MINISTRY OF HIGHER EDUCATION

AND SCIENTIFIC RESEARCH endad] adudllg fbad] i 3,13
UNIVERSITY OF THI QAR PN U°F r SN V- W—Y

) GE OF EDUCATION F

COLLEGE OF EDUCATION FOR il gl e ]

HUMANITIES

University of Thi Qar

dulunll gglall du’yill dd& dlaa

dunls (R Ju@i AR dutu@l duiuls g
S S0 ol - domloniid) o el ot sl

2022 2y saadl (12 y adad)

Ao o 5l S ki -t o el i ] S — 5l 53

Vol (12) No.(2) 2022
~1 educationhumanities1@gmail.com

https://iasj.net/iasj/journal/366/about
utjedh@utq.edu.iq



MINISTRY OF HIGHER EDUCATION

AND SCIENTIFIC RESEARCH grtekad) Cuddllg i ] 3,139
UNIVERSITY OF THI QAR Sl (51— \—
COLLEGE OF EDUCATION FOR s e
HUMANITIES o] o gl e | Gl
il 3la
BN N RRVEN P il andd alad) 4|
R RAN LR (s
Ualkaidy) dadlal) ) <
ol 3k iy dxala A e a2 1
A ) dadl) D8 gd dada e Cigal s 2
o) ale s3 S dsala sill G s o 3
4 5l dadl) FERPEE IV 3903 At ) e ] 4
bl ale Oles daaly daa) cpall Z3a o] 5
i3 ) b gl ol Gl A cpall alea 3 6
daa
gl ol 5/ pablina daala oA Gais ] 7
gl J& 53 daaly e Jdadl ae jaa 8
(]
.58 ) 8 ]l dzala de3a 8 a3 ae Juald a 9
48 il M (53 dsala Qs Sw et a0 10
Gl il
;\:aj,.d.a"i\ dall) (s aBIS s 20
9515 dada ;g.a'\g‘)m'ﬂ @LE.U\ 5
sl ol o 2 0 ) AY)

Vol (12) No.(2) 2022
~1 educationhumanities1@gmail.com

https://iasj.net/iasj/journal/366/about
utjedh@utq.edu.iq



MINISTRY OF HIGHER EDUCATION

AND SCIENTIFIC RESEARCH el Saly sl et} 3,139
UNIVERSITY OF THI QAR i (§3) ——) \—

) iGE OF EDUCATION F

COLLEGE OF EDUCATION FOR il 0 il i S

HUMANITIES

Sl Glgie 9 Gl aud
Aoyl Al (53] 35 ASY) berll Zumleaal (5] iy 5yl AaalSY) VLY (L) lDLe)) ey
alacy)
Ahlall plue dis sl Lo
Al all Al 13 ¢ pllyall A5, elpetd
@u OUJ_C e_.kj .e.e
s s e o
el age i b A 20
oibina BOAVIRNS P
Gxd Owaa Loy aeal 0§ -2

):\.4'4'; BN .J.(x.i —3

Cladl JSUE Hy die Aol cilgagilly 40840 <Ysanll
S e 0l Gl a L
1973-1968 (dulally duyud) ) oo suil) cially Cund) Cija il 8 400 K1) doad
( ;\:\Blﬂj z\.mbd)
‘;J:. Leae wla Gl 2
Gplall jad Azl e
il Gaes (2l Mg 0

L) Zujall JEY) @l b e laayl olaaYl

Olaau jeda el Lol

Lyl dae e b eyt 3laliall alsiced) L) e oyiliy KL saill SIS 2ad)

Vol (12) No.(2) 2022
~1 educationhumanities1@gmail.com

https://iasj.net/iasj/journal/366/about
utjedh@utq.edu.iq



MINISTRY OF HIGHER EDUCATION

AND SCIENTIFIC RESEARCH el Saly sl et} 3,139
UNIVERSITY OF THI QAR i (§3) ——) \—

) iGE OF EDUCATION F

COLLEGE OF EDUCATION FOR il 0 il i S

HUMANITIES

OB (g3 dbilae b Ayl Gl e Dl cililee
Cyen el gl — el s sy a

[S—
(=]

