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CHAPTER 13

Dirty Trick #1

Accuse your opponent of doing what he/she is accusing you of (or worse).” This

trick is sometimes called “pointing to another wrong.” When under attack and
having trouble defending themselves, manipulators turn the tables. They accuse
their opponent of doing what they are being accused of. “You say I don’t love you!
I think it is you who doesn’t love me!” '

Manipulators know this is a good way to put their opponents on the defen-
sive. They may want to up the ante by accusing the opponent of doing something
worse than what he/she is accusing them of: “How dare you accuse me of being
messy? When was the last time you even took a shower?”

Dirty Trick #2

Accuse him/her of sliding down a slippery slope (that leads to disaster). The manipu-
lator uses the slippery slope trick when a person implies that if someone does one
thing (A), it inevitably will lead to a domino effect of negative things that, in the end,
will result in something terrible: A is ot so bad, but A leads to B, and B leads to C,
and C is horrible!

Imagine a mother lecturing her teenage daughter: “Okay, maybe there’s noth-
ing wrong with a kiss, but remember where kissing leads and where that leads and
where that leads. Before you know it, you'll be the mother of an unwanted baby!
Your young life will be ruined forever!” Manipulators who use the slippery-slope

argument conveniently forget that many people walk carefully on slippery ground

and don’t fall down.

Dirty Trick #3

Appeal to authority.? Most people are in awe of those with power, celebrity, or
status. In addition, people feel intense identification and loyalty to many sacred
symbols (flags, religious images, sacred words, etc.). Although power, celebrity,
and status rarely correlate in any way with knowledge and insight, people are mes-
merized by them.

Demagogues who successfully manipulate people know that most people are
readily tricked in this way, sO they wrap themselves in the flag and associate them-
selves with power, celebrity, or status (in any way they can). This includes looking
for scientists and other “knowledgeable” persons 1o support their views.

Cigarette companies once hired scientists who were (in effect) prepared to say
that there was no proof that cigarettes caused lung cancer, although they knew (or
should have known) that the proof was there. Cigarette companies also founded
the American Tobacco Institute, a body of researchers supposedly seeking to dis-
cover the effects of smoking on health. In reality, the researchers were seeking to
defend the interests of the tobacco industry under the guise of scientific authority.

RS S e
T Traditionally called Tu Quoque—literally, “you also.”
STraditionally called Argumentumn ad Verecundiam.
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They deceived millions of people (and caused millions of deaths along the way).
Naturally, they could do this only by deceiving themselves into thinking that they
were simply being scientifically careful. And, of course, they made a lot of money
in the process (which strongly influenced their ability to deceive themselves).

Dirty Trick #4

Appeal to experience. Skilled manipulators, con artists, and politicians often
imply that they have “experience” to back them up, even when their experiences
are limited or nonexistent. They know it is much harder for someone to deny what
they say if they speak with the voice of experience. Of course, they sometimes
will come up against an opponent who has more experience than they do. In that
case, they attack their opponent’s experience—as not representative, as biased, as
limited, as distorted, or as subjective.

Dirty Trick #5

- Appeal to fear. Deep down, most people have a lot of fears—fear of death, dis-
ease, loss of love, loss of attractiveness, loss of youth, loss of income, loss of
security, rejection by others. Unprincipled manipulators know that people tend
to react primitively when any of these fears are activated. Thus, they represent
themselves as having the ability to protect people against these threats (even when
they can’t). You should distrust authorities who say that certain groups (or people)
are inherently dangerous: “Remember, these people are threatening our freedom,
our way of life, our homes, our property.” Politicians often use this strategy quite
effectively to make sure people line up behind governmental authority and do
what the government—that is, what politicians—want.

Dirty Trick #6

Appeal to pity (or sympathy). Manipulators know how to portray themselves
(and their situation) in such a way as to make people feel sorry for them or at least
“to gain their sympathy, especially when they don’t want to take responsibility for
'something they have done.

Consider the student who, when confronted with the fact that she hasn’t done
‘her homework, whines and says something like, “You don’t understand how hard
my life is. T have so much to do. It’s very difficult for me to get my homework done.
I'm not lucky like some students. Since my parents can’t afford to send me to col-
lege, I have to work thirty hours a week to pay my own way. When I come home
from work, my roommate plays music until midnight so I can’t study. What am I
supposed to do? Give me a break!”

Appeal to pity also can be used to defend someone the manipulator identifies
with, as in, “Before you criticize the president, recognize that he has the hardest
job in the world. He must stay up late at night, worrying about our well-being,
trying to find a way to act in the welfare of all of us. The fate (and weight) of the
free world rests heavy on his shoulders. How about some consideration for the
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poor man!” Use of this ploy enables the manipulator to divert attention from the
innocent people who are harmed by a presidential decision or policy.

