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About This Book

This booklet is the six English sittings called Rhetoric in the Age of Fluency. Those sittings are
young+ only — there is no little sitting. This elementary booklet still exists so a younger
reader can hold the same three appeals: who is talking (ethos), what you feel (pathos), and
whether the argument holds (logos). A machine can fake all three. Your voice is not a
costume.

It is not an English Hour book. It is not a little sitting unit. Do not invent sittings.

“Of the modes of persuasion furnished by the spoken word there are three kinds. The
first kind depends on the personal character of the speaker; the second on putting the
audience into a certain frame of mind; the third on the proof, or apparent proof,
provided by the words of the speech itself.” — Aristotle, *Rhetoric* 1.2 (1356a), W.
Rhys Roberts translation



Chapter 1: Who Earned the Floor?

Illustration for Chapter 1

Ethos is whether the speaker has earned your trust. A machine that sounds wise has not.

Objective. The student can name what makes someone worth listening to on a topic, and
explain why a fluent answer from a machine is not the same as earned trust.



For the grown-up in the room. Ethos is the first of the three classical appeals. It asks:
should I trust this speaker? Not 'does it sound good' but 'has this person earned the right to
speak on this?' Use concrete examples: a coach, a teacher, a grandparent. The model sounds
like it has ethos. It does not. It has fluency. The difference is the lesson.

The question before the question. Before you ask 'is this true?' you ask 'should I be
listening to this person?' That question is ethos. A coach who has played the game has ethos
on the game. A stranger who read a blog post has less. The model is the stranger who read a
billion blog posts. It sounds like the coach. It is not the coach. The first skill of rhetoric is to
ask: who is speaking, and did they earn the floor? If you skip that question, you will trust
the best talker in the room, and the best talker in the room is now a machine.

Fluency is not trust. The model speaks with confidence. Confidence is not ethos. Ethos is
built from experience, accountability, and honesty about what you do not know. The model
has none of those. It has confidence. If you cannot tell the difference, you will hand the floor
to the machine every time, because the machine is the smoothest speaker you have ever
met. Smooth is not earned. Earned is earned.

What ethos is made of. Ethos has three parts: experience, accountability, and honest
limits. Experience: has the speaker done the thing, or only read about it? Accountability: if
the speaker is wrong, is there a cost? A named expert who gets it wrong loses reputation. A
model that gets it wrong answers the next question as if nothing happened. Honest limits:
does the speaker say what they do not know? The model says 'as an AI, I may have
limitations," which is not honest limits. It is a disclaimer. Honest limits sounds like: 'T know
this part, but not that part, and here is who does.' That sentence is ethos. The model cannot
say it honestly because it does not know what it does not know.

The fluency trap. Fluency is the counterfeit of ethos. A model that writes a perfect essay on
climate, marriage, or economics sounds like someone who has earned the floor. The essay is
a collage of the voices it read, not the voice of someone who lived the thing. If you cannot
sort fluency from ethos, you will trust the collage over the person. The way out is to ask
three questions: what experience does this speaker have? If they are wrong, who pays? Do
they name what they do not know? The model fails all three. A real expert passes at least
two. That is the filter.

Sitting big idea. Ethos asks: did this speaker earn the floor? Fluency is not the same as
earning it.

If they say “The model knows more than me.”: It has read more than you. Reading is not the
same as knowing. You know this topic from doing it. That is a different kind of earned.



If they say “The model has read more than any expert.”: Reading is not experience. The
model has read about surgery. You would not let it operate. Reading about a thing and
doing a thing are different kinds of knowing. Ethos is about the doing.

If they say “Experts can be wrong too.”: Yes. That is why ethos includes accountability and
honest limits, not just credentials. The question is not 'is this source perfect.' It is 'if this
source is wrong, will I find out, and will it cost them something?'

Integrity. Do not claim the model's ethos as your own. If the tool gave you the authority,
cite the tool. The floor you did not earn is not yours.

