
SOURCE CREDIBILITY 
 
 
The credibility of a speaker (or in traditional terms, the “ethos” of a speaker) greatly affects his or her success at 
persuasion with a given message and audience. Research indicates that there are several variables the speaker should 
consider in enhancing his or her credibility.   

 
SIMILARITY 
 
 1. Credibility is usually enhanced when the speaker establishes “common ground” by expressing views with which 

the audience can identify.  In the traditional “call for a fair hearing,” the speaker tells the audience the extent of 
his or her agreement with them before addressing a related point of disagreement. 

 
 2. Credibility is enhanced when the speaker makes the audience aware of similarities in his or her background, 

experiences, attitudes, etc., and theirs.  Being perceived as being like the audience enhances credibility. 
 
TRUSTWORTHINESS 
 
 3. Credibility is enhanced when the speaker establishes “goodwill” by communicating a desire to benefit the 

audience.  Of course, if this is not done well, skepticism may be generated to the point of a loss of credibility. 
 
 4. Credibility is enhanced when the speaker appears sincere in the views he or she is expressing.  Being sincere 

is not enough; the speaker must appear sincere. 
 
 5. Credibility is usually enhanced when the speaker appears open-minded, willing to show a degree of tolerance 

for views contrary to his or her own.  A speaker may be forceful and decisive while still appearing open-minded. 
 
COMPETENCE 
 
 6. Credibility is enhanced when the speaker informs the audience of the relevance of his or her background to the 

message.  This is most useful when established early in the message. 
 
 7. Credibility is enhanced when the speaker supports his or her proposition with factual materials and opinions 

attributed to credible sources (evidence).  This seems to be especially true if the evidence is unfamiliar to the 
audience and if the speaker begins with moderate to low credibility. 

 
ATTRACTIVENESS 
 
 8. Credibility is usually enhanced with good delivery.  Assertiveness, energy, fluency with language, and generally 

effective nonverbal communication of ideas and feelings will aid the speaker in persuading his or her audience. 
 
 9. Attractiveness in general enhances credibility: composure, extroversion, sociability, and physical appearance 

are all positively correlated. 

 
Aristotle said that the credible speaker gives the impression of “good sense, good will, and good moral character.”  
Overall, the above research findings seem to support his model. 
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