then you 
have failed to take the audience with you.  You have to do your homework and put some 
quality time into your presentations so that people get what you’re talking about.

LOGOS

This refers to the emotional hooks that connect an audience to the position 
you want them to adopt.  Sometimes people will use fear, or the threat of 
something de-stabilizing, to get people on board. Other times, people will create 
a compelling picture of a different and better future that people really want to be 

a part of.

PATHOS
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This refers to your credibility and whether people believe that you have earned the 
stripes to make you believable in their eyes.  If an auto mechanic recommends 
a particular toothpaste, you probably won’t take his advice over that of your 
dentist, just like you would not let that same dentist tinker with your car before a 

drive across a long and barren desert.  

ETHOS

• The brain’s centre for logical and rational thinking is dominant and for a long time, even today, we 
often  over-emphasise building a logical case to persuade people, because you have to get people’s 
attention in the first instance. That’s why some presentations are over-baked in terms of numbers, 
statistics, and lots of words that are taking our brains on a journey to increase our understanding of 
an issue. Unfortunately, this is where a lot of presenters leave it. We’re supposed to go after people’s 
hearts and minds when we’re leading them through change. But the reality is, we often only go after 
their minds.

2. WHY DO WE TEND TO OVER-RELY ON PERSUADING 
PEOPLE THROUGH LOGIC?

• Aristotle’s three proofs [techniques] of rhetoric, or persuasion, were intended to help leaders at 
that time understand how to persuade people.

• Through these three techniques, Aristotle was saying that you stand a far better chance of 
getting buy-in and support from people.

• And, just like today, it reinforces the need to put adequate time and thought into any 
presentation, or speech, where you’re trying to get people to see things a different way.

 QUESTIONS FOR PEOPLE TO CONSIDER

1. WHAT DO ARISTOTLE’S THREE PROOFS HAVE TO 
DO WITH BEING SUCCESSFUL IN BUSINESS?

Note: The best way to persuade people to take a certain position is to use a combination of all three 
tactics.  We often over-rely on logic and underplay the emotional connection that people sometimes need 
to buy into something new. And even with those two bases covered, it all falls apart if they’ve ruled you out 
as ‘credible’ even before you start talking!
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• Yes, you can over-do pathos, but it’s my estimation that most people under-value building emotional 
hooks to their argument. Therefore, my advice to people is to push through your apprehension to find a 
way to the listener’s hearts, not just to their minds.

• You run the risk of turning off an audience if they perceive you’re trying to manipulate them, especially 
through fear. Politicians are masterful at motivating voters by telling them how terrible things will be 
without them, or how wonderful thing will be with them.

• You can win people through ‘emotional hooks’ if you’re able to point out the personal benefits to them, 
packaged in stories for the most impact.

• Help them see themselves in these stories; it helps them connect them to the vision you’re trying to sell.

3.
CAN YOU OVER-DO PATHOS?  IS THERE A 

FINE LINE BETWEEN HOOKING SOMEONE 
EMOTIONALLY AND MANIPULATING THEM?

• Assuming the audience already knows us, and has context for what we are presenting.

• Assuming we know where the audience stands, versus doing our homework to really know what the 
starting point is. They may already be with us, which means you don’t need to sell as hard. 

• Not giving your audience a road map for where you’re trying to take them. People are less anxious, and 
feel more in control, if you define the path you’d like them to follow, and then take them through it.

• Over-use of logic, under-use of emotional hooks.

• Overwhelming amounts of data, sometimes decks (e.g., PowerPoint slides, Word documents, etc.) that 
are 50-60 pages long.

4. WHAT ARE SOME COMMON MISTAKES THAT 
PEOPLE MAKE WHEN TRYING TO PERSUADE 

OTHERS?

• Know your audience.

• Respect their desire to simplicity; feed them your case in digestible chunks.

• Listen with your eyes and ears.

• Use stories to illustrate the horrors of the current state or the benefits of the future state/future reality.

• Just because you have an hour [to speak], don’t adjust your presentation to fill the space. Leave plenty of 
time for questions, which is where you get more insight into the issues that people still have.

5. IF A LISTENER IS MAKING AN IMPORTANT 
PRESENTATION THIS COMING WEEK, WHAT ARE SOME 

OF THE BASIC ‘MUST HAVES’ THAT WILL MOST LIKELY GET 
PEOPLE TO BUY-IN AND COMMIT?    


