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So now the little girl went with her little naked feet, which were quite red 
and blue with the cold. In an old apron she carried a number of matches, 
and a bundle of them in her hand. No one had bought anything of her all 
day, and no one had given her a farthing. Shivering with cold and hunger, 
she crept along, a picture of misery, poor little girl!

Hans Christian Andersen: “The Little Match Girl”

The three forms of appeal are summarized in the following table:

LOGOS ETHOS PATHOS

Attached to the 
matter

Attached to the speaker or 
writer

Attached to the receiver of the 
message

Common sense Gentle emotions Deep emotions

Long-term effect Long-term effect Short-term effect

The skillful speaker or writer uses all three forms of appeal – but with forethought.
We are also familiar with rhetorical questions, which are derived from rhetoric. 
A rhetorical question is one that the speaker himself intends to answer. An ex-
ample: So the project is delayed by two weeks, you say, and what can we do about 
that? Well! First…
 You can use rhetoric’s pentagon in preparing your communication.

The five sides are:
 Subject: Objective/purpose. What do you want to achieve? Preparation of 
all kinds takes its point of departure in your idea of what you want to achieve.
 Language: Are the receivers from Jutland or Copenhagen? Academics or 
“ordinary people?” Children or adults? How should things be explained?

Figure 4.86  
The three forms  
of appeal

Figure 4.87  
Rhetoric’s  
pentagon

Project communications management
Execution, 
monitoring and 
control

Projekt_management_tryk.indd   401Projekt_management_tryk.indd   401 03-12-2019   23:02:4903-12-2019   23:02:49

FIGURE 4.86
The three forms of appeal. © Praxis − Nyt Teknisk Forlag 2020