Dirty Trick #7

Appeal to popular passions.” Manipulators, and other masters of counterfeit,
subterfuge, and ruse, are careful to present themselves as people who share the
values and views of their audience, especially the “sacred” beliefs of the audience,
Everyone has some prejudices, and most people feel hatred toward something or
someone. Masters of spin stir up prejudices, hatred, and irrational fears. They
imply that they agree with the audience. They act as if they share their views. They
work to convince the audience that their opponent doesn’t hold sacred the beliefs
they hold sacred.

This strategy has many possible variations. One has been called the “Just Plain
Folks Fallacy,” in which the manipulator says or implies something like this:

“It's good to be back in my home (city/state/country) and with people [ can really trust. It's
great to be with people who face things squarely, who use their common sense to get things
done, people who don't believe in highfalutin’ ways of thinking and action.”

Dirty Trick #8

Appeal to tradition or faith (“the tried and true”). Closely related to Dirty Trick #7,
this strategy emphasizes what seems to have passed the test of time. People are often
enslaved by the social customs and norms of their culture as well as by traditional
beliefs. What is traditional seems right: “This is the way we have always done things.”

Manipulators imply that they hold firm to what their audience is familiar and
comfortable with. They imply that their opponent will destroy these traditions
and faith. They don’t worry about whether these traditions harm innocent people
(like the cruel customs and laws against Blacks before the civil rights movement).
They create the appearance of being independent in their views although the views
they reach “independently” just happen to coincide with those of the crowd. They
know that people are usually suspicious of those who go against present social
norms and established traditions. They know enough to avoid openly opposing
the social customs to which people are unconsciously (and slavishly) bound.

Dirty Trick #9

Assume a posture of righteousness. People begin with the deep-seated belief that
they (their nation, their religion, their motivation) is especially pure and ethical.
We sometimes bungle things, but we are always pure of heart: “We hold the high-
est ideals of any country. Of course, we make mistakes and sometimes commit
follies. But our intentions are good. Unlike others in the world, we are innocent of
guile. We are good-hearted.”

*Traditionally called Argumentum ad Populum.
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National and international news (designed for national consumption) is always
written with this premise in the background. We may blunder. but we always intend
to do the right thing. Manipulators take advantage of this questionable premise by
speaking and writing with such assumptions in the background. This posture is re-
lated to the fallacy of begging the question and leads to question-begging epithets.
(See “Beg the Question,” Dirty Trick #11.)

Dirty Trick #10

Attack the person (and not the argument).'® When the opponent makes reason-
able arguments, manipulators ignore those arguments and instead find a way to
attack the reasoner personally. Name-calling (even mudshinging) often works (de-
pending on how you do if). Spin artists know what a given audience wil] reject
and insinuate that their opponent supports those terrible things. For example, the
opponent might be labeled a communist or an atheist. Or it might be said of her
that she supports terrorism or is soft on crime. i

This strategy is sometimes called “poisoning the well.” It leads to the audience
dismissing an opponent in a sweeping way—no matter what the opponent says in
his defense. Of course, spin artists knows the importance of reading the audience
correctly to make sure they don’t g0 too far. They reafize that the more subtle they
can be, the more effective their manipulation will be.

13.7  Think for Yourself

. A INTERNALIZING THE FIRST 10 DIRTY TRICKS
c lose your book and try to make a list of the first 0 dirty tricks we've covered. Try to write

: 2 paragraph about each of them. Then reread the pages that cover them and evaluate what

- you have written, Have you accurately stated what the vasioes Glacies are? Have you exempli- o
fied them well? ' ; s e _ L

Dirty Trick #11

Beg the question.!" One easy way to “prove™ a point is to assume it in the first
place. Consider this example:

“Well, what form of government do you want. a government by liberal do-gooders
ready to spend your hard-earned dollars or 2 Zovernment led by business minds
that understand how to live within a tight budget and generate jobs that put people
to work?”

“Traditionally called Argumentum ad hominem,
"Trad!'tionally called Petitio principii,
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This statement includes the following assumptions that should not be taken
for granted:

= That a liberal government would spend money unwisely

® That business people know how to live within a tight budget and generate jobs
that put people to work.

One variation on this fallacy has been called “question-begging epithets”—
using words or phrases that prejudge an issue by the way the issue is put. For
example: “Shall we defend freedom and democracy or cave in to terrorism and tyr-
anny?” By putting the question in this way, we avoid having to talk about uncom-
fortable questions such as: “But are we really advancing human freedom? Are we
really spreading democracy (or just extending our power, our control, our domi-
nance, our access to foreign markets)?” Pay close attention to the words people use
when they are articulating the “facts” with respect to an issue. They often choose
words that presuppose the correctness of their position on an issue.

Dirty Trick #12

Call for perfection (demand impossible conditions). The opponent wants the
manipulator to agree to X, and the manipulator realizes he can’t argue against
X without losing credit in the eyes of the audience. Fine—agree to X, but only
under the following conditions: “Yes, we do want a democracy, but only when we
can have a true democracy, and that means this and that, and that will have to be
changed before we consider it.”

