Strategies for Arguments

“argument” = [claim that something should be believed or done] + 

[proof or good reasons for believing or doing it]

To make effective arguments you must:

a) Make sure that the claim is very clear

b) Find and recognize proof (i.e. evidence) or good reasons 

c) Present the evidence/reasons clearly and in an interesting way (considering the time available)

How do you convince somebody to accept your claim?
The Greek philosopher Aristotle identified three basic strategies: 

Logic & Reason, Character & Credentials, Emotion

1. Logic and reason
· “My theory explains all of these facts.”

2. The character (honesty) and credentials (training, experience) of those who hold the position

· “My extensive reading of ancient documents indicates to me that...”

· “Experts throughout history have believed that...”

3. Emotion
· “If we do not restore the ozone layer, cases of skin cancer will double.”

Which of the three strategies should a presentation use?

For Science: 

[90%] logic and reason 

[9%] character and credentials – carries some weight in getting people to seriously consider it (“Current theory says...”, “Experts say...”)

[1%] emotion – is frowned upon by scientists but sometimes used to emphasize the importance of a result. Example: Cancer death statistics lead to fear that motivates interest in a cancer research result.

For Business: 

· Depends on the context, but usually logic and reason are still the most convincing. 

· In business, company reputation and personal trustworthiness (i.e. character and credentials) can be powerful.

· Emotion may gain attention and motivate a bit but do not rely on it.
Logical Fallacies Summary
1. Hasty generalization ~ improper extrapolation, same group ( same features
2. Missing the point ~ the evidence given addresses a different claim
3. Post hoc = False cause ~ “X after Y implies Y caused X”
4. Slippery slope ~ exaggeration of the consequences of not believing
5. Weak analogy ~ emphasizing a small similarity while ignoring large differences
6. Appeal to authority ~ who believes it
7. Ad populum (majority rules) ~ consider the number of people who believe it
8. Ad hominem ~ dismiss/accept the claim because of the type of person who believes it
9. Appeal to pity ~ no reason except pity
10. Appeal to ignorance ~ there is no proven answer so you should believe the claim
11. Straw man ~ misrepresents the opposing view
12. Red herring ~ distracts attention from the real issue
13. False dichotomy ~ allow only two extremes, no middle ground
14. Begging the question ~ state the claim using different words and call that “evidence”
15. Equivocation ~ use tricky words with double meanings or out of context
Note 1: There are many more fallacies than these but these are common ones.
Note 2: Arguments sometimes combine fallacies. It may be hard to identify a bad argument as just one fallacy. Some bad arguments are rooted in one fallacy but also combine other illogic or problems, such as making an unclear claim.
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Example of combination of fallacies: The “No true Scotsman” fallacy.

· A Scotsman was complaining to an Englishman about the dangers of being cheated in England by British businessmen, pointing at a particular case of fraud. 
· Scotsman: “You will not find any Scotsman doing a thing like that!” 
· Englishman: “Look in today’s paper – there’s an article about a Scotsman named McDonald doing the same thing in Glasgow, Scotland.” 
· Scotsman: “Ah, well, that McDonald is not a true Scotsman.”

· This fallacy is rooted in hasty generalization, saying something is true of all people in some group. The fallacy continues by excluding any suggested counterexamples from the group, for no other reason than to make the original statement true.
· Hasty generalization plus unclear (poorly specified) claim.

· Exceptions to a rule are common because often by using words like “all”, “any”, “never”, and “always” we actually mean something weaker, like “almost all” or “most”. But it is a fallacy to dismiss all counterexamples as exceptions that should be ignored. Allowing many unspecified exceptions makes your “rule” useless.
· “I am always correct, except for the times when I am wrong.”

· This statement is true, but it has no power to convince people to believe you.