O anae (b (6 &d5al) ) ilae
Ot auld dena pia
) (53ga 2ane gl Adlal) vie O Ll AL
daghd Ay
A SIS LIS ooy 2

p—
[\

O RUN5l PR

(pshiad da b asbsall agl) LS

Bdsal (£637) H8Y1 0 0l glacal
el e Gua #lua

SLall sgall 8 dulgal) Llcadll (e Adhall danbidl YY) Cige
el guS ah M - o
BSIA ehy L cibleas Widley 48— V) did) G
dygdisaﬂkﬁ.e

W

b Ban DS e iy L1 ol Al
1988-1979
L’)..Ml?.' dm d—}‘-ﬂ . J.?.‘

—
(o))

Lalac Yl syl Al sad el Slasl 48le s Jisdll e 380

C}MO«JEA&J.?

—
~

AN L [ SR i) (B aalaasl) sl

w\’\.ﬁ‘)&a.‘&ﬂ&.ﬂ.e

J—
oo

Gl Al sallall ¢ sy b oy Akl Gasadll
Lol sl @S cljlie

umﬂﬁyS4*&q.@i

(1918 =1911) V1 dallall Coall ilgdl MUa) DEaY) (e dlll — il ) 8Ll

J—
\O

L)ﬂjd ‘.;5 CM cpep

Vol (12) No.(2) 2022
~1 educationhumanities1@gmail.com

https://iasj.net/iasj/journal/366/about
utjedh@utq.edu.iq

— —_ —_ —_
()] SN —



MINISTRY OF HIGHER EDUCATION

AND SCIENTIFIC RESEARCH el Saly sl et} 3,139
UNIVERSITY OF THI QAR i (§3) ——) \—

) iGE OF EDUCATION F

COLLEGE OF EDUCATION FOR il 0 il i S

HUMANITIES

il Jallaey el Qladg dnes ol il
oslid (el 2
bl sagall A de age b daajlally Ldalal Lgilasly duagall

2933-915 /2322-303
Gralall il 2o diaid o Lo ol

Hloal) Ges)ll Calsa L_g):w.&fd\ ladl) & il g?zfd\ Glgage
Q_..\';ﬂ\ Cpead) e 4_A° SIVEGRN
bl aaa clle Lo

1933-1922 gl slaiV) ae Lnans)ll e 20501 dylatl) lBdlal)

o and (Deld palty L) (b rarsil) usis Spuiall WY

2alall )L.\.; ‘:J:_ O .J.?.T

2021-20205lel 5 53 dilan b bl SIS wiysil
oall doa wl e o a s
Pyl Haa ehad i (pa) Jswll delad
guall =i s rlag .o,
2020 — 2003 52el Jacss) cal) il 8 OISl Ldalal) pagl) sall 4 el 2laY)

Gl gala jlua alus L1

sl Sl L A LSoyaY) saiall Al

L_ij‘ d}éAA Oy d:\\‘g.ﬁ e

Vol (12) No.(2) 2022
~1 educationhumanities1@gmail.com

https://iasj.net/iasj/journal/366/about
utjedh@utq.edu.iq



MINISTRY OF HIGHER EDUCATION
AND SCIENTIFIC RESEARCH
UNIVERSITY OF THI QAR
COLLEGE OF EDUCATION FOR
HUMANITIES

ool g Sl il 3139

1939 ~1912 asllV) — 451 cldlal)

uij\.@,‘x Qe JAM.(:

( 1989 -1925 ) UL\-\S ‘__g ‘?.o.uw\ 8)939 (A 42a 41“:')
3yl aaly il (5n acli s

Misordered Words: A Study in Iraqgi EFL Learners' Written Production
S0 Qbae &)y e
ga_._mﬂ\ o e ;«\i} e
Supporting Communicative Approach Using YouTube to Teach the Apology Strategies to

