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Preface

Every generation witnesses a few key moments that precipitate radical changes
to a particular society, region, and, at times, even the whole world. In some cases, a
largely positive development leads to profound changes in the way that people think
about the world. Neil Armstrong helped redefine what is possible when he famously
became the first person to set foot on the Moon in 1969, for example, while Mahatma
Gandhi’s nonviolent resistance movement that led to the end of British rule in India
in 1947 helped inspire decolonization efforts throughout the world. In other cases,
terrible events forever change the way that people see the world. The Second World
War revealed just how much devastation modern weapons and warfare could unleash,
while the 9/11 terrorist attacks in the United States exposed just how vulnerable free
societies are to violent extremists.

Several recent events have had a profound impact on Japan and on the world.
Most notably, the novel coronavirus first detected in Wuhan, China, in late 2019
that then spread to become a global pandemic in early 2020 transformed societies
throughout the world. Though several high-profile events have had a dramatic
impact on the world since then, and surely other impactful events will occur in the
coming decades, this global pandemic will likely go down in history as one of the
most transformative events of the twenty-first century. There is no denying that the
COVID-19 pandemic has altered the way that we think about the world, but the reality
1s that countless changes, big and small, are constantly occurring that reshape the
world in one way or another. With this theme of change serving as a backdrop, each of
the twenty chapters that comprise this book focuses on a particular topic and considers
it in the context of relevant changes that may be on the horizon.

One thing that has remained constant in our ever-changing world, with “the
world” being used here in a literal and a figurative sense, is the prevalence of English
as a global language. The need for a common language is obvious as the world grows
increasingly interconnected, and so this book is designed to help readers grow more
comfortable applying their English language skills to a wide variety of themes—ranging
from relatively light and casual topics to subjects that are notably more profound
and serious in nature. Each chapter presents information about a particular topic,
along with exercises that are designed to help readers not only develop their English
language skills, but their critical thinking skills as well. Each chapter, in effect, can
thereby help readers formulate reasoned and informed opinions in English about the
topic being covered.

Two thousand years ago, in his Epistles, the Roman poet Horace wrote:
sapere aude—which is a Latin phrase commonly translated as “dare to know.” The
German philosopher Immanuel Kant later made this Latin phrase emblematic of the
Enlightenment when in 1784 he published an essay espousing the virtues that were
spreading in Europe at the time: political liberty, the use of reason, and the quest for
knowledge. “Dare to know” is a fitting statement here as well, for it will hopefully
encourage you to become more informed about the issues covered in this book, and
the knowledge that you acquire here should prove helpful as you begin rethinking the
world.

Francois de Soete
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F - Chapter

THE ART OF PERSUASION

l What is the key to making a good argument? 1
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The ability to make a convincing argument is a key part of academic work, whether
in the form of a presentation or in the form of a written research paper.

( GETTING STARTED

Think about the question below and then write a short response. There is no right or wrong
answer here, so feel free to write the first thing that comes to mind.

What is for you the most challenging part of giving a presentation in front of a group

of people?
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( READING

02
Kl When asked about what abilities prove vital for success in life, people often

think about things like intelligence, temperament, creativity, and even athleticism.
One specific skill, however, often goes unmentioned: the ability to persuade others. The
power of persuasion has helped certain individuals, for
instance, gather financiers to invest in the development
of world-changing innovations, push entire populations
to mobilize for war, inspire citizens to march for justice,
and motivate” young people to pursue their dreams.
While many traits and qualities can help explain what
enables someone to make a persuasive argument, the
ancient Greek philosopher Aristotle outlined three key

factors that seem just as relevant today as they were in his

own lifetime over two thousand years ago: ethos, pathos,

Aristotle is one of the most

and /Jogos, which are Greek words that in this context
influential philosophers in

translate as “character,” “emotion,” and “reason.” While | piscory, and his work is quite

Aristotle’s detailed analysis in his Arz of Rbhetoric focused | diverse, ranging from philosophy

. . .. . . to biology.
primarily on giving a speech, which was the primary il

mode of debate in ancient Greece, the principles that he outlines apply to making
an argument in general, whether in written or spoken form. Let us therefore take a
closer look at these three factors in order to not only better understand how to make
an effective argument, but in order to also recognize how others may try to use these

specific techniques to persuade us. o
03 €D
The first key to persuading others, according to Aristotle, is by demonstrating

good character, primarily in the form of credibility. In essence, it is important to
instill in others confidence about one’s understanding of the matter being argued.
This is of course much more easily accomplished if a speaker or writer is someone who
has achieved world-renowned success, as is the case for people like Nobel laureates,
notable celebrities, or high-ranking government officials. For instance, someone
who has won the Nobel Peace Prize will have little difficulty establishing his or
her credibility when writing an op-ed or giving a speech about a topic relating to
something like the importance of international agreements on arms control. Aristotle
makes clear, however, that a preexisting reputation” is not necessary to make a
persuasive argument. Instead, it is the way that someone presents himself or herself

while making an argument that is most crucial to its effectiveness. This means that
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world-renowned public figures can lose credibility by presenting themselves poorly
while making an argument, while people who are completely unknown can raise
their credibility by demonstrating that they have put careful analysis and preparation

into their argument.
0 &8
Bl The second key to the art of persuasion is having the ability to generate 5

