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Preftace

Arguments and Arguing: The Products and Process of Human Decision Making is
intended to meet the needs of students enrolled in undergraduate courses in
argumentation. Because the text also introduces students to rhetorical theory,
and to several of the most important theorists, it may also be suitable for courses
in rhetoric. The book offers chapters on arguing in specialized fields and
contexts, including: academic debate, courts of law, political campaigns, business
and organizations, and interpersonal communication. Thus, it may also be of
interest to those seeking materials for courses in these areas.

Why This Book at This Time?

This book, probably like many textbooks, was born as much from a sense of
frustration as one of inspiration. The frustration developed because the books
available to us did not really suit the approach that we took to our classes. We
both teach argumentation at the undergraduate and graduate level. There are
many very fine undergraduate argumentation texts available. However, there
seemed to be a profound gap between the materials available for undergraduate
classes and the recent argumentation scholarship being published in our jour-
nals, presented at our conferences, and taught in graduate courses. Most un-
dergraduate texts do not discuss the contemporary theoretical developments in
argumentation, and if they do discuss them, they seem to do so only by append-
ing a small explanation of these developments to an already completed manu-
script. In essence, most books are not written from any particular theoretical
perspective. We hope that you will find our book different.

Ours is the first undergraduate text to embrace the narrative or storytelling
approach to the study of argumentation. The narrative approach has attracted
significant attention from argumentation theorists and critics for several years,
but it has not been the organizing focus of an undergraduate text. Most
argumentation books emphasize the “formal’ aspects of reasoning. They are
written as if their audience was composed almost exclusively of debaters, and as
if academic debate was the paradigm for how arguments should be conducted.
We think this approach misleads students, and makes learning about argumen-
tation seem unimportant or artificial. Many students will never engage in formal
debating, and most will not do so once they leave college. Yet all students will
argue throughout their lives.
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While this book also teaches some of the techniques and principles of debate,
it assumes that debate is but one forum for creating and evaluating arguments.
This book emphasizes that arguments exist wherever humans interact, and that
the process of arguing is therefore as humanly natural as is eating or sleeping.
This book refutes the assumption that rhetorical theory, argumentation, inter-
personal communication, and persuasion are separate and unconnected sub-
fields. It stresses their relationship and the ways in which their subject matter
overlaps. Finally, the book tries to engage students by offering clear, compelling,
and current examples of the principles that are discussed.

The Organizational Plan

Arguments and Arguing is organized into two parts. Part I discusses the general
principles and theories of argumentation. It introduces the narrative approach
to argumentation, and draws heavily on Walter Fisher’s narrative paradigm. We
also discuss Kenneth Burke’s dramatistic theory of communication, especially his
discussions of the importance of the symbol as an instrument for communica-
tion. To establish the claim that arguments are a naturally occurring dimension
of communication, we cite the work of Wayne Brockriede. These early chapters
also draw upon Karl Wallace and Milton Rokeach in exploring how values shape
arguments, and on Chaim Perelman in discussing the importance of audience.
We also introduce Stephen Toulmin’s notion of argument fields at this juncture
to support our view that arguments should be adapted to particular audiences
and contexts. The remaining chapters in Part I look at how arguments are
actually developed. We examine alternative techniques for analysis, different
types of arguments, and the grounds for establishing arguments. Finally, we offer
suggestions both for creating and refuting arguments.

In Part II we introduce the different characteristics and requirements for
creating arguments in specialized field contexts. One chapter familiarizes stu-
dents with academic debate; a second, for students expecting to participate in
tournament-type debating, deals with the more complex issues of debate theory.
The remaining chapters discuss the unique requirements for arguing in political
campaigns, the courtroom, business or organizations, or in interpersonal
conversations.
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Principles of
Argumentation

ur goal in this book is to demon-
strate the important role that arguments play in helping you to understand
complex issues, form opinions, shape decisions, and resolve disagreements. We
therefore present argumentation as an essential dimension of the human com-
munication process. Part I of the book introduces you to argumentation theory
and principles, and Part II considers the unique characteristics of argumentation
in specialized fields or contexts.

In Chapter 1 we introduce the notion that humans rely on symbols to create
and share meanings. Because humans create different meanings and hold
different opinions, the urge to argue is natural. This chapter focuses on the
different meanings of the term argument, the importance of argumentation in
decision making, and the role that our values play in the arguments we develop.
Finally, Chapter 1 discusses the importance of ethics in argumentation.

Chapter 2 examines the stories people use to structure and create their
arguments. These stories help people to understand and evaluate arguments,
and provide an important means for using arguments to explore complex issues.

Chapter 3 makes the case that because arguments are typically generated to
influence someone’s opinions or actions and are shaped by human values,
arguers should consider the beliefs or values of their audience when creating
their claims.

Arguments are, of course, expressed through language. In Chapter 4 we focus
on the linguistic dimensions of arguments. Specifically, this chapter looks at our
use of linguistic devices in the creation and evaluation of stories.