Secondary School Students: An Experimental Study

bl aaalynl des) pa

The Contextual Uses of the Impoliteness in Ernst Hemingway's 7he Snow of Kilimanjaro
Sahab Salih Fenjan

A Discourse Analysis of Sectarian Discourse on Some Selected News Websites

Asst. Prof. Saddam Salim Hmood

Translation Students Mistakes in translating commonly used English sentences and

phrases into Arabic

(comparing graduates of the scientific branch with graduates of literary branch)
pula A Dlglnnn
Persuasion in English Selected Sacred Texts
Bashar Torki Zayed
Asst. Prof Kamal G. Nassir

Vol (12) No.(2) 2022
~1 educationhumanities1@gmail.com

https://iasj.net/iasj/journal/366/about
utjedh@utq.edu.iq



2022 (2) daadl (12) Mabl Jli $3 A0l — el 0 ban dunt sall duelS il
JOURNAL OF THE COLLEGE OF EDUCATION FOR HUMANITIES VOL (12) NO.(2) 2022

Persuasion in English Selected Sacred Texts
Bashar Torki Zayed
Alatabibashar@gmail.com
Asst. Prof Kamal G. Nassir

Abstract

This study examines the persuasive rhetorical techniques used in Peter I using
the ethos, pathos, and logos framework of Aristotle's rhetorical appeals. The goal
of the study is to determine how these persuasive techniques work within the
chosen biblical passages and how they affect the audience.

By choosing exemplary passages from Peter 1 and analyzing them in light of
the three rhetorical arguments, the study takes a qualitative method. The analysis
shows how it's skillfully combines these persuasive strategies in Peter I to
increase the message's impact.

The results show that the rhetorical devices of ethos, pathos, and logos combine
to provide a persuasive discourse that inspires believers to uphold moral
behavior, endure pain, and hold fast to their religion. This study shows how
persuasive techniques enhance the potency of biblical texts and emphasizes the
significance of classical rhetorical theory in the analysis of religious discourse.
Key words: Persuasion , logos , ethos , pathos , Peter I and Aristotle's rhetorical

appeals.
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1.Introduction

Effective communication has always relied heavily on persuasion, particularly
in religious speech when speakers seek to direct, educate, and affect the attitudes
and actions of their listeners. The three primary components of Aristotle's theory
of rhetorical appeals—ethos, pathos, and logos—are among the most important
frameworks for comprehending persuasion. By establishing credibility, appealing
to emotions, and making logical arguments, presenters can persuade their

listeners using a variety of techniques, including these appeals.

2. The Concept of persuasion

According to Komar (2015) and Bettinghaus and Cody ( 1987 ), persuasion is
the process of changing someone's beliefs and attitudes.

Training (2010 ) defines it as the ability to convince others of your ideas. This
action doesn’t require you to be a bully or behave in a disrespectful way towards
others.

Cooper (cited by Jowett and O'Donnell, 2015) states that Aristotle is the social
interpreter and the great philosopher from whom many classical works are
produced concerning people and the nature of ideas. Rhetoric is one of these
works that is interesting to Aristotle to express persuasion. Eemeren et al. (1996 )
argue that Aristotle does classify the means of persuasion into inartificial and
artificial. Aristotle says that the inartificial means of persuasion have nothing to

do with the speaker. In other words, they don’t depend on the speaker's skills to
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persuade. The speaker can rely on different ways to persuade that are out of his

skill and be helped with witnesses, confessions by suspects, or call on laws.
Aristotle considers the speaker's speaking skill and playing with words
differentiate artificial from inartificial means of persuasion to get the audience

convinced.
3. Aristotle's Classification of the Persuasive Strategies

Several years ago, Aristotle provided three discourse strategies (the rhetorical
triangle) to persuasive speakers and writers: ethos, pathos, and logos (Abdul

Ra'uf, 2019).

