Discuss the Elaboration Likelihood model of persuasion.

	Persuasion is the ability to try and change somebody’s attitude or behaviour, persuasion occurs in everyday life. Whether it be through advertisements from corporations, trying to sell unwanted items consumers do not need. To a politician who is trying to get elected at a local or general election, trying to persuade the voters to vote for them (Taylor, Peplau & Sears, 2006) Studying attitudes and persuasion has been researched in social psychology for over a century, this field of research flourished from the 1930s to the 1960s until researchers questioned whether attitudes could predict behaviour. But also, so much conflicting of theories that researchers started to rethink the research of attitudes (Petty & Cacioppo,1986). This essay will look at different research articles that have used the ELM to explain the behaviours of people, trying to prevent an eating disorder, online shopping, crowdfunding and even explaining cognitive psychotherapy. 
	The elaboration likelihood model (ELM) of persuasion was first theorised by Petty & Cacioppo in 1986, which is a dual process model, in which there is more then one route for persuasion to occur. The first route within the ELM is the central route this route will be taken if the argument or message being presented and the listener is invested in the message they will listen to it. The second route is the peripheral route this route is taken when the person who’s listening to an argument or message will only listen if the speaker is attractive to them, but they will not be persuaded by the actual argument itself (Hogg & Vaughan, 2008). 
 A study conducted in 2002 on using the elaboration likelihood model of persuasion and whether using video can prevent eating disorders was conducted (Withers, Twigg, Wertheim & Paxton, 2002) The study aimed to investigate if girls in grade 7 ages 12 – 13 years old, if the ELM would show that those with high Elaboration Likelihood model and high personal relevance will make higher attitude changes then those testing low on the elaboration likelihood model. The participants in this study were all girls aged 12-13 years old, they all attended three different private schools in Melbourne Australia. Before viewing a 22-minute video, the participants were asked to fill out a questionnaire on body image, they were then asked to watch a 22-minute video highlighting body size and shape and highlighting normal weight gain due to puberty. The video also highlighted historical and sociocultural influences of the female body, how extreme dieting, emotional eating and eating disorders can be damaging to the body also the triggers. The results suggested that those girls who viewed the prevention tape showed small but significant positive changes in their drives for thinness and their intention to diet (Withers et al,2002). The results for this study could explain that those who were interested in the message would use the central route and had high interest and the changes would stick with their behaviour, those who had no interest they would then use the peripheral route and the effect in behaviour would be short lived.
A study conducted in 2017, on how the elaboration likelihood model of persuasion can play a part in crowdfunding through the website Kickstarter (Allison, Davis, Webb & Short, 2017) they wanted to test if the ELM played a part in persuading if people funded entrepreneurs. The ELM should explain whether those who are persuaded to invest may use the central route as they believe that the entrepreneur is an expert, over those who would use the peripheral route if they don’t believe that the entrepreneur is an expert. This study wanted to answer two questions 1) how do crowdfunding entrepreneurs persuade potential investors to invest, 2) how the motivation and ability of the funders influences the elaboration likelihood. These answers were attempted to be answered by looking at 383 entrepreneurs and how they communicated their messages and how they would try and get funding through Kickstarter (Allison et al, 2017). This study to control for country effects they only used entrepreneurs from the united states of America, the results from this study suggested support that ELM took part in crowd funding. The report suggests that personal information like education and experience played a part in crowdfunding, entrepreneurs with a degree or past experience in higher ELM support (Allison et al, 2017) The results could suggest that the investors using crowdfunding would use the central route if they trusted the entrepreneur was and expert or educated and were more likely to respond positive and back the idea.
	This essay has so far looked at how ELM can account for behaviour changes in relation with eating disorders and investing through crowdfunding, the next study will focus on online shopping a study conducted in 2008 based on the role of personality traits and perceived persuasion using the Elaboration Likelihood model of persuasion (Chen & Lee, 2008) According to the ELM shoppers when shopping online the route of persuasion would be dependant on the shoppers elaboration level, this elaboration level can be used to explain online shopping habits, shoppers using the central route would be more then likely to scrutinise the information related to the product. While shoppers using the peripheral route would use cues or heuristics to make their decision (Petty et al, 1986). This study focused on 40 websites, 20 cosmetics, 20 hotel websites. Participants were asked to fill in online questionnaires the results suggested that shoppers who used the cosmetic websites would use the peripheral route over the central route, as for the hotel websites shoppers would tend to use the central route when purchasing online ( Chen et al, 2008) the results could suggest that shoppers were persuaded to buy the cosmetics through the peripheral route due to the advertising of attractive models  in the posters or photos for the items.
[bookmark: _Hlk510021649]	This essay has shown how the Elaboration Likelihood model can explain eating disorders or help prevent them, also crowdfunding and online shopping, can the ELM help with explanations of psychotherapy. A study conducted in 1989 to examine psychotherapy and ELM (Stoltenberg, Leach & Bratt, 1989) to investigate if therapeutic surroundings could be linked to ELM. The ELM suggests that people are like processors and that we make decisions through two different routes the desired route is the central route where people are motivated, to think about the information provided this takes a lot of cognitive effort and can be tough to achieve. This routes outcome is usually same as cognitive therapy and the outcomes it wants to achieve. (Stoltenberg et al, 1989) In cognitive psychotherapy the central route will include, a client thinking of the evidence presented, listening to the therapist. Looking back on past events in their life and evaluating them also trying to find a plan of action they can follow to make permanent changes.  In opposite to the central route in peripheral route which a person will use to reserve cognitive functioning, its considered the more lazy route if a person with low EL they would prefer to use the resources on some other activity, the peripheral route in cognitive psychotherapy, consider a smoker who seeks therapy to try and quit smoking on the insistence of family or friends. The smoking behaviour will only change if the smoker is determined to quit for their own reasons and not for anyone else. (Stoltenberg et al, 1989.
	As discussed throughout this essay ELM can influence a person’s day to day life, if its from shopping online and purchasing cosmetics because a person aspires to be as attractive as the model. While viewing a video to hopefully prevent a teenager from developing an eating disorder. Explaining cognitive psychotherapy, the motivation of the client seeking the help from the therapist. Investors wanting to invest through online crowdfunding sites. All the evidence in this essay points towards that how motivated and interested a person is, in a situation. Will result in which route a person will take, if someone has an invested interest in the topic or product they will use the central route, they will use the peripheral route if they feel they would rather save the cognitive energy.
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