Discuss the Elaboration Likelihood Model of Persuasion

[bookmark: _GoBack]“Attitudes are evaluations of people, objects, events, places and ideas” (Ajzen, 2001). There are said to be three elements of an attitude, which are; The affective, cognitive and the behavioural component. The affective component is based on emotional reactions to the attitude object and the cognitive component is based on thoughts and beliefs towards the attitude object (this is based on relevant facts). Finally, the behavioural component is based on attitudes and observable behaviour. When considering why a person acts the way they do in the first place, the behavioural component proposed the ‘self-perception theory’, which stated that a person will know how to feel once having observed others acting a certain way (Bem, 1972). It has also been stated, that attitudes merely come from genetic origins (Tesser, 1993). However, there has been analysis into how conditioning techniques could be an explanation to someone’s attitude. For example, classical conditioning (association) could explain how during childhood, a child will relate certain smells and sights to being happy or sad. They will then carry this through to adulthood. In terms of operant conditioning, behaviours are said to be able to increase or decrease depending on the response they get from people. Attitudes can be said to be built up from one’s parents-  through childhood, as the child watches and learns what is ‘normal’ around them. 
When considering the types of attitudes there are, Explicit attitudes are said to be those consciously endorsed. They are measured through the Likert scale too (Likert, 1932). Whereas implicit attitudes are said to be uncontrollable and involuntary. These implicit types of attitudes are measured through Evaluative Priming (Fazio, 1995). It’s clear there’s evidence and research into various ways an attitude is formed and also the different types of attitudes, but one must think how an attitude could possibly be changed. Of course, social influence is the main area people resort too within recent times. Being surrounded with people who hold particular ways and values, can become normal to someone, leading them to alter things about themselves without them noticing. However, the perseverance effect could also be a contributor too, this being where someone maintains their beliefs about something even when they are shown information that contradicts these beliefs. Its important to study attitudes and how their brought into being, as they’re essential to our everyday lives. Everyone has their own personality, attitude towards situations and level to which they’re susceptible to persuasive techniques. This being specifically important when looking at scenarios like dictatorship and following orders. Stanley Milgram (1974) displayed this within his study on obedience to authority, where almost 70% of his participants went to the full amount of voltage as they were pressed to ‘proceed’ by an authority figure.
With all of this research and information in mind, this essay will focus on the Elaboration likelihood model of persuasion (ELM). The ELM was designed by Petty and Cacioppo (1986). This model aimed to provide an outline for understanding what exactly contributes to the effectiveness of persuasion, when people are communicating. This model showed two different routes which could potentially lead to an attitude change (if any, and what type). The higher the level of elaboration on persuasive information given, the more ‘careful’ a person’s information processing is. This leading to an attitude change- but depending on the argument quality. With this ‘central’ route, someone is more likely to be motivated and have the ability to pay attention to the argument at hand. Whereas, the lower the elaboration on persuasive information given, the less likely someone would be ‘careful’ at the information processing stage. An attitude change here would depend on persuasive cues being present. This ‘peripheral’ route, a person is likely to pay less attention in an argument. If someone’s ability to pay attention (in some cases) is low, their more likely to use peripheral cues in an argument. There has also been prior research with theories and models interested in the same field. An example would be the Yale attitude change approach (Hovland, Janis and Kelley, 1953). This study looked at various scenarios including; the effectiveness of arguments, personality factors possibly influencing their susceptibility to persuasion, and how social roles can affect a person’s resistance when accepting new ideas. This approach links into the ELM as it investigates what factors affect persuasion but looks at more than just assuming there are two routes to persuasive outcomes. This is better as it has a broader spectrum for results. However, it can be said that the ELM was based off this work and narrowed down to specific factors. Another theory/model is the Theory of planned behaviour (Ajzen and Fishbein, 1980). This theory (differently) stated how a person’s attitude towards a behaviour, their subjective norms and their perceived behavioural control are indicators to how they intend to behave. So as opposed to narrowing behaviour down to the amount of persuasion and facts in an argument, it looks at the persons background in relation to how they will respond and therefore behave to everyday life. This may be more important as it offers an explanation why a person acts a certain why, why they are persuaded or why not.
When considering the ELM, it’s difficult to say these routes are the only way a person will be persuaded in a certain direction though. It doesn’t consider the individual, and what thoughts or conversations they have engaged with prior to the ‘persuasive’ conversation. The model assumes that a change in attitude and opinion on a matter is merely based off how persuasive a person can be, and the facts must cement their argument. However, not everyone will be swayed by persuasion. Although a fine model to analyse and study, it must be called into question the validity and relevance of the model today. Being over 30 years old, the idea may very well be tired, although its been revised and worked on its difficult to say its still reliable based on when it was wrote. However, the authors of the article (Petty and Cacioppo) did recognise from the offset that the model was a ‘framework’ to the subject of attitude change and the origins of such attitudes. So, the model (in theory) shouldn’t be taken too literally, but as an outline. The model further states that attitudes that have changed their minds due to acceptance of relevant logic, are more resistant to counter-persuasion. This meaning they’re less likely to oppose the persuasive endeavours. The arguments and theory behind the model as a whole, have valid points as its possible to see this in our everyday lives. When presented with a proposal which is offering something that can’t be refused or when bombarded with facts, the likelihood of an agreement is quite high. This is obviously dependant on the person and the behaviours they adopt to such pursuit’s. Many people will purposely ignore and go against the argument proposed as they don’t want to step down from their point, regardless of the conflicting information. 
There are various theories relating to the same point of interest around the ‘attitude’ subject, meaning it’s something that people are curious about- making it a relevant topic to study. The literature throughout this essay would suggest the ELM model is on the right path and can somewhat strongly correlates to everyday life. Someone working in a sales job, for example, would be able to vouch for the fact that persuasiveness is key and the more factual your argument sounds or is, the more likely the sale will occur. However, for a truly reliable model, the ELM may work better when paired with the theory of planned behaviour, for example. Looking at what can enhance persuasion but also what triggers a person’s behaviour in the first place is much more beneficial than just one or the other. Seeing how and why a person behaves the way they do can offer insight into the ways they are best persuaded. Information like that would be truly insightful and interesting to those curious by attitudes, but also make the model a lot more relevant today. The ELM is a great basis for structure to research in this field.
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