1






Persuasion
Institutional affiliation
Name of student
Name of lecturer
Due date


Persuasion
Persuasion is a mode of communication that is aimed at changing the attitudes, believes, and views of the listeners. Understanding what people want and like is important and thus the speaker uses this knowledge to communicate his or her ideas to them. Persuasion is an art and use of language that is pleasing to the ears and eyes of the receivers. Different theories and principles have been used to explain persuasion and the application of the choice of words used.
Ethos
Ethos is one of those theories that have been used to show the credibility of the speaker that can persuade the listeners to accept his or her opinions. When we read a piece of advice, we are aimed at identifying if the person has expressed his or her experience in it or the qualification of the speaker. People tend to accept the qualifications and experience of the speaker and thus can be persuaded to take his or her position (Lee 2018). As such, speakers use their experience and qualification to persuade listeners. In the advert about Suburban Chevrolet, they included the qualification of their mechanics to win the trust of the possible customers. The experts in Suburban are certified service experts who are factory trained and used advanced diagnostic equipment and genuine spare parts to care for customers’ vehicles. This information was included to prove to readers that those mechanics are qualified and experienced with their duties. As such, this ethos was used to capture the trust of the customers and change their views about Suburban Chevrolet.
Also, ethos uses the experience of other customers to communicate the experience of the speaker. Reviews given by other customers serve as an attraction point for the new customers. As such, a speaker using ethos uses these reviews to attract attention and win the trust of listeners. The advert on Suburban Chevrolet has used reviews to win the trust of its customers. It has included a report on vehicle health for Alexandra Allen to prove that the company has been serving many customers and meet their expectations. As such, when the listeners or viewers come across such a report, they will be convinced to test Suburban Chevrolet and in turn, win the trust of the customers. The main focus of ethos is winning the trust of the customers and thus employing such a mechanism serves it better.
The use of selected few pictures is also a mechanism that is used by the ethos to win the trust of customers. The speaker does not require to post all the pictures of his or her skills but he or can select a few that will effectively communicate their qualifications and experience. That is what the advert of Suburban Chevrolet did to its advert. The use of strategically selected pictures in the advert communicates better their qualification. The picture of a technician tightening the bolts of wheels communicates better the qualifications of the experts in Suburban Chevrolet. The same also applies to the picture of a person holding a tablet to show the modern technology that is used in the diagnosis of the vehicle. Such pictures will attract the viewers and thus win their trust easily.
Pathos
The use of pathos is effective in increasing the curiosity and trust of customers. Speakers may include their pictures to prove that they are human beings and thus create more curiosity in the listener to want more from the speaker. As such, pathos is used in persuasion to increase the trust of customers. Once you have won the trust of your customers, it’s important to maintain that trust and ensure they are satisfied. Pictures and pathos have thus been used in the Suburban Chevrolet advert that is aimed at increasing the trust of its customers. Many people are challenged with wheel alignments and that is why the advert includes a picture of an expert working on a wheel. This is used to strengthen the trust that the experts in Suburban are capable and able to handle all-wheel issues that can interfere with the smooth running of the vehicle. Although the pictures used are simple pictures, they communicate a lot about the services, quality, and experience at the company.
Logos
This is the use of words or reasons to persuade listeners to take your opinion. Logos use facts and figures to communicate the ideas. This is used to prove that the methods used are working (Wick 2020). Apart from facts and figures, logos also use quotes from other sources to support their arguments. For example, in the advert, the quote “nobody knows your Chevy better than the experts at Chevrolet certified services” can be said to be a quote that is used to support the argument of the advert by stressing that they have a better understanding of the vehicle more than the owner. The main aim of logos is to support the ideas and arguments posed by the speaker.
Effectiveness of the advert
[bookmark: _GoBack] 	Certified services managed to create an advert that was appealing and informative to the viewers. It is cooperated the use of ethos, pathos, and logos to win the trust of customers, increase that trust and emphasize their qualification and experience. With such an informative advert, it is easy to persuade the customers to try your services and thus persuading the customers to take buy their services products. The advert cooperated multiple aspects that include words, and pictures to communicate its ideas and thus more appealing and attractive to the viewers.  Just like persuasion that is used to inform people about a service, product, or idea, adverts are used to perform the same function. The most appealing advert attracts more viewers and thus the more the viewers can be persuaded to buy the service or product. This was the aspect that was maintained in the advert and thus can persuade more people to the company. Also, adverts can outline the services, products, and ideas that are sold, provided, or advanced by the speaker. Outlining such products gives the viewer more options to choose from. The advert, therefore, outlined the services provided in the company and thus customers are convinced they can acquire the service they wanted.
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