Attitude Change  
Cognitive Dissonance 
· humans can go through mental gymnastics to feel better about themselves
· how we change our own minds 
· cognitions can be either consistent or inconsistent with one another
· inconsistent - want to be healthy but only eats junk food
· inconsistent cognitions produce dissonance- unpleasant arousal
Reducing dissonance
· Change attitude
· if you smoke and you think it bad for you, just think it isn't bad for you
· Change behaviour
· if you know smoking is bad for you. you stop smoking
· Introduce additional consonant cognition
· you smoke, smoking is bad, it relaxes you, university stresses you out, will quit later
· Change importance of dissonant cognitions
Induced Compliance
· you can get people to experience cognitive dissonance by getting them to participate in a behaviour they don’t believe in
· counter attitudinal behaviour - counter to or inconsistent with an individual's attitudes
· Festinger & Carlsmith 1959
· asked people to do really boring things
· asked people to turn knobs on a board for an hour
· then asked them to go back to the waiting room and tell those waiting it was a fun study 
· control group was just asked to do study not to tell it was fun 
· those who said it was fun, half were paid $1 the other half were paid $20
· those paid $20 didn’t have to rationalize their behaviour
· those paid $1 told to tell is was fun experienced cognitive dissonance
· no difference between the enjoyability between control and $20 group
· those paid $1 rated it was significantly more enjoyable - changed attitude -conflicted with behaviour
Effort Justification
· People feel dissonance if we invest time, energy or money in a thing that is not worth while
· dissonance aroused by getting people in invest in a goal that may not be worthwhile
· dissonance reduction is used to justify the expenditure of effort 
· Erinson and Mills 
· discussion group - three groups (control, mild initiation, severe initiation)
· severe - the women had to read pornographic comments
· mild - the women had to read mildly racy comments 
· participants then given headphones to join discussion 
· discussion was pre recorded - was uninteresting and boring 
· the women were asked how much they wanted to be a part of the group and how interesting the discussion was
· control group and mild initiation rated it less interesting
· those who went through the most embarrassing initiation rated it as interesting and group members as interesting as well
· Military boot camp - all that humiliation and effort " it must be worth it"
Free Choice
· Having to choose between two desirable alternatives can produce dissonance
· the bad elements of the chosen alternative are dissonant with decision
· if you choose to go to western over u of victoria the bad weather in london is dissonant with choice
· the good elements of the unchosen is dissonant with choice
· u of victoria is smaller, new place, adventure
· people engage in post decision dissonance reduction to restore consonance
· improve evaluation of chosen alternative
· lower their evaluation of the unchosen alternative
· go out with a funny slob " a sense of humour is important, I don’t care if they are a slob"
· "I'm so glad I went to western because all these good things happened that wouldn’t have if I had gone to another university"
· basically want to be satisfied with our decision. make our decision look better after we've made it 
Self Perception Theory
· People simply observe their own behaviour and infer their own attitudes from it
· Carlsmith & blah blah - infer that they liked the study because they did the behaviour for $1 
· Dissonance has a negative arousal which isn't present in self perception theory
· over justification in children 
· more applicable in children than adults 
· Only occurs if you don't have strong attitudes - children playing with markers - don't know if they like it yet 
Impression Management Theory
· people want to make a good impression on others and don’t want to appear inconsistent to others
· want to appear as good, consistent and logical people
· participant willingly tells people the study is fun but it is not fun = inconsistent 
· however attitude change may occur when different experimenter assesses attitude 
Self- Affirmation Theory
· people want to see themselves as moral, capable individuals
· we ourselves need to feel we are good and capable
· counter attitudinal behaviour threatens these feelings of self-worth
· if those participants were in the $1 and told others it was fun - if before they were asked to rate the experiment they were given the opportunity to help a charity they wouldn’t find it necessary to adjust their attitudes to be in line with behaviour
· if you give people an opportunity to repair their self worth- their attitudes won't change
Two routes of persuasion 
· systematic processing occurs when people attend to and think about the message
· can be persuaded by strong arguments when engaging in systematic processing
· Heuristic processing occurs when people rely on simple cues to make judgements
· the strength of the argument doesn't matter as much. Likeability, attractiveness of arguer even how many arguments the person uses
· systematic route of processing happens when:
·  the recipient is motivated to expend the energy needed the energy needed to process the information 
· You have a $1000 to spend on a computer - you will weigh the arguments of the attractive techy instead of just going for it because the attractive techy recommends it 
· When buying mustard - one is not motivated 
· the recipient of the message has the ability to process the information 
· If you can't understand the politician you will use heuristic and vote because you trust that politician 
· if you distract people they are more likely to use heuristic need to mental resources to use systematic
·  some people are more cognitive than others and therefore use systematic more 
Elements of persuasion: Source - message- target
· end of world war 2 people wondering how normally civilized people acted the way they did. 
