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Objectives of the workshop list 1:  

The participants :  

1. know what ‘critical thinking’ is and have an own ‘critical’ 
opinion about it 

2. have some knowledge about the basic principles of Logic 

3. can clearly (help others to) distinguish statements and 
arguments in a written text and comment on their quality 

4. understand the (false and right) mechanisms used in 
argumentation strategies 

5. can (help students to) take position when they express 
something 

6. can stimulate students to formulate clearly what they say 
and write 

7. are able to assert something in a powerful and concise 
way 
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Objectives of the workshop list 2 :  

The participants :  

1. are able to listen carefully to themselves and to others 

2. have a clear understanding of different ways of asking 
questions and their effect on others 

3. can (help students to) question hidden though 
fundamental assumptions of themselves and others 

4. have an attitude of 'passionate distance' towards what 
they themselves bring out and what the others bring out 

5. (can stimulate students to) have an open mind towards 
alternative interpretations of their own assertions 
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Programme 

 Introduction 

 What is critical thinking? 

 What is an assertion? Basis exercise in listening 

 the basics of logic : syllogistic structure of daily 

reasoning/questionable reasoning and fallacies 

 Assertion and argumentation : exercise in discovering and 

commenting on argumentation in a text 

 Homework : commenting on the comments  

 The questioning attitude 

 The discipline of questions and answers : exercises in listening an 

questioning 
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Programme 

 Demonstration of Socratic questioning the individual : 

discovering his/her own fundamental values and 

assumptions 

 Exercise in Socratic questioning about the homework  

 Studying cases about interaction with students :  
 How to deal with contradictory comments of supervisors? 

 How to give a ‘bad’ message in a constructive way to students? 

 How to help students when they have problems in expressing a clear 

statement and/or building argumentation in their theses? 

 How to use written comments to stimulate students to question hidden 

though fundamental assumptions of their own text? 

 short debate on the possibility of intercultural critical 

thinking 

 Concluding discussion  

 



Content  

1. What is critical thinking? 

2. Some basics of Logic 

3. Some basics of communication 

4. The art of questioning 

5. How to open the student’s mind 

6. Conclusions  
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1. What is critical thinking? 

 http://youtu.be/kQFKtI6gn9Y 
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Critical Thinking… 

 Is the art to be as reasonable as 
possible in your decision-making, 
beliefs, values, emotions and in 
your daily communication with 
others including attempts to 
convince the other 

 Is the consideration of alternative 
arguments in the light of their 
evidence 
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A critical thinker.. 

 Can give a definition of the terms 
he uses 

 Can make the right distinctions 

 Can formulate the issue 

 Can distinguish the point (the 
conclusion) and the reasons 

 Can look for alternative arguments 

 Can judge the quality of the 
arguments 
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A critical thinker.. 

 Can discover and question hidden 
assumptions in statements 

 Can determine hidden implications 
of claims 

 Can listen and question carefully 

 And...Never takes something for 
granted... 
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1. Some basics of Logic 
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 First exercise : ‘What is this?” 

 About the Importance of :  

 Being clear about the concepts you use 

 Making the right distinctions 

 Listening to others and yourself 

 Never giving up searching for the truth 
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Some basics of logic  

 Definition and distinction 

 Issue – conclusion – reasons 

 Alternative arguments 

 Evidence 

 Truth  

 Consistency 

 Warranted inference 

 Syllogism – enthymeme - Assumptions 

 Implications and prescriptions 
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1.Being clear 

 
 Define what you mean (internally) by a certain 

term, f.ex. ‘critical, see above’ 

 Define what you mean (externally) by 

distinguishing it from another term. 

 F.ex. : by ‘arguing’, I mean ‘asserting’. This is 

distinguished from ‘quarrel’ or ‘bicker’.  

 Be careful for false distinctions and failures to 

make distinctions! 

