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Rhetorical Analysis 
Introduction
“The Textile Firm Making Polyester Desirable” was written for BBC to enlighten people on the fact that polyester could be produced in a high quality to become a desirable textile in the apparel industry. Rhetorically analyzing this article therefore helps us understand how Carmen Roberts used her writing skills to reach achieve this goal. This article therefore analyzes the styles and strategies applied throughout the article
Rhetorical Situation
	Audience
The BBC article by Carmen Roberts seeks to reach people in the textile industry which would include fashion lovers and people in the apparel businesses such as designers. The article however also appeals to common people who are interested in purchasing textile and apparel products which are very basic and popular products. 
Purpose
To these audiences, the author's main purpose is to familiarize them with the company that has changed the common outlook of polyester and nylon textiles. 



Rhetorical Appeals
Logos
As the author progresses in the article she switches tactics from the emotional appeal back to the logical appeal also namely logos. Carmen clearly explains some of the main reasons that made Yoshioka's company excel above all the other Japanese companies in the same area. Some of the facts explained include the fact that Yoshioka may have chosen the best time to attract overseas buyers and venture into the international realm. At this time he was basically the only company that was venturing internationally while the rest were competing in the Japanese market. In his market breaking plan, he figured he would start with countries that were not too negatively affiliated with polyester products which included Italy and South Korea. 
            Pathos
To effectively achieve this goal the author has therefore chosen to incorporate different appeals in her article. While the authenticity and resourcefulness of this article are mainly based on the factual aspects of the content, the author has not limited herself to the factual appeals alone but has rather explored and pathos to the article as well. In the beginning of the article, the author starts by making sure to start with facts. Considering the fact that the topic and the company she is talking about is not popular, because it is talking about the France and Italy luxury brand like Louis Vuitton and Gucci are regular and enthusiastic visitor of small firm in Japan. (Roberts, C. (2018). The textile firm making polyester desirable: BBC News. Business. )This is a very good approach as it ensures that the reader gets more interest to read. Considering the title of the article, in the beginning, is quite catchy and appears to contrast to the common concept of polyesters not being very desirable as a textile it catches the reader’s attention and keeps them hooked.
As the author continues she uses the strategy of using opposition as a means of expressing her content. In this approach, we, therefore, see that she tries to establish how the quality of Daiichi Orimono’s textile is changing the fact that polyesters have a record of making undesirable products due to their low quality and uncomfortable nature. To add to this argument the author pries on the factual side stating how keynote textile and fashion brands such as Louis Vuitton are using this company’s products to make high-end textile products. In this factual approach, other key players mentioned include Prada, Celine, and Moncler.
While explaining the history of the company, the author uses a pathetic appeal that is meant to make the reader evoke sympathetic emotions. Carmen explains how the heavy investment in changing the company was ill-timed. At this time the company’s local market declined by massive rates due to an economic bubble burst. This meant that Yoshioka had to think of alternatives fast considering he was on the verge of losing his business and investments. To further engage emotional appeal, Carmen explains the desperation of Yoshioka as he attempted to venture internationally. While he realized his only hope was to venture into the international market rather than depend on the dying Japanese market, his major challenge was the fact that there was absolutely nobody in his entire company who could speak a foreign language. This, therefore, meant that he had to do all the work himself. While exploring ethos, the author ensures to detail the sense of responsibility that the C.E.O felt towards his employees on the verge of the business breakdown. This, as stated, was what pushed Yoshioka to ensure the business ran a successful international platform even if it meant traveling and arranging international meetings himself. He simply had a responsibility to provide an income for his employees who depended on him.
Ethos
Carmen Roberts seems to understand that to convince her audience about the products she has to ensure that she explains the background of the company and how it came to be what it is to date. In order to make this possible Carmen chooses to highlight how the company being a small Japanese company that had been in existence for several decades came to be very successful in terms of profit margins and managing to turn the heads of key fashion stakeholders in high-end foreign brands. The type of appeal used by Carmen here is the ethical appeal of using facts. In this appeal, she explains to her audience how the current CEO of the company made changes in the company that was starting to experience distinction symptoms. She explains how the company was turned around with heavy investments on machinery to make it better. In her article, the textile firm was lost his domestic custom, and the CEO decided spend heavy investments on machinery and decided the target customer in other country outside of Japan, especially in Europe. 
Rhetorical Strategies
	Imagery
Carmen has also mastered the art of using different styles of writing in order to achieve the desired effect. In this article, she uses the style of imagery to describe different things. In the beginning of her article in her imagery descriptions, which is using image and picture to express the idea of the author. she clearly paints the picture of a lone company in the middle of nowhere in the world that produces some of the best polyester products. This plays on the reader's creativity and is used effectively to clearly paint a picture of how the company has extremely exceeded itself in its accomplishment. Another citing of the imagery used is in the description of how destitute the company was when the Japanese market fell and how launching an international sales platform was close to impossible considering only one person in the whole company had the capability to maintain international sales, customer service transaction, and communication. In this description, it clearly paints a picture of near impossibility hence adding more credit to the C.E.O of the company in the reader's eyes. Imagery is also used in the description of how surprised and overwhelmed Yoshioka was when the first bulk orders from Louis Vuitton and Moncler came. This imagery is expounded in explaining how Yoshioka could not believe this and had to travel to both of the companies to ask and ensure that they were really making these deals with his company.
Repetition
Another style explored by Carmen is the use of repetition. Repetition of words is mainly used to make emphasizes or highlight certain key points that the author intends the readers to pay close attention to. In her attempt to emphasize Carmen used repetition for words such as “unique synthetic fiber” to make a clear distinction of Daichi Orimono’s textiles from the rest of the polyester textiles. Other repeated words include the international fashion brands Louis Vuitton and Moncler to clearly show the readers that if these high-end fashion gurus are using the products form Daichi Orimono then there must be something very special about these textiles. 
Diction
Carmen's diction is very effective and well utilized. She clearly knows where to use strong words and how to combined different words to come up with phrases that are very powerful and that encourage conviction to the reader. In reference to great diction Carmen has managed to maintain the same diction and word flow throughout the entire article in such a way that she presents a quite convincing case to readers who may in normal circumstances distance themselves from polyester products and not take a second look at them.
Conclusion
While in most case a logical appeal would have been the common approach that most authors might have used Carmen decide to incorporate emotional appeal to her article to get a clearly convincing content. While content alone may still have done the job it would have completely bored a reader and may not have given them insight on considering the company itself as a whole rather than just the products. The emotional appeal played a key part in letting the readers know the C.E.O more and what he is all about as well as ensure that readers understood how the company operated its business.
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