Lecture 1: Question 1

Think about how pervasive persuasion is, consider your day today or yesterday. Can you identify some of the persuasive attempts made on you, or that you might have made on someone? I'm talking about persuasion that took place outside of just advertising. Once you think about it you'll begin to see how many human interactions involve persuasive exchanges.
Write a few describing the persuasive attempts you were involved in recently, as either the 'source' (the Persuader) or the receiver. 

I never realized how relevant persuasion is in our every day lives until this lecture. It is not a lot clearer to me how much persuasion I both use and receive in my day-to-day life. 
One thing I never really considered to be me persuading someone was during my job interview. After all of the basic questions, I was asked why I would be a good fit for the job. I had to convince the manager that I would be the best fit for the position.
Another experience I had with persuasion was walking through the mall and getting stopped by a sales representative for a skin care company. The woman began by telling me all of the benefits of their products and then proceeded to tell me how it would work for me specifically. At the time I didn't appreciate her attempt to persuade me into purchasing the product because I was insulted due to her bluntly pointing out all of the things wrong with my skin however, after coming home and thinking about our conversation again I started noticing all of the flaws in my skin and then considered buying the product. So it was evident her method of persuasion worked. 

Lecture 1 Question 2

Read pages 14-18 in the text and post your version of those defences.
[bookmark: _GoBack]Does Learning About Persuasion Foster Manipulation?

One of the responses to this criticism is that persuasion should be looked as a neutral tool. It can be used for good or bad depending on the person, but initially it is intended to be neutral. Like anything, you can’t control what a person does with a tool they are given. Also, it shouldn’t be looked at as what the persuader does, but rather why they do it. The example used in the text was using fear as your method of persuasion. Some people would consider that unethical, but the real issue should be what you’re trying to achieve from persuading people with fear. Using fear to persuade people to not drink and drive would be considered ethical in my opinion however, using fear to persuade someone to do something that is only a benefit to the persuader is something I would consider unethical. 

Are Persuasion Findings Too Inconsistent or Confusing?

A response to this criticism is that although people believe that persuasion should not be studied, it really should be the opposite because there so much that could from the study since the topic is so diverse. Another response was that contrary to what people believe, those who have studied persuasion have come out with plenty of results.









Lecture 1 Question 3

Look at the list 'Box 1.3' on page 18. Answer the question, is this ethical persuasion for at least one of the scenarios listed there. Again… short, just a paragraph or a couple of sentences. You can answer off the top of your head or do a little reading in Chapter 16 first, for a more informed response.
“A car sales person emphasizes that the model of car a customer is considering has “more horsepower and better mileage than the competition. The salesperson fails to mention that the car has worse reliability and a worse safety record than the competition. Is this ethical persuasion?”
I believe this is unethical persuasion. The sales person is purposely withholding information that I would consider to be important when buying a car. They are advertising why this car is such a great buy, however they are failing to tell them the negative things about the car. I also consider it to be unethical because personally I would consider a cars reliability and safety to be more important than horsepower and mileage. I understand this is how most, if not all, sales people work because it is their job to sell a product, but I still consider it to be unethical. I believe they are manipulating the customers into buying a car without having all the important information. 

Lecture 1 Question 4

We didn't cover Malcolm Gladwell's, the Tipping Point this week, but it is discussed in chapter one of the text. Read about it on pages 5-7 then write a few sentences here (in your own words!) about what each of these mean, according to Gladwell:
· Maven
· Connector
· Salesperson


Maven: these are the type of people who seem to have a never-ending supply of information and ideas. They have a lot of information on different products and can talk about them endlessly. They enjoy connecting the consumer to the market place and helping them once they are there.

Connector: connectors are the ones who help establish relationships amongst people. They enjoy introducing people into different social and cultural situations. They take the information given by the maven and spread it throughout their social circles. Essentially they’re a big part of the word getting out on new products, information, or ideas. 

Salesperson: Although the mavens are the ones who initially have the information, and the connectors are the ones who initially spread the information, the sale people are the ones who have the skill to persuade the consumer. Although they are technically the last group in the loop, it could be argued that they are the most important because of their persuasive power.  
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