
4.  CONSTRUCTING ARGUMENTS

Technical Communication



Consider the Context of your Argument

� Argument: arrangement of facts and judgments 
about the world
� Features A, B, and C characterize the site.

� Company Z is dominant because of factors X and Y.

� Understand your audiences broader goals

� Work within constraints



Understand Audience’s Broader Goals

� People act according to the interests of
� Their organization (company, university)
� Themselves

Broad Interests
� Security

� People resist controversial actions that might hurt their own interests

� Recognition
� People like to be praised for hard work
� People do not like to be humiliated.

� Personal and Professional Growth
� People want to develop and grow on the job and in their personal lives.



Working within Constraints

� Types of constraints
1. Ethical

2. Legal

3. Political *

4. Informational4. Informational

5. Personnel (Collegues, workers)

6. Financial

7. Time

8. Format

9. Tone



Crafting a Persuasive Argument

I. Identifying the elements of your argument

II. Use the right kinds of evidence

III. Consider opposing viewpoints

IV. Decide where to present your claimIV. Decide where to present your claim



I.   Identifying elements of your argument

� Claim

� Evidence

� Reasoning

The evidence: The claim:The evidence:
Facts and judgment 
you use to support 
your claim

The reasoning:
Logic that you use to 
derive the claim from the 
evidence

The claim:
Idea you are 
communicating



II.   Use the right kinds of evidence 

� Common sense

� Numerical data

� Examples

� Expert testimony� Expert testimony



III.   Consider Opposing Viewpoints

� When presenting an argument, present the opposing 
points of view
� If you don’t, your opponent will simply assume you didn’t 
consider possible problems in your claim.

Tactics:� Tactics:
� “Opposing argument is based on illogical reasoning, 
inaccurate, or incomplete facts.”

� “Opposing argument is valid but less powerful than your own.”

� “There might be a way to reconcile the two arguments.”

� Be gracious and understated



IV.   Deciding where to present the Claim

� How do you order the argument?
� Often best to start with the claim

� Sometimes – present evidence first, and then claim.

� Audience and venue affect order� Audience and venue affect order
� Newspapers, ect � claim is first

� Cinema, Poetry � claim is last



Avoiding Logical Fallacies

Types of logical fallacies

1. Ad hominem (argument against the speaker)
2. Argument from ignorance
3. Appeal to pity

4. Argument from authority *4. Argument from authority *
5. Circular argument (begging the question)
6. Either-or argument

7. Ad populum (bandwagon argument)
8. Hasty generalization (inadequate sampling)
9. Post-hoc
10. Oversimplifying



Logical Fallacies (con’t)

1.  Ad hominem (argument against the speaker)



Logical Fallacies (con’t)

2.  Argument from ignorance



Logical Fallacies (con’t)

3.  Appeal to pity *



Logical Fallacies (con’t)

4.  Argument from authority *

* Note:  Argument from authority is often good and necessary, but must be 
used properly.



Logical Fallacies (con’t)

5.  Circular argument (begging the question)



Logical Fallacies (con’t)

6.  Either-or argument



Logical Fallacies (con’t)

7.  Ad populum (bandwagon argument)



Logical Fallacies (con’t)

8.  Hasty generalization (inadequate sampling)



Logical Fallacies (con’t)

9.  Post-hoc



Logical Fallacies (con’t)

10.  Oversimplifying



Presenting yourself effectively

� Professional Persona
� Cooperativeness

� Moderation

� Fair-Mindedness

� Modesty

This plan is certainly not perfect. For one thing, it calls for a greater 
up-front investment than we had anticipated.  And the return-on-
investment through the first three quarters is likely to fall short of our 
initial goals.  However, I think this plan is the best of the three 
alternatives for the following reasons… Therefore, I recommend that 
we begin planning immediately to implement the plan.  I am 
confident that this plan will enable us to enter the flat-screen market 
successfully, building on our fine reputation for high-quality 
advanced electronics.

Ex:  An engineer trying to argue for his plan:



Using Graphics and Design to Persuade



Linking Persuasion to Ethics

� You are most persuasive if you are honest!
� Honesty determines the acceptability of your current work,

� Affects acceptance of future publications,

� Affects extent to which your work will become widespread,

� Reflects on your organization and colleagues.� Reflects on your organization and colleagues.


