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ProseForge — Joke Book

 Spark & Anvil joke book. Groan-worthy puns, tricky riddles, silly 
nonsense, and real fun facts from the world of ProseForge — read them 

out loud and make someone laugh.

★  ★  ★

How to use this book

Read a joke, pause at the question, and try to guess the answer before you 
read on. Best of all: read them out loud to a friend, a grown-up, or your class. 
A good laugh makes the tricky stuff easier — that's real science.

Spark & Anvil is a 501(c)(3) public charity. Every app, story, and book is free, 
forever — no ads, no in-app purchases, no tracking. Released under Creative 
Commons BY-NC-SA 4.0 for educational reuse.

★  ★  ★

 

Why does ethos open doors?  

Because if the audience trusts your credibility and character, they'll 
actually listen to the rest.
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Puns

Why does ethos open doors?

Why does pathos move the room?

Why does logos close the deal?

Why is a thesis the spine of an essay?

Why does a good argument know its audience?

Why is evidence only half a point?

 

 Because if the audience trusts your credibility and character, they'll 
actually listen to the rest.

 Because appealing to the audience's emotions and values makes 
them CARE about your argument.

 Because sound logic and solid evidence give the audience a reason 
to actually agree.

 Because everything else stands on that one clear, arguable claim.

 Because the same point must be made differently to skeptics, allies, 
and the undecided.



Why did the writer address the counterargument on purpose?

Why is repetition a rhetorical power move?

Why does the "rhetorical situation" frame everything?

Why is a rhetorical question not really asking?

Why does concrete detail beat vague claims?

Why does tone shape persuasion?

 Because a fact needs a "warrant" -- an explanation of HOW it 
supports your claim.

 Because answering the strongest objection makes your own case far 
more convincing.

 Because a phrase repeated with intention -- like "I have a dream" -- 
hammers an idea home.

 Because who you're addressing, why, and in what context shapes 
every choice you make.

 Because its answer is meant to be obvious, nudging the audience 
toward your point.

 Because "23 families lost their homes" persuades more than "it was 
bad."



Why is over-relying on pathos risky?

Why did the essay need a strong hook?

Why is "show, don't tell" also a rhetoric rule?

Why is a call to action the essay's exit door?

Why is parallel structure so satisfying?

Why does a credible source boost BOTH logos and ethos?

 Because the same argument delivered with contempt or with 
respect lands completely differently.

 Because pure emotion without logic or credibility feels like 
manipulation.

 Because if the first sentence loses the reader, the perfect thesis 
never gets read.

 Because a vivid example persuades better than simply asserting a 
conclusion.

 Because it tells the persuaded reader exactly what to DO next.

 Because matching grammatical patterns give a sentence rhythm and 
memorability.



Why is revision where persuasion is really won?

Why is understanding rhetoric a defense, not just a weapon?

 Because good evidence strengthens your logic AND makes you look 
thoughtful.

 Because cutting weak sentences and sharpening claims turns a 
rough draft into a real argument.

 Because knowing HOW persuasion works helps you resist being 
manipulated by it.



Riddles

Aristotle named three "rhetorical appeals" over 2,000 years ago. What 
are they?

A speaker builds trust by showing they're knowledgeable, honest, and 
fair. Which appeal is this?

An ad shows a sad puppy to make you feel something and act. Which 
appeal is this?

An argument uses statistics, logical steps, and clear evidence to prove its 
point. Which appeal is this?

What is a "thesis"?

 

 Ethos, pathos, and logos! Ethos appeals to credibility/character, 
pathos to emotion, and logos to logic and evidence.

 Ethos! It's persuasion through the speaker's credibility and character 
-- if the audience trusts you, they'll hear you out.

 Pathos! It persuades by stirring the audience's emotions and values.

 Logos! It's persuasion through reason and the structure of the 
argument itself.

 A single, clear, ARGUABLE claim that a whole essay sets out to 
support. If it's not arguable (just a fact everyone accepts), it's not really a 
thesis.



Aristotle's three appeals are sometimes drawn as a "rhetorical triangle." 
Why do they often overlap?

You state a fact as evidence, but why isn't the fact enough on its own?

Why does addressing the COUNTERARGUMENT strengthen your essay?

The "rhetorical situation" includes three key elements. What are they?

Why would a persuasive writer choose to over-rely on pathos (emotion) 
and skip logos and ethos?

 Because one thing can serve multiple appeals -- for example, citing a 
credible expert boosts your LOGIC (logos) AND your credibility (ethos) 
at the same time!

 Because you need a "warrant" -- an explanation of HOW that fact 
actually supports your claim. Evidence plus reasoning equals a real 
argument.