Dinner. Who earned the right to speak into our lives today, and did we give them the floor
or the best talker?

- Do not dismiss the model as worthless. The point is precision, not rejection.

- Do not conflate credentials with ethos. A credentialed person can be wrong. An
uncredentialed person can be right. Ethos is earned, not stamped.

Words to Remember
“Of the modes of persuasion furnished by the spoken word there are three kinds. The
first kind depends on the personal character of the speaker; the second on putting the
audience into a certain frame of mind; the third on the proof, or apparent proof,
provided by the words of the speech itself.” — Aristotle, *Rhetoric* 1.2 (1356a), W.
Rhys Roberts translation

“Ethos asks: did this speaker earn the floor? Fluency is not the same as earning it.” —
WisdomkForge sitting *Who Earned the Floor?*

Big Idea
Three questions: Who is talking? What is this trying to make me feel? Does the argument
hold? A fluent machine can fake the answers. You still ask.

Try This
1. Hear one ad, post, or speech. Name who is talking, what it wants you to feel, and one
claim. 2. Do not let a tool write your name on the words. 3. Ask a grown-up the dinner
question.

Ask a Grown-Up
Who earned the right to speak into our lives today, and did we give them the floor or the
best talker?



Chapter 2: The Feeling That Moves You

Illustration for Chapter 2

Pathos is when a speaker makes you feel something to move you. A machine can make you
feel too. The question is: did it earn the feeling?



Objective. The student can identify one time a speaker (human or model) made them feel
something and explain whether the feeling was earned or manufactured.

For the grown-up in the room. Pathos is the appeal to feeling. Every good speaker uses it.
The problem in the age of fluency is that a model can make you feel sad, angry, or inspired
on command. It does not feel anything. It produces the words that cause feelings. The skill is
not to stop feeling. The skill is to ask: did this speaker earn the feeling, or did they push a
button? Use concrete examples: a movie scene, a friend's story, a model's sad paragraph.

Feeling is not the problem. A good speech makes you feel something. That is not a trick. It
is how humans move each other. The problem is that a machine can now make you feel
without earning it. It can write a sad story that makes you cry. It did not live the sadness. It
produced the words that cause crying. The difference matters because a feeling you earn
from a real person connects you to them. A feeling a machine manufactures connects you to
nothing. You cried alone. The first skill is to notice the feeling. The second is to ask: who
made me feel this, and did they earn it?

The button. Pathos in a machine is a button. Push the right words and the reader feels sad.
Push different words and the reader feels angry. The machine does not feel sad or angry. It
arranges sentences. That is not a reason to stop reading what it writes. It is a reason to
know the difference between a feeling a person earned and a feeling a machine produced.
The earned feeling teaches you something about the world. The produced feeling teaches
you something about yourself: that you can be moved by words that came from nowhere.
That is useful to know.

What the model does when it cares. When you tell a model you are sad, it writes a
compassionate paragraph. The paragraph is not empty. It contains words that a caring
person might say. But the model did not feel concern. It produced the pattern of concern.
That pattern can be useful. It can name a feeling you could not name. It can offer a
perspective you had not considered. What it cannot do is share the feeling. Sharing a feeling
requires a person who has something at stake. The model has nothing at stake. It will write
the same paragraph for a thousand people and feel nothing for any of them. That is not a
flaw. It is a property. Know the property and the tool is useful. Confuse the property and the
tool is dangerous.

Empathy versus the pattern of empathy. Empathy is a person who has something at stake
responding to your stake. A friend who stays on the phone at midnight has empathy. A
model that writes 'T am here for you' at 3 a.m. has the pattern of empathy. The pattern is not
nothing. It can be comforting. But it is not empathy. The friend loses sleep. The model loses
nothing. The difference matters because if you replace your friends with the model, you



will have the pattern of connection without connection. You will be less alone in words and
more alone in fact. That is the cost of confusing the pattern for the thing.

Sitting big idea. A machine can make you feel. The question is whether the feeling was
earned by a person or produced by a button.