By making a maneuver of this kind, the manipulator diverts those who hear
it so they do not discover that the manipulator has no intention whatsoever of
allowing X to take place. This is similar to Dirty Trick #32 (“Raise nothing but
objections™).

Dirty Trick #13

Create a false dilemma (the great either/or). A true dilemma occurs when we are
forced to choose between two equally unsatisfactory alternatives. A false dilemma
occurs when we are persuaded that we have only two equally unsatisfactory choic-
es, when we really have more than two possibilities available to us. Consider the
following claim: “Either we are going to lose the war on terrorism or we will have
to give up some of our traditional freedoms and rights.”

People are often ready to accept a false dilemma because few feel comfortable
with complexity and nuanced distinctions. We tend to like sweeping absolutes. We
want clear and simple choices. So those who are skilled in manipulating people
face others with false dilemmas (one alternative of which is the one the manipula-
tor wants them to choose and the other alternative clearly unacceptable).

Manipulators present arguments in black or whize form. For example: “You are
either for us or against us. You support either democracy and freedom or terror-
ism and tyranny.” They realize that only a smali minority of people will respond to
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such a false dilemma with the observation: “But these are not our only choices. In
between the extremes of A and Z are options B, CD.E.FGH, LIK.|. >

Dirty Trick #14

Devise analogies (and metaphors) that Support your view (even if they are mislead-
ing or “false”). An analogy or a metaphor is a comparison that is not literally
true. Consider: “Don’t you think it is about time for us to slap down those Jjudges
who are soft on crime?” Here, the two phrases in italics are used metaphorically.
They are not intended literally. These metaphors are attractive to many people

To win arguments, then, manipulators use co panisons that make them look
good and their opponent look bad: “You’re treating me like my father used to treat
me! He was so unfair, and so are you.” Or: “The way vou're treating me is like kick-
ing a horse when it’s down. Can’t you see I've had a hard day?!”

The analogies and metaphors that work depend in part on the prejudices and
beliefs of the audience. This requires understanding the worldview of the audi-
ence as well as the root metaphors underlying it. For example, if manipulators

Dirty Trick #15

Question your opponent’s conclusions, Manipulators want to lead the audience
to accept their conclusions, They want the audience to reject the conclusions or
Interpretations of their opponents. If they remember the Latin phrase “non sequi-
tur” (which means, literally, “It does not follow™). they can accuse their opponents
of being illogical and call into question the opponents’ reasoning. As soon as an
Opponent asserts a conclusion, the manipulator might say-

“Wait a minute. That doesn’t Jollow! Your conclusion doesn’t follow from your
premises. First you said “X,” and now you're saving “Y.” How did you get from
X to Y? How can you justify such a leap? What ¥ou say isn’t logical. You haven’t
proven Y, only X.”

Through this Strategy, manipulators can obscure any legitimate points the
opponent makes. At the same time, they themselves seem to be logical and
dispassionate.

Dirty Trick #16
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Most politicians are highly proficient in the art of flattery. Their objective
is to win over their audiences. Politicians want to lower the defenses of their
audiences, to minimize any tendency they might have to think critically about
what is said.

Dirty Trick #22

Hedge what you say. Manipulators often hide behind words, refusing to com-
mit themselves or give direct answers. This allows them to retreat if necessary.
If caught leaving out important information, they then can come up with some
excuse for not being forthcoming in the first place. Or, if questioned closely,
they can qualify their position so no one can prove them wrong. When pressed,
they hedge. Effective manipulators must be effective weasels. They must weasel
out of their mistakes, cover up their errors, and guard what they say whenever
possible.

Dirty Trick #23

Ignore the evidence. 12 To avoid considering evidence that might require them to
change their position, manipulators often ignore evidence. Usually, they ignore
the evidence to avoid having to consider it in their own minds because it threatens
their belief system or vested interests. Imagine a close-minded Christian question-
ing whether it is possible for an a eist to live an ethical life (lacking the guidance
of the Bible). If such a person were confronted with examples of atheists who
have lived self-sacrificing, compassionate lives, she would be uncomfortable in her
view. She probably would find a way to put the subject out of her mind to avoid
the implications of the evidence.

Dirty Trick #24

lgnore the main point.”> Manipulators know that if they can’t win a point, they
should divert their audience from that point and focus on another point—a point
not relevant to the original issue. Those skilled in doing this know how to do it s0
their audience doesn’t notice the shift.

Dirty Trick #25

Attack evidence (that undermines your case). ‘When manipulators cannot suc-
cessfully dodge consideration of evidence that does not support their case, they
often attack that evidence. You can see this in the U.S. government’s refusal to
accept that Iraq did not have a stockpile of weapons of mass destruction before
the United States waged war against Iraq. The government had no hard evidence

Traditionally called Apiorism (invincible ignorance).
BTyaditionally called Ignoratio elenchi.