 Because acknowledging and answering the strongest objection 
shows you've thought fairly -- and it disarms the reader's doubts before 
they can dismiss you.

 The AUDIENCE (who you're addressing), the PURPOSE (what you 
want to achieve), and the CONTEXT (the occasion and setting). All three 
shape your choices.

 They shouldn't! Pure emotional appeal without logic or credibility 
can feel like manipulation. The strongest persuasion BALANCES all 
three appeals.



"Isn't it time we did better?

Which is more persuasive: "many people suffered" or "over 3,000 
families lost their homes in a single week"?

Martin Luther King Jr.'s "I have a dream" repeats a phrase for effect. 
What rhetorical device is this?

Why does the "hook" -- the opening line of an essay -- matter so much?

What is a "call to action" in persuasive writing?

 " -- a question that doesn't expect a literal answer. What device is 
this? A rhetorical question! Its "obvious" answer nudges the audience 
toward the writer's point.

 The specific one! Concrete, precise detail is far more convincing 
(and memorable) than a vague generalization.

 Repetition (specifically "anaphora," repeating the same words at the 
start of successive phrases)! It builds rhythm and drives an idea home.

 Because if you lose the reader in the first sentence, they'll never 
reach your best argument. A strong hook earns you the reader's 
attention.

 A clear statement of what you want the reader to DO after being 
persuaded -- vote, donate, reconsider, change a habit. It turns 
agreement into action.



"Ask not what your country can do for you; ask what you can do for your 
country." What device gives this line its power?

Why does knowing your AUDIENCE change how you argue?

How can the same detail serve TWO appeals at once?

Why is understanding rhetoric a form of self-defense?

Where is a persuasive essay really strengthened -- in the first draft or in 
revision?

 Parallel structure (and a reversal called "antithesis")! Matching 
grammatical patterns create rhythm and make phrases memorable.

 Because the same claim must be framed differently for skeptics, 
allies, and the undecided. Effective persuasion meets the audience 
where they are.

 A vivid, true example can stir emotion (pathos) AND provide 
evidence (logos) simultaneously. That's why the appeals overlap on the 
rhetorical triangle.

 Because once you can SEE how persuasion works -- the appeals, the 
devices, the emotional nudges -- you're much harder to manipulate by 
ads, propaganda, or spin.

 Revision! Cutting weak sentences, sharpening the thesis, and 
strengthening evidence is where a rough draft becomes genuinely 
convincing.



Silly Stuff

An argument tried to persuade using pure emotion, zero logic, and no 
credibility, and the audience felt vaguely manipulated and completely 
unconvinced. Pathos without ethos and logos is a violin solo with no song. 
Balance the three.

A speaker with dazzling logic and zero credibility got politely ignored, 
because the audience didn't trust WHO was talking. Ethos is the bouncer at 
the door of persuasion. No credibility, no entry.

An essay presented a fact and simply stopped, as if the fact would explain its 
own relevance. The reader waited. The fact waited. Someone finally added a 
warrant, and the argument sprang to life. Evidence needs a reason attached.

A writer refused to acknowledge any counterargument, and every skeptical 
reader instantly thought of the objection the writer was so obviously 
dodging. Ignoring the strongest opposing point doesn't make it vanish; it 
makes you look afraid of it.

A thesis was so uncontroversial ("water is wet") that there was nothing left to 
argue, and the entire essay just agreed with itself for five paragraphs. A thesis 
has to be arguable, or the essay has nowhere to go.

Someone gave a heartfelt speech perfectly tuned for an audience of experts, 
to an audience of small children, and was baffled by the blank stares. Know 
your audience, or your rhetoric arrives at the wrong address.

A rhetorical question, "Do we really want this?", got a sincere shouted "YES" 
from the back row, briefly derailing the whole speech. Rhetorical questions 
assume everyone knows the intended answer. Someone in the back always 
didn't.

A writer said "many people were affected," and the reader shrugged. Then 
they said "4,000 families in one town," and the reader sat up. Numbers and 
specifics have a way of making a vague feeling suddenly real.

 



A famous speech repeated one phrase over and over, and instead of getting 
boring, it became unforgettable. Repetition, used with intention, is the 
difference between "a point" and "a point you'll remember forever."

An essay's brilliant thesis sat patiently on page two, unread, because the 
opening sentence had already bored everyone into closing the tab. The hook 
isn't decoration; it's the reason anyone reaches your argument at all.

A perfectly-argued essay ended without telling the persuaded reader what to 
actually DO, and all that agreement quietly evaporated into nothing. A call to 
action is the bridge from "I agree" to "I'll act." Don't skip the bridge.