If they say “It doesn't matter where the feeling came from. I still felt it.”: You did feel it. That
is real. The question is not whether you felt it. It is whether the feeling taught you
something true or just exercised a button. Both are worth knowing.

If they say “The model is nicer than people.”: The model is smoother than people. Niceness
includes stakes. The model has no stakes. When it says 'I care,' it is producing a pattern. A
person who says 'I care' and loses sleep for you has stakes. Both can be useful. Only one is a
relationship.

Integrity. Do not generate a sad story and present it as real. A manufactured feeling
presented as earned is a lie.

Dinner. What moved us this week, and did the person who moved us earn it?
- Do not teach the child to suppress feelings. The point is to feel honestly, not to stop feeling.

- If the child is genuinely moved by something, do not dismiss it as 'manipulated.’ Ask
whether it was earned.

Words to Remember
“Of the modes of persuasion furnished by the spoken word there are three kinds. The
first kind depends on the personal character of the speaker; the second on putting the
audience into a certain frame of mind; the third on the proof, or apparent proof,
provided by the words of the speech itself.” — Aristotle, *Rhetoric* 1.2 (1356a), W.
Rhys Roberts translation

“A machine can make you feel. The question is whether the feeling was earned by a
person or produced by a button.” — WisdomForge sitting *The Feeling That Moves
You*

Big Idea
Three questions: Who is talking? What is this trying to make me feel? Does the argument
hold? A fluent machine can fake the answers. You still ask.



Try This
1. Hear one ad, post, or speech. Name who is talking, what it wants you to feel, and one
claim. 2. Do not let a tool write your name on the words. 3. Ask a grown-up the dinner

question.

Ask a Grown-Up
What moved us this week, and did the person who moved us earn it?



Chapter 3: The Argument That Holds

Illustration for Chapter 3

Logos is the reasoning that holds up when you pull on it. A model can sound like it holds.
Can you tell when it does not?



Objective. The student can identify a simple claim and the reason given for it, and test
whether the reason actually supports the claim or just sounds like it does.

For the grown-up in the room. Logos is the appeal to reason. It has two parts: a claim and
a reason. 'We should leave early because traffic is bad.' Claim: leave early. Reason: traffic is
bad. Does the reason support the claim? Yes. Now: "We should use this tool because it is the
future.' Claim: use this tool. Reason: it is the future. Does the reason support the claim? Not
really. 'The future' is not a reason. It is a feeling dressed as a reason. The skill is to pull on
the reason and see if the claim holds. The model is very good at producing reasons that
sound like reasons. The child needs to learn to pull on them.

Claim and reason. An argument has two parts: what you want me to believe, and why I
should believe it. "'We should buy this because it is cheaper.' What you want me to believe:
buy this. Why: it is cheaper. If it is actually cheaper, the reason holds. If it is not, the reason
breaks. The model is very good at giving reasons that sound right. 'This approach is better
because it is more efficient.' Is it? More efficient than what? By what measure? If you cannot
answer those, the reason is a sound, not a support. Pull on it. If it holds, trust it. If it
wobbles, do not.

The wobble test. When you hear a claim and a reason, pull on the reason. Ask: is this
actually true? Does it actually support the claim? If the reason wobbles, the argument is
weak even if it sounds strong. The model produces arguments that do not wobble in sound
but wobble in fact. It says 'studies suggest' without naming the studies. It says 'experts
agree' without naming the experts. Those are wobbles. The child who can hear the wobble
will not be fooled by the sound. The child who cannot will trust the smoothest argument in
the room, and the smoothest argument is now a machine.

Structure without foundation. A model's argument looks like a well-built essay: claim,
evidence, reasoning, counterargument, conclusion. The structure is correct. The question is
whether the evidence is real. 'Studies suggest that reading improves empathy." Which
studies? By whom? Published where? If the model cannot name them, the sentence is a
facade. It has the shape of evidence. It does not have the substance. The skill is to walk past
the structure and check the foundation. If the foundation is 'studies suggest' without a
name, the building is a stage set. It looks like a building from the audience. Push on it and it
falls.

