Lecture A: 

Why should we study persuasion?

· A lot of people believe that persuasion is a negative thing and relate it to propaganda 
· We experience persuasion everyday 
· At home, in the media, people we don’t even know, government, and organizations 
· Persuasion doesn’t have to be vocal, it could be a look, action or gesture

· There are both academic and practical reasons for persuasion 

· It is difficult to figure out how persuasion works

· Some people resist persuasion because there are some people who use their power of persuasion in a negative way (Hitler)

· Because of the people who use their power of persuasion in a negative way, a lot of people connect persuasion to manipulation 

· Persuasion has the power to recreate a brand or an idea over night 

· Some examples of situations that persuasive people used their power to change the way people handle or see situations:

· Seatbelts: there was a time that seatbelts weren’t necessary and that it wasn’t frowned upon if you weren’t wearing one. However, persuasive people put laws in place and the amount of advertisements and media that are now out people wear their seatbelts. 
· Racism: Years ago racism was accepted, however over the years persuasive people have made it so it is no longer acceptable. 
· Women’s rights: There was a time that men and women were not equal and women had a lot less rights than they do now. Persuasive people also changed this.  

· In advertising it is our job to realize that people can be persuaded and that it is our goal to persuade them. 
· Most careers require you to be persuasive 
· Medicine, law, social work, teaching, writing, marketing, art, politics





Lecture B

The 3 Benefits of Learning Persuasion

1. Instrumental Function

· The idea behind this function is to become a better persuader
· Realize that most things require persuasion even if its not obvious
· “Competent communicators possess the skills needed to achieve their objectives in fitting ways for the particular situation”
· Exact description of what we do in advertising
· Relaying information in a particular context
· Media is directed at a designated audience
· Learning to become an effective communicator

2. Defense Function

· People often over estimate the power persuasion has on other people and underestimate the impact it has on ourselves
· Most people believe they can resist persuasive messages aimed at them
· A lot of people don’t even realize a majority of the persuasive messages they receive 
· The idea behind this function is to become better at recognizing and reacting to persuasive messages

3. Debunking Function

· There is a lot of misconception about the power of persuasion

The 2 Criticisms of Learning Persuasion 

1. Does persuasion encourage manipulation?

· This is a general go to for criticism 
· Persuasion is a tool	
· It can be used for good or evil depending on the person using it
· It is used to distribute information 
· Could be used for good or bad use depending on the persuader
· Using fear as a primary impulse is often considered a bad technique. However, there are ways to use fear as a good primary impulse. 
· Lots of advertising uses fear in a good way
· Drinking and driving, safe sex, smoking
· These advertisers tend to result in positive outcomes while using fear as their primary impulse
· You need to disconnect and find the differences between persuasion and propaganda
· Propaganda is usually extremely idiotic 
· Institutional, usually comes from lobbyist groups, government, associations 
· Relies on ethical suspicions
· More concerned about the results rather than the ethics
· It is a matter of perspective
· If you agree with what is being said you wont consider it propaganda, where as if you disagree with what is being said you are more likely to believe it is propaganda

2. The studies and findings of persuasion are too inconsistent

· Nobody has found a unifying rule of persuasion
· It is not that it cant be studied scientifically, its just that what we’re studying is extremely complex



Lecture C

Persuasion in Interpersonal Settings

· A basic rule of persuasion is that if you are trying to persuade someone it is most effective to do it in an interpersonal setting
· People are less likely to be suspicious of these situations because they do not feel as if they are being persuaded
· There is a lot more trust in these types of situations 
· If the message feels too much like an advertisement we are a lot more cautious
· We automatically assume that they are after something, or they are trying to manipulate or persuade us
· Advertisements on social media are very common now, and when we see this we consider it to be an interpersonal situation and we are not cautious of the messages being delivered. 
· Social media is usually a place where we go to have a personal exchange
· They create the advertisements so you feel like they are a part of your exchange
· [bookmark: _GoBack]Very new effective way for advertisers to deliver their advertisements 

[E—

T ———
Py
e e i gl e dst vk, genen, s
g
[ et SO —

Some e et e e el o e e
rteltaliesvmitotmnt i

S ———
oo ot o

B S —

Some et sttt et e i e o
ettt

+ Sextos: e s i it st weren sy nd .
e e ot s

+ Bt Yo s s ki b ot s
P o o i o 2 e e

T o e e s e s
i nd ek s s ey do o Pt
P e

P S———r
ooyl toprie .
e e o e
pr A ———