Someone finally understood ethos, pathos, and logos, and suddenly could 
not watch a single advertisement without narrating its persuasion techniques 
out loud. Rhetorical literacy is a superpower and a mild curse. Ads never look 
innocent again.

A parallel-structure sentence marched in with matching rhythm on every 
clause and was instantly more quotable than a normal one twice its length. 
Parallelism is why famous lines stick and ordinary ones slide right off.

A rough first draft insisted it was "basically done," and revision politely cut a 
third of it, sharpened the thesis, and doubled its persuasive power. First 
drafts are confident and usually wrong about being finished.

The same true detail appeared in one essay and did double duty -- stirring 
emotion AND serving as evidence -- while the writer took credit for one 
clever sentence doing the work of two appeals. On the rhetorical triangle, 
overlap is efficiency.



Fun Facts

Did you know? The three "rhetorical appeals" -- ethos (credibility), pathos 
(emotion), and logos (logic) -- were defined by Aristotle around 350 BCE. 
Over 2,000 years later, they still structure how we teach persuasion and 
public speaking!

Did you know? "Ethos" is persuasion through the speaker's CREDIBILITY and 
character. If an audience trusts that you're knowledgeable, honest, and fair, 
they're far more willing to accept your argument -- trust comes before 
agreement!

Did you know? "Pathos" appeals to the audience's EMOTIONS and values. 
It's powerful for making people CARE -- but used alone, without logic or 
credibility, it can slip into manipulation. The best persuasion balances all 
three appeals!

Did you know? "Logos" is persuasion through LOGIC and evidence -- the 
structure and reasoning of the argument itself. It gives your audience solid 
grounds to agree, rather than just a feeling or a trusted face!

Did you know? Aristotle's three appeals are often drawn as a "rhetorical 
triangle," and they frequently OVERLAP. Citing a credible expert, for instance, 
strengthens your logic (logos) AND your credibility (ethos) at once!

Did you know? A "thesis" must be ARGUABLE -- a claim someone could 
reasonably disagree with. "The sky is blue" isn't a thesis; "schools should start 
later" is, because it's a position you can build a case for!

Did you know? Evidence alone doesn't persuade -- you also need a 
"warrant," the reasoning that connects your evidence to your claim. Skilled 
writers always explain HOW their facts support the point they're making!

 



Did you know? Addressing the COUNTERARGUMENT -- fairly stating and 
answering the strongest objection -- actually makes your essay MORE 
persuasive. It shows you've thought it through and disarms your reader's 
doubts!

Did you know? The "rhetorical situation" -- audience, purpose, and context -- 
shapes every writing choice. The same argument is made completely 
differently in a text to a friend, a formal essay, and a speech to a hostile 
crowd!

Did you know? Concrete, specific details persuade far better than vague 
generalities. "Over 3,000 families" lands harder than "many people," 
because specifics feel real and are much easier to remember!

Did you know? Repetition is one of rhetoric's oldest tools. Martin Luther King 
Jr.'s "I have a dream," repeated throughout his famous speech, uses 
"anaphora" -- repeating opening words -- to build rhythm and unforgettable 
emphasis!

Did you know? "Parallel structure" -- matching grammatical patterns -- makes 
phrases rhythmic and memorable. "Ask not what your country can do for 
you; ask what you can do for your country" endures partly because of its 
mirrored structure!

Did you know? A "call to action" turns persuasion into results. The most 
convincing essay in the world accomplishes little if it never tells the 
persuaded reader what to actually DO next!

Did you know? Understanding rhetoric is a form of SELF-DEFENSE. Once you 
can identify the appeals and devices being used on you -- in ads, speeches, 
and social media -- you become far harder to manipulate!

Did you know? Persuasive writing is truly won in REVISION. Professional 
writers cut weak sentences, sharpen the thesis, and strengthen evidence over 
many drafts -- the polished argument you read is rarely the first one that was 
written!



Keep laughing

That's 70 jokes from ProseForge. Made someone laugh? Try making up your 
own — the best jokes are the ones you tell.

Spark & Anvil is a 501(c)(3) public charity. Every app, story, and book is free, 
forever — no ads, no in-app purchases, no tracking. Released under Creative 
Commons BY-NC-SA 4.0 for educational reuse.

Keep exploring online

Play it now More free books

https!!"spark-and-
anvil.org/play/proseforge

https!!"spark-and-
anvil.org/books

Scan a code with any phone camera, or type the address. Every app, story, 
and book is free, forever — no account, no tracking.
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