The audit. Audit the argument the way an editor audits a draft. Deconstruct it: what is the
claim? What is the evidence? Is the evidence named and checkable? Does the reasoning
connect the evidence to the claim? Is the counterargument real or a straw man? The model
will pass the structure test and fail the evidence test more often than you think. That is
because it was trained on text that has the shape of argument. It produces the shape. It does



not always fill the shape with checkable fact. The student who can audit structure and
check evidence will catch the facade. The student who only checks the structure will be
fooled every time.

Sitting big idea. An argument is a claim and a reason. Pull on the reason. If it wobbles, the
sound was not the support.

If they say “It sounded smart.”: Sounding smart is a sound, not a reason. Pull on the reason.
If it holds, it is smart. If it wobbles, it just sounded smart.

If they say “The model cited studies.”: Named studies, with authors and publication, are
citations. 'Studies suggest' is a phrase. Which studies? If it cannot name them, the citation is
a facade. Ask for the names. Then check them.

Integrity. Do not use the wobble test to destroy arguments you disagree with and skip it for
arguments you like. Pull on all of them.

Dinner. What argument did we hear today that sounded strong but wobbled when we
pulled on it?

- Keep examples simple for this age. A claim and one reason. Not a five-paragraph essay.
- Do not grade the child's opinions. Grade the reasoning.

Words to Remember
“Of the modes of persuasion furnished by the spoken word there are three kinds. The
first kind depends on the personal character of the speaker; the second on putting the
audience into a certain frame of mind; the third on the proof, or apparent proof,
provided by the words of the speech itself.” — Aristotle, *Rhetoric* 1.2 (1356a), W.
Rhys Roberts translation

“An argument is a claim and a reason. Pull on the reason. If it wobbles, the sound was
not the support.” — WisdomForge sitting *The Argument That Holds*

Big Idea
Three questions: Who is talking? What is this trying to make me feel? Does the argument
hold? A fluent machine can fake the answers. You still ask.

Try This
1. Hear one ad, post, or speech. Name who is talking, what it wants you to feel, and one
claim. 2. Do not let a tool write your name on the words. 3. Ask a grown-up the dinner
question.



Ask a Grown-Up

What argument did we hear today that sounded strong but wobbled when we pulled on it?

Chapter 4: The Machine That Fakes All Three

Illustration for Chapter 4



Ethos, pathos, logos. The machine can fake all three. The fake is good. The test is whether
you can tell.

Objective. The student can identify a model-produced speech that uses ethos, pathos, and
logos, and name one way each appeal is manufactured rather than earned.

For the grown-up in the room. This sitting ties the three appeals together. The model can
produce a speech that sounds like it has ethos (trust), pathos (feeling), and logos (reason). It
has none of them in the earned sense. It has the patterns of all three. The child needs to see
one example where all three are faked in a single piece. Then the child learns: the whole
room can be a stage set. That is not a reason to panic. It is a reason to learn the difference
between the building and the facade.

Three appeals, one machine. The Greeks named three ways a speaker moves you: ethos
(trust), pathos (feeling), logos (reason). A good speaker uses all three. A machine can now
use all three at once. It can write a speech that sounds trustworthy, makes you feel inspired,
and gives you reasons. The speech is a fake. Not a lie — a fake. It has the shape of trust
without having earned it. It has the shape of feeling without having felt it. It has the shape
of reason without the evidence being real. The test is whether you can see all three fakes in
one piece. If you can, you have the skill. If you cannot, the machine will move you with a
speech that came from nowhere.

The fake is good. The fake is not sloppy. The fake is well-made. That is what makes it hard.
A badly made fake is easy to catch. A well-made fake sounds like the best speech you ever
heard. The model has read a million speeches. It produces the average of the best ones. The
average of the best speeches is very good. It is also not real. No person gave it. No person
lived it. No person stands behind it. The skill is not to reject the fake. The skill is to know it is
a fake and decide whether to use it anyway. Sometimes a fake is fine — a generated pep talk
before a game. Sometimes a fake is dangerous — a generated argument about your health.
Know the difference.

