Discuss the elaboration likelihood model of persuasion.                           1703995

The aim of this discussion will look at the elaboration likelihood model.
As stated by Richard Petty and John Cacioppo (1986), persuasion follows two directions, these are the central route and the peripheral route, these are based on how much cognitive effort the individual is to exhaust. The central route to persuasion requires the individual to expend a great deal of cognitive effort so that the major points and arguments within the message that is communicated to the individual will be followed more closely and with greater thought. The peripheral route is when individuals pay less attention to the argument or point that is being presented and tend to prefer a consumer-based product for example an advert where the product is being used or showcased by an attractive person. The peripheral route requires much less cognitive effort resulting in the decision being made on a slight impulse. 
Chaiken (1980) developed the heuristic-systematic model, the HSM is a theory of persuasion that proposes that attitudes can change in two diverse ways, these ways are heuristic processing and systemic processing. Heuristic processing is simplified form of attitude comprehension which implicates using criterion known as heuristics to decide what the individuals attitude should be. Systemic processing is where individuals process the information they are given very carefully when constructing an opinion to decide whether the information is accurate or indeed valid.




Cognition is paramount when it comes to handling a persuasive message however, something as fleeting as our state of mind can affect the message an individual perceives. For example, petty, Schuman, Richman & Stratham (1993) stated that ambient sound is a broadly utilised promoting ploy to incite a mellow feeling. There is a slippery purpose for this – feeling 'good' makes it troublesome for us to process a message deliberately. At the point when time is restricted, which is typical of TV promoting, this then causes individuals to engage autopilot or causes the individuals to use the peripheral route of the elaboration liklihood model. George belch & Michael belch (2012) stated that through classical conditioning a product continuously identified with a good mood can be assessed in a positive manner over time, even if there is a lack of background music and other sources of positive cues within context.

According to Kruglanski, Arie W.; Van Lange, Paul A.M. (2012) stated that the elaboration likelihood model of persuasion is a dual process theory describing the change of attitudes and that it was developed by Richard Petty and john Cacioppo in 1986. The ELM places that when a persuader presents data to a crowd of people, a level of "elaboration" comes about. Elaboration alludes to the measure of exertion a crowd of people need to use, keeping in mind the end goal is to process and assess a message, recall it, and afterward acknowledge or dismiss it. In particular, the ELM has established that when confronting a message, individuals respond by using either one of two channels (yet some of the time a mix of both, as well), mirroring the level of exertion they require.
Richard Petty and John Cacioppo (1986) asked the question “what makes an argument persuasive?” within the elaboration likelihood model arguments are seen as pieces of information held within a communication that are relevant to an individual’s subjective persistence of the true nature of a promoted position. Because people are not always in a good mood or hold attitudes for various reasons, people will have different views on the information that they feel is central to the quality of the position. For the purposes of testing the elaboration likelihood model, Richard Petty and John Cacioppo (1986) decided that it was necessary to specify arguments that the large majority of a perceivable population finds fascinating rather than deceptive and in doing so also decided to suspend the question of what specific qualities make an argument persuasive and concluded that the argument quality would be in an empirical manner as opposed to a theoretical manner.
Petty and Cacioppo conducted studies in which they would generate a large number arguments both fascinating and deceptive, in favour of an issue. Members of the appropriate subject population are then given these arguments and are asked to rate the arguments based on the level of persuasiveness. Once the messages meet the point of appropriateness, the are checked for other characteristics. First people rate them on how strong or weak the argument is, then they rate them on how complex and familiar the argument is. According to the elaboration likelihood model, one way to influence attitude is to change the quality of the arguments in a persuasive manner. Another possibility is that by adding a simple cue to the context of the persuasion can affect the attitude of the individual where argument processing is absent.
In conclusion the elaboration likelihood model shows that several things can change the attitude of an individual based on the relevance of the argument or an individuals cognitive output. The elaboration likelihood model could use more up to date studies as it is a little dated but overall still seems to be accurate.
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