Discuss the Elaboration Likelihood Model of Persuasion

  This essay will consist of discussing the Elaboration Likelihood Model of Persuasion, a number of explanations to support the model followed along with an evaluation of the model and its strengths and weaknesses. According to John Geddes, (2016). The Elaboration Likelihood Model is referring to how persuasion is said to occur internally. Persuasion is based on changing your attitude about a particular topic. However, it links in with the fact on how you can convince someone who puts their trust in you by appealing with an influential argument, which is backed up with hard facts. As well as this, with persuasion, it isn’t always guaranteed success, so we can only hope to plan for it. With a short and sharp conclusion, the individual themselves have to convince themselves of the validity of your own design’s message. Geddes, (2016) goes into detail to explain how the Elaboration Likelihood Model known as the ELM comes in.
  It was all down to two particular theorists which developed the model around the 1970’s, John Cacioppo and Richard Petty. These cofounders of the field of social neuroscience explain how humans process stimuli differently and what outcomes of these processes are on attitudes and the changing of behaviour. The Elaboration Model states that when an individual gives out knowledge to other peers, elaboration is linked to the amount of participation a peer has to use in order to process and evaluate a certain message, remember it, then going onto either accepting or rejecting the message. The ELM has firmly stated that when facing a message, individuals react by using two specific channels, or sometimes both. These are either the experience of high or low elaboration, or which one they decide to follow and this will determine if an individual will use central or peripheral route processing.
  Central route processing is all about the involvement of a high level of elaboration. With this process, an individual or a group of peers scrutinizes the contents of a message rather than processing the message casually. This is all due to high motivation level. In conclusion, users know what the most crucial thing to them is and will find the time to examine a design’s message. If individuals are convinced through central route processing then they will consequently have focused on the positives of the message. This is because they will be analyzing a lot on what the message is supporting and what it is telling the overall. So if the individual decides to agree with a particular message, this will be down to their process of thought. However, they will be most likely to concentrate and ignore minor distractions as they are too focused on their set goals and achievements. 
  The second channel I will be talking about is the Peripheral route processing. This is linked to the lower level of elaboration. When involving this elaboration within the ELM, the individual itself is not disputing the message for its effectiveness. Other social influences can influence them such as distractions which can make them lose focus and concentration on what the message is all about. This includes users in terms of that they know what they want a desire, but their knowledge is minimal when it comes to it. A clear example of this is having the desire to buy a brand new phone that is good but at a reasonable price. With this, the individual is most likely to process through the peripheral route than someone who has greater knowledge about the features of different phones.
  Following onto the evaluation of the Elaboration Likelihood Model. I believe this model is a very strong and influential theory when supporting persuasion. According to Benoit, W. L. He explains how that this model picks up on when peers are participating, thinking about messages and the debate within those messages. However, the ELM picks up on that on other occasions, receivers react in terms of being persuaded when it comes to the peripheral route. Also, this model clearly clarifies and elaborates on two channels that determine if the individual is either doing central or peripheral processing. With central processing, this has the requirement that individuals have the ability to think about a particular message. The ELM picks up on a number of factors that has an influence on the thoughts participants are most likely to have. These are such as the debate of quality within the message, the knowledge and credibility. Overall, this is an affective theory of persuasion. An implication about the ELM and how we can use the model within the real world today is the use of the model when involved in politics. Individuals have an automatic positive or negative feeling about politicians but overall do not know a lot about them and their reasoning for their debates.
  The strengths of ELM are that the theory gives a very clear and detailed definition of how persuasion can change attitude in both a positive and negative way. As well as this, it includes both active listening and distracted attention. Active listening is all about the connection between both a speaker and a listener. This tool is effective in ways such as being an essential part of connecting teams together and making positive environments. However, active listening provides a split contrast of communication and speaking skills between peers from both outside the business environment and within personal lives. According to (skillsyouneed.com), active listening is not only focusing directly on the speaker, but as well showing verbal and non-verbal signs of listening. Generally stating, speakers want listeners to demonstrate ‘active listening’ by appropriately communicating and responding to what they are saying. Appropriate responses to listening can be both verbal and non-verbal.
  The source (www.cios.org) explains the weaknesses of the Elaboration Likelihood Model of Persuasion are that Petty and Cacioppo have stated there are two different routes to persuasion, central and peripheral. However, both these routes are not really instant choices you make, but they depend on how you receive the message and its process. A listener can think more into thoughts and be known closer to the central route and an individual who has less involvement within the cognitive area can be closer to the peripheral route. It isn’t a choice of what route you go down but even so, peripheral processing does require a form of thought procedure. The receiver must pick up on that for example, the persuader seems to be an expert and then automatically have the judgement that if a professional/theorist says so, then it is most likely going to be true for peripheral process to take place. So overall, Petty and Cacioppo created the ELM that listeners are either going to be in the central or peripheral process and they cannot be both, which explains their definition to their theory. Also, persuasive arguments are more determined when individuals are involved and motivated with their ability to process information than when they are uninterested. In conclusion, there is an impact on an individual’s motivation and ability for a debate when their process is low or high. 
  To conclude this essay, Cacioppo and Petty’s Elaboration Likelihood Model states how people process messages and how their attitude reflect on their development from the influence from their chosen behaviour. Therefore, with a persuasive statement, individuals can process it through either a high or low level of elaboration. The two routes of processing, central and peripheral takes a higher effort of cognitive involvement. The central route process takes more of an effort when involved in cognition where as peripheral route process means the complete opposite, taking less effort of cognition. However much effort and motivated is within the individual will determine their outcome of their goal and will reflect on which type of process they are involved in even though sometimes both processes can be combined. Overall, my personal opinion is that I think this theory is very effective and interesting to know about as it explains to the world how humans process messages differently to one another, depending on one, two or both processes within the theory. In result, the outcome of the central and peripheral processes determines how an individual’s attitude can change as well as their behaviour.
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