Discuss the Elaboration Likelihood modal of Persuasion.
[bookmark: _GoBack]The aim of this essay is to describe the Elaboration likelihood modal and how it corresponds with elements of persuasion. To begin with, what is ELM? According to Hewstone, Stroebe and Jonas the ELM would be ‘the decision of whether or not to accept the position which has been advocated, receivers will try to form an opinion on its validity’. Although there had been many different explanations which have been stemming from research over time, one which has made a significant effect on research would be the theory by Richard E. Petty and John Cacioppo. They state that the ELM is used through us as humans having a dual process theory which consist of being able to swap between the ‘central-route’ which is if we use our processes to think a lot about a certain situation before we take action and then the ‘Peripheral route’ where we don’t tend to think about a situation persistently and is likely for us to go off cues around us such as: looks or intelligence. A simple example of this could be buying a car, if we were to use the central route we would complete research beforehand on each car and decide on which is the most beneficial to our needs, whereas if we were to use the peripheral route, we would perhaps buy a car which looks nice or one which a friend has.

We should firstly look at the factors of persuasion and its effects on our attitudes. According to the VeryWellMind.com, they suggest that psychologists tend to define attitudes as a learned tendency to evaluate things in a particular way, this includes evaluation of people, objects, events. In a situation where persuasion is about to take place, an individual would listen to a message which has points embedded to change an individual’s attitudes, this could possibly take place face to face but often occurs via audio; television and radio stations. We are always exposed to messages which attempt to persuade us, even charities which are non-profitable organisations have an element within them to tempt us. 

Previous research contributes to elements of ELM. One theory which looks at persuasion and its effects on attitudes would be the Hovland - Yale modal (1953) by Carl Hovland whilst he was a psychologist at Yale university. He found that effective persuasion could be achieved by who transfers the message. There were three may factors found, 1) the source; the attractiveness of the individual spreading the message can be seen as important. An example of this could be Nicole Scherzinger who takes part in many adverts. The next would be 2) the message; where it is more effective if the individuals don’t realise that the message is persuasive, it was also found that the message can also be more effective if it creates some sort of level of fear. For example; smoking adverts show the results with smoking heavily can cause Cancer, which showed a decrease in those smoking immediately when adverts came out. Then finally, 3) the audience, states how younger people are more likely to be persuaded than the older generation. More so, low and high levels of intelligence effect the outcome of persuasion. For example, intelligent audiences have a better chance of persuasion if both sides of the argument is shown.

There are previous accounts of research about the ELM, one being completed by O’Keefe from Northwestern university, who initially stems his ideas from Cacioppo and Petty. He states that the persuasive outcomes in the central-route greatly rely upon the thoughts of the receivers and the careful consideration taken place when there is communication of messages. It is said that the best way to allow people to become motivated to take the central route would be to allow the message to become more ‘personal’, therefore it allows the individual to relate with memories or past experiences or maybe even in the present. This can be shown in a study which was undertaken by Cacioppo and Petty (1990) who found that when students were exposed to two different groups about examination changes, the communication involved contained either strong or weak arguments with two different people explaining the changes to either group. The researchers manipulated the student’s relevance by one group being told that examination changes would affect their time in education which resulted in students becoming very engaged & concerned in the topic, whereas the other group were told that the examination changes would not affect them at all which then results in the students having no real interest and then tending to go off cues around them such as ‘expertise can be trusted’.  The receiver may be encouraged to positive thoughts and that indicates that message has been successful and then caused an influence on the receiver’s attitudes into the direction which is most favourable, whereas if the receiver has unfavourable thoughts then the act has been most likely unsuccessful on that occasion causing no shift in attitudes.

In relation to Cacioppo and Petty (1990) study on students, another influence on the persuasive outcomes in the central-route would be how strong the message is and if a valid argument has occurred. In situations where high elaboration is present, this has a tenancy to be said that conditions such as these allow individuals to encourage motivation and trigger the ability to think carefully and consistently about the messages being displayed, receivers are then willing to analyse the information which is being presented, therefore if a weakness is identified that it most likely going to cause a negative reaction immediately and unlikely be able to persuade the individual, on the other hand if the arguments presented are powerful and the strength is faultless then it is going to provide positive reactions from the individuals and then possibly lead to persuasive success.

O’Keefes research suggests his expressions on the Peripheral route and the influences of persuasion on that direction. He explains where there are conditions of low elaboration, receivers are at their least likely position to be engaged in the persuasive message being explained and are unlikely to take in any messages being presented. According to Cacioppo & Petty, recipients tend to avoid any effort thinking if the message is irrelevant to them and prefer to be effortless as that doesn’t involve any mind challenging tasks, therefore there is a reduction in the use of motivation or ability to think deeply about a particular issue, meaning that the recipients tend to become distracted easily during the exposure to the message being displayed, this then will contribute to this issue of how unlikely it is for recipients to end up relating to this information.

During Peripheral route there are elements of heuristics which are present, which is where people use simple and efficient rules to form relative accurate judgments of other individuals. One which has been recognised would be the “credibility heuristic”. This is where receivers take the communicators expertise and experience as cue of being persuasive rather than the actual messages which are being presented. Furthermore, this links to the second heuristic which can be referred to in O’Keefes research, which is the ‘communicators likeliness’, this is where if the communicator is disliked then the persuasion will be unsuccessful compared to if the communicator is liked, the messages will come across more persuasive and effective.

The research completed by Cacioppo and Petty (1979) give us the idea that there are also two strategies which recipients use to engage in message processing with persuasion. The first being, ‘thought listing technique’, this technique give us some idea of the number of supportive and unsupportive thoughts which have been aroused by a message in the bid for persuasion to occur. Then, the second technique which would be where recipients engage in communication which consists of either strong or weak arguments, then this would result in strong arguments producing more positive thoughts and then result in a significant attitude change. Whereas, if arguments are continuously weak with no valid points throughout the message processing then that is most likely to cause unfavourable thoughts about the message, which will then result in very little or no attitude change.

It can be argued that Elaboration likelihood modal can be flawed by its research. Bitner and Obermiller (1985) both question whether there is an interaction between the two different routes. The original theory of the ELM presents the two routes as alternatives to each other. Petty and Capioppo(1979) on the other hand  suggest an interaction between the two, however if central processing occurs first then it Is unlikely that peripheral processing will occur, whereas if peripheral processing occurs first, then there is a possibility that it could lead to central route processing. According to Ray (1973), a hypothesis which has been drawn from this research is that advertising can work through low involvement by there being weak arguments then going off preferences which then induces a purchase, this then leads to strong attitudes based on this experience (which is a central effect).


In conclusion to Elaborative Likelihood Modal of persuasion, there are some elements of the modal left unexplained and some without any justification. For example, some of the questions which we do not have answers to would be how Petty and Cacioppo state there are two routes to persuasion, which gives us the impression that you would take one route or the other, however both routes are not two different choices but end points of continuum. Whereas the metaphor ‘two routes’ imply, as even the peripheral processing requires an element of thinking for example; the receiver will notice if the communicator shows expertise, then use this knowledge to create a result such as; if the expert agrees then it must be correct. In thus saying that, there is a great deal of support to the theory of ELM and the research by Cacioppo & Petty have provided great significance to psychology.
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