Discuss the Elaboration Likelihood Model of persuasion
[bookmark: _GoBack]          Persuasion happens in everyday life, the relationship between attitude change and persuasive communication has been researched by social psychologist and it has been suggested that it is associated with advertising. (Hogg., 2008) The Elaboration Likelihood Model (1986) is related to persuasion as it is suggested that when an individual receives a message that is persuasive they then reflect on the arguments, except individuals do not always reflect on the arguments carefully as the process requires significant amount of cognitive effort and time. (Hogg., 2008) The Elaboration Likelihood Model (1986) has been applied to several studies, which suggests if the participants would be than more likely to engage in the central route or peripheral route when receiving a persuasive message. The aim of the studies was to apply the ELM (1986) to the prevention of an eating disorder in female adolescences. (Withers., 2002) The promotion of a donor card which was aimed at the public (Skumanich., 1996) and a study on college students who listened to four different persuasive messages that had been presented by an expert source and a non-expert source. (Petty 1997)
   The Elaboration Likelihood Model (1986) suggests that there are two distinct ways that persuasion can occur such as the central route which is when a persuasive message is thought about carefully.  The information that is perceived from a persuasive message happens through systematic processing. Individuals engage in systematic processing when they feel as if the message is important and they process the message with time and cognitive recourses. Persuasion can also happen through the peripheral route which is when the message is not as important, and the individual does not have the cognitive resources to think about the message carefully. This is known as heuristic processing.   (Baron., 2004)
      An example of central route is that an individual would need to use cognitive resources if a doctor had told them that they would need to undergo major surgery, the patient would need to be persuaded that this is the best option for them by listening carefully to the doctor, reading around the matter for more information and seeking other medical advice. (Hogg, 2008) The individual would have to think carefully to ensure they receive the best medical care and should feel at ease. 
     Peripheral route is followed when the arguments of a persuasive message is not thought about carefully such as an individual who prefers a product because the advertisement shows that the product looks good and is being used by an attractive model. (Hogg,.2008)
     A study conducted on the prevention of eating disorders were linked with factors from the Elaboration Likelihood Model. (1986) The aim of the study was to show young female adolescences a preventive videotape or a plus post video activity, the study had involved a videotape with no intervention and a videotape on preventing dieting and body image. The female adolescences had to fill out surveys before and 1 month after the study had been conducted. (Withers, 2002) After the female adolescents had been shown the post-video, the measures had been taken straight after the video had ended, which meant that the female adolescent had not been given any time to use cognitive resources and the time to reflect about the message carefully. A critique for the design of the study is that it had prevented the female adolescents from contributing in central route processing. (Withers, 2002) 
    The study had suggested that intervention programmes do have an instant positive effect, yet the media, sociocultural and other psychological factors do persist to have a powerful influence on the way adolescents perceive their body image. (Withers, 2002)
     The Elaboration Likelihood Model (1986) had been chosen to support the promoting of the organ donor card because the EML (1986) has been suggested to be very useful in putting across messages that are health related. (Skumanich., 1996) To elaborate and think about information, a requiring amount of effort is involved, such as understanding strengths and qualities of an argument, this is known as the central route of persuasion. Central route persuasion is suggested to predict behaviour in the future as the effects of the central route persuasion are more likely to change attitudes and produce long lasting knowledge. Individuals who show great concern for donations will be more than likely to consider what the message is regarding. Signing an organ donor card is seen as a high involvement situation. (Skumanich., 1996)
     Persuading individuals is a process that happens over a period e.g., advertisements are on the media are short and repetitive. The peripheral route is suggested to not influence future behaviour and the process is not as persistent. (Skumanich., 1996)
        A study using the Elaboration Likelihood Model (1986) was used on college students. The students had listened to four different messages which were presented by an expert source and a non-expert source. The expert source had presented the students with a strong message which was supported by a strong argument. (Petty., 1997) The expert source had then presented the students with a weak argument. The messages were then presented the same way instead the messages were presented by a non-expert source. The messages that were presented were simple for the students to understand and they were carried out with no distractions. The students were then given the opportunity to think about the message if they wanted to.  The attitudes that the students had towards the message was based on the quality of the arguments. The non-expert source and expert source made little contribution to the student’s attitudes, especially when the student thought the message was extremely relevant to them. (Petty., 1997)
      The students had followed the peripheral route, but it suggested that when the message was irrelevant to them, the quality of the message did not influence their attitudes. If they were not interested in the subject, then they would choose the peripheral route. (Petty., 1997)
     Changing attitudes when individuals are unmotivated to think about the message has suggested that simple cues can be highly effective. The number of arguments that are presented in the message, the attractiveness and the message source and the current mood state of the individual that is presenting the message are all simple cues that can make a difference. (Petty., 1997)  
     The Elaboration Likelihood Model (1986) suggests that persuasion happens through two different routes which are the central route and the peripheral route. The studies have suggested that individuals are more than likely to use the central route when they are interested in the persuasive message and use the peripheral route if they felt that the subject was irrelevant them. The individual who was presenting the subject to them made very little difference in the way the students had thought. (Skumanich., 1996)
     The study on the prevention of eating disorders and the elaboration likelihood model was criticised for not allowing the female adolescents to have the time to think and discuss their thoughts about the videotapes. Future studies could be improved my allowing them to have the opportunity to elaborate by contributing in a group discussion or written exercises. The potential opportunity for central route attitude change could increase if they had the time to elaborate on the arguments.  (Withers., 2002)
   The Elaboration Likelihood Model (1986) was suggested to be useful in putting health related messages across to the public it has been suggested that to put a persuasive message across advertisements are important as it takes a process of a long period to persuade an audience. (Skumanich., 1996)   Individuals do not always think carefully and deeply about the arguments when they have received a persuasive message as this requires a high amount of cognitive effort and time.  As it shows in the studies people only use cognitive effort when it comes to persuasive messages when it is only important and irrelevant to them. (Petty.,1997)
      Persuasive messages are used everyday and people are more than likely to use the peripheral route, because people do not have the time or the cognitive effort to think carefully about an argument, everyday people are persuaded by advertisements and this can influence an individual to prefer a product on a visual basis such as products being worn by attractive models. (Hogg., 2008)
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