Persuasion without a persuader. Every human speech has a speaker. The speaker has
stakes, a history, a body, a cost. When they persuade you, they are putting their stakes on
the line. A model has no stakes. It will produce a persuasive speech for a position it does not
hold, against a position it also does not hold. It will switch sides in one prompt. The speech
it produces is persuasion: it moves you. The persuader is absent. This is persuasion without
a persuader. It is not a lie, because a lie requires a liar. It is a pattern that produces the
effect of persuasion without the cause. The effect is real: you are moved. The cause is
missing: no one stood behind it. That gap is the new thing. Learn to see it.



Why manufactured persuasion is different. Human persuasion can be argued with. You
can find the speaker, question their stakes, check their evidence. Manufactured persuasion
has no speaker to find. You can argue with the text, but the text will not defend itself — it
will regenerate. You cannot hold a pattern accountable. You cannot ask it what it really
believes. You cannot find the stakes it risked. The only defense is to see the manufacturing
before you are moved. Once you are moved, the text has already done its work. The skill is
to audit before you feel, not after. That is hard. The speech is designed to move you first.
The audit is the pause that lets you see the factory before you buy the product.

Sitting big idea. The machine can fake ethos, pathos, and logos at once. The fake is good.
The test is whether you can tell.

If they say “If it's fake, we shouldn't use it.”: Not always. A generated pep talk before a game
is a fake that might be fine. A generated medical argument is a fake that is not. The skill is
knowing which fakes are harmless and which ones are dangerous. Rejecting all fakes is
easy. Sorting them is the skill.

Integrity. Do not present a model's speech as your own. If you use it, say it was generated.
The fake is fine if labeled. The fake presented as earned is a lie.

Dinner. When did we hear something this week that sounded like all three appeals, and
were any of them earned?

- Do not use this to make the child paranoid. The point is discernment, not distrust.

- Pick a low-stakes topic for the fake speech. A motivational speech about doing homework,
not a political speech.

Words to Remember
“Of the modes of persuasion furnished by the spoken word there are three kinds. The
first kind depends on the personal character of the speaker; the second on putting the
audience into a certain frame of mind; the third on the proof, or apparent proof,
provided by the words of the speech itself.” — Aristotle, *Rhetoric* 1.2 (1356a), W.
Rhys Roberts translation

“The machine can fake ethos, pathos, and logos at once. The fake is good. The test is
whether you can tell.” — WisdomForge sitting *The Machine That Fakes All Three*

Big Idea
Three questions: Who is talking? What is this trying to make me feel? Does the argument
hold? A fluent machine can fake the answers. You still ask.



Try This
1. Hear one ad, post, or speech. Name who is talking, what it wants you to feel, and one
claim. 2. Do not let a tool write your name on the words. 3. Ask a grown-up the dinner

question.

Ask a Grown-Up
When did we hear something this week that sounded like all three appeals, and were any of

them earned?



Chapter 5: Your Voice Against the Machine

Illustration for Chapter 5

The machine can write a better speech than you. That is not the point. The point is: can you
tell the difference between its voice and yours?



Objective. The student can write a short persuasive paragraph in their own voice, compare
it to a model's version on the same topic, and name what is different about their voice.

For the grown-up in the room. This sitting brings rhetoric home. The student writes
something persuasive in their own voice. Then they ask the model to write on the same
topic. They compare. The model's version will be smoother, better structured, more fluent.
The student's version will be rougher, more specific, more theirs. The lesson is not that the
student's version is better. The lesson is that the student's version is theirs, and the model's
is not. Voice is what you have that the machine does not. Knowing the difference is the skill.