In Chapter 5 we consider the role that argumentation plays in the develop-
ment of critical thinking skills. This chapter discusses different strategies used in
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2 ¢ Principles of Argumentation

argumentative analysis, and offers recommendations that will sharpen your
analytical skills.

Chapter 6 discusses different types of arguments, focusing on the differences
between inductive and deductive claims. This chapter also introduces the syllo-
gism, and offers insight into how arguments can be diagrammed.

In Chapter 7 our attention turns to the grounds for argument. We include
here a discussion of how arguments are discovered and how they are evaluated.
This chapter considers the different types of grounds available to arguers, and
also contains a brief discussion of the unique challenge that the use of statistical
support poses.

Chapters 8 and 9 are really companion chapters. In Chapter 8 we focus on the
process of building arguments. The chapter discusses the importance of re-
search, offers recommendations for conducting research, suggests strategies for
note-taking, and gives advice on how to organize your findings into arguments.
Chapter 9 then focuses on refuting arguments, or the process of undermining
the argumentative claims advanced by others. This chapter also discusses some
very common fallacies (arguments that are logically flawed), and provides advice
on how fallacies can be identified.

By the time you have finished Part I of Arguments and Arguing you should have
a well formed understanding of the component parts and principles of argu-
mentation. This groundwork should prepare you for the discussion of the unique
traits of argumentation in specialized settings that is offered in Part II.



Argumentation as a
Human Symbolic Activity

he feature that most distinguishes hu-
mans from other creatures is their capacity for using symbols.' Symbols might be
defined as special types of signs. As the name implies, “‘signs call attention to
significances: they relate to what has been perceived; they point to, indicate, or
denote something other than themselves.”? Symbols are the primary building
blocks of our language system, and they allow us to name objects, emotions, and
actions, and to share our thoughts and feelings with others. The ability to share
in a symbol system permits us to build social communities and to jointly solve
problems in order to improve the quality of our lives. This symbolic capacity also
puts us in touch with the past. Through the sharing of significant symbols, both
orally in the form of stories, and through personal journals, books, manuscripts,
and even films, we learn of the events, values, and experiences of those who lived
before us. Thus, humans have the complex and sophisticated ability to symbol-
ically experience the past and to anticipate the future.

As symbol users we are constantly seeking ways to improve the quality of our
lives. No matter how satisfying our current situation, we are apt to imagine ways
in which our lives, our society, and our world can be improved. Much of our
symbolic “tinkering” is designed to achieve such improvements. We also con-
tinually encounter problems that we believe must be resolved. We seek material
rewards so that we can live both more comfortably and free from want. We
encounter diseases that cut short lives and so we try to find cures. We witness
problems in our schools and so we seek ways to improve our educational system.
We see the personal and social destruction caused by drug abuse and we look for
solutions. We see damage to our environment and we look for ways to conserve
and better manage our resources. In all of these activities, we use symbols to
name the problems that we face, to develop common understandings, and to
propose and evaluate solutions.

Because humans are fundamentally social beings, we derive satisfaction from
our interactions with others. Throughout history humans have improved their

3



4 ¢ Principles of Argumentation

condition in life by pooling their knowledge and sharing their discoveries with
each other. Despite this instinctive pull to interact with other people and to build
social communities, we often pursue objectives that seem fundamentally incom-
patible with those that are pursued by others. In our personal and public lives,
in relationships between friends and lovers, and in relationships between nations
and cultures, our problems sometimes seem so great as to be insolvable—beyond
compromise, beyond accommodation.

Our collective experience, the accumulated understanding of history, dem-
onstrates that when communication fails and people cannot reach accommoda-
tions with each other, the potential for misunderstanding, conflict, and even war
dramatically increases. The situations that spark conflict will never disappear.
Thus, learning how to reach understanding, how to identify, analyze, name, and
then solve the problems that we individually and collectively face is essential if we
wish to live in harmony.

This book provides the communication skills required for human problem
solving and decision making and for the maintenance of effective and harmonious
social relations. This book is about arguments—the claims that people make when
they are asserting their opinions and supporting their beliefs—and arguing—the
process of resolving differences of opinion through communication.

Senses of the Term Argument

Two different, but equally important, senses of the term arg‘ument3 correspond to
two of argument’s most important objectives—effective decision making and the
achievement of social harmony. The first, which can be called Argumentl, refers
to the claims that people make. As we have mentioned, when people encounter
problems they seek solutions. To find solutions they must consider the causes of
the problems, and they must weigh the costs and benefits of different solutions.
Advances in all aspects of human intellectual life evidence the creativity and the
reasoning capacity of human decision makers. Our intense desire to understand
our world and to improve our condition in it, combined with our ability to reason
and to argue, prompts us to assert our knowledge claims—in essence, testing
them out through this exposure.