Eemeren et al. (1996 ) argue that Aristotle classifies the means of persuasion
into inartificial and artificial. Aristotle says that the inartificial means of
persuasion has nothing to do with the speaker. In other words, it does not depend
on the speaker's skills to persuade. The speaker can rely on different ways to
persuade that are out of his skill and be helped with witnesses, confessions by
suspects, or call on laws. Aristotle considers the speaker's speaking skill and
playing with words differentiate artificial from inartificial means of persuasion to
get the audience convinced.  Aristotle proclaims that among the artificial ways
of persuasion are ethos, pathos and logos. (Eemeren et al. ;1996 )

A- Ethos

Thompson (1998 ) names this as a character, considering it as the cornerstone
that Greek begins with in attempting the process of persuasion. Ethos means the
reputation of the persuader and the qualifications that he holds and the audience's
background towards him, and their knowledge about the values and beliefs that
the persuader holds. Thompson states that ethos is like the bridge of confidence
and trust built between the persuader and the persuadee; without it, no persuasion

is accomplished.

Eemeren et al. (1996 ) admit that ethos is indicated directly or indirectly

when the speaker has goodwill, practical wisdom and virtue. He says that

—

1010

——r



2022 (2) daadl (12) aabl Jli $3 Aol — i) 0 il o 5l S il
JOURNAL OF THE COLLEGE OF EDUCATION FOR HUMANITIES VOL (12) NO.(2) 2022
Aristotle believes that ethos is the most effective method f persuasion since when

the audience trust the speaker, they will be all ears to him and thus accept his
every single word. Jowett and O’Donnell (2015: 46) confirm that ethos is an
artistic means embedded in the discourse itself and supplies the audience with

enough information about their persuader's character, goodwill and integrity.

Lucas (2009) states that ethos means the speaker's credibility that is affected
by his intelligence, knowledge, expertise, and sincerity. Lucas adds that the
speaker may persuade his listeners by advertising his background and explaining
his experience, competence and opinion on the topic, as well as there are three
important reasons to make the speaker more persuasive, they are: good will,

practical wisdom , virtue and to speak friendly with the audience (Lucas, 2009 ).

Cockcroft and Cockcroft (1992) divide ethos into 'Personality and Stance'.
They continue saying that some sort of confidence is created in us when we recall
a spoken exchange with whom we are communicating in the process of
communication. Thus, the personality emerges in how the speaker says his

speech, not what he says.

They add that ethos doesn’t involve an only exchange between a speaker and
his audience or between the persuader and the persuadee, but also a stance. It also
reveals how the speaker deals with his subject to be credible by his audience,
whether he is a good orator or not, whether he is making his audience bored to
listen to him, or making them interested in what he is saying. (Cockcroft and

Cockcroft, 1992 )

Downing (2006 ) explains that the personality and stance of ethos reflect the
concept that was being used in ancient times, which is "Ethics". She states that
the counterpart of ethos nowadays is the image. She also adds that ethos plays a
significant role in persuasive political discourse.

B- Pathos

—
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Carey (1994 ) states that Aristotle defines pathos as creating a specific mood in

the audience. He says that Aristotle is not the first to recognise this factor's
importance, but other rhetoricians have stressed how important it is. Carey
clarifies that the emotional aspect has a big significance in the persuasive

process.

Cockcroft and Cockcroft (1992 ) confirm that through the audience's emotions,
they can be persuaded. They call pathos the emotional engagement by claiming

that the emotional appeal towards the topic and audience is needed.

Higgins and Walker (2012 ) state that "pathos refers to the audience’s feelings
and relies for persuasive effect on triggering audience emotions such as

happiness, sadness, satisfaction, pity, or fear."

