


132 THANK YOU FOR ARGUING

Then there’s a third kind of example, the story—
jokes, fiction, fables, and pop culture. Most of the ex-
amples [ use in this book fall in the story category.

Let’s use all the logic we gained in this chapter.
Suppose [ want to persuade you to go to a poker game
instead of the Mozart concert you had planned to at-
tend. I start with an enthymeme:

ME: You want to relax, right? Then there’s no

choice. You're going to play poker.

That’s deductive logic. You want to relax. There-
fore, let’s play poker. I skip what would have been the
middle line of a syllogism: poker is more relaxing than
Mozart. You already knew that. But then again. maybe
you didn’t. Maybe I should use indnctive logic—facts,
comparisons, and stories—to shore up our premise

that poker relaxes more than Mozart.

Fact:

TRY THIS IN A
PRESENTATION

Work up a logical out-
line. First, construct
an enthymeme that
uses something your
audience believes in.
It shms up your entire
talk. The rest of the
outline rests on induc-
tive logic List the
facts, compare your
argument with an
opposing one, and
include at least one
anecdote that illus-
trates your point on
the micro level. Go
back and read Rea-
gan’s speeches, and
you'll find that most
of them use exactly
this logical method
Or skip ahead to
Chapter 23, where
Cicero shows you how
to outline a speech

ME: You vourselt said nothing's more soothing than @ good

cigar and a full house.

Comparison:

ME: Do they let you drink beer during a Mozart concert?

Huh? Do they?

Story:

Mmi: [ knew a guy who went to see Don Giovanni a few years

ago. He suffers through the whole thing undal right at the

end, when he clutches his heart and slumps over dead.

The last thing he sees before he dies is Don Giovanni get-

ting sucked into Hell.

I suggest vou trv a similar argument on vour significant other betore
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your next night out. Scope out your partner's commonplaces: do you hear
the word “relax™ a lot when you plan a date, or does the word “boring" re-
peatitself?

Now apply the commonplace to an argument packet: “Since [common-
place], then we should [your choice).”

Throw in a few examples: fact, comparison, story, or all threc.

Now button your lip. baby. Button your coat. ’

The Tools

The historian Colver Meriwether savs the American founclers were masters
atrhetorical logos: “They knew how to build an argument, to construct a log-
ical fortress; that had been their pastime since youth. They could marshal
words, they could explore the past . . . they had been doing that for years.”

Yon now have the fonndation to build vour own logical fortress, Actu-
ally. it should be more like a logical mausion; the best persuaders are com-
fortable within their logic, and not afraid to let people in. Don’t worry; we'll
cover many more tools to make vou feel more at home with logic.

We started with the basic tools of logos.

Deduction: Deductive logic applies a gencral principle to a
particular matter. Rhetorical deduction uses a commonplace to
reach a conchision, interpreting the circonmstances through «
lens of beliefs and values.

Enthymeme: The logical sandwich that contains deductive logic.
“We shonld [choice], because [rommonpluce].” Aristotle took
formal logic’s syllogism, stripped it down, and based it on a
commonplace instead of a universal truth.

Induction: In rhetorie, induetion is argument by example. This
kind of logic starts with the specific and moves to the general.
Whereas deductive logic interprets the circumstances through
an existing belief—a commonplace—inductive logic uses the
circumstances to form a belief. [t works best when vou're not
sure vour andience shares a commonplace,

Fact, Comparison, Story: Thesc are the three kinds of example to

use in indactive lngic