We know that people respond to problems in a variety of ways. As a result of
differences in their experience, culture, education, values, interests, objectives,
and so forth, people will isolate different problems and propose different
solutions. These different opinions compete for acceptance within society. We
also know that not all opinions are deemed equal. Some ideas seem more
credible and compelling than others, and some people are granted more
credibility than others. Just as people’s differences cause them to respond to
problems differently, they will also evaluate arguments differently. The “‘market-
place of ideas” is thus a marketplace of competing arguments, where the
“sellers”—arguers hawking their worldviews—seek to find “buyers” who will
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accept their claims. Eventually, some arguments win support and perhaps gain
wide public agreement, while other arguments fall by the wayside and are
eventually forgotten. Why some arguments win support while others fail isamong
the primary issues discussed in this book.

The second sense of the term argument, which can be called Argument2,
refers not to the statements and claims that people make, but rather to the type
of interactions in which these claims are developed. This sense of the term
argument refers to an interaction characterized by disagreement. To argue with
someone is to have a dispute with them. From this perspective, an argument does
not exist until some person perceives what is happening as an argument.* Most
textbooks in argumentation emphasize the first sense of the term argument and
not the second sense. These books primarily want to help people learn how to
become better arguers, meaning more insightful or analytical arguers. While this
is also one of our primary goals, we believe that the second sense of the term
argument is also important. The ability to conduct a civilized and polite argu-
ment with someone—the ability to argue and disagree with someone while also
managing to protect your relationship with them—is one of the most important
things that people must learn.

Often, people are taught that they should avoid arguing with others. In our
society, arguments are often seen as unhealthy and destructive. Our language
system itself is predisposed toward agreement, and those who choose to argue are
often viewed as disagreeable or even unpleasant.” These people are often
described as argumentative, which is certainly not a flattering term. We believe,
however, that arguing can be healthy both for relationships and for societies.
People argue to negotiate their social perspective with others and to enhance
their understanding of complex problems. Our primary concern is that people
learn how to argue constructively. Constructive arguments permit disagreements
to surface so that people can examine alternative ways of viewing problems,
identify different solutions, and select from the competing positions those that
are most compelling.

These two senses of the term argument may be summarized as follows:

Argumentl: Claims that people make.
Example: The United States has a moral obligation to send troops to Bosnia
to protect the lives of Muslims.

Argument2: Types of interactions in which people engage.
Example: The dispute that would occur when someone disagreed with the
above stated claim by, for instance, responding that the United States
cannot always play the role of the world’s peacekeeper, and that European
nations should step in and protect the Muslims.

It is possible to make arguments (argumentl) without engaging in disputes or
disagreements (argument2). If we agreed on the need to send U.S. troops to
Bosnia, for example, there would be no argument2. However, it is not possible
to have disputes (argument2) without making knowledge claims (argumentl).
Disagreements are therefore expressed through argumentl.
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The distinction offered here between argumentl and argument2 is important
because it illustrates that argumentation is not merely a problem-solving capability.
Argumentation is a very basic social and communication skill, and it has profound
importance for the quality and character of our interactions with others.

Argumentation and Individual Decision Making

We are continually compelled to make decisions in our personal lives. What college
should I attend? What should be my major? Should I buy a car? Do I have the
money to take the vacation that my friends are planning? For whom should I
vote? Should I accept the job offer that will require me to move across the country
and away from my friends and family? All of these decisions, and thousands like
them that we make every day, test our analytical and argumentative abilities.
Whenever we are compelled to carefully consider alternative choices and to make
decisions, we make use of arguments. Thus, as a problem-solving activity, argu-
mentation may involve decisions and choices that are distinctly intrapersonal in
nature, issues that will never be disclosed to or discussed with others.

Often, however, we are called upon to discuss and account for our decisions.
In such discussions we explain our actions to those people whose opinions matter
to us. We want them to understand why we made the choices that we made. We
make our choices based upon our understanding of the world and of the
problems we face. We strive to be rational, and we want others to validate our
rationality and to confirm that our choices were, in fact, the right ones. Most of
us are accountable to others for many of the choices that we make. Obviously we
are accountable to our parents; even after most of us have become adults we are
driven by the desire to please them and to make them proud of us. We are also
accountable to other family members, to employers, to coworkers, and to our
friends. Thus, even intensely personal decisions must be argued out with an
assumed audience in mind.

Argumentation and Democratic Decision Making

The ability to argue is a fundamental survival skill for life in a democracy. The
ability to argue for the positions that you believe to be true is one important way
that citizens are empowered. Our democratic political system assumes that
citizens have the knowledge and the ability to decide complex issues for them-
selves, and the system’s continued health and vitality depends upon the respect
that citizens have for each other and for the democratic process. Democratic
decision making requires an informed, capable, and interested citizenry.

The preservation of democracy also demands that people meet certain
accepted standards of civility and decorum in their public lives. It is unseemly
when our political candidates level their negative attacks and scurrilous charges