 Tip : ask for definitions and distinctions when 

spotting a problematic concept in a thesis! 
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Exercise 

 Try to find at least 3 problematic 
terms in your student’s text! 
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2. Detect an argument/an 

assertion/a claim 

  

  In the loose sense, a claim is what people say 

about what is the case. You can determine a 

claim by repeating the sentence and then adding 

“maybe, maybe not” or by asking yourself “do I 

agree or disagree?” If you can answer that, it’s a 

claim!  

 F.ex. “it’s warm here”, “It’s an interesting 

course”, …    
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Exercise  

 In plenum : someone tells a story, 
the others write down as many 
claims as possible, in the literal 
sence (as they were pronounced!) 
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3. Make the claim/assertion stricter 

by asking for reasons 

 
  In the stricter sense, people give reasons to 

support or back up the claim. The reasons give 

the claim more substance 

 TIP : ask ‘why’ whenever you hear/read an 

interesting claim. 

 F.ex. “It’s an interesting course”, “Why do you 

think that?” “Because it fits my objectives in my 

work”…    
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Attention : critical attitude! 

Asking for reasons requires a critical 

attitude! It is the attitude of 

‘passionate distance’ :  

Passionate because you are very much 

concentrated on the speech of the 

other! 

Distant because you never accept a 

claim without good reasons! 
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Exercise 

 In pairs : take a newspaper or a magazine 
and go through it until you find a page you 
have an opinion about. The other has to 
remain silent and to ask further questions 
until he can write down :  

 Your claim in exact words 

 The reasons you have for it 

 Keep on asking until you have reasons in a 
strict sense 
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4. Analyse the structure of a 

speech/ text  

 Distinguish  

1. The issue : this is the topic (that 
permits alternative conclusions) 

 F.ex. “the author deals with the issue 
whether we get more peaceful when 
getting more intelligent” 

 Tip : ask ‘whether’ about the topic to find 
the issue!  
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4. Analyse the structure of 

speech/text 

 Distinguish  

2. The conclusion :  

 F.ex. “We do get more peaceful etc…” 

 Tip : look for words as ‘therefore’ , ‘so’, 
‘in sum..’ to find the central thesis/the 
conclusion. (not always the case!) 

 It is often the title of a book or article, 
f.ex. “I’m OK, you’re OK” 

3. The reason to support that conclusion 

 

22 



Questions to find the reasons 

 Therefore  
 In short 

 So 

 It follows that 

 It is believed 
that 

 Shows that 

 Indicates that 

 Proves that 

 We may 
conclude that 

  necessitates  

 

 Because 

 Since  

 For 

 For the reasons 
that 

 The source is 

 … 
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Exercise  

 Take a look at the following 
dialogue :  

 Annie : Do we need to go to the market 
this afternoon? 

 Bruno : no 

 Annie : Why not? 

 Bruno : We have enough food to last 
until tomorrow! 

 Distinguish issue, conclusion, reasons 
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5. Find alternative arguments 

 Aim : broadening the perspective of 
the student 

 How to do it? 

 Quick start : oppose the argument (in 
conversation : start the dialectic) 

 Brainstorm reasons for – reasons against 

 Engulf and devour : strongest for – 
strongest against and rethink the first 
one 
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Exercise : finding alternatives! 

 In pairs : consider the article of the 
newspaper/magazine that your 
colleague has chosen; 

 Try to find together the issue of the 
article + as many alternative 
conclusions + reasons for it as 
possible! 

 Tip : use oppositional conclusions, look 
for other external factors/facts etc. 
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6. The basic structure of 

argumentation : the syllogism 

 Conclusion 

 Socrates is mortal 

 First premise : MINOR premise 
(factual reason) 

 (Because) Socrates is a human being 

  Second premise : MAJOR premise 
(assumptions, values, principles) 

 (And) All human beings are mortal 
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Exercise  

Take one claim from the comment 

on the newspapers from your 

colleague.Try to find out the 

syllogism together.  

Take one claim from the comment 

of your colleague on the homework 

text. Try to sketch out together the 

syllogism lying behind the claims. 

28 



Questioning the syllogism 

 Asking up to thoughts, concepts, convictions: Why is that, 

why do you think that,…? Level of assumptions. 