· who says what to whom, to what effect?
· who is the source. what is the type of message.  whom is the target. was the message effective?
· study- have an attractive source and unattractive source give an argument. 
· were the attractive source more effective? yes 
· source characteristics 
· Attractiveness, popularity(fame), likeability 
· Similarity to target audience  - has limits 
· more likely to have better, fun experiences with those similar to you
· real estate agents know this - similarity will lead to increased persuasion
· Credibility - who can you believe? 
· expertise (possesses relevant knowledge)
· trustworthiness ( lack of ulterior motive)
· credibility strong when something goes against someone's best interest 
· message characteristics 
· Arguments : 
· Emotions
· fear/humour  
· used a lot in ads and politics 
· emotions grab our attention 
· Target characteristics
· Gender or intelligence of the audience
· ad during super bowl vs. during soap opera 
Persuasion in the health domain: fear appeals
· most behavioural changed occurred at moderate fear appeals 
· if people feared more they block out the message- makes them uncomfortable
· later found this is not always true
· motivation protection theory describes the process on how to make a very fear appeal successful 
· people have to believe the problem is severe
· people need to assume they are susceptible 
· aids people thought it was a gay man's disease
· had to change how message was delivered to make others feel susceptible 
· people have to believe recommended steps will be effective  
· long term smokers didn't see the point because they smoked for 20 years
· people have to believe they are capable of performing those steps
· a successful health campaign needs to meet all these requirements 
Propaganda
· persuasion that is motivated by a specific ideology and is biased in its presentation
· play into emotion and prejudice 
· the source of propaganda has an agenda
· wars
· frank capra - made american films to excite americans about the war (WWII)
· cults
· most extreme example of persuasion 
· can turn a normal individual who slavishly works for a cult 
· jonestown clip 
Cult indoctrination 
· destructive cults: a rigidly structured group led by  charismatic leader, the recruits and retains members using manipulation deceptive techniques 
· solar temple - there was a comet and when it came aliens would save those in the cult
· sun moon unification church- arrange mass marriages between members promotes harmony 
· jim jones- don’t drink the kool aid - willingly drank the poisoned kool aid

· Techniques of indoctrination:
· selective targeting of potential recruits
· young people (18-30) mentally healthy and unsure of where to go 
· recent loss ( divorce, fired) 
· more and more older women who have had husbands leave them are being recruited
· middle class bright, lonely and alienated 
· often send out attractive people of opposite sex and ask them to a meeting
· isolation of recruits 
· night out then invite to a mountain resort - isolated area
· discouraged from contacting loved ones 
· emotionally and physically  "for your own good"
· peoples temple - leader took passport can't leave
· sleep deprivation 
· engage in activities to keep them busy and with other members
· disorientate them less likely to think logically about decision
· love- bombing
· first meeting - flatter them and pay attention to them
· unconditionally positive regard 
· repetition 
· even if a message isnt reliable if you hear it over and over again you're more likely to believe it
· foot in the door 
· works on the idea of cognitive dissonance
· ask someone to do something small then ask them to do something that requires more energy
· asked to go to a dinner party then "do you want to  go away for a weekend retreat" then "do you want to come stay with us for a week"
· escalate the level of commitment. when they up the commitment you look at the commitment already placed
· denial of privacy
· pair new members up with happy cult members
· don’t want the recruits to think about their decisions
· don’t want people feeling unique want them to feel a part of the cult
· reciprocity 
· if somebody does something for us we want to return the favour
· invited to a free dinner and showered with complements then asked to go to a retreat " it's the least I can do to repay them"
· arouse guilt if you don’t want to go 
· cult members play around with serade because it backs their decision
· how do they keep them 
· cults are in remote areas 
· cults generally have enforcers - threaten cult members 
· social reality of the group -  members become friends 
· effort justification - I have worked so hard for this cult it must be worth it