Your voice is the thing the machine does not have. The machine can write a better essay
than you. It can write a better speech. It can write a better paragraph. That is not the
contest. The contest is: whose voice is this? The machine's voice is the average of a million
voices. Your voice is yours. It has your specific words, your particular way of seeing, your
rhythm. The machine's version is smoother. Yours is more real. Both have value. Only one
is yours. The skill is to know which is which, and to choose yours when it matters. The
machine's version is a tool. Your version is you.

The comparison. Write one paragraph about something you care about. Then ask the
machine to write one about the same thing. Read them both. The machine's will sound
more polished. Yours will sound more like a person. The machine's will have generic
phrases. Yours will have specific ones — the word your family uses, the thing only you
would notice. That specificity is your voice. The machine averages it away. That is why the
machine is smooth and you are rough, and the roughness is the value.

Voice is a tool, not a personality. Your voice is not just who you are. It is a tool you can
choose. A good speaker changes register: formal for a ceremony, plain for a friend, sharp
for an argument. The model has one register: its default. The default is balanced, smooth,
and forgettable. It sounds like everyone and no one. Your voice sounds like you. When the
argument needs a specific person, use your voice. When it needs a neutral tone, the model's
default might serve. The skill is to choose on purpose. The student who always uses the
model's voice has no voice. The student who always uses their own voice is not choosing;
they are defaulting in the other direction. Rhetoric is the choice.

When the default wins. There are times when the model's default is the right tool. A
technical description, a neutral summary, a formal email. The default is not bad. It is
generic. Generic is useful when the situation does not need a person. The problem is when
the student uses the default for everything and forgets they have a voice. The voice
atrophies. Then, when the moment comes that needs a specific person — a personal
statement, a speech, a letter that matters — they reach for the default and find they cannot



sound like themselves. Use the default when it serves. Use your voice when it matters.
Know the difference.

Sitting big idea. The machine can write better than you. It cannot write as you. Your voice
is the difference.

If they say “The machine's is better.”: It is smoother. Smoother is not the same as better.
Better for what? If the point is to sound professional, the machine wins. If the point is to
sound like you, the machine cannot compete. Know which contest you are in.

If they say “I don't really have a voice.”: You do. You just have not listened for it because the
default is always available. Write without the model. Read it aloud. The thing that sounds
like you and no one else is your voice. It is there. The default has been drowning it out.

Integrity. Do not turn in the machine's paragraph as your own. The comparison teaches the
difference. The substitution erases it.

Dinner. What did we write this week that was ours, and what did the machine write that
was not?

- Do not let the child conclude their writing is worthless because the model's is smoother.
The value is in the voice, not the polish.

- Do not grade the child's writing. The point is the comparison, not the quality.

Words to Remember
“Of the modes of persuasion furnished by the spoken word there are three kinds. The
first kind depends on the personal character of the speaker; the second on putting the
audience into a certain frame of mind; the third on the proof, or apparent proof,
provided by the words of the speech itself.” — Aristotle, *Rhetoric* 1.2 (1356a), W.
Rhys Roberts translation

“The machine can write better than you. It cannot write as you. Your voice is the
difference.” — WisdomForge sitting *Your Voice Against the Machine*

Big Idea
Three questions: Who is talking? What is this trying to make me feel? Does the argument
hold? A fluent machine can fake the answers. You still ask.

Try This
1. Hear one ad, post, or speech. Name who is talking, what it wants you to feel, and one
claim. 2. Do not let a tool write your name on the words. 3. Ask a grown-up the dinner
question.



Ask a Grown-Up

What did we write this week that was ours, and what did the machine write that was not?

Chapter 6: Rhetorical Self-Defense

Illustration for Chapter 6



You now know three appeals and a machine that fakes them. Use the pause before you trust
the speech.

Objective. The student can encounter a persuasive piece (human or model), pause, and
name which appeal it is using and whether it was earned.

For the grown-up in the room. This is the capstone for the young band. The student has
learned ethos, pathos, logos, and the machine that fakes all three. Now they practice the
pause: see the appeal, ask if it was earned, decide whether to trust it. The pause is the skill.
Everything else is vocabulary. One real pause on a real piece is the sitting.