 

 

Central conclusion/judgment/claim 
    Ask : What do you say? So?yes?  

 
 

 Asking down to facts, experiences, reality, 

perception,data,… : When was that, Wat did she say? 

What did you do?... 
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Exercise : ballgame of open doors 

 Try to find as much ‘oneliners’ ( in 
the form of proverbs, sayings,…) as 
you can. They are of a general kind 
and mostly untrue (false majors) 

 Example : “The most important 
thing in life is that you are healthy” 

 How is that in a different culture? 
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7. Two basic forms of argumentation 

deductive reasoning 

 

 The premises logically 

entail the conclusion 

 If the premises are 

true, then the 

conclusion must be 

true 

 In practise : pro en 

contra argumentation 

 

 

inductive reasoning 

 

 Starts from 

experience (now or in 

the past) or data and 

infers to a conclusion 

going further than 

that. 

 In practise : 

generalisations 
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8. Distinction validity – truth  

 Valid and 
unvalid 
arguments : 
referring to 
logical validity 
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8. Distinction validity – truth  

 Good arguments : one that gives 
good reason to believe the 
conclusion is true 

 Conditions :  

 There is good reason to believe its 
premises 

 It must be valid or strong  

 The premises must be more plausible 
than its conclusion 
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Exercises 

 Dr.E. Is a veterinary professor.All 

Veterinary professors are bald.So Dr.E.is 

bald. 

 Dick is a bachelor.So Dick was never 

married. 

 Good teachers give fair exams.Dr.E.gives 

fair exams.So Dr.E.is a good teacher. 

Maria's hair is naturally black.Today, 

Maria's hair is red.So Maria dyed her hair.  

 

 

29 
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9. The lesson from Aristotle – 

(Rhetorics ca 335 BC) 

In order to convince the other, one has 

to find the balance between 

ethos = to build confidence in who you are 
 Aretè : virtue 

 Phronesis : practical wisdom 

 Eunoia : benevolence 

 logos = consistency and arguments 

pathos = match the feeling of the public/ 

the other 
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Exercise  : What question can you ask the one who 

makes these claims (on the 3 levels). What are the 

assumptions? 

 I’m 55 now . My character won’t change 
anymore 

 Enough talking. Now action! 

 A real man cooks for himself 

 In this city, there’s but one sort of 
youngster that drives a car like that! 

 You only know what it means to be an adult 
when you have children! 

 

 



10. Discover fallacies and 

defective reasoning 
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10.1. Fallacies on ETHOS level 

38 



What’s wrong with the following 

sentences :  

 
1. You’re holding a passionate plea for a 

better environment, but you yourself came 
here by car. 

2. Did the doctor say this? Was he not 
accused of pedophilia? 

3. (psychologist): "You can really cure stress. 
I already have 10 years of experience 
working with stress. I still meet clients who 
thank me for this. " 
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Main fallacies on ethos level 

 

 

 Argumentum ad 
hominem : playing 
the person instead 
of the argument 

 Argumentum ad 
auctoritatem : the 
authority instead of 
the content 
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10.2. Fallacies on pathos-level  

 Pathos = what people 
generally find important :  

 to be unique 

 popularity, praise, respect 

 Safety 

 satisfying their needs 

 Health 

 ease, pleasure 

 save time, effort 

 make money 

 To survive 
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What’s wrong with the following 

sentences  

1. Ordinary people are not interested in nice theories about 
health care reform. What they want to know is how much 
they themselves will have to pay as they go to the doctor 
or the pharmacist.  

2. James Bond’s Skyfall is a fantastic movie. Millions of 
people have already seen it. You really have to go. 

3. This specialist is really very good. She is almost the only 
one in Europe who is doing heart surgery in such a way. 
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What’s wrong with the following 

sentences? 