The pathos appeal is named the pathetic proof by Braet (1992 ), and it is
defined as the proof that relies on putting the listener in a specific state of mind.
Ionica (2002 ) proclaims that Aristotle considers pathos one of the most
significant persuasion appeals. He adds that the audience usually accept positive

emotions, rejecting those regarded as negative emotions.

Thompson (1998 ) says that pathos refers to your emotion or passion for your
topic. He advises that if you want to be a persuader, you have to be committed to
what you say and do; otherwise, don’t expect the audience to be committed.
Carey (1994 ) illustrates that pathos and ethos are connected. He explains that the
character's projection achieves subtle appeal for the right and suitable hearing.

Lucas (2009) declares that pathos is the passion or the feeling that the speaker
conveys in his subject. He states that the speaker may express his feeling
concerning the topic he speaks about, for example: Describing the receiver as
pitiful, poor, expressing his friendly feeling and good will. He (2009 ) lists what
the speakers usually evoke of emotions and feeling :

1- Fear: of the wrath of God, of torture of God, of resurrection day, of serious

illness, etc.

—

1012

——r



2022 (2) daadl (12) aabl Jli $3 Aol — i) 0 il o 5l S il
JOURNAL OF THE COLLEGE OF EDUCATION FOR HUMANITIES VOL (12) NO.(2) 2022
2- Pride: in God, in one's Prophet, in belief, in religion, etc.

3- Compassion: for homeless people, for being victims, etc.
4- Anger: anger of God, anger of parents, etc.
5- Guilt: "about not following the laws of God and his messengers, about
committing sins, about not helping the poor wretched people, etc."
C- Logos

According to Ionica (2002 ), logos is the major way of persuasion that
arguments can convey. He states that people consider the accepted things related,
and arguments attempt to capture the relationship between what is already
accepted and what will be accepted next. Russon (2021) defines logos as our
possibility to consider or our persuasion ability. He also adds that logos refer to

our openness to being swayed by others' ways of making sense.

Cooper (cited in Jowett and O'Donnell, 2015 ) quotes Aristotle's definition of
logos: "When we have proved a truth or an apparent truth from such means of

persuasion as are appropriate to a particular subject".

Eemeren et al. (1996 ) define logos as the argumentative means of persuasion
in which the speaker uses persuasion that is aimed for by using the arguments.
Thompson (1998 ) says that logos refers to reasoning, and he adds that it is the

work of the mind.

Lucas (2009 ) states that logos can be made by the reasoning element.
Reasoning can be found in certain ways: The analogical reasoning and causal
reasoning. The analogical reasoning is made when the speaker uses the analogy
between similar cases in the discourse. When there is similarity in these cases,
that analogy is valid, but if there is no similarity in these cases, no validity is

found .

Lucas (2009) states that causal reasoning is achieved when the speaker uses a
causal relationship between events. When there is causal relationships, it is a

good reason to be sure that the causes (the event of one type) are related

—

1013

——r



2022 (2) daadl (12) aabl Jli $3 Aol — i) 0 il o 5l S il
JOURNAL OF THE COLLEGE OF EDUCATION FOR HUMANITIES VOL (12) NO.(2) 2022
systematically to the effects (the events of another type) in the discourse. By

using this type of reasoning, the speaker wants to create a relationship between
specific causes and the effects of these causes .
4.Methodology

The persuasive rhetorical appeals of Peter I are examined in this study using a
qualitative methodology. The study focuses on locating and evaluating the three
Aristotelian rhetorical appeals—ethos, pathos, and logos—in a few chosen
epistle verses.

The model put forward by Lucas (2009), which describes the persuasive
techniques of ethos, pathos, and logos in speech, serves as the foundation for the
study's analytical framework.

This model defines pathos as the emotional appeals made to the audience,
ethos as the speaker's credibility and character, and logos as the logical
arguments and reasoning used to support the message.
Selected verses from the First Epistle of Peter in the Old Testament provide the
study's data. These texts selected because they exhibit persuasive qualities that

correspond with the rhetorical arguments being examined.