an appropriate emotional response in one’s audience, since for most people their
emotional state affects their judgment. Successfully persuading others therefore
entails knowing one’s audience, Aristotle notes, and what type of emotional state
will make that audience more likely to support the argument being made. If being
in an angry state of mind, for example, is likely to make people more receptive to a 1o
particular proposal, then finding a way to rile people up will likely make it easier to
persuade them. This may explain why so many successful high-profile speeches and
presentations today feature stories and anecdotes. Politicians campaigning for office,
CEOs introducing new products, and keynote speakers at functions like graduation
ceremonies, for instance, often spend a lot of time talking about things like their 15
own formative experiences, or an incident involving someone that they have met
personally, in a way that connects to the theme of their presentation. One reason for
this is that talking about a few specific incidents is oftentimes a more effective way
to stimulate an emotional response than by presenting pure facts and statistics about
the topic at hand. P
05 €D
Bl The third and final key to making a persuasive argument comes down to
the argument itself. In essence, polishing one’s delivery method and making one’s
audience emotionally receptive to an argument is important, but it is necessary to still
make sure that the argument itself is strong. An argument must be logical, coherent,
and feature sufficient proof to support the claims being made. Furthermore, brevity 25
is also important since an audience’s time and attention span is limited. This means
that writers and presenters should eliminate® any extraneous and banal information

that does not support the argument being made.
os &8

€b
B Aristotle’s Art of Rhetoric has long served as a guide of sorts for aspiring orators

and rhetoricians, but it is important to also view it in the context of his broader 30
philosophical work. His analysis of character, for example, partly aligns with his
thoughts on aesthetics, while his analysis of emotion supports his rudimentary views
on human psychology, and his focus on reason connects to his writings on logic. It is
therefore in some ways better to see the Arz of Rhetoric less as a guide for improving

one’s ability to persuade others, and instead view it more as an invaluable tool for 35
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understanding the way that others use rhetoric to persuade us. When presented with
a seemingly persuasive argument, it is therefore useful to recall Aristotle’s analysis
and ask ourselves a few basic questions. Does the way that someone is making his or

her argument reveal good character traits, like credibility and reliability? What kind

of emotional response is someone’s argument trying to evoke,

TUVARTLAIZDOWT,

R D Point of Interest 2
3 . . .

reader’s judgment? Finally, and perhaps most importantly, | zx-czrs.

and how is this emotional response affecting the listener’s or

has the person provided adequate proof to support the claims
made in his or her argument? These may seem like commonsensical questions, but they
are more important than ever as people today face a barrage of persuasion campaigns
from what is effectively an endless stream of strangers, such as influencers on social
media, advertisers online and on television, and social and political activists. In this
way, then, even though it has been over two millennia since Aristotle formulated his

analysis, it is clear that the lessons from his work on rhetoric remain relevant today.
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( VOCABULARY

For each underlined word below, choose the option that most closely approximates its
meaning based on the way that it is used in the reading section.

1. ... and motivate young people to ...

a. inspire b. persuade c. frighten

2. ... a preexisting reputation is not necessary ...

a. education b. name ¢. status

3. ... presenters should eliminate any extraneous ...

a. highlight b. remove c. feature
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( COMPREHENSION QUESTIONS

Read each statement below carefully, and then based on the information presented in this
chapter, write “T” if it is true or “F” if it is false.

1. The three key traits that Aristotle outlines are ethos, pathos, and logos,

29 ¢¢

which translate as “intelligence,” “emotion,” and “reason.”

2. In order for a speaker or writer to have strong credibility, it is necessary

that he or she have noteworthy accomplishments.

3. According to Aristotle, different emotional states of mind are receptive

to different types of arguments.

4. An argument should not only aim for coherence and proof that supports

its claims, but it should also aim for brevity.

5. The Art of Rhetoric does not fit in with the rest of Aristotle’s work,

which primarily focuses on philosophy.

( PUTTING IT ALL TOGETHER

For each paragraph in the reading section, compose one complete sentence that summarizes
the main theme of that paragraph.

Paragraph 1:

Paragraph 2:

Paragraph 3:

Paragraph 4:

Paragraph 5:




K DeBATING THE ISSUES

Write a complete sentence that states whether your answer to the question below is “yes” or
“no.” Then write a sentence that provides support for your answer.

Does the author argue that Aristotle’s three key points are useful solely for

enhancing one’s own ability to make an effective argument?

0or &8
K PoinT OF INTEREST

Listen carefully to the audio recording for this section and fill in the blanks in the paragraph
below.

Ancient Athens produced what is 1.) one of the most

intellectually influential trio of thinkers in history, which began with Socrates
and ended with Aristotle. Socrates was not a formally trained philosopher, and

may well have been 2, , but his teachings laid the foundations

for Western philosophy. His most notable student, Plato, went on to become one
of the most influential philosophers in the history of Western philosophy, and he

3) the Academy, an advanced school that was the precursor to

modern elite academies. One of Plato’s students, Aristotle, went on to become

arguably the most influential intellectual 4. in European history

until the Renaissance. Amazingly, many of Plato’s and Aristotle’s works have

5) and remain the subjects of the academic inquiry and, as

shown from this chapter’s discussion on rhetoric, still hold value to this day.