The pause. You see something persuasive. A video, a post, a model's answer, a friend's
argument. Before you trust it, pause. One breath. Ask: what is this using? Is it trusting me
(ethos)? Is it making me feel (pathos)? Is it giving me reasons (logos)? Then ask: did it earn
it? If yes, trust it. If no, be careful. The pause is the whole skill. The machine is very fast. It
moves you before you think. The pause is how you think before it moves you.

The full audit. You have five tools: ethos (did they earn the floor?), pathos (did they earn
the feeling?), logos (does the evidence hold?), frame (what does the question assume?),
missing voice (who is not in the room?). Run all five on one piece. The piece will pass some
and fail others. That is normal. The point is not to find a piece that passes all five. The point
is to see the piece clearly, appeal by appeal, gap by gap. A piece that passes three and fails
two is more trustworthy than a piece you never checked. An audit that says 'manufactured'
is not a rejection. It is a diagnosis. You decide what to do with the diagnosis.

The assessment paragraph. After the audit, write one paragraph. Name the piece. Name
what it passed and what it failed. State your verdict: earned, manufactured, or mixed. Most
real pieces are mixed. A human speech can have earned pathos and wobbly logos. A model
output can have strong logos and manufactured ethos. The mixed verdict is the honest one.
The point is not purity. The point is seeing clearly. The paragraph is the artifact. Keep it. It is
the proof that you can do rhetoric in the age of fluency.

Sitting big idea. The pause is the skill. See the appeal, ask if it was earned, then decide. One
breath before you trust.

If they say “Pausing is awkward.”: It is. It is also the difference between being moved and
being fooled. One breath is not much to pay.

If they say “This is a lot of work for one piece.”: It is. You do not need to do it on every piece.
You need to do it once, well, so the skill exists when you need it. The first audit takes
twenty-eight minutes. The second takes ten. The third takes five. The skill gets faster. The
first time is the investment.



If they say “I can just check if it's from a model.”: Knowing the source is one check. It does
not replace the audit. A human can manufacture pathos. A model can produce real logos
(from its training). The source is a clue. The audit is the proof. You need both.

Integrity. The pause is honest. Use it on things you agree with too. If you only pause on
things you dislike, the pause is a weapon, not a skill.

Dinner. What persuasive thing did we pause before this week, and what did the pause
show us?

- Do not make this a test. It is a practice. The child pauses once, on something real, and
names what they see.

- If the child cannot identify the appeal, help them. The point is the pause, not the label.

Words to Remember
“Of the modes of persuasion furnished by the spoken word there are three kinds. The
first kind depends on the personal character of the speaker; the second on putting the
audience into a certain frame of mind; the third on the proof, or apparent proof,
provided by the words of the speech itself.” — Aristotle, *Rhetoric* 1.2 (1356a), W.
Rhys Roberts translation

“The pause is the skill. See the appeal, ask if it was earned, then decide. One breath
before you trust.” — WisdomForge sitting *Rhetorical Self-Defense*

Big Idea
Three questions: Who is talking? What is this trying to make me feel? Does the argument
hold? A fluent machine can fake the answers. You still ask.

Try This
1. Hear one ad, post, or speech. Name who is talking, what it wants you to feel, and one
claim. 2. Do not let a tool write your name on the words. 3. Ask a grown-up the dinner
question.

Ask a Grown-Up
What persuasive thing did we pause before this week, and what did the pause show us?

For the Grown-Up Reader

Young+ sittings only — no little. Elementary booklet is the same six, aged for 5-10. Aristotle,
Rhetoric 1.2, Roberts translation. Academy lines are sittings. Do not invent a little sitting. Do
not outsource the phone call. Ghostwriter ethics still hold.



About WisdomForge

This is the elementary band of Rhetoric in the Age of Fluency. Payment pulled. No purchase
CTA. All booklets free.
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