A discussion of the elaboration likely- hood model.
The elaboration likelihood model of persuasion was created in 1986 by Richard E Petty and John Cacioppo. Research became prominent in the 1940-1950s for attitude change and more particularly persuasive communication as the mass media was beginning to have a grown influence on the publics attitudes towards different kinds of stimuli. The main aim of this model is to try to explain different way of processing stimuli, why they are used and their outcomes. ELM pulled together a lot of earlier research to try and explain why we are persuaded.
This essay will discuss the different ways in which individuals are persuaded focusing on the ELMs main argument. Previous research conducted that’s supports and oppose the ELM and the main real-life implications of the research and an evaluation of the discussed research
The elaboration likelihood model is a dual process theory of persuasion. A dual process theory is an explanation of how thought can arise I two different cognitive processes and it is believed one process is implicit (unconscious) and the other is explicit (conscious). This model is a theory of attitude change whose key variables is the amount of thought given to persuasive arguments. The ELM suggests that there are to main routes that some individual avails of when presented with a persuasive argument. The processes according to the ELM may change our attitudes and behaviors to some persuasive stimuli by different means, systematic processing which is named the central route involves careful evaluation of the presented argument. In a persuasive communication heuristic processing which is known as the peripheral route involves processing information rapidly using shortcuts or cues received by the individual. These cues are unrelated to the logical quality of the message.in contrast to there being to routes a person avails of when confronting a persuasive message Festinger (1957) suggests a theory of cognitive dissonance in which he proposes that human beings want internal psychological consistencies to function in the real world. The mental discomfort is experienced by the individual who simultaneously holds to contradicting beliefs/values, this also happens when they are confronted with new information that contradicts these beliefs/ values. when cognitive dissonance occurs the individual is motivated to reduce the uncomfortable feelings by making changes to justify the behavior or adding new elements to the thought causing the dissonances for example thoughts including “ I’m allowed to cheat my diet every once in a while” would constitute a person on a diet that holds a contradicting belief and is striving to lessen the cognitive dissonance.
According to the ELM the to major factors that influence which route some individual uses are motivation and ability to pay attention. (Petty &Cacioppo, 1979) the model suggests that ability be a scale of sorts “elaboration continuum”. When at the low end of this scale the found, attitudes persuasions follow the peripheral route and when at the high end follows the central route. Motivation to process the message may be decided by a personal interest in the subject of the message. 
Individuals use both these factors in the central route to persuasion in processing a message and are less likely to succumb to counter-persuasion arguments resulting in a persistent attitude change. Attitude is a hypothetical construct, defined as a settled way of thinking or feeling about something. In psychology attitudes are evaluation objects, issues and people (Taylor et al., 2006) and according to Hovland et al., (1960) attitudes are predisposition to responded to stimuli with certain responses, they are either affective, cognitive or behavioral. This three-component model suggests that once we underpin people’s attitudes towards certain stimuli we can accurately predict how people will behave. In the ELM the peripheral route by using heuristic processes individuals are more likely to be persuaded to change attitude by there mood or if the message communicator is attractive. Our judgement is based solely on surface characteristics.
Previous research showed that high fear communication followed by an immediate availability to act can have a significant effect on individuals attitude towards a stimulus and can aid persuasion significantly by tapping into motivation and ability. According to this research when our ability to pay attention is low there are ways to attract attention to persuade the public, by provoking fear and following that with reassurance (Leventhin et al., 1967). For example, advertising on cigarettes that smoking kills but giving information about a helpline, so you can stop.
However, learning theory assumes that attitudes are formed the same way as habits, according to this approach people learn information/ facts about different attitude objects, learn the feelings associated with them facts. For example, if you were to be shown a picture of an angry face and heard the word evil you would then associate the negative feeling produced by seeing the face with the word evil.
Alternatively, a study conducted by Le Peire, (1934) showed that attitudes may differ from behavior. He travelled around America to hotels with a Chinese couple expecting to encounter anti-oriental attitudes and found that most people did not express their attitudes to the couple, but later he sent the hotels they visited surveys asking would they accommodate Chinese’s people and most of them replied no. though other variables were not accounted for like possible differences in behavior vs attitude.
According to ELM cognitive based attitudes needs rational arguments to change, in this instance money could have influenced the response in person, or affectively based attitude, the anti- oriental expectancy differed because the mood people were in or the attractiveness of the researcher with them.
In conclusion the ELM is a helpful framework for understanding attitude formation and change (Bitner et al., 1985). More research should be conducted into multi attribute theories of persuasion (Wilkie et al., 1981) as there appears to be multiple variables included in how populations are persuaded. The accumulated research on persuasion shows that nether the central or the peripheral routes can account for the diversity of the attitude results seen. (Petty et al., 1983). According to the findings of the different studies discussed above attitude chance take place through the 3-component model of attitude at various degrees (Hovlands et al., 1960) Affect, cognition and behavioral responses all play a role. The ELM lends more to how we use processes then why we are persuaded. the real-world implications for the ELM and the other models discussed in many different areas including advertising, mass media effects and political campaigns. Future research should consider the individuals belief systems, values, social constructs and cultural norms effects on the power of persuasion to try to explain why we are persuaded.
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