5. The Analysis of Ethos, Pathos and Logos in Peterl
(A)  Ethos
1- "Be holy, because I am holy." (1: 16)

Here are the words of God direct to the common people to be holy because he
is the holy one. The ethos method was used to convince people to follow the
example of the speaker, whose expertise is evident to the listeners. So, the
authority or credibility of the persuader is used to persuade the addressees.

2- "I lay a stone in Zion, a chosen and precious cornerstone, and the
one who trusts in him will never be put to shame." (2: 6)

Almighty God promises the believers that he would not abandon or disappoint

them if they were victorious and followed Christ. The credibility and authority

that the speaker has are used as a method of persuasion. Moreover, the listeners'

—
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background about the speaker (Almighty God) helps them be convinced and

understand the topic.

3- " Dear friends, I urge you, as foreigners and exiles, to abstain from
sinful desires, which wage war against your soul." (2: 11)

Peter addresses people as ’ dear friends’, which indicates that he treats them in
a friendly manner. So, he tries to persuade them through the character. Thus, he
gives them his opinion concerning doing sinful desires.

4- "For it is better to suffer for doing good than for doing evil." (3:
17)

The speaker intends to persuade people that suffering while doing good is
better than suffering in doing evil. He advertises his opinion and experience
concerning this topic; thus, ethos is achieved as a means of persuasion.

5- "To the elders among you, I appeal as a fellow elder and a
witness of Christ’s sufferings who also will share in the glory to be
revealed. Be shepherd of God's flock." (5: 1,2)

The Apostle Peter wants to advise the older people, offering them his
experience and competence as evidence to convince them to be worthy of the
care of their faithful brothers. Moreover, the strategy used here refers to the
apostle's goodwill and his using of practical wisdom.

6- "With the help of Silas, whom I regard as a faithful brother, I
have written to you briefly, encouraging you and testifying that
this is the true grace of God. Stand fast in it." (5: 12)

In order to convince the people that the grace that they are in now is the
enduring grace of God, the ethos method of persuasion was used. The speaker
shows his competence regarding the topic. As well as connects himself with
experiences to the audience and advertises his background. Moreover, he behaves
and speaks friendly to his listeners.

(B) Pathos

1- "Peter, an apostle of Jesus Christ, to God's elect, strangers in the

world, scattered throughout Pontus." (1: 1)

—
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The apostle Peter starts his sacred letter with emotion to those who are

strangers and scattered in various places around the world. He feels pity for them.
So, the method of pathos is used from the beginning of the letter to make the
listeners connect emotionally with the speaker to agree with him about the view
he is talking about.
2- "May result in praise, glory and honor when Jesus Christ is
revealed." (1: 7)

Passion is used in this Holy Verse since the apostle Peter describes the faith of
believers, which will be a source of pride and honour upon the return of Christ.
Pathos is achieved as a means of persuasion to convince the believers that their
faith will be rewarded in the last time.

3- "Since you call on a Father who judges each person’s
work impartially, live out your time as foreigners here in reverent
fear." (1: 17)

Peter recommends people to fear God for the rest of their lives. Pathos has been
used since the apostle tries to persuade people to go straight and do nothing
wrong till their death.

4- "Once you were not a people, but now you are the people of
God; once you had not received mercy, but now you have received
mercy." (2: 10)

The emotion is evoked when the speaker reminds the believers of their tragic
past. He wants to convince them that God has a great grace by saving them from
their miserable lives, and he is worthy of their worship and devotion to him.

5- "Or to governors, who are sent by him to punish those who do
wrong and to commend those who do right." (2:14)

Peter wants the believers to submit to the authority since every wrongdoer will
be punished, and those who do right will be rewarded. Persuasion is achieved in
this holy text through pathos by reminding the people of the punishment they get
when they do illegal acts.

