Persuasive Writing Techniques
1. Talking to the Heart: writers appeal to a reader's feelings - often those of fear, doubt, guilt or pleasure - to influence their audience. 
2. Word Choice (Diction): writers support this arguments by choosing words which will influence their reader's perception of the issue. A company needs to "downsize to maximize shareholder profit." This sounds more persuasive than "fire people in order to save money".
3. Rhetorical Question: writers ask a  question where they do not expect an answer. They imply that this answer is obvious, and the reader must agree with the writer's assumptions. "Would you allow your frail grandmother to stay in an unlicensed care facility?"
4. Repetition: when used judicially, repetition leaves a lasting impression. Martin Luther King and Winston Churchill were masters of this technique. Words, phrases or entire sentences may be repeated. 
5. Analogy/Simile/Metaphor: persuasive writers know the power of an apt comparison. Strong writers often use figures of speech or comparisons (simile, metaphor, analogy) for desired emphasis. A comparison can convey a great deal of information in a short space of time because of the effects of connotative language. 
6. Appeal to Authority/Testimonial: writers may 'name drop' an important event or person into their work to lend importance or credibility to their argument. This follows the line of reasoning that "if so and so said it or thought it, then it must be true."
7. Hyperbole: almost all persuasive writers feel the need to slip a hyperbole or two into their writing. This is one of the more honored persuasive writing techniques. It involves completely overstating and exaggerating your point for effect: "Everywhere you go, people say that Canadians are the most polite people in the world."  
8. Irony: irony is present if the writer's words contain more than one meaning. This may be in the form of sarcasm, gentle irony, or a pun (play on words). It can be used to add humor or to emphasize an implied meaning under the surface The writer's "voice" becomes important here. 
9. Bandwagon: though many readers might say they want to be seen as unique, people are often persuaded to feel, think, or act a certain way if they believe that many others are feeling, thinking or acting the same way. "If others are doing it, then it must be right."
10. Positively Vague: writers can gloss over negatives by focussing on vague positives. Here, writers speak in glowing, vague terms about their subject, yet offer little specific evidence to support it. They completely avoid dealing with competing arguments. 
11. Name calling: writers deliberately set out to denigrate those who disagree with them, and in doing so, try to make themselves look better. 
12. Plain Folk/Let's Get Real: in this persuasive technique, writers try to suggest they're just 'down home folk' telling you a simple truth. They imply that if you disagree with them, you must think you are better than everyone else.  
13. Card Stacking: by definition, persuasive writing largely tells only one side of the story. Here, writers generally tell the facts for one side only. 
