
©© Kelly G. Shaver 2006Kelly G. Shaver 2006--0707
All rights reserved.All rights reserved.

Attitude changeAttitude change
Kelly G. ShaverKelly G. Shaver
College of CharlestonCollege of Charleston
shaverk@cofc.edushaverk@cofc.edu
www.cofc.edu/~shaverkwww.cofc.edu/~shaverk

mailto:shaverk@cofc.edu
http://www.cofc.edu/~shaverk


©© Kelly G. Shaver 2006Kelly G. Shaver 2006--0707
All rights reserved.All rights reserved.

Elements of persuasionElements of persuasion

General routes to persuasionGeneral routes to persuasion
Features of the messageFeatures of the message
Personal motives to resist or changePersonal motives to resist or change
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Two routes to persuasionTwo routes to persuasion

CentralCentral
–– Listen and learnListen and learn
–– Elaboration by critical thinking about Elaboration by critical thinking about 

message contentsmessage contents

PeripheralPeripheral
–– CommunicatorCommunicator’’s reputation for honestys reputation for honesty
–– Fluency of presentationFluency of presentation
–– Long list of expertsLong list of experts
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Message elementsMessage elements

SourceSource
MessageMessage
AudienceAudience
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Message sourceMessage source

CredibilityCredibility
–– TrustworthinessTrustworthiness
–– ExpertiseExpertise

LikabilityLikability
–– SimilaritySimilarity
–– Physical attractivenessPhysical attractiveness

With the contentWith the content
–– Source predominates with peripheralSource predominates with peripheral
–– Message predominates with centralMessage predominates with central
–– Sleeper effectSleeper effect



©© Kelly G. Shaver 2006Kelly G. Shaver 2006--0707
All rights reserved.All rights reserved.

Message contentMessage content

Argument as presentationArgument as presentation
–– Length is good (peripheral only)Length is good (peripheral only)
–– Primacy vs. Primacy vs. recencyrecency (closer in time to (closer in time to 

measurement wins)measurement wins)
DiscrepancyDiscrepancy
–– Assimilation or contrast?Assimilation or contrast?
–– Social judgment theorySocial judgment theory

Emotional appealsEmotional appeals
–– FearFear
–– Positive likingPositive liking



©© Kelly G. Shaver 2006Kelly G. Shaver 2006--0707
All rights reserved.All rights reserved.

The audienceThe audience

Need for cognition (I like to think)Need for cognition (I like to think)
SelfSelf--monitoringmonitoring
–– Highs like imageryHighs like imagery
–– Lows like actual informationLows like actual information

Cultural issues (e.g. individualism)Cultural issues (e.g. individualism)
InoculationInoculation
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Personal motivesPersonal motives

ReactanceReactance
Role playing (but not in prison)Role playing (but not in prison)
Dissonance theoryDissonance theory
–– FestingerFestinger’’ss originaloriginal
–– Cooper & Cooper & FazioFazio’’ss modificationmodification

Negative consequencesNegative consequences
Personal responsibilityPersonal responsibility
Arousal not attributed elsewhereArousal not attributed elsewhere
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Other explanationsOther explanations

SelfSelf--perception theoryperception theory
Impression management (not really)Impression management (not really)
Attitude complexityAttitude complexity
–– Horizontal structureHorizontal structure
–– Vertical structureVertical structure
Attitude functionsAttitude functions
–– KnowledgeKnowledge
–– EgoEgo--defensivenessdefensiveness
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