Persuasion & Influence
comMMm 7/8322

Course Description
This course will survey traditional theories and approaches to persuasion research
social psychology and communication studies. Theories willdde applied to various con
including public, interpersonal, and health.

Book
Cialdini, R. Influence. (ISBN: 978-0-06-124189-5

Assignments and Grading
Attendance & Participation (20% of final gra
This is a once a week graduate semin

s; 40% for MA students).
expected to come to each class

1 be more or less familiar to you,
the big picture (major claims and
arguments) and not to sweat the sma hrough the details together in
class. A major component of this grade 7

clarification and discussi

Each week, two students y and lead a discussion on a recent research
e of the semester, MA students will do one

ticle to Dr. Stewart for approval. Articles will be
an Thursday before the presentation date.

ould do the following:

escribe who the author is.

e the research problem or question the article is addressing—what is

What is the purpose of the study?

marize the methods of the study—What is the general methodological

oach? What are the key constructs or variables?

mmarize the findings of the study—What is the news here? What do we know

now that we didn’t know before?

5. Summarize the implications of the study—What does this mean for persuasion
theory, research, or practice? What are some new directions for research?



Final Paper (40% of final grade)
Your final paper will be an approximately 25-page (double-spaced) literature review
and/or application of a persuasion theory. This paper can (a) select a specific theory and
review the scholarly literature developing and applying the theory; or, (b) select a spegific
theory, outline its details and relevant literature, and then (i) apply the theory to a
of some data, or (ii) apply it to a proposed research project.

Academic Honesty/Plagiarism
As graduate students, you are becoming producers, not just consumers, o

not inappropriately take credit for research and ideas that are not your own. Eve
makes honest mistakes, and [ am willing to help correct these mistakes. However,

you agree that all assignments may:
may be included as a source docum

process and that the assignment
estricted access database solely

tion: http://www.memphis.edu/cwc/
seling: http://www.memphis.edu/cpcc/




Weekly Schedule:

M 1/26: Introductions

M 2/2: Persuasion fundamentals
Hogan, ]. M. (2013). Persuasion in the rhetorical tradition. In J. P. Dillard & L. She
The Sage handbook of persuasion: Developments in theory and practice (pp. 2-1
Angeles: Sage.

Miller, G. R. (2002). On being persuaded: Some basic distinctions. In . P. D1
(Eds.), The persuasion handbook: Developments in theory and practice (pp. 3-
Oaks, CA: Sage.

social. In J. P. Dillard & L. Shen (Eds.), The Sage handbook o
theory and practice (pp. 53-69). Los Angeles: Sage.

M 2/9: Automatic Persuasion
Tversky, A. & Kahneman, D. (1974). Judgment
Science, 185, 1124-1131.

Cialdini, chs. 1-4

M 2/16: Automatic Persuasion
Cialdini, chs. 5-7 and epilogue

M 2/23: Framing & persuasion
Kahneman, D., & Tversky, A. (1984). Ch ames. American Psychologist, 34,
341-350.

Salovey, P., Schneider, T. . (2002). Message framing in the prevention
and early detection of illne .P.
Developments i . 6). Thousand Oaks, CA: Sage.

ndez, N. C. (2008). To practice what we preach: The use of hypocrisy and
ance to motivate behavior change. Social and Personality Psychology

M 3/16: Theory of Reasoned Action/Belief based models

Yzer, M. (2013). Reasoned action theory: Persuasion as belief-based behavior change. In J. P.
Dillard & L. Shen (Eds.), The Sage handbook of persuasion: Developments in theory and
practice (pp- 120-136). Los Angeles: Sage.



Mattson, M. (1999). Toward a reconceptualization of communication cues to action in the
health belief model: HIV test counseling. Communication Monographs, 66, 240-265.

Witte, K. (1992). Putting the fear back in fear appeals: The extended parallel process model.
Communication Monographs, 59, 329-349.

M 3/23: Dual-process theories
O’Keefe, D.]. (2013). The elaboration likelihood model. In J. P. Dillard & L. S
Sage handbook of persuasion: Developments in theory and practice (pp. 13
Angeles: Sage.

Todorov, A., Chaiken, S., & Henderson, M. D. (2002). The heuristic-systemic mo
information processing. In J. P. Dillard & M. Pfau (Eds.), The persuasion handbook:
Developments in theory and practice (pp. 195-211). ThousandyOaks, CA: Sage.

Kruglanski, A. W., & Thompson, E. P. (1999). Persuasion by a
unimodel. Psychological Inquiry, 10, 83-109.

oute: A view from the

M 3/30: Message & Media Effects
Shen, L., & Bigsby, E. (2013). Effects of messagéfea : yle. In]J.
P. Dillard & L. Shen (Eds.), The Sage handbg i
practice (pp- 20-35). Los Angeles: Sage.

Hosman, L. A. (2002). Language an
persuasion handbook: Developments
CA: Sage.

Jillard & M. Pfau (Eds.), The
e (pp- 371-390). Thousand Oaks,

Holbert, R. L., & Tchern
Shen (Eds.), The Sage
52). Los Angeles: Sage:

a8 persuasion. In |. P. Dillard & L.
ents in theory and practice (pp. 36-

M 4/6: READINGS TBD
M 4/13:

M 4/20: PR

M 4/27: PRES





