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Abstract
Using Aristotle’s rhetorical proofs of ethos, logos and pathos, university students’ strategies of persuading their lecturer to grant their request was examined. The data were from 99 students enrolled in an English language course who were asked to write down what they would say to persuade their lecturer to end the class early. Some students used more than one strategy, giving rise to 101 persuasion strategies in total. Analysis of their requests showed that logos (reason) was the most popular persuasion strategy, accounting for about half of the total strategies identified. Students reasoned using their heavy workload and undesirable physical classroom conditions to end the class earlier than usual. About 45% of the students used pathos appeal. The emotional appeal was made based on either their own or their lecturer’s condition, signalled by the personal pronouns of “I” and “you” respectively. Appeals to ethos (credibility) was seldom used. The study showed the students used both emotional appeals and logical reasoning to persuade their lecturer to grant their requests. The results suggest that if students rely on both types of appeals, then they may respond better to a combination of emotional appeals and logical reasoning if lecturers were to motivate them in their studies and other aspects of their life. 
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Introduction

Persuasive discourse includes advertisements, debates, Letter to the Editor and research articles, as well as requests. Persuasiveness is also needed to ensure that requests are granted. If the status difference between the speaker or writer and audience is great, the requests are usually presented more formally and in the written mode. For example, students write letters to request registration in courses, or make verbal requests for an appointment, change of class, and a deadline extension. The likelihood of the lecturers may be influenced by the persuasiveness of the student, subject to university rules and regulations. 

The persuasiveness of requests, and other forms of persuasive discourse, has been studied in the field of rhetorics by academics in Communication departments and English departments. According to Aristotle, rhetoric is the ability to use ethos, logos and pathos to persuade. Ethos is an appeal based on the character of the speaker; logos is an appeal based on logic; and pathos is an appeal based on emotion (Connor, 1979). 

Aristotle’s means of persuasion has been used by researchers to study effectiveness of argumentation and advertisements. An example of argumentation is a complaint letter. Al-Momani (2014) analysed 100 complaint letters from two Jordanian universities, and 