—
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6- "For it is commendable if someone bears up under the pain of

unjust suffering because they are conscious of God." (2: 19)

The suffering of the believers was depicted through the words: Bear the pain of
injustice on the lips of the Apostle Peter, sympathizing with them, insinuating
that their suffering will not be in vain.

7- "You were like sheep going astray, but now you have returned to
the Shepherd and Overseer of your souls." (2: 25)

Peter evokes the emotion by describing the people before Christ's coming; thus,
compassion for being lost like the sheep is used as a form of the pathos method
of persuasion. The apostle describes their states to prove to them the idea that
they are lost without the presence of Christ and thus trying to persuade them to
follow and imitate Christ.

8- "If you are insulted because of the name of Christ, you are
blessed, for the Spirit of glory and of God rests on you." (4: 14)

The apostle Peter says to the believers, who had been offended by bearing the
name of Christ, that they should be proud that the Spirit of God would dwell in
them. Pathos is used in speech to convince believers that they will be proud after
being insulted because they are followers of God.

9- "So then, those who suffer according to God’s will should commit
themselves to their faithful Creator and continue to do good."
(4:19)

In this Holy Verse, pathos is achieved through the compassion of suffering
since Peter sympathizes with the suffering of the believers, advising them to
continue to do good.

10-"Standing firm in the faith, because you know that your brothers
throughout the world are undergoing the same kind of sufferings."

5:9
Likening them to the rest of their brothers around the world, Peter describes the

suffering of believers. This emotion is evoked to represent the pathos method of

—
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persuasion. Peter wants to convince the believers that they are not the ones who

suffer, but many of their brothers are going through the same suffering.
11-"And the God of all grace, who called you to his eternal glory in
Christ, after you have suffered a little while, will himself restore
you and make you strong, firm and steadfast." (5: 10)

Love, goodwill and compassion of being suffered more are the emotions
evoked by the speaker to persuade his listeners. The apostle Peter wants to
reassure the believers that God will reward them after their little suffering.

C- Logos
1- "Now that you have purified yourselves by obeying the truth so
that you have sincere love for each other." (1:22)

The speaker puts a reason that makes the people love one another, which is "
purifying themselves when obeying the truth". For such a causal reason, Peter
uses logos as a means to persuade people to take the right and truth way.

2- " They stumble because they disobey the message—which is also
what they were destined for." (2: 8)
The cause : People disobey the message of God.
The effect : They fall surely.

Causal reasoning is achieved since the speaker emphasizes the idea of
comparison between the precious material with the people's faith.

3- "But just as he who called you is holy, so be holy in all you do." (1:
15)

Logos is used in this Holy Verse because analogical reasoning is found. Peter
wants people to be holy, similar to their God.

4- "He who has suffered in his body is done with sin." (4: 1)
The cause : body suffering
The effect :  far from sin

The causal reasoning is achieved in (4) since the speaker uses a cause and its

effect to bring the subject closer to the minds of the recipients, giving them a

persuasive method to bear the pains for the sake of their religion.
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5- "If you are insulted because of the name of Christ, you are blessed

for the spirit of glory." (4: 14)
Being insulted because of Christ is the cause to make the believers blessed.
Through logos, Peter provides a clear argument to persuade people that their

loyalty to Christ is not in vain, and will be rewarded.
6.Conclusion

The analysis of the First Epistle of Peter shows that the persuasive power of
the speech is significantly shaped by the rhetorical appeals of ethos, pathos, and
logos. By portraying himself as a spiritual leader, a witness of Christ's suffering,
and a reliable counselor for believers, the apostle Peter builds credibility through
ethos.

The epistle makes extensive use of pathos to elicit a range of feelings in the
reader. Strong emotional bonds are established between the speaker and the
audience through the employment of emotions including compassion, fear, pride,

hope, and solidarity.

Logos is also evident through the use of logical reasoning, particularly through
causal relationships and analogical comparisons. The text frequently presents
cause-and-effect arguments that explain the consequences of obedience, faith,

and moral behavior.
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