4. You are not going to change this medication. We are 
using it already for years. 

5. This hospital is the best in town. It has existed since 
the Middle Ages. 

6. If you keep this up, you can forget about your 
promotion. 



44 

Fallacies on a Pathos-level 

 
 Argumentum ad populum : it is true because a 

majority of people says so 

 Argumentum ad vanitatem : it is true because it is 
unique 

 Argumentum ad antiquitatem : it is true because it 
always/for a long time has been like that 

 Argumentum ad baculum : threatening 

 



10.3. Fallacies on a LOGOS level 

Main mistake in inductive reasoning 

 false data 

Wrong generalisations 

 

Main mistake in deductive reasoning 

Wrong causal relationships 

45 
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What’s wrong with the following 

sentences ? 

 That's a very bad nurse. I have already had a fight with 

her 

 Pretoria is less safe than Johannesburg because the 

streets are smaller. 

 The uniforms of the nurses are the same. They are very 

similar to each other 

 I once looked her straight in the eye and she was healed. 

 A Heroine user has ever smoked a joint, has ever smoked 

a cigarette and also once drank beer. Those who drink 

beer will also inject heroin sooner or later. 
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What’s wrong with the following 

sentences ? 

 In order to succeed it is necessary to have an insight and 
to show this on the basis of a few examples. Answer: one 
can never measure knowledge on the basis of a few 
examples. 

 You shouldn’t deal with this patient because the specialist 
has said so. 

 Smoking can not be wrong, God gave us the tobacco 
plant! Yes, but he also gave us toadstools! 

 Do you want to buy one book or two? 

 We can not prove that alternative medicine works. So it 
does not work. 
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Fallacies on a LOGOS level 

 wrong generalization 

 Wrong cause-effect reasoning / circular reasoning 

 Post hoc ergo propter hoc: one after the other but not 
necessarily in a causal relationship 

 Slippery slope : the one thing leads to another 

 Strawman reasoning: subtlely changing the subject 

 Ad auctoritatem: an authority rather than a substantive 
argument 

 Wrong analogy or comparison 

 false dilemma 

 Ad ignorantiam : because you do not know, it is not the 
case. 



All together 

 Argumentum ad hominem 

 wrong generalization 

 Wrong cause-effect reasoning / circular reasoning 

 Post hoc ergo propter hoc: one after the other but not necessarily in a causal 
relationship 

 Slippery slope : the one thing leads to another 

 Strawman reasoning: subtlely changing the subject 

 Ad auctoritatem: an authority rather than a substantive argument 

 Wrong analogy or comparison 

 false dilemma (black-white thinking) 

 Ad ignorantiam : because you do not know, it is not the case. 

 Argumentum ad populum : it is true because a majority of people says so 

 Argumentum ad vanitatem : it is true because it is unique 

 Argumentum ad antiquitatem : it is true because it always has been like that 

 Argumentum ad baculum : threatening 
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Exercises  

 See syllabus 
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3. Some basics of human 

communication  
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The effect of a seemingly similar 

message 

1. "Oh that's right, I still have to visit that patient, would you please do that 
for me?“ 

2. “Visit this patient as quickly as you can". 

3. "I know, I had to visit that patient, but I do not have the time for it. Would 
you do that for me? “ 

4. “Could you visit that patient? I had no time yesterday.“ 

5. "Would you like to visit that patient? I didn’t have the time yesterday“ 

6. “Yesterday, I forgot to visit that patient. I would like to delegate this to 
you.“ 

7. "It is apparently not yet clear to you that you ought to visit that patient…” 

8.  "I'm very sorry, but I don’t feel well. If you do not visit that patient today, 
he’ll have to wait ". 



We usually don’t understand each 

other! 
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The complexity of human 

communication 

IK

BINNENKANT

BUITENKANT

gevoelens, betekenissen, gewaarwordingen,

gedachten, bedoelingen

handelen met woorden en met lichaamstaal

OVERKANT

BINNENKANT

BUITENKANT

gevoelens, betekenissen, gewaarwordingen,

gedachten, bedoelingen

handelen met woorden en met lichaamstaal

effect

Context

Communicatie als beïnvloeding (Steens, 1998)
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Two difficulties  

1.  the problem of congruence 
 
the inside is not in accordance with the outside 
difficulty with exactly expressing what we feel, think, 
perceive, like, ... 
 
2.   the problem of interpretation 
 
Because each interior world is different, other interpretations 
are constantly on the prowl 
 
The way we pronounce a sentence affects the signification 
(you can ask "do you want to open the door?" in many 
different ways); 



56 

How to increase the chances of being 

understood? 

 Be concise, accurate and appropriate 
in what you say. Less is more! 

 Formulate your message as clearly as 
possible 

 Listen to your inner life and accept it 

 Be mild with (the lack of 
understanding of) yourself and 
others 



4. The art of questioning 
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4.1. The questioning attitude  

Kristof Van Rossem - 

socratischgesprek.be 



 

 The questioning attitude : exercise 

1. Write down on a card a 
statement you strongly believe 
in (with some emotion) 

2. Sketch out the issue 

3. Tell the issue to your colleague 

4. Ask his opinion about it + ask 
for the reasons he/she has for it 

5. remain silent or ask questions 
about it : never show what you 
think yourself! 
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 THE QUESTIONING 
ATTITUDE 

VERSUS 

 THE AFFIRMATIVE 
ATTITUDE  

Kristof Van Rossem - 

socratischgesprek.be 



A teacher with an affirmative 

attitude 

 demands attention for herself 

 often fills in what the student 

must find important 

 wants to "help" the student 

often without he/she has 

asked for it 

 wants to place himself above 

the student 

 looks 'assertive' but is in fact 

aggressive or wants to hide 

uncertainty 

 argues often with "expertise" 

or being right because of 

experience 

Kristof Van Rossem - 
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A teacher with a questioning 

attitude 

 looks for insight and stimulates 
the student to do the same 

 wants the student to understand 
something better understand or 
to think for himself 

 gives the student time to answer 
his questions 

 ensures that his own primary 
reactions don’t disturb the 
relationship with the student 

 has attention to what is 
happening in the inner life of the 
student and reacts to it (ethos 
logos pathos) 

Kristof Van Rossem - 
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What to choose ? 

The questioning approach often yields better effects than the 
claiming one :  
 
1. For the student :  

 
• it gets him to think 
• he takes responsibility for what he says 
• he feels appealed upon 
• His confidence grows 
• he experiences respect 
• Reciprocity is possible 

 
 

2. For yourself : 
 
 you feel more peaceful communicating  
 you are more accurate 
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How to change an affirmative to a 

questioning attitude ? 

 Take a (meditative) attitude of acceptance of events 

 empty your mind 

 have patience : the right question is already in the 
student’s mind: you should just let them be born at 
the right time 

 Observe sharply and notice what you perceive 

 Brand feelings and 'primary’ reactions of the student 
so that he gets a feeling of being heard and an 
insight into himself 

 Try to relativize in advance throughout the whole 
thing: give it a relative and not absolute importance 

Kristof Van Rossem - 
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4.2.  Different sorts of questions  

 What do you think 
of the 
presentation? 

 The presentation is 
rubbish, don’t you 
think? 

 Can you stop the 
presentation? 

 What would you 
think of another 
question? 

Kristof Van Rossem - 
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Open and closed questions 

 Closed questions are questions in which the answer of the 
questioner is already hidden. These questions are often used 
to confirm, to get uncertainty out of the way, to help.  

 Examples: 

  
 Don’t you think it's too hot in here? 
 Isn’t it true that you can use this to prevent drug 
 addiction?  
 Is coaching really necessary? 
 Don’ t you think it would be better to dismiss him? 
 Did you also find the speech of the chairman boring? 

Kristof Van Rossem - 
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Open and closed questions 

 open questions are questions open to different possible 
answers.  
 
The questions above can be translated into open 
questions as follows: 
 
What do you think of the temperature here? 
How can you use these methods? 
What would you call yourself? 
How do you see the situation concerning Mark? 
What did you think of the speech of the president? 

Kristof Van Rossem - 
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exercise  

 What kind of questions are the following? Make it into a 
question that makes the other think. 
 
Did I give you enough money? 
Isn’t  this companion a bit boring? 
Do you understand what I'm saying? 
Did you go to the party yesterday? How was it? Who did you meet there? 
How long you been sick? 
Is this a good idea? 
Why are you so sad? 
Are you staying home tonight? 
Can you do that exercise? 
Do you love your husband? 

Kristof Van Rossem - 
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3 kinds of questions  

 First order 
questions 

 Second order 
questions 

 Third order 
questions 

Kristof Van Rossem - 
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First order questions 

 When is the next train to Antwerp? 
What is the weight of this person? 
What is the capital of Belgium? 

 They are asking for information or data, possibly to data 
from lived experiences 

 These questions are basically soluble and the answer is 
verifiable. 

 The answer is therefore "objectively" right or wrong. 

Kristof Van Rossem - 
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Second order questions  

 Why should we learn? 
Is learning important? 
When are you an adult? 

 These questions are not just 'soluble' because there is 
more than one possible answer 

 The answer allows different opinions 

 Instead of 'answering' to these questions, you are invited 
to get further answers to the question. 

 It asks for  
backgrounds / reasons 
reasons for such reasons 
values and principles 

Kristof Van Rossem - 
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Third order questions  

 Is it better to be silent than to speak? 
Should you immediately answer a question? 
What do words add? 

 In such a question, there is a meta-perspective, it makes 
you think about what happens when you answer that 
question 

 There may be a conflict between words and deeds. 

 These questions have an existential character. They 
confront you very directly with your own reactions. 

Kristof Van Rossem - 
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4.3. The Socratic style  
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What is a Socratic dialogue?  

 A Socratic dialogue is a 

conversation in which a 

group or an individual 

examines critically the 

truth of their claims about 

own experiences and the 

validity of their arguments 

 

More info on 

www.socraticdialogue.be 
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How to ask  

Socratic questions? 

 Depart from the 'empathic zero' 

 Add no content 

 ask only questions about what the student says 

(chameleon) 

 Remember what they claim and what reasons they have 

for it. 

 Listen very sharply. If you don't get an answer : repeat 

your question in exactly the words that the student has 

used. 

 Try to reconstruct the syllogism of their claims in your 

head 

 Ask for clarity. If you do not understand something, just 

say so and ask to start all over again. 

Kristof Van Rossem - 
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Exercise 

 Socratic dialogue in pairs  

76 



Exercise in Socratic questioning a 

text 

 Take a text from a colleague who 
has been analysing + commenting 
the same text as you have. 
Compare both 

 Prepare questions for the colleague 
that makes him think about his own 
reasoning 

 Start from a position of not 
knowing! 
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5. How to open up the student’s 

mind? 

78 
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How  to motivate the student? 

The student will be more motivated 

when :  

• He(she) knows what the purpose is  

• He sees a sense in it 

• He is being invited to participate 

• He receives help and support 

• He sees results 

• He is being appreciated for what he 

does 
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The best rhetorical attitude 
 

 

 

 convincere – beat 
your opponent 
 
 
persuadere – 
seduce with your 
argument  
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How to be diplomatic ?  

 Choose the 
rhetorical register in 
which you open the 
conversation 

 

 Ask yourself to what 
the student is 
sensitive of, how 
you can have any 
influence 
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The importance of listening 

 

 Work with the words of 
your student 

 Take your time 

 Show interest 

 Look at him/her but not 
too long 

 Take care that he/she 
talks more than you do 

 Avoid moralising talk and 
remarks about him/her as 
a person 
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How to be diplomatic ?  

 

 Ethos: where do you 
want to go to? What do 
you want? What is your 
intention? (the will of the 
student) 

 Pathos: What do you 
feel? (the feeling of the 
student) 

 Logos: What do you think 
about this argument? 
What's the connection 
between this and that? 
(the thinking of the 
student) 



5.1. The match on the ethos-level 

84 



 What is ‘ethos’?  

 The reliability of the 
speaker is reflected in 
a balance between 

 Arete (virtue) 

 phronesis (prudence) 

 Eunoia (benevolence 
towards the student) 

Kristof Van Rossem - 
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Some ethos- questions : 

 

What is the advantage or disadvantage? 
Why is it good to do that? 
What do you want to accomplish? 
What do you want to obtain? 
What gives the breakdown for you? 
Why is this important to you? 
Why go through this? 
Where do you want to go to? 

Kristof Van Rossem - 

socratischgesprek.be 
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Ways to establish a good 

relationship 

 Ask ‘chameleon’-questions (with the words of the 
other) about his/her aspirations 

 Tell something personal about yourself 

 Remember everything the student says. It will 
establish trust 

 Ask short, open questions to the point 

 Keep listening even if you don’t agree 

 If the student has a bad reputation, address it in the 
beginning of the conversation 



5.2. How to find a match on the 

pathos-level?   
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Working with PATHOS  

Formulate your 

message directed 

towards the 

emotions of the 

other. Listen to 

their feelings, their 

way of 

experiencing the 

world 

Kristof Van Rossem - 
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Some pathos- questions :  

 

What bothers you? 
What irritates you? 
Is there a disagreement? 
How do you feel? 
What is not good? 
How do you like to go? 
What feels good? 

Kristof Van Rossem - 
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5.2. How to find a match on the pathos-level?   

3 ways of dealing with emotions in daily life  

1. Recognize the feeling of the student (the only best way!) 

 Take notice of the behavior of the student. 

 Show that you have seen the emotion 

 Respond affirmatively, but also disagree if needed 

 Give a name to the emotion the student shows (“I see that you’re 
a bit confused…”) 

 

2.  Reject the feeling of the student (to avoid) 

 Example: “Grabb yourself together", “Don’t bother. That's not so 
important" "yes, I know that you think that this assignment isn’t 
so good, but I’m sure you can make it if you can". 
The underlying message: "you are wrong, you can not think, feel, 
or act like you think, feel, act or do." 
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 How to find a match on the 

pathos-level?  

3.  Ignore the feeling of the student (to avoid even more) 
 

 denying one's presence (by not talking f.ex.); 

 trivialisation of certain messages ("it will all settle down")  

 changing the subject of the discussion 

 inventing excuses not to listen (headaches, no time, ...); 

 excluding someone from a discussion 



5.3. How to question the LOGOS 

level? 

 The quality of 

the claim is in a 

combination of 

 Idia (good 

data) 

 enthymemes 

(good 

arguments) 

Kristof Van Rossem - 
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How to match on a LOGOS level? 

 Take the Socratic attitude : have trust in 

the reason of the other. 

 Be a midwife of the student's thought : 

listen to the reasoning of the student 

himself and question it (literally) 

Make students think about alternative ways 

of looking at things 

Question their hidden assumptions, values, 

principles (Major premises) 
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Some logos-questions :  
 

 

What do you mean? 

How should I see that? 

Can you explain that again? 

Can you give an example? 

What has that got to do with..? 

Is that something different than what I said? 

What are we talking about now? 

Which question are you giving an answer to? 

Do you have an answer to your question now? 

What arguments do you have for this? 

Why did you decide that? 
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Or about the context of logos :  

 

 

What is going on here? 

What ought we to do? 

Should we be talking about this here any longer? 

What are we discussing now? 

What can we discuss now? 

How much time / space do we have here? 
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In sum :  tips to change the mind of 

the student 

 
1. Oppose the conclusion or the reasons for the 
conclusion 

2. Brainstorm for as many factors as possible on either 
side, winnow them down to the best few 

3. Ask to make concrete what he theoretically exposes 

4. Search for missing elements that the arguer has not 
taken into account 

5. Call for more factual evidence or for experimentation. 

6. Do all of this by carefully listening to what the student 
says and by asking questions that make him think  
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Exercise  

 Choose a situation of a student 
someone brought along 

 Choose advising or enacting 

 Someone plays the student 

 In pairs : question him 

 The others give feedback 
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More trainings 

See  

www.socraticdialogue.be 

http://www.socraticdialogue